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«HE FLORSHEIM SHOE 








IN STOCK 


The Campus 


$72 


A College Brogue — decidedly different from the 
usual brogue. The lines of this last, the character of the 
shoemaking, and the detail in designing, make the Campus 
stand out as the premier of all brogues. Full wing tip; 16-iron 
overweight single sole; wide flange heel with sewed seat. 





Style S-29 Campus tan English grain oxford $7.40 
Style S-30 Campus black English grain oxford $7.40 
Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 





The Florsheim Shoe Company 
Adams and Clinton Streets 


The Florsheim Shoe is placed exclusively RY Gre) KEE. If The Florsheim Shoe is not represented 
with one progressive store in each city. x12 in your city, ask us to show,you the line. 
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AS USED BY QUALITY SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 


i alae i Vy lh 





G & HSPECIALTY LEATHERS 


Shrewsbury Grain Calf, Nat. Color 
Black 
Mahog. 
Dk. Mahog.. ..No. 126 
Scotch-Tan ....No. 139 
7" ” ..-Noe. 116 


as Black ..No. 90 
4“ “ ct) “oe Ne. 16 


Shrewsbury Skandinevien Groin Calf 


Green a Hickey Rotana Scotch, Tan 
- Black .... 


BEWARE OF IMITATIONS 


There is multiplying evidence that domes- 
tic business has turned the corner. With 
others, the shoe and leather industry re- 
: ports progress. Quality merchandise is 
MADE BY or the kind to bank on for the future. The 
ALDEN, WALKER & WILDE public is demanding value. Use of Shrews- 
EAST WEYMOUTH, MASS. bury Leather in men’s and women’s shoes 
guarantees style and serviceability. It is 
a leather FREE FROM ACID and there- 
fore “a friend to the feet.” 

















Are you taking advantage of the “G&H Tag Plan” of identifying 
Shrewsbury Grain Calf Shoes? The shoe manufacturer’s and 
dealer’s ultimate success rests with the purchasing public. It is 
to REACH it, and TEACH it that footwear of Shrewsbury Grain 
Calf merits their favor, that we inaugurated the tag plan. 











ESTABLISHED 1782 INCORPOPATED 1900 


UMA MAME TAP MATA AIACA  ) 08 


GREEN &HIC EY LEATHER CO 
is uM athersWhich Are Unegualled 
61 bABSOMMOA STORES BOSTON 
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Booth Sixty-six! You'll find us there! 
With all our styles for ease in wear. 

Just come and watch the buyers stare, 
At Merrill, Porter samples rare. 











\ 


No. 761—Glaszed Kid, Circular Fored 
Polish, Perforated — Tip, 6/8 Rubber 
ee ne on Inner 

‘1 No. 85 lazed Kid, Seamless Lace, 
= Sa Seas aS Combination Bunion Last, 8/8 Rubber 
aa Heel, Genui Leather Oushion Inner 
Sole. k, D, B and EB, 8/9. 
Price $3.25. 


Twenty Comfort Styles 
for Instant Shipment 
No. 612—Glased Kid, 6 inch, Whole 
Quarter Polish, 8/8 Rubber Heel. Genuine 
‘Lea In Stock, 


t fon Inner Sole. 
D and E, 3/9. Price $3.00. 


The Merrill, Porter In Stock Department, always full to its 
quota of twenty numbers, can meet all demands. 


An adequate run of sizes is available at all times. Our catalog 
of “at once” shoes will help you in placing that rush order. 


See our exhibit, Booth No. 66, N. S. R. A. Convention and Expo- 
sition, January 9, 10, 11, 12, 1922. 


Se ee MERRILL, PORTER & CO. 


Genuine Leather Cushion Inner Sole. 


Both Bigles te sisck, O; D'and M378: 113 Monroe Street Lynn, Mass. 


Price 65. 
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Quick Action 


You get these shoes at once 
—no delay. IN stock ready 
for instant shipment. 


They are part of the famous 
3 W.’s LENOX line, which 
includes Infants’ Turns from 
5 to 11, McKay’s—from chil- 
dren’s to women’s, in all 


Misses’ and Children’s Tan Side, 
Tip Lace, Snap Last. 


leathers and sty1les—and 
Women’s Black Kid Comfort 
Turns. 


The 3 W.’s LENOX line 
will snap up your children’s 
department. It contains splen- 
did values—the kind of shoes 
that please parents—and you 
get promptest delivery. 


Weimer, Wright & 
Watkin Co. 


Manufacturer 


35 S. Second St. 
Philadelphia, Pa. 


Patent hogs 3 Field Mouse Top, 
Plain Toe, c=, Button, Peggy 


7G6Z1—6 to 8 $2.00 
T62Z2—1 to & No Heel......-+0.+0+ 1.75 


Ta Kid, Ti Turn, Button, 
- » eau Last. 

7542—8 to 

7643—1 to 5 On MeGh. cc ccccccccce 1.75 














SUNN 
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A bigger, 
cleaner, 
more profitable 
business 
comes with-—- 


A step in advance 
of the times 


The T. K. Kelly Sales System 


Minneapolis U.S. A. Minn. 
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Two National Favorites 











B. L.C. 


Van 


B. L. C. 


Van 
DyKe Ruba 


The Approved Brown Boarded Red—Flat 
Shade Grain 




















AN DYKE”’ 


HEN you order 

shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 








BARNET LEATHER CO., Inc. 


H eadqua rters 


81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 
N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS. 


98-100 South St.. Boston, Mass. 


calf and ‘‘ Van 
Ruba” calf are among 
the 10 BARNET 
LEATHER CO, 
Inc., specialties in 
high grade leathers. 


See Our Exhibit 


Booth No. 217 


N.S. R.A. 
Convention and 
Exposition 
January 9-10-11-12 
1922 
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IMITATION *s the SINCEREST FLATTERY 


But We Take Exception to Our Patent Being Infringed Upon 


Merchandise of exceptional merit is always bound to have 
imitators. 


Even in cases where the article is patented, the imitator 
will go to extremes, disregarding all rights of the patentee 
and TRY to reproduce the original. 


The imitator thinks he can hoodwink the merchant and 
public. Sometimes he does to his own profit, but to the 
BUTTON SHOE everlasting loss to the shoe retailer who handles his mer- 


5600—Ch Ch B ; i 
e-Sr ime pov chandise. 
5614—Full Grain Cherry Lotus Button. 
5 to 8 8% toll 11% to2 . . ‘ 
ae ae be a “7 In our case he won't. We won't let him. 


1.55 * 

1.85 2.15 
The RAMSEY PATENTED PROCESS SHOE is the one 
and only Stitchdown which has overcome all previous 
faults. It has gained its present outstanding position 
through sheer merit. 


That shoe merchants appreciate the RAMSEY PAT- 
ENTED PROCESS SHOE is evidenced by its wonderful 
popularity and rapidly mounting sales. 





All shoes made under our patent have a double row of 
stitching on the soles, and are stamped on the soles, Pat- 


ented March 16, 1920. 


BAL LACE 
5400—Cherry Chrome Bal. 
S413—Full Grate Groued Bik, Bal ‘“ ha h k: noth: 
g 3—Fu train Smoked 3 a , ’ ) ) ; 
Gare—ba oe See Content with wh t we have, we seek nothing 
8% toll 11% to 2 that is another’s.,-—PRESIDENT HARDING 
‘e155 $1.75 . 
1.55 1.75 
185 ~- 2.15 
1.85 2:15 





The Awakening Conscience of 20th Century Civilization condemns and 
holds up to public scorn all those who take of attempt to take that which 


is another’s. 





BEWARE OF INFRINGERS 


RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RIP 


“IT’S IN THE MAKING” 


DOUBLE GOODYEAR STITCHED WITH WELT 
967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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861—Bal, Tony red Calf. Per- 
forated throughout. Fancy center perforation 
in tip. Goodyear “Wingfoot™ rubber heel. 


Stock No. 800—Brogue Bal, Gallun’s No. 4 Vogue” last. Heavy single sole. 
Norwegian. Square wing tip on “British” last. Price $6.00 
One inch broad flange heel. 15 icon sole. 
Stitched heel and rawhide doubler. 

. Price $6.65 


Stock No. 850—Style like No. 800, in Gallun’s 
Black Norwegian, made with a white fiber 


doubler. 
Price $6.65 








’ 
Men’s 
Stock No. 871—Style like No. 861, P & V No. 
Relay Bal 104. Perforated th center 
eo in tip. “Wingfoot” rub- 
r heel. 13 On_ “Our Ad- 
vice” last. Price $6.00 














Stock No. 804—-Tan Grain Bal, perforated and pinked 

throughout. Rawhide doubler. Stitched heel. Stock No. 103—Women's Gallun’s No. 4 Tan Nor- 

Brogue last. Widths, A-D. wegian Oxford. ware wing tip. 10/8 heel. Last, 
Price $5.65 135; Code Apple; Widths, AA-D. P 

Steck No. 854—Same as above in black grain with rice $5.5 


white fibre doubler. Stock No. 104—Women’'s Black Norwegian Oxford. 
Price $5.65 Sizes as above. Price $5.50 


(Send for our latest catalogue) 








Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
































YENOOINOLY 


TES 


UTTER 





i) 





BOOT AND SHOE RECORDER 





DON’T FAIL TO SEE 
THE EXHIBIT OF 


BRIGHTEX 
BEECHTEX 


at the Chicago Convention 
January 9-10-11-12 


Booth 209 


The superior qualities of Brightex and Beechtex will be demon- 
strated in our booth and we cordially invite the trade to witness 
this exhibit. 


J. EINSTEIN, Ine. 
7-11 Spruce Street New York City 


Boston St. Louis Cincinnati ' Milwaukee 
Montreal 


0 
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“Onyx” 





Hosiery 


Reg vs Pat. Orrice 


Luxurious in texture and dis- 
tinctive in design ““Onyx”’ is 
naturally the 


Hosiery of Fashion. 


Emery 6 Beers Company, inc. 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


Broadway at 24th Street New York 
































21 
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What Makes Genuine Comfy’ 


Slippers Different? 


Practically everybody admits the superior quality 
of Daniel Green Felt Slippers, but not every one 
understands the reason for this difference. 


We are often asked to explain it. 


In the first place, felts vary widely in quality. Some 
are made of cotton, some can be made of cotton with 
a wool face, but the best is made by the blending of 
certain grades of wool. 


Many manufacturers use an all-wool felt, but be- 
cause of its light weight and body, or poor blend, it 
is but little better than heavy cotton felt. 


For years we have called our specially selected felt 
“Comfy” felt, because we are the only manufac- 
turers using this special blend of heavy all-wool 
felt from which Comfys are made. 


We use but few workmen trained in other factories 
by varying standards. Practically all our workers 
are taught in our own factory, where they know no 
other but the highest standards of workmanship. 
Consequently, we have approached as far as pos- 
sible in modern manufacturing that fine old ideal 
where the workman took a personal pride in the 
high character of his product. 


Lastly, our process of manufacture is patented and 
is the result of years of experimenting to get that 
degree of style, fit, and wear so difficult to obtain in 
felt slippers, yet so characteristic of Comfys. 


The extra quality of Daniel Green Comfys is ex- 
perienced by the user in terms of longer wear, and 
by the dealer in greater satisfaction to his cus- 
tomers. 


DANIEL GREEN FELT SHOE COMPANY 


New York Sales Rooms: General Offices: 
116 East 13th Street 


Dolgeville, N. Y. 
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VAUGHANS IVORY 
THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


























O N shoes with Vaughan’s Ivory Soles and 

Heels, the application of paint and 
spray is unnecessary. Pure whiteness 
permeates each fibre of the hide. 

















With another great white season swiftly 
drawing near, the time is opportune for 
selecting materials. Vaughan’s Ivory has 
stood unchallenged the test of years—in 
point of style, popularity and all-around sat- 
isfaction. Specify it in all your white shoe 
orders, beginning to-day. 


Trade Mark Registered 




















GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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No, 404—KID, ry apres 10/8 Rub- 
No. 461-—-KID JULIET, Commonsense Toe, ber Heel. © to B, 40 La $3.25 


No. 401—% FOX KID, Stock Tip Polish, T/8 Rubber Bod. BD, 5 ond ES, 402 Last. 


Rubber Heel. "A to'E, 40° Last-...-.88.75 FOR HOME 
FOR STREET RELAXATION 
COMFORT 


No. 272—KID SANDAL, Opera Toe, 12/8 
Leather Heel. O, D and B, 27 Last. .$' 


No. 456—KID sTOCK TIP, 7 INCH No. 206—KID OXFORD, 12/8 Rubber Heel. No. 454—KID STOCK TIP BAL, Medium 
POLISH, Medium Toe, 9/8 Rubber Heel, B OO, D and B, 20 La $2.60 Toe, 9/8 Rubber Heel. B and BB, 45 Last. | 
only, 45 Last $3.00 $2.75 | 


Gardiner Quality Comforts, made from carefully picked materials, are excel- 
lent for wear at home and on the street. They are designed to meet the demands 
of a great many women who seek such a combination of comfort. It is easy to 
sell these customers one pair for each purpose. You can offer them many styles 
—boots, sandals, Juliets and oxfords. Write for our In Stock catalog listing 


26 styles. 


fm, H. K. GARDINER COMPANY . 
680 WASHINGTON STREET _LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINOOLN 8ST. 
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Ke THAT % 
AS MAKES YOU SURE") 


A* the New Year approaches, Lynn man- 
ufacturers face it with confidence and de- 


termination. They are confident that Lynn 
footwear will extend over greater fields, 
bringing prosperity to those who merchan- 
dise it. They are determined that Lynn 
quality, style and workmanship shall always 
be pacemakers in the race for shoemaking 
supremacy. 




















WOMEN'S 
HIGHEST 
GRADE 


GREGORY 
& READ CO 


MC KAY 
FOOTWEAR 








A 


HARNEY 
SHOE CO. 


WHITE BUCK WELTS “The Shoes You, 


> GROWING GIRLS. J JBN \S> Ordor 
Jor MISSES ond AY\\ \ex Ord AY 
CHILDREN A DS “20 Shoos\0 
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can oiyee Hfaking 

Merchants of vision will “‘look to Lynn” in 
1922. From her they will procure shoes 
carefully calculated to meet demand; shoes 
possessing the ingredients necessary to cus- 
tomer satisfaction. Fair dealing, prompt 
deliveries, and good will have always been 


meted out liberally to buyers of Lynn prod- 
ucts. This business faith will be kept. 


















































‘ ONN 
AW" na. © 
COMPANY ° Gardiner 
WELTS S Goa. é 
</>. <2 
Y cor 
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Boot and Shoe 


Workers’ Union 
246 Summer Street, Boston 


COLLIS LOVELY CHAS. L. BAINE 
Gen.-President Gen.-Sec.-Treasurer 


December 24, 1921 
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WORKERS UNION 


UNIO AM 


Factory 
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ULTRA 



































The Martha 


Shown in Norwegian Calf with 
three buckle straps. Made 
over our opular “123” last, carry: 
ing a i, fang heel with stitched 
heel seat. 

Shows wp wellin other leathers 
Can be made on order within 
Aweeks. 











Price $5.80 less 3% 30 days: 


See Our Exhibit, Booth 180 
N. S. R. A. Convention, January 9, 10, 11, 12, 1922 


MOORE - ATAFER’ 
*WHOE °MFG °CO° 
BROCKPORT. N-Y. U.4A. 


NEW YORK OFNCL 545-547-549 MARBRIDGE BLOG, BWAY aT S4UST. 
JACK E.JESTER, Mae. 











LO-Titus. 
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Enchanting Footwear mm 


Nh. 








“The “Brooklyn 
Beaumont” Bench” 


Cornell line of “Enchanting Turn Footwear” will be shown at Palmer House, Chicago, III., 
January 9th, 10th, 11th and 12th, by our Mr. Troy. 


CORNELL SHOE CO., Inc. 


291 Adams Street Brooklyn, N. Y. 











Ee 


Pick your shoes for men, retailing from $5 to $9, with care. 
Much is expected from shoes within this price range. 


Our record of quality maintained for more than a quarter 
century should have your thoughtful consideration. Weber 
Union Made Shoes will retain the customers you make with 


them. 


On display during N. 8S. R. A. Bn i oe at Room 
500, Majestic Hotel, Mr. G. W. Harris in charge. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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Confidence 


Mutually satisfactory relations between Shoe 
Manufacturer and Last Manufacturer are based 


on CONFIDENCE. 


CONFIDENCE. that an organization with national sources of infor- 
mation can readily anticipate and interpret the “Whims of 
Fashion.” ; 


CONFIDENCE. that the Last Manufacturer has a sufficiently broad 


organization to intelligently cooperate with the manufacturer 
in the selection of styles. 


CONFIDENCE. that, when styles are once adopted, the Last Manu- 


facturer can and will make deliveries. 


CONFIDENCE. that the reputation and financial standing of the Last 


Manufacturer enables him to stand back of his product. 





CONFIDENCE. that the Last Manufacturer can not only deliver lasts 
conforming to the dictates of Fashion, but also that shoes made 
upon his Lasts may be depended upon to fit. 


CONFIDENCE. that the Lasts when received will be uniform, and 
have a high standard of quality. 


And Last, But Not Least, 
CONFIDENCE that the Shoe Manufacturer will be 


protected in his exclusive syles. 


The United Last Company 


in all of 


merits your confidence 


these respects 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


Bert E. Drake Shoe Co. 
235 p...% se 


DEGEN 1 LIPP, Inc. 
1838 —, — 


ANDREW GELLER 
roadway 
.7— 

A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BRUOKLIN 
cules Siecoman, Iac. 

DeKalb Avenue 


BROOKLYN 
Wm. Henne & Sone Inc. 
¥67 Kent Aven 
BROOKLIN 
R. H,. ry — Co. 
39 6th Street 
LONG AE oIrr 
Horn Shoe Co 
145 Roebling Street 


BROOKLYN 
F. 8S. Kauder Shoe Ce. 
10 Leo Place 
BROOKLYN 
American Shoe Co. 
166 Livingston Street 
BROOKLYN 
J. J. Lessomena Shoe 
St. Edwards Pla 
BROOKLIN 
Maetrich Eyre & Co. 
42 Greene Avence 


BROOKLYN 
I. Miller & Sons, Inc. 
1 —_ aaa 


Merse. 2 “Burt Co, 
1 Cariton Avenue 


BROOKLYN 
wpneee & Tebine 
7 Lexington A 


Perfect Shoe Co. 
2041 Atlantic Avenue 


BROOKLYN 
Dr. A, Posner | Inc. 
141 a Stree 
BROO 
Rogers ry "Davis 
1615 Bast N. Y. Avenue 


BROOKLIN 
Strassburger-Stiles 
99 —, a 


Chas. w. “Strohbeck, Inc. 
309 —, 1 


Vowel-Miller 
4th Avenue & =— Street 


BROOK 
8. Waterbury’ & Son 
Avenue 
OOnLEN 
8. Well & Co. 
870 DeKalb Avenue 


BROOKLYN 
Algier Shoe Co. 
188 B ° <a. 1 en Ave. 
BROOK 
Julius Altschul 
220 Varet Street 
BROOKLYN 
ozsak & . ——3 — 
Place 


K 
14th Street & Governor 
LONG ISLAND CITY 


George W. Baker Shoe Co. 
343 Classon Avenue 


BROOKLYN 
Baker-Chandler Gon Inc. 
641-f49 = Avenue 


Coben. A '@ Frank Co. 
736 8 ao 


J. & T. ‘Cousins 
869 DeKalb A’ 


0c 
i. , — Ss Son 


i 
D. H. Chandler Shoe Co. 
166 Livingston Street 


December 24, 1921 


5, Cay, ae 
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Announcement 










The Board of Arbitration, representing the 
members of this organization and their em- 
ployees, has reached a unanimous and amica- 
ble agreement for the year ending November, 
1922—by which labor costs are to be reduced; 
continued co-operation between employee 
and employer assured; the high standard of’ 
quality of Brooklyn Shoes maintained, and a 
distinct forward step for the shoe industry 
achieved. 




















Shoe Manufacturers Board of Trade 
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Season’s Greeting from Degen-Lipp 
We cordially invite you to meet us in Chicago, 


January 9th, 10th, 11th, 12th, at the N. S. R. A. 


Convention. | 








Booth 267 


where we will be at your service, and have on 
display all our latest creations in Women’s 


Turn Footwear. 
See Our Live Shoes on Live Model. 


DEGEN-LIPP, Ine. 


Makers of 


Women’s Best Turn Footwear 
New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 
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Wh W. b t LMOST without exception, Wobst dealers follow 
y Oo s A their first request for a sample dozen Wobst shoes 
with a re-order. Many have had to re-order as 

high as 18 times within a six months’ period in order to 


Dealers Invariably “892 23 


The reason? Simply this: A Wobst dealer gets high- 
Re-order grade shoes at rock-bottom, prices. He can add his regu- 
lar margin of profit and still be selling at “bargain” prices. 
S Exhibit B Consequently, Wobst shoes move faster—the dealer mak- 
See our Exhibit Booth No. ing his regular profit on a smaller investment, and the 
pa ag R. A. os customer going away better satisfied. 
an exp . 
9-12, 1922 7 Wobst Comfort Shoes are made of finest selected leather, 
McKay sewed. Felt shoes are high-grade wool felt (no 


combination of cow-hair and glue); with genuine fibre 
counter and full grained leather where leather is used. 








Send for Sample Dozens Today 


WOBST SHOE CO. 
Vliet and 4th Sts., Milwaukee, Wis. 


Manufacturers of Comfort Shoes, Comfort 


Slippers and Felt Shoes 
IN STOCK ALWAYS 








No. GO3—Genuine Glazed Kid No. GO7—Same as 605, except 
Comfort Bal, with Leather In- with Box Sides $2.50 
soles and Rubber Heels. One 
Width. Sizes 2% to 8 8 No. 755—Men’s 9” Heavy 
| ae +e Box = 

No. 606—Sa ‘oxed, Gray ned, Com- 

me as above, Box t bination Felt and Leather 
Sole, Rubber Heel. 
EE, Sizes 6 to 11 

No. GOS—Same as 606, except 
with Tip and % Double Sole. 2.65 No. 754—Men’s, same as No. 
°o. ld Ladies’ Kid Bal, 755, except 6” .05 
Wide Ankle, Roomy Last 2.50 Made in full sizes only 


ATT 








wn 
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‘‘The King of Jobs”’ offers, 


previous to taking inventory, 
the following splendid values 


Ladies’ High Grade 
Plush-Trimmed 


Men’s Hip Juliets 
Rubber Boots 
Leather Sole 


All First and Heel 
Quality 


Packed in the 
Original Cases 


Made for 
U. S. Army 


Made by 


U. S. Rubber Co. Black and Grey—Sizes 3-7, 3-8, 4-8 
Hood Rubber Sold 36 Pr. Case Lots Only 
Products Co. One Color to Case 


ih-atie Price $.75 


Standard 
Makers 


Ladies’ Black 
Vici, Hand 


$1.85 Turned 


Polish 


Price 


Sold in 100 Case Lots 


sizes as follows 
Cushion Innersole, O'Sullivan Rubber Heel, Tip, 


Number of Cases Leather Top Facing and Eyelet Stay, Lined 
Tongue. 


30 30 30 10 Sizes 4-8—Sold 36 Pr. Case Lots Only 
An Exceptional Bargain 


eB 8 (10 at $2.00 


i izes Also Ladies’ Black Cabretta, McKay Tip, Com- 
Packed 12 vo Solid s fort Polish, Rubber Heel. Sizes 4-8. 
to 4 Sold 36 Pair Case Lots Only 


pm Moo ve Price $1.40 


S. Rosenberg & Son 


144 ESSEX STREET BOSTON, MASS. 


MTT 


2 
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The BEST there 
is in sales service 
is pledged with— 


couldn’t do more 


The T. K. Kelly Sales System 


Minneapolis U.S. A. Minn. 
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Heavy Weather 
OXFORDS and BOOTS 





Patent Oxford, Tip, Goodyear Welt, ‘MADE RIGHT, PRICED RIGHT 


Tip, 
White Fair Stitch yan Rubber Heel, 


— ae ARE RIGHT 





IN-STOCK 


Immediate Delivery on Every Pair 


No. 785. Price $3.25 KEEP YOUR SIZES 
Black Scotch Blucher Oxford, Wing UP—ORDER NOW. 


Tip, Goodyear Welt, Princess Last, 
11/8 Rubber Heel. 
No. 787. Same in Brown 
AA to D 


No. 896 
Price $4.75 


No. 782. Price $4.00 
Patent Three Buckle Strap, Imitation 
No. 784. Price $4.10 Nine Inch Black Kid Lace Tip, Welt, Princess Last, 
Cocoa Calf Blucher Oxford, Kid Tip, Goodyear Welt, 11/8 Heel, Heel. 
White Fair Stit ~ Goodyear We t, Princess Last, A to E. 
Princess Last, 11/ " Rubber Heel. No. 897—Same style in Brown Kid. No. 439. Same in Black Kid. Price 
AA to Price $5.50 $3.75 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, Pres. J. M. THOMSON, Treas. Cc. H. SULLIVAN, Sec. 
BUFORD H. JONES, Vice-Pres. and Sales Mgr. P. HOWARD TARR, Asst. Treas. and Credit Mgr. 


18 STATION ST. 
BOSTON 7 MASS. 
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AN ANNOUNCEMENT 
OF NEW DESIGNS IN 
“ELITE” SHOE BUCKLES 


No. 1069 


No. 1368 No. 1369 


No. 2139 


(Assembled to strap 
without stitching) 


With the object of perfecting our assort- 
ment of “Elite” Buckles for Footwear, our 
designing department has added several 
new patterns to our line. 


Authorities agree that strap slippers will 
be worn extensively in 1922. Most shoe 
dealers want slippers adorned with buckles, 
which brighten up their show windows, at- 
tract attention and appeal to the customer’s 
sense of beauty. To furnish attractive 
buckles is our constant aim. 


We shall be pleased to furnish to shoe 
manufacturers, without charge, a sample 
card showing our new designs. Drop us a 
line today and your name will be listed to 
receive a card promptly. 


Let Us Help You to 
Build Beauty and Prac- 
ticability into Your Shoes 


NORTH & JUDD MFG. 
New Britain, Conn. 











‘The 
Shoe Veteran’s Column 


I’ve just seen a lot of answers by retailers to 
the question of, “What is the attitude of custom- 
ers toward innersoles?” 


The answers may surprise some people. But 
they prove conclusively that most people do not 
know, nor do they care what goes into their shoes, 
so long as they have confidence in the judgment 
of the retailer. 


The Vandergrift Shoe Company, of Los An- 
geles, say that none of their customers ever ask 
about innersoles. As they handle advertised lines, 
their customers take quality for granted. 


Takes Word for It 


Keller & Krekel Company, of Harvard, IIl., 
claim that, “Every customer takes our word for 
the quality of shoes. When we sell a shoe we 
show it inside and out. We are not ashamed of 
the shoes we sell. We do not stock finish. Only 
the best and most reputable manufacturers are 
patronized. None of our customers ever asks 
about innersoles.” 


It is the opinion of George E. Stoebener, of 
Pittsburgh, Pa., that not one in 1000 ever looks 
to see what innersole is used in shoes. 


A Very Weak Percentage 


Thomas Rush, of Providence, R. I., says that 
“less than % of 1% Volstead ever ask about 
innersoles.” Not enough to be felt. 


Gardner The Clothier, of Sodus, N. Y., de- 
clares that 100% of his customers take his word 
for the quality of his shoes and not one ever in- 
quires as to what innersole he specifies in his 
shoes. 


“The Public do not know what they want,” is 
the view of F. M. Light & Sons, Steamboat 
Springs, Colo., “therefore, they take the mer- 
chant’s word for the value of shoes.” 


Not One 


Of all the people who go to the Guarantee Shoe 
Company, of Birmingham, Ala., not one ever asks 
about innersoles. 


These views are indicative of the reports re- 
ceived from merchants in every section of the 
country; namely: 


. Very few people ever ask about innersoles. 

. Very few look to see what innersole is used. 

. Practically every customer takes the mer- 
chant’s word for the quality of the shoes of- 
fered. 

THE SHOE VETERAN. 


P.S.—Write the Armstrong Cork Company, Lancaster, 
Pa., for thetr illustra*sd booklet, “What Does the 
Public Want?’ It’s worth while. 
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WRITE FOR A COPY 





STYLE 11 THRILL LAST 


Tony Red Calf Bal. Invisible Eyelets to 
top. Cap Toe. Medium Edge. Single 
Sole. Medium Heel. 

IN STOCK. Sizes 7-11, Width AA. 
Sizes 5-11, Widths A, B, C, and D. 


Ak dd dr Oe, ee, OT, We, aT, Te, We, We, ms *, 
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The Stetson Shoe Company, Inc. 
South Weymouth, 90 Mass. 





BOSTON 


Little Building ; NEW YORE 
cor. Bush Sales Building 


Tremont and Boylston Sts. 1850 West 42nd St. 
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Satin Strap Shoes—In Stock 


Lot No. 1780. Lot No. 1782 Lot No. 1783 


WAS 


Lot 1781. Ladies’ Black Satin One Strap, Medium Toe Last, Hand Turn 
Sole, Covered Full Junior Louis Heel. 36 pair cases. 
Sizes 214-7, 3-7, 3-8 

Lot 1782. Same Shoe Three Straps 36 pair cases. 
Sizes 214-6, 214-7, 3-7, 4-8 

Lot 1783. Same Shoe Two Strap 36 pair cases. Sizes 214-6, 212-7, 3-7. . 


We Will Sell These Shoes in 12 Pair Lots, but Only Regular Runs of Sizes as Quoted. 


rm KR. E, McDonald Company — -os 


Net 30 days 118-124 Lincoln St., Boston, 11, Mass. wates 





























Coffee BY AnSee Elk 


ace vu ta. 


Our New 
Sport Leather 


Maker's Name 
Furnished on Request 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
Write for samples. 
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SHVES 
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Isn’t This Fact Significant? 


“We carry over 200 high grade styles in infants’, 
children’s, misses’ and growing girls’ shoes IN 
STOCK for immediate delivery and are in a 
position to co-operate with shoe merchants 
everywhere in the showing of finest, Brooklyn- 
made footwear!” 


These shoes in your store will invariably attract 





the finest trade, and best of all, a customer once 
sold is a continual customer, for the wear, style 
and worth in every pair of Dr. Posner shoes are 
always appreciated. 


TXUKIINIIIII. : 
rrrr. SELES eT IIIA 


The Posner Plan—a progressive, children’s shoe selling 
idea by which the shoe merchant benefits immeasurably— 
is yours for the asking—your name on a postal will bring 
full particulars. 


Highest Grade Footwear—at a Moderate Price 


DRA POSNER SHOES lnc 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 


Our Shoes Will Be Shown Booth 263 
N.S.R.A,. Convention, Chicago, Jan. 9 to 12 
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Both You and Your 


Customer Win 


POR you, Educators save selling expense—no long 
drawn-out trying on. They save overhead—stock car- 
ried may be small. Speed up turnover—you may “‘size 


in” frequently. 





For your custom- 
er, Educators save 
time and bother of 
trying on. They 
save his feet—pro- 
tect them if they're 
perfect, and gently 
nurse them back 
to normal if they're 
not. And he can, 

without trouble or ply my 


have produced business for 
the retailer. 


£2 
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delay, get exactly 
what he wants. 
Educator is the 
only orthopedic 
shoe in the world 
that is made for 
everybody. You 
can get sample 
from the nearest of 
our nine distribut- 
ing houses. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, Mass., U.S. A. 


Our American Distributing Houses: 


The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins St. Louis Shoe Co. The Rice & Hutchins Chicago Co. 
Joseph I. Meany & Co., Inc., Philadelphia The Rice & Hutchins Cincinnati Co. 


The Atlas Shoe Co., Boston, Mass. 
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There Is a Value to a ‘““Generous Impulse’’ 


A Time and a Place For a Better Spirit 
For a Better Year Approaches 


us, take ourselves a little too seriously. 

Perhaps no time is better suited for us all to 
apply that remark to ourselves. There is a tense- 
ness to facial expressions that give the impression 
that “Oh, well, Christmas is all right as a kid’s 
festival, but it has little place elsewhere.” 

It is our hope that you are able to deny this 
statement in your own home and business circles 
—that you are indeed a Santa Claus in disguise, 
and not in disgust. Let’s “pray powerfully” a 
the darkie minister puts it, that such is the happy 
status of all of us. 

Let us take you into a quiet shoe store in a town 
and State which we are in honor bound not to 
mention. All the lights are out except in the back 
room. It is several weeks before Christmas and 
maybe business has been dull up front in the 
store—but here, ah, it is another story! 

You will find a kindly old man, somehow he 
doesn’t seem to be the same austere owner of a 
business that you meet daytimes up front in the 
store, and what do you think he is doing? He is 
telling a group of youngsters to slip quietly into 
the back room and to make no noise. Here the 
little tots are being fitted to sturdy footwear and 
as each child comes under the merchant’s eye, he 
finds pleasure in discovering who the little tot is, 
where he or she lives and just what sort of shoes 
the child would like “from Santa Claus.” When 
all the children have been fitted he sends them 
home “for Santa Claus will bring the shoes on 
Christmas Eve and he asked me to get your sizes.” 

Now the merchant, veteran business man in 


ke is a question as to whether we don’t all of 


a city which has not been very busy this past year, 
is trying in his original way to be helpful this 
Christmastide. He, wouldn’t for the world, let 
his store salesmen know what he is doing. Some- 
how, he finds the children needing shoes and takes 
this means of giving them, and himself as well, 
a greater degree of happiness. We would never 
have known about this, but our pilgrimage around 
the country brought us into his store after six 
o’clock, when stores were generally closed for the 
night. Somehow, we had to tell the story in our 
Christmas editorial for we believe that humanity 
is increasingly more charitable and considerate 
with each year’s passing. 

It is only when we forget that the generous 
impulses are swept out of our minds. Somehow 
there is a kinship which is very strong among 
shoe people. It comes out of real friendship, 
man for man, that can be traced back to the time 
when the shoemaker was a journeyman going 
from house to house, and whenever he met a fel- 
low craftsman the aprons were hung up with the 
kits of tools, until both conversation and convival- 
ity were at an end. Even the patron of the in- 
dustry was both saint and rogue—if we are to 
credit legends of St. Crispin. Now the inference 
must not be taken that such twin attributes pre- 
vail to-day. 

Somehow the selling of shoes has kept the 
virtues of the past “an humble service for a rude 
mankind.” Kicking at the shoemaker has been 
an open sport since wearing of shoes began. It is 
a hereditary pastime and may never cease. It-is 
usually received in the proper spirit—either 
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acknowledged playfully or suffered in silence. 
The mental reservations of the past year kept en- 
chained by shoe men have no place in this issue. 
There are fifty-one other numbers of the REc- 
ORDER available for some such comment. 

It is time to be glad—things might be a lot 
worse. An entire world envies you, and somehow 
other people in other lands are better off this 
Christmas-time for what we have contributed the 
last five years. 

A new year is almost here. It is twice wel- 
comed by the preparation for peace vouchsafed 
gy world in the final month of this year. 

potentialities of our country are great 
1 the spirit of our people for peace and pros- 
perity is even greater. We all face a new and 
better year, smilingly. 
ARTHUR D. ANDERSON, Editor. 


Work Needs Direction 


“Have you ever stopped to think of this busi- 
ness—and the part—it plays in this town—and 
of what I have to do to keep it going?” said the 
shoe merchant to an indifferent salesman. This 
young man had the looks and the clothes, but all 
the day long was only thinking of himself, his 
pay and his closing hour. The merchant went 
on, “Why not look around and see what is here; 
try to get a little pleasure out of the game; maybe 
there is more in the business than pretty girl 
customers.” 

This merchant was 
trying to get out of the 
salesman’s mind that 
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and why each number was carried. Then he 
volunteered to reveal how books were kept and 
all the elements of store finance, but only after 
the young man had acquired a knowledge of what 
and why he was selling shoes. 

His parting injunction was an editorial in 
itself—“Study while you work and you will be 
astonished to find how your work will fill your 
life—it becomes a joy even in its greatest diffi- 
culties.” 


Kill and Take 


“God made the country,” but man made a mess 
of the city. Go where you will the country over 
and you will find life and prosperity unsafe in 
cities, due to the moral breakdown of policing 
systems. What we need is another Roosevelt to 
take any one of our dozen police forces in big 
cities, shake it like a terrier shakes a rat, and 
then to marshal the better elements of the public 
into line to organize real law and order. 

We have the spectacle of one of our greatest 
cities holding “open house” for a murderer to go 
free, and just a few days previous a similar event 
not many states away. Then another picture of 
a vicious control of city after city by a ring of 
politicians with slippery law officers letting con- 
victs free by the wholesale. In some cities to 
employ certain lawyers is to acknowledge guilt 
and to receive immunity. What a miserable mess! 

Merchant after mer- 
chant has been held up, 
paymasters have been 
killed and justice has 





store work was drudg- 
ery. He wanted to put 
something into a passive, 
dull face, so that think- 
ing would brighten up a 
countenance that had 
possibilities. He was 
polishing off the slug- 
gishness of a pair of 
good eyes that could not 
see a living organization 
worthy of working for 
and having a future. He 
went on, pointing out the 
necessity for a boy hav- 
ing direction in his am- 
bitions. 

He told the boy that he 
had capacity for work, 
and that now was the 
time to put in the hardest 
licks. He urged the boy 
to study shoes and stock 
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been put on ice. Readers 
of the RECORDER will re- 
member the vitriolic edi- 
torials by Walter C. Tay- 
lor, where he pointed out 
that cities would some 
day reap the seed sown 
in weak, spineless school 
systems. He told of how 
years ago cities along the 
shores of the Great Lakes 
gave in to the wails and 
pleadings of women to 
abolish corporal punish- 
ment. The rowdy and 
bully could do anything 
in the classroom, disci- 
pline was gone, and the 
teacher couldn’t box the 
ears of a little tough kid 
without fear of dis- 
missal. Gangs of these 
boys terrorized the 








(Continued on page 37) 
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May Invoke New Parliamentary Procedure 


To Dethrone ‘‘Agrarian Bloc’’ 


By WILLIAM L. DALEY 
Washington Correspondent of the Boot and Shoe Recorder 


ECOGNITION of the need of restraint for 
the agricultural bloc in Congress is perhaps 
the outstanding feature of the present legis- 

lative situation. The legislative programs as con- 
templated by the organized farmers and directed against 
retail merchants makes this development of the utmost 
importance to trade. 

It is manifest that the Administration is moving 
rapidly in an effort to restore a semblance of order 
from chaos which has characterized national programs 
since the ascendancy of this agrarian coterie. It is 
the consensus of opinion that the revision of the tariff, 
the American valuation plan, the so-called Truth-in- 
Fabric bill and other measures in which the merchant 
has an interest, depends upon the “unhorsing” or re- 
moval of this clique from control over parliamentary 
procedure. 


Business Has Been Penalized 


Experiences with the tax bill during the extraordi- 
nary session of Congress showed quite clearly that the 
“bloc” was capable of making an imperious assertion 
of its power to penalize business organizations. Un- 
less success marks the latest efforts to restrain these 
groups, they may yet dominate the tariff situation. 

The growth of antagonism between the “bloc” and 
the executive branch of the Government augurs well 


for the retail merchant. The only possible reaction is 
the alliances which the farmers’ group might form in 
an effort to stave off control by party leaders. The 
opinion prevails that the realignment will be forced 
following the Christmas recess. Prudent party leaders 
are careful in expressing their views on the recommen- 
dations of President Harding for a variable tariff and 
American valuation. Their commitments at this time 
would put them in a bad way when the Administration, 
working with majority leaders, seeks to oust the agri- 
cultural element from powerful and strategic positions. 


Plans Made to Oust Coterie 


It is believed that the President framed his recom- 
mendations on tariff policies after several conferences 
with legislative leaders. There is reason to believe, 
also, that he intends to have his plans adopted, at least 
in substance, in order to meet the party’s pledges to the 
voters for fiscal reforms. The tyranny of the “bloc” 
has reached such a stage that plans are shaping in cer- 
tain legislative quarters, and approved by the Ad- 
ministration, for changes in parliamentary procedure 
which would give the party leaders the whip hand. 

The contemplated plan involves the restoration of a 
state of legislative control known as “Cannonism.” It 
is reminiscent of the days of Speaker Cannon who ruled 
with a rod of iron. It means arbitrary methods of dis- 
ciplining cliques and the legislative absolutism of party. 
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Of the two extremes it would appear that the latter is 
preferred because the responsibility is with party 
chiefs and the evils of party rule can be removed at 
the ballot box, whereas there is little redress from the 
activities of coteries comprised of class representa- 
tives from various parties. 


Caucus to be Restored 


Under the proposed arrangement, the caucus would 
be restored and filibusters rendered ineffectual through 
special orders or rules emanating from the Committee 
on Rules. The agicultural “bloc” members who acted 
against the desires of the party conferences would be 
dealth with summarily. Their “life-blood-political” 
patronage would be dried up at the source and they 
would be placed in the position of revolters from party 
rule. 

Interviews with influential Senators and Congress- 
men show a tendency to mark time pending the shaping 
of a legislative program. It is true that the ranks of 
the staunch advocates of American valuation are re- 
duced, but it would be a grievous error to regard these 
supporters as a negligible element at this time. The 
group which may be styled “tariff irreconcilibles” has 
Chairman Fordney of the House Committee on Ways 
and Means as a leader of the “dyed-in-the wool” and 
“die-hard” protectionists. The propositions of the 
President for a flexible tariff do not harmonize with 
their views as to the need of a high tariff wall for the 
protection of American industry. 


Skeptical of Tariff Proposals 


The principal opposition to the partial or complete 
abandonment of the American valuation scheme will 
undoubtedly have its origin in this quarter. Though 
the tariff suggestions emanate from their party leader, 
the majority in Congress are reluctant to bestow rate- 
making power upon the executive branch. Their fear 
is not founded on present political or economic condi- 
tions but rather on the possibilities for undoing their 
work in event a Democrat, committed to free-trade poli- 
cies, succeeds the present incumbent at the White 
House. Senator Penrose, chairman of the Senate 
Finance Committee in an interview with the writer, 
insisted that great care must be exercised in drafting 
legislation for this authorization. Though it is gen- 
erally understood that Senator Smoot prepared his 
amendments to the tariff bill after consultation with 
the President, legislative leaders argue that it is some- 
thing new in tariff-making and needs thorough exami- 
nation. Congressman Greene, of Iowa, ranking Repub- 
lican member of Ways and Means Committee, was 
alone in opposition to the American valuation plan as 
reported from the committee. He has expressed him- 
self as in favor of the variable tariff. Congressman 
Burton Sweet, of Iowa, a powerful figure in the House, 
teld the writer that the Harding proposals would solve 
problems of exchange fluctuations and consequently 
commended themselves to the majority. Survey of the 
tariff situation leaves but one conclusion: party lead- 
ers and the rank and file in Congress will make a pre- 
tense of supporting the Harding plan in substance but 
in reality play for protracted discussion. The Adminis- 
tration would favor the enactment of the tariff law by 
May, but the Congressional elections in the fayy may 
influence the legislative branch to postpone definite 
action until the next session in December, 19283. 

The majority in the Senate may accept the Smoot 
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amendments after the Treasury submits its report on 
an investigation into the American Valuation plan. 
Senator Penrose has refused to grant the request of 
National Retail Dry Goods Association for a re-hear- 
ing in the plan at this time. The bitter fight in belief 
of the valuation system will be conducted in the House 
under the leadership of Chairman Fordney. 


Leather Tests Made 


Just what the Bureau of Standards of the Depart- 
ment of Commerce is doing in an effort to improve the 
quality and reduce prices through the elimination of 
waste in shoes is revealed in the report of Director 
Stratton to Secretary of Commerce Hoover this week. 

“The investigation to determine the durability of 
leather tanned and filled with vegetable tanning mate- 
rials as compared with leather tanned and filled with 
sulphite cellulose extract is nearly completed. Eighteen 
hides were prepared for these tests by three tanneries. 
Alternate sides of the different hides were filled with 
sulphite cellulose extract, while the remaining sides 
were filled with a mixture of chestnut wood and que- 
bracho extracts. 


T. C. Mirkil Resigns 


Philadelphia, December 20.—After three years’ serv- 
ice as secretary-commissioner of the National Shoe 
Retailers’ Association, T. C. Mirkil tendered his resig- 
nation, effective January 15, at which time he will 
enter the advertising field as president and general 
manager of the Pennco Advertising Service at 709 


T. C. MIRKIL 
Who has resigned as Secretary- 
Commissioner of the N. 8. R. A. 


Franklin Trust Building, this city. This is a com- 
pany which Mr. Mirkil has organized to specialize in 
direct mail advertising and dealer service. Mr. Mirkil 
will also act as Philadelphia manager of a number of 
business papers. 

Among the several forward steps with which Mr. 
Mirkil has been identified during his connection with 
the National are the monthly bulletins, confidential 
weekly letters to members, the co-operation between 
the shoe and textile trades which resulted in the pub- 
lication by the N. S. R. A. of its official color cards and 
the inauguration of the joint styles committees. Dur- 
ing the war Mr. Mirkil drafted the constitution which 
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governed the activities of the Allied Council of Ameri- 


can Shoe and Leather Industries and Trades and acted . 


as its secretary during the year and a half of its exist- 
ence. Prior to his entrance into the shoe field Mr. 
Mirkil was an experienced newspaper editor and writer. 


Durability Not Affected 


From the results of these tests it can be stated that 
the sulphite cellulose extract used in these tests as a 
filler for sole leather does not materially affect its dura- 
bility. 

The result of twenty service tests made to compare 
the durability of waterproofed and non-waterproofed 
oak sole leather showed that the waterproofed soles out- 
wore the non-waterproofed soles by 2.7 per cent. This 
difference is negligible, and the results tend to disprove 
the contention that- waterproof dressing a sole prior 
to its application to the shoe will increase its dura- 
bility. 

A series of tests made on the laboratory wearing 
machine with different samples of sole leather showed 
that the interior portions of sole leather have a greater 
resistance to abrasion than either the grain or the 
flesh sides. 








(Continued from page 34) 
neighborhood and went their ways unmolested. 
He attributed it all to the sob-sister stuff of press 
and people—mostly women with no children of 
their own and plenty of “nothing to do.” 

To-day the gangster, and sometimes the ex- 
soldier coddled by a yellow press to “get what 
is his due,” and boys in the early manhood have 
a a free path of crime. Only one thing is requi- 
site—the crook must be proficient. With stolen 
money and plenty of underworld contacts no 
police or jail need be feared. That Western sher- 
iff who horsewhipped and captured prisoners set 
a good example—but why not the jailor who let 
them go? 

How long, business man, are you going to let 
the game of “kill and take” go on—how long? 





Broaden Your Knowledge 


Business must be put upon a sound and eco- 
nomical basis. This means that shoes must be 
built and distributed at a price to the public 
which it can afford to pay. Never was there such 
a sensing of values—comparisons are made be- 
tween store and store, factory and factory and 
section with section. There has been too much 
waste all along the line. 

Sound production and distribution methods are 
being devised. Overhead expense is being re- 
duced, economies effected and the distance be- 
tween cost and selling price diminished by every 
possible means. The greatest method of doing 
these things is increased volume, because that 
automatically helps to reduce overhead in factory, 
store and in finance. 

When you go to Chicago bring your store rec- 
ords with you, for the Harvard Bureau of Busi- 
ness Research will be equipped to give you exact 
information on store management. Don’t expect 
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Shark Leather Approved 


An investigation of the suitability of shark-skin 
leather for shoe uppers is still in progress. Several 
pairs of shoes which have the uppers of one shoe made 
with shark-skin leather and the other with calfskin 
leather are being subjected to actual service tests. 
From observations made up to the present time it ap- 
pears that the shark leather is as durable as calf 
leather and has the advantage of not scuffing or peel- 
ing. Hence its impairment in appearance is less rapid. 
The shark leather referred to is a “grain split” and 
laboratory tests show that it has greater tensile and 
tearing strength than calf leather. 

A quantity of hogskin leather degreased in a vacuum 
chamber and then chromed tanned is being made into 
shoes for an investigation of the comparative dura- 
bility of hogskin and calfskin uppers. 

An investigation of various leather preservatives 
for use on Army shoes was made by the War Depart- 
ment. Of the different samples tested the one con- 
sisting of a mixture of sulphonated castor oil, neat’s 
foot oil and mineral oil appeared to be the most satis- 
factory. 


theoretical statements to aid your store problem; 
bring the evidence for a real analysis. Much of 
substantial practical value is yours for the asking. 


Ship By Freight 


Many merchants have forgotten that the meth- 
ods of the war period need not continue forever. 
On the point of shipments the invariable practice 
is to send the shoes by express. The habit of ex- 
press has crept into the game. It is an item of 
no small size when figured in the aggregate. As 
a transportation man puts it “since the govern- 
ment started the parcel post the government is 
getting the express business, the express company 
is getting the freight business and the freight 
sheds and cars are empty.” 

When it costs upward of 30 and 40 cents to 
move a pair of shoes by express to the Pacific 
Coast, and to other sections of the country in pro- 
portion, it stands to reason that now is the time 
to see whether an economy can be effected. 

Some of the great and alert market centers 
have been developing package-car shipments by 
freight. This method of shipment permits a car 
to be made up with small packages and the entire 
lot to be sent to what is termed a “breaking 
point.” Here the smaller lots are re-routed and 
go to their destination. By this method fast 
freight goods come to the merchant with a speed 
comparable with slow express. The economy is 
considerable. 

In entering the new year why not examine the 
cost of transporting goods and see for yourself if 
an economy can be made. When a merchant or- 
ders goods for sixty-day delivery and then speci- 
fies express, is he not adding an unnecessary ex- 
pense to the cost of the goods? In making a study 
of express rates vs. freight rates, be sure to take 
into consideration that local drayage is added to 
freight. There are two methods of shipping— 
which is serving you best? 
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The Potentialities of the Coming Year 


The Shoe Store Is Sensitive to the Prosperity 
of the Community 


By ARTHUR D. 


is going through its last steps in getting 

back to approximately pre-war prices for 
many fundamental products and resources of the 
country. 

We have to consider the prosperity of a community 
from the measuring stick of the industries of that sec- 
tion of the country. In the West wheat is, to a large 
extent, the greatest measuring stick, primarily be- 
cause it is the leading crop and also because it goes 
directly from the farm to the market. Its great rivai, 
as a crop, is corn, but most of that comes indirectly 
to the consumer through stock feeding. 

One of the most encouraging features to be noticed 
now in the West, where so often it has been the case 
of the disgruntled farmer using his corn crop for fuel, 
is that President Harding has shown the possibilities 
of the distribution of corn to Russia. It is undoubt- 
edly true that the Russian is totally unacquainted 
with corn as a foodstuff, but when one is starving 
good corn mush will sustain life until Russian harvest 
time next Fall. 


T HERE is no question but what the country 


Farmers Hope for Better Year 


One has but to be out in the great farming stretches 
of the country to realize the diminution of the income 
of the producer in the year 1921. This deflation in in- 
come has naturally been a direct problem to the mer- 
chant who has his store in an agricultural com- 
munity. 

The banks have plenty of outstanding paper and the 
merchants have plenty of credit items on their books. 
But the real strength of the position of both the 
farmer and the merchant, and we may as well include 


ANDERSON, Editor 


the banker, is in the belief they all possess that the 
year 1922 is one of great potentiality. As the year 
1921 draws to a close the country banks present a bei- 
ter showing. Look at the increased savings deposits. 
In the St. Louis district it is 14.7 per cent better than 
last year. 

Low Grain Prices Serious 


It is a mighty good thing to get out into agricul- 
tural country to get a realization of the fact that a low 
price on farm products is the most serious thing af- 
fecting business. Our industry depends upon two 
sorts of demands, one for footwear for utility, and the 
other for the pleasure that novelty luxuries afford. 
Contrast the farming community, if you will, with 
many cities. The cities can be said to be fairly pros- 
perous even at this time. The city income being 
greater than the farm income per capita, makes you 
begin to realize that the city wage scale and price 
standards are lifting city people “by the boot straps.” 
The balance between the country and city must be 
more nearly equalized. 

Consideration of the prices paid for farm products 
and the spread between the money received by the 
farmer and the price paid by the consumer causes 
many to wonder if there is not “something rotten in 
Denmark” and likewise in America. 

The one outstanding feature that the farmer can- 
not comprehend is that many city and industrial 
workers appear to prefer non-employment to suffer- 
ing any sensible decrease in their rate of pay. As you 
talk to owners of businesses, no matter what the line 
of industry might be, you realize that if workers re- 
main obdurate this factor in the situation will render 
it impossible for factories to compete with products in 
many more favorable sections of the country. 
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Prefer Non-Employment to Decreased Pay 


There is actually a realignment of industry taking 
place the country over. Sections of the country which 
at one time had almost an exclusive monopoly in the 
production of certain manufactured goods have been 
undergoing a scattering process. Industries are being 
given new homes all over the country when you find 
excellent furniture made in North Carolina, cotton 
piece goods in Georgia, shoes in New Orleans, farm- 
ing implements in Texas and a thousand and one indi- 
vidual plants growing in industrial strength in every 
state in the union. Truly the potentialities of the 
country have not even been scratched when you can 
make anything, anywhere—even fine silks over a coal 
mine in Pennsylvania. 

No student of industrial economics can ignore this 
change of business front which comes from no other 
factor than precisely the one outlined above, that 
workers in strongly entrenched union and industrial 
towns seem to prefer non-employment to suffering any 
sensible decrease in their rate of pay. 


Pay by the Year—Not Season 


By the same token people in out of the way com- 
munities are willing to learn a new pursuit if they have 
some assurance that the work will be continuous from 
forty-six to fifty weeks in the year. The great Amer- 
ican balance of common sense is obtained in these com- 
munities which look to the wage by the year instead 
of by the day and season. Striking evidence exists 
that the smaller community plants with their lesser 
overheads are already making serious inroads into 
what have been strongly entrenched industrial centers 
in every line of manufacture, bar none, the country 
over. 

While on the general subject of the change of front 
in business conditions it might be well to illustrate 
the setback caused by the transportation situation. 
The halt in the traffic movement has been due to two 
things, one a lesser demand for goods and foodstuffs, 
and second the high prices for transportation. Some- 
thing has got to be done to give a better preferential 
to bulky foodstuffs, so that the cost of transportation 
need not be greater than the cost of the article moved. 
As the situation now is, hay and grain and bulky 
shipments are oftentimes moved at a price three times 
their original value. 


Study How You Ship 


At the same time many merchants have forgotten 
that times have changed. Even though they place 
orders two months in advance they insist upon hav- 
ing the goods shipped by express. A little bit of study 
on their part would show them that by certain rout- 
ings they could get the goods, with but five or six 
days’ difference in time, and a remarkable difference 
in expense. How much of the opportunity for busi- 
ness in one manufacturing center is due to the dis- 
tance from the merchant and the lesser expense in 
moving the goods? The factory at the farther dis- 
tance suffers by the freight and express costs. 


Movement of Cattle 


A record breaking number of calves have been mar- 
keted from cattle country, and the strength displayed 
by these values has had something to do with the fact 
that there is more money to be spent with the mer- 
chant in those communities. In the Fort Worth mar- 
ket 66,000 calves were handled in one month, the larg- 
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est number appearing in that market in October in 
any year of the past nineteen. Cattle country is 
greatly interested in possibilities of 1922 in the mar- 
keting of meat and hides. An open invitation in the 
great State of Texas for a million families to come 
and live on ranges and farms just gives you one eye- 
ful of the prospect of the future in the Southwest. 


Purchase of Farm Implements 


One of the best barometers whether or no the 
farmer has money in hand or in prospect is the buy- 
ing of farm implements. There has been less demand 
for farm implements this last year than in any year 
for a decade, which shows conclusively that though 
the opportunity was there for the use of such ma- 
chinery it was lack of ready money or credit that pre- 
vented such purchase. There is no question but what 
1922 opens up a field for business expansion in this 
direction. 

Shoe Store in Piano Boxes 


Have you ever been in an oil boom town? The hope 
of striking oil is as great an excitement as the find- 
ing of gold in ’49. From the preliminary leasing of 
the land, the promotion of stock, to the setting up of 
a drill it has all the glamour and glory of speculation. 
Once oil is hit, the gusher opens up not only wealth 
for the prospector but some measure of opportunity 
for the alert merchant. In the Arkansas fields almost 
over night a line of stores appeared. They were noth- 
ing more than shanties at the best, but the shoe store 
took the prize on the entire Main Street. It consisted 
of four piano boxes containing the best grade boots 
and the best calf skin shoes at a price reminiscent of 
the war period. 


Oil, Lumber and Paint 


There has been a rise in the price of oil of 50 cents 
a barrel, and on the strength of it a dozen or more 
derricks have gone up and more are in contemplation. 
Talk to an oil man and you get some grasp of the 
hopes and ambitions of speculators who see a possi- 
bility of fuel for locomotives, automobiles and indus- 
trial plants. 

All is not blue in the lumber field, either; the South- 
ern pine mills show 90 per cent of the normal produc- 
tion. The price of the upper grades of lumber is hold- 
ing its own, where the cheaper grades are showing 
the same characteristic as may be found in leather, 
tobacco, grain, and any major product. The cheap 
things move in a year of price standards. 

If someone could start a “paint-up-campaign,” what 
a tremendous opportunity for the revival of business 
in the fields supplying the crude materials as well as 
the finished product. The shanties of the South, the 
huts of the coal country, the barns of the farmer and 
the bungalows of the people need the magic touch of 
paint, not only as a preservative, but as a token of 
the possibilties of prosperity in a great country. 


Prosperity Is a Relative Thing 


Have you ever thought of how the word prosperity 
is used? Most minds look upon the word as emblem- 
atic of plenty of cash, pleasure and extravagance. The 
way to look at it is in the relative sense. The height 
of prosperity to the owner of a little home is the can- 
celling of the mortgage that makes three-rooms-and- 
bath his pride and possession henceforth. He is will- 
ing to work, wait and save for such prosperity. The 
prosperity of the man with a fleet of automobiles, a 
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town house, a country mansion and a yacht is seriously 
turned to poverty, in his mind, when he has to get 
down to a yearly expenditure of about $20,000. We 
like to consider the term prosperity as emphasized by 
President Harding: “We are sure to find the way to 
restore prosperity and our meed of happiness.” 


Possibility of Building Trades Boom 


One of the biggest hopes held out in 1922 from the 
volume of building permits which have been asked 
for in December is that home and business structures 
will be greatly increased in the year to come. This 
hope rests as much upon the decreased wage scale of 
the building trades as upon the slight declines in prices 
of building materials. Here, too, the one outstanding 
hindrance is the fact that workers prefer non-empiny- 
ment to taking any sensible decrease in their rate of 
pay. 


What Is Your Perspective? 


You know how it is with the fly climbing up the side 
of a monument. You can imagine the perspective that 
he gets of that magnificent structure. You will find 
that this brief outline of some of the potentialities of 
the country will give you a perspective such as might 
be obtained if you went far up in an aeroplane and 
looked down upon the United States. We are yiving 
you credit for pretty good eyesight into your own 
business, but just figure the United States as being 
a magnified community such as yours and having one 
great shoe store serving it. If your last look down on 
this picture of the United States had been taken in 
1914, what outstanding feature would be noticeable 
if you took another look now? 


Good Roads Have Changed Businesses 


You would be first to notice the tremendous changes 
made in roads. Good roads have changed the entire 
face of the country as well as the habits of the people. 
As you looked down upon the country you would see 
the finest roadbeds linking cities and towns in almost 
every part of the country. You might often find the 
abominable thoroughfares in the center of cities, but 
you would find wide ribbons of cement radiating in 
all directions from cities and towns for the use of 
commercial and pleasure automobiles. You would also 
find in every section of the country road construction 
in operation on a large scale. 

You, who are in the shoe business, might think for 
a moment of just what influence these good roads have 
had upon the character of your business. You could 
enumerate in a very short time the refinements in 
footwear that have come because of the automobile. 
As we are now looking toward the year 1922, and also 
consider the rate of road building, let us just give a 
thought as to what further effect this will have upon 
types of footwear as well as length of service of 
footwear. 


What Is the Life of a Pair of Shoes? 


Can it possibly be that we have to re-figure the 
pair-per-person production? In the big year 1919 
there was manufactured 322,000,000 pairs of shoes, 
giving approximately three pairs per person, with a 
few over for good measure. You know what hap- 
pened to the makers of automobile tires who figured 
national consumption on the basis of fabric tires in- 
stead of cord tires. The longer life of the cord tire 
threw the statisticians off on their production figures. 
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They discovered that there was a huge overproduc- 
tion of all sorts of tires. The tire makers’ difficulties 
are not yet over. There is something also to be said 
on the number of plants making automobiles and 
whether or no consumption can be stimulated in 1922. 


Figure the Possibilities of 1922 


There is no question but what all business men are 
figuring their potentialities for the year 1922. It is 
well for the manufacturer to estimate the possible 
demands in his field. It is more than necessary, al- 
most obligatory, for the merchant to figure out possi- 
bilities of business in his town for 1922. The reason 
we put it on the town basis is that the real alert and 
aggressive merchant no longer looks at the size of his 
store and the present volume of customers, us the 
measuring stick for 1922. He rather takes the size 
and possibility of the town as an index of getting 
more than his present share of business. 


Getting the Business in 1922 


A real merchant knows that from the present out 
look of the near future in 1922, it is going to be 
up to him to give so much better service, on a basis 
of so much better publicity, that he will get a greater 
share of the town’s business than he had in 1921. To 
do this he must get some of the other fellow’s business. 
There is no other answer to the problem of 1922. If 
the potentialities of a period of five years were under 
discussion there might be something said of the con- 
tinuation of all of these stores through fairly pros- 
perous years up to that date, but a 1922 normal is less 
in pairs than a 1919 figure. 

The same thing holds true in the manufacture of 
shoes. There is a machinery capacity of 450,000,000 
pairs per year, but the outlook will be less than the 
figures of 1919 of 322,000,000 pairs, and greater than 
the estimate of the year 1921, 196,000,000 pairs. Con- 
dition of stocks in stores and factories is less in vol- 
ume on a national inventory date of Jan. 1, 1922. It 
would be foolhardy to bring the stocks back to the 
level of 1919, when not only every rack in the store 
was full but the basement and outhouses as well. 

Clearly the feature of business for 1922 is depend- 
ent upon the spirit with which it is developed. The 
year 1922 will find aggressive concerns coming to the 
top. The potentialities of the country are there—the 
natural wealth and the mediums for still greater in- 
dustrial wealth are all here, but it is going to take 
more work in 1922 to make individual successes in 
stores and factories. Let us look to 1922, then, be- 
lievers in the great possibilities in America. 





Local Finders Entertain George 


Knapp 


Boston, Dec. 15.—At 12.30 o’clock to-day at the 
City Club, a luncheon was tendered to George A. 
Knapp, secretary of the National Leather and Shoe 
Finders’ Association, by members of the local body. 
Frank W. Whitcher presided. The speakers were: 
Thomas F. Anderson, secretary of the New England 
Shoe and Leather Association; D. B. Good, Boston 
Chamber of Commerce, and George A. Knapp. After. 
the general meeting a committee meeting was held, 
at which were taken up plans for the National Con- 
vention to be held in Boston July 17, 18, 19 and 20. 
It is anticipated that from 1000 to 1200 members 
will attend. 
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Shoe department in the store of the Zenner-Bradshaw company, Huntington, W. Va. Here the light-colored cartons contrast 
pleasingly with the darker tones of the woodwork 


Cartons—The Shoe Store’s Wall Paper 


Color and Texture of Paper Are Important in 
the Scheme of Interior Decoration 


ory that the customer is the guest of the 

retail shoe merchant from the moment of 
entering the store, it is easy to visualize the artis- 
tic and home-like appointment of the successful 
store, which pleases, serves and sells its many cus- 
tomer-guests on many occasions. 

Every store has at least four walls—as has every 
home—and it is important that these walls be 
adorned with the right kind of “wallpaper”; and, as 
cartons are arrayed on shelves set into and com- 
pletely covering the store’s walls, what are they but 
wallpaper? The purpose of wallpaper, or the store 
carton, is to delight the eye of the customer-guest, 
and as the carton occupies at least three-quarters 
of the space allowed by the store for decoration, it 
is evident that much care should be given in its 
selection as to color, texture and arrangement. 

During the last five or six years retail shoe mer- 
chants have been paying marked attention to secur- 


Piers nat tne on the well-established the- 


ing cartons to harmonize with the color scheme of 
the store. As far back as thirty years ago a few 
pioneers installed on their shelves shoe boxes which 
were in accord with the color of the woodwork or 
the upholstery. And these stores found it good. 


Incongruous Decoration Mars “Personality” 


It is very important that a store’s “personality” 
be unmarred by an incongruity of decoration. In 
the old days one of the most familiar cartons was 
a highly glazed affair of white, which at the end 
of a few weeks frequently had lost much of its 
original cleanliness, and which was often further 
disfigured by broken ‘ends and hieroglyphics galore, 
both as to color and number. To-day, thanks to the 
enterprise of the paper companies and the co-opera- 
tion of the manufacturers, and even though the 
merchant does not have his own cartons, he can 
obtain some pleasing effects. 

The subject to which a great amount of thought 
is being given in the selection of cartons is color. 
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A color with a buying appeal must be chosen. For 
more than is realized color is constantly making us 
sad or gay, irritable or contented, in a friendly, 
buying mood, or an unfriendly, anti-buying attitude. 
Harmony of carton with woodwork or furniture is 
very desirable. 

Modern stores, in addition to selecting a carton 
whose color will harmonize with woodwork or fur- 
niture, choose a shade which will reflect the light 
to the proper extent—a carton which is covered with 
a paper whose surface is not overglazed. A semi- 
glazed or dull-finished rag paper, sometimes in 
water silk effect, is less tiresome to the eye and 
is quite generally used. Some merchants contend 
that a glazed or semi-glazed shows less soil than 
does a dull surface. 

However, a merchant who is an advocate of the 
dull finish says that the life of a good-looking shoe 
carton, in a store where much business is done, is 
not over two months on an average, and he further 
argues that it is easy enough to secure new cartons, 
as the shoe manufacturer is always willing to co- 
operate with the shoe merchant to whom he sells 
large orders. He, therefore, chooses a dull surface, 
as it reduces glare and can be replaced before it 
becomes too much soiled to mar the “wallpaper” of 
the store. As to the immaculate life of the individual 
carton—some say six months, some say three months, 
and said one merchant recently: “We were at one 
time able to purchase a carton covered with a ma- 
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terial which resembled cloth; this lasted three times 
as long as the present material.” 


Gray, Ivory, Green and Buff 


Of all the colors which form a pleasing color com- 
bination, gray is a favorite because of its quiet 
unobtrusiveness, and if the woodwork of the store 
is painted in a similar shade the effect is very beau- 
tiful. A cool shade of buff or ivory is also good and 
is especially good with mahogany or Circassian wal- 
nut woodwork. With silver oak or mission wood- 
work, or with walls painted in green, a cool tone 
of green carton makes a “wallpaper” restful to the 
eye and very pleasing. Nature is fond of green, 
and if nature’s color combinations are followed no 
mistake can be made. A cool tone of green is re- 
freshing to the eye, for do we not like to go to the 
country on a bright summer’s day and, no matter 
how strong the sunshine, ou¥ eyes are soothed by 
the green of the leaves and the grass? 

All of these shades reflect the light readily and 
infuse into the customer’s subconscious mind a sense 
of calm and genuine welcome. People like to go into 
a store which is artistic and restful; they often come 
in simply to sit down for a while in quiet and visit 
the store with harmoniously cartoned walls. And 
if there is anything in footwear or accessories which 
may appeal to the customer-guest during this visit 
to the home-like store, the merchant-host knows that 
the sale is assured. 




















One Price Policy Adopted 


Radical Change by Regal Shoe Company Is Effective 
March 1 


RADICAL change in the sales policy of the 
Regal Shoe Company of Boston, involving 
among other features a return to its former 

one-price retail selling plan, the standardization 
of the Regal line within certain limits, and the lopping 
off of some of the margin of profit at retail (in Regal 
owned stores) in order to achieve an increase in pair 
volume, becomes effective March 1, 1922. 

“Conditions within the shoe industry,” says a re- 
cent bulletin to independent retail shoe merchants 
carrying the Regal line, “have now reached a stage 
requiring drastic, courageous action,” which then goes 
on to define the terms of the new policy in part as 
follows: 

“On and after March 1, 1922, all styles of Regal 
shoes will be sold at retail in our own stores at one 
price. $6.75 will be that price until the actual changes 
in production and selling costs warrant a change in 
this single retail price. When they do, the new price 
will be promptly fixed. We anticipate no change in 
less than six months. 

“Effective with the adoption of this policy on March 
1, we shall accept from Regal Agencies orders for only 
those styles of Regal shoes made according to lasts, 
patterns, leathers and other specifications used for the 
shoes sold in Regal stores and carried in our general 
stock. Commencing with shoes shipped to Regal stores 
and agents Feb. 1, we shall bill them at prices 
which will average the wholesale price of $4.75 per 
pair. 

“The Regal Shoe Company will, this coming spring, 
advertise generally to the public, through newspapers 





and other media, that all styles of Regal shoes are 
sold in Regal stores at one price—$6.75. The Regal 
Shoe Company will, however, place no restrictions 
upon the price or prices at which Regal agents sell 
shoes at retail.” 

In explaining the reasons for this over-turn in pol- 
icy, it is pointed out by E. J. Bliss, president of the 
company, first, that it is a return to the one-price, 
quick-turnover policy which is the fundamental prin- 
ciple upon which the business was founded; and sec- 
ond, that the underlying cause of the public’s pro- 
tracted sluggishness in buying shoes is their objection 
to the retail prices asked and that the retail merchant, 
therefore, must gain his future success through selling 
larger volume at less profit per pair. 


Texas Convention in February 


Fort Worth, Tex., Dec. 20—A barbecue and 
something referred to as the “shoemen’s surprise 
party” have been planned as the climax of the joint 
convention of the Texas Shoe Retailers’ Association 
and the Southwestern Shoe Travelers’ Association, to 
be held in the Hotel Texas Feb. 13, 14 and 165. 
It is predicted that more than 1200 shoemen will 
attend. There will be addresses by leading men in the 
shoe and leather industries and an open forum dis- 
cussion. L, E. Langston and E. L. Kelton are presi- 
dent and secretary respectively of the retail associa- 
tion and J. U. McAlester and B. McWhirter head the 
travelers. 


Shoe Display Originates in Texas 

In the Dec. 10 issue of the Boot and Shoe Re- 
corder we pictured an effective moving shoe dis- 
play but neglected to give credit to the originator— 
R. E. Ritson, advertising manager of Joe Weisman 
& Company, Marshall, Tex. 
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International Co-Operation Needed 
to Stabilize Exchange 


Harry I. Thayer, President of Tanners’ Council, Also Believes, 
As Result of European Tour, That Industrial and 
Commercial Thrift Are Essential 


ONDITIONS in Eu- 
rope have shown 
no material altera- 

tion within recent months, 
as observed by Harry I. 
Thayer of Thayer-Foss Co., 
Boston, leather merchants 
and tanners, and also presi- 
dent of the Tanners’ Coun- 
cil, who has recently re- 
turned from a trip abroad. 

Mr. Thayer sailed early 
in November and during his 
brief stay visited England, 
France and Belgium. He 
has made numerous Euro- 
pean trips and is very con- 
versant with the situation 
affecting the leading coun- 
tries, not only of Europe, 
but other parts of the world 
where his company has car- 
ried on business negotia- 
tions for many years. 


Thrift Not Yet Apparent 


In the course of the brief 
talk for the Recorder read- 
ers Mr. Thayer said that the every-day life of people 
in London and the continent, at least such parts as 
he recently visited, did not seem to show any radical 
change which indicated their realization that there 
was yet a great amount of work to be done to insure 
rehabilitation. There seemed to be no let-up in the 
expenditures for amusement, or for things not 
usually classed as necessities. Prices at retail ap- 
pear to be relatively high and in some commodities 
higher, by comparison, than in the United States. 
Some shoes, he thought, were higher than in our 
country after reckoning the difference in exchange. 
- “The whole fabric and basis of business, so far 
as international relations are concerned,” he said, 
“are so affected that a different fundamental ar- 
rangement must be reached before world commerce 
can recover. 

“Not only does the world look for peace and hope 
for an agreement to come out of our conference at 
Washington which will insure peace, but, paradoxicai 
as it may seem, peoples in many parts of the world are 
discussing more or less openly as to when the next 
war will take place and where. 


Nations Should Get Together 


“Unless reaction ensues within reasonable time 
which will insure industrial and commercial thrift 





HARRY I. THAYER 
Tanners’ Council President, who has recently returned 
from a European trip 


the world over, which will 
point a way out for the 
laborer, not in one country 
but in many _ countries, 
whereby he can work and 
receive living wages, irre- 
spective of international 
commercial and exchange 
complications, the world at 
large will be a continuous 
sufferer.” 

- Mr. Thayer expresses the 
opinion that an _ interna- 
tional arrangement is essen- 
tial which will stabilize 
exchange, an agreement 
which will enable interna- 
tional commerce to proceed 
where now it is absolutely 
held up and which, in most 
lines, amounts to a prac- 
tical stoppage of business as 
between different nations. 


Tablet to Late Henry B. Endicott 
Unveiled 


Boston, Dec. 16.—Massachusetts has paid a well- 
deserved tribute to the late Henry B. Endicott, head 
of the Endicott-Johnson & Co., yesterday, Dec. 15, 
when a bronze tablet was unveiled in Memorial Hall 
of the State House, to commemorate his patriotic 
work during the late war as food administrator. 
Governor Cox eulogized the activities of Mr. Endi- 
cott in behalf of the Commonwealth. Other speak- 
ers paid tribute to his personality and wartime la- 
bors. 

The inscription on the tablet reads: “Humanitar- 
ian, loyal citizen, patriot, state and federal food ad- 
ministrator, executive of the Massachusetts Com- 
mittee on Public Safety, Feb. 10, 1917, Nov. 21, 
1918. In a time of great national emergency and 
civic stress a leader of the home army, he placed 
his eminent abilities, his energies, his life at the 
service of the State and Nation, inspiring his fel- 
low men to supreme effort in behalf of country, 
of principle, of right. In grateful and loving tribute 
to his memory this tablet is dedicated by the citi- 
zens of the Commonwealth.” 

His little granddaughter, Miss Martha Endicott, 
unveiled the tablet. 
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Will the 1922 Convention Be a 
Buying Convention ¢ 
How It Looks 


ter of the country and even from Mexico, 

Canada and Honolulu are coming to the 
annual convention of the National Shoe Retailers’ 
Association seeking information and guidance. 

They are deeply concerned about the status of 
their various businesses. Nineteen hundred and 
twenty-one has been a strenuous year, nerve-racking 
and troublesome. These men need recreation, a 
change of atmosphere and mental diversion. They 
are entitled to a good time and will have it, each 
according to his own version of that term. But 
to imply, as has frequently been hinted, that these 
brainy men of business are coming to Chicago merely 
to stage a wild party is all dead wrong. 

Three big, outstanding questions are in the mind 
of every progressive shoe merchant—future styles, 
future prices and future business conditions. 

Will the 1922 convention answer these questions 
or throw sufficient light on them so that the mer- 
chant can go back home with a knowledge gained 
from the big meeting and more intelligently and 
more successfully engineer his business? 

Upon the answers of these questions largely de- 
pend whether or not buying of any considerable 
extent will be done during the convention and imme- 
diately following that event. 

Shoe stocks on an average are not excessively 
heavy in seasonable and stable merchandise. On 
an average they are possibly too long on merchan- 
dise that has become depreciated in value because 
of style changes as well as decline in market prices 
since it was purchased. But buying will depend to 
a great extent upon whether or not merchants are 
convinced that they should buy and can buy safely 
as to styles and prices. 

A shoe traveler representing one of the largest 
and best-known Brooklyn concerns recently spread 
his line in one of the largest and most progressive 
stores in the country. After the manager had looked 
the line over, comparing sample after sample with 
stock records which he had with him, he turned to 
the traveling man and said, “I have looked at more 
lines this season than ever before. I have seen 
practically every line of women’s shoes of any repu- 


M ERCHANTS from every section and quar- 


tation from Brooklyn, Philadelphia, Rochester and 
other high-grade markets. They all look just like 
yours, and if the shoes you are showing me are to 
be the real style shoes for spring, then I have all 
my buying done and, furthermore, the shoes are 
now on the shelves in the store.” 

Spring shoes, summer shoes, fall shoes and winter 
shoes all look alike. Oxfords, straps and then more 
oxfords and more straps. 

One of the most prominent men in the trade advo- 
cates laying plans at the forthcoming convention 
to bring forth a boot season next fall. The bending 
of every effort of both manufacturers and retail 


-merchants to break the continuity of low shoes sea- 


son after season and intersperse boots for fall in 
order that the appetite of the public will be whetted 
for something new, something that is a decided 
change from the end of one season to the beginning 
of the next. 

Undoubtedly the displays in the booths of manu- 
facturers at the convention and the shoes to be 
shown on the promenade of the Correct Costume 
Revue will disclose many new footwear designs, new 
features of fastenings and new ideas in decoration. 
But will there be any radical departure from present 
showings? Shiny leathers and satins have held the 
center of the stage for some months. Will these 
well-grounded materials give way or share the place 
of honor with colors in fabrics and in leathers? 
These are some of the style questions which the 
convention should and probably will answer. 

Manufacturers generally are giving out the im- 
pression that there will be no particular or radical 
changes in shoe prices, and yet merchants some way 
have a feeling that still further price reductions 
are due and must prevail in order to satisfy the 
ideas and demands of the public. 

The convention will undoubtedly reveal whether 
or not any radical price changes will be made. 


Industrial Conditions 
From an industrial standpoint general conditions 
are looking much brighter. Railroads are continuing 
to place heavy orders for rolling stock, other equip- 
(Continued on page 46) 
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Window-Trimming Contest To Be Feature 
at Convention 


A Committee Composed of Chicago’s Best Displaymen 
in Charge of Arrangements 


By RICHARD D. GRIFFIS 
Chairman Window Display Committee 


merchant of to-day. Along with the old- 
school shoeman have gone his antiquated 
bookkeeping and merchandising methods, as well 


Co eretan the “old-timer” with the shoe 


One hundred windows like this are to be used in the window-trimming 
The height 


contest. They are of uniform size, 6 ft. 8 in. by 2 ft. 10 in. 
is 6 ft. 4 in. 


as his antiquated ideas on store appearance and 
prestige. 

Gone is the hole-in-the-wall with its pole of bar- 
gain shoes conspicuously displayed just outside the 
front door. Gone, too, is the unimposing store front 
with its two-by-four display windows, and in con- 
trast we find the present-day shoe retailer, in the 
van of the world’s progress and modern to the high- 
est degree. And probably the greatest change for 
the better is found in his publicity methods, and in 
his recognition of the show window as his greatest 
single asset; barring, perhaps, the reputation of his 
store which is itself built largely through his display 
windows. 

Now at this critical time, with merchants the coun- 
try over using every available facility in an effort 





to sell merchandise to a reluctant buying public, 
it certainly behooves us all to stand together and 
exchange ideas and methods, thereby improving our 
chances in the keen competition to be met on every 
hand. And here’s an opportunity to cash in on the 
biggest thing yet. 

Perhaps one of the most educational and 
practical features in connection with the 
eleventh annual convention and exposition 
of the National Shoe Retailers’ Association 
will be a window-trimming contest. 

There are more shoe retailers in the loop 
district of Chicago than in any other sim- 
ilar area in the world. The windows of 
shoe stores of Chicago have been noted 
for many years for their attractiveness and 
distinctiveness in arrangement and appeal. 

Among the decorators of shoe windows 
in Chicago will be found some of the best 
in the United States. It is the high lights 
among these men that have been placed in 
charge of the window-trimming contest for 
the National Shoe Retailers’ Association 
Convention. They have formulated rules 
and regulations for the contest, selecting 
men competent and well qualified to judge 
the windows. These judges will consider 
the aim of the man who trimmed the win- 
dow, whether the trimmer’s aim was to 
appeal to the working class or to some other 
class of people. The committee has taken 
into consideration that a window should be 
trimmed differently when it is used chiefly 
to attract the working class of people than 
where it is used to attract people accus- 
tomed to higher grades and more expensive 
types of footwear. The window trimmer 
must necessarily have these thoughts in 
mind when he is trimming the window— 
thus it should be understood that it is not 
the character of the footwear displayed in the win- 
dow that is going to win the prize, but the method 
of displaying it that attracts attention of the par- 
ticular kind of trade that is going to be there. 

There are 100 of these windows available and 
the contest is open to every shoe display man in 
the United States. The retail shoe merchant should 
endeavor to have his window trimmer enter this 
contest. He is thereby afforded the privilege of 
making a most careful study of the various features 
that will be found in the windows that have been 
trimmed by these experts and such a study. will 
constitute a post-graduate course in window sales- 
manship. 

A beautiful silver cup suitably engraved will be 
awarded to each of the three window displaymen 
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producing the first, second and third best window. 

Remember, it costs you nothing to enter this con- 
test; also that all entrants will be furnished with 
a season pass. All necessary material and shoes 
will be available for contestants in order that details 
may be arranged. Those displaymen wishing to 
enter are urged to communicate immediately with 
Mr. Richard D. Griffis, chairman of the window- 
trimming contest committee, 417 South Dearborn 
Street, Chicago. 

Each shoe merchant who visits this convention 
and exposition should consider the expense neces- 
sary to send his window trimmer to the convention 
as an investment—one that will surely pay large 
annual dividends. 

The judges of the window-display contest will 
be the Dean of the Art Institute of Chicago, the 
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head of a large advertising agency, a representative 
of the BooT AND SHOE RECORDER, the president of the 
Retail Shoe Salesmen’s Institute of Boston, a repre- 
sentative of the Sheldon School of Chicago and a 
retail merchant from the Atlantic Coast and one 
from the Pacific Coast. 

The committee in charge of the window-trimming 
contest is as follows: 

Mr. A. A. Kagey, president, Chicago Display Men’s 
Association, Mandel Bros., honorary chairman. 

Mr. Richard D. Griffis, Walk-Over Shoe Stores, 
chairman. 

Mr. P. Apple, The Hub, vice-chairman. 

Mr. Fred H. Maxted, Hanan Stores, secretary. 

Mr. P. J. Bloecher, Charles A. Stevens Bros., super- 
visor of judges. 

Mr. B. Voelkle, The Hub, registrar. 








(Continued from page 44) 


ment and steel for construction work. Recent ad- 
vances in copper have made possible the opening of 
several copper mines. One of the biggest copper 
mines in the world is cleaning up, employing more 
men, and expects to be running full force by the 
middle of 1922. All this means more employment 
of labor, more transportation and better business 
generally. One of the most serious situations from 
a business standpoint is the slow recovery of agri- 
cultural and stock-raising industries. The extremely 
low prices of farm products have made it impossible 
to liquidate the debts which farmers contracted for 
fertilizers, implements and more land. 

With such men as Harry A. Wheeler, ex-president 
of the Association of Commerce of the United 
States, and D. F. Kelly of Mandel Bros., Chicago, 


CHICAGO 


The Shopper of To-day Is Shrewder Than 


ver 


Chicago Merchants Boost Convention 


and several other men of this caliber on the pro- 
gram the merchants who attend the national con- 
vention will undoubtedly go back home with a much 
broader vision and a far better understanding of 
general industrial and business conditions than 
could possibly be obtained by any other means. 

The Program Committee is working honestly and 
conscientiously in an effort to build a convention 
program that will provide the thinking, intelligent 
merchant with the information which he desires in 
order that he can buy intelligently and merchandise 
successfully. Every merchant should come to the 
convention equipped with sufficient business records, 
stock sheets and composite size records to intelli- 
gently place his orders so that he will not go back 
home with fear and trembling and find it necessary 
to cancel the orders which he has placed. 











The wives of the merchants have 
entered into the spirit of the occa- 
sion and are lending their assistance 
to Mrs. R. Metz, chairman of the 
women’s committee, in providing enter- 
tainment for the women of the shoe 
industry who will visit Chicago dur- 
ing the convention. 





HE system of shopping is dif- 

ferent from what prevailed a 
year ago. Customers are shopping 
more and are scrutinizing merchan- 
dise more carefully. They are com- 
paring prices and qualities. True it 
is that reputation cuts a big figure 
as it always has and always will, but 
at the same time the medium grade 
stores are seeing faces that have here- 
tofore been more familiar in the real 
high grade establishments. 

While department’ stores are 
crowded, the volume of sales is not 
piling up as was the case a year ago 
or two years ago. In the shoe stores 
very much the same condition pre- 
vails. A number of the live wire pro- 
gressive stores are selling more pairs 
than at the same time a year ago, but 
it requires heroic effort, price induce- 
ment and super-salesmanship to keep 
up the volume of business . measured 
in dollars and cents. 





As might be expected, particular 
attention is being centered on foot- 
wear for evening occasions and spe- 
cial afternoon dress affairs. 

The demand for felt house slippers 
is fairly strong, but indications are 
that there will be no dearth of this 
class of footwear in the average store. 
Wholesale houses are not broken on 
this class of merchandise, as has been 
the case for two or three years back. 


Chicago Merchants Join in Boosting 
National Convention 


Several meetings have recently been 
held where the Chicago merchants 
joined with the various committees 
who are building the 1922 annual con- 
vention of the National Shoe Retail- 
ers’ Association. The best of spirit 
has prevailed and merchants from the 
outlying districts have joined hands 
with the Loop merchants in putting 
across this wonderful affair. 





In the Wholesale District 


Quiet reigns along Monroe Street 
so far as large shipments are con- 
cerned. The principal business being 
transacted is filling in sizes on needed 
leather goods and felt footwear for 
holiday business. 

The most active part of each of 
the wholesale houses of general lines 
is the rubber department, and this is 
occasioned largely by the unprece- 
dented demand for women’s four 
buckle arctics. 

The craze seems to have hit the 
country generally. Even in climates 
where four buckle arctics would seem 
unnecessary there seems to be a de- 
mand for this class of clumsy looking 
footwear. Thus it is that mental 
telepathy, which dictates styles, is 
having its effect in this one particu- 
lar item of foot covering. 

Whether or not the demand for four 
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buckle arctics will seriously affect the 
sale of spats is some question, but the 
spat manufacturers state that so far 
there is no indication that spats will 
not continue to prove necessary and 
profitable merchandise in every shoe 
store. 


In the Shoe Factories 


The shoe factories of Chicago con- 
tinue to be busy and are operating 
well up to capacity. 

Chicago manufacturers have the 
feeling that spring, 1922, will produce 
a good volume of business in men’s 
footwear and are proceeding fearless- 
ly with this thought in view. 


Chicago Market in the Greer Building 


The Chicago Shoe Trades’ Associa- 
tion has left no stone unturned in its 
effort to show a solid front of Chi- 
cago manufacturers, wholesalers and 
producers of shoe store accessories at 
the forthcoming national convention. 
Every one of the thirty-eight mem- 
bers of this association will be rep- 
resented and besides this a number 
of concerns who are non-members of 
the association will exhibit in the Chi- 
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cago section. The fifty-eight booths 
in the Greer Building will be occupied 
almost exclusively by Chicago firms 
and outside firms having Chicago rep- 
resentation. 

A uniform color scheme will be 
used in the booths, a big electric sign 
18 feet long will be suspended over 
that section of the booths facing the 
annex, which connects directly with 
the main coliseum. Smaller illu- 
minated signs will light the way and 
serve as guideboards from the main 
coliseum to the Greer Building. 


Scholl Manufacturing Company Moves 
Its New York Office 


The Scholl Manufacturing Company 
of Chicago is moving its New York 
offices from 339 Broadway, where they 
have been for the past eight years, to 
62-64 West Fourteenth Street, which 
is at the corner of Sixth Avenue and 
Fourteenth Street. The offices will 
occupy the entire floor, which com- 
prises a floor space of 13,00 sq. ft., 
which is about four times the space 
occupied in the former location. The 
new location is easy of access by all 
elevateds, subway and surface lines. 


ST. LOUIS 
First Snow of Season Stimulates Business 


Seasonable Weather Responsible for In- 
creased Sales—Demand for Boots 
Discernible—Big Xmas 
Slipper Business 


HE first snow of the season fell 
on Saturday. As the snow 
fell sales ascended. The flurry 
started about three o’clock and as- 
sumed blizzard aspects immediately. 
From the falling of the first flake the 
throngs started for the stores aM re- 
tailers who ordinarily close their es- 
tablishments at six o'clock were com- 
pelled to remain open an hour or two 
longer to accommodate their custom- 
ers. In one of the largest men’s stores 
it was stated that telephone calls 
came in from every source asking that 
they remain open until after six to 
enable working people to make shoe 
purchases. Practically all stores en- 
joyed similar experienees and the bus- 
iness done was unusually heavy. 
The majority of the men who 
bought shoes were compelled to do 
so because of the thinness of the soles. 
This proves conclusively what so 
many of the retailers have been con- 
tending, that with a continued period 
of seasonable weather business would 
at least equal that of last year. 
Women’s high shoes had a slight in- 
crease in volume during the past 
week. Of course, many merchants 
are pushing boots, many of which 
have been carried over from last sea- 
son. The majority of the boots of- 
fered are of the high heel, narrow toe 
types; however, a few boots have been 


observed of the new low heel and 
wider toe variety. One half of the 
sales in a large store were boots. A 
special sale probably accounts for 
this. In most of the stores the high 
shoe sales will average about 25 or 30 
per cent of the day’s business. 

In the novelties, patent still re- 
mains supreme. Nothing, at least for 
the present, seems to threaten the 
popularity accorded the shiny shoes. 
Lace oxfords with extremely low 
heels are first choice in this type. 
There is a decided leaning to the 
brogue effects and the plain toe types, 
which only a few short months ago 
looked “big,” are suffering a slump. 
Strap stuff in patent has a large fol- 
lowing and considerable pairs are still 
being disposed of. Patent imitation 
moccasins have been sold with some 
degree of success, but as to their sat- 
isfactory appearance, little can be 
said in favor of them. “The women 
shut their eyes and take them, be- 
cause they believe they are new,” was 
the statement of a floor manager of 
one of the largest popular priced 
stores, in explaining women’s opinion 
of this style. Black oxfords in calf 
and norwegian have received some 
slight call during the week. A few 
calls for gray suede have been re- 
ceived and many pairs are noted on 
the down-town streets. 
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The Christmas slipper business con- 
tinues good. As the Yuletide season 
closes in the demand for this comfort 
footwear increases. All of the ex- 
clusive shoe stores, as well as the de- 
partment stores, are devoting consid- 
erable space to this item. Reports 
received indicate that this year’s slip- 
per business will easily surpass that 
of last year. Felt slippers, of course, 
for women and children are the lead- 
ing numbers in point of sales. For 
men more leather slippers are being 
bought. Window trims have been 
changed to slippers to catch the eye 
of Christmas shoppers attempting to 
solve the “I just don’t know what to 
give so-and-so” problem. 


Ames Shoe Company Holds Large 
Sale 


Ames Shoe Company, which seldom 
if ever conducts sales, inaugurated a 
sale on both their Stacy-Adams line 
and their Ames Special line during 
the past week. Frank Ames, pro- 
prietor of the store, in speaking of 
the sales success, stated: ‘We sold 
three times as many shoes on Monday 
as we do in a normal day’s business. 
If we had some seasonable weather 
day after day, I believe we would do 
as much business as we did last year.” 

The slipper department, which has 
recently been installed, is doing a nice 
Christmas business, Ames stated. 


Huette’s Olive Street Store Adds 
Women’s Hosiery Department 


Huette’s, Olive Street store has 
added a women’s hosiery department. 
For the present no announcement has 
been made as to whether or not a 
similar department will be introduced 
at the Sixth Street store. 


Brandt’s Selling Many Boots 


Brandt’s has been conducting a boot 
sale which bids fair to be a phenom- 
enal success, boots being offered at 
$5 a pair which were valued at $8.50 
and $9. Manager Bickel asserted that 
50 per cent of the sales during the 
days of the sale were high shoes. The 
boots were described as “the newest 
styles in all desirable leathers.” 

Sensenbrenner Going East Again 

Joe Sensenbrenner of Sensenbren- 
ner’s is leaving Saturday for New 
York and the Eastern market where 
he will spend a week or ten days. 
Sensenbrenner just returned a few 
weeks ago from the East where he 
made some large purchases. 
Invitation Extended to Retailers At- 
tending Convention to Come Through 

St. Louis 

The St. Louis Shoe Manufacturers’ 

and Wholesalers’ Association has sent 


to all shoe retailers throughout the 


Southwest trade territory an invita- 
tion to come by way of St. Louis, en 
route to the N. S. R. A. Convention. 
The letter extends a welcome to all 
the retailers to visit the St. Louis ex- 
hibit in Chicago and make themselves 
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at home at the St. Louis Headquarters 
in the Morrison Hotel. They are 
asked to join the St. Louis manufac- 
turers and retailers on their “Special” 
Midnight train. Wylie Creel, of the 
Lund-Mauldin Shoe Company, is 
chairman of the Hotel and Transpor- 
tation Committee and all reservations 
should be mailed to him at 1101 Wash- 
ington Avenue. It is further an- 
nounced that “open house” will be 
held at the Jefferson Hotel, Parlor 
Floor, rooms 126, 127, 128 and 129, 
all day Saturduy, Jan. 7. 


Johansen Bros. Show Large Increase 
for November 

Sales Manager Chas. Strayer of 
Johansen Bros. Shoe Co., announced 
that their shipments for November 
showed an increase of 98 per cent over 
the same period last year. Not only 
was the increase shown in pairs 
shipped; but an increase of 60 per 
cent was also observed in dollars and 
cents. He has just returned from a 
ten-day trip to some of the larger cit- 
ies and found conditions approxi- 
mately the same in all of the markets. 
Business was described as being slow, 
with an occasional flurry here and 
there. 


Shoe Dealer’s Creditors File Bank- 
ruptcy Suit 
An involuntary petition in bank- 
ruptcy was filed against Abraham 
Palan, doing business at 1400 Wash- 
ington Avenue, as the A. Palan Shoe 
Company, by three firms on claims as 
follows: Bresnahan-McLaughlin Shoe 
Company, Lynn, Mass., $4,014; C. M. 
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Collins, South Danville, N. H., $2,717, 
and S. J. Basker Shoe Company, 
Reading, Mass., $2,325. 


Business Holding Its Own, Federal 
Reserve Bank Report Shows 


Business is holding its own accord- 
ing to the report of the Eighth Dis- 
trict Federal Reserve Bank which was 
issued here, by the Chairman of the 
board, Wm. McC. Martin. In its dis- 
cussion of general conditions the re- 
port asserts that business failed to 
improve at the pace set during the 
earlier two months but merely held 
its own. It continues, “In some lines 
excellent progress was reported, but 
elsewhere there was a decided slow- 
ing down. Gains about offset losses 
and taken as a whole the situation 
at the end of the period under review 
may be described as steady. 

“The principal barrier to broader 
distribution of merchandise has been 
the radical decline in the market price 
of farm products. What by mer- 
chants and manufacturers is pointed 
out as the most hopeful feature at 
the moment is the growth of buying 
for future delivery. While the great- 
est caution and conservatism is still 
being exercised, the percentage of or- 
ders for forward shipment has shown 
a gratifying increase during the last 
month. This manifestation is noted 
particularly in dry goods, groceries, 
shoes, hardware and clothing. Re- 
porting interests in these lines state 
that as high as 60 per cent of their 
current orders are for shipment dur- 
ing the late winter and early spring.” 


DETROIT 


Weather Makes Business Irregular 


Slippers Selling Well—Christmas Shop- 
ping on the Boom 


HE retail shoe business in De- 

troit is decidedly irregular 
and spotty. The weather appar- 
ently controls buying with a firm 
hand, cold raw days bringing a host 
of buyers, warmer bright days luring 
them away to the wearing apparel 
shops. 

“Business has been pretty fair,” 
said one merchant, “but it has fallen 
off this week for no reason that I 
can think off except the weather.” 

“Just fair,” responded another to 
the question, “How’s business” “Some 
days business is very good, then the 
next day it will be no good,” he added. 

There is little change in the demand 
in either men’s or women’s styles 
since our last report, although in 
some quarters there is shown a ten- 
dency toward a demand for plainer 
shoes in men’s lines. Roy Pingree, 
F. C. Pingree Sons Co., confirms this 
tendency in his territory, stating that 
grains are not selling in any quanti- 
ties at all at present. 


Christmas Business to the Fore 


On all sides the preparations for an 
old-time Christmas business in slip- 
pers, especially for women and chil- 
dren, is almost completed. The prices 
of men’s slippers are a deterrent in 
sales, but many stores will have large 
displays this season of these lines 
also. At R. H. Fyfe & Co.’s the men’s 
slippers are shown in a special booth 
on the main floor, where the men’s 
shoes are housed. 

“We have lots of customers looking 
around,” stated Steven J. Jay, man- 
ager of the department, “but there are 
not many sales being made yet. Peo- 
ple put off buying slippers until the 
last moment, so let’s hope for a good 
trade this season.” 

Two of the large windows of this 
store are already given up to the dis- 
play of slippers, others will be used 
later. In one of these the background 
represents a fire place that is a model 
of what can be done in the display 
window. A walnut finish is used with 
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the center of the fireplace, filled in 
with a tiled effect that is neat and 
clean. 

The interior of this store, and, in- 
deed almost all stores, has taken on 
the appearance of Christmas. Ever- 
green festooning and wreaths, holly 
with its red berries and the beautiful 
red of the poinsettia, intermixed with 
silver and gold tinsel and frosted 
white foliage reminds us that Christ- 
mas is only a few days away. Red 
and green electric lights are used with 
the white frosted lamps throughout 
the store. 


The Christmas Windows 


The windows of the Hudson store, 
stretching around three streets, are a 
marvel of Christmas beauty, yet the 
decorations are simple in the extreme. 
In all of these windows a gray satin 
drape forms the whole background. 
At regular intervals holly wreaths are 
hung and_ evergreen  festooning 
draped from one to the other. 

At the Dr. A. Reed Cushion Shoe 
store the ivory of the permanent back- 
ground affords a charming ground for 
the wreaths and festooning and bright 
red flowers used for the decorations 
there. 

At the Walk-Over store the perma- 
nent panels are covered with red pan- 
els outlined with green; wreaths and 
foliage are the decorations. 

At the Frank & Seder store the 
first Christmas windows of this new 
store are pleasing, but also simple in 
design. Hung from the center of each 
window is a giant wreath of tinsel 
and frosted foliage with here and there 
a touch of green and red foliage. The 
effect is heightened by the lighting 
of the windows, which make the 
wreaths glitter like many diamonds. 

Thege are many other beautiful win- 
dows, but as they are of practically 
the same type is would be useless to 
enumerate them here. 


Christmas Gift Certificates 


A large number of shoe stores and 
shoe departments offer gift certifi- 
cates this season, but the reports from 
many sources show that this method 
of giving is not of as great advantage 
to the public as when shoes could be 
purchased for a five dollar bill. In 
the old days many persons would buy 
certificates for five dollars and pre- 
sent them to friends and dependents, 
knowing that they could purchase with 
each certificate a pair of shoes. As 
five dollars appears to be the limit to 
which most persons wish to go the cer- 
tificate is now discarded—to the loss 
of the shoe merchant. 

The following are advertising gift 
certificates: R. H. Fyfe & Co., Regal, 
Thomas J. Jackson, Inc., Dr. A. Reed 
Cushion Shoe store, J. L. Hudson & 
Co., while others no doubt are offer- 
ing them to customers. 
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Hosiery Departments Pay Big Divi- 
dends 

The hosiery department in one shoe 
store in Detroit, with an average 
stock of $3,500 stocked in a space 
about six feet long, near the door, will 
do $85,000 in business this year. 
Asked how he did it the merchant said: 
“By keeping everlastingly after it. 
By making it a business of itself. By 
keeping a good display in the windows 
all the time. By advertising hosiery 
as persistently as I do shoes. That’s 
all.” Of course the business done in 
this store is phenomenal, due in part 
to its peculiar style of trade, its loca- 
tion on Woodward Avenue, and to the 
persistent efforts to secure business 
as outlined by the merchant. 

The Thomas J. Jackson, Inc., 
hosiery department is coming to the 
front r.uks of such departments in 
shoe stores, under the management 
of Mrs. Patterson, who has charge of 
this department, which includes 
buckles and findings. 

“We are selling considerable quan- 
tities of good hosiery this season,” 
said Mrs. Patterson, “including sports 
hose imported from England. One of 
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our newest novelties that is selling 
well is a white woolen hose with dia- 
mond shaped patterns in purple and 
gray, in tan and gray and in brown 
and gray, which, with the white, forms 
a beautiful pattern. These sell for 
$7 per pair and are beauties at the 
price. 

“Silk hose in good qualities sell 
well. Here’s a hand made hose that 
sells for $16.80, including the tax.” 
This was a black ribbed hose with a 
red underlay. 

“You’d be surprised at the sale of 
sheer chiffon silks, too, Here’s a 
beauty that is almost transparent,” 
said Mrs. Patterson, running her hand 
into the stocking, which hardly con- 
cealed it, as she spread her fingers to 
show the sheerness of the fabric. 

“Buckles are selling well—that is, 
the rhinestone buckles; cut steels are 
not a very good number at present.” 


Goloshes Repaired 


The Mich. Vulcanizing Co. is adver- 
tising to repair goloshes—that is, to 
replace the original soles and heels 
with new ones with a “classy rolled 
edge.” Can you beat it? 


MILWAUKEE 


Business Better Now Than This Time 
Last Year 


Boots Selling Better 


OMPARING this week with 

the corresponding period of 
1920, Milwaukee retail boot shops 
are able to sustain with ease claims 
that business has been a great deal 
better, not only in number of pairs 
sold, but the dollars and cents volume. 
A year ago the trade here and else- 
where was engaged in a scramble to 
move goods almost without regard for 
cost. This year the process of mer- 
chandising has been a regular one, 
for there has been a good demand and 
while people have demanded a dollar’s 
worth of value for every dollar ex- 
pended, the spirit of antagonism and 
resentment noticeable a year ago has 
not been present. 


Pre-Holiday Call Brisk 


This week, the final one before the 
great Christian holiday of the year, 
has been an active one for Milwaukee 
shops. It is true that the bulk of de- 
mand has been of a character sug- 
gesting that people of average means 
are buying only to fill urgent needs, 
but this has been favorable to shoe 
merchants. Instead of buying a lot 
of luxuries and unnecessary gifts, a 
great many families have expended 
their Christmas gift budget for boots 
and shoes, dresses, hats, and other 
articles of apparel, which might not 
alone fill a need, but form a very 
pleasing gift as well. 


“Style” Demand Still Good 


Ordinarily by the latter part of 
December the rather feverish call for 
the new fall and winter styles is past, 
most buyers having completed their 
selections as early as October. This 
year, however, the call for the novel- 
ties has been well sustained up to 
Christmas. In the past ten days all 
stores have been experiencing a re- 
vival of such demand, which early in 
November showed a seasonable ten- 
dency to decline. The staples also 
have been moving better in the last 
fortnight than for nearly a month. 
The business is well scattered over the 
entire week, and has not been confined 
to the week-ends, although Saturday 
trade still stands out as a distinct fea- 
ture of each week’s business. 


Boots on the Increase 


What is regarded as more or less 
of a seasonal tendency is the better 
demand for. high cuts among the 
women in the past week or two. How- 
ever, the great bulk of purchases re- 
fer to low cuts. The wool hosiery 
fad has reached wide proportions in 
Milwaukee this fall and everywhere 
on the streets women are wearing 
brown or black calfskin oxfords with 
wool hose, or kid, satin or suede 
pumps with all-silk or the newer silk- 
wool hose. Up to this time there have 
been only a few spells of wintry 
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weather, and these have alternated 
with chilly rains. These changes 
brought out spats or arctics rather 
than boots. The number of boots sell- 
ing in stores or seen on streets is sur- 
prisingly small and they are being 
worn only by those who choose their 
kind of footwear strictly according 
to season and not for style. 


Men’s Trade Moderate 


Men’s trade still smacks of a re- 
placement character and buying is not 
so free as might be desired. But the 
volume has been increasing steadily 
and merchants express pleasure over 
the better state of business. The 
movement of novelties in oxfords as 
well as boots is only moderate. The 
staples have the best call and the bulk 
of call is for a moderate-priced boot. 
A good deal has been accomplished 
by the policy of many merchants to 
offer specials in men’s goods. These 
refer mainly to oxfords, because the 
men of Milwaukee have never before 
taken kindly to the low cut for winter 
wear. They are gradually being edu- 
cated to this point, however. 


Factories Fairly Swamped 


Due doubtless to the fact that most 
merchants bought with unusual con- 
servatism for fall, and their patron- 
age has been better than expected, 
there is a rush at present to fill in 
stocks, especially of ladies’ novelties. 
Milwaukee factories are fairly 
swamped with orders, which are most- 
ly of a “rush” kind. Deliveries are be- 
ing* pushed back further and further 
by the accumulation of unfilled orders. 
Forward buying is as yet of a small 
order, but merchants seem to be prof- 
iting by their experiences of the past 
year and the inclination to anticipate 
demand next spring and summer is 
growing. 

Capacity Forced to Limit 


The policy of merchants to buy only 
for immediate needs and to place or- 
ders late in the hope that delivery will 
be made in time to catch the pressure 
of demand has brought about the 
present situation in which factories 
hardly know which way to turn to get 
merchandise out promptly. Capacity 
is being forced to the limit, even be- 
yond. Manufacturers see no reason 
for providing additional capacity, es- 
pecially in view of the scarcity of com- 
petent labor, and because it is likely 
that unless there is a radical change 
in the merchants’ policies, the existing 
capacity may be unoccupied for a con- 
siderable stretch of time when the 
rush is over. 


Pohl Store Five Years Old 


R. C. Pohl, proprietor of the Cor- 
rective Shoe Co. of Milwaukee is ob- 
serving the fifth anniversary of the 
establishment of his store, which was 
the first of its kind to be opened 
here. On this anniversary, Mr. Pohl 
also is celebrating the opening of a 








new ground floor shop, situated at 735 
Grand Avenue. The original store 
occupied a suite on the second floor 
of the Plankinton Arcade, which had 
just been completed at the time he 
engaged in business on his own ac- 
count. During the double observance 
Mr. Pohl featured Dr. Reed’s Im- 
proved Cushion Shoes priced from 
$12 to $16 the pair at a special valu- 
ation of $9. The line is held exclu- 
sively by Mr. Pohl in this city. 


Nelson Heads Racine Merchants 


At the annual meeting of the Re- 
tail Shoe Merchants’ Association of 
Racine, Wis., Martin A. Nelson was 
elected president, succeeding Thomas 
Lloyd. The association consists of 
nearly fifty members, embracing prac- 
tically every boot shop in Racine, 
which is now the second largest city 
in Wisconsin and has a population of 
more than 53,000. Mr. Nelson is one 
of the younger generation of shoe 
merchants and his selection for presi- 
dent of the association is a compli- 
ment to his aggressive merchandising 
policies which have made his shop one 
of the largest and finest in Racine. 


Change at Merrill, Wis. 


Carl Hamsing, for several years 
with the Tomahawk Shoe Co., at Mer- 
rill, Wis., has purchased the shoe re- 
pair shop, equipment, stock and good 
will of Engstrom Bros., and moved it 
to 401 Grand Avenue. Ralph Lau of 
Independence, Iowa, a brother-in-law, 
and for twelve years specializing in 
repairs, has become associated with 
Mr. Hamsing in his new enterprise. 


La Crosse Pioneer Passes 


William G. Moss, for thirty years 
engaged in the retail shoe business 
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at La Crosse, Wis., died Dec. 6, at the 
age of 50 years after a brief illness. 
He was born in La Crosse and served 
his apprenticeship with Quinn & 
Batchelder at 201 Main Street. In 
1891 he took over the business and 
continued it in the same location 
throughout this period. 


President to Visit Milwaukee 
President Harding has tentatively 
accepted the invitation of the Asso- 
ciated Advertising Clubs of the World 
to come to Milwaukee at the time of 
the annual international convention, 
to be held during the week of June 3- 
10, 1922. The President at that time 
will be going West on his contem- 
plated trip to Alaska, and is due in 
San Francisco about June 12 to at- 
tend the golden jubilee convention of 
the Mystic Shrine, of which he is a 

member. P 


Form New Corporation 

A charter has been granted to the 
American Mercantile Co. of Milwau- 
kee, organized with $10,000 capital 
stock to manufacture and deal in 
leather and wool gloves and mittens. 
The incorporators are Edward J. 
Malloy, 868 Thirty-fifth Street; John 
M. Koch, 1425 Cedar Street, and M. 
Stockhausen, 1113 Seventeenth Street. 


Celebrates 85th Birthday 

Anthony Kraynik, said to be the 
oldest retizxed boot and shoe merchant 
in Wisconsin, celebrated the eighty- 
fifth anniversary of his birth on Dec. 
10 at his home in Racine, Wis. Mr. 
Kraynik went to Milwaukee from 
Bohemia in 1855 and moved to Ra- 
cine in 1859. He embarked in busi- 
ness on his own account in 1869 and 
retired about five years ago because 
of advanced age. 


SALT LAKE CITY 
Storms Stimulate Business 


Big Copper Mines to Reopen April 1—Shoe 
Factory Running Full Time—Many 
Special Sales 


HE retail shoe business is much 
better than it has been for a 

long time. This is largely due to 
the snowstorms, which stimulated the 
demand for winter footwear, includ- 
ing rubbers. Dealers are in a happy 
frame of mind, although, as they say, 
business is even now not what it 
should be for the time of year. The 
snowstorms so far have dried up too 
quickly from the standpoint of shoe 
sales, and at this writing the streets 
and sidewalks are as free from mud 
and slush as they were in August and 
September. With scarcely any excep- 
tions retailers are selling as many 
pairs as they did a year ago, but 
owing to falling prices cash receipts 
are less. There are one or two, how- 


ever, who are not in this class, but 
whose sales over last year will more 
than make up for the difference in 
prices. 
Copper Mines to Re-open 

According to an announcement 
made some days ago by General Man- 
ager R. C. Gemmell of the Utah Cop- 
per Company, whose famous mines are 
at Bingham Canyon, a few miles out of 
Salt Lake City, activities in the cop- 
per industry will be resumed on April 
1, unless the copper market receives 
another “shock” before that date. 
Mr. Gemmell said he expected the 
operations to be on a small scale at 
first, but was confident they were go- 
ing to increase steadily. This is the 
best news that has been received here 
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from an industrial and economic 
standpoint for many months. At the 
height of the copper company’s op- 
erations there were employed, direct- 
ly and indirectly, about 7000 men, 
whose daily wage would be something 
like $5, or an equivalent of $35,000 a 
day. In addition to this, large sums 
were paid for supplies, all of which 
were purchased in the State, as far 
as possible, and which included be- 
tween 400 and 500 tons of coal a day. 
Mr. Gemmell said he thought this com- 
pany might re-open with 2000 men, 
but that nothing definite had been ce- 
cided upon. The figures quoted might 
not be considered of so very much im- 
portance to a city with a million pop- 
ulation or so, but they mean a great 
deal in the mountain country, where 
the whole population is much less 
than that of some of the big indus- 
trial centers of the East. The an- 
nouncement of the copper company is 
pleasant news following so closely 
upon the report that Salt Lake is to 
have a $25,000,000 steel plant. 


Shoe Factory Running Full Blast 


The Z. C. M. I. shoe factory is run- 
ning full blast and is likely to be kept 
busy for some months to come, accord- 
ing to a statement made to the RE- 
CORDER correspondent by officials of 
the company. The output of this fac- 
tory is limited to work shoes and 
scout shoes. Despite the efforts of 
some manufacturers to sacrifice qual- 
ity in an effort to keep prices down, 
the high standard set by the Z. C. 
M. I. shoes has been maintained all 
along. The same policy has been 
maintained in the wholesale and retail 
departments, which also handle dress 
shoes and foot wear of every descrip- 
tion. 


Many Special Sales 


There are many special sales just 
now. The Broadway Shoe Company, 
formerly Solomon & Ingham, has 
what is called “A Red Tag Shoe 
Sale.” This sale will be conducted un- 
der the management of A. M. Wes- 
son and some real “bargains” are 
promised in the ads. The “Busy Bee” 
people are having Four Hour Sales, 
when special prices are offered. They 
are disposing of a lot of stuff at $1 
a pair, including women’s high shoes, 
children’s shoes and scuffers and slip- 
pers. 


Cummings Getting Better 


We are glad to be able to announce 
that Harry Cummings, local manager 
of the Walk-Over Shoe Company, who 
has been ill for nearly three months, 
is on the road to recovery. For some 
time it looked as if he could not pos- 
sibly live, and very slight hopes were 
held out by his medical attendants, 
but this wonderful constitution is go- 
ing to triumph. Mr. Cummings is still 
in the hospital, and his colleagues at 
the store told our correspondent that 
they did not expect him to leave the 
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institution for two or three more 
weeks. 


Hirschmann on Smoke Committee 

Herbert Hirschmann, head of the 
Hirschmann shoe stores, has been ap- 
pointed by Mayor Neslen as a member 
of the anti-smoke committee, which 
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has for its object the elimination of 
the smoke nuisance in the city. 
Jones of Ogden “Quits” 

The Jones shoe store at 2461 Wash- 
ington Avenue, Ogden, is going out 
of business and is offering its $35,000 
stock in a “bargain sale.” 


SEATTLE 


Seattle Christmas Trade Developing 


HEAVY increase over the pre- 
A ceding week in the number of 
shoppers was reported by Seattle 
retail shoe dealers Dec. 10, with a 
proportionate increase in the number 
of sales. Indications are that the hol- 
iday business this year will be fully 
as large as last year. There is a 
particularly heavy demand for ladies’ 
oxfords, and the favorites seem to be 
two and three-strap patent leathers 
with Spanish, Louis and Cuban heels. 
Tongue pumps in black suede with 
patent leather trim are also popular, 
according to J. W. Lawrence, man- 
ager of the Third and Pine store of 
the Turrell Shoe Company. Heather 
wool ladies’ hose in brown and dark 
brown, with calfskin oxfords to 
match, seem to be as’ popular as ever. 
The combination of wool hose and ox- 
fords seems to be an ideal one for 
Seattle, where there is seldom any 
snow and even the brisk winter winds 
are tempered by the ocean currents. 
Approximately half of the women 
seen on the city’s streets in December 
wore the comfortable low shoes and 
wool stockings. 


Seattle Shoe Men Help Form Lions 


Announcement was made Dec. 6 of 
the formation of the Lions’ Club of 
Seattle with 100 charter members, in- 
cluding two prominent retail shoe 
dealers, Ben Baxter of Baxter & Bax- 
ter, 1326 Second Avenue, and Ross F. 
Miller of the Hood Rubber Company, 
314 Second Avenue South. The Lions’ 
Club is an international organization, 
non-political, non-sectarian, composed 
of representative business men who 
feel an interest in the welfare and 
progress of their city-and community. 
The purpose of the organization is to 
promote the principles of good gov- 
ernment and good citizenship; take an 
active interest in the civic, commer- 
cial, social and moral welfare of the 
community; unite its members in 
bonds of friendship, good fellowship 
and mutual understanding; further 
education, enlarge social and civic op- 
portunities, support the laws, direct 
public councils, and in every way 
make the lives of men better and hap- 
pier. Membership is acquired by in- 
vitation only and none but men of 
the highest standing are asked to af- 
filiate with the club. 


Shoe Men Take Part in Fruit Expo- 
sition 

Nov. 21 to 30 the first fruit expo- 
sition participated in by all the fruit- 
growing districts of the State of 
Washington was held at the Bell 
Street terminal of the Seattle Port 
Commission. Several hundred fruit 
growers, manufacturers and distrib- 
utors maintained booths at the fruit 
show. Although stormy weather pre- 
vailed during the entire time of the 
exposition, it was pronounced a suc- 
cess and will be made a regular annual 
feature. A Queen Pippin and five 
Peaches, or ladies in waiting upon the 
queen, were chosen as representatives 
of the fruit exposition and were royal- 
ly entertained by mercantile establish- 
ments, civic and commercial bodies 
and individuals. During the exposi- 
tion the Queen Pippin and her maids 
were guests of the retail trade bureau 
of the Seattle Chamber of Commerce 
at a luncheon at the New Washington 
Hotel, at which the bureau was repre- 
sented by Harold N. Moore, director, 
and G. J. Turrell of the Turrell Shoe 
Company. 


W. J. Johnson Quits Shoe Business 


W. J. Johnson, proprietor of the 
Plymouth Shoe Company, announces 
that at the conclusion of his present 
shoe sale, he will quit the retail shoe 
business. Mr. Johnson has been in 
the shoe business in Seattle for twen- 
ty-one years. He is popularly known 
as “Straw Hat’ Johnson, and has 
been a prominent figure in this city’s 
retail business life for nearly two 
decades. The Plymouth shoe store 
was one of the many business houses 
that followed the slowly moving cen- 
ter of retail business northward. 
Starting in 1900 on Second Avenue, 
near Columbia Street, Mr. Johnson 
moved northward by stages. His 
first move was to Madison Street, the 
next to the present location between 
Union and Pike streets. Inability to 
extend his lease, which expires Jan. 1, 
and find a ‘satisfactory new location 
are given as the reasons for closing 
the business. 


245 Footwear Stores in Washington 


According to a recent report by the 
Washington State Retailers’ Associa- 
tion, department of research and sta- 
tistics, there are 14,000 retail stores 
in the State of Washington, of which 
245 are dealers exclusively in shoes 
and other footwear. 
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New Seattle Better Business Bureau 
Head 

Announcement has been made of 
the resignation of P. C. Beezley as 
director of the Seattle Better Business 
Bureau, and the naming of H. Jacob- 
sen, well-known Seattle advertising 
man, as his successor. Mr. Beezley 
has entered the bond business. 


Water Damages Brown Bros.’ Shoe 
Store 


Fire in the Right Hotel, in the build- 
ing occupied by Brown Bros.’ shoe 
store, 722 First Avenue, Seattle, re- 
cently caused damages amounting 
to several hundred dollars to the 
store. The fire did not touch the shoe 
stock, but several hours’ fighting on 
the part of the fire department to sub- 
due the stubborn blaze resulted in the 
various retail establishments on the 
ground floor of the building being 
damaged by water and smoke. Brown 
Bros. are disposing of their damaged 
stock in a large sale. The loss was 
fully covered by insurance and pa- 
trons are being given advantage of 
sharply reduced prices. 





Altoona, Pa., Dec. 19.—That the 
shoe merchants of the State and their 
friends who gather in Altoona on 
Feb. 20 and 21 for the annual con- 
vention of the Pennsylvania Shoe Re- 
tailers’ Association will not lack for 
entertainment is assured by reasons 
of the plans which are now being 
made to look after the social side of 
the gathering. 

C. S. Goodman of Allentown, repre- 
senting the shoe manufacturers of 
the State, was in Altoona recently in 
connection with the arrangements be- 
ing made for the convention. He 
came here from Pittsburgh where he 
had been in conference with the pres- 
ident and other officials of the organi- 
zation and where various features of 
the convention program were consid- 
ered. 

Last evening Mr. Goodman met with 
members of the local committee at the 
Penn-Alto Hotel and the entertain- 
ment program was considered. Among 
those attending the conference here 
were: Mal. H. Neuwahl, one of the 
leaders in the association; J. C. Soy- 
ster, John Soyster, Miss Erna Bend- 
heim, John Gingrich, Arthur McGough, 
Herbert Watts, E. F. Seal, I. Klein, 
Charles Berney and Aaron Berney. 

The general executive committee of 
the State organization and the board 
of directors met here during the sec- 
ond week of December to make final 
arrangements for the convention. 

It is expected that fully 1000 visi- 
tors will be here for the convention. 


. The fact that Altoona is a central lo- 


cation and that the convention will 
be held at the Penn-Alto, one of the 
State’s most up-to-date hotels, - will 
tend to make the coming meeting one 
of the largest in the history of the 
organization. 
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CLEVELAND 
Business Conditions Are Reported 
Better in All Lines During December 


USINESS in Cleveland has 
B gone up ten points in Decem- 
ber as compared to the correspond- 
ing period in November, according to 
the results of a survey that has been 
made by a local business agency. 

The survey was limited to retail 
business and in practically every line 
there has been an improvement dur- 
ing the first week of December. Of 
course the Christmas shopping has 
had some influence on the increase in 
buying, but it is generally conceded 
that there is something stronger than 
the Yuletide buying campaign back of 
the situation. 

Banks have increased their clear- 
ings during the first week of the 
present month. There was an in- 
crease in employment, leaving, of 
course, less men out of work. The 
volume of freight loaded has gone 
up quite considerably and there is 
much building being done throughout 
the city. 

The large downtown department 
stores all report that trade is better 
now than last month, and that the 
volume of transactions is about as 
great if not larger than it was a year 
ago. 

Every merchant visited predicted 
that December would be a good month 
and that practically every dealer 
would go into the New Year with an 
inventory that would not suffer when 
compared to figures for last year. 

The men in the shoe trade that were 
visited reported a quickening of buy- 
ing, influenced to an extent by the 
desire to get Christmas presents for 
friends and relatives. But work shoes 
have been moving more rapidly than 
they have for several months and 
this is regarded as an accurate reflec- 
tion of improved conditions in the in- 
dustrial branch of the city. 

Men’s working shoes have shown 
the best increase in sales; they had 
been moving most slowly through the 
spring and summer months. The 
shoes worn by women and girls to 
work also have moved slightly better 
in the last two weeks, although the 
buying in this class of goods has, all 
through the year, been better than in 
models worn by the masculine sex. 

F. L. Jessel, who conducts a shoe 
store at West Fifty-fourth Street and 
Clark Avenue in this city, and has 
been engaged in the retail shoe busi- 
ness for nearly thirty years, is entire- 
ly optimistic about the immediate fu- 
ture in the business. 

For nearly three decades Mr. Jessel 
has been watching up and down move- 
ments in the trade, and he says that, 
basing his statement on the experi- 
ences of the past, the shoe trade is 


now started on a long upward move- 
ment. 

Mr. Jessel operates one of the most 
successful neighborhood stores in the 
city. He says that generally the 
stores removed from the downtown 
shopping district have experienced a 
good winter season thus far. Mr. 
Jessel says that the one thing most 
frequently overlooked by the small 
merchant in the outlying sections of 
the city is the necessity for a variety 
of models, and a wide range of sizes 
to select from. This, he says, is essen- 
tial to success, although of course the 
merchant need not buy in as large 
quantities as the downtown mer- 
chants. 

Louis Gordon, who has been con- 
ducting a shoe store in East 123rd 
Street, has moved to more convenient 
and better equipped quarters at St. 
Clair Avenue and East 101st Street. 
This location is in one of the busiest 
sections of the east side shopping dis- 
trict and Mr. Gordon feels that he 
was fortunate to get a lease on the 
storeroom. The interior has been dec- 
orated especially for the shoe busi- 
ness and it is large enough to more 
than double the seating capacity that 
Mr. Gordon had in his store in East 
123rd Street. 

Joseph De George, who moved here 
recently from Ashtabula and opened 
a new store at 8009 Euclid Avenue, 
reports that trade has been better 
with him than he anticipated when he 
rented the room. He is carrying a 
general line of goods and thus far 
has been able to dispose of a large 
number of low shoes, with oxfords 
taking the lead. Boots have been 
going rather well, although no special 
effort was made to push them. 

Retailers here are having another 
good season on woolen and silk 
hosiery. 

The opening of the annual Christ- 
mas buying season, of course, has 
greatly stimulated sales, but during 
the month of November, hosiery, espe- 
cially the heavier grades, was moving 
well. 

This business has developed rapid- 
ly in shoe stores in the last two years. 
The merchants have operated on the 
theory that selling hosiery is a busi- 
ness like that of selling shoes, and 
that if one is to achieve the full meas- 
ure of success possible the hosiery de- 
partment has to be run as an ordinary 
business and not as a side line to put 
extra time in. 

This does not mean that the mer- 
chant has overlooked his shoes. But 
the merchants who are doing the best 
business in hosiery have set aside con- 
venient and well adapted space to 
hosiery. They have an intelligent and 
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industrious saleswoman generally in 
charge, and adequate space for display 
of the stock is provided. Gray is 
the ruling favorite, with black next. 


R. D. Cushman, Manager 
Kreider Company Here, 
Visiting Factories. 

R. D. Cushman, manager of the 
A. S. Kreider Company office here, is 
on a visit to the various factories of 
of the company. 


“Galoushes” Are Again in Demand 


With the arrival of genuine winter 
weather the fair sex has swamped the 
merchants with the demand for the 
high cut buckle arctic. All local 
merchants had foreseen this situation 
and having obtained stocks of this 
style of arctic were able to weather 
the demand. 

Men’s business in several exclusive 
stores shows quite an increase, while 
in the department stores this class of 
footwear shows no increase. 

About Dec. 10 Holbrooks Bootery 
will open a new department in their 
exclusive shoe store at 49 South High 
Street. They will add to their Stetson 
Department a complete line of 
ladies’ Stetson tailored boots and ox- 
fords. Carrie Rose, formerly with 
the Morehouse-Martens Company, will 
be in charge of this department. Miss 
Rose is well known among the buy- 
ing public and will bring with her 
many of her customers whom she has 
served in the past. 


Endicott-Johnson Sell Birmingham 
Retail Store 


Word has just been received that 
J. B. Toranto has purchased from 
Endicott-Johnson their retail store 
located at 2019 Second Street, Bir- 
mingham, Alabama. Mr. Toranto 
plans to take over the store January 1 
and will continue to operate it as a 
retail shoe store under his own name. 

This information is not a surprise 
to the trade in view of the fact that 
on June 20 Endicott-Johnson an- 
nounced that they had decided to dis- 
continue all Endicott-Johnson retail 
stores as soon as practicable, except 
in their own local neighborhood. 

This is the second store of the Endi- 
cot-Johnson chain which has been sold 
as a result of the operation of this 
policy. The Toledo store was sold 
July 20 to Mr. Volkmor. 


May 1 Is Boston’s 100th Birthday 


May 1, 1922, is to formally observe 
the one hundredth anniversary of its 
incorporation as a city, and Mayor 
Peters has appointed an Executive 
Committee to prepare a suitable pro- 
gram. George W. Coleman, head of 
the Babson Institute, is chairman of 
the committee. 
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No. 25 
Black Kid 7” 
Polish, 12/8 Cat’s 
Paw Heel. 
No. 23—Same shoe with 
stock tip. 
Both In Stock—B, C, D, E....--@e 


No, 31 

Best Quality 

Black Kid, % Fox, 

8” Polish. 13/8 Heel. 

No. 34—Same shoe with imitation per- 
forated tip. 

Roth In Stock—A, R. C, D 


No. 2—Black Kid Polish, 7/8 Cat’s Paw 
Heel. 

No. 20—Same shoe with Plain Toe. 

Both in Stock—B, C, D, E 
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COMFORT 
TURNS 


OT 


The Quality in “Constant Comfort” 


Shoes is the same as the security back 
of a high grade bond. 


HN 


Numbers illustrated are in great de- 
mand at this season. Liberal stocks 
assure prompt shipments. 


Mail or wire your order now. 


AULT-WILLIAMSON 
SHOE COMPANY 


Manufacturers 


AUBURN 


= 


i010 eT 


























The complete line of ninety numbers will be displayed 
at the Chicago Convention, January 9-12. A cordial in- 
vitation is extended you to visit our Booth No. 73, Coliseum. 
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Supremacy 


For ruggedness, comfort and 
genuine service the “U. S.” 
Portland has no superior. 
Snow, rain and slush create 
a great market for this type 
of overshoe. “U. S.” Port- 
lands satisfy every trade de- 
mand—make a quick turn- 
over and build up substantial 
profits. 


Have you a well balanced 
stock of “U. S.” Portlands? 





See our exhibit at the N R. A. Conven- 


N. S. R. A. 
tion January 9th to 12th, Booths 240 to 250. 











U hen ordering leather shoes 
always specify 


Spane sth 
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Suggestions in Trims for Small 


Merchants 


y G. A. SMITH 


Window Display Expert of the United States Rubber Co. 


HE average small store is of- 

fered little competition in win- 

dow dressing. One of the 
leading display managers in New 
York City said recently that consider- 
able more ingenuity and effort could 
be put into show windows by smaller 
merchants with good results. Elabor- 
ate fixtures, he pointed out, are not 
necessary, as the idea usually counts 
more than the “props” in effective 
window displays. 

“One of the strongest reasons,” he 
said, “why the small store should spend 
more time and use more originality in 
its window display is because it usu- 
ally is not in a position to advertise 
extensively. If it is denied this form 
of placing itself before the public, just 
so much more effort ought to be used 
in the attempt to interest people 
through the windows. But, strangely 
enough, it is only the exceptional small 
merchant, and the man who does not 
remain a small merchant long, who 
tries to accomplish anything through 
his store windows. Frequently, a small 
store window display goes unchanged 
for weeks at a time, or it might just 
as well go unchanged for all the differ- 
ence that appears to the casual passer- 


y. 
“Many storekeepers think they have 
done everything that can be done with 
their windows when they put in an 
article of merchandise and tag it with 


a price. While price is a big consider- 
ation with the small store, nevertheless 
the routine could be very effectively 
changed by having displays that would 
make no mention of price. A few yards 
of velvet or some other goods may 
prove all the material necessary for 
working out a window scheme which 
would attract the eyes of those passing 
and cause comment. A little expendi- 
ture of the sort might prove the means 
of adding several profitable customers 
to the store. 

“Because there is so_little competi- 
tion in window display among neigh- 
borhood stores, there seems to me to 
be just that much more opportunity 
for the progressive man. The big 
stores have no monopoly of display 
ideas, and in his own way a small 
merchant can achieve just as striking 
an effect.” 


Background Building Principles 


The principles of successful back- 
ground designing and building, are: 
First—A knowledge of proportions. 
Second—An understanding and intelli- 
gent use of colors. Third—A knowl- 
edge of the effect of lines. 


Fourth—A - 


proper arrangement of foliage and or- 
naments. 


Feature Merchandise First 


The general optical effect of any 
window display should be to feature 
the merchandise first. The function 
of the background is to augment or en- 
hance the attractiveness of the mer- 
chandise, rather than to call attention 
to itself. 

The window background should al- 
ways be seasonable. It should be ar- 
ranged in proportion to the dimensions 
of the window. High ceiling displays, 
for instance, require a different line 
treatment from low ones; wide win- 
dows should have different treatment 
from narrow windows; this point is 
important. 

Every merchant, no matter what his 
window display appropriation may be, 
will welcome suggestions on how to 
bring about a saving in cost, time, and 
inconvenience. This he can do now 
because there are window boards on 
the market which can be developed 
into beautiful fixtures, screens, cut 
outs and panels without using the old 
method of expensive frame work. 


Consult Your Calendar 


Plan your work four to six weeks 
ahead, especially if a new background 
is to be installed. Orders for the vari- 
ous stencils, fancy papers, burlaps, 
foliage and other materials required 
should not be left until the last mo- 
ment. A good plan is to look at your 
calendar. Study the holidays that are 
approaching. Don’t leave the seasonal 
part of your window display plan to 
guess work. Play up all holidays—na- 
tional anniversaries and birthdays of 
our great men—also local and national 
happenings such as conventions, fairs, 
old-home week celebrations and other 
events which focus public attention on 
one topic. The public expects and looks 
for a reflection of these happenings in 
your windows. Therefore give them 


. what they are looking for because it is 


personal advertising—the best busi- 
ness-building method known. 


Keep Window Glass Clean 


The most elaborate and expensive 
display in the window will not com- 
pensate for dirty glass. If the mer- 
chant will take these facts into ac- 
count and make every effort to keep 
his windows not only clean but proper- 
ly dressed, the results will be well 
worth any time or money spent. Some 
merchants give no thought at all to the 
goods they want to display, but merely 


pile them into the window until it is 
full, so that the prospective customer 
who is attracted by chance, gets noth- 
ing more than a confused idea of what 
the dealer has to offer. 

The window display of rubber and 
canvas shoes should be so planned and 
designed that it expresses some defi- 
nite idea and brings out some point of 
utility or special value. The window 
is not merely to be regarded as the 
front of the store, but as an advertise- 
ment as forceful as any advertisement 
in newspaper or magazine. That ad- 
vertisement can exercise either a good 
or bad influence according to the 
amount of care shown by the dealer in 
planning his display. 

The Correct Standard 

Every window display should be 
judged according to the following 
standards: Value of background, color 
scheme, etc.; use of materials for mak- 
ing up the backgrounds; the position 
they occupy; nature of decorative 
scheme you have in mind; how well ex- 
ecuted; color harmony, its ‘relation to 
the season of the year, the event and 
the merchandise on display; realistic 
effects; detail involved in make-up; 
timeliness; arrangement of merchan- 
dise. 

Human Interest Appeal 

A window must suggest favorable 
and connected ideas. If the ideas are 
such that they are held in mind only 
by effort, the buyer loses the impres- 
sion which the window trim produced. 
A window, well thought out, with its 
every detail in harmony with the gen- 
eral surroundings, invites the eye and 
leads to definite results in the form of 
increased sales. 

There should be a human interest 
appeal in every window, something 
which has no direct connection with 
the products put on display but which, 
nevertheless, attracts the attention 
without preventing the eye from pass- 
ing easily to the objects which are the 
least reason for the display. 


EDUCATIONAL DEMONSTRATION 
AT CHICAGO 


A model shoe-repairing shop equip- 
ped with a United Shoe Machinery re- 
pairing outfit and in full operation will 
be one of the features of the exhibit of 
the United States Rubber Company at 
the National Shoe Retailers Associa- 
tion Convention at Chicago, January 9- 
12. The outfit will be operated by an 
expert from the United Shoe Machin- 
ery Corporation, who will demonstrate 
the application of Uskide soles. Bench 

(Continued on page 59) 
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AT H and E We will be at the 


Chicago Conven- 
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DELIVERIES Sarge oe 
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THE BEST BET FOR 
A QUICK TURNOVER 

















No. 137—Gun Metal Calf Shirley Three Pi tis “9 Sentes 
Brass Buckles, Cuban Heel, AA, 4-8; A 


No. 136—Silver Cloth “Vincent One Strap, 16/8 Loule i Wk Wii.on cas caantensumensacnsdaceseeeeenel 
Heel. Widths AA, 4-8; A, 38; B, 2%-8; O, 2-8. Me - 7 — 

BWGO cccccccccececceccecoccccescoosonscesooosoes $7.00 o. 135—Black Patent foxtins ders} ree Strap, 
~ Center Buckles, Cuban Heel, 4-8; 3-8; B, 243) 

G, BO, PebsWecccccccccccccccccccscccccecescsoeseses 








“Every Shoe a 
Business Builder” 





No. 131—Biack Patent Leather Three Strap with a 
Suede Saddle, Junior Louis pow Diamond a" Berfora 
Vamp. AA, 4-8; A, 3-8: B, 2%-8; Cc, 2-8. 
No. 132—Black Suede Three Strap with ‘ian a 
sennes Saddie, Diamond Perforation on Vamp, Junior Louis 
i «6G GB GROTR, FU Be ccccccccccecccececcce 87.00 No. 520 Oyerel, o~ Suede Vogue One Strap, Full 
Louis Heel. AA, 4-8; 3-8; B, 2%-8; C, 2-8. $6.56 





Deliveries January 15th. 
No. 139—Same as above with Junior Louis Heel. Price, 
$6.50 


Deliveries January 15th. 





These styles are the most in demand. Each one will — 

be found a producer of profitable trade for you. To _ 

omit any one of these models from your stock would 

be a mistake. We suggest an assorted order today. the . 
The very best materials and workmanship are clearly sna 

No, 130—Black Satin C. S. One Strap, like above. . 

SEE sassncasevccnstvessscesecvassosesseceneses a8 revealed in these values. Buy what the other fellow althc 


No. 120—Black Kid C. 8S. One Strap, Perforated Strap 


and, Quarter. Jenter Lovie Heel, No. 60 Last. AA, 68; doesn’t have. Order early—now. 


Hopkins AND ELLIS HAVERHILL, Mass. | =: 








85.3 Ge 
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Demand for Upper Leather Continues 


to Be Uneven 


Slight Improvement Noted in Cal] for Lower Grades— 
Production of Patent Leather Being Curtailed by 
Tanners—F air Business in Sole Leather 


N uneven demand continues 
for upper leather. The busi- 
ness is spotty, according to 


the locality or the firm. The call 


shows improvement on lower grades, 
but there is also a fairly satisfactory 
volume in the better grades. 

The contined strength in hides, with 
another advance of half a cent found, 
is the feature of the market and the 
question is how much longer this 
advance can continue and leather 
prices be maintained at their present 
level. It is a fact that there is a 
scarcity of desirable heavy hides. The 
outlook for a strike of packing house 
workers would indicate a curtailment 
in the coming kill, which would also 
have its effect on prices. 


Labor Demands a Deterrent 


The demand for leather is also af- 
fected by the labor situation. In some 
centers where shoe manufacturing is 
to some extent held up by disagree- 
ment with employees, the demand for 
leather is naturally smaller and 
naturally it is correspondingly 
stronger in shoe factory centers which 
are free from exorbitant labor de- 
mands. The recent weather condi- 
tions have given some impetus to 
trading, likewise the usual Christmas 
shopping. The shoe factory situation, 
however, is virtually unchanged in 
the East. The South Shore is ex- 
periencing more activity than the 
North Shore and taking a fair 
amount of leather each week. Deliver- 
ies are more regular than a year ago 
and trading on the whole is more sat- 
isfactory. Buying, however, continues 
close to needs and large advance 
orders are by no means as popular as 
they used to be. 


Fair Trading in Calf Leather 


There is little change noticeable in 
the calf leather situation. The lead- 
ing makers are booking orders stead- 
ily at the current market quotations, 
although there have been some forced 
sales. Choice selections of smooth 
colored chrome calf leather are quoted 
at 30c. to 45. Some special selections 
are quoted at 50c. The snuffed leath- 
ers and cheaper leathers are available 
at below 30c. Best grades of suede fin- 
ished calf still bring from 60c. to 70c. 
per foot, with medium selections at 


50c. to 60c. Lower grades range from 
35c. to 45c. and job lots even lower. 


Activity in Side Leathers 


The side leather market continues 
active feature in upper leather. There 
is a lively call for snuffed sides with 
imitation grains and also smooth fin- 
ished side leather, especially of the 
full grains in colors imitating the calf 
finishes. The leading selections of 
chrome colors range from 22c. to 28c. 
per foot for the respective grades. 
Cheaper tannage are held at below 
22c. and combination and bark tanned 
leathers from 20c. to 24c. in the better 
grades. Elk leather ranges from 24c. 
to 26c. for No. 1 leather and cheaper 
selections below 20c., according to 
quality. Good heavy waterproof side 


leathers are quoted at from 27c. to 
32c. and downward according to 
quality. The best selections of white 
buck side leather are quoted at 40c. 
per foot. The genuine white buck, 
however, which goes into the high- 
est grade shoes and is used in rela- 
tively small quantities, brings from 
65c. to 80c. per foot. The cheaper 
tannages of side leather buck, on the 
other hand, range from 20c. to 30c. 
and up to 40c. for the top, but should 
not be confounded with the top grade 
genuine buck leathers, as mentioned. 


Patent Japanners Curtailing 


A fair call continues for patent 
leather, although tanners are run- 
ning on a curtailed schedule at the 


(Continued on page 59) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.70 
Calf, smooth, colored, top grade. .28a  .30 1.40a 1.50 45a .50 
Calf, smooth, black, top grade.. .26a .28 1.30a 1.40 40a «45 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade... .16a .20 65 : 90 22a .24 
Genuine white buck, to ee are 65a .80 
White buck, top grade (side lea.) .28a .30 ‘90 : 1.00 30a .40 
Be: BE OED 6 on cicsctctacen 24a = .26 65a .70 24a .26 
Kid, colors, best fancy .......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade ........ 38a .35 1.35a 1.60 60a .70 
Kid, black, top grade .......... 28a .30 1.35a 1.50 55a .65 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a  .22 60a 1.00 25a «40 
BE, GD o'00.000049600s08enen 06a .12 20a .36 10a _ .20 
Patent colt, top grade ......... — ere — eo 70a _ .85 
Chrome patent sides ........... 25a .30 85a 1.05 35a .45 
Sole Leather (price per pound) 
ae lk. Ee &cnntswrsvensauue 32a .33 56a .58 an ae 
BED. saxdccaetdssvsenciesacan ce ao ; ” 48a 52 
No. tT OO PRED cc aveeseexeses 38a .39 92a .95 50a .55 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .75 
No. 1 oak bends, finders’ use.... ...a .48 115a 1.25 75a .85 
Raw Hides and Skins (price per pound) 
(1918 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ -..a 18% 52a  .55 ...8 16% 
Heavy Texas steers, for sole 

DN: cn cecatinn Kash guees ems — Lo a wet ae 
Light native cows, for side upper 

MEE i vevcedobvcsseddvesed wee SS wet cos ae 
Branded cows, for light sole 

er eee cach al wt se 
No. 1 buffs for heavy upper and 

EP IE cv dsdsccccbedeve a ee 45a .50 07%a 08% 
No. 1 Chicago City calfskins for 

Ge GRE TORTREE on ccccccsccs oe <a 80a 1.02% 12a _ ~«.19 
Kips for upper leather........ «oct de 65a .80 10a 17% 
B. A. hides, for hemlock sole 

PE oeke4 teaduayeucnieses oct ea 42a .46 14%a .15% 
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Fairy 25—Brown Kid Button Turn, no heel, D, 


Fairy 125—Same, wedge heel, C to D, 3 to 8, 
$2.00 


Children’s Shoes Exceptional 


That is what we are striving to produce always—and the 
sales records even in these unquiet times demonstrate the 
success of this effort. 

FAIRY shoes are honestly made in our own factories— 
properly styled and made on correctly designed lasts. 
They will make you customers and hold them. 








And they are carried in stock. 


Fairy 18—Black oe : i 
Ss al tala? See our Exhibit Booth at the Chicago Convention. 
quarter, patent tip, 


Oe oe ene GRIEB SHOE MANUFACTURING CO. 


Fairy 118 — Same, 
wetge tect, B.S 309 Arch St., Philadelphia 
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[GRIEFIN | 


‘SUEDE POWDER |) 


CLEANS & RECOLORS || 
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SULDE AMD marry LEATHER FOOT 
eur ve co 


, SRIFFIM MEG CO. Ine 


Griffin Suede Liquid 
: Griffin Quick Cleani 
Dressing Q ms 
This dressing, which is suplied in Fluid 
e, black, pearl gray, used i Crea 
dl yy XY Uy ouee The proper article for cleaning Griffin Lotion = 
# to their original color. It Satin Footwear. Non-inflammable In white, black, light tan, Havana 
will not rub off or penetrate . ‘ ‘ 
through the leather, slaves me stainless, dries quickly and is —- 
ag and pemnevety a sn lay effective. Removes spots from 
nap. up in on. spats. Gross, $22.50; doz., $2.00. 
Griffin Suede Powder bottles with Tampico brush. . ny & > i ae -- pa. is 
In the pad bottom tin. Cleans , 1:90 to the skin. 8 os. size, $21.00 
“ gross; $2.00 dozen. 


and restores color and surface in- 
stantly. The pad is absolutely 
We particularly recommend white 


 — gg Oh FOUR LEADERS IN A LINE OF SHOE ao fs bon ee 


fawn, field mouse, gray fawn, 
patent leather shoes. 


dark and gray castor, Tight olive DRESSINGS THAT HAS NO PEER 


medium and dark gray, black. 
$20.20 Gress; $1.86 Dos. There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
a merit MO 3 
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(Continued from page 55) 
men will attach “U. S.” Spring Step 
rubber heels to the shoes of as many 
visitors to the convention as can prop- 
erly be served. 

The underlying idea of the com- 
pany’s model shoe repair ‘shop exhibit 
is educational. It has been proved 
that a shoe repair shop conducted 
along the lines of good business prac- 
tice and merchandising methods is a 
profitable adjunct to the retail shoe 
store. Even if it does not seem to the 
retail merchant to be necessary to in- 
stall a complete repair department in 
his place of business, it would be to his 
financial advantage, because of the 
present and growing popularity of the 
rubber heel to equip his shop so that 
he may readily attach the rubber heels 
which are now frequently called for to 
replace leather heels. 


Re-Heeling Contest 


Another interesting feature of the 
exhibit will be a “re-heeling’ contest 
open to all retail merchants in attend- 
ance at the convention. A supply of 
old shoes will be on hand and any re- 
tail shoe merchant who has not been 
by trade a shoemaker will be eligible 
to compete. With instructions from 
the experts in attendance at the booths, 
the retail shoe merchants must tear 
down the old heel and attach the new 
rubber heel to the shoe. The finished 
jobs will be judged by well known shoe 
manufacturers, shoe repair men and 
retail shoe merchants. The prize will 
be given to the retail merchant ad- 
judged by the committec to have com- 
pleted the best job. 


Rubber Quotations 


Para—Up-river, Ib. ........ 23 @.. 
Up-river, coarse ......... 15 @.. 
Tt Ol civ ccnkewowes 21 @.. 
: MD éctcccasene 11 Bes 
Caucho, ball, upper....... 14 @.. 
Caucho, ball, lower...... 12%@.. 
SY dketcecaddasivnes -- @11% 

Plantation—First latex, crepe 20%@.. 

Brown crepe, thin, clean.... 19 @.. 

Brown crepe, rolled........ 18%@.. 

ps ee ee ree ee 20 @.. 
ae eee eee 19%@.. 
Perr er eee -» @19 

Smoked ribbed sheets....... 21 @.. 

*Centrals—Corinto ......... .. @12% 

CED Ja cab s¥vaneceeee -- @12% 
*Mexican scrap ......... .. @11 
Cs TS owcccecewe -. @12 
oo -- @26 
*Balata, block, Trinidad.. .. @56% 
*Balata, block, Colombian .. @44 
*Balata, Panama v....... -» @42 
*Balata, sheet .......... -- @68 
*Nominal. 


Scrap Rubber—Whatever further 
improvement may occur in the position 
of crude rubber it is generally conceded 
that it will come too late to have any 
appreciable effect upon the trade this 
year. However, reclaimers and deal- 
ers are watching developments closely 
and hopefully. 


Boots and shoes........... 3u4@.. 
Arctics, trimmed .......... 2%@.. 
Arctics, untrimmed.......... 3 @.. 
mee Gee, BO. Bosc cwiecss i 228 
Inner tubes, No. 2......... -- @ 2% 
Bes. DEON, TDs 0 80np endo %@ % 


Tires—Automobile ......... %@ % 
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Demand for Upper Leather Con- 
tinues‘to Be Uneven 
(Continued from page 57) 
present time. The domestic trade, 
which was buying heavily some 
months ago, slowed down perceptibly 
of late. Choice tannages of chrome 
patent side range from 55c. to 45c. 
per foot, according to the grade. Best 
grade patent kips are quoted at from 
45c. to 60c. and top grades of patent 
colt are quoted at 70c. to 85c. for 
choice leather. Medium and lower 
grades are quoted downward, accord- 

ing to quality and selection. 


Good Call for Kid Leather 


There is little change in the glazed 
kid situation. The demand is very fair 
as compared with other upper leathers, 
the lower grades being taken as well 
as the expensive ones. Prices are on the 
same basis as the past few months, 
with the top grades ranging from 
75c. to 90c. per foot for choice fancy 
stock, down to the cheapest, accord- 
ing to quality. The price range is 
very wide. 


Sole Leather Firm 


The sole leather situation has 
shown some improvement during the 
past few months. The sharper ad- 
vances in hides have imparted a 
firmer tendency all along the line. 
There are, moreover, actually larger 
sales and the aggregate makes up a 
fairly satisfactory business. In keep- 
ing with the hide situation, there has 
also been an advance of a few cents 
in sole leather during the past month. 
Buying, however, continues on a hand- 
to-mouth basis, excepting among some 
of the larger cutters whose require- 
ments are much heavier. 


A feature in the practical develop- 
ment of children’s footwear that is 
appealing to manufacturers of chil- 
dren’s shoes is the newly developed 
lacing hook which is already being 
shown on some of the newer styles of 
shoes for growing girls and boys. 

It is not only a new style wrinkle 
but a point that adds to the ease of 
lacing and the adjustment of the shoe 
to the youthful foot. Children can 
more readily dress themselves when 
there are no eyelets to hit or miss and 
no broken-off tips to wind and twist 
around the shoe in the vain effort to 
hold it together until a new lace can 
be procured. The average boy or girl 
likes to dress himself and generally 
dresses in a hurry and mothers will 
undoubtedly appreciate the labor-sav- 
ing qualities of the handy shoe hook. 





The new shoe factory at Natick re- 
cently erected by C. W. Dean & Com- 


pany is completed and cutters have - 


already started work. 

Members of the firm are Charles 
W. Dean, who has manufactured 
shoes in Natick for many years, and 
his son Alfred T. Dean. They will 
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make men’s and boys’ heavy Good- 
year welts and standard screw shoes. 

The new factory is just at the south 
of the modern plant erected a few 
years ago by the Dean firm and is 
most up to date in every respect, be- 
ing of cement, brick and steel construc- 
tion, with the most modern lighting 
facilities. The building is 45 feet 
wide by 200 feet deep, three stories, 
and a basement which is as well 
lighted and built as the rest of the 
factory. 

The output is approximately - 1000 
pairs a day at the start, and they will 
make for the wholesale trade as for- 
merly. 


Saving $1,500,000 Per Month 


The public will save approximately 
$1,500,000 a month as a result of the 
elimination of the war tax on express 
shipments, according to George C. 
Taylor, president of the American 
Railway Express Company. 

The “Revenue Act of 1921” elimi- 
nates the war tax of one cent on every 
20 cents and fractions thereof in 
transportation charges on all express 
shipments. This tax during the year 
of 1920 amounted to $17,502,918. The 
average transportation charge for 
each express shipment was approxi- 
mately $1.50 and the average war tax 
for each shipment was eight cents. 

The elimination of the tax, there- 
fore, will virtually amount to a de- 
crease in rates of a little over 5 per 
cent. Mr. Taylor believes that this 
should have a tendency to stimulate 
business and thereby accelerate the 
rapidly improving conditions through- 
out the entire country. 


Sell Slippers the Year Round 

“Many merchants keep on showing 
and selling slippers after Christmas, 
and some of my best accounts show 
slippers the year round, and sell them, 
too.” So said a traveling man, and he 
went on to remark: 

“T can recollect one merchant who 
used to pack up slippers, after chang- 
ing the Christmas gift slippers, and 
put them in his store room. If a cus- 
tomer called for slippers, along in 
February, he would tell the customer 
that there were no slippers in stock. 
He did not want to take the trouble to 
unpack those slippers until the next 
Christmas season came. 

“But things are different these 
days; and, as I said before, many mer- 
chants are showing and selling slip- 
pers 52 weeks in the year.” 


The Boston office of the Dolge Slip- 
per Co. has been removed to 137 Lin- 
coln Street. Their line for 1922 is 
on display. 


G. W. Harris, the Chicago ‘sales- 
man for Weber Bros. Shoe Co., will 
display the line of samples of this 
company during the Chicago Conven- 
tion at Room 500, Majestic Hotel. 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


* whee 


LOCKING SHANK TO INSOLE 





BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 


(New York) 
Philadelphia 


Rochester, N. Y. 


San Franciseo 
St. Louis, Mo. 
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Meet the Cincinnati Secretary— 


Frank J. Weber, in the Ring on This Page 
and at 1922 National Convention 


HIO may boast of its contri- 
QO butions to Washington in the 
way of Presidents of the 
United States and big national po- 


litical leaders, but Ohio also has 
cause to boast of a big man in the 
shoe game. He is unassuming—never 
assertive—in fact, almost shy, and 
totally unconscious of his remarkable 
ability. 

The face of Frank J. Weber of 
Cincinnati, Ohio, shines forth from 
our shoe travelers ring this week. 
“Frank J.” is one of the output sales- 
men for Weber Bros. of North 
Adams, Mass., and every way you 
size him up he is a big fellow. He 
sells shoes in bunches and he sells 
them often. He is always a busy man 
in all that tends to the uplift of the 
shoe salesman, even devising plans 
for the lessening of the many 
troubles incidental to their vocation, 
and he does not rest with suggestions 
alone, but puts them into action. 


A High Grade Worker 


For years he has been secretary of 
the Cincinnati Shoe Traveler’s Asso- 
ciation, and with much credit to him- 
self. His work has always been 
high-grade and productive. 

To those who have not come into 
personal contact with him, we wish 
to say he is one of those rotund, but 
not corpulent-kind, with a smile ever 
on his face that drives away gloom 
and spreads sunshine and cheer. 


Affable and Convincing 


Affable and precise in manners and 
speech, precise in dress, persausive in 
argument, and convincing in logic is 
Frank Weber. Many people believe 





Christmas Greetings 
By T. A. Detany, 
Secretary N.S. T. A. 


With master minds of all the & 
world in unison for the applica- x 
tion of the Christmas Spirit to & 
all mankind—it is not amiss ¥% 
that we in our little world of & 
Shoedom—now acclaim the & 
whole world’s wish: x 

To those manufacturers who % 
with Christ-like spirit shared = 
the hardships of the salesman. & 

To those buyers who gave . 
what they could and gave it 
heartily. 

To those shoe trade journals 
that eased many a_ troubled 
mind and told the world the 
truth. % 

To all shoe travelers who 
have hidden many a disappoint- 
ment. es 

To them who have sorrowed, ® 


to them who have joyed—be he & 
an N. S. T. A. or be he not. % 

To the retail store salesman & 
who helped to add the extra & 
pair. oe 
To one, to all—in one accord & 
—the National Shoe Travelers’ = 


VEE DEVE VEIE VE VE DEVE IE IE VE IE VE VE IE IS VE VE VS PERE LEYS IE VE VE DE DE VE VE IE EVE VE IE SE IE VE IE IE IE PE 


Association wishes 
Christmas. 


BBABBBD BBB 


a Merry & 


he runs a factory of large dimen- 
sions—probably he does, but his 


avoidance of publicity forbids his . 


acknowledgment of the hearsay. 

Mr. Weber will be at the conven- 
tion of the N. S. T.' A. in January 
and will be heard from while there— 
so says Cincinnati. 


Captain Mitchell a Veteran 


International Shoe Co. Man Retires 
at 83 


MONG the “knights of the 
A grip” there are perhaps few 
who have covered their ter- 
ritory with as many years of service 


as Capt. J. W. Mitchell of Morril- 
ton, Ark. At the age of eighty-three 
Captain Mitchell has recently retired 
after thirty years spent as represen- 
tative of the Peters branch of the In- 
ternational Shoe Co. 

Beginning his services with the 
Peters Shoe Co. in the year 1891, 
Captain Mitchell was a representa- 
tive of the concern during all of the 
years of its growth from a small 
company employing about twelve 
traveling salesmen throughout the 
United States. Two men have the 
distinction of having a record of 
longer service with the company than 
anyone else. They are Captain 
Mitchell and Charles Healey of Fay- 
etteville, Ark., who also retired at the 
age of eighty-three. At first Captain 
Mitchell had as his territory the en- 
tire State of Mississippi, but with 
the enormous increase in the popula- 
tion of the State during the follow- 
ing years, as well as the increase in 
volume of business done by the com- 
pany he represented, two additional 
salesmen were sent to Mississippi 
and Captain Mitchell was given a 
route in the delta section of the 
State. 


Morrilton, Ark., His State 


Although he worked in the State 
of Mississippi and is well known 
there, he probably has formed the 
acquaintance of as many people in the 
State of Arkansas as any other place. 
For Morrilton has been his home town 
for the past forty years, and the 
man, woman or child who does not 
recognize the veteran salesman the 
instant he sees him is a stranger to 
the town. Included in the number of 
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This is a humdinger 


A Real Waterproof Shoe 
for School Wear 


Storm Blucher—Choc- 
olate Elk uppers, solid 
oak outsole, waterproof 
slipsole. A REPAIR- 
ABLE STITCHDOWN 


Sizes 5-8..... $1.90 
“  8%-11. .$2.15 
11%-2..$2.40 


The two larger 











WE WISH YOU ALL 
A VERY 
MERRY CHRISTMAS 


We hope you will be satisfied with the 
presents that Santa Claus gives you. 


All of our buyers are satisfied with 
COMMUNITY STITCHDOWNS. 


WHY! 


Because they are shoes that are repair- 
ablee COMMUNITY STITCH- 
DOWNS have individuality, appear- 
ance, and absolute sturdiness. They 
have proven their wearing qualities. 


And above all, remember that they are 
repairable stitchdowns. 


NOTE: Community Stitchdowns Are Re- 
pairable. We, or Our Distributors, Repair 
Them at Cost. 


Write for samples 


The Community Shoe 





Note:—If they bear the 
trade-mark bottom stamp, 





we repair them for your 
customers at cost. 











A little gent’s shoe in 
mahogany, tan and 
black. Lined and with 
heel, from 814 to 1314 
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William & Mary Design 











runs have outside Mfg. Co., Inc. $1.90 
heels. 
is 351 Classon Ave. Brooklyn, N. Y. 
No. 1689 
No. 1693 No. 1677 


UR fixtures are designed and built so that they will direct un- 
divided attention towards the shoes you have for sale. 


Increased Sales Results are proven with their use. 


Beat all your previous Monthly Sales Records by having our fixtures 


working in your store windows. 


Our fixture catalogs completely describe the fixture service available 


at your command. Shall we mail you a set today? 
“Make Buyers Out of Passersby.”. 


HUGH LYONS & COMPANY 


700 SOUTH STREET, LANSING, MICHIGAN 


New York, 35 W. 32nd St. 


Chicago, 232 S. Franklin St. 
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his acquaintances are many traveling 
men of the State who do not lose an 
opportunity of seeking the man who 
has played their game, when they are 
in Morrilton. 


Civil War Veteran 


Captain Mitchell was born in 
Lawrence County, Mississippi, Sept. 
20, 1838. His early life was spent in 
that State. At the age of twenty- 
one he entered the Civil War, enlist- 
ing as a private under General 
Joseph Johnson. Most of the fighting 
done by the Loring division, with 
which he served, was in the State 
of Mississippi, Tennessee and 
Georgia. For his remarkable service 
in the war he was promoted rapidly 
from the rank of private to that of 
captain or adjutant of his company. 
More than a half century has passed 
since the Civil War, but he still re- 
tains that military appearance of one 
who is accustomed to the daily life of 
the army, and it would seem entirely 
improper for one to address him any 
other way except that of “Captain.” 


In Steamboat Days 


Following the war he came to Mor- 
rilton, Ark., from Mississippi. At 
that time the town had just been 
moved from what is now remembered 
as Lewisberg, on the banks of the 
Arkansas River, where steamboats 
moving up and down the river were 
used as the means of commerce with 
other places. The present town is lo- 
cated about one mile north of Lewis- 
berg. Captain Mitchell is one among 
the older inhabitants of Morrilton 
who remember vividly the early days 
of the town. When he came there 
about 1500 people composed the total 
population, and trees were still grow- 
ing in the streets. With a total of 
fifteen business houses then, Morril- 
ton is now a town composed of about 
seventy-five places of business and 
has a population of about 3000. 


Beloved by the Children 


E. E. Mitchell, well known planter 
and merchant, at Morrilton, and D. 
E. Mitchell, a merchant of Florida, 
are both sons of Captain Mitchell. 
Four generations are.represented in 
the Mitchell families living in Morril- 
ton. They are Captain Mitchell, his 
son, E. E. Mitchell; his grandson, 
William Mitchell, and his great 
grandson, William Mitchell, Jr. 

But Captain Mitchell does not feel 
that he is an old man. Part of his 
time now is spent in writing let- 
ters to the large number of his 
acquaintances, in reading or in giving 
parties for the benefit of little girls 
of the town. He has endeared him- 
self to the hearts of these children, 
ranging in ages from ten to fourteen, 
and they know from association that 
he should not be called an “old man.” 
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W. B. Moore With Selby 


The Selby Shoe Co. has added a 
new man to its sales force—one W. 
B. Moore, who formerly covered 
Pennsylvania for the Holland Shoe 
Company. He became associated 
with the Selby Shoe Co. on Sept. 1 
and now covers Western Pennsyl- 
vania and parts of Maryland, West 
Virginia and Ohio. Although Mr. 
Moore looks the personification of 
dignity, and his initials are W. B., his 
business acquaintances who know him 
well have dubbed him “Bud,” and 
those who do not recognize him by the 
W. B. prefix will surely identify him 
with the “Bud” attachment. We 
might add that “Bud” does not refer 
to some young lady of his acquain- 





W. B. MOORE 


Who cowers western Pennsylvania 
and part of Maryland, West Vir- 
ginia and Ohio for Selby Shoe Co. 


tance, but means “Bud” Moore, him- 
self, 


Shewalter Reports Successful 
Season 


C. C. Shewalter, who succeeded F. 
L. Baird in the central part of 
Illinois for the Rice & Hutchins Chi- 
cago Company, is having a successful 
season. Previous to Mr. Shewalter’s 
coming to the Rice & Hutchins Chi- 
cago Company, which was about two 
years ago, he was connected with the 
Vinsonhaler Shoe Co., of St. Louis. 


Marcus in South 


William B. Marcus, who is asso- 
ciated with the Last Right Shoe Co., 
Ine., New York City, has left for the 
South, covering Texas and Louisiana, 
with a line of women’s high grade 
hand-turn novelty shoes. 
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Pleasing 
Customers 
in Winter 


How frequently you see 
women in your store ex- 
amining children’s shoes 
—searching for foot- 
wear with heavy soles 
that keep the little feet 
dry and warm. And 
again men turn over the 
shoes they buy and scru- 
tinize the bottoms care- 
fully. 


Isn’t that a tip for you 
to see to it that the soles 
on footwear you sell is 
the very best? 


For more than forty 
years 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Of. 


“Rock Oak” sole leather has 
been building better trade 
every year. Its qualities 
wearing well and resisting 
winter weather have been 
proved by time. 

If you want to enjoy a loyal 
clientele of customers winter 
and summer, order “Rock 


Oak” bottoms on all your 
shoes. 


We will be glad to cooperate 
with you. Write to us now. 


The AMERICAN 
OAK LEATHER 
- COMPANY 
Cincinnati 
Chicago Boston St. Louis 
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Keith? ry Renn Bulletin — 


In Stock Styles for Fall Selling are 

now ready. “Theyre focopine and 

there’s enough of them (or moot eatig= 

factory choice. “We eugqqgest you 

cond for Muatrated folder muss rrgte tomes, Tish get Gere 
Price 90.25 





“The “Preston “13. Keith Shoe Co. 


A. Wo, 299 “Broadway, “Room 415 
Basen 207 Guer + Stu 


REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Your customers like it because Repco is made in all the fashionable 

‘ ; ‘ shades: white, ivory, light gray, dark 

It is easily applied—a brush with gray, champagne and Havana brown. 

every bottle. For sale by shoe findings jobbers. 

It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 





Ny. SRoesiate Huaae ite Eric Grain Calf 
~ MAKERS ~ 


CARL E.SCHMIDT ¢ Co. Inc. 


DETROIT~MICHIGAN 
Jannets of the atu Calf Leathers 





gun 





SCHMIDT'S 
ERIC GRAIN 
for Golf 


nae BS = 6245 Ge Es a —— Uy a ST IGE sy 
: CARLE. SCHMIDT & Co.Inc : 
Tanners of the Schmidt Calf feathers | 
DETROIT-MICHI GAN ~~ BOSTON*«MaASS. 
REPRESENTATIVES 
H.B. ALTENDERFER A.J. & J.R.COOK 
‘ Neenassrebonione SanTrancisco 
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CONVERT PUMPS 


AND OTHER SLOW SELLERS 


INTO STRAP SLIPPERS 


Here’s the way—Select your shoes, send them to us, 


SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S. Pat. Of. 


and we will attach this three strap converter at rea- 
sonable price. Mail us sample pair for trial. 


30 for oxfords 
or (2) eyelet 
ties. Can be 
attached by 
yourself if pre- 
ferred. Prices 
ready to attach 
$7.50 to $9.00 
doz. pr. 


aed ht He ua 


(Trade Mark) (Trade Mark) 


“YALE” a Odd 


(Trade Mark) (Trade Mark) 
NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. émicaco U. S. A. 


Pattern R-4735 


W. K. CHANDLER, Inc. 


(Chandler Shoe Novelties) 


125 SUMMER ST. BOSTON, MASS. 
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UAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - : 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - =- 
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What Lesson Can We Learn From 


the New York Stock Market 


Upward Movement of Prices Precedes Prosperity 
Which Astute Investors See Coming in 


HE time has come to take 
seriously the trend of stock 
and bond prices as reflected 

on the boards of the New York 
stock market. It is a truism to say 
that, in this great financial market, 
events of importance to the business 
world are discounted. But, like many 
truisms, it is repeated glibly by many 
who have no idea of its real meaning. 

Let us see what has been happening 
and let’s take, as just one illustration, 
the prices at which stocks of the va- 
rious copper producing companies are 
now selling compared with those 
which they commanded in the not far 
distant past. The statement that 
most of the big copper companies, 
both mining and refining, are either 
closed entirely or working on part 
time, is a fact too well known to re- 
quire proof. From this angle it looks 
bad. 


Who Is Buying Stocks—and Why? 


But the prices of the stocks of 
these companies have been steadily 
rising in value for the last two 
months or more and bid fair to con- 
tinue their advance, with temporary 
reactions from time to time, for some 
time to come. They would not ad- 
vance in price unless there existed a 
demand for them. Who is buying 
them ? 


It is entirely safe to say that they 
are being bought by men who know 
that the big surplus of refined cop- 
per with which this country was 
“stuck” when the war demand ceased 
is steadily being reduced; that the 
demand for the red metal is increas- 
ing from day to day; and that the 
time is not far distant when, in order 
to meet the demand, producing and re- 
fining companies will have to speed 
up, giving employment not only to em- 
ployees who are idle now, but adding 
to their own wealth and to the in- 
trinsic value of the stocks and bonds 
which they have sold to provide them- 
selves with working capital. 


Industrial Improvement Ahead 


Trace copper one step farther and 
you will see that, not only is it be- 
ing bought by European concerns, but 
that monster industrial concerns in 
this country, such as the General 
Electric Company and the Westing- 
house Electric and Manufacturing 
Company, are securing an increasing 
number of contracts for big electrical 
installations requiring miles of cop- 
per wire. 

If that is the case it would be nat- 
ural to assume that shrewd investors 
and speculators would also buy stock 
(if available) in these countries. The 
answer is seen in the steady, contin- 
uously increasing demand for these 


the Not-Too-Distant Future 


stocks on the New York Stock Ex- 
change and the higher prices which 
they are commanding to-day over 
those for which they have been selling 
until recently. 

What is happening, in the mean- 
time, to the rest of the stocks listed 
in New York and traded in there? 


Price Advance Is General 


The same advance is seen. Stocks 
of industrial companies now operat- 
ing at only a fraction of their capacity 
are advancing rapidly in price. Bonds 
of railroad companies are sharing in 
the advance. Stocks of oil companies, 
hard hit by the slump in prices of 
crude oil, have taken courage and are 
finding their way, at increased prices, 
into the strong boxes of men who can 
look six months into the future and 
who have the courage to act on their 
convictions, 

Just at the present moment, it is 
true, there is much unemployment. 
And where there is unemployment 
there is also decreased purchasing 
power. That is what ails retail trade 
these days. But what about the fu- 
ture, as reflected in the action of the 
New York stock market? It very ob- 
viously portends an increasing de- 
gree of prosperity. The New York 
Stock Market, insofar as major de- 
clines and advances are concerned, has 
always “guessed right.” 














ROCHESTER 
Christmas Trade Stimulates Business 


Attractive Window Trims and Newspaper 
Ads Are Big Factors in Satisfactory 
Pre-Christmas Volume 


USTLING, bustling Christmas 

shoppers have given a new 
lease of life to the retail shoe busi- 
ness in this city. After several 
“quiet” weeks the stores have taken 
on an atmosphere of brisk business 
and needless to say, the merchants 
are highly pleased. it would be im- 
possible to compare the holiday busi- 
ness this year with that of past years 
at this writing, for the eleventh- 
hour Christmas shopper has not yet 
become extinct and what the eleventh- 
hour will bring this year is a matter 
of pure conjecture. 





While industries are unsettled in 
this city and the number of unem- 
ployed is by no means trifling the 
amount of shoe business done thus 
far is encouraging. When the holi- 
day spirit holds the public in its grip 
there is a tendency to draw on re- 
serve funds, say shoe men, and -this 
seems to explain why the pre- 
Christmas volume this year has been 
satisfactory. 

Shoe stores in the downtown sec- 
tion are all appropriately decorated 
for the season and merchants have 
not been niggardly in advertising in 
the newspapers the fact that shoe 





These 


stores offer desirable gifts. 
two factors have helped considerably. 


Retail Executives Elected 


At the annual meeting of the Re- 
tail Merchants Council of’ the Cham- 
ber of Commerce, in which retail shoe 
merchants are well represented, the 
following Executive Committee was 
elected this week: F. H. Goler, R. H. 
Webster, J. L. Mench, E. J. Scheer, 
Charles Connors, Geale E. Donnelly, 
Joseph Ernst, G. Fred Laube, Joseph 
T. Simpson, G. N. Woodward, Sam- 
uel McCurdy. C. P. Burritt, R. O. 
Roberts, G. A. Miller and W. O. 
Riordan. Chairman William P. Bar- 
rows read a report on the year’s 
work, which included arrangements 
for a sales conferenec, the Better 
Homes Institute, two-dollar days and 
other activities. The council voted 
to hold a dinner on some evening in 
the week between Christmas and New 
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i ‘Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 
Women’s Shoes, 
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Ballet Slippers 
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Childs 8%-11..$1.265 
Misses’ 11%-2.. 1.30 
Girls’ 2%-7.... 1.85 
Terms 2—10, net 80. 
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Years. Mr. Barrows was re-elected 
chairman of the special committee 
which is working for the establish- 
ment of a credit bureau to be con- 
ducted under the auspices of the 
council. 


Advertisers for Better English 


Business men in this city who do 
considerable newspaper advertising 
have given strong indorsement to the 
advertising code and suggestions 
formulated by the Rochester Ad 
Club’s Better Business Committee. In 
its report the committee frowns on 
the abuse of such terms as “value” or 
“worth,” “originally” or “formerly,” 
“up to,” “regularly,” “sale,” and con- 
demns misleading descriptions of ar- 
ticles. Also the committee denounces 
such unqualified statements as “Great- 
est sale in history of Rochester,” 
“Greatest values ever offered,” “Great- 
est markdown ever seen,” “Rochester’s 
greatest event,” “Greatest event of 
season,” “Best values ever offered” 
and “At prices impossible to dupli- 
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cate.” The suggestions were sent 
out by the committee to some two 
hundred local advertisers, and in- 
closed was a return card in:which the 
advertiser was asked to state whether 
he would be willing to co-operate with 
the committee in its aims. More than 
one-third of the advertisers responded 
favorably in the first twenty-four 
hours, according to Arthur P. Kelly, 
secretary of the Ad Club. 


Evening Slippers Featured 


Evening slippers are being featured 
by the William Eastwood & Son Com- 
pany stores. What is regarded as 
the most striking detail this season 
is the new French crystal fabric 
which is used in several Eastwood 
slippers and which appears to be 
more scintillating than silver cloth 
seen heretofore. Black satin slip- 
pers in the plain opera pattern or in 
strap effects also are popular. Rhine- 
stone buckles are much seen on the 
plain black satin opera slipper. 


BROOKLYN 


Spring Styles Discussed 
A Definite Program Not Yet Reached— 
Patent With Gray Quarters—Wide 
Heel Range 


MMEDIATE business coming 

into the Brooklyn factories is 
showing signs of increasing. As 
yet, however, orders are small and 
little has been done in the way of 
booking real spring business. The 
manufacturers themselves are still at 
sea on spring styles, although talk of 
continuing one and _ two-strapped 
models is current. Patent leather 
still looks “good” as the first bet, 
at least for early spring selling and 
the orders now coming in are centered 
largely on patent and black satin. 

Houses turning out the highly 
stylish lines such as I. Miller & Sons, 
Inc., report increasing business on 
grey quarters and patent vamps. 
These are being ordered in a wide 
range of heels. 

On the subject of heels manufac- 
turers have varying opinions, al- 
though in the main the trend is 
toward the low, flat effects, which are 
expected to carry through well into 
the spring and summer season. Some 
complaints on the poor fitting quality 
of low-heeled shoes have come back 


to the manufacturers, but the latter 
feel that much of this complaint 
arises from the fact that many women 
have arches that cannot be fitted with 
flat heels. Their attitude is that the 
retail merchant should not force the 
sale of flat heels where the foot to 
be fitted is so constructed as to make 
good fitting difficult. 


Buttons and Two Straps 


In some quarters of the Brooklyn 
trade, buckles on straps are consid- 
ered “dead” and the new models are 
being shown with button fastenings. 
“Three” straps, also appear to be out 
of the running, and nothing but one 
and two straps are being shown and 
talked at present. 


Wage Reduction Beneficial 

The new wage scales under the 10 
per cent reduction granted the man- 
ufacturers recently are being ar- 
ranged and the manufacturers feel 
that they are in good shape to begin 
fairly heavy production shortly after 
the turn in the year. 


BROCKTON 


Wage Hearings by State Board 


Both Shoe Manufacturers and Labor Union 
Representatives Show Splendid 
Spirit of Fairness 


EARINGS before the Mas- 
sachusetts State Board of 
Arbitration and Conciliation are 


being held by request of the Brockton 
Shoe Manufacturers’ Association and 
the Boot and Shoe Workers’ Union. 
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The board was unable to secure an 
immediate settlement of the Brockton 
Shoe Manufacturers’ Association's 
request for a general reduction of 20 
per cent in wages in all departments 
of Brockton shoe factories. This 
will now go through the process of 
arbitration. When the decision is 
reached it will apply to practically all 
factories in Southeastern Massachu- 
setts. It involves not only the wages 
of 15,000 or more shoe factory em- 
ployees in Brockton but those of 
others in the neighboring towns of 
Weymouth, Randolph, the Braintrees, 
Middleboro, Bridgewater and other 
towns. 

It is of trade interest to note, in 
connection with this arbitration on 
the proposed cut in wages that, ac- 
cording to the chairman of the State 
Board, both sides approach the matter 
in fair and tolerant spirit. The chair- 
man says: “Brockton men always 
come up to the State House in Boston 
in the very best spirit. They sit at 
the table, employers on one side and 
labor representatives on the other, 
and talk over their differences. They 
call each other by their first names 
and try to get a fair basis of agree- 
ment on both sides. I haven’t had 
any trouble with either employers or 
employees from Brockton. Each side 
has the most friendly feeling for the 
other, and they. want to get together 
to do the fair thing for both employer 
and employee.” 


Enlarge Shoe Findings Business 


C. S. Pierce Company, for many 
years associated with the production 
of shoe manufacturers’ goods, is en- 
larging its business by the produc- 
tion of rubber cement in a new build- 
ing, adjacent to the factory plant on 
Montello Street. This new building 
is equipped especially for cement pro- 
duction on a large scale. Shipments 
are made in steel drums of 50-gallon 
capacity instead of the usual barrels. 
This method of shipment reduces fire 
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risk and _= prevents evaporation. 
Charles S. Pierce Company was 
founded more than thirty years ago 
by Charles S. Pierce of this city. The 
factory plant is one of the largest in 
its line in the United States, while 
there are branches located in St. 
Louis, Milwaukee ‘and Cincinnati. 
Arthur L. Atwood, of this city, is ad- 
vertising manager. 


Merchants Liquidating Stocks 


A member of a concern in the 
Brockton district who recently re- 
turned from an extended trip to the 
West and Far West says that mer- 
chants in the various cities and towns 
which he visited have been liquidat- 
ing for months and must continue to 
liquidate the high priced fancy pat- 
terns which they own. These, he 
says, constitute an important reason 
why merchants cannot purchase 
largely at the present time. Their 
means are limited through the large 
stocks still in their stores. 


New Shoe Concern 


The Excello Shoe Company, Inc., 
with a capital of $50,000 has leased 
factory quarters in Brockton, and 
early the coming year will begin the 
manufacture of men’s shoes. About 
fifty dozen pairs will be the daily out- 
put. Samuel Goldberg of Brockton, 
who will be in charge of production, 
is clerk of the corporation. Other 
members are: J. and B. Levy, and 
Joseph Rosenweig of New York City. 
The first two named are shoe mer- 
chants in New York City under the 
style of B. Levy & Company. 


Brockton’s Oldest Resident Dead 

Charles D. Brigham, at the age of 
ninety years, died in Brockton last 
week. He was the oldest resident of 
this city. He came to Brockton in 
1864 and for several years conducted 
a retail shoe store in what was then 
the little village of North Bridge- 
water. 


NEW YORK 


Business Is Generally Quiet 


Cool Weather Stimulates Men’s High 
Shoes—in Plain Models—$8.00 the 
the Popular Price 


OST of the retail shoe mer- 
M chants here report business 

as still fairly quiet. Christ- 
mas shopping has helped sales to 
some extent, although mainly in the 
accessory departments. The mer- 
chandise bond or Christmas gift cer- 
tificate has been featured by almost 
every shoe store in town, but appears 
to be little used by consumers. One 
prominent retail merchant who has 


used these gift certificates for a num- 
ber of years says that the public in- 
terest in them this year is less than 
usual, and at the best he does not 
expect to sell more than thirty-five 
or forty such orders. 

With continued cool weather de- 
mand for men’s high shoes has been 
stimulated, and this division of the 
trade is now busier than it has been 
all this season. Prices have been 
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Women’s Shoes 











WOMEN’S McKAY 


Slippers and Boots 
of Character 
HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Bend for Catalogue 
MAID-RITE FELT SLIPPER CO., 


ne. 
35 York St., Brooklyn, N. Y. 











E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Pocterr. 
Haverhill, Mass. 
Boston Office 
ice Bldg. Room 496 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Premptly Az- 
swered, 


Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Ine, 
41 Washington 8t. 
Waverhill, Mas. 
Boston Office, 82 Beach &t. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mase, 


Boston Office 
207 Eesex Street 





Where to Buy 
Wanted Styles 


An extra editorial service to 
“‘Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 














INFORMATION 2 


: “Where to Buy” 3 
: source of knowledge so that he who : 
runs through these pages may read ; 
—and learn. : 


constitutes a: 
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Women’s Shoes 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 








eo Shoe Co., Inc.u- 


Makers of Women’s Turn Shoes Speciale- 
ing in High Grade Novelties 
BOSTON 


215 Essex St. 
Bernard L. Durgin 


Factory 
mms tfayerhill, Mass — 


NEW YORK 
D. F. Mellen 





WOMAN'S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 
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Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 
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Shoe Illustration 
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brought down considerably and the 
bulk of buying seems to be centered 
on shoes around $8 a pair: The 
grain leathers in straight tips with 
centered perforations are leading in 
sales. Some of the beveled edge shoes 
have been strongly featured, but 
these, together with the stitched heels 
and other “fancy” shoes appear to be 
giving way before the plainer models 
here. 


Women’s Shoes Less Decorated 


The tendency toward less decora- 
tion on shoes also is noted in the 
women’s line and plain oxfords and 
one and two-strap pumps, principally 
in patent leather, are among the best 
sellers in the women’s line, even in 
the medium-priced stores. 


Some Spring Orders Placed 


Retail merchants here are placing 
few orders for spring. Some new 
shoes for selling in January and 
February have been ordered, but 
these call for styles that have been 
in vogue for some time past. The 
grey quarter and black patent vamp 
shoes are receiving some attention 
and have been ordered to some ex- 
tent. 

Special sales have been featured 
along with Christmas advertisements, 
but except in a few cases the response 
has been sub-normal, according to 
the retail merchants. 


December 24, 1921 


Phonograph Helps Business 


New York’s restaurants long have 
furnished music with their meals. It 
remained for Joseph Erlich, manager 
of Siegelman’s Bootery, 49 Avenue 
B, to give New Yorkers a taste of 
grand opera and the latest jazz tunes 
while being fitted to shoes. A large 
phonograph has been installed in the 
rear of the store, with a complete 
library of the latest records. The 
salespeople take turns ifi putting on 
fresh records for the delectation of 
customers. 

The idea of music in retail shops 
appears to be gaining. A recent bul- 
letin issued by the Retail Millinery 
Association of America gave details 
of the use of a phonograph to give a 
more homey and comfortable atmos- 
phere. 


In Larger Quarters 


The firm of N. Marbach & Son is 
now greeting and serving their 
friends in their new home at 145 
Duane Street, increased business 
having necessitated their moving to 
these larger quarters. This firm 
specializes in little gents’, youths’ and 
boys’ shoes. 


The firm of Phil Kimmel is now lo- 
cated at its new and larger quarters 
at 145 Duane Street, increase in 
business having necessitated a 
change. The firm specializes in 
childs’, Misses’ and growing girls’ 
shoes. 


PROVIDENCE 


Retail Association Meets 


Rhode Island Association Elects Delegate 
to N. S. R. A. Convention—W inter 
Plans Discussed 


HE final 1921 meeting of the 

Rhode Island Shoe Retail 
Dealers’ Association was held Tues- 
day evening, Dec. 6, at the Walk-Over 
Shoe store, 280 Westminster Street. 
After the inner man was satisfied, 
a closed meeting, for members only, 
was opened by President George E. 
Pierce. Plans regarding the Na- 
tional Convention at Chicago, and for 
the remaining winter months were 
discussed. Irving Epstein, of this 
city, was elected as delegate to the 
National Shoe Retailers’ Association 
Convention. E. S. Bromiere, of 
Woonsocket, was elected as alternate. 


Activity in Women’s Spats 


The snappy, wintry weather, ac- 
companied by the recent rain, has put 
a new life into the retail business— 


especially on spats. Many merchants 
state an avalanche of business on 
same with several reporting re-orders 
of two and three times their regu- 
lar yearly amount. Merchants say 
that low shoes for women are being 
favored at present, although quite an 
amount of high shoes are being 
moved. 


New Department Store 


W. T. Grant, of New York, presi- 
dent of the Grant chain of stores, will 
establish a new department store in 
Providence, the early part of 1922. 
The former Blackstone Hotel, situ- 
ated on Westminster Street, which 
is undergoing alterations, bears a 
sign to this effect. Mr. Grant, it is 
said, in making a study of mercantile 
conditions in various cities, favored 
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Providence with a view to establish- 
ing a Grant store in this city. 


Wedding of Trade Interest 


Miss Olive Letha Francis, of Provi- 
dence, daughter of the late William 
P. Francis, who for many years was 
active in shoe manufacturing circles 
in Brockton and vicinity, was married 
recently to B. Harrison Cort of the 
Stacy-Adams Company in Brockton, 
Mass. His father, the late Henry 
Cort, was one of the prominent shoe 
manufacturers of Newark. 


Young Men’s New Style 


The retail Crawford Shoe store, 127 
Neybosset Street, has on display a 
new style for young men in “The 
Brogue.” A sign, within, is placed 
in a conspicuous part of the store. It 
is made of black and tan Norwegian 
ealf and priced at a special value at 
$7.45. Manager J. H. Walton states 
business is holding its own. 
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Window Displays Attractive 


Attractive Christmas displays are 
gracing the window of many shoe and 
department stores this week, doing 
their bit to stimulate buying. With 
the aid of Santa Claus, mechanical 
displays, holly and illuminated Xmas 
trees, some trims that make the pass- 
erby stop and take notice have been 
worked up. Prominent among the 
artistic show windows are those of 
the Outlet department store, which 
convey the spirit of the season in an 
effective way. 


Trade Certificates Popular 


Many of the local retail shoe stores 
are displaying and suggesting to their 
trade, who contemplate making an 
Xmas remembrance to their friends, 
a Xmas trade certificate. The plan 
is used by F. E. Ballou, Regal, Sulli- 
van and Walk-Over shoe stores and 
is said to have met with big success 
during the holiday season. 


LYNN 


New Styles for 1922 


“Springside” Pups for Springtime Wear; 
Two-Tone Low Cuts; One-Strap 








YNN is selling, for Easter, 
pumps with silk elastic gor- 
ings in the sides, pumps and ox- 
fords of patent leather with grey suede 
quarters, grey suede pumps, black 
satin pumps with Grecian straps, 
welted walking shoes of Russia calf 
leather, fastening with a _ single 
broad strap, and sport shoes galore. 
The season for boots is swiftly pass- 
ing, and Lynn manufacturers are 
now giving their utinost attention to 
new shoes, to be shown in Boston 
and New York markets, and at the 
big style show in Chicago. 


Says Styles Are Slovenly 


Charles MacLaughlin, of Bresna- 
han, MacLaughlin & Co., went over to 
New York last week, with a new line 
of light and dainty samples, and also 
with an argument that present styles 
in women’s shoes are slovenly. 

“Look them over,” says Mr. Mac- 
Laughlin, “anywhere you see them, 
on the streets, in the tea rooms, the 
ball rooms, or the theaters. Heels 
are heavy, ankles are thick and toes 
are like a fish! Such are the styles 
of this season. They’re slovenly. 
Feminine apparel is naturally light 
and dainty. But shoes this season are 
an exception to the rule. Consider 
the incongruity of silken hose and 
Scotch grain brogues. It is like a 


bouquet of violets beside a big cab- 
bage. e 


Welts and Other Innovations 





“Styles have got to be refined,” 
continued Mr. MacLaughlin, and he 
has a line of attractive samples to 
show how styles can be refined. 


White Shoes With Green Aprons 


Oxfords of fine white fabric, with 
golf aprons of green kid leather, are 
one sort of springtime footwear that 
has been ordered of the Lynch Shoe 
Co. of Lynn. However, most of the 
shoes called for by this particular 
order are all white of fabric. Also 
some walking oxfords of Russia calf 
leather and some dressy pumps of 
patent and suede leathers are among 
the shoes which the Lynch company 
will make on orders. 


“Springside” Pumps 


Patent leather pumps, with silk 
elastic webbing in the side, are 
called a “springside” style by one 
Lynn designer. He got the name from 
an old English term. Elastic web- 
bing, or goring, has been used in Lynn 
shoes. since Civil War times. Grand- 
mother had her serge Congress boots, 
which she liked, because she could put 
them on with ease. In recent years 
comfort shoes only have been made 
with gorings in the sides. But now- 
adays the goring has been revived as 
a style. Some of the new “spring- 
side” pumps, by the way, are built up 
rather high in front and back. It is 
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Fy PULLIN TRAVELING SLI 


better*than ever in Quality and fit 
Onginator~owner, of Trade Mork Pullman’ 


Colorr Black and Brown 
full sizes 3 to/l in Stock 


i. GUSTIN CO. 


wwis New York 
_ i 








BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog end 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








For Men Sais 


Manufactured by 
~ Le Crosse Boot and Shoo Mig. Co. 
La Crosse, Wicconsin 








aS ae 


He ate ul South Street 


is oper oe Se 


FOR MEN Brockton, Mi Mass 








Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








Goodwill Shoes 
Carried In Stock 
Men’s and Boys’ Nailed and Welt 


Boston Sales Office, 15 High St. 


ARTHOR WILLIAMS SHOE CO. 
Holliston, Mass. 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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claimed that they will be quite easy to 
fit and also that they will cling close- 
ly at the heels and the sides. 


Saves Changing Shoes 


“Speaking of blending styles,” ob- 
serves Louis Timson of the Charles O. 
Timson Shoe Co., “we are now blend- 
ing comfort styles and street styles, 
and are getting out a line of comfort 
shoes for street wear. And we are 
glad to say that the sale of these 
shoes has largely increased. Perhaps 
the new interest in health shoes has 
had something to do with it. Or may- 
be the crusade for low heels started a 
lot of people to asking for comfort 
shoes. 

“People do not like to stop to 
change their shoes right in the mid- 
dle of a busy day, you know. So many 
women, who like a good comfort shoe 
for house wear, now insist that their 
comfort shoes be made plump enough 
in upper and stout enough in soles, so 
that she can wear them out of doors. 
This matter of convenience, I imagine, 
is one reason for the increase in the 
sales of comfort shoes for street 
wear.” 


Observations of Lynners 


“Ed” Hyde of the Watson Shoe Co. 
is among the big cities with some 
new snappy styles in sport shoes and 
street shoes for the spring. 

R. E. Bartels of the Keystone Sole 
& Shank Co. has returned from 
Europe to Lynn. He has a patented 
shank that stays where put. 

One million feet of sheep leather 
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went recently to Europe. It was 
shipped by Frank C. Stuart, Lynn 
leather merchant. But there are mil- 
lions and millions of feet of sheep 
leather coming from Peabody tan- 
neries, 

“True grey is the color I prefer,” 
says a Lynn leather buyer. “It is a 
blend of just black and white, and it 
has no blue in it, like steel grey, nor 
has it a shade of brown in it like field 
mouse, nor olive in it like olive grey. 
It is neither a warm nor a cold color, 
but just a medium, and it seems to 
me that it fits the season of spring.” 

Louis heels, some 15/8 and some 
18/8 high, are being put on to new 
samples of pumps which George E. 
Coffin Shoe Co. is mtking. They are 
of patent, black kid and suedes and 
satins in blacks and colors. Mr: 
Mahoney will soon start on a Western 
trip to show these new samples of 
springtime shoes. 


In New Building 


Creese & Cook Co. are occupying 
the new building which they have 
constructed beside their main tannery 
in Danvers, and they will increase 
their output of calf leather in 1922. 
Their sales of Tony Red calf, by the 
way, mounted to new high levels dur- 
ing the year now closing. They have 
made the leather for thirteen years, 
and each year has shown an increase 
in the demand for it. In the new 
building, by the way, is a cold stor- 
age department for keeping untanned 
calfskins in a uniformly cold tempera- 
ture. 


SYRACUSE 
Useful Gift Campaign Successful 


Trade Stimulated by Sales of Slippers and 
Hosiery—Women Buying Low— 
Men High Shoes 


Syracuse shoe merchants are mak- 
ing a big drive on slippers and hosiery 
for holiday trade. The useful gift 
campaign which has been conducted 
here is benefiting the shoe merchants 
to a great extent and they report an 
extensive holiday trade. Approxi- 
mately $1,500,000 was released from 
the Christmas Clubs at the banks and 
when this money became available 
business picked up considerably. 

Women here are buying pumps and 
oxfords, merchants report. The many 
social events, incident to Syracuse Uni- 
versity life, has caused a big spurt in 
buying for indoor wear. Junior Louis 
heels are popular. Patent leathers are 
also going big. 

Men are buying heavy leathers as a 
rule, high shoes, calfskins and Nor- 
wegian leathers being in demand. 


Retail Merchants Meet 


Another of the series of monthly 
banquets and educational meetings was 
held by local shoe merchants December 
12, at Uhrig’s restaurant. T. L. North- 
rup, of Gray Bros., talked on leathers 
and shoe construction. John Larkin 
was chairman of the committee in 
charge, with F. E. Welton, H. Klug, P. 
Gaulin, J. Grimm, N. Nortz, Thomas 
Fairbairn and T. P. Ryan on the com- 
mittee. 


Featuring Christmas Specialties 


The W. H. Lynch Shoe Company is 
featuring in the store of the former W. 
H. Lynch Company Christmas offer- 
ings, including slippers, buckles, over- 
shoes and rubber boots. 
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Nettleton Plant Extension 


A permit for the construction of a 
$96,000 addition to the plant of the A. 
E. Nettleton company here has been is- 
sued. Construction work has already 
been started. 


Gold Heels on Black Satin 


The Cameron Shoe Company has 
started operating its recently acquired 
Taylor street plant and the first prod- 
ucts of the plant are being shown at 
the McCormack Boot Shop. The latest 
is a black satin vamp, with gold heel 
and gold quarter. The company will 
make nothing but turns. 
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Beesley Returns From Coast 


Elmer Beesley; with the Armstrong 
Company, of Rochester, has recently 
returned from a trip to the Coast. He 
was one of the founders of the Syra- 
cuse Retail Shoe Dealers’ Association 
and its first secretary. 


Fire in Store Basement 


Fire of unknown origin did damage 
of nearly $20,000 in the basemnet of 
the Endicott-Johnson store in this city. 
The fire was confined to the basement. 
The damage was mostly by water. The 
company is now holding a fire sale, 
offering the damaged stock at very low 
prices. 


HAVERHILL 


The ‘‘Cheap Shoe Question”’ 


Local Retail Shoe Merchants Explain 
the Situation as to Their Stock by 
Well Written Ads 


ENNETT & CO. and McGreg- 

or’s are the two oldest retail 
shoe establishments in Haverhill. 
These concerns have been operating 
under the same names for half a cen- 
tury, and have built up a substantial 
business in good shoes. It will be of in- 
terest, therefore, to retail merchants in 
general to note a recent advertisement 
which appeared in the Haverhill Ga- 
zette over the signature of Bennett 
& Co. and McGregor’s, showing the 
attitude of these merchants on the 
“cheap” shoe question. 


Public Told the Truth 


The heading of the Bennett and 
McGregor advertisement is “A Cheap 
Pair of Shoes,” with these paragraphs 
following: 

There are some shoes that are 
“dear” at any price. 

You cannot get out of a pair of 
shoes what was never put into them. 

There is only one thing that proves 
the value of shoes—not what you pay 
for them, but what the shoes give you. 

In comfort, in style and in long, 
long wear. 

You do not buy a pair of shoes—you 
invest in them. 

We do not sell “cheap” shoes, but 
we do sell shoes at a most reasonable 
price—plus a long, long wear. 

Shoes of the finest material and 
workmanship—shoes that will make 
you buy, some day, another pair just 
like them. 

Come in and let us fit you with a 
pair. 


What Manufacturers Say 


Members of local manufacturing 
concerns, although recognizing the 
existing demand in many quarters for 
“cheap” shoes, are thoroughly con- 
vinced that this demand will in the 





coming year be replaced by an in- 
creased call for the better grades of 
footwear. Conditions, they believe, 
will change and the purchasing pub- 
lic will be enabled to buy shoes which 
supply real value as well as style. 
The latter, it should be remembered, 
is a vital factor in Haverhill’s shoe 
production. Style has always sold 
Haverhill-made footwear and always 
will. Nevertheless, manufacturers 
here are alive to the importance of 
having good wearing quality in their 
shoes. 


Uncertainty Regarding Styles 


Haverhill manufacturers have been, 
during the past few weeks, in close 
touch with many of their customers 
for the purpose of ascertaining, if 
possible, the ideas of merchants in 
reference to styles for the coming 
season. Nothing definite has resulted. 
Uncertainty seems to be the attitude 
of most of the merchants with whom 
manufacturers have got in touch, 
either by mail or in person. There is 
hesitancy on the part of shoe mer- 
chants to place orders for definite 
amounts of any styles. A buyer rep- 
resenting one of the largest concerns 
on the Pacific Coast, who buys hun- 
dreds of thousands of dollars worth 
of shoes every year, recently came 


* East for the purpose of getting style 


ideas. So unsatisfactory was his jour- 
ney that in visiting several shoe cen- 
ters he remained but a few hours in 
each and returned to the Pacific Coast 
without definite plans on styles for the 
coming season. It is considered by 
the local trade that the Chicago Shoe 
Style Show will bring about impor- 
tant style developments. Until then 
patience must be exercised as regards 
the desires of shoe merchants. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 
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DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
{ “Where to Buy”columns. 
5 This feature in its quick 
r service is a time saver in 
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Standard Shoe Materials 




















MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tannaged Leather 
"s outer seles and Grained inner soles 


Brockton, Mass. 











New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 





Boggs & Cobb, Inc., Boston, Mass. F 
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ADHESIVE BACKING CLOTH 


Rubber and Leather 
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Sheet Rubber Soling 
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184 Summer St. 
Formerly Walpole Shoe Supply Co 
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w. Ga. DONALD, ‘Vice-Pres. 
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F. E. JONES COMPANY 
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95 South Street, Boston 











The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $3508" Six 
Tenneries at Danvereport 
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Obtained Wage Reduction 


The Massachusetts State Board of 
Arbitration and Conciliation, which 
had charge of the request for a 20 
per cent wage reduction of Knipe 
Bros., manufacturers of men’s shoes 
at Ward Hill, has handed down a de- 
cision granting a reduction averaging 
9 per cent. In some departments of 
the work no changes have been made, 
while small increases have been al- 
lowed on a few items. 


Vacating Factory Quarters 


E. L. Thomas Shoe Co., manufac- 
turer of women’s McKay footwear, 
has vacated the factory quarters 
which it has been occupying on Essex 
Street. Mr. Thomas of this concern 
has not yet decided as to his future 
plans. He has several out-of-town lo- 
cations in view for the continuation 
of the business. 


Shoe Manufacturer’s Bereave- 
ment 


Angelina Whitcomb (Mrs. Paul W.), 
wife of Paul W. Whitcomb of J. H. 
Winchell & Co., died recently at the 
family home in this city. Mrs. Whit- 
comb, who was a native of Cuba, 
leaves, besides her husband, two 
young children and several brothers 
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and sisters. Mr. Whitcomb, while on 
a business trip to Cuba, met the young 
lady who afterward became his wife. 


CAVALIER SLIPPERS 


Knightly Footwear, of Style as Well 
as Ease, for Men 


This Christmas-time cavalier slip- 
pers for men come to the front in 
stores, perchance, in Santa Claus’s 
pack. Handsome footwear are they, 
savoring of the olden days of cava- 
liers and ladies fair, and many a man 
of these busy days will take his ease 
in them as he rests in his library, and 
reads good books or talks with good 
friends. 

A happy combination of style and 
comfort are these cavalier slippers, 
and they rise above plain, everyday 
slippers as a diamond bedecked pump 
of black satin shines beside a plain 

walking shoe. 

For instance, there are cavalier slip- 
pers of red morocco, lined with green 
velvet and having a green velvet col- 
lar, or cavalier boots of fine black kid 
with red leather linings and collars, or 
of black kid with patent leather 
trimmings and white stitching. 

The bottoms are made with care, 
the fore parts being flexible, and the 
arch strengthened by a shank, and the 
heel, of real leather lifts, being of the 
regular street heights. 


BOSTON 


Merry Christmas to Everybody 


And a Happy New Year from Retail Shoemen 
to Brother Merchants Through- 
out the Country 


finds the retail shoemen of 

Boston in an _ optimistic 
frame of mind. They have con- 
cluded a satisfactory Christmas busi- 
ness. No effort was spared to pre- 
sent their merchandise to the public 
in the most attractive manner; prices 
were right, quality was maintained 
and accessories, with hosiery at the 
top of the list, brought in extra dol- 
lars to the cash drawer. The big de- 
mand was for camel’s-hair stockings, 
on which most stores found them- 
selves very much handicapped by rea- 
son of delayed shipments—some of 
the other imported wools were also 
a little delayed in arriving. Rubbers 
and arctics have been good sellers, 
and sales have been augmented by re- 
cent wintry weather. 

Gift slippers sold well, but their 
sale was hurt just a bit by cheap lit- 
tle stores and some bargain counters 
of department stores, which offered 
poorly constructed affairs, in some 
cases as low as 85 cents, and a large 
number of the public who were look- 
ing for “something cheap” forgot 


je day before Christmas 


about the better quality in the shoe 
stores. 


Planning Clearance Sales 

Merchants are already thinking of 
January sales, and it is probable that 
a few will start the day after Christ- 
mas and will continue during Janu- 
ary and February. 

“As to clearance sales,” said a 
clever shoe merchandiser, “a merchant 
wants to be sure that he clears his 
own stock rather than the old odds 
and ends of some manufacturer or 
jobber. There is no question but 
what after Jan. 1 prices will begin to 
stiffen. I believe that from now un- 
til Jan. 1 retail merchants should 
place their orders, because they will 
get their goods at bottom of the mar- 
ket prices. 

“In reducing stocks they should be 
reduced sufficiently to clean up. A 
shoe is worth only what you can get 
for it in January—it may be $5 or 
$2.85. At other times of the year 
shoes can be figured as worth more, 
but after Christmas it is good policy 
to let a shoe go at $2.85, if you cannot 
get $5 for it, so that by March 2 
shelves can be filled with new goods, 
all ready for new business. 
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Holding Our Own 


“From now until July 1 I believe 
that it will be difficult to meet last 
year’s figures. If we ‘hold our own’ 
on figures from now until July 1, all 
wil] be doing well, but after July 1 
we will begin to make continuous in- 
creases. Last summer all retail mer- 
chants had .an exceptional business. 
We made a gain each month up to 
July 1, and then sales began to come 
with difficulty and have since con- 
tinued to come with difficulty. We are 
practically holding our own with a 
year ago, and if we continue to do 
that until July 1 we will be satisfied.” 


Good Cheer Messages 


The fact that most of the Boston 
merchants have held their own with 
business of a year ago is what puts 
them in a rosy attitude as to future 
prospects, and to-day, as they are 
about to leave for their homes, they 
take occasion, through this letter, one 
and all, to wish brother merchants 
the country over the old, old wish of 
a Merry Christmas and a Happy New 
Year. 

Sell Close and Quick 


A special message comes to us from 
H. E. Hagan, president of the Massa- 
chusetts Retail Shoe Merchants’ As- 
sociation, and reads: “Christmas 
and New Year’s is a time for good 
cheer and well wishes, and I want 
to add mine in the hope that the 
holiday season will be a cheerful one 
and the New Year most prosperous 
for you and yours. Allow me in this 
message to express the thought that 
the retail shoe merchants should un- 
load their high-priced shoes before 
they go into the market for replace- 
ment value. ‘Sell them close that you 
may sell them quick,’ is a good slogan 
for 1922.” 


Good Business for All 


Said H. F. McNeil of Thayer-Mc- 
Neil Co.: “I believe that the shoe 
merchants of the country should look 
forward to 1922 with a great deal of 
optimism. The highly constructive 
accomplishments of the disarmament 
conference are already having their 
good effect on business. This fall has 
been one of the best we have ever 
had, and we are looking forward to 
a banner 1922. The present is not 
the time to get too optimistic, but 
with the proper management, good 
merchandise and good service, every- 
body should have their full share of 
business.” 


Courage! the Tide Has Turned 


Irving B. Howe, chairman of the 
Welfare Committee of the Massachu- 
setts Retail Shoe Merchants’ Associa- 
tion, exprésses this thought: “In 
these days of unsettled and highly 
competitive conditions, it takes cour- 
age, fellow retail shoe merchants, to 
make constructive plans for the big 
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spring business which is surely ahead. 
Most of us, I believe, have had satis- 
factory Christmas business and will 
consequently enjoy a Merrie Christ- 
mas. We are looking ahead into the 
future for a happy and prosperous 
New Year. The tide has turned on 
unhappy business affairs. Merchants 
should grasp the opportunities of the 
normalcy period just ahead, so that 
realizing the full tide is almost at 
our shores, we may allow, not neglect 
it, but let it lead us on to good for- 
tune.” 
A Sincere We, Too! 


B. C. Goulston, general manager of 
the Dr. Reed Cushion Shoe Co., ex- 
presses his good wishes and those of 
the salesforce of his store to the shoe 
merchants of the country in verse 
form as follows: 


When all your friends 
On Christmas Day 
Send greetings 
Good and true, 
Just let us add 
To all they say 
Our own sincere 
“WE, TOO!” 

George H. Wright of T. E. Moseley 
Co. expresses the thought of the T. 
E. Moseley Co. store in the following 
words: “It seems to us that 1921 has 
not proved to be quite as bad a year 
as we all had anticipated. 


Conditions Growing Brighter 


“Practically all retail merchants 
have sold more pairs of shoes during 
the past year than in the year previ- 
ous, and in some instances the mone- 
tary volume has also been greater. We 
must work, as well as wish, for a 
prosperous 1922, and it does seem as 
though conditions as a whole, are con- 
tinually growing brighter. 

“We wish all a very Merry Christ- 
mas.” 


MASSACHUSETTS MERCHANTS 
MEET 
Buying. Merchandising and Regaining 
of Consumer Confidence Discussed 


One of the most interesting as well 
as instructive meetings ever held by 
the Massachusetts Retail Shoe Mer- 
chants’ Association was that presided 
over by President Henry E. Hagan at 
the Bellevue Hotel, Dec. 14. Follow- 
ing addresses by Felix Vorenberg, 
vice-president and general manager 
of the Gilchrist Company and presi- 
dent of the Retail Trade Board of the 
Boston Chamber of Commerce, and 
Everit B. Terhune, general manager 
of the Boot AND SHOE RECORDER, the 
meeting resolved itself into a round- 
table discussion of buying, merchan- 
dising and regaining consumer confi- 
dence. Several members expressed 
themselves in favor of buying several 
times a year, W. W. Willson outlining 
his policy as a twelve-times-a-year 
buying policy, in order to insure 
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Shoe Ornaments 
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AND SHOE BUCK 
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IF ITS A BUCKLE OR AN 
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RHINESTONE SHOE BUTTONS 
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maximum turnover with a minimum 
capital investment. In _ connection 
with regaining consumer confidence, 
it was suggested by President Hagan 
that the merchants co-operate in a 
newspaper campaign. Opponents of 
this suggestion, however, argued that 
it would smack of propaganda. The 
education of the retail salesman so 
that confidence may be regained by 
intelligent handling of the customer 
also was urged as a solution. 


Idealism in Business 


Intensely interesting was the ad- 
dress of Mr. Vorenberg, who talked on 
“Idealism in Business” and pointed 
out the very direct connection between 
real peace on earth and a return to 
prosperity. He urged the doing away 
for all time of race, religious and class 
prejudice and animosity. Mr. Ter- 
hune spoke on the awakening of the 
average business man to a realization 
of the fact that nations, as well as in- 
dividuals, are interdependent and 
must “pull together.” James H. Stone, 
president and editor of the Shoe Re- 
tailer, was the chairman in charge of 
the meeting. 


“MEET ME IN CHICAGO” 


Says W. W. Willson, Chicago Special 
Train Chairman 


“Looking forward to seeing you in 
Chicago,” is what W. W. Willson, 
chairman of the New England Chi- 
cago Convention Committee, in writ- 
ing to the 557 retail shoe men of New 
England, whom he has circularized 
with three strong letters urging a 
big attendance at the eleventh annual 
convention of the N. S. R. A. Ex- 
cerpts from these letters are as fol- 
lows: 

“We who know the inside workings 
of the Convention Committee for the 
past year can assure you, without 
question or hesitation, that this will 
be the greatest business-building con- 
vention that has ever been held in 
our trade, a convention full of con- 
structive thoughts and ideas that you 
can easily gather for your own benefit. 
The opportunity to examine style dis- 
plays from all parts of the country 
cannot be equalled outside of our an- 
nual convention. It would take you 
months and a great deal of money to 
travel around to all the sample rooms 
that will be represented here, and ex- 
amine their merchandise. At this con- 
vention you can do it under one roof. 
The present business conditions make 
it imperative for every buyer to know 
what the factories are offering and 
get the best ideas on styles and com- 
pare the prices. 

“If you miss it, we honestly believe 
it will be a great loss to you, many 
times greater than the expense en- 
tailed. We urge you tocome. If you 
are going, write the Convention Com- 
mittee to make hotel reservations, by 
filling out the inclosed post card. Then 
advise the writer direct if you desire 
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him to make Pullman reservations for 
you. The Wolverine Special train 
will leave Boston at 2.10 p. m. Sat- 
urday, Jan. 7, arriving in Chicago at 
3 p. m. Sunday. The fare one way 
is $39.64 from Boston. Buy tickets 
from your city to Chicago and get 
certificate entitling you to return trip 
at half fare on presenting same at 
Chicago. The cost of a lower berth is 
$10.94; the cost of an upper berth is 
$8.75. Please advise us where you 
will board train; we will make Pull- 
man reservations for you. Prompt 
decision necessary! 

“The cost to the convention is a le- 
gitimate one that should be charged 
to overhead, and it is recognized by 
the U. S. Revenue Department as le- 
gitimate overhead expense. 

“IT have attended all the conventions 
that we ever held and the only thing 
that would keep me from this would 
be an emergency beyond my control. 
Plan to go! We want you and you 
will have a good time traveling with 
other shoemen. 

“There is no doubt but what this 
convention will serve a greater pur- 
pose than any convention ever held 
on account of the peculiar business 
conditions that we have been passing 
through this year. We believe that 
the worst is over and that we have 
made the turn, that the future has 
much in store for us. Those who have 
studied it carefully, however, appre- 
ciate that it will be a case of the sur- 
vival of the fittest. Many firms in 
every line of business have had to 
give up during the past year or so, 
and more are to follow. Those who 
are going to be successful in the fu- 
ture will be the ones who pay close 
attention to their business and who 
gain every bit of knowledge that it 
is possible to gather and apply it in 
a constructive way. 


Come Though Busy 


“Even though you are busy taking 
inventory, closing up your books and 
getting straightened up at the end of 
the year. You are probably no more 
so than many others, and I could 
personally name a hundred of the 
busiest retail merchants in the coun- 
try, doing a business running from 
one hundred thousand up to several 
million dollars, and they are going to 
leave their business and go to Chi- 
cago. They find it worth while to 
attend this annual event and get new 
ideas and new thoughts and new in- 
spirations. Can you afford to miss it? 

“If you have ever been to one of 
these conventions you know the value. 
If you haven’t been, and you go to 
this one, I feel certain that nothing 
within reason will keep you from the 
next one. The window-dressing dem- 
onstration alone will benefjt you more 
than the cost of the trip. The win- 
dows of your store are really the eyes 
of your business. If they are not 
properly decorated at all times, you 
are suffering a loss that you may not 
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appreciate. This is only, one of the 
many phases of the convention that 
you can benefit from. 

“You will have a good time. These 
will be a few days of relaxation that 
you have earned and should have in 
order to fit you for the strenuous year 
ahead of you, and you will attain a 
fund of knowledge that you cannot 
get even by reading a report of the 
convention. There is nothing like be- 
ing on hand and getting it direct.” 


The Pullman Roster 


Those who have already signed up 
for Pullman reservations are the fol- 
lowing: A. Silverman, of the C. F. 
Hovey Co. shoe department; H. F. 
McNeil, of Thayer McNeil Co.; Irving 
Epstein, of the Florsheim Bootery, 
Providence; Victor Drainville, of 
Boucher-Tetu Co., Woonsocket; R. A. 
Studley, of Rice & Hutchins, Inc.; 
I. H. Morse of Lowell; W. E. Wood, 
Lowell, Mass.; H. E. Hagan, president 
of the Massachusetts Retail Shoe Mer- 
chants’ Association; F. E. Porter, of 
Thayer-McNeil Co.’s; B. C. Goulston, 
general manager of the Dr. Reed 
Cushion Shoe Store; H. R. Terhune, 
manager of the Dr. Reed Cushion 
Shoe Store; Fred L. Blaisdell, division 
manager of the William Filene’s 
Sons’ Co. shoe shops; A. Saunders, of 
Butler’s Shoe Department; I. B. 
Howe, of the Walk-Over Shops, Bos- 
ton; J. W. Goebel, assistant to Mr. 
Howe, at the Walk-Over Shop, 170 
Tremont Street; A. J. Layth, of 
Clinton, Mass.; W. W. Willson, C. W. 
Pollock, of Thayer-McNeil Co.; J. H. 
Woodbury, of T. E. Moseley Co.; 
George O. Jones, of Willson’s Shoe 
Shop; E. W. Remick, of 739 Boylston 
Street; W. C. Goodwin, of Fitchburg, 
and W. G. Lewis, manager of the shoe 
departments of Jordan-Marsh & Co. 


Will Open About March 1 


Thayer-McNeil Co. will open one 
of the most up-to-date shoe stores in 
the city at 414 Boylston Street about 
March 1. Gordon McNeil will be in 
charge of the new store. 





MISCELLANEOUS 


Milbradt Rolling 
Step Ladders 


+—..-| are made in a great many 
} aw: to suit all kinds 
| + __ Ta stores and shelving. 
aa co They will enable you t 
i at «| get along with less help, 
r ~~ | save the wear and tear 
-~| on your shelving and 
--s| help the a rance of 
= -— your store. Shipped sub- 
| ___—— t to approval and sat- 
hae *| isfaction guaranteed. 
—_ _~-| Write for our latest cat- 
—| alog showing 18 styles 
of ladders as well as 














= 














—_ 2 other store 

— = Milbradt , 
[= Manufacturing Co. 
j 2416 Ne. 10th Set. 
as ‘ST. LOUIS, MO. 
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Flat Heels in Bridgeport 


A traveling shoeman recently stated 
that of all the New England cities he 
had visited this Fall, the girls of 
Bridgeport, Conn., were the leaders in 
the flat heel movement. 





Blackey Convalescing 


J. H. Blackey, well known shoe 
traveler for the Preston B. Keith Shoe 
Co., underwent an operation for ap- 
pendicitis recently at a hospital in 
Madison, Wis. The operation was 
successful and he is now reported as 
recovering. 


Thompson A Merchant 


C. B. Thompson, who formerly 
traveled for Lund-Mauldin Co., has 
opened a shoe store at Orlando, Fla., 
September 1. 


Wholesalers Commend 
Hoover 


The New England Shoe Wholesal- 
ers’ Association, at its annual meet- 
ing Dec. 14, in Young’s Hotel, adopted 
resolutions commending Herbert Hoov- 
er for establishing the shoe and leather 
commodities division, and protesting 
to Congress against imposition of a 
duty on hides, in the pending tariff 
bill. 

These officers of the association 
were chosen: President, E. Walter 
Smith, Worcester; vice-president, 
Stanley M. Lane, Boston; secretary- 
treasurer, Thomas F. Anderson, sec- 
retary of New England Shoe and 
Leather Association, Boston; execu- 
tive committee, Byron S. Watson of 
Providence, H. F. Sawyer of Bangor, 
and Alfred S. Foster, John G. Magaw, 
of the Hood Rubber Co., and Maynard 
Hutchinson, of Boston. 

Speakers at the meeting included 
Edwin P. Holmes, of Parker, Holmes 
& Co.; President Herbert T. Drake, 
of the New England Shoe and Leath- 
er Association; Arthur B. Butman, 
chief of the Shoe Division of the 
United State Department of Com- 
merce; Louis M. Taylor, of the Na- 
tional Shoe Wholesalers’ Association 
of New York, and George Hutchinson. 


Club Discusses Housing 
Plans 


On Dec. 21 there was a noon mass 
meeting held at the Boston Shoe 
Trades Club for the principal pur- 
pose of discussing the idea of hous- 
ing the club in its own building. One 
large enough to rent for offices to 
every organization allied with the 
shoe and leather industry, a shoe and 
leather bank and offices for shoe and 
leather manufacturers. Luncheon was 
served, and an entertainment took 
place. 





















Where to Buy 


Ballet Slippers 

















HARD TOE BALLETS 


In stock. All colors. All sizes, Latest and best. 
other makes. 


Outwears six pairs 


$2.50 Black Kid 
Sia ry ballets a and semi-hard toe. Women’s 
and 


$1.7: 1 
Shits So. 


Misses’ 


a 


grades. 
than misses. All sizes. In Stock. 


JOHN E. McNAMARA, Haverhill, Mass. 











326 W.MONROE st 
CHICAGO 
W% SUMNER SMITH 








Ballet Slippers 


IN STOCK 


No. 1286, Black Ballet, 8-1 
ee $1.4; 2-7, $1. 
White 


Chipman-Harwood Co. 
564 Atlantic Ave. Boston 


La; 


Ballet, 8-1 SB; 
ate 91.6; 2-7, he 











GYMNASIUM SHOES 


Black Kid... 


-$1.10 per pair 


BALLET SLIPPERS 
Black Glazed Kid 


Women’s, $1.60 


Misses’, $1.50 


Child’s, $1.45 


BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 

















Where toBuy 


Men’s Shoes 














a ee 
[UNION SHOE CO. 


MEN’S 









WELTS 





BROCKTON 


MASS. 











FREEMAN-THOMPSON SHOE CO. 
a Felt ‘‘Comforete”’ 


Men’s Hylo 


$1.35 











CRAIG - REED & EMERSON INC. 








? 
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“CLIFTON” | eyinneR’ 


(SPECIAL) 


- 
Shoe Covering Paper | GH Make It Yours 
Why? 
For covering white and deli- 
cately colored shoe material this . It beats them all for 
paper is unsurpassed. =A Quality at the Price 
Made of Finest Grade 
Time, trouble, and expense are “MERCERIZED YARN” 


saved, as many shoe manufac- “Perfect Tips” 


ers know, who es reac  & 
turers a ose shoes reach ~ Pat. 430, Fabric Tip, Tubular 
the packing room in perfect con- Pat. 367, Fabric Tip, English Round 


dition. AX Pat. 330, Clinco Conical Metal Tip, 
Tubular 
x me Pat. 226, Clinco Conical Metal Tip, 
By special manufacture it is Round & 4 ten 7 
made pliable, and so firm it , 4 meen _ ip. 
holds the stitch. Wherever you BE: 
are we can serve you. Samples ? 
and prices on pci - | In Bulk for Manufacturing 
, Trade or Boxed and Banded 
for Jobbers and Retail Trade. 


CLIFTON MFG. CO. | Way seegg eet Barc toca ons 
BROOKSIDE AVE., JAMAICA PLAIN ” . — 
BOSTON - 30 -MASS. W. K. CH and Sole mF 


MANUFACTURERS OF “CLIFTON” GEM DUCK Chendier's Sise ivuEe 
BACKING AND STAY CLOTHS 125 Summer St., Boston, Mass. 


Every Shoe Store Needs “FISHER” DO YOU CONTEMPLATE 
66 cnamenn ” t. Of.” or a tt 8, 
MANCHESTER aiee| ee oe 














Corrugated Metal Tip, 

















(Trade Mark Reg. U. 8. Pat. Off.) over. Eistabl 25 years. 


CURVED JAW CUTTING L OLENICK 
NIPPERS 418 Broadway, New York. Tel. 9531 Canal 


10) The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- The New Improved 

“E,W.” 


side of shoes. 


“Manchester” SHOE STRETCHER 


Trade Mark Reg. U. 8. 
Pat. Of. adjust = 























ony 




















nippers are made of ‘ Range of : 
high-grade tool steel, toca! Mier stretched either storage ‘oe Page 
nickel plated with a bog stock — to make it accessible 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. ‘ 
Be sure and specify 
“MANCHESTER” 4 
curved jaw when or- DERS. tread steps, fl length 
dering. : ay gtips, rubber tires, overhead track system, 
Write us direct if m construction th eliminate vibration 
your dealer cannot 
supply you. 
Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
Boston, Mass. soa 325 W. Lake Bt. 
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FOR RENT 














SHOE DEPARTMENT SPACE 
FOR RENT 


Excellent space for Women’s and 
Children’s shoe department in one 


of the best dry goods depart- 
ment stores in Central Iilinois. 
Wonderful opportunity. Inquire 


MERCHANDISE REPORTING CO., 
6 West 32d St., New York. 

















FOR SALE 








S HOE STORE FOR SALE—High 

grade, profitable. Established 
25 years. Principais only. Reason 
for sale, death of owner. HAROLD 
S. BUDNER, Attorney, 111 Broad- 
way, New York City. 

















OR SALE—Shoe department catering 
to medium and better trade, good 
opportunity for live shoe man or chain 
store to step into well established shoe 
business, best location in thriving city of 
more than 100,000 population, drawing to 
couple hundred thousand. Reason for 
selling — interested in different line of 
business which will require all attention. 
Apply D-7, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








HOE STORE FOR SALE in 


prominent L. |. town. Owner 
can not attend to it. Write for 
information. Address K-545, care 


Boot & Shoe Recorder, 127 Duane 
St., New York, N. Y. 




















FOR LEASE 


















SPACE TO LEASE 
FOR SHOE DEPARTMENT 





The largest ladies’ ready-to-wear 
store in the city of Galesburg, Ill. 
(24,000) with a trading radius of 
75,000 is considering leasing out a 
section of their big store on the 
main floor for a complete ladies’ 
shoe department. Only thoroughly, 
financially responsible persons or 
corporations will be considered. 
In answering state all facts clearly 
and give references. GROSSMAN 
BROTHERS CLOAK CO., Gales- 
burg, Ill. 

















TO LET 





ESIRABLE STORE TO LET next to the 
Globe Department Store, 375-381 
Grand St., Brooklyn,. N. Y. Telephone 
Stage 4017. Address WASSERMAN 
BROS., Globe Department Store. 





MISCELLANEOUS 


ANTED TO CORRESPOND with man- 
ufacturers making medium high 
grade Misses’ and Children’s shoes, selling 
jobbing trade. JOBBER, Box 36, 





Martinsville, Va. 


WANTED TO BUY 


WANTED TO BUY RETAIL SHOE 

STORE, in city not under seventy- 
five thousand. Must have modern front. 
i ZEIGLER, Fallowfield Ave., Charleroi, 
a. 








WANTED TO PURCHASE 


S HOES WANTED for sales in Bargain 
Basement, manufacturers floor goods 
or retail shoe stocks. Will pay cash for 
good salable goods. Address THE G. M. 
McKELVEY CoO., Youngstown, Ohio. 


CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases taken over. We will 
ive to 1 igate and make offer 











send a rep 
upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway 
Phone Spring 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. Y. 


WILL : Slow Sellers FOR 
BUY  Encre stocks’ § CASH 





MISCELLANEOUS 











Ideal Line i 
Fifteen styles. Satis- 
teed. 


faction guaranteed. 
Lasse a Life-time. 
Write for catalogue. 


_Daynite 












SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 














Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log full 
description 
and prices. 


LT 
THE BICYCLE 
STEP LADDER 

COMP. 


ANY 
67 Randolph St, 
Chicago, Ill. 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


wwe wr THE CHICAGO 
oa'fet WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 




































NEW YORK SHOW BOOM 
65-67 HB. 12th St., bet. Broadway & 4th Ave. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 


eepmainnedl 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
: insertion. Minimum amount accepted, seventy-five 
page per issue: cents. For other “‘Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
Space 1 time 7Ttimes 13times 26times 62 times $1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 


“Recorder” rates for space less than one-eighth 


a aa . oe oe to ayy = ae “I 

- , twelve wo: musi ow e - 

2 in... 10.00 8.00 7.00 6.00 5.00 ment’ for address. “When, abn spe desire replies for 
: r 

Sin... 15.00 12.00 1060 9.00 17.50 must be counted in the advertisement and paid for accord- 

4 in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














ESTABLISHED TERRITORY 


For a salesman with experience selling Women’s shoes to the retail trade. 
Minnesota, including Minneapolis, St. Paul, also North Dakota, open for the 
right man. Want a hustler and a go-getter. Can back him up with real mer- 
chandise, honest values and 100% shipments. Reply, stating experience in the 
territory, lines carried and length of service with each, age, married or single 
and home address, also with whom you are connected at present. Applications 
strictly confidential, except as regards PAST employers. Address C-998, care 
Boot & Shoe Recorder, 207 South St., Boston, Mass. 











EVERAL SHOE SALESMEN are 
wanted by an established Penn- 
sylvania manufacturer making a complete 
up-to-date line of Growing Girls’, Misses’ 
and Children’s Welt and McKay shoes to 
sell to the retail trade on commission. 
Men to start about March Ist, 1922 with 
Fall line. Give reference, past experience, 
and territory preferred. Address K-538, 
care Boot & Shoe Recorder, 127 Duane 
St., New York City. 








SevERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ORRESPONDENCE with big calibre 
salesmen, acquainted in the following 
territories is invited. Greater New York, 
New York, New Jersey, Eastern Pennsyl- 
vania, Connecticut, Maryland, Delaware. 
The above territory has not been covered 
before, but on account of increasing de- 
mands for Martha Washington shoes from 
this section, we are opening this terri- 
tory the coming season. We are only 
interested in real producers with proven 
records. This is your opportunity to de- 
velop a virgin territory with a nationally 
advertised line of women’s shoes. All re- 
plies will be treated in confidence. Ad- 
dress H. L. Kraus, care of F. Mayer 
Boot & Shoe Co., 130 West 42nd Street, 
New York City. 


ANTED —Salesmen with a _ wide 

acquaintance among the shoe 
trade to carry a line of womens’ high 
grade welts. Excellent opportunity for 
salesmen who have successful record. 
Apply by letter giving full details. Cor- 
respondence confidential. LOUNSBURY, 
— & CO., South Norwalk, 
onn. 


ANTED—Salesman visiting the jobbing 
trade to carry as side line a line of 
Infants’ and Children’s Pennsylvania 
made turns, (twelve samples). Man 
qualified, experienced and having right 
acquaintance desired. Commission basis. 
Address P-263, 1420 Widener Bidg., 
Philadelphia. Pa. 











[VE WIRE SALESMEN—Line Infants’ 
and Children’s Square-edge Turn, 
sizes 1-11. Stock proposition. 6% com- 
mission. All _ territories. References. 
Address C-937, care Boot Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANUFACTURERS of Milwaukee Made 
Work and Semi-dress, nailed and 
welt, quality shoes, want producers in 
following territories: Oklahama, Arkansas, 
Iowa, Tennessee, Kansas, Southern Texas, 
and Southern Wisconsin. Drawing 
account limited only by ability to get 
business. Applicants must be _ well 
acquainted in territories. Address C-991, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


THE FOLLOWING TERRITORIES open 

for your wide-awake-willing to work 
salesmen—Eastern Pennsylvania; Eastern 
New York; South Carolina; Florida; 
Southern Texas; Southern Illinois and 
Southern Missouri; Northern Iowa; 
Southern Iowa and other not mentioned 
territories. EDMONDS SHOE COM- 
PANY, Milwaukee, Wis. 














SALESMEN WANTED 

A healthy increase at both our 
factories has given us a production 
that justifies the employment of 
six additional salesmen. if you 
are an A-1 shoe man, with road 
experience and a creditable selling 
record, and have a desire to repre- 
sent the fastest growing house in 
the country, we would be glad to 
hear from you with references. 
ee COMPANY, St. 
ouis. 














ANUFACTURER of strongest line of 
Men's semi-dress welts and work 
shoes, made in the Central West, price 
range from $2.60 to $4.60, will have the 
following territories open January Ist: 
Northern Minnesota, Nebraska, Eastern 
Iowa, Kansas, Oklahoma, Arkansas, 
Texas, Illinois, Michigan, Virginia, West 
Virginia and Pennsylvania. Only high 
grade men with established trade in above 
territories need apply. Will consider side 
line men carrying Ladies’ or Children’s 
shoes. Send references and statements 
of shipments with application. Address 
D-5, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








South St., Boston, Mass, 





OPPORTUNITY 


For an experienced traveling shoe salesman to get a well established territory 
covering states of Kentucky and West Virginia, with a line of popular priced 
Women's footwear. Reply, stating experience in the territory, lines carried and 
length of service with each, age, married or single and home address, also with 
whom you are at present connected. Applications strictly confidential, except 
as reoards PAST employers. Address C-997, care Boot & Shoe Recorder, 207 





Territory Open Now 


Minnesota, Wisconsin, North and 
South Dakota. 


Illinois and Indiana. 


North and South Carolina, Georgia 
and Florida. 


Ensign Shoe Co. 


Belfast, Maine 





ALESMEN WANTED—To open up new 
territory for Simplex Shoes. Splendid 
proposition. New Milwaukee line of 
childrens’ shoes. If you are a tight- 
fisted. red blooded go-getter, apply 
SIMPLEX SHOE MFG. COMPANY, 
Milwaukee, Wis. 


ELT SLIPPER SALESMEN—We have 
an opening for several experienced 
salesmen to sell a line of Felt and Satin 
Boudoir Slippers through the Eastern 
States to jobbers and large retailers. Our 
1922 line is now ready. Only those with 
an established trade need apply. Address 
C-993, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED—Salesmen to carry our line 
of Baby Soft Sole Shoes. Superior 
quality, sold direct to the retail trade. 
Commission basis. Preference given to 
applicants with established trade. Apply 
= Vv. RICHEY SHOE CO., Danvers, 
Mass. 





a 








XPERIENCED SALESMAN — 

For established territory in 
central and southern Indiana. 
Advertised specialty line of Infants’ 
and Children’s Shoes in connection 
with a tine of Findings and 
Leather Specialities. Attractive 
proposition. Reference must ac- 
company first letter. Ss. FREI- 
— & BRO. CO., Fort Wayne, 
nd. 

















Bend all replies to Boot & Shoe Recorder, 207 South St.. Boston, unless otherwise noted im advertisement 
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THE RECORDER CREED: Getting More Shoes Ry. Right; not only “more” but right’ sold i forthe e 


right purpose, to the right wearer, in the r atting, ~~ a. eed Detoe, st tm. ages prea ae ao 





is to help so 


hted by the Boot and 


is the great ney ye! of the retail shoe merc 4 
ve it: for this is the basic pro 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 


No Subscription Accepted for Less Than One Year 


Root Newspaper Ase’n. Member of Audit Bureau of Oir 
as second 


ember th 
hestedar 4 Entered at the Post Office, New York, N.Y., as 


cone of the Associated Business Papers, Inc. 
sue copyrig Shoe 


roblem upon which 


Per copy, 25 cents. 


Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Cable Address BOO'TRECO 


epends the progress of the entire allied 
Canadian, $6.00. 


Foreign, $10.00 


culations. 
clase matter. 




















SALESMEN WANTED 


LINE WANTED 








ALESMEN— We have a number of 
openings in New York, the Middle 
Western, South Western and Southern 
States for live-wire men who can handle 
our line of Infants’ Soft Soles, and In- 
fants’ and Children’s Turns in connection 
with their present line. We pay highest 
commission, line is well established and 
well advertised and we will consider appli- 
eations only from men with a sales 
record and who can give our line 
sufficient attention. J. J. MacMASTER, 
Rochester, N. Y. 





ALESMAN WANTED—For Middle West 
to carry high class felt and satin 
cushion sole slippers. Must have large 
following with jobbers and department 
stores. Excellent opportunity exception- 
ally good man. Address C-995, care Boot 
. Shoe Recorder, 207 South St., Boston, 
ass. 





XPERIENCED SALESMEN to carry 
well-known in-stock line of boys’ 
McKays and McKay Welts, on straight 
commission basis in following territories, 
where we have established trade: West 
Coast, Middle West and South. Address 
C-994, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED—Salesmen to handle manu- 
facturers’ line of Children’s Stitch- 
downs and Welts, Ladies’ McKays and 
Welts on a strictly commission basis, for 
the following territories: Connecticut, 
Maine, New Hampshire and Vermont, 
New York, Ohio, North and South Dakota, 
Pennsylvania, Texas, Arizona and New 
Mexico, Colorado and Utah, Missouri and 
Nebraska, Iowa, Louisiana, Maryland, 
Minnesota, Mississippi, Montana, New 
Jersey and Wyoming. Address C-996, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass, 





FACTORY LINES WANTED — Short 
y lines, Infants’, Children’s, Misses’, 
Women’s popular price Turns and McKays 
for Western Missouri and Kansas. Have 
established trade. Address D-1, care 
3oot & Shoe Recorder, 207 South St., 
Boston, Mass. 








POSITION WANTED 


S§ HOE SALESMAN — Young man 

acquainted with New England 
Jobbing, Department and Retail trade. 
Availab'e either commission or salary. 
Address D-2, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


HOE BUYER and MANAGER, age 38, 
single, open for change after March 
1st. 10 years successful buying and 
managing. Department and chain store 
experience. Best of references. Address 
D-3, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


UCYER and MANAGER—Six years 
present position. Have shown over 
300% increase. 1921 larger volume than 
any other previous year. Looking for 
bigger job either exclusive store or shoe 
department. Can deliver the goods. Pre- 
fer city of about 100,000 population. Ad- 
dress D-8, care Boot & Shoe Recorder, 189 
West Madison St., Chicago, Il. 














W ANTED—By married man twenty-nine 
and pleasing appearance, position as 
manager or salesman with opportunity to 


become manager and buyer. Thoroughly 
experienced in both high grade and popu- 
lar priced lines. At present employed as 
head of Men’s dept in large town, and 
a real salesman. Thorough knowledge of 
Orthopedic fitting. Wish to make a 
change. Familiar with chain store 
auditing and systems. Central or Western 
N. Y. Preferred, but not essential. Ad- 
dress D-4, care Boot *& Shoe Recorder, 
207 South St., Boston, Mass. 





LINE WANTED 











HELP WANTED 








Oo YOU WANT MIDWEST 
REPRESENTATION 2—Estab- 
lished sales organization wants 
short lines of Men’s medium priced 
welts, Women’s medium welts and 
novelties for Wisconsin, Illinois, 
Michigan, Indiana and Central 
West. Give full particulars. Ad- 
dress D-6, care Boot & Shoe Re- 
corder, 207 South St., Boston, 
Mass. 














ALES MANAGER of manufacturers’ 
line of Boys’ McKays,* wishes to get 
line of Misses’ and Children’s McKays to 
be carried in connection with ours for 
some of our best salesmen. Address 
C-999, care Boot & Shoe Recorder, 207 
South S8t., Boston, Mass. 


HOE BUYER and MANAGER—For a 
leading Western Pennsylvania Depart- 
ment Store catering to a medium class 
trade. Must himself be a good salesman, 
whose past experience shows him capable 
of managing his department help. Good 
position with good future. State full 
particulcrs in first letter which will be 
treated confidentially. Address C-992, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


ANAGER WANTED in high-class 
men’s shoe store. Only those with 
years of executive experience, handling 
large volume of sales need apply. Resi- 
dent of New York preferred. Address 
K-541, care Boot Shoe Recorder, 127 
Duane St., New York. 











FOR RENT 


FOR RENT—Office and stock room in 
heart of Duane Street shoe district. 
Space about 15 x 75 feet, elevator service, 
heat and light. Rent reasonable. Ad- 
dress K-543. care Boot & Shoe Recorder, 
127 Duane 8t., New York City. 
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Hennessey, Maxwell & Hennessey 
Hopkins & Ellis Co., Haverhill, Mass 
Horn Shoe Co., Brooklyn, N. Y 
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Myers, F. E., & Bro., Ashland, O 

Noyes Mfg. Co., New York City 
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Griffin Mfg. Co., New York City 

New England Wood Heel Co., Haverhill, 
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Barnet Leather Co., Boston 
Beggs & Cobb Co., Inc., Boston 
Berger, Max H., Brockton, Mass.......... . 76 
Chamberlain, B. F., Boston 
Einstein, J., Inc., New York City 
Green & Hickey Leather Co., Boston 
Green & Hickey Leather Co., Boston 
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Jones Co., F. E., Boston 
Kepner, C. D., Leather Co., Boston 
Larkide Co., The, Boston....... sacieasenee 
Schmidt, Carl E., & Co., Inc., 

Mich. 
Vaughan, Geo. C., Peabody, Mass 
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Atlantic Printing Co., Boston 

Blacher, Chas., New York City. 

Boot & Shoe Workers’ Union, Boston 
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Calderwood & Preg, Inc., Boston 
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Hooper Printing Co., Boston 

Kalter Cerf. Merc. Co., Max, New York. 
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Tolman Print, Brockton, Mass 
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Buyers’ Easy Reference Directory 





WANNALANCIT MOCCASINS 


Waterproof out-of - 
door moccasins for 
snow shoeing, hunting, 
the camp, etc. Also 
for in - door 
wear. Com- 
plete lines 
for men, 
women and 








children 
—plain or 
fancy. 


Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalégs and price list sent at your request. 

J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 








Wood Sole 
Boots and Shoes 


Full Oil Grain Leath- 
er, Waterproof Sole 
Leather Counters. 
— Buckle 


oes 
High-cut Boots. 4.25 
Riemer’s Steel 
Rims for Sole 
and Heel ... .50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 








i 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 


VENTILATIONS 
PATENTED 











Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 








IN STOCK— 


READY FOR 
AT ONCE DELIVERY 


EXCEPTIONAL VALUES 
AT THE PRICE ASKED 
FINE BLACK VICI BOUDOIR 
Sizes 3 to 8 Price $1.35 
FINE BLACK VICI ONE-STRAP 
LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 
In less than 36 pr. lots add Se. 
per pair. 2% 10 days, net 30 days. 


Brown-Edwards Co. 
West Epping, N. H. 











CAB BOUDOIRS—In Stock 


ORDERS SHIPPED DAY RECEIVED 

Black, Rubber 
Heel, ....$1.10 

- 1.20 

eccecee 1.20 





coceee 1.25 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 











OUT WITH THE OLD: 
IN WITH THE NEW 


Just as styles change so do methods of display. 
New Snappy fixtures produce results. 

The Success Display Rack embodies Just those things 
you are looking for. 

In addition to its handsome finish in mission, green 
oak and mah stains, or white French 


wear and your profits. 

Quality service and satisfaction guaranteed. 

$7.75 cash with order. Crated weight 26 pounds. 
90.00 per dozen. Crateq weight for freight 320 pounds. 
Pay for themselves in a jiffy. 


SUCCESS SEED guess COMPANY, 
Cc. 


Spokane, Washington Dept. B. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 

















BOOT AND SHOE RECORDER December 24, 1921 








There is a widespread demand 


for Lacing Hooks 





In Lynn 
would 
for a 

errible 
ere so 
idewalk 


A man is so composed that he can 
ilmost disintegrate as a social being 
with the breaking of a few threads 
ind the loss. of a button. 


HE WANTS HIS LACING HOOKS 
AGAIN. 

back my lacing hooks,” 

Man About Town of the 


“Give me 
demands the 
He 





is a plump 
statistics, 


Salem Evening News. 
fellow, with a bump for 
and he writes: 

“It takes an average of three min- 
utes to thread up a pair of hookless 
shoes. This, in a year, provided you 
don’t change your shoes but once a 
day, amounts to 1095 minutes, or 
18% hours a year. 

“If a man lives 50 years, it means 
wasting 912 hours in lacing your 
shoes. That means that the average 
man spends 38 days of his life lacing 
up his shoes, if he has to thread the 
laces through eyelets once a day. 

“Give us back our lacing hooks.” 


removed 
se they 
ped up 
shoes. 
shorter 
alng due, 
t lacing 
30, some 
the fash- 
is before 
ing hook 
women’s 
nd 25- 
tation. 
comes 
ist by 
uman 

of the 
believe 
ler for 

@ men 
tcday. 
acalp 


LUCY WOULDN’T BE BOTHERED 
BY LACING BOOTS. 

But the young lady, who types in 
the corner, mildly says: “How silly 
»f you men folks. Why, I just stepped 
nto a pair of pumps and there I 4 

ly shed. But you great big 
4 tur 





2, little 


Specify Lacing Hooks on 1922 footwear 


Insist on having what you want 
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FOX 


THE BEST SHOES IN TOWN OUGHT 
TO BE THE ONES THE SHOE BUYER 
BUYS FOR HIS WIFE. SHE DESERVES 
THE BENEFIT OF HIS SUPERIOR 
JUDGMENT. 


FINE FOX FOOTERY WITH ITS DASH 
AND DAINTINESS WINS INSTANT 
FEMININE FAVOR. ASK YOUR WIFE 
WHAT SHE THINKS ABOUT FOX 
SLIPPERS, PUMPS AND ,OXFORDS. 


CHAS. K. Fox, Inc. 
Haverhill, Mass., U.S. A. 


BOSTON: 54 Lincoin Street 

CHICAGO: Great Northern Bidg. 
NEW YORK: Marbridge Building 
Broadway & 34th Street, Room 632 


Sherd 
ie 
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The Place—CHICAGO. 


The Space—BOOTH 332 at the N. 
S. R. A. Convention, 
Jan. 9-10-11-12. 


AVING a thorough belief in the goodness of 

Harrisburg shoes for women and children, we 
earnestly request the thousands of shoe merchants as- 
sembling at Chicago to see the Harrisburg Line for 
themselves. 


We are showing a full display of Women’s Goodyear 
Welts, American Welts, Wilson Sewed Shoes, and 
Misses’ and Children’s Goodyear and American Welts. 


These Shoes are all popular priced—in newest lasts 
and patterns—made to meet the demand of the greatest 
number of customers. 


Keep the Harrisburg line in mind—look for us at 
Booth 332. 


Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pu. 
WOMEN'S SHOES MISSES SHOES CWILDRENS SHOES 
OF VALUE 
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Good Raw Stock 
Means Good 


Shoes-at-a-price 


ETAILERS who are insistent on 

getting shoes-at-a-price can be 

sure that the shoes are good, if they 
specify wisely. 


Through our recent purchase of good 
raw stock at favorable prices, we are 
in position to supply the manufac- 
turer and, through him, the retailer— 
at attractive prices. If you want good 
shoes-at-a-price, tell your manufac- 


turer to use VODE KID. 








D 





‘The Leather 
for Fine Shoes 





THE STANDARD KID CO. 
Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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CORED OO EO 




















IL.MLLER 


DELYSIA 


IN STOCK 
NO. S85—BLACK SATIN, BLACK STITCHED, 
SPANISH HEEL, AAA TO C...........87.75 








HES HDS HD 


MEET US 
At Chicago, January 9th to 12th 


BOOTH 
265 


BROOKLYN SECTION 


Special Display of Complete Line at 
HOTEL SHERMAN 
Randolph and Clark Streets 


IN STOCK 


THE WINK 
No. 91—Pat. Lea., Light Welt, Cov- 
ered Cuban Heel. AAA to C..$8.00 
No, 92—Black Satin, Turn, Covered 
Cuban Heel. AAA to C...... $7.50 
No. 93—Black Satin, Turn, LXV 
Heel, Pointed Toe. AAA to C.$7.50 


THE NANCY 
No, S9—Pat. Lea., Turn, 
Covered Cuban Heel. AAA 
Oe © ccevecececocs $7.75 
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Brooklyn 
New York 
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Reproduction of an advertisement to be published in 
VOGUE—issue of January 15th. This is the first 
consumer advertisement of our 1922 National 
Advertising Campaign. 











PARIS SAYS 
A dainty white kid shoe always has and 


always will express the ultimate of elegance in 
feminine footwear. 


The latest original creation in white leather 
iS the F. B. & C. White Glazed Kid. It is A display of all differ- 
stylish and charming in appearance and is of ent classes of leathers 

. ; and of shoes made from 
the finest quality. these leathers will be 


on display at our 


Smart shops everywhere will display a wide booth No. 211 at the 

; t il ; National Shoe Retail 
variety of stylish shoes, designed by leading Hocadan tn CAdenan. 
manufacturers of high class footwear and made 


of F. B. & C. White Glazed Kid. 


The exquisite glazed surface of this new 
white kid renders it almost impervious to dust, 
and: any non-pasty dressing will restore its 
snowy whiteness and elegance. 


Alaskan White dressing is especially well 
adapted to clean and whiten kid shoes. 


F.B.&C.WhiteGlazed Kidand Alaska Dress- 
ing are products of the AMALGAMATED LEATHER 
Companies, Inc., WitmincTon, DELAWARE. 


ze 


























AMALGAMATED LEATHER COMPANIES, Inc. 


Formerly F. Blumenthal Co. 
WILMINGTON, DELAWARE 
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ARION creates 

outstanding 

styles distinctive and 
practical. 








They Sell Quickly ! 
They Sell Out Clean ! 


They are profitable 
Shoes for You to handle. 


MARION Styles set the 
A pace for 1921. Make it a 
MARION STYLE point to see our 1922 Style 
bry pe Exhibit at CHICAGO, Jan- 

ING uary 9-10-11-12. 


BLACK VIKING CALF 





MARION SHOE -CO. 


Creators of Snappy Styles for Young Men. 


MARION, INDIANA 





EXHIBIT NO. 200 AT CHICAGO 
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She STYLE PARADE 


ARION Showed Them First. Marion Stocked 
Them First. Our great 1921 success came 





IEEE TET 












; 
because we had IN STOCK the styles you wanted 
at the time you needed them. 
Our 1922 Stock is now ready—in le 
the Grades you want, at Prices THE NEW : 
that wil give you a good Profit. STANWORTH 
LINE 
Our Price Range is $3.50 to $7.50. BE ea 
SHOES and 
MARION—CENTRALLY LOCATED—HAS 4 RAIL- OXFORDS 
ROADS. ONE REASON WHY WE CAN GIVE MADE IN 
YOU THE BEST STOCK SERVICE IN THE U. S. MARION, IND., 


WILL BE SHOWN 
IN OUR NO. 200 
BOOTH 


STYLES 
Shoes, $4.60 
Oxfords, $4.50 








EXHIBIT NO. 200 AT CHICAGO 
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No ordinary wood would do. It takes specially selected maple to meet 
the United Last Company standard. To insure a supply of the best 
maple, we have facilities for manufacturing many of our own blocks. 
A regular supply is also provided for in our arrangements with the 
most reliable block makers. 


Thus, the ten United factories are supplied with the best grades of ma- 
terials. Just another proof of the pains we take in furnishing to shoe 
men everywhere a last service which is indeed the last word. 


The ten factories of the United group are yours to command—no 
danger here of the single manufacturing source. All ten factories are 
back of your order. 


Our United show rooms in Boston, Milwaukee, Chicago, St. Louis, 
Cincinnati and Philadelphia offer an available style service to all shoe 
manufacturers. - 


Six complete Show Rooms as Follows: 


Boston, 212 Essex St. Chicago, Room 406, Wells Bldg. 
Cincinnati, 803 Sycamore St. Philadelphia, 331 Arch St. 
St. Louis, Advertising Bldg., Room 303 Milwaukee, 10 Metropolitan Bldg. 


There are many savings in United Service and a certainty of supply 
which commends the United Last Company to thinking buyers— 
everywhere. 


UNITED LAST COMPANY 


Boston, Massachusetts 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J. HAVERHILL, MASS. MILWAUKEE, WIS. 


AUBURN, ME. NEW YORK, N. Y. CHICAGO, ILL. ST. LOUIS, MO. LYNN, MASS. 
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DON’T FAIL TO SEE 
THE EXHIBIT OF 





BRIGHTEX 
BEECHTEX 


at the Chicago Convention 
January 9-10-11-12 





Booth 209 


The superior qualities of Brightex and Beechtex will be demon- 
strated in our booth and we cordially invite the trade io witness 


this exhibit. 


J. EINSTEIN, Ine. 
7-11 Spruce Street New York City 


Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires 
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SHVES 








An excellent ,widely-advertised line of 
TURNSew WELTS 


Some shoe dealers sell children’s shoes because 


they must. 


The modern shoe merchant maintains an up-to- 
date profitable children’s shoe department be- 
cause it pays! 


Progressive shoe merchants give a lot of atten- 
tion to the shoe needs of young folks and we 
know of no better way to attain leadership in 
selling children’s footwear than to feature the 
Dr. Posner line of over 200 high grade beauti- 
fully made styles—shoes that will delight par- 
ents and correctly fit little feet. 


The quality is highest—the price a moderate 
one. Beyond a shadow of doubt, the Dr. Posner 
line will build up—or liven up any children’s 
shoe department. 


Write us for the full story of the Posner plan— 
then watch the results from your first order. 


DRA POSNER SHOES lne 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 

FACTORY-ROEBLING & HOPE STS, BROOKLYN 


Our Shoes Will Be Shown Booth 263 
N.S.R.A. Convention, Chicago, Jan. 9 to 12 
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Wherever you find a 
Progressive Shoe 
Dealer, you find 
STUNNING 




















TRADE MARK 
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- TRADE MARK 


TYLISH STOU 
OUT SIZES 





Style Shoes for Stout Women 


—designed to meet the requirements of women who, because 
of stout feet or ankles, cannot be fitted properly in footwear 
made over standard lasts and patterns. 


ELIEVING sincerely that the 
B ever present feminine demand 

for style is a matter of tem- 
perament and not of weight, and that 
ALL women, STOUT’ as well as 
slender, appreciate pretty footwear, we 
have, in “STYLISH STOUT OUT- 
SIZES,” developed a line that enables 
the dealer to satisfy the full-formed 
woman’s requirements, regardless of 
the size of her foot or ankle. 


Correctly styled boots, with “out- 
size” tops that mold and cling to 
the ankle, on comfortable fitting 
lasts that impart a “slenderizing” 
effect; pretty low effects which 
will not bind, “bite” or gape. 


CATALOG? 


SALESMAN? 


Allin Stock, 
Ready for 


Immediate Delivery 


Isn’t it reasonable to assume that the 
full-formed woman will favor the store 
offering “STYLE SHOES THAT 
SLENDERIZE,” rather the 
dealer who, with that time worn 
apology: “Madam, this is all we have 
in your size,” presents a clumsy, ill- 
shaped welt, or a common-sense turn? 


than 


It requires but a limited invest- 
ment to make YOURS the stout 
woman’s store. 


SAMPLES? 


Ton 


Rochester, N. Y. 


Samples are on display at the Chicago Office: 


506 Security Bldg. 
189 W. Madison St. 





NANO 





Sizes 21% to 12 


76: 


Stock 


Styles 


Widths AAAAAA to EEEEE 
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OUT OF OUR MEN’S STOCK 
50 OTHERS ON HAND 




















THE BROADWAY FRENCHY 


No. 414—Tony Red Calf 
Rubber Heels, D Width, 6 to 10 
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A Production Record Which Furnishes 
the World’s Eighth Wonder 


When the reaction set in, making sales in standard goods seem hard. 
Yet after having gone through the most difficult period in the history 
of business, we are able to offer as indisputable proof of our success 
a record which shows we had the biggest production average in our 
grades—busy every working day with a huge volume of quality shoes. 


Diamond Shoe Company 


196 CHURCH STREET, NEW YORK 
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OUT OF OUR WOMEN’S STOCK 
50 OTHERS ON HAND 

















No. 889—Tony Red Calf 
No. &88—Black Calf 





227 Last 11/8 Heel A to D; 3 to 8. 
Goodyear Wing Foot Rubber Heels 
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THE PARADER 
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A Complete Exhibition of This Selling 
Power Convention Booth 101 


Every detail of our service, unbranded or YORKER named; every fea- 

~ ture of our style views and construction standards will be open to your 
inspection. Make this the one time when you must see which 
were made better in spite of the cheapening panic, yet sold better be- 
cause of their dollar for dollar value. You'll buy them gladly. 


Diamond Shoe Company 


Two Factories: Brockton, Mass. 
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DAY 
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At Your Service: 


<«N(X5H 


Milford Made 


SERVICE 





This Is the Style 
(Bal.) 
Made of 


Fine Dark Tan Calf 








Choice of These Lasts 


Town 








Court 


Longfellow 








Park 


Dwight 


T 
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See These Shoes at 
BOOTH No. 431 
N. S. R. A. 
Convention and 
Exposition 


January 9-10-11-12, 


1922 
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ADE-TO-ORDER 
RESULTS 









NOT a Stock Proposition 


This is a new modern method of shipping 
your shoes in 7 days on receipt of your 
order, on lasts as shown herewith. These 
shoes are constantly coming through our 
factory. 










Workmanship 
Most buyers are familiar with the fine 
workmanship and care taken in making 
our shoes. 











Leather and Materials 
Top grade calfskin uppers—old fashioned 
Tanned Oak soles—Sole Leather boxes 
and counters—best twill linings—Every 


part of our shoes spells Q-U-A-L-I-T-Y. 






Cartons, Stamps and Labels 


Shoes shipped in your own cartons prop- 
erly labelled and stamped, if desired. 


This trade-mark stamped on these shoes 
means guaranteed solid throughout. 


All Are Priced to You 


At $5.15 


All Sizes, B, C and D Widths 


KNOX SHOE Co. 


Milford, Mass., U. S. A. 


Boston Office: 135 Lincoln Street 
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Two bie New England group duplays 
dl Re Chicago és aaeber IN the 
Coleum and the thet In the Armory, 





17 








18 BOOT AND SHOE RECORDER December 31, 1921 


TEETERESEEREIIELIHEEEE REE ieee ieiaeseiestieeeists cesses 


Reg. U. S. Pat. Off, 








They say that if you make a thing with care and skill 
and pride, 

That all the world will make a path to the place 
where you abide; 

And so we see those big shoe buyers Rialto bound 
each season, 


To plan their styles to figure costs— 
There sure must be a reason! 


An Advertisement Directed to Men Who Buy 
Shoes in Volume at Volume Prices 


The Rialto organization is one that will at once appeal to the 
above class of shoe buyers. 


It is an organization that produces style shoes quickly and at 
prices that are bed rock—No surplus overhead—no expensive 
sales organization—just a compact unit of manufacturing that 
is geared for speed and quality— 


MILITARY 


You may have a particular exclusive style that you want to 
have created—Rialto can do it for you and as you wish it—It 
may be that by inspecting our new styles you can visualize 
an adaptation that carries out a style thought of your own— 
Rialto is ready to produce it correctly and quickly. 


baibiidiadiiiiiss ibbiadbe 
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We feel that a close working, close figuring organization such 
as this will interest the buyer of shoes who’ commands volume 
and demands lowest prices-— 
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If this thought appeals will you write or wire us? 
You'll find that Rialto Shoes are 
Good-all-ways 


RIALTO SHOE COMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. : 
BOSTON OFFICE , 215 ESSEX ST. RESORT 
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New EnaiAnp Secrion 


~ we look forward to seeimé you 
and hope that we can be of some 
assistance in making your vistt 
to this Convention a profitable one. 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 


























“BRESMACK” == 


AHEAD OF THE STYLE CLOCK 











MEV ROS BURT: 


The BRESMACK 
girl featuring our 
latest one-strap cre- 
ation, the “Lilith.” 
Made up in patent 
leather with grey 
suede quarter and 


patent inlay. 


All the new Bres- 
mack styles will be 
on exhibition in 
Booth 92 at the Chi- 
cago Show in Janu- 


ary. Watch for the 


BRESMACK Girl. 
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BRESNIA'HAN-MACLAUGHLIN S 
LYNN, MASS. sao 


MANUFACTURERS OF HIGH-GRADE SHOES FOR WOMEN 
BOSTON OFFICE, 183 ESSEX STREET 
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New England Expects to Play Dominant 
Part in Big Convention 


By THOMAS F. ANDERSON 


Secretary of the New England 
Shoe and Leather Association 


HEN a “New England” 


Yl !0.0 00S RRR ATT 


in- a whole-hearted methodical 





group exhibit is one of = way, and as in the case of the 
the features of a na- z Milwaukee, 1921, Exposition, has 
: ane = =I had a special exhibitors’ com- 
tional exposition of leather and z = mittee actively at work for 
footwear products, it invariably 2 = months arranging the various 
attracts a degree of attention = = details inseparable from such in- 
transcending that in any other = 2 dustrial demonstrations. This 
exhibit. | = committee is headed by Major 
This undoubtedly is going to = = Charles T. Cahill of the United 
be the case at the forthcoming = 2 Shoe Machinery Corporation, 
convention-exposition of the Na- = 3 Boston, who is widely known 
tional Shoe Retailers’ Associa- = 3S throughout the retail shoe trade 
tion in Chicago next month, not 2 3 as well as in the manufacturing 
only because of the dominating — = end by reason of his frequent 
part that New England plays in = + visits to the State and local or- 
this great industry but because = =I ganizations of the retail trade. 
the New England section in the = | Major Cahill will be on hand at 
Coliseum will be one of the most = = Chicago and will, naturally, meet 
comprehensive and representa- = = many friends and acquaintances 
tive that ever has been seen at a BS ee 2 among the visiting retailers. 


National display. 

Forty Firms in One Group 

In the New England. group 
proper something like forty: concerns will have ex- 
hibits of footwear that will be right up to the minute, 
if not a little in advance of it; and there is every rea- 
son to believe that the interesting section of the United 
States, where Henry Wilson pegged his way to the 
vice-presidency, and where everything under the sun 
that can be turned into leather, or made from 
leather into useful and ornamental products, is pro- 
duced to-day, will once more give a good account of 
itself. 

No group. has displayed a more enthusiastic inter- 
est in the coming Exposition than our New England- 
ers, and it is an open secret that a number of con- 
cerns which did not get their applications in suffi- 
ciently early to be taken care of in the Coliseum sec- 
tion are frankly disappointed. Those who have been 
obliged to take booths at other parts of the Exposi- 
tion will, however, have the consolation of realizing 
that no corner of this big shoe and leather market- 
fair is likely to be neglected by tthe thousands of re- 
tail merchants from every part of the country that 
are going to be in Chicago that week. 


Record Number of Exhibitors 


As a matter of fact the number of bonafide New 
England exhibitors will be nearer sixty. than forty, 
making, as is perfectly proper in the case of a sec- 
tion producing half of the country’s footwear and a 
good big slice of its leather, the largest single group 
in the Exposition. 

New England always goes into such enterprises 


Style, Workmanship and Quality 
’ In the New England exhibit 

the display of footwear samples 
will make a perfect picture in replica of the vast in- 
dustry of New England itself, firmly and widely es- 
tablished in the. States of Massachusetts, Maine and 
New Hampshire; ahd represented to a smaller extent 
in Rhode Island, Connecticut and Vermont; and upon 
the creation of these samples the brightest minds in 
the industry have been occupied. There will be no » 
effort to indulge in sensational publicity “stun 
but the entire thought of the exhibitors will be cen- 
tered, as it ought to be, in such expositions, on style, 
workmanship and quality. 

The lineup in the New England section, which 
adjoins that of St. Louis, Philadelphia, Milwaukee 
and Cincinnati, will be as follows: 

BooTH FIRM City 
87-88 M.N. Arnold Shoe Co. No. Abington, Mass. 
73 Ault-Williamson Shoe Co. Auburn, Me. 


86 Avon Sole Co. Avon, Mass. 

65 Bliss & Perry Co. Newburyport, Mass. 
102 Bancroft, Walker Co. Boston, Mass. 

85 <A. H. Berry Shoe Co. Portland, Me. 

109 T. D. Barry Co. Brockton, Mass. 


92 Bresnahan, Maclaughlin Co: Lynn, Mass. 
91 Bristol Patent Leather Co. Boston, Mass. 


93 Bartlett, Somers Co. Lynn, Mass. 
67 Lewis A.’ Crossett, Inc. No. Abington, Mass. 
68 Churchill & Alden Co. Brockton, Mass. 
94 Cotter Shoe Co. Lynn, Mass. 
108 Edwin Clapp & Son, Inc. E. Weymouth, Mass. 
83-84 A. M. Creighton Co. Lynn, Mass. 


75 Nathan D. Dodge Shoe Co. Newburyport, Mass. 
101 Diamond Shoe Co. Brockton, Mass. 
107 Doherty’ Bros. Avon, Mass. 

77 Dunbar Pattern Co. Brockton, Mass. 


(Concluded on page 25) 
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FORTY YEARS 


of comfort shoemaking 


December 31, 1921 














During which a remarkable service has been established and 
a product of merit developed. 









No. 412—Glazed 
Kid Two Strap 
Slipper, 14/8 
Wingfoot Rubber 





| ee forty years Mer- 






rill, Porter & Co. has Heel, A ~~ Age 3 a ¥ Quar- 
specialized in the pro- Cusaien a In 
Hy — duction of women’s Dt .sasieseehebeons $2.65 
ber Hoel. “Weavy comfort turns. A long- 
Drand Bi Last St0g2.00 standing reputation for 


quality footwear is 
guarantee enough to 
our many customers. 
Discrimination in the 
choosing of materials, 
thorough workmanship, 
moderate prices have 
also contributed large- 
ly to the success of 


“Comforteze” Turn No. 851—Glazed 


Kid, Seamless Pol- 





No. 267—Glazed Shoes. ish, Steel Arch, 
Kid Blucher Plain 8/8 Wingfoot Rub- 
Toe Oxford, 14/8 ber Heel, Combination Bun- 
Rubber Heel, Tan ion Last, Pearl Sheep Top 
Ooze Sheep Quarter Lining. Facing, Pearl Gray canter 
Tan Leather Cushion Inner Cushion Inner Sole. 
Sole. In Stock, i... D and Stock, D, B and EE, 3/9. 42 
FE, 3/9, 45 Last......82.75 GME vactecceudeciues $3.25 





MERRILL, 


113 MUNROE armies. 
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HE entire “Com- 
forteze” line will 
be displayed at the N. 
S. R. A. Convention and 
Exposition, January 9- 







595—Glaszed 

i ieeates 10-11-12, 1922. Drop in 

Oxford, Steel 
Arch, 14/8 Wingtoot Rubber at Booth No. 66, where 
Heel, Gray Oove Sheep Ser _— a. hearty handshake will 
Cushion Inner’ Sole. In = 
Stock, B, C, D and EB, 3/9, be awaiting you. We 
De WE sab ckocccaie $3. 


have several good rea- 
sons for better business 
in 1922 in the form of 
profit-building comfort 
Shoes. 


Certain territory now avail- 
able to a few live salesmen. 
Call at Booth 66. See Mr. 
Clough. 

No. 340—Glazed 

Kid Patent Face 

a 8/8 Rubber 


eel, Tan Leather 
In 


Cushion 
Stock, B, 3/9, 31 Last. $2.25 


PORTER & CO. 


LYNN, MASSACHUSETTS 


Inner Sole. 
















No. 558—Glazed 
Kid Circular 
Foxed Oxford, 
14/8 Rubber Heel, 
Black Sheep Skeleton Quar- 
ter Lining Tan *Leather 

on 
Stock, B, C, 
51 Last 
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AT CHICAGO 


DURING THE BIG CONVENTION 
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WATSON SHOES 
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CERTAINLY! 


At the center of things—AS USUAL—at the busiest corner at each-con- 
vention—in each big city—you will find WATSON SHOES occupy a 
position of deserved prominence bought by the largest merchants. to 
make their busy stores still busier—asking the knowing ones. 


SHOE COMPANY 


“THE STANDARD WOMEN’S WELT SHOES OF AMERICA.” 
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BooTH FIRM City 
106 French, Shriner & Urner Boston, Mass. 
72 L. B. Evans Son Co. Wakefield, Mass. 
96 Chas. K. Fox, Inc. Haverhill, Mass. 
105 J. E. French Co. Rockland, Mass. 
82 Hazen B. Goodrich & Co. Haverhill, Mass. 
81 Gregory & Read Co. Lynn, Mass. 
78 J.J. Grover’s Sons Co. Lynn, Mass. 
80 Hood Rubber Products Co. Watertown, Mass. 
74 Hopkins & Ellis Haverhill, Mass. 
79 Hannahsons Shoe Co. Haverhill, Mass. 
90 Hurley Shoe Co. Rockland, Mass. 
70-71 George E. Keith Co. Brockton, Mass. 
95 Herman E. Lewis Haverhill, Mass. 
69 W. H. McElwain Co. Boston, Mass. 
66 Merrill, Porter & Co. Lynn, Mass. 
97-100 Thomas G. Plant Co. Boston, Mass. 
111-112 Rice & Hutchins, Inc. Boston, Mass. 
103-104 Thomson-Crooker Shoe Co. Roxbury, Mass. 
76 Watson Shoe Co. Lynn, Mass. 
89 E. T. Wright & Co., Inc. Rockland, Mass. 
110 Whitman & Keith Co. Brockton, Mass. 







A handsome, distinctive badge will be worn by 
each exhibitor from New England, and, of course, 
the various.firms represented in the group will hand 
out the usual appropriate souvenirs. 

A discussion of this Chicago display naturally 
suggests some timely thoughts concerning the 
status of New England itself as a 1921-22 shoe 
center. 





























New England Coming Back 


Most members of the 
trade outside of its pre- 
cincts probably realize the 
shoe manufacturing situa- 
tion here has undergone 


changes in the last decade. 
This period, marked by the 
stressful era of the world 
war, finds New England 
emerging with practically 
all of its traditional 
strength and influence as a 
shoe center, and this in face 
of the amazing development 
of the shoe industry in 
other parts of the country. 
That the oldest settled 
corner of the United States 
has been able to so long 
maintain a commanding po- 
sition in this industry while 
other sections have been 
progressing in population 
and industry with seven- 
league boots, is surely a 
great credit to the rock- 
ribbed pertinacity and pro- 
gressiveness of the New 
England manufacturers. 
Boston itself, so often re- 
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ferred to (and justly) as the world’s chief shoe and 
leather city, continues to be the universal sample- 
room of the shoe trade, and in the last few years has 
added to its one thousand or more local establish- 
ments and offices of the allied trades its own Annual 
Shoe and Leather Exposition and Style Show. This 
is not in any sense a competitor of the National Shoe 
Retailers’ Association’s yearly Market-Fair, but is 
merely a natural expression of the well-known fact 
that New England in its own right is important 
enough in the shoe and leather trade to warrant it 
in maintaining its own “big show.” 


Optimistic Spirit Manifest 


Hard hit as the Boston and New England trade has 
been by the recent business depression in common 
with the rest of the industry, they are facing 1922 
with characteristic cheerfulness, and hope before 
long to resume the building of new factories and 
tanneries and enlargement of existing plants that 
was under way all through this section when the 
post-war depression descended upon us all like a 
black cloud. 

In Massachusetts, where the production of foot- 
wear of about every kind under the canopy is car- 
ried on in something like sixty-five different com- 
munities, and the value of whose shoe product in 
1919 made up the impressive total of about $442,000,- 
000 out of the grand total 
of the country’s $1,155,000,- 
000, there is nothing in 
sight to indicate that the 
old Bay State is in any dan- 
ger of surrendering the 
shoe trade championship to 
any other Commonwealth. 


hy Vere, Z Of course, there could be 


"\"T ipiy LED» no progress without some 
; change and readjustment, 
and Massachusetts has not 
been without this of late. 
Perhaps one of the most 
striking of these changes 
has been the remarkable 
increase in the number of 
concerns in the southeast- 
ern part of the State (the 
Brockton-South Shore dis- 
drict) that have during the 
past two or three years 
added the production of 
women’s footwear to their 
traditional output of men’s 
shoes. This change was 
due in part to the natural 
desire of the men’s wear 
manufacturers to fill the 
gap in sales caused by the 
unexpected drop in the de- 
mand for men’s wear as 
compared with that for 
women’s a year or two ago. 
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White Elk, Gun Calf Trimmed, Welted and 
| Stitched Heel Seat, Corrugated Sole and Spring 


Wi Heel. 
Ml is In-Stock at Lynn 


A-D Widths 














A. M. CREIGHTON 


LYNN, MASS. 
‘‘FOLLOW THE CREIGHTON LINE’’ 
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HE complete Creighton Line is on display at 
#! Booths Nos. 83 and 84 at the Coliseum. 


i'l 


ty You will be pleased to learn that we have 





“prepared our IN-STOCK lines early and can 
now deliver from our stock department at Lynn, 


the season’s newest creations. 


The Creighton Line is also ready for your in- 
spection at our new Chicago Headquarters, 
Room 1500, Republic Building, State Street — 


and at the Palmer House. 


A. M. CREIGHTON 


LYNN, MASS. 
‘“*FOLLOW THE CREIGHTON LINE”? 
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WHMIS: 


ONE-STRAP MYRA SPORT OXFORD . 
Of Red Russia Calf; made also with But- In White Waterproof Cloth (Einstei 
ton Fastening; has Shield Tip and car- Beechtex), Patent Leather Saddle Strap 
ries 10/8 Military Heel. and Shield Tip, carries 10/8 Military Heel. 
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'T’WO more attractive novelties produced under 
the guidance of Mr. P. J. Harney. Each an ex- 
cellent specimen of Harney, Tracy, Crehan high 
grade workmanship. 
THREE WEEKS’ DELIVERY 


HARNEY, TRACY, CREHAN CO. 


Factory, Lynn, Mass. Boston Office, 10 High St. 
Telephone: Lynn 5422 Telephone: Congress 725 
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ECONOMY 


OXFORDS DRESS SHOES 
TURNS POPULAR PRICES McKAYS 


WOMEN’S COMFORTS , MEN’S SLIPPERS 


Conscientiously .Supervising . . .Every 
Operation . . . .Explains Clearly 
Many Results 

Factory 

Obtains 

Real 

Through 


Look for us in Chicago in January — Booth 405 
New England Section 


Chicago Office: 189 W. Madison St., Security Bldg. 


OAS Piser SSN 


Factory: 264 Broad St., Lynn, Mass. Boston Office: 60 South St. 
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VK &A:H: JONES GOTHOMAS COMPANY 


INCORPORATEDOD 








Portanwalk 








“The result of 46 years. conscientious 
shoemaking endeavour” 


Here's a News Story: 


A new definitely designed line of women’s sport 
shoes; all leather and at popular prices: 


Created out of 46 years experience in the manu- 


facture of women’s shoes; 


And already enthusiastically accepted by jobbers 
of reputation and judgment in twelve principal 


cities all over the country. 


lf you sense, as you must, the con- 

stantly increasing demand for 
women's sport shoes in consequence 
of the great present day’ vogue of 
out-of-doors life you will understand 
the purpose for which SPORTAN- 
WALK SHOES are being built and 
will appreciate their profit-making 
opportunities. 


SPORTANWALKS have been care- 
fully created—twelve of them—and 
set apart as an offering of distinctive 
footwear for athletic women and 
figured to retail at a reasonable price. 


For we are convinced the sport shoe 
is here not only to stay but to de- 
velop—to become a greater and more 


important element in social dress 
than has been dreamed of up to now. 
Hence SPORTANWALK SPORT 
SHOES—of all leather construction, 
standard materials, correct in style, 
scientific in fit and manufacture, 
good to look at and priced for a 
quick turnover. Each style is a re- 
flection of characteristic Jones & 
Thomas shoemaking. 


To these fundamentals add _sstill 
another—the unusual distributing 
feature for shoes of this character—a 
wholesaler to handle them in each one 
of twelve principal cities. Think of 
the ease with which you can obtain 
them. 


Write to us for the name of your 
nearest wholesale distributor. 
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The above SPORTANWALEK in smoked horse 
with tan calf saddle strap and back stay, soled 
and heeled with fibre, is indicative of the line. 


SPORTANWALK SPORT SHOES are carried in stock 
by representative wholesalers in each one of the following 


distributing centers— 






NEW YORK ST. LOUIS PITTSBURG 






PHILADELPHIA LYNCHBURG PORTLAND, ORE. 
SAN FRANCISCO 


CHICAGO 
TOLEDO 


BALTIMORE 
BOSTON 





MINNEAPOLIS 








This then is our plan as we have outlined it—on the sound- 
est of foundations—a style of shoe designed and built to 
meet a popular demand at a popular price and efficiently 
distributed. 






Write to us for the name of your 
nearest wholesale distributor. 








v.K ata. H. JONES & THOMAS company 


(INCORPORATED) 
226 BROAD STREET 


LYNN MASS. 


Boston Office: 141 Lincoln Street 
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At the 
NATIONAL SHOE RETAILERS’ CONVENTION 
Chicago, January 9-10-11-12, 1922—Booth 78 


GROVER 


“Soft Shoes for Tender Feet’’ 


TURNS AND WELTS 


HN 





i 
wT TTT NTT 


TUTTI 











TWO TIMELY SPECIALTIES 


THE GROVER NATURE'S WAY SHOE 
Flexible Shank 
Model 187 Approved by the Y. W. C. A. 
THE GROVER FOOTARCH SHOE 
Stiff Arch-Supporting Shank of Tempered Steel 


J. J. GROVER’S SONS COMPANY 


LYNN, MASSACHUSETTS 
Boston Salesrooms ’ New York Salesrooms 
80 BOYLSTON ST. 47 WEST 34TH ST. 


Sal MANOA 


all AAA 
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‘Best Shoe For The Least Money | 


Three to Four Weeks’ 
Delivery 


Patent Leather Slashed One 
Strap, Circular Vamp, Imitation 
Straight Tip, Perforated, 12/8 
Military Heel, Single Sole. 








DELT A } Jobbing and mail order trade only. 


LAST | MITCHELL-CAUNT CO. 
M-C M¢Kays fist BOSTON OFFICE 
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BARTLETT. SOMERS COMPANY 
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ARTLETT, SOMERS § shoes 

are produced from the best 
materials procurable, by expert 
operatives. For nearly sixty years 
they~have been made along high 
quality lines. 


Sport Oxford 


In Smoked Horse, with Russia Calf Saddle Strap, 
and Brass Eyelets. Has White Fibre Slip Sole 
and 8/8 Heel. 81 Last. 


Visit Booth 93 at the N. S. R. A. 
Convention, January 9-10-11-12, 
1922. P. W. Bartlett, H. R. Fow- 


Made from Selected Patent Leather, Fitted with ler and S D McNaughten will be 
Button, and Neatly Perforated. Carries 12/8 Mili- sion 


tary-Heel over 91 Last. _ 





One Strap 


there to welcome you. 




















































BARTLETT, SOMERS CO. 


LYNN, MASSACHUSETTS 
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Formative 
Shoes 


for Women 








—the latest and most con- 
spicuous success in the field 
of orthopedic footwear. 

















At Chicago Style Show 


FORMATIVE SHOES will be fittingly 
displayed at the Chicago Style 
Show. The complete line, including 
Black and Brown Kid and White 

tex, together with some general models 
on rt lines (not Formative), will 
be exhibited in 


Booth 94 


Coliseum 























T the great Chicago Style 
Show, January 9 to 12, 

~~" Formative Shoes for 
Women will constitute one of the 
particularly interesting exhibits. 











This is not only because of the 
value of Formative Shoes them- 
selves, but because, although the 
newest of orthopedic footwear, 
they have immediately and vig- 
orously taken their place on the 
shelves of so many representative 


shoe stores about the country. a sy All Models Ar 
To. * x, 
. Goodyear Welts 
eC) = , y 
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And, unusual as it may be, 
| Formative Shoes embody REAL 
STYLE. They are built on ex- 
ceptionally shapely lasts, and are 
in all respects smart shoes for any 
woman. 


The extreme salability of 
Formative Shoes lies, probably, 
in two extraordinary features: 
; First, their orthopedic excellence, 
embodied in two distinct types 
(Regular and Modified), and, 
second, their delivery of this qual- 
ity to the wearers at moderate 
prices. 



































Dealers are successfully sell- 
‘ii! ing both Formative types — the 
Regular, having the full-form 
forepart, with flexible shank and 
walking heel, and the Modified, 
having the same orthopedic fea- 
tures but narrower forepart and 
rubber-capped Cuban heel. 


(Also 


TO ae ae +4 to - ouse 
——— 


Ae OE Oe ee ee ts oa 


Dealers owe it to themselves to 
see Formative Shoes while attend- 
| ing the Chicago Convention. 

i All Styles Carried In 


' Stock 


REGULAR—Styles and Prices 
No. 14—Black Kid Blu, Oxford. Price....$5.00 
No. 15—Brown Kid Blu. Oxford. Price... 5.85 
No. 16—Black Kid Blu. Boot. Price...... 6.00 
No. 17—Brown Kid Blu. Boot. Price..... 7.10 
§ i No. 18—White Beachtex Blu. Oxford. Price 4.10 


i MODIFIED—Styles and Prices 











oe oe 
Pera inn—e 



































LYNN MASS. 


























Brown 






No. 92—Black Kid Oxford. Price......... $5.00 
No. “93—Brown Kid Oxford. Price....... 5.85 a = ge 
No. 94—Black Kid Boot. Price.......... 6.00 rows ) 
int No. 95—Brown Kid Boot. Price.......... 7.10 
AE No. 96—White Beachtex Oxford. Price.... 4.10 


No. 17 in 
Kid) 
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} Boatd Walk : 
COO Feet Long 











RICE % HUTCHINS, Inc. Boston, U.S.A. 









BOOT AND SHOE RECORDER 





December 31, 1921 





Complete Lines of 


Firestone-Apsley 


RUBBER FOOTWEAR 
on display at 
BOOTH No. 318 


N. S. R. A. Convention 
Jan, 9-10-11-12, 1922 
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| Firestone-Apsley | 


DELIVERER : 


cp yyy nite 


















S$ WITH THE RED HEEL - 3 
= 6<é ALANCED construction” of fine materials—resulting in long life and uniform *. j 
= B service from all parts—is the real reason why Firestone-Apsley DELIV- . 
> ERERS have been ‘ _ j 
for 15 years supreme = 7 
in heavy service. . £ , 
The same “balanced” quality is characteristic of all Firestone-Apsley Rubber Boots ee 
and Shoes. For holding customer confidence and for profit. ~ 


Order Firestone-Apsley Rubber Footwear 
from Your Wholesaler. 4 


FIRESTONE - APSLEY RUBBER COMPANY, HUDSON, MASS. 


’ LT | I yeper 
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A OUR NEW YEAR 


“SWEEPING 


HAT COULD |BI 


;) U ut }. 
Fon aes Oo «ott, . 6 f 
Te Olde Tyme Comfort Shges 


“For Your Toes Woes” S T y L E S IN 





Made with Lunn & Sweet 
famous Heavy Stout Soles 











614 in. BOOTS 

ONE STRAP 

SLIPPERS and 
SANDALS 


81,95 


STYLE. 391 
IN STOCK 


son an Se, Ma Ris iat 
a = mae STYLE 302 STYLE 311 


IN STOCK 


IN STOCK IN STOCK 
Style 302—9/8 Rubber Heel % Je 311-128 Rubber ‘Heel... $2.05 
Style Heel Soft” oe” +1 Style 311—12/8 Rubber Heel..........-.. Jo 

SOFT TOES IN STOCK 

IN STOCK: EE 2% to 8 IN STOCK A4to 9: B% 09; CD & EM% to 9 

Siyle 98-Fi. Teo Oe Lester Beek... 8 A 4 to 9; B 3% to 9; CD & E % to 9 Style 12-12/8 Rubber Heel..............$2.25 
Style 62-Pl. Too 6/8 Lesther Heel....33. Style 161/83 Rubber Heel $2.10 Style 52—12/8 Rubber Heel 
Style 50-Pl. Toe 6/8 Rubber Heel....$2.6 Style 3312/8 Lea. Heel..........0-.-+ $3.00 Semi-dress Last 


. H.B. Kid 

WIDE ANKLE STYLES Genuine HB 

Style 33—4—12/8 Lea. Heel............- 33.5 Style 52—4—12/8 Leath. Heel 
Semi-dress Last 





Style 25—Pl. Toe 9/8 Rubber Heel... .$3.75 


SPECIAL NOTICE: ALL ORDERS UNSHIPPED AT THIS 


Lunn 6 Sweet Co. 


Auburn, Maine. 




















| 





€)n 
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REETINGS TO YOU 


EDUCTIONS” 


JD [BE SWEETER 


FCOMFORT” %& 


Ss IN-STOCK “For Your Toes Woes” 


Ev Pair Made of 
DY TO SHIP . Guialion Glazed Kid 
ES SEND FOR CATALOG * 
























SEAMLESS BOOTS | OXFORDS 7 in., 7% im, 8 in. 
(We Lead the World) go 1 0 





and up 





STYLE 63 





1” Height 
STYLE 393 Toe» ie eS eee 
36—Tip Rubber Heel...$2.35 A 4 to 9; B% tw 9; CD & E % to 9 
Sule “@—Pi. Toca Rubber Heel...$2.35 Style 63—Bi. Ff HH Rubber Heel | . 
IN STOCK Style 158~Tip Too 
E% two 9 IN STOCK TK" Height 





/8 Rubber Heely............. $2.75 & EE % wo 9 IN STOCK 
Style 91—0/8 Rubber Heel.............. $3.00 Style %—Pl. Soft Toe 6/8 Rubber Heel.$2.35 “C3 t9; D & E % to 9 
ae - Glens Style 14—Tip Toe 9/8 
IN STOCK IN STOCK _ & Height 
pe ERA RO T ~ te, IN STOCK 
BAC 39: D & E % to 9 Style 6—Pl. Toe 12/8 Rubber Heel.....$2.75 A409: BS two: 
Style 93—0/8 Rubber Heel.............. $3.25 Style 8—Pl. Toe Blu. 12/8 Rubber Heel .$2.75 Style nt i: SAS 
” Hei Style @—Pi. Toe 12/8 Leath. Heel...$3.00 Brand, 12/8 Rubber Heel, 
ne - Style 148—Tip Toe 12/8 Leath. Heel @—Semi-dress Last............... 
Semi-dress Last.............+ $3.00 le 62—Pl. Toe—"A 
IN STOCK on the Brand, 12/8 Rubber Heel, Leather Tos 
B 3 to 9: CD & E 2% to 9 Genuine gSeml dress saan ethene’ . 
Style 189-8/8 Rubber Heel... ”...-... $8.35 eathety > —\, - Anenetbecae Style 153-4 Pl. Tos—Ge >, 


























: 
DATE WILL BE BILLED AT OUR NEW "PRICES 5s 


Lunn & Sweet Co. 


_Auburn, Maine. 
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Beating the Stock Game 


Shoes made to order, delivered quickly. 
That’s our business policy, our method of 
beating the stock game. In this way, we 
keep every number alive. When you order 
live numbers, you get them. 





Cs590—Haig Last 





Scotch Grain Blucher Oxford with Wing 

Tip, Pinked and Perforated. Heavy Single 
Just glance at the two “OCOLCO” styles 
shown here. The descriptions tell the story 
of their up-to-dateness. And they’re made 
from selected leathers, put together skill- 


fully by Brockton craftsmen. 


In addition to maintaining quality, we keep 
the prices at an unusually low level. These 
are but a few of the reasons why you should 
stock up well on the “OCOLCO” line. The 
strongest reason, however, is the shoe itself. 
Let us send samples with prices to prove it. 





C773—Custom Last ot Entire line on display in Chicago during Con- 


vention—January 9, 10, 11, 12. 
Smoked Elk Sport Oxford with Tony Red 
% Wing Tip, Apron and Backstay, Rubber 


Old Colony Shoe Company 


84 EAST RAILROAD AVE. BROCKTON, MASS. 


4 
Boston Office, 183 Essex Street % 
New York Office, 422 Marbridge Bidg. ‘ 
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Twenty-Fifth Anniversary 
of 


HOOD RUBBER COMPANY 


WATERTOWN, 












5 dine HOOD Company has just com- | 
pleted the first period of its existence— 
a full twenty-five years of steady and con- 

sistent growth. 


On the threshold of a new period, it has be- 
fore it the same ideals which have made the 
past so successful, i. e., to build a quality of 
merchandise that will deliver service plus to 
the user and to maintain conditions that 
firmly establish satisfied distributors, render 
employees loyal and consistent workers and 
justify the investment of stockholders. 


















Booth 80, N. S. R. A. Convention and Exposition, Chicago 
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LARKIDE can be made to 
match perfectly all upper 
leathers, drills, canvas or 
fabric. It costs less than top 
grade fibre, leather or rub- 
ber soles. 


LARKIDE is absolutely, im- 
pervious to water, and con- 
ducive to foot comfort. 
There are no minute cells 
to absorb moisture and rot 
it. 

Laboratory tests have deter- 
mined the superiority of 
LARKIDE. Practical tests 
have substantiated scientific 
statements. 

















The Buyer of 


LARKIDE 


Soles 
' Writes His Own 


Guarantee 


ro merits of Larkide Soles are so well-established, so 
thoroughly proven, so fully declared in practice that 
there is no element of speculation in giving them a fair 
trial. 


Larkide Soles are uniformly good. They minimize the 
most formidable problems of the shoe manufacturer. They 
aid the retail merchant in securing greater profits and more 
patronage. They satisfy the consumer, thus strengthening 
the point of contact between all concerned. 


Tell your purchasing agent to write for a copy of “The 
Ultimate Sole,” a descriptive booklet, and further details 
about Larkide. 


THE LARKIDE COMPANY 


OFFICE 20! DEVONSHIRE ST.,BOSTON 





December 31, 1921 
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f See Our Exhibit 
| at 
N.S. R. A. 
Convention 
and 
Exposition 


|) Jan. 9, 10, 11, 12 


MILFORD SHOE COMPANY 
Factory, Milford, Mass. — 


esroo 


36 Lincoln St., Boston 443 Marbridge Bldg., New York 
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Ace Red 


O color we have ever 

produced has been 
more enthusiastically re- 
ceived by our customers. 


The beauty and depth of the 
color—the silky texture and 
mellow feel of this fine calf- 
skin emphasize the quality 


of shoes made from Ace 
Red. 


Sample Ace Red and you 
will appreciate the charac- 
ter and “pep” it will put 
into your shoes. 


J. S.’,BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS, U. $%. A. 


CABLE ADDRESS “TENRAB” 


*“*Maintains a Standard Reputation” 
































Standardized Display 


Brown Boxes mean men’s shoes 
Gray Boxes—ladies’ shoes 
Pearl Boxes—children’s shoes 


Quite an attractive arrangement on the 
shelves and perhaps the same idea of box 
color distinction might be used to classify 
—the high from the low—the patent 
leather from the canvas—all in the interest 
of harmony and the guidance of the green 
clerk. 

There are certainly possibilities in the use of 
Nashua Glazed Box Papers in colors. This 
folder is intended to sow the seed of an idea 
which will germinate in certain fertile minds and 
result in more attractive, more practical shoe 
boxes and add a little interest to our business— 
because making the same old thing in the same 
old colors, year in and year out, certainly does 
become monotonous. 

The shoe merchant, the clerk, and the customer, 
probably would appreciate a change too. 
Samples might prove interesting—shall we send 
them? 


NASHUA GUMMED & COATED PAPER CO. 
NASHUA, N.H. 





STRAIGHTFORWARD statement without at- 
tempt at embellishment seems to us most consistent 
with the facts we aim to convey — with the sincerity of 
our purpose and the significance of our message. 
We manufacture paper — for certain purposes 
box papers in hundreds of stock designs, colors and finishes— 
box papers to order in special designs embodying private trade marks, 
emblems, or names — 





gummed papers and fabrics for box stays, labels, etc.— 
wax papers for bread wrappers, box linings, candy wrappers and for 
all uses for which wax paper is suitable. 


Box papers are sold thru the box manufacturer with 
whom we co-operate in every possible way and in only 
exceptional cases do we have direct relations with the 
purchaser of the completed boxes. 

Every box manufacturer has or can easily obtain a full 
line of Nashua Samples for your inspection and we ask 
you to insist upon Nashua products because in so doing 
you are certain to get the best possible product, at a fair 
price under any and all conditions. The possibilities of 
improving your containers — making them more attrac- 
tive and more practical — thru the use of Nashua 
products will be explained fully to you by your box 
maker. 


NASHUA GUMMED & COATED PAPER CO. 
NASHUA, N.H. 


Mills 
NEW HAMPSHIRE OHIO NEW YORK CANADA 
Sales Offices 


NASHUA, N. H. 291 BROADWAY, N. Y. CITY DREXEL BLDG., PHILADELPHIA 
BOSTON, MASS. COUCH BLDG., yee ty] ORE. CUNARD BLDG., SAN FRANCISCO 


CONWAY BLDG., CHICAGO 54 JURORS ST.. MO 56 YONGE ST., ARCADE, TORONTO 


MIDDLETOWN, OHIO PETERBORO, ONT. 
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Originality in Design 
Excellence of Workmanship 


are the strong characteristics of our 
high class footwear for women. 


Quality is never sacrificed for price 
and still our line is always obtainable 
at reasonable figures. 


The very satisfactory volume of sales 
the past season points unerringly to 
the fact, that the public’s first demand 
is QUALITY, and that in the Goodrich 


Line this requirement is fully met. 











Our exhibit at the Chicago Con- 
vention and Style Show, Jan’y 
9-12 will be in Booth No. 82 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 
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- 


CONSTAN 


AMERICA’S  BEST\( 
ON DISPLA Y\/ 


JANUARY | 9-12}: 


YOU’LL FIND 


C. R. WILLIAMSON 
O, L. RAPPLEYE 
FRED SNYDER 

J. M. VOORHEES 























US 





CHAS. AULT 


VISIT OUR BOOTH AND ? 
OBSERVE THE PROG- 
RESS MADE IN THE 
“CONSTANTCOM- 
FORT”. LINE 
DURING THE 
PAST 
YEAR. 








x 
éQas 
Ps 

PEE 


wo «@ ee OO & wet oD oe TO 





No. 478—High-grade Black Kid 
oxford, 11/8 t's Paw heel, 


No. 144—Best Quality Black Kid combination last. 












Two-Stra ump, imitation per- No. 477—Same shoe lain 
forated oe 13/8, heel. In nek, toe. Both in stock, an B, B ED 
A, B, D. 





No. 34 — Best 
ality Black 
id, 3/4 Fox 8- 
a= Polish, 13/8 


eel. 
No. 31—Same shoe with plain 


——n—""*"  AULT-WILLIAMSON ¥ : 
AUBURN MANUFACHTy| 


BOSTON OFFICE—139 LINCOLN STREET 
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AT 


12 BOOTH No. 7. 0 


. fus. eer a 


cHAS, AULT * 
P. R. HOWARD 
GORDON McDANIEL 
W. S, JOHNS | 













C. R. WILLIAMSON 





NEW BT YI 


SHO! 9 A INI zs i 
BETTER VAI 






ao 52 — Best 
uality black 

‘tid oxford, 13/8 

best, 

‘co. 50—Same shoe with 

Bows in stock, A, B, C, 











lain toe. 
. $3.75 







No. 6 — High 
_ glack iid, 






No. 285 — me black «id 




















lish, 
two-strap m 12/8 heel. 4 > 
aech, A, 5° CD. $3.10 ta? t's Paw 
No. 282—Same pune in a one- ne 13—Same shoe with stock 
strap. In stock, A, B, C, Geo tip. Both in stock, B, C, RR 





SHOE COMPANY 
ACITURERS MAINE 


T LOS ANGELES OFFICE—109 E. 8TH STREET 
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Russia Perforated Bal. 
Last. Single Sole. Wit 


Wingfoot Rubber Heel Attached. 


QUALITY PARAMOUNT 
AT A PRICE! 


Every shoe merchant has been asking 
for Corcoran Shoe Quality — at a 
price. Here it is at last—the real 
thing—ready to go to your customers 
at from $4.50 to $5.00 A great value 
—greatly wanted in your store today ! 
Dealers send for further particulars 
and we will give you the name of the 
nearest jobber who can supply you 
from stock. 
















Broadway 
h Goodyear 





Russia Full Quarter Blu. Cort 
Last. Single Sole. With Goodyear 
Wingfoot Rubber Heel Attached. 


Russia 
Oxford 
Single | 
year V 
Heel at 


L 








JOSEPH F. CORCORAN 


146 Court Street SI 


Bra 
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GOOD FOR 
o. MANY A RE-ORDER 





Corcoran Shoes—the re-order kind— 
built of reliable leathers and standard 
materials. Each sole stamped with the 
Union Label of master-workman atis- 
faction. Including Bals., Bluchers and 
Low Cuts, each with Goodyear Wingfoot 
Rubber Heels. The very thing needed 
to build and hold your trade. 





Russia Perforated Bal. 
Oxford-Broadway Last. 
Single Sole, with Good- 
year Wingfoot Rubber 
Heel attached. 


Exetraords lary a 
Value Offer i ~~ 









ter Blu. Oxford- 
Cort Last. Single 
Sole. With Good- 
year Wingfoot 
Heel Attached. 


, SHOE CO. 


Br ockton, Mass. 








BOOT AND SHOE RECORDER December 31, 1921 








Specializing as we do in fabric foot- 
wear, you will find our satin styles 
offer you far better values than you 
can possibly find elsewhere—Look : 


- Satin One Strap, 


our prices over and keep your stock B-800— Whi 
P PY pee ee ae Ce 


B- — ~_, --5 k, a. ° h H ah > 
Strap, Black s nis! ns 
Beaded vamp ae. we pals up wit ann son s 
LXV heel, A to 


| gs above exoept 5 vie 
asian SATINS 


We have just published an attractive, 
convenient loose-leaf catalogue of our 
complete fabric lines. Send us your 
name and we will see that you get one 
—write today! 
B-710—Black Satin 2 Strap, 16- 


B-770—Black Velvet Turn One 
ae. . iw aa, 130 i. — Vv Heel, a = 
A, nished Buttons, A, Cc, a 
Wh adbecc eves ctacccecens $3.35 


~ HANNAHSONS 


HAVERHILL 
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We're Ready for 1922 


with a complete line of Popular 


Priced White Canvas Novelties 





White Canvas Oxford en 4 
12/8 Military Heel 12/8 Military Heel 


Widths Sizes Wid izes 

mitation Turn, Stitched Tip, Fi ' 

Byelets, Cord Lace.......81.76 _ Imitation Turn .......... $2.00 
a 


75 


and at your service. These four 
styles typify our line of white canvas 
turns and imitation turns—20 live 


wire white styles are on the floor 


1 
ite Duck Turn One Strap 
ew Baby LXV Heel 
ry 


READY TO SHIP 


wing? Spanish Junior Heel 

8 Sizes 

B, Oo, D 2% to 8 No. B-200—As above ex 
with 16/8 LXV Heel ....$2. 


IMITATION TURN ...... $1.75 


SHOE COMPANY 


MASS.U.5.A.. 
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LOOK FOR THE BERRY LINE 
AT CHICAGO 


AO x. 


Stock 4523—Royal Purple Calf Ox- EVANGELINE Stock 4284—Black Russia Calf Ox- 
ford, 92 (combination) last—15% inch ford, 85 (combination) last—1'4 inch 
Heel. $4.85 VW elts Heel. $4.65 


& 


as 


5S 


5 


1 


enemas 


THE NEW THINGS FOR SPRING AND SUMMER ON 
. DISPLAY AT 


BOOTH NO. 85 


K 


i 


Sena 


2 


Crumbs 
of 
Comfort 


REG U.S.PAT OFF 


e 
z 
Pa 
Pa 
Pa 
a 
a 
a 
Pa 
a 
a 
oy 
a 
Bi 
Pa 
2 
a 
a 
aH 
a 
wi 
Pa 
pa 
a 
Pa 
a 
2B 
a 
Py 
Py 
Ba 
pu 
pa 
by 
by 
By 
a 
BB 
Ba 
a 
ba 
By 
bu 
By 
Bh 
pa 
pu 
pu 
a 
by 
py 
Bs 
By 
Bs 
By 
a 
By 
Bi 


Stock 476—Kid Seamless Bal, Plai _ + % Stock 2322—Kid Oxford, Plain Toe, 
Toe. Cats Paw Rubber Heel, 99 peng I URN CO M FORTS Leather Heel, 79 Last, Turned (com- 
Turn, $3.35 bination) last. $2.50 


A.H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 


ARS 22 ae 2S SS ae 


Sa SS 


2954284 HBB SI BE PHBA PLB THB EH A 2 GN 2 HH BH HE 
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These Shoes Will Bring You Business Now 





IN STOCK 


Ensign welts for boys are ‘‘immediate de- 
mand” shoes. A small investment on 
your part will demonstrate their salability. 
And you can keep your stock complete, 


and therefore active, through the Ensign 
stock department where shoes are carried 


for 
SPOT DELIVERY 


The ENSIGN SHOE CoO. 


BELFAST, MAINE 


a 


Stock No. 200 


Boys’ 
Goodyear Welt, 


ber Heel. Widths, C 
Sizes, | to 514. 


Price $3.25 


an 


Mahogany Russia Bal, 
English Last, 
Oak Outer Sole, Springstep nt 


Stock No. 201 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, Freak Last, Oak 
Outer Sole, Springstep Rubber 
Heel. Widths, C and D. Sizes, 
1,to 54. 


Price $3.25 


Stock No. 402 


Little Gent's Mahogany Russia 
Bal, Goodyear Welt, Foot Form 
Last, Oak Sole, Springstep Rub- 
ber Heel. Widths, D and E. 
Sizes, 814 to 1314. 


Price $2.80 
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«| HOMSON~CROOKER,, 

















Don’t Fail 


It’s complete from every angle in 
its style range and price levels. 
New styles, attractive yet sanely 
practical, will interest every mer- 
chant. 


Black Suede two strap 
Grecian, white kid Inlay. 
—13/8 Heel. 
_ BOOTHS 
Nos. 103 and 104 


Make these your 
headquarters 
while at the Chica- 
go Convention. 


White kid, two strap— : — — 
16/8 Full Louis Heel. 
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api LES FOR SPRING he 















































We want you to be sure to see this 
line while in Chicago and take this 
opportunity to cordially invite you 


to visit Booths 103 and 104. 


Cocoa Calf, Fan Tongue, one 
strap, Colonial—16/8, Full 
Louis Heel. 


IN OUR BOOTHS 


Buford H. Jones 
Charles R. Thomson 
Fred M. Johnson 

F. L. Barnes 

John Hartman 

G. W. Murfitt 


Sage 7 Peter's White Reignskin one 
strap, Patent Leather trimmed, 
Rees Fre 14/8, Leather Heel. 
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KNKAANAANAANANAANANANMNNNNNNNN NNN 


BOOTH 102 AT THE N. S. R. A.|C 
A STRONG ATTRACTION FOR YOU.|M 


“THE THREE STRAP” 








astle Kid, 9 Inch Whole 

ather Louis Heel... ‘es 

Same in Brown Castle Kid. .83.50 
es: A, 5-8; B, 4%-8; CO, 4-8. 


BANCROFT WALKER COMPAN 


SSNS AANA NNN NNN MN NNT ENE NHN 














. 


U, 


or 


1y 
ts 
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|convENTION WILL HAVE 
MAKE IT A POINT TO CALL THERE. 








STYLES. 


DELIVERIES AT ONCE 


women retail readily at prices 
Shoes from stock can be had 
width or any number of widths at 
from our customers have con- 
necessary. 








NET 30 DAYS- 


MAKERS OF SMART 43 Wormwood St., BOSTON 











BOOT AND SHOE RECORDER December 31, 1921 




















STOCK DAILY 
STYLES = DELIVERIES 











Price $5.25 


B-538—Winsor Last. Our Mirror Patent Oxford. 
Light Weight Construction. Flexible Sole. AA- 
D. Code Word—Crystal. 


B-548—Same shoe as above in Gun Metal Calf. 
Code Word—Comet. 


Stock No. 861—Bal, Tony 
red Calf. Perforated 


; ee: Fancy center 
Stock No. 103—Women's Gallun’s No. 4 Tan Nor- perforation in tip. Goodyear “Wingfoot” rubber heel. 
ot) per. Oxford. Square swing tip. 10/8 heel. Last, “Vogue” last. Heavy single sole. Price $6.00 
135; Code, Apple; Widths, -D. Price $5.50 feosk No. a like No. 861, P & V No. 104. 
Stock No. 104—Women’s Black Norwegian Oxford en Gestyens Wineheet” een ee tee 
Sizes as above. Price $5.50 single sole. On “Our Advice” last. Price $6.00 


Be sure and see the new creations in the “Crawford” line as shown at the Palmer 
House, Chicago, during the N. S. R. A. Convention, January 9-12. 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 





BOSTON—207 Essex Street 























R 
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goood A. Complete Lines: 
of White “Eve Cloth” Welts 
and Turns to Retail at $5.°° 


Be Hohe oho oe oka he ade oe ake ake ade oe age 





_} 


CECE LLL LLL LL ne 


No. 702—White “Eve Cloth” Turn One Strap, 
10/8 Covered Military Heel. On our 61 Last. 


Price $2.85 


No. 787—White “Eve Cloth,” Goodyear Welt 
Oxford, White Ivory Welt, Natural Sole, 12/8 
White Enamel Heel. On our 69X Last. 


Price $3.00 


These shoes, and our other new styles—in leather—to retail at five dollars, |: . 
will give you the opportunity to serve the public satisfactorily on an attrac-.' 
tive price basis. The shoes we offer.you to retail at five dollars conform to 
our approved standards of workmanship. 


~ 


We shall show a full line of E & M Novelties for Spring, 1922, including gray 
suede, brown kid, patent leather, black satin, in a great variety of patterns. 


See F. S. Marshall and C. L. Marks at Booth 424 


EMERY & MARSHALL CO: 
HAVERHILL, MASS. 


aE EE Ee ee ee ar 


She Mike ke Wie Wie ike kc Ne ke Ne weed weve dew we eae dae deo aoe wd Goo ok ok oe 
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The success of the Edwin Clapp 
Shoe and the reputation it has en- 
joyed for more than fifty years, could 
only be built upon the solid founda- 
tion of absolute integrity in manu- 
facture and service. 


Today we devote ourselves to the 
maintenance of that quality which 
has established our shoes so firmly 
in the confidence of trade and 
public 





QSAR. PRSMRMGWAG PA DA, FR BR DS 


Ss 


We hope you are coming to the 
exposition at Chicago, and most 
cordially invite you to make 
your headquarters at 


BOOTH 108 
in the Coliseum 




















WDIVDVIPYVPRPA DAI FRPRFRHPY 


con 1. Y 
> EDWIN CLAPP &SON, Inc. 





be ot i}... 
eafeen® Mw? . 
f, (\\ *, os 
5 
(Ss 


EAST WEY MOUTH ea 
MASSACHUSETTS E 
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DISTINCTIVE SHOES 
FOR MEN 


BROCKTON MADE 


(UNION STAMP) 


Our shoes represent great values. Sales are steady 
to the best trade. Fifty-five weeks’ speedy produc- 
tion has been required to get our volume business 
through. One hundred and ten weeks without a 
shut-down is strong evidence that our line is right. 


HERE’S OUR MERCER 


RUSSIA CALF COLLEGE BAL 





Mr. Joe Holmes and 
Mr. Doyle are now 
calling on large 
wholesalers. If not 
now our customer, 
and you are _ inter- 
ested, wire at our ex- 
pense for appoint- 
ment. 


We will exhibit at 
N. S. R. A. Conven- 
tion and Style Show 
at Chicago, January 
9.12. 











WE’RE STRONG FOR THEM 


Jobbers seeking shoes that will enable them to make a hit 
with the headliners of big cities and towns will profit by tak- 
ing our line on. 


WALL-DOYLE & DALY, Ine. 


MAKERS OF RETAIL QUALITY MEN’S SHOES FOR THE JOBBING TRADE 


BROCKTON, MASS. 


BOSTON SALESROOM, 207 ESSEX STREET 
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99 
ar “Hand E ae 


Chicago Conven- 


on ton ary 
DELIVERIES ae 


THE BEST BET FOR 
A QUICK TURNOVER 




















































No. 137—Gun Metal Calf byw / ris so S oe s 
Mo, 180-—suiver Cloth ““Vinewst” One Strap, 10/8 Lout Braye, Bustle, Cuban Mee, AA, 20; 4, 38; 8, 39) 
— Wiethe AA, 8; A, 996 S, & 87.008 No. 135—Black Patent Leather Shirley Three Strap, Brass 


PeepeererrerrTTe Tritt t it BO ee ee a a 
©, 2-8. Price 





“i 4 


“Every Shoe: Ss, 
Suet Builder’ 





No. 131—Black Patent Leather Three Strap with Black 4 
Suede Saddle, Junior Louis Heel, Diamond Perforation on 
Vamp. AA, 4-8; A, 3-8; B, 214-8; ©, 2-8. Price. .$6.00 
No, 132—Black Suede Three Strap with Black Patent 
Leather Saddle, Diamond Perforation on Vamp, Junior Louis 

$7.00 


Heel. Sizes as above. Price.........seeececevees No. 138—Squirrel Gray Suede Cu Strap, Faull 
Louis Heei. AA» 4-8; i, 3-8; B, ves; Cc, 2-8. 


* Déliveries January 15th. 
Ne, 139—Same as above with Junior Louis Heel. $a56 


Deliveries January 15th. 





These styles are the most in demand. Each one will 
be found a producer of profitable trade for you. To 
omit any one of these models from your stock would 
be a mistake. We suggest an assorted order today. 
a  ) Saee Se The very best materials and workmanship are clearly 
Price 


No iai—inck kid) G. 8, One Si Stuy ‘Peroated Seep revealed in these values. Buy what the other fellow 


5 ee gO oe Pree. ..-e686 doesn’t have. Order early—now. 


HopKINS AND ELLIS HAVERHILL, MAss. 
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Real Shoe Value 





a 


Right Prices 


Style No. 1544. 
Pa 







Style No. 2668. 
Aberdeen Last. Tony 
Red Calf English Blu- 
cher Oxford. 8. 8. 
Goodyear Wingfoot 
Rubber Heel. 


See Our Display 
First Regiment Armory Space 423 
“NYS. R. A. Convention 
Chicago, January 9-12 


Every pair sold makes a 
satisfied customer. No 
complaints. No explana- 
tions. They come back 






for more. 

Style No. 1596. 
Haig Last, No. 59 
Spartan Calf Oxford, 
Wisgfoot Rabber Heal, 

BOSTON { 
sed alin “* POOLE & J OHNSTON, Inc. 
433 MARBRIDGE BLDG. BROCKTON, MASS. 

CHICAGO (Campello Station) 





407 SECURITY BLDG. 
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“WORTH WAILE”’ 











Mahogany Calf Bal 
Copley Last 
A-E 


With Goodyear Wingfoot 
Rubber Heel 


Price $4. 7 5 


NOT IN STOCK 
MADE TO ORDER 
FOUR WEEKS DELIVERY 








All materials are selected with 
care and by economical methods 
of manufacture we produce high 
quality men’s footwear at mod- 
erate prices. 


We shall exhibit at the 11th 
Annual Convention and Ex- 
position of the N.S. R. A. in 
Chicago, January 9-12. 


DOHERTY 
AVON. 
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MEN’S STYLES 


You will find that our line is 
abreast of the times in style, and 
fills the requirements of trade 
and public for _ substantial 


values. 


Fred Doherty will be in 
charge at Chicago, Booth 
No. 107. 


BROTHERS 
Mass. 











Brown Kid Blucher 
Rex Last 
A-E 


With Goodyear Wingfoot 
Rubber Heels 


Price $4. 75 


NOT IN STOCK 
MADE TO ORDER 
FOUR WEEKS DELIVERY 
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Two National Favorites 





B. L. C. 


Van 
DyKe 


The Approved Brown 
Shade 











HEN you order 

shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 








B. L.C. 


Van 
Ruba 


Boarded Red—Flat 


Grain 








AN DYKE’’ 

calf and ‘‘Van 
Ruba” calf are among 
the 1o BARNET 
LEATHER CO., 
Inc., specialties in 
high grade leathers. 





BARNET LEATHER CO., Inc. 


Headquarters 
81 Fulton Street, New York, N. Y. Booth No. 217 


Tanneries: Little Falls, N. Y. 
N. E. Selling Agent 


See Our Exhibit 


N.S. R. A. 
Convention and 


Exposition 


BARNET LEATHER CO., INC., OF MASS. January 9-10-11-12 
98-100 South St.. Boston, Mass. 1922 
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Spatwear by Whittredge is 
active merchandise—it means 
money in hand for those who } 
market it. 


Write for particulars of 
our Brogue Spat made 


especially for low heeled 
shoes. i} 


Our two-strap buckled spat is a real leader. It 
is made in three grades of Kersey with Oxi- 
dized buckles and calfskin or patent leather 


straps. Adjustable and ornamental tops. A a i wt a 

§ oot net a joccasin with Korry me itso. 

distinctive spat for a distinctive dresser. | Outsole Goodyear Stitched to Flexible Middle Sole. 

Light and Extremely Flexible. Ideal Play and School 
Samples sent upon request. Prompt deliveries assured. Shoe for Misses and Children. All Colors. 
SEASONABLE GOODS AT RELIABLE PRICES. Ss fs? he ee 
Sizes 12- 2 Price 3.00 


[C. R. WHITTREDGE & CO. COLLYER MOCCASIN CO. 


245 BURRILL STREET, SWAMPSCOTT, MASS. 245 Burrill Street - «= Swampscott, Mass. 
| 


LEATHER PUMP STRAPS 





During the past year, hundreds of 
merchants throughout the country 
converted dead styles into active stock 
by attaching pump straps. 


; The House of Whittredge gave one 
- JIN STOCK hundred per cent service to its cus- 
tomers by suppling their needs as 
specified in consideration of both qual- 
ie Beewn ond Bink Gace ity of the straps and delivery. . 
Write for samples and prices 

We again will be prepared to furnish 
the same service on Leather Pump 
Straps in Black‘and ALL Colors. 


Also made to order in Brown and Black 
Kid. 
We assure you service and prompt re- 


sponse to inquiries. , , 
” Write us your requirements early. 


C. R. WHITTREDGE & CO. | |  G. R. WHITTREDGE & CO. 
245 BURRILL ST. SWAMPSCOTT, MASS. i] 245 Burrill Street, 
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IN STOCK! 


UP-TO-THE-MINUTE 
NOVELTY TURN 
SLIPPERS 


~ 
— 













No. 701 






No. 600 


Satin, One Strap. Dainty Black Kid, 
Full Louis Heel Gee Sete Junior Louis 


Price $3.30 Price $3.30 





Carefully Note the Following 


No, 600, Black Satin 1 Strap FULL LOUIS wood covered heel. .Price $3.30 — WHI I E FOOTWEAR— 


No. 601, Black Satin 1 Strap Junior Louis wood covered heel. .Price $3.30 
No. 700, B'ack Kid 1 Strap FULL LOUIS wood covered heel. .Price $3.39 
No. 701, Black Kid 1 Strap Junior Louis wood covered heel..Price $3.30 


No. 800, Patent Chrome 1 Strap FULL LOUIS wood covered heel. Price $3.50 . 
No. 801, Pat. Chrome 1 Strap Junior Louis heel, wood covered.Price $3.50 We make a full line of Canvas Shoes 
A to D—2% to 8 in all Styles on Orders. These Shoes 

Terms 2% off 10 days. ‘ 
in Stock after January Ist, or on Orders 


SPECIFICATIONS 
High grade satin, Fine grade kid, Full chrome, patent leather, Silk cord. 
Solid leather grain counters. Leather sock and quarter linings. 


now, in three weeks’ delivery. 


No. 200—White Sea Island Duck, Turn 










No. 500 One Strap, Full Louis Covered Heel. 
et ee ten hel Fa sos c seweewescesess eas $2.40 
Louis Heel 

Price $3.70 No. 201—White Sea Island Duck, 


No. 501 Turn One Strap, Junior Louis Covered 
Same in Junior Louis Heel Heel. 


Price $3.70 SEE theives tee. ees ote we eee $2.40 


Pure Sea Island Duck, Fine Quality, 
Leather Quarter and Sock Lining, 
Guaranteed Counter, High-Grade Sole, 
Pearl Button. 
Sizes 214-8. Widths A-D. 
Not less than 12 pairs. 
Sample Pairs, 20 cents extra. 
Not Returnable. 


Prices subject to change without notice. 















No. 161 

Black Kid Turn 
Comfort Oxford, 
Wingfoot Rrbber Heel 


SPECIAL—Limited amount in Stock of this number. . 
If oversold can make 3 weeks delivery. 
Genuine Fine Grain Kid, Leather Quarter Lining, Cushion HA | I ; 
Sock Lining, Solid Leather Grain Counter, Eight Iron 
High Grade Sole, 10/8 Heel, 
Sizes 3-8, Widths C-D-E MASS 
e 


Price $2.35 
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GLOVE -GRIP..SHOB@ 











Our booth at the Milwaukee Convention and Style Show of last year is 
shown above. Hundreds of shoemen were impressed by this broadside 
display of Arnold’s Glove-Grip Shoes for Men and Women. A far more 
attractive showing of this popular footwear will be made at the Chicago 
Convention January 9 to 12 in Booths 87 to 89. We bid you welcome! 
The merchant who is in on this line commands the best trade in his terri- 
tory. He can speed up turnover. We make this possible through close 
sales co-operation. Arnold Glove-Grip Shoes are extensively advertised 
in the Saturday Evening Post. Electros of our National Advertising are 
furnished dealers free. Other sales aid is given in the form of display 
material. He can increase his profits. The shoes move readily at prices 
assuring the widest margin. What has been done can be done by any 
merchant eager to capitalize the desire of the public for footwear provid- 
ing unexcelled style and fitting quality. 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 











—— 
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C & C Tony Red Raglan Blu. 
Oxford. Wing Tip. Ultra Last. 


We are exhibiting 
at the N. S. R. A. 
style show. Booth 
No. 425. 


Black Gun Metal Lace Oxford. Pinked and 


No, 45—Russia Calf Lace Oxford. Fitted 
Perforated. Heavy Single Sole. Marne Last. 


two double rows. Heavy Single Sole. Good- 
year Wingfoot Rubber Heel. Prise Last. 


The above styles, among others, will be on display at our booth, No. 
425 at the Chicago Convention. Our representative in charge will be 
glad to show our complete line. 


Richards & Brennan Co. 


Shoes for Young Men and Men Who Keep Young 


Randolph, Mass. 





Boston Office Minneapolis Office N. Y. Ofhce 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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No, 4—Russia Calf Lace Oxford. 
ated Vamp, Tip and Lace Stay. “4 
Single Sole. Berkeley Last. 





We are exhibiting 
at the N. S. R. A. 
style show. Booth 
No. 425. 


Havana Brown Vici Blu. Oxford. ney Gallun’s No. 11 Russia ant. No. 10 


Single Sole. Goodyear Wingfoot Rubber Hee! Lace Oxford. Stub Wing Pink 
“Composite” Last. | eee Heavy Single , ™ ee 


The progressive merchant who demands in his merchandise high-grade 
material, snappy lasts of fine fitting qualities, and up-to-date syles, will 
~ find these qualities admirably carried out in BRENNAN “Shoes for 


Young Men and Men Who Keep Young.” 


Richards & Brennan Co. 


Shoes for Young Men and Men Who Keep Young 


Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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Decidedly Brockton Shoes 





This is an exact cut of our factory at Brockton, where we are making more 
than two thousand pairs of shoes daily. We believe that our shoes represent greater 
value at popular prices than any shoes manufactured in this district. 


We have increased our production 50% during the last year, when business 
depression has been severely felt in other lines. 


Our style, quality, Brockton workmanship and lowest prices have placed our 
shoes with some of the best merchants selling men’s and women’s welt shoes. 


Think this over, Mr. Retailer: A sale of a pair of our shoes makes a customer 
for life. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 
Makers of Welt Shoes to Retail for $5.00—$6.00 


Boston Office, 117 Lincoln St. Philadelphia Office, 411 Forrest Bldg. 
Chicago Office, 209 Security Bldg. New York Office, 303 Fifth Ave. 
Detroit Office, 213 Bowles Bldg. 


Ce Se ocean ini tit 


eM 
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Rubber Heels 
ATTACHED 


IN 
STOCK 








No. 2005 
Vanguard Last 
104 Lotus Calf 
Leather Counter 

Plump Single Sole 

n Stoc! 
Sizes 5%-10 

Widths B, C. D 
Price $4.75 

Ready January 5 


No. 2006 
Paris Last 
Tony Red Calf 
In Stock 
Sizes 5%-10 
Widths B. % D 
i 


Price . 
Ready January 5 





ojo 
i) 


STOCK 






No. D-533 
Elite Last 
» Tony p Calf by 
range ngs. ry 
This Shoe Once. You 
Will Come Back. 


Sport Last 
The Oxford That Will 
Sell Extensively This 
Spring. Not in Stock. 


STONE TARLOW COMPANY 


BROCKTON, MASS. 
See US at the LA SALLE HOTEL during the N. S. R. A. CONVENTION at CHICAGO 














i 











HILE the styles shown here 

are peculiarly interesting be- 
cause of-pronounced features of 
beauty, the balance-of our line for 
the coming season reveals many 
models which should be interesting 
to the trade. 


This one-button turn in Patent 
Leather, trimmed with gray suede, 
or the new Nude suede, 1s a true in- 
dex of our values, and is all-sufficient 
to gratify the growing demand for 
snappy styles. 
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WOMEN’S TURNS). 
ELEGANCE ANDE- 
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QUANTITY PRODUCERSPpF 


BOSTON OFFICE: §110 
THE W & D LINE IS FEATURED IN #HE C 
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\9OF MARKED 
[DEX CELLENCE 





CCASIONALLY a rare piece 
of shoemaking greets the eye 
and gains the admiration of the “pro- 
fession.” We speak of shoe buying 
and merchandising as a profession ~ 
for we realize it has emerged from a 
hit-or-miss practice into a science. 


The thought which occurs to,us 1s: 
W ere the rare pieces of shoemaking 
which earned indorsement in the 
past, such precise expressions of 
style tendencies as this Patent Leath- 
er one-strap, with its Full Louts heel 
and Oxidized Silver ornament? 


- 


3|cO., HAVERHILL, MASS. 


RSHF QUALITY SHOES 


cE: §110 LINCOLN STREET 
D IN FHE CHICAGO MARKET BY HARPER KIRSCHTEN SHOE CO. 


QL 
TD 
NO 

~~ 


ROQVIQDIAUIUIYUIDYUDYUDYDYWDYN 
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The ‘Famous 


Weber 


Shoe forNen 


HEN you quote Weber 
Union Made Men's 


Shoes to retail at $5-$9 you 
quote price in complete con- 
sideration of worth. 


Our Chicago representative 

will display our line during the 

Convention at Room 500, 

Majestic Hotel. 

WEBER B 
NORTIH 


New York Office, H. Harris, 
1328 Broadway Marbridge Bidg. 





No. 963 


Wine Shell Cordovan Oxford. 
Medium English Last. 
Blucher or Bal Style. 

Goodyear Wingfoot Heel. 


ROS SHOE GO. 


ADAMS, MASS 








Men’s Golf Oxford 


PRICE $5.50 


This shoe is 


made of Tan or 


Smoked Horse with Tony Red or 
Brown Calf combinations. 


IS NOT CARRIED IN STOCK 


but is made to 


order on three weeks’ 


deliveries 


Carries Neolin Sport Sole and Wingfoot Heel 


Craig-Reed & Emerson, Inc. 


We Are Large Users of Goodyear 
Wingfoot Rubber Heels 


Factory, Brockton, Mass. 
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Bigger Advance Orders Than Ever 


for our 


, AOS See LL. 8 At a SS 


MARY JANES! 


There are no MARY 
JANES like Lyons and 


Hershenson Patent 


Leather MARY JANES. 


Everybody who has sold them realizes 
this fact. 


More and more demands come to us for 
them every year. 


: The secret of their Setiaiilineny value is 
To Avoid Delay and 
icneniinan its that we specialize on MARY JANES that 
Earnestly Advise You look well, wear well and sell well at pop- 
to ular prices. 


PLACE YOUR 
ORDER AT ONCE. Ask Your Wholesaler for Prices 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 
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These Oxfords Beat The World 


at 


*2.75 








Goodyear Welts 


Made from fine Mahogany Side Leather with splendid 


leather soles and rubber heels. 


The styles tell their own story. 


You Can Beat All Competition on These Shoes— 
and Profit Big 


Write your Wholesaler today for samples. If he cannot 
supply you, write us and we will have our nearest jobber 
get in touch with you. 


Globe Shoe Company 


Women’s Welts and White Canvas McKays 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 
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Facts concerning, the 
ounterpar{ of Sood shiso 





MOUSAM 
COUNTERS 


utwear the Shoe 














December 31, 1921 BOOT AND SHOE RECORDER 





price. But it isn’t price that sells them. It is the uni- 
form quality which shoe manufacturers have come 
to accept as the standard. 


O> advantage of Mousam Counters is their favorable 


Mousam Counters are standard equipment on many of the 
finest shoes made. 


They are standard in price—standard in quality. They are 
favored by shoe manufacturers and merchants for their uni- 
formity—their style—their fit—and their service. 


Can you think of any clearer proof of quality than the 
Mousam Pledge: 


GUARANTEED TO OUTWEAR THE SHOE 


ROGERS FIBRE COMPANY 


MOUSAM DIVISION 
121 BEACH STREET BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS MILWAUKEE 
1024 Filbert Street John C. Rupp Co. Dennott & Prince Fred. A. Hollis 
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BY 
THESE 
THREE 

TRADE-MARKS 


WALK-OVER 
SHOES 
ARE KNOWN 
THE 
et WORLD 
TRADE HARK REGUS “AT 0 OVER TRADE MARK REG.U S. PAT OFF. 


Walk- Over 


TRACE MARK REG. U.S. PAT. OFF. 














The WALK-OVER Man is conceded by trade papers and trade-mark 
authorities to be the most valuable shoe trade-mark in the world. 


The WALK-OVER Woman is fast attaining the same publicity and value. 


The WALK-OVER Man trade-mark was first used and registered in 


1900. Since then over $2,000,000. have been spent in making it 
familiar to the world. 





{t stands for integrity in business, skill in workmanship, and quality 
in merchandise. 


Sample Rooms at Morrison Hotel during pattie Convention. 


GEO. JE. KEITH COMPANY 


OES FOR MEN AND WOMEN 
gts LO, F aaeiciian, Mass., U.S. A. 
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S|FE our lime at 
Booth 432 in 




















the Armory, or 


in Room 1 at the . 


Palmer House, dur- 
ing the N.S. R. A. 
Convention and Ex- 
position at Chicago, 
January 9=10=11-12. 


ALDEN, WALKER & WILDE, Inc. 
East Weymouth, Mass. 




















SS Re 





BOOT AND SHOE RECORDER December 31, 1921 





Always Smiling! 


She Wears 
Collins & Staples 
Slippers 





The shoes on her feet and the two 
styles illustrated are white Polar 
Cloth turns. They typify our 
whole line. of white footwear, 
which is long and strong, for 1922. 
In addition to our white novelty 
styles, we are showing a broad and 
beautiful line of turn shoes in 
leather and satin. 

Gene Ricker is in charge of our 

Boston office. Geo. H. Lewis, our 


Southern salesmen, has _head- 
quarters at Atlanta, Ga. 


Collins & Staples 


HAVERHILL, MASS. 


BOSTON OFFICE, 183 Essex Street, Room 306 
Address All Communications to the Factory at HAVERHILL 
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Trade Mark 


























Great News for the Buyer 
of Felt Footwear 


We are pleased to announce to the trade that 
we have finally perfected a new 


Flexible Leather Sole 


which we are now using on all. of our goods. 
This sole is as flexible as a turn but much 
more durable. We feel that we will now be 
able to produce a slipper above your expecta- 
tions and at a price below what you have 
figured on. 

Considering the fact that we have always pro- 
duced the best, at a price, this added feature 
at mo extra cost to you, should be an incentive 
to you to inspect our line before placing any 
orders. 

Call on us during your next visit to Boston 
and look over our new extensive line of 


Felt Juliets, Everetts, Romeos 

made with various Plush trimmings and rib- 
bons. 
We also make a strong line of Men’s and 
Women’s Leather Everetts, Romeos, Straps 
and Boudoirs, all with the new FLEXIBLE 
SOLE. 


A. R. HYDE and SONS CO. 
EAST CAMBRIDGE, MASS. 
Boston Office: 106 Albany Bldg. Opposite U. S. Hotel. 
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A Leather 
That is “‘Style”’ in Itself! 


new smart last with WEILDA Calf to emphasize 
its graceful and dainty lines will endow your 
models with that Beauty and Style for which women 


are forever seeking. 


The joy that your-women-customers take in fashion- 
ably—and well-clad feet and ankles—the satisfaction 
that they feel in knowing that their shoes develop to re 
the fullest the latent “‘style-ability’’ of the feminine wo 
foot—are theirs the moment that | gw ; 
you fit their feet into comfortable, aw 
conforming, stylish models made \\) 


of WEILDA Calf. 








Leathers are 
Reliable 
Leathers” 














21 
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\\ 
“Don’t Say Suede Calf oe 


Say WEILDA”’ 


is obtainable in luxurious WEILDA 


Calf, for it is available in a wide range of approved 
colors. Dainty and delicate in coloring and finish, but 


sturdy as to wear—that is WEILDA Calf. Tell your 
manufacturers that you want WEILDA Calf in those 
models designed for your stylish, discriminating trade 
—they will be glad to use it, and you will be glad that 
they did. Pace 










Aion any dainty fashion effect se 





A.C. LAWRENCE LEATHER COMPANY 
161 SOUTH ST., BOSTON, MASS. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
CINCINNATI ROCHESTER MILWAUKEE 


93 
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“CT heir Sale Knows No Seasons” 








No. 10—Women’s and Girls’ Black Cabretta 
Boudoir, Silk Floss Pom Pom, Flexible Turn 
Sole, Leather Heel, Quilted Sock. Also Red and 
Tan, Widths C and D, 
No. 100—Same in Kid. 

in Quilted Satin, All Colors. 


ma 


40. 13—Men’s and Boys’ Havana Brown Kid 
Opera, Tan Kid Ornament, Full Leather Lined. 
No. 132—Same in Tan Kid with Havana Brown 
Ornament. 

No. 133—Same in Black Kid with Grey Orna- 
ment. 


No. G61—Black Cabretta One Strap, Comfort 
‘oe, Grey Suede Lining and Sock, Leather Heel. 
Widths B, C, D and BE. Also made with Opera 
Toe. 


No. 5S—Plain Toe Kid Oxford, Grey Suede 
Lining and Cushion Sock, Catspaw Rubber Heel, 
flexible Sole. Widths B, C, D and E. 








ASIEPHIT Comfort 

Shoes and Slippers are 
completely staple and are 
worn all the year round. 
Consequently 


‘Their Sale Knows No 
Seasons’? 


The Easiephit Line consists 
of women’s comfort shoes 
and of men’s, boys’, women’s 
and girls’ house slippers. 
They make up a beautiful 
line and are noted for their 
trimness and wear. 


There is nothing more com- 
fotable than a shoe or slipper 
made from soft, mellow kid. 


Look to Abbott for Comfort 
House Shoes and Slippers for 
the W hole Family. 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 


NORTH READING, MASS. 


BOSTON OFFICE: 207 ESSEX ST. 
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EVE CLOTH 


THE IDEAL 
WHITE SHOE CLOTH | “ 


CE soot 
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“Why Shoes Wear Out’ 


Much food for thought is contained in an article under the above caption, 
published in the Boot and Shoe Recorder of May 14, 1921. 
WE QUOTE 


“The average step is 26 inches. This means 2437 steps to the mile, or 12,175 
in a five mile day. 


. rson weighing 160 pounds in a day has pounded into his shoes 974 tons 
and 1660 pounds of meat, bone and troubles.” 


So far as it affects the upper of a shoe, the initial impulse of this tremendous 
force is applied directly on the lining. There’s where all the direct friction comes, 
not to mention the disintegrating force of almost innumerable blows. 


What Wonder That Shoe Linings Wear Out! 


How futile to hope for service from cloths which have been built with no thought 
of the brutal treatment they are dooméd to endure when used for this purpose! 


How urgent the need for cloths which are built from the beginning to be shoe- 
linings, and according to a plan which is calculated to offer the greatest resistance 


to this peculiar kind of wear! 


HOLBROOK 


LININGS 


are built in this manner: built with the purpose of extracting from every fibre of 
cotton employed the greatest possible measure of efficiency or wearing value. 


Even the most casual consideration of this subject must make evident the fact that 
WEARING VALUE 
is the only thing which gives a shoe lining any value. 


BETTER LININGS FOR LESS MONEY 








DOUBLETWILL HM Ovazouw FM TWIN-DRILL | 
SHOE LINING & SHOE LINING | SHOE LINING 


“DOUBLETWILL” Shoe lining is a “WEAR WELL” Shoe linings are as “TWIN-D iE 

better lining than has heretofore been sound as nuts. In them internal fric- alacant ati We kd ph nf 
offered. Its beauty commends it to the tion is reduced to a minimum and their ability, which fits in eminently for use 
eye of the fastidious, and its mechan- resistance to foot-wear, measured by in shoes which, on account of price 
stood, is so 9bvious that Yea superior of'eloch used Yor this purpose, im aston liming ‘ae 'pGubietwin==” © SUPSFD & 
8 § r of cloth wu rt . iton- . - 

wearing qualities are no mystery. ishing. be dbo _ crete Bl en: 4 


RIGHT CONSTRUCTION Propuces MAXIMUM EFFICIENCY 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO., BOSTON 
- : tu . om . ak: 4 : wid eet 








jee. 
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TRADE MARK REGISTERED 




















“Elizabeth” 











RUBBER FOOTWEAR FOR 1922 


The “Elizabeth” last shown above is rep- 
resentative of our line for the coming year. 


, Individuality and Workmanship are em- 
phasized in every number. 


1922 CATALOGUE ON REQUEST 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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——SHOE ORNAMENTS 

















embrace the newest ideas in shoe decoration. The line is so varied, 
every taste can be satisfied. Our manufacturing facilities enable us 
to produce the most effective things at prices which place the highest 
grade goods in the hands of the trade on an attractive price basis. 


NEW TASSEL ORNAMENT 


Style No. 6886 shown above wins the favor of the ladies everywhere. 
This beaded tassel ornament has a loop on the back which slides over 
the strap, securely attaching the tassel thereto and completely conceal- 
ing the button. The same ornament without the tassel is very attractive 
and a big seller. 


“TWINKLE” STRAP PENDANT 


Style No. 6827 illustrated helps sales and plumps profits. The glistening 
pendants are attached to a decorated collar, thus converting the plain 
strap into a beautiful feature of the shoe. This is a new “Dalco” crea- 
tion which is helping the trade to “get more shoes sold right.” 


Many other novelties are shown in our new folder, just off the 
press. Send for your copy ‘ 


Dalrymple-Pulsifer Co. 











HAVERHILL, MASS. 


MAKERS OF SHOE ORNAMENTS FOR WORLD TRADE 
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C.H.ALDEN CO 
VG 


U.s.% 











C ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° oO o ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


° ° ° o oO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


























This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


See our exhibit Booth 433, N. S. R. A. Convention 
and Exposition, Chicago, Jan, 9, 10, 11, 12, 1922. 
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EXTRA QUALITY SHOES FOR MEN 





Quality Maintained is 
the Basis of True Success 





We Are Looking Forward 
To Meeting You at ae 


Old Friends—and New 


Our comprehensive display 
of both staple and new 
styles will prove interesting 
to our Dealer Agents— 
especially to any who have 
not completed their order- 
ing for Spring. 


Our exhibit will afford also 
a most timely opportunity 
to those who have never seen 
a complete showing of F. S. 
& U. styles, of inspecting 
them under the most con- 
venient circumstances. A 
hearty welcome will be af- 
forded one and all. 


FRENCH, SHRINER and URNER 


63 MELCHER STREET 


BOSTON, MASS. 





The DERBY 


Booth 106 
N. S. R. A. 


Convention 
and 
Exposition 
CHICAGO 
Jan. 9-10-11 and 12, 
1922 





EXTRA QUALITY 


SHOES FOR MEN 











come | 








to aaicanatcallmlllmllimt 
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NEW SPORT MODELS 


IN WHITE BUCK AND PATENT LEATHER 
VAUGHAN’S ‘IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY'SEWED SHOES 








TWO FACTORIES~CAPACITY 
5500 PAIRS DAILY 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS | 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET , 195 ESSEX STREET 
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ARMORTRED |: : 


YoHeel ShatAdds/A. CA zetsheireg So ‘ian Mink | 






































ARMORTRED HEELS 


are not only extra good, but also 
extra good looking. 


They add character to the 
shoes that bear them. 


Have You Seen Our New Golf Sole 


It adds to the appearance of a sport shoe just 
as ARMORTRED Heels add a finishing 


touch to dress shoes. 


Quabaug Rubber Co. North Brookfield, Mass. 
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J|S. ROSENBERG 33; 


> “The King of Jobs” 





Makes 
; The Largest Purchases for CASH | 


S. ROSENBERG :2¢ 


“The King of Jobs”’ 

















Therefore Makes 
ul The Lowest Prices for SHOES | 





“ RE ee. 


MASS. 


ROSENBERG 
to save you 15% to 30% 
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Those E. C. Skuffers 


Spring Styles 
Successful retail shoe merchants 
base much of their business on 
rapid turn-over. E. C. Skuffers 
turn quickly because they bring 
repeat sales. The demand: “An- 
other pair of those E. C. Skuffers” 
reacts every time favorably to the 
merchant. 


Brown Lotus Barefoot Sandal. 


Kacks, Infant's, Child's, 
Miss’s and Growing Girl's. 


Brown Lotus Outing Oxford. 
Infant's, Child's, Miss’s and 
Growing Girl's. 


Made in all leathers. Made in all leathers. 


Men's Brown Lotus Ventil- 
ated Oxford, also made in 


Gun Metal. Sizes 6-12. 


Brown Lotus Blucher Oxford. : 
Women's Brown Lotus 
Infant's, Child's, Miss's and Outing Oxford. 
Growing Girl's. Sizes 21-7. 
Mode im of leathem. Made in all leathers. 


If you are interested in increasing your turn-over, if you desire to 
build up regular patronage, ask your local wholesaler to submit samples 
and quotations. Shoes carried in stock by progressive wholesalers in 
all sections of the country. 


ENGLE-CONE SHOE COMPANY 


BOSTON OFFICE, 215 ESSEX ST. EAST BOSTON, MASS., U. S. A. 
“We Shoe the Entire Family” 
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MEET US AT 
THE CHICAGO CONVENTION 


Booth 273, Coliseum Annex, and see 


SOME LIVE ONES 


Note: Mr. D. F. Quigley and Mr. J. P. Smith will also 
have samples at 


THE PALMER HOUSE Hi Gear Last 
JAN. 6 TO JAN. 12 


CONRAD SHOE CO., Brockton, Mass. 
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Bates Spring Models 
with “‘Snap”’ 
HE keynote of successful men’s 


shoe retailing today, and for many 
months to come, is— 
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Real style at 
reasonable prices 
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Bates Shoes are notably that, and a 
great many of the best-known dealers in 
the country are demonstrating it. 
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Maximum of style and value, at attractive 
prices, is the one big sales influence that is 


pulling customers to stores. 

Note the “snap” of the two new Bates Spring 
models shown here. Also note their specifica- 
tions. 

These and the other Bates Specials are shoes 
that sell, and sell readily, in live shoe stores. 


Bates Men’s shoes, remember, are made of the 
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bead 


finest leathers 
obtainable today, 
including Tony 
Red, Tony Black, 
Rambler. Red and 
Brown Lotus Calf. 


Bates prices 
please dealers and 
make pleasant 
prices for wearers. 





Bates Shoes 
at Chicago 


N Booth No. 4, near 

the main entrance to 
the Coliseum, where 
Chicago will entertain 
the great convention of 
the National Shoe Re- 
tailers’ Association in 
January, Bates Shoes 
will be attractively 
shown. All the new 
Spring models and the 
entire line as carried in 
stock will be on display, 
with representatives of 
our Executive and Sales 
Departments in charge. 






Bates 
known for its completeness 
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New Ideas for 
Spring 





In-Stock Service is 


step saddle. 


heel. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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Dark Tan Calf 


(Made with wing tip and 
instep saddle of same 
leather. Rubber heel. 
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Black Russia Calf 
Made with dark tan in- 


casin pattern. 


ee 
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LADIES’ STOCK OXFORDS 


READY FOR IMMEDIATE SHIPMENT 


STOCK No. 411 
PRICE $5.50 


Barnet’s Vanadium Black Calf ox- 
ford. “Wellesley” last. Perforated 
vamp, foxing, lace and cap with cen- 
ter punch. Invisible eyelets. 12/8 
inch heel. 


ORDER TO-DAY 


Sizes: AAA, 5-814; AA, 414-8; A, 
4-8; B, C, D, 3-8. 


Visit Our Exhibit, Booth No. L1O—N. S. R. A. Convention and 
Exposition, January 9 to 12. Welcome to our office, No. 402 Lees 
Building, Chicago. 

STOCK No. 404 


PRICE $6.50 


Gallun’s No..4 Tan Viking 
Calf, Grace Last No. G, Per- 
forated Lace, Top, Vamp and 
Quarter, Wing Cap, With 
Center Punch, Invisible Eye- 
lets, 10 Iron Edge. 

ORDER TO-DAY 


Sizes: AA, 41% to 8; A, 4-8; 
B and C, 3-8; D, 3-7. 


RARAAPARVVVUNVIIRAANAININIA. TIA AABAN III INN IOC 


Whitman & Keith Company 


Designers and Makers of Men’s and Women’s Fine Shoes 














New York Brockton, Mass. Chicago San Francisco 


Boston 
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BOSTONIANS 


Famous Shoes for Men. 








Go the country over and you'll find that the best trade 
know— 


BosTonIANS 


W hat they know about them has not been gained by 
hearsay, but by experience with— 


BosTONIANS 


The long list of regular customers on our books 
reveals a flattering degree of confidence in— 


BosTONIANS 
This confidence we have sought, this confidence we 
prize, and this confidence we will maintain because 
of our pride in— 


BosTONIANS 
Few lines of Goodyear VW elts for Men have the sales’ 
record of— 


BosTONIANS 


The line has been thoroughly tested and has always 
fulfilled expectations. 


- 


CoMMONWEALTH SHOE :& LEATHER Co. 


WHITMAN 
MASS. 
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(TG, 
LAN i Lincoln Shoes are the kind that boys like. That's why they 
: ‘ia Wem ; are such easy sellers at prices which mean liberal profits for the 
Hf} retail merchant. 
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Stock No. 3520—Boys’ Mahogany Side 
Bal, Perforated Vamp. Saetreas Vee Wiss- 
foot Rubber Heel, Bi e e enn 

Sizes 1-6; C, D and a Wide .Price $2.85 
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Price 82.85 
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Stock No. 3523—Little Men's oat Hel, 
Bide = Quarter Blucher, Wingfoot 

Single Sole, Goodyear Welt, Yale Toe. 
13%, ©, D and E Wide Price 
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ys’ Chrome Gun 
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Heel, * Penn Toe. 1-6; O, 
Price ‘sais 











ecm & TAPLEY Co. 


MANUFACTURERS 
DANVERS MASS. 
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ee QE BOSTON OFFICE, 111 LINCOLN ST. 
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BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 


IN STOCK | 
| 





| 
No, 534—Brute Last. No. 4 Nor- | 
wegian Brogue Bal, Square Wing, 
Rawhide Double Sole, Stitched Heel. 
A—7 to 11; B—6 to 11; OC and 
D—5 to 11. 


Price $6.65 


No. 424—As above in Black Nor- 
wegian. 


Price $6.65 
No. 544—Buddy Last. Brown 
Norway College Bal, Rawhide Double 


Sole. A—7 to 11; B—6 to 11 
Cc and D—5 to 11. 


Price $5.65 


No. 434—Same as above in Black 
Norway. 


Price $5.65 


No. 588—Brute Last. No. 4 
Norwegian Brogue Oxford, Square 
Wing, Rawhide Double Sole, Stitched 
Heel —7 to 11; B—6 to 11; 


© and D—5 to 11. 


Price $6.15 


No. 487—As above in Black Nor- 


wegian. 
Price $6.15 


No. 684—As above in Black Cor- 


dovan. 
Price $6.35 


NSSZZ-ZAVWW/.,<—T OQ YVWyMMMQZZ&S. 


ZONK 


No, 372—Patent C. 8. Oxford, Fen- 
way Last, Flexible Sole. AA—6% 
nd B—6 to 11; C and 


No. 467—As above in Black Ivory 
Calf. 


Price $5.25 


No, 230—Women’s Patent Colt Ox- 
ford (Dance Last), Imitation Turn, 
Flexible Sole. A—4 to 8; B, C 
and D—2¥% to 8. 


Price $5.00 


ee ee ee ee ee ee ee a ee ee ee eee ee ee eee eee eee eee eee eee eee eee eee eee eee eee 


No. 234—Stroller Last. Women’s 
P. C. Oxford, iu oe A—4 to 
; to 


Price $5.00 











—— 


THE DALTON COMPANY, Inc. 


» Makers of Fine Shoes 
BROCKTON MASSACHUSETTS 
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“MILLER” 


The Sale of Shoe Trees Should be Encouraged 


HOSE who do not use shoe trees are simply waiting for some one to prop- 
erly explain their advantages, and you will find your customers will ap- 
preciate your interest in the welfare of their shoes if you will acquaint them 
with “Miller” Shoe Trees. 
Suggest shoe trees to every customer. Tell them that trees will keep the 
shoes in their original shape without any stretching or distortion. - The little 
bunches of fibre which have been stretched or strained by wear come back to 
their original position as other portions of the shoe resume their normal loca- 
tion. When the shoes are worn again they will have the comfort of an old 
shoe, with the pleasing appearance of a new one. 
Briefly, shoe trees are a positive necessity in preserving the fit and appear- 
ance of shoes as well as a sure means of increasing their wear and comfort. 


If you have not seriously considered featuring “Miller” Shoe 


Trees and their possibilities for service and profit, won’t you 
request a catalog? 


Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 


SHOE TREES 
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a shoe lace that outwears 


by months ordinary laces 
stays tied and never looks shabby 


THE CORDO-HYDE PROCESS 


is exclusive and it is impossible to make a lace its equal 
without the “Cordo-Hyde” material and method of manu- 
facture. 





The counterfeits can resemble “Cordo-Hyde” somewhat 
in appearance—but not in service, and as proof of this 
we ask that you make the test in your own shoes. 


The shoes you sell will be better shoes if they are equipped with 
“Cordo-Hyde” Laces. 


The majority of manufacturers are willing to put “Cordo-Hyde” 
Laces in the shoes you order if you ask for them. 





Lace Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 


CLC 


ma 
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RICE. % HUTCHINS. INC. — U.S.A. 
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The Test of Business Usefulness 


The New Year Will Bring Out What Is Practical 
in Shoes, Service, Stores, Factories and Associations 


HE RECORDER wishes a full share of health 
and prosperity for 1922 to every man and 
woman who earns their livelihood in any 

branch of the boot and shoe and allied trades. 
To that great merchant body of readers whose 
service it is to distribute footwear to the public 
we wish an increased business for 1922. May the 
ambitions that you have at the beginning of the 
year be fully realized, and may each man come 
nearer getting what he rightfully earns. 

We earnestly hope that the retail shoe merchant 
will be able to get that return for the services he 
renders the public as befits the highly technical 
and trained work which he accomplishes. 

We fully believe that for the energetic, active, 
well-informed shoe merchant there is a bright 
outlook. We believe that the genuinely expert 
services of the retail shoe merchant are going to 
be better recognized. 

We believe that, in general, not only the value 
of the reputable shoe institutions is going to be 
more fully recognized, but that the rights of the 
merchant are to be acknowledged by public, press 
and politicians. 

We hope to see the year 1922 made a year of 
general betterment among all of our readers. The 
“forward step” is to be taken in the big National 
Shoe Retailers’ Convention, which, fortunately, 
has adopted a program and policy of “getting 
down to brass tacks.” This convention has a 
marvelous possibility for inspiration to the entire 
shoe craft. Bring 15,000 merchants and men of 
the industry under one roof and béfore you know 
it a spirit of helpfulness enters their minds 
and the future is made a little easier and a 


little better by the inter-contact which is theirs. 
The ways of business and style to-day are such 
that methods and merchandise good in Keokuk 
are equally as useful in Savannah or Mobile or 
Schenectady, in stores of corresponding sizes 
catering to a similar trade. The best and greatest 
thing that the convention can do is to gather up 
these practical ideas and present them in “open 
forum.” Happily, this is the method to be pur- 
sued at Chicago, and we urge every merchant of 
shoes to be there for this beneficial interchange. 
In looking ahead, the RECORDER itself promises 
great usefulness in the year to come. There have 
been many accomplishments of the past year, but 
the outstanding one was the emphatic and con- 
tinued prodding by the RECORDER to have mer- 
chants clean house, liquidate old merchandise and 
see themselves by the light of the cold, hard facts 
of a new era. You who have read the RECORDER 
diligently know that this admonition to liquidate 
has been continued in spite of opposition which, 
in some cases, came from very high officials. Some 
men who have been able to look at the work of 
business papers in other lines of industry point 
this out conspicuously as the greatest accomplish- 
ment of the past year by any one business paper. 
The coming year is going to be a good one for 
those merchants who are going forward and not 
backward, and who are always ready to learn. 
The retail associations are going to be tested as 
to their usefulness. Those who deliver the goods 
will continue, and those who simply perpetuate 
the name and titles will fade and fade. 
In this issue one alert shoe merchant expresses 
the hope that he will never be too old or too 
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egotistical to believe that he need not attend con- 
ventions or learn new ideas. We place the practi- 
cal convention on the same plane as a higher insti- 
tution of learning, the university of the industry. 
We, as a business paper, perform the same func- 
tions, gathering from all over the United States 
and, as a matter of fact, from all over the world 
the good ideas which practical, progressive men 
have tested out in their own stores. We interpret 
the styles as they come from the creators and 
developers of footwear fashion. We place the en- 
tire array of industrial facts and the best methods 
of merchandising before our readers 52 weeks in 
the year. We are both university and text-book, 
and are frequently referred to as the “best help 
to a shoe merchant that was ever published.” 

Is it not to be expected, 
with all of these agencies 
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that reason that you will find at Chicago the lead- 
ers and the ambitious men of each of these 
branches of the trade. They will, in fact, have 
a greater interest in the retail convention than 
in the gatherings of their own specialized crafts, 
for it is over the fitting-stool that the dollar comes 
in that helps maintain the long line of industry 
back to the hide on the animal’s back. 

This great convention will be watched by all 
men in the trade in the hope that it will show the 
way to better business usefulness all along the 
line. The economies of better service to the public 
will be brought out not only in open forums, but 
in the display of samples. To have in open display 
on one floor, in competitive array, samples of 
footwear for every known need of the human foot 
is to give to the buyer an 
advantage that should be 





of inspiration, that mer- 


told to his customers in 


chants will earnestly and 
actively try to live up to 
a higher ideal of business 
usefulness? The organi- 
zation idea has had a re- 
markable growth in the 
past 10 years. We now 
find the National Shoe 
Retailers’ Convention the 
most powerful association 
instrument for usefulness 
in the trade. Ten years 
ago it was in its infancy 
and few observers in the 
trade would have given it 
a one-in-three chance of 
continuing, but it was 
founded on a definite need 
fer business expression of 
a vast number of intelli- 


The Tide of Business 


By W. P. G. HARDING 
Governor, Federal Reserve Board 


Written Especially for the Boor aND SHOB RECORDER 


“There are well defined cycles in business. We 
have the short and frequently mona Lem in- 
cident to the changes of the season a all history 
shows that there are longer swings or periods o, 
prosperity and depression, the rotation being about 
as follows: (1) Business activity and increasing 
production, (2) excessive expansion and 
tion, followed hitherto by panic and force 
tion, (3) a long period of slow liq 
depression and stagnation, and (4) revival. 

“There are many indications that the beginnin 
of revival is not far distant. When it does definitely 
set in, it will be followed in due course by a new 
era of prosperity. While the losses during the past 
two years have been vy" much experience has 
been gained, and while experience is not trans- 
ferable, except perhaps to a limited extent, the 
present generation of business men has several 
years of business activity ahead of it. 

“In the light of this experience, we should re- 
member, when we again enter into a period of full 
goad , that a reaction will follow sooner or 

ter a if the flow of the incoming tide can be 
controlled so that the crest may not be reached too 
ra y nor rise too high, the subsequent reaction 

i be less severe and the neat p of industrial 
and commercial activity and general prosperity will 
be marked by saner meth , greater achievement 
along constructive lines and by a longer duration 
than any which we have had before. We sh 
not forget that the ebb of the tide is always equal 
to the flow and that the ebb in the Bay of Fundy, 
where the tide rises highest, is far greater than in 
safer harbors where the tidal fluctuations are more 


some way or another. We 
leave this. thought with 
the merchant, who has be- 
gun to realize that his list 
of customers is a very 
valuable asset in his busi- 
ness. Get one good thought 
out of the Chicago conven- 
tion and mail a letter to 
your customer from that 
city emphasizing the idea 
that your selection of 
styles in the greatest com- 
petitive marketplace that 
the shoe world has ever 
known enables you to give 
a greater and more eco- 
nomical service in 1922 
than was ever possible. 
There is such a real need 








gent merchants. These 
merchants realized that 


moderate.” 





for merchants to get 
closer to their customers 








there was a collective re- 

sponsibility of one store in another store’s welfare 
and one community in the progress of other com- 
munities. The remarkable association growth in 
ten years should be but the beginning of still 
greater growth. The retail shoe trade will become 
stronger and more united as time advances. It 
must become more united and must become 
stronger. 

The necessity for industrial expression and the 
inseparable community of interests make it im- 
perative for retail shoe distribution to be pro- 
tected. 

The maker and seller of leather, of machinery, 
lasts and patterns, as well as the maker and 
seller of shoes is vitally and deeply interested in 
the progress of retail shoe distribution. It is for 


that we see immense pos- 
sibilities in so simple a procedure. 

Come into the new year with a hopeful spirit 
and reinforce it at the Chicago convention with 
the confidence inspired by that great meeting and 
you will be ready for 1922—the year of greater 
business usefulness. 





A Problem in Tact 


The retail shoe merchant was hiring a store 
salesman. “Suppose,” he said, “a lady customer 
were to remark while you were trying to fit her. 
‘Don’t you think one of my feet is bigger than the 
other?’ what would you say?” 

“T should say, ‘On the contrary, madam, one is 
smaller than the other.’ ” 

“The job is yours,” said the shoe merchant. 
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Death Blow Given Plan to License 


Retail Merchants 


By WILLIAM L. DALEY 
Washington Correspondent of the Boot and Shoe Recorder 


WO expressions of opinion emanating from 
high judicial and legislative authorities 
have struck a death blow to the plans of 

a radical group in the farm organizations for the 
licensing of merchants. The Supreme Court of the 
United States and the Joint Commission on Agricul- 
tural Inquiry have undoubtedly undermined the legis- 
lative schemes of these groups who feel that retail 
merchants were holding out for high prices, while 
farmers were forced to accept any terms. The first 
section of the report of the Commission shows that 
the coterie supporting this repressive legislation need 
not expect assistance from this Congressional body, 
for they declared quite specifically that “the renewal 
of conditions of confidence, and industrial, as well as 
agricultural prosperity, is dependent upon a readjust- 
ment of prices for commodities to the end that prices 
received for commodities will represent a fair division 
of the economic rewards of industry, risk, manage- 
ment, and investment of capital. 
These conditions cannot be brought about 

by legislative formulas, but must be the 

result for the most part of the interplay of 

economic forces. 

The Government and the States within their re- 
spective spheres should do by legislative and adminis- 
trative action what it may be possible to do, based 
upon sound principles to facilitate this readjustment. 


It is apparent that the regulatory measure which was 
under preparation will not be introduced in face of 
this official report. 

It is apparent that the Commission has been 
cognizant of these radical tendencies among certain 
classes in the farm organizations, for they very 
pointedly declared that “it must be understood that 
the jurisdiction of the Federal Government is limited 
and that it can not directly regulate production, 
marketing, or transportation, nor the subject of inter- 
state commerce.” 

In the interest of the farmer, the Commission’s 
recommendations contemplate “in addition to legis- 
lation within the jurisdiction of Congress, action of 
State authorities within their respective jurisdictions 
and local and private interests, in order to achieve the 
objects sought.” 


Supreme Court Ruling 


No less authority than the Supreme Court of the 
United States supports the contention of the Commis- 
sion that the principles of fundamental law would put 
an end to the introduction and discussion of numerous 
varieties of legislation designed to control merchants’ 
and manufacturers’ processes. In a recent opinion in 
the case of the Cresent Oil Co vs. the State of 
Mississippi, the highest tribunal has had occasion to 
reaffirm its determination “that manufacture is not 

(Continued on page 124) 
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Sunday—the best day of the year and 
the best day of the week to dispossess 
the mind of the unpleasant and _irri- 
tating things of the past and dwell upon 
those incidents that are pleasant and 
fraught with pleasing memories. 


The best time to look the future 
squarely and fearlessly in the face and 
realize that honest efforts rightly di- 
rected will surely bring their just re- 
ward, Read Russell Conwells “Acres of 
Diamonds,” or if you enjoy the Bible, 
read the twenty-third psalm. 


Monday, in many places, will be observed 
as New Year and stores will be closed. 
The week between Christmas and New 
Year has been devoted to sending out 
statements, rearranging stock so the 
stage is all set for one of two things. 
Either put over a clean-up sale or take 
the annual inventory. 


If the sale is to be held first, all short 
lots and broken lines should be segre- 
gated and re-marked at prices that will 
prove attractive. So many special sales 
have been advertised that some plain 
truth-telling rather than camouflage is 
necessary to attract attention. 


When inventory is taken forms should 
be used that will show the original price, 
the re-marked price, the percentage of 
markdown and the reason why. We are 
not through with Government inquiry 
and full detailed information is essen- 
tial. 


Prepare financial statement and fur- 
nish your banker with a copy. 


Prepare advertising budget based on 
last year’s sales. 


The biggest event of the year in retail 
shoe merchandising. is the annual con- 


January 16-21 


January 23-28 


January 30- 
February 4 


vention of the National Shoe Retailers’ 
Association in Chicago, January 9 to 12. 
Merchants who attend the convention 
will fill in the gaps left open in regular 
pre-season buying. Merchants who stay 
at home should take composite size 
schedule and get straightened out on 
sizes needed. Study stock records, ascer- 
tain the gaps and fill in sizes and styles 
for early spring selling. Don’t neglect 
the rubber stock. Ease off on heavy 
rubbers, but watch sizes on light goods. 


Arrange spring advertising and publicity 
campaign. Allot amount set apart by 
the budget to direct-by-mail, newspapers, 
novelties, etc. 


How much can you spend for window 
fixtures, backgrounds, draperies, hang- 
ings, window cards, etc.? Some of these 
things should be bought now so they 
will be ready to use in “dolling up” the 
store with first showing of spring shoes. 


Monthly meeting of sales force. Topic, 
“Looking Forward.” Each salesperson 
can give valuable suggestions on what 
should be done and what he individually 
will do to get more shoes sold right. 


Mail monthly statements of customers’ 
accounts. This is a good time to weed 
out slow-paying, unprofitable book ac- 
counts. It takes both backbone and sys- 
tem successfully to conduct a credit busi- 
ness. 


Take monthly trial balance. If you do 
not have a good, modern stock number 
system and adequate stock records, a 
system should be installed before the 
arrival of new spring merchandise. May- 
be the RECORDER can help you. 
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February 6-11 








February 13-18 













February 2-25 









February 27- 
March 4 











March 6-11 










“Between hay and grass,” takes extra 
sales effort, push and thought to keep 
up volume. A good time to relabel car- 
tons, refinish woodwork and repair fur- 
niture and fixtures. ; 





Get shoes “formed up” for spring open- 
ing trim. If you neglected to have a 
pair or two of each lot put on forms 
in the factory, stuff them carefully with 
hair or tissue paper. Let them set two 
weeks and remove forms or stuffing ma- 
terial before placing them in the window. 


Monthly meeting of sales force. Topic, 
“Corrective Footwear.” 


Window display of advance spring styles. 
Prepare cuts and layouts of spring open- 
ing advertising. 

Washington’s Birthday trim. 

Have you bought white footwear and 
a few “sweeteners” to come in about 
April 15? 


Mail monthly statements of customer ac- 
counts. Take trial balance. 


The beginning of the spring season 


windows should have new backgrounds. 


Newspaper cuts and copy should tell the 
story of the new shoes in the window. 
Push heavy oxfords. Devote one entire 
ad to hosiery. 


Easter will be April 16. Special adver- 
tising, window trims and interior decora- 
tions should be planned and mailing lists 
revised, so addressing can proceed rap- 
idly when started. Juvenile shoes should 
have special publicity. 


March 13-18 


March 20-25 


March 27- 
April 1 


April 3-8 


April 10-15 
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Meeting of sales force. Topic, “Selling 
the New Shoes to the Salespeople.” Take 
up a number of new arrivals. Explain 
the special style features, Make each 
salesperson believe in the new shoes. 
Allow each salesman to ask questions. 
Make it a pep meeting. 


The season is getting into the swing. 
Style tendencies are pretty well set. 
Some styles are almost sure to drag. 


Put a P. M. on the slow-movers. There 
is no profit in shelf-warmers. 
The sun is shining warmer. It is pos- 


sible to make many extra sales by sug- 
gesting a light, airy dress pump or strap 
effect after a street oxford has been 
sold. Footwear for occasions means 
more pairs per customer. 

Mail statements of charge accounts. 
Take monthly trial balance. Take com- 
posite sizing of entire stock. 


Rapid turnover is chance for profit. Fre- 
quent buying and close attention to stock 
is necessary. April is one of the best 
months of the spring season. Many lines 
that came in early should be closed out 
during this month. 


If ever the store is to be dressed up 
with attractive decorations this.is the 
week for it—the week of weeks—next 
Sunday is Easter. Several new styles 
that have never before seen the light 
of day should put in their appearance. 
Newspaper advertising should breathe 
the spirit of the occasion. Each sales- 
person must be alert and on his toes. 
The whole should be inviting and attrac- 
tive. 
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April 17-22 Athletics are becoming more and more May 15-20 Monthly meeting of employees. Topic, 
popular. Why not sell the baseball shoes “Special Footwear and Hosiery.” Do 
used in your community? not neglect the hosiery section. It can 

Conference of salespeople. A little be made —_ of the most profitable de- 
dinner might not be out of order. A partments in the store. 
small expenditure in this way often 
brings big returns in increased loyalty 
and enthusiasm. “Corrective Footwear” May 22-27 Display “sneakers” and sport footwear 
is a good topic for this meeting. conspicuously. Stress this merchandise 
in advertising. A Memorial Day window 
trim marks a store as being both pa- 

April 20-29 The white season will soon open. It is triotic and progressive. A section of 
time to clean up more lines of leather the advertising space may well be de- 
footwear to release capital and provide voted to an editorial on Memorial Day. 
shelf room. Prepare advertising for 
white shoes. A small markdown or a 
P. M. will accomplish more now than May 29- Send statements to credit customers. 
a big cut after the selling season is June 3 Take trial balance. Go carefully over 
over. stock records to see what numbers are 

Mail monthly statements. Take trial ee ae ode oa pmo 
balance. There is danger in delaying the placing 
of orders. Shoes should be formed up 

May 1-6 The beginning of the second lap of the Oe a aE ee ene 
spring and summer season. More va- 
riety of social activities means a wider : 
range of styles. June 5-10 Newspaper advertising, window display 

and interior store decorations should em- 
This is a good time to feature men’s phasize footwear for high school and col- 
shoes in displays and in advertising. lege graduates and June brides. Hosiery 
White footwear advertising should be should receive special attention. 
mailed if the weather is warm. 
June 12-17 Flag Day (June 12). Drape front of 
May 8-13 Every community has a high school and store with national colors. A special 


many colleges or universities. Com- 
mencement is a big event in the life 
of every young man or young woman 
who graduates. Get a list of the grad- 
uates, send a personal letter to each one 
now. Advertise golf shoes for men and 
women, 


window trim may be used. Advertising 
may reflect the occasion. Sport and 
outing footwear should be featured in 
window trim and advertising. Monthly 
meeting of employees. Topic, “Keeping 
Fit in Health and Personal Appear- 
ance.” 
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June 22-24 


June 26 
July 1 


July 3-8 


July 10-15 


July 17-22 


The peak of the spring and summer sea- 
son has probably been passed. It is 
time to check up on broken lines. Re- 
price the slow movers and increase 
P.M.’s The first loss is always the 
smallest loss. Start plans for midsum- 
mer sale. Lay out newspaper ads, direct 
by mail, billboard ads. 


Fourth of July window trim. News- 
paper advertising should be of the pa- 
triotic, good-will-building type for one 
insertion. 


Send statements of customers’ ac- 
counts. Take monthly trial balance. 
Make semi-annual financial statement. 
Provide your bank with copy. 


July Fourth. Store closed. Your 
community should properly celebrate the 
day. Are you doing your part toward 
community betterment? Are you a 
booster or a knocker? 


You may not believe in “hurrah” sales, 
and it may not be wise to stage a big 
“splurge” just now, but it takes extra 
effort and extra inducements to keep up 
volume in July. Advertising should be 
clean and honest, but have all the punch 
possible. Push white footwear. 


Better check over fall purchases. If 
any changes are to be made in orders 
already placed make them now. . Styles 
for fall are pretty well set. Additional 
buying can be done with confidence. 
Monthly employees’ meeting. Why not 
make it a picnic? Other stores would 
no doubt be glad to join you. 











July 24-29 


July 31 
August 5 


August 7-12 


August 14-19 


August 21-26 


August 28- 
September 2 


September 4-9 
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It is always possible to pick up bargains 
that can be advertised at a price to stim- 
ulate business in the latter part of July 
and the first part of August. Mail state- 
ments of customers’ accounts. Have you 
paid your local and Government taxes? 


Lay out fall advertising campaign. Have 
one pair each of the especially attractive 
numbers come in on forms, so cuts can 
be made for advertising copy. Time for 
a tennis or “sneaker” sale. 


It is hot weather and there is a lot of 
dust, but do not allow the store to be- 
come “tacky” and untidy. Fly-specks do 
not help the sale of shoes. 


This is a good week to relabel cartons, 
put stock numbers and mate marks on 
the new arrivals. Brighten up the store. 
Labor Day is just around the corner. 
Advertise men’s shoes. 


Advance showing of new fall styles, 
new backgrounds, new drapes, new 
shoes—all suggestive of early fall. 
Backgrounds that are beautiful, attrac- 
tive and yet quite inexpensive are pos- 
sible. Can the RECORDER assist you? 


Labor Day. Store closed. Help cele- 
brate. Prepare monthly statements. Take 
trial balance and composite sizing of 
stock. Have you bought felt and leather 
slippers for holiday trade? Advertise 
school shoes. 


A shoe just out of the carton never looks 
just right in the windows. Have the 
shoes been formed up and allowed to 
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September 11-16 


September 18-23 


September 25-30 


October 2-7 
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“season” that are to appear in your 
“fall opening” window? Have “fall 
opening” announcements been sent out? 


Fall opening week. The window display 
man, whether he be proprietor, salesman 
or an outside man hired for the occas‘on, 
carries a heavy responsibility. The color 
scheme, the correct blending or contrast- 
ing of shades, the correct positioning of 
the merchandise, neat, attractive window 
ecards and price tickets, yes, and a hun- 
dred and one other things that make 
or mar the fall opening rest on his 
shoulders. 


Monthly meeting of employees—‘Sell- 
ing the New Fall Line to the Sales 
Force.” 


The Children’s Department is a prolific 
source of profit and one.of the very best 
magnets to draw trade to the store. Fea- 
ture children’s shoes frequently in ad- 
vertising and in windows. Are rubber 
shipments arriving? 


Is every salesperson alive to the oppor- 
tunity of making extra sales by suggest- 
ing hosiery? Does the hosiery stock line 
up well in shades and in quality with the 
shoe stock? 


The season is in the swing. The trend 
of styles is pretty well estabiished. Bet- 
ter buy now what will be needed No- 
vember 15 to December 15. If any num- 
bers are dragging a slight markdown or 
a P.M. will probably supply the needed 
stimulant. Here is a good time to stress 
men’s shoes in advertising and window 
display. 


October 9-14 


October 16-21 


October 23-28 


October 30- 
November 4 


November 6-11 


November 138-18 


Feature basketball and bowling shoes in 
windows and advertising. One or two 
new shoes added now will sweeten up 
the whole line. Particular attention 
should be given to window backgrounds 
and drapes. Colors should be bright and 
blend harmoniously. 


If you can get out in the country and 
get greenbrier, bitter-sweet wildrose 
bush or similar wild vines with the beau- 
tiful bright berries, a wonderful back- 
ground decoration is at hand. 
Monthly meeting of employees. Topic, 
“Adjustment of Complaints.” 


Good time to feature men’s heavy shoes 
in advertising and window displays. Cuts 
are easily obtainable from manufac- 
turers. Prepare monthly statements of 
customers’ accounts. Put in Hallowe’en 
window. 


Plan Thanksgiving window and adver- 
tising so all may be ready when the 
time comes. Scrutinize stock records 
carefully. Put the skids under the short 
lots and shelf-warmers. 


Saturday (November 11) is Armistice 
Day. A bunch of poppies or a wreath 
of everlasting flowers or leaves should 
be added to the window trim. Part of 
advertising space may well be devoted 
to an editorial on the occasion. 


Every buyer will “pick a lemon” once 
in a while. If there is a shoe that is 
not moving, take it up with the sales 
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force. If you can’t sell them on it, tack 
on a P.M. or cut the price. It should 
not clog the wheels of rapid merchan- 
dising. Monthly meeting of employees. 
Topic, “Best Method of Handling 
‘T. 0.’s’” Get every salesman’s ideas. 
The RECORDER will help if you wish. 


November 20-25 Every detail of Christmas decoration for 


November 27- 
December 2 


December 4-9 


windows and the interior of the store 
should be planned, charted and work 
started. Advertising copy and layouts, 
both direct and newspaper, should be 
prepared. Set up Thanksgiving window 
trim. The social season necessitates spe- 
cial stress being placed on footwear for 
afternoon and evening dress occasions. 


Run Thanksgiving ad. Mail statements 
of customers’ accounts. Pay bills. Do 
you take advantage of all discounts? 
It is like “getting money from home.” 
Feature rubbers in advertising. 


Be sure windows are clean, bright and 
shining. Plenty of illumination in win- 
dows and store is money well spent. In- 
terior of stores should be kept decorated 
tastefully and merchandise well dis- 
played. Show holiday slippers as well 
as shoes in windows and display cases. 

“Keep pushing hosiery and suggesting 
hosiery as holiday gifts. 


December 11-16 Have you paid State and Federal taxes? 


Have you ever issued a Christmas trad- 
ing coupon? It is a good idea. The 
donor is relieved of worry and the re- 
cipient makes his own choice. Feature 
buckles, hosiery, shoe trees and dainty 
satin mules in advertising and displays. 











December 18-23 


December 25-30 


December 31 





123 





Monthly meeting of employees—“The 
Finish of the Holiday Rush.” Let’s all 
perk up, smile and be happy. 


The last week before Christmas. A 
clearance sale is not in order, but spe- 
cial emphasis should be placed on the 
values that are offered. Newspaper 
space for one day may well be devoted 
to “A Message of Good Cheer,” with 
no mention of merchandise. Do not at- 
tempt to throw bouquets at yourself. 


Monday, Christmas. Store closed. A 
day of happiness, but realize the greatest 
and only true happiness comes through 
making somebody else happy. An after- 
Christmas sale is often effective in clear- 
ing the shelves of leftover holiday slip- 
pers and broken lines of shoes at a bet- 
ter price than would be obtained in a 
January sale. Send monthly statements 
of customers’ accounts. Get ready for 
annual inventory. If you take inventory, 
then prepare profit and loss statement 
and financial statement. Furnish your 
banker with a copy. This is important. 


You, as a subscriber, are a member, and 
a vitally important member, of the great 
RECORDER family. The family spirit of 
helpfulness means greater opportunities 
for all of us. The whole RECORDER or- 
ganization is at your service in solving 
any problem which you may face in 
the conduct of your business. We appre- 
ciate your help in solving ours. The 
members of the family who are in the 
home office at Boston and the western 
office at Chicago are always glad to hear 
from the members scattered throughout 
the country. 
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(Continued from page 117) 
commerce” and to further say that “the fact, of itself, 
that an article when in the process of manufacture is 
intended for export to another State does not render 
it an article of interstate commerce.” Numerous 
cases are cited, and as respects manufactured articles 
the court points out that it is only after they have been 
committed to a carrier for‘interstate transport that 
they pass from the regulatory power of the State 
into interstate commerce and under the national power. 


Radicals Have Some Support 


On the other hand, so-called radicals in the ranks 
of the farmers have the support of certain members 
of the Federal Trade Commission. This is quite 
significant considering the fact that the Commission 
is a government agency. The position of Former 
Chairman Houston Thompson is made clear in his re- 
cent address before the Manufacturers’ Association. 
There is no mistaking his attitude that the Commis- 
sion has not receded from its position in demanding 
licensing of American business. What the Commission 
has in mind is expressed by the former chairman, and 
requires no interpretation. 

Commissioner Thompson declared: 

“There are many intelligent men in the business 
world who would like to see the Government license 
business and who in the same breath are crying out 
for less Government in business. Of course, the 
licensing of business would mean a restriction on the 
part of business freedom, for a license could not be 
issued until an investigation had been made. More- 
over, those seeking a license would have to conform 
to certain rules and regulations and would be subject 
to revocation of license. Does the business man of 
America desire such restrictions?” 

There is still another group who ask: “Why stop 
at half way regulation like licensing which will 
ultimately lead to complete domination by the Govern- 
ment? Let us breach the chasm at once and accept 
nationalization as the only way to escape the Scylla 
of size in Government and the Charybdis of size and 
confusion in business. I imagine that the American 
business man shrinks at the thought of either one of 
these groups dominating in the Government. 


One Solution Suggested 


“There is, however, a way out of this dilemma, and 
the solution lies in the hands of the business men of 
this country. 

“Business is universally conservative and fearful 
of new measures. You recall how business was op- 
posed to the Federal Reserve Bank System, yet to-day 
it is one of its strongest supporters. 

“If business would have freedom from 
Government intervention, then it must sub- 
ject itself to a reasonable requirement. ; 

“That means that it must do as business men of 
other governments have done. It must yield up to 
some governmental authority information as to costs, 
production and prices, and the Government in turn 
must tabulate and distribute this information, un- 
identified as to companies, to the general public and 
the ultimate consumer in such a way that the con- 
sumers’ present confusion and suspicion will be dis- 
solved, and consumers, producers and distributors 
will be brought together in better accord. 

“Legislation to bring about this remedy is evidenced 
by numerous bills in Congress to-day.. It is meeting 
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a certain opposition and, should it be defeated, the 
indications are that some business interests will have 
to face the question of nationalization.” 

The encouraging feature of the legislative price 
situation is the manifestation of fair play on the part 
of the Joint Commission on Agricultural Inquiry. 
Discussing the fact that various theories have been 
advanced as to the causes of business cycles of alter- 
nate great prosperity and succeeding great depression, 
the Congressional Committee declared that it was the 
consensus of opinion that “the primary cause of the 
arrest of optimism, expansion, speculation, and pros- 
perity, and the beginning of the phenomena of de- 
pression, is the exhaustion of credit and money capital, 
which is followed by the loss of either foreign or 
domestic markets or both. The cycle runs from the 
end of a period of depression, when confidence begins 
slowly to return, when surplus stocks of goods have 
been worked off and shelf stocks are generally reduced ; 
when the lowered demand accompanying unemploy- 
ment begins to overtake supply, when money is easy, 
interest rates are down, and prices, especially for raw 
materials, are low.” 


What Is Happening to Prices? 


“Bankers, whose expanding loans have depleted 
their reserves, are forced to stop further lending and 
then to call loans; banks of issue raise discount rates; 
speculation rapidly diminishes; manufacturers and 
merchants begin to place surplus stocks on the market; 
prices begin to fall; consumers curtail purchases and 
spending in anticipation of still lower prices; orders 
for goods are canceled, and it becomes apparent that 
the orders representing demand were more or less of 
fictitious proportions; more and more goods are put 
on the market, while demand grows less and less; 
building slows down; debts are liquidated as far as 
possible from current receipts; the buyers’ strike de- 
velops; production falls off in consequence of lowered 
demand; and unemployment develops; prices continue 
to fall, and the decline is usually more rapid than the 
rise. 

“This process is continued until some portion of the 
debts made in the period of prosperity is liquidated 
and until stocks are reduced to a point where such de- 
mand as exists, even in times of unemployment, finally 
overtake supply. Prices and interest rates are down, 
wages are lower, money is easy, and the beginning of 
the new era of prosperity is at hand; all of which we 
have seen in this country and in many others in a 
highly condensed and most specular form in the last 
two and a half years. Rarely has a cycle swept 
through all its familiar features more swiftly and 
dramatically than that which followed the close of the 
Great War.” 


Wholesale and Retail Prices 


“Wholesale and retail prices of other commodities 
did not come down as fast as prices of farm products. 
This had the effect of widening the margin between 
the price which the farmer received for the products 
he had to sell and the prices which he paid for the 
products he had to buy. In general, retail margins 
have shown a tendency to decline as wholesale prices 
rose and to increase as wholesale prices declined. Re- 
tail margins in the first half of 1921, when farm 
products were at the lowest level, were very much 
above retail margins in 1913. 

(Continued on page 128) 
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One of the features you will want to see at Chicago 
is the RECORDER’S hosiery exhibit—showing the inti- 
mate relationship between shoes and hose as a sales 
proposition. Shoe stores ought to sell more hosiery 
than they do. It is our job to show how this can be 
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(Concluded from page 124) 

“The commission is now engaged in gathering data 
from which it expects to make an exhaustive analysis 
of the processes of distribution and the relation of 
prices of farm products, wholesale prices and retail 
prices. The conclusions and recommendations which 
it is expected will result from this investigation are 
reserved for another part of this report. 


Percentage of Failures 


“The number of business failures reached their 
lowest actual limit in July of 1919, and reached their 
height in January of 1921. 

“These actual numbers are misleading because sea- 
sonal. Since 1866 an average of about 1 per cent of 
the firms in business have failed each year. In 1915 
failures were above normal, then they declined, but 
began to increase with 1920, and have reached normal 
in 1921. 

“As a rule, a drop in price of commodities other 
than agricultural products was followed by a decline 
in production or consumption. The production of 
agricultural products, however, was for the most part 
fixed before declines in price began. Employment 
reached its maximum in the number of weeks work 
in March, 1920, two months before the break in the 
general price level. The decline in industrial produc- 
tion and the decline in unemployment resulted in de- 
clining consumption in cities and in industries, and 





The Floorman’s Duty 


When a customer leaves the store, the floor- 
man should know whether or not the customer 
has been sold, and if not, he should ascertain why 
the customer wasn’t sold and if possible persuade 
her to return to her chair, and put her in care of 
a salesman whom he believes can sell her. 


rat | beg 


oe? your , 
} pardon, 












Because of typographical error in the compilation 
of the list of exhibitors at the Chicago National Ex- 
position who will have a model in the Correct Cos- 
tume Revue, a star was omitted from in front of 
the name of the Boyd-Welsh Shoe Co. in our issue 
of Dec. 10, page 65. 

Special attention is called to the fact that the 
Boyd-Welsh Shoe Co. will be among those partici- 
pating in the Correct Costume Revue with a beautiful 
model. 

Also in our issue of December 17, the booth to be 
occupied by the Dayton Last Works at the Chicago 
convention was incorrectly numbered. The correct 
booth number is 492. 








this decline in consumption in most cases took place 
before the break in prices in May, 1920. 


Psychology Played Part in Price Drop 


“However important and effective economic factors 

may have been in influencing a decline in prices, it 
would be unsound to assume that economic factors 

were the only influences affecting the decline. Psycho- 
logical factors, while exceedingly difficult to measure, 
are nevertheless of impelling force in times of price 
declines. After a brief prosperity and rise in prices 
there occurs a curious change in the public attitude 
toward prices and the purchase of goods. When 
prices are rising, people buy freely and anticipate 
future needs in order to take advantage of the rise in 
prices, but when prices fall people refrain from buy- 
ing in order to take advantage in the drop in prices. 
Thus once a decline in prices begins, the buyers’ strike 
promptly develops and this buyers’ strike extends not 
only to the consumers but to retailers, wholesalers and 
manufacturers. The strike of the buying public soon 
finds a reflection in decreased production and increased 
unemployment, which further decrease public purchas- 
ing power. The buyers’ strike, which was at first a 
matter of choice on the part of the public, soon became 
a matter of necessity. High prices and over expansion 
of stocks and of credit sow the seeds of their own 
destruction.” 














Memory of George W. Brown 
Is Honored 


St. Louis, Dec. 19.—The general offices and six 
factories of the Brown Shoe Company in St. Louis 
were closed all day to-day because of the funeral of 
George Warren Brown, chairman of the company’s 
board of directors and pioneer of the shoe manufac- 
turing industry in St. Louis, which was held begin- 
ning at 2.30 p. m. at the residence, 40 Portland Place. 
Six thousand persons are employed in the office and 
factories. 

Besides the closing of the St. Louis establishments 
for the day, a half hour’s cessation of work, from 
2.30 to 3 p. m., took place at the company’s five fac- 
tories outside St. Louis. Brown died Dec. 12 in 
Tucson, Ariz., after a long illness. About 250 per- 
sons attended the funeral, which was conducted by 
Dr. Benjamin Young, pastor of the Union Methodist 
Church, of which Brown was for many years a 
leading member. 

The body, which was viewed by many of those at- 
tending the funeral, was clad in full evening dress. 
Many flowers, the gifts of friends, were in the par- 
lor. 

The active pallbearers were the following officers 
and directors of the Brown Shoe Company: Presi- 
dent John A. Bush, Vice-Presidents E. R. McCarthy, 
T. P. Moody, Patrick O’Brien and H. L. Tomes, Sec- 
retary William Krail, Treasurer H. F. Hutchins, 
Sales Manager T. F. James and Directors E. F. 
Shaw and G. E. Southwick. Burial was in Belle- 
fontaine Cemetery in the mausoleum of Brown’s 
brother, A. D. Brown, where the body will rest 
temporarily until another mausoleum is erected on 
the same lot. 
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Evening slipper in fancy style in white satin embroidered in 
chain stitch in gold. Ruby ornament. The tongue is formed 
of a square of the leather incrusted over the toe with one 
point extending over the instep. 


(Paris Style*Service—-Boot and Shoe Recorder) 


Paris is adopting the longer skirt, and by this is meant the ankle length 
skirt. This, however, holds true for house and evening dresses, and there is 
no indication that street skirts will this year be worn longer than 8 to 10 
inches off the ground. In the mid-season openings which are now being held, 
and at which the advanced models for spring are being shown, the average 
length of short skirt is 7 inches from the ground, but all house dresses are in 
ankle length or longer. 
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ITH the big national event in Chicago, 
Jan. 9-12, leading the list of convention 
activities, the circuit of National and 
State get-togethers is indeed an interesting one. 
We present the Coming Conventions Calendar for 
the ready reference of the entire shoe and leather 
industry. 
Can something be done to schedule the state con- 
ventions so that dates will not conflict? Take a look 
at the line-up for March 6-8. 


January 9-12—at Chicago. .National Shoe Retailers’ 
Association. 


January 16-18—at Philadelphia. . National Shoe Trav- 
elers’ Association. 


January 17-18—at New York City. . National Boot and 
Shoe Manufacturers’ Association. 


January 17—1.30 P. M.—at Boston. .National Shoe 
Wholesalers’ Association. 


January 25—at Boston..Massachusetts Retail Shoe 
Merchants’ Association After-Convention 
Meeting—for New England Merchants. 


February 6-8—at Muskogee. .Oklahoma Shoe Retail- 
ers’ Association. 


February 13-15—at Fort Worth. .Texas Shoe Retail- 
ers’ Association. 


February 13-15—at Fort Worth. .Texas Shoe Travel- 
ers’ Association. 


February 20-21—at Altoona. .Pennsylvania Shoe Re- 
tailers’ Association. 
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Calendar of Coming Conventions 


March 6-8—at Cedar Rapids. . Iowa Retail Shoe Deal- 
ers’ Association. 


March 6-8—at Cleveland..Ohio Valley Retail Shoe 
Dealers’ Association. 


March 6-8—at Memphis. .Tri-State Shoe Retailers’ 
Association. 


March 13-15—at Kansas City..Kansas Shoe Retail- 
ers’ Association, Missouri Shoe Dealers’ As- 
sociation, Nebraska Merchants. 


June—at Jacksonville. .Southeastern Shoe Retailers’ 
Association. 


June 13-15—at Los Angeles. .California Shoe Retail- 
ers’ Association. 


(Date not yet decided)—Oregon Retail Shoe Dealers’ 
sociation. 


July 17-20—at Boston..National Leather and Shoe 
Finders’ Association. 


September 5-6—at Albany..New York State Shoe 
Dealers’ Association. 


(Date not yet decided)—Virginia-Carolina Shoe Re- 
tailers’ Association. 


September—at Salt Lake City. .Mountain States Shoe 
Retailers’ Association. 


(Date not yet decided)—Michigan Retail Shoe Deal- 
ers’ Association. 


(Date not yet decided)—Oregon Retail Shoe Dealers’ 
Association. 


December 31, 1921 
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FOUNTAIN OF THE LAKES 


Lorado Taft, Sculptor 


Photographed by Alvin Born 
Chicago Camera Club 
The Municipal Art League of Chicago 
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THE ART INSTITUTE 


Wh ae 


Photographed by L. B. Mayo 
Chicago Camera Club 
The Municipal Art League of Chicago 


Convention is for Entire Shoe Industry 


HILE the 1922 convention is being arranged 
and produced under the auspices of the Na- 
tional Shoe Retailers’ Association, this affair 
is not alone and entirely for the benefit of the 

members of the National Association and the various 

State and city organizations which make up the 

national body, but it is for the shoe industry as a 

whole. 

Every merchant who sells shoes to the public, no 
matter where he does business and no matter 
whether or not he is a member of any shoemen’s 
organization, will be made welcome and will be ad- 
mitted to all of the convention activities on the same 
basis and under the same conditions as members, 
excepting that he will not have the right to vote in 
the convention sessions. 





For Merchants and Women Folk 


In exchange for registration fee of $5.00 the mer- 
chant will receive a badge and a coupon book, which 
will serve as a ticket of entrance to all convention 
activities. 

If he is accompanied by women he will receive a 
certificate which is exchangeable by the woman her- 
self at the Coliseum, for a coupon book which will 
be her ticket of admission to the Coliseum and all 


activities prepared by the women’s committee dur- 
ing the convention period. 
A fleet of motor buses will make the rounds from 
hotel to hotel to carry the visitors to the Coliseam. 
A regular pre-arranged and well worked out pro- 
gram will be carried out and every visitor will know 
just where he is expected to be every minute. 


Monday Morning 


How Visitors Will Spend Their Time: Registra- 
tion and inspection of displays. Women’s registra- 
tion and reception by Chicago women, second floor 
Coliseum Annex. 


Monday Afternoon 


Harvard School of Business Research, 10 a. m. to 
6.30 p. m., in the Armory. 

Regular convention program. Women invited. At 
5.30 p. m. and 8.30 p. m.: Correct Costume Revue at 
Coliseum. Men and women invited. Julius Goldberg, 
chairman of the Correct Costume Revue and his 
committee have spared neither time nor expense in 
producing what beyond a doubt will be the most 
elaborate and best arranged style show the trade 
has ever seen. 
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ADAMS STREET 


From Michigan Avenue 


Photographed by Paul Wierum 
Chicago Camera Club 
The Municipal Art League of Chicago 
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THE PERISTYLE 


Monday Night 


Dance at Congress Hotel and La Salle Hotel. Open 
to men and women wearing convention badges. 


Tuesday Morning 


Inspection of displays by men and women. 
Harvard Bureau of Business Research, 10 a. m. to 
6.30 p. m., in the Armory. 


Tuesday Afternoon 


Convention program at Coliseum for the men. 
Card party and afternoon tea for women at the 
new Drake Hotel. Correct Costume Revue at 5.30 
p. m. and 8.30 p. m., followed by a dance at both 
Hotel Sherman and Hotel Morrison for men and 
women wearing convention badges. 


Wednesday Morning 


Special session retail clerk problems and also in- 
spection of displays for men. Harvard Bureau of 
Business Research, 10 a. m. to 6.30 p. m., in the 
Armory. A trip for women through one of the 
finest shoe factories in the country. 


a, 


Photographed by Robert H. Conklin 
The Municipal Art League of Chicago 


Wednesday Afternoon 


Convention session. 


Wednesday Evening 


At 5.30 p. m. and 8.30 p. m. Correct Costume 
Revue. Men—High class, clean entertainment at 
the Medinah Temple. Women to be entertained by 
theatre party at a number of Chicago’s best play 
houses. 


Thursday Morning 


Men: Inspection of displays and placing orders 
at Coliseum. Special Shoe Craftsmen Day. Pro- 
gram devoted to the discussion of the hidden parts 
of shoemaking which cause trouble in retail stores. 
Women: To Art Institute, Field Museum and sights 
of Chicago. Harvard Bureau of Business Research, 
10 a. m. to 6.30 p. m., in the Armory. 


Thursday Afternoon 


Completion of convention program at the Co- 
liseum. 
Thursday Evening 


Correct Costume Revue, at 5.30 p. m. and 8.30 p. m. 
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VISTA TOWER BUILDING 


Photographed by E. L. MacMillan 
Chicago Camera Club 
The Municipal Art League of Chicago 
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THE MOUTH OF THE RIVER 


The “Brass Tacks’’ Program 
In Detail: 


Monday Morning Session 


Get acquainted hours—all shake. 


Monday Afternoon Session—1.45 


Formal Opening: Prayer, Rev. E. D. Gildersleeve, 
chaplain. Welcome Address, John O’Connor. Of- 
ficial welcome to Chicago, by Joseph R. Noel, presi- 
dent Chicago Association of Commerce. 

President’s Message, James P. Orr. Association 
Business: Appointment of Special Committees, 
etc. (Election Committee, Nominations Committee.) 

Address by Dr. Melvin T. Copeland, director, 
Bureau of Business Administration, Harvard Uni- 
versity. 


Tuesday Morning Session at 10.30 


Open Forum—A. H. Geuting, Chairman. 


Vice-chairmen: I. S. Hess, president Allied Shoe 
Trade Association of Maryland; A. Katchinski, 
president California Retail Shoe Dealers; M. C. 
Keir, president Retailers’ Shoe Association; A. E. 


Wg 


Photographed by Charles Miller 
The Municipal Art League of Chicago 


Felser, president Washington, D. C., Shoe Associa- 
tion; S. E. Murray, president Illinois Shoe Retailers’ 
Association; Paul O. Kuehn, president Indiana Shoe 
Retailers’ Association; E. H. Hertzler, president 
Iowa Retail Shoe Dealers’ Association; Arthur 
Springer, ex-president Kansas Retail Shoe Dealers’ 
Association; J. Frank Billadeau, president Main Re- 
tail Shoe Merchants’ Association; Henry E. Hagan, 
president Massachusetts Shoe Merchants’ Associa- 
tion. 

Topic: Footwear Styles—Present and Future. 
(a) Accumulated cost in the development of raw 
materials into finished product. (b) Profitable man- 
agement. Overhead—mark-up and profit. (c) Ho- 
siery and accessories. 


Tuesday Afternoon Session at 2 


Special addresses by Harry A. Wheeler and D. 
F. Kelly. 


Wednesday Morning Session at 10.30 


Open Forum—C. K. Chisholm, Chairman. 


Vice-chairmen: Thomas J. Jackson, president 
Michigan Shoe Retailers’ Association; D. D. Bryson, 
president Minnesota Shoe Retailers’ Association; 
J. V. Byrn, president Missouri Shoe Retailers’ Asso- 
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THE WRIGLEY TOWER 


Photographed by Harry C. Keane 
The Municipal Art League of Chicago 
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WASHINGTON SQUARE 


ciation; Herbert Hirschman, president Mountain 
State Shoe Retailers’ Association; Carl E. Epplen, 
president Nebraska Shoe Dealers Association; C. 
H. Freadrich, president Federation of Nebraska Re- 
tailers; W. C. Roose, president New Hampshire Re- 
tailers; C. H. Barton, president New York Retail 
Shoe Dealers’ Association; John J. Baird, president 
Ohio Valley Shoe Retailers’ Association; J. W. 
Kreuger, president Oklahoma Shoe Retailers’ Asso- 
ciation. 


Topic: “Buying the Right Kind of Merchandise 
and Moving It Quickly.” (a) “Advertising.” 
(b) “Rent.” (c) “Window Displays.” (d) “Dispos- 
ing of Undesirable Merchandise.” (e) “Budget 
System of Purchasing.” (f) “Turnover.” 


Wednesday Afternoon at 2 P. M. 
Special Addresses: “The People’s Problem,” 
Lewis S. Mudge, D.D. Governor Allen of Kansas. 
Thursday Morning Session at 10.30 A. M. 


Open Forum—C. E. Williams, Chairman. 


Vice-chairmen: W. E. MclIlhenny, president Ore- 
gon Shoe Retailers’ Association; C. J. Mensch, presi- 





Photographed by B. J. Morris 
Chicago Camera Club 
The Municipal Art League of Chicago 


dent Pennsylvania Shoe Retailers’ Association; 
George E. Peirce, president Rhode Island Retail 
Shoe Merchants’ Association; Otto Eggerts, presi- 
dent Spokane Shoe Retailers’ Association; R. R. 
Wilkinson, president Southeastern Shoe Retailers’ 
Association; Lee E. Langston, president Texas Shoe 
Retailers’ Association; Reuben Steifel, president 
Tri-State Association; G. D. Nelson, president Ver- 
mont Shoe Retailers’ Association; Lawton Nichols, 
president Virginia-Carolina Shoe Retailers’ Associa- 
tion; Jos. Langenberg, president Wisconsin Shoe Re- 
tailers’ Association. 


“The Efficient Store.” (a) “Accounting.” (b) 
“Cash vs. Credit.” (c) “Sales Efficiency.” (d) “In- 
telligent Co-operation with Your Competitor.” (e) 
“Best Methods for Compensation.” (f) “How to 
Accomplish Co-operation and Loyalty Among Em- 
ployees.” 


Thursday Afternoon Session at 2 O’clock 


Edward E. Gore, president Chicago Association of 
Commerce. 
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In the Coliseum at Chicago 
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A National Market Place 


The Coliseum, Greer Building and Armory Contain 
Footwear for Every Need of the American Public 


Use this as a ““Who’s Who and Where” in 
footwear, leather, supplies and service. 


Space No. Space No. 
Adier, B., New York City...........c.cccccees 12 Alden, C. H., Co., Abington, Mass.............. 453 


Albert, J. & Son, Brooklyn, N. Y.............. 15-16 Alden, Walker & Wilde, Inc., E. Weymouth, Mass. 432 
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The Spring Footwear of a Nation Will Be Bought 
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Space No. 
Algier Shoe Mfg. Co., Brooklyn, N. Y........ Br. Ex. 
Amalgamated Leather Co., Inc., Philadelphia, Pa. 211 
American Seating Co., Chicago, Ill............. 314 
American Shoe Polish Co., Chicago, Ill.......... 313 
Anderson, A. J., Inc., Amesbury, Mass.......... 445 
Apsley Rubber Co., Chicago, Ill..............-. 318 
Arnold, M. H., Shoe Co., No. Abington, Mass. . . .87-88 
Ault-Williamson Shoe Co., Auburn, Me......... 73 


Avon Sole Ca., Aven, MAGS. . cc ccccccccecccses 86 
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Space No. 
Bleecker Shoe Co., Duane St., New York City.... 499 
Baker, Geo. W., Shoe Co., Brooklyn, N. Y..... Br. Ex. 


Bancroft-Walker Co., Boston, Mass............. 96 
Barke-Gibbon Co., Inc., Philadelphia, Pa........ 

Barry, T. D., Co., Brockton, Mass.............. 109 
Bartlett-Somers Co., Lynn, Mass............... 93 
Darien BES. Gilg WN, Bb ks sc es dccwersces 463 
Bates, A. J., Co., Webster, Maas......c..cscee. 4 
Beacon Falls Rubber Shoe Co., Chicago, Ill...... 434 
Beals-Pratt Shoe Mfg. Co., Milwaukee, Wis...... 32 
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Greatest Comparison of Values and Styles Ever 
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Space No. Space No. 
Berry, A. H., Shoe Co., Portland, Me........... 85 C. & E. Shoe Co., Columbus, Ohio.............. 466 
Betty Shoe Co., Brooklyn, N. Y................ 450 Carfagno Shoe Co., Rochester, N. Y............. 174 
Bliss & Perry Co., Newburyport, Mass.......... 65 Carpenter Shoe Co., Inc., Rochester, N. Y...... 188 
Boyd-Welsh Shoe Co., St. Louis, Mo........... St. L Carter, J. W., & Co., Nashville, Tenn........... 330 
Boot & Shoe Recorder Co., Chicago, Ill... .191-192-A Carter, J. W.. & Cer, GRRCRIO, Th. nc cc ccc ccccess 329 
Brauer Bros. Shoe Co., St. Louis, Mo.......... St. L. Central Shoe Mfg. Co., St. Louis, Mo......... St. L. 
Bristol Patent Leather Co., Boston, Mass........ 91 Chicago Shoe Spec. Co., Chicago, Ill............ 356 
Bresnahan & MacLaughlin, Lynn, Mass......... 92 Church, F. C., Shoe Co., St. Louis, Mo......... St. L. 
Brown Shoe Co., Inc., St. Louis, Mo............ St. L. Churchill & Alden Co., Brockton, Mass......... 68 
Burrows Shoe Co., Worcester, Mass............ 176 Clapp, Edwin, & Son, E. Weymouth, Mass...... 108 
Barnett Leather Co., Inc., New York, N. Y...... 217 Clark, Jas., Leather Corp., St. Louis, Mo........ St. L. 
ee es og, SE, Bie kn civiwecdeveeccoves 345 Clinton Shoe Mfg. Co., Clinton, Iowa........... 198 
Conrad Shoe Co., Brockton, Mass.............. 273 
Carson Pirie Scott & Co., Chicago, Ill.......... 447 Converse Rubber Co., Chicago, Ill.............. 329 
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The Armory for Both Educational and Industrial Efforts 
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Cousins, J. & T., Co., Brooklyn, N. Y......... Br. Ex. Chipman Harwood & Co., Boston, Mass......... 403 
Craddock-Terry Co., Lynchburg, Va............ 229 Comfort Sandal Mfg. Co., Long Island City, N. Y. 301 
Crawford-McGregor & Canby Co., Dayton, Ohio.. 492 Davies Shoe Mfg. Co., Racine, Wis............ 38 
Crossett, Lewis A., Inc., N. Abington, Mass. .... 67 i ee ob ip on cinteweann seen dts nays 492 
Croxton, Wood & Co., Philadelphia, Pa.......... 117 Decorative Fixture Co., Chicago, Ill............ 349 
Crystal Fixture Co., Chicago, Ill.............. 472 Decorator Supply Co., Chicago, Ill............. 475 
Creighton, A. M., Lynn, Mass................ 83-84 Degen-Lipp, Inc., Brooklyn, N. Y...........- Br. Ex. 
Cincinnati Shoe Group, Cincinnati, Ohio...... Group Diamond Shoe Co.; New York City....... Riccastuecw 101 
Claremont Shoe Co., Haverhill, Mass........... 435 Dittmann Boot & Shoe Co., St. Louis, Mo...... St. L. 
Clark, Wm., & Co., Lynn, Mass...............- 422 Dodge, N. D., Shoe Co., Newburyport, Mass..... 75 
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Doherty Bros. Shoe Co., Avon, Mass............ 107 
Dolgeville Felt Shoe Co., Dolgeville, N. Y....... 242 
Dovenmuehle, H. F. C., & Sons, Chicago, Ill. .345-346 
Drew, Irving, Co., Portsmouth, Ohio........... 197 
Drydon Rubber Co., Chicago, Ill............... 316 
Dugan & Hudson Co., Rochester, N. Y........... 187 
Dunbar Pattern Co., Brockton, Mass........... 77 


Duttonhofer, Val, Sons Co., Cincinnati, Ohio. .134-135 
Duttenhofer-Stevens Co., Cincinnati, Ohio... .139-140 


Dunn & McCarthy, Auburn, N. Y.............. 454 
Excelsior Shoe Co., Portsmouth, Ohio........... 493 
Ebner-James & Buntroc Shoe Co., Milwaukee, Wis. 36 
Edmonds Shoe Co., Milwaukee, Wis......... 221-222 
Edwards, J., & Co., Philadelphia, Pa........ 114-115 
Einstein, J., Inc.,. New York City.............. 209 
Elkin Turn Shoe Co., Philadelphia, Pa......... 116 
Endicott-Johnson & Co., Endicott, N. Y...... 235-236 
Engquist, Howard J., & Co., Chicago, Ill........ 320 
Evans, W. B., Sons Co., Wakefield, Mass........ 72 
Engel-Cone Shoe Co., East Boston, Mass........ 309 
Emery-Marshall Co., Haverhill, Mass........... 424 
Eyre, Fred A., & Co., Brooklyn, N. Y........ Br. Ex. 
Faust Shoe Co., Chicago, Ill................... 315 
Feder Gregg Shoe Co., Cincinnati, Ohio......... 114 
Fenton, John, Shoe Mfg. Co., Columbus, Ohio.... 196 
Ferris Shoe Co., Philadelphia, Pa............... 154 
Fiebrich-Fox-Hilker Shoe Co., Racine, Wis...... 39 
Flexible Shoe Mfg. Co., Chicago, Ill............ 319 
Florsheim Shoe Co., Chicago, Ill............... 327 
Foerderer, Robt. H., Inc., Philadelphia, Pa....... 218 
Foot, Schulze, Co., St. Paul, Minn.............. 163 
Forbes, Daniel, Co., Chicago, Ill............... 303 
Ford, C. P., & Co., Rochester, N. Y.........00.. 177 
Fox, Charles K., Inc., Haverhill, Mass.......... 96 
Fellsway Rubber Co., Boston, Mass............. 418 
Franco-American Beading & Novelty Co., Phil- 
SE DL. seenieeneeserr ene nad eed eee 272 
Pree. Be. du, @ Goi, WOW TORR oc ccccdewscensen 165 
Freehling, S., & Sons, Chicago, Ill.............. 307 
French Beading & Novelty Co., Philadelphia, Pa. 152 
French, J. E., Co., Rockland, Mass............. 105 
Friedman Shelby Shoe Co., St. Louis, Mo...... St. L. 
Freeman Shoe Co., Beloit, Wis................. 41 
Firestone-Apsley Rubber Co., Chicago, Ill....... 318 
Pee, Bis GS BA EO ts cock ce tecceseness 405 
French, Shriner & Urner, East Boston, Mass.... 106 
Griess Pfleger Tanning Co., Chicago, Ill......... 478 


Geller, Andrew, Shoe Mfg. Co., Brooklyn, N. Y., Br. Ex. 
General Shoe Store Supplies Co., Chicago, Ill.... 304 


Space No. 
Godman, H. C., Co., Columbus, Ohio......... 167-168 
Golo Slipper Co., New York.................. 13-14 
Goodrich, Hazen B., & Co., Haverhill, Mass...... 82 
Gotzian, C., & Co., St. Paul, Minn.............. 162 
Goodrich, B. F., Rubber Co., Chicago, Ill........ 208 


Green, Daniel, Felt Shoe Co., Dolgeville, N. Y. .185-186 
Grand Rapids Show Case Co., Grand Rapids, Mich. 


468-491 
Grieb, J. G., & Sons, Philadelphia, Pa........... 210 
Goodyear Rubber Co., Milwaukee, Wis......... 306 
Gregory & Read Co., Lynn, Mass............... 81 
Greilich, Wm., & Sons, Inc., Brooklyn, N. Y..... 204 
Grossman, Julius, Inc., Brooklyn, N. Y...... Br. Ex. 
Grover’s, J. J., Sons Co., Lynn, Mass........... 82 
Guggenheim, M., New York City............... 161 
Gustin, M., Co., New York City............... 6 
Great Lakes Shoe Co., Milwaukee, Wis......... 45 
Gutman & Co., Chicago, Ill................... 497 
General Industrial X-Ray Co., Milwaukee, Wis.. 188 
Goodyear Tire & Rubber Co., Akron, Ohio...... 496 
Huckins & Temple, Inc., Milford, Mass......... 431 
Hurley Shoe Co., Rockland, Mass.............. 90 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa..... 332 
Hakin Bros.-Kassar Co., New York............. 104 
Hallahan & Sons, Inc., Philadelphia, Pa...... 122-123 
Heim & Tull, Inc., New York, N. Y.......... 185 XS. 
Hartray, J. P., Shoe Co., Chicago, Ill........... 351 
Hamilton-Brown Shoe Co., St. Louis, Mo...... St. L. 
Hamton Shoe Co., Chicago, Ill................. 339 
Hannahsons Shoe Co., Haverhill, Mass......... 79 
Harper & Kerschten Shoe Co., Chicago, Ill...... 343 
Hecht Fixture Co.,. Chicago, Ill................ 470 
Hermes Mfg. Co., Chicago, Ill................. 460 
Henke Baby Shoe Co., Chicago, Ill.............. 231 
Henne, Wm., & Co., Brooklyn, N. Y.......... Br. Ex. 
Holland Shoe Co., Holland, Mich............... 172 
Holters Co., The, Cincinnati, Ohio.......... 145-146 
Homan-Hughes Co., The, Cincinnati, Ohio....... 136 
Hood Rubber Co., Watertown, Mass........... 80 
Hopkins & Ellis, Haverhill, Mass.............. 74 
Horn Shoe Co., Brooklyn, N. Y.............. Br. Ex. 
Husk, Harry M., Shoe Co., Chicago, Ill......... 331 
Harsh & Chapline Shoe Co., Milwaukee, Wis..... 34 
Hide & Leather Pub. Co., Chicago, Ill........... 193 
Hanan & Son, Brooklyn, N. Y................. 30 
Hoosier Shoe Co., Coldwater, Mich............. 337 
Hunt Rankin Leather Co., Boston, Mass......... 427 
Ideal Shoe Mfg. Co., Milwaukee, Wis............ 42 
International Shoe Co., St. Louis, Mo........... 
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Johansen Bros. Shoe Co., St. Louis, Mo........ St. L. Meier, John, Shoe Co., St. Louis, Mo........... St. L. 
Johnson, Stephens & Shinkle Shoe Co., St. Louis, Meis, Chas., Shoe Co., Cincinnati, Ohio...... 141-142 
My Vigan gccrancs bia dig aca wibepaiand aacabieiee eatin St. L. Melanson, J. I., & Bro., Lynn, Mass............ 444 
Joy, Clark & Nier, Inc., Rochester, N. Y........ 179 Menihan Co., Rochester, N. Y................. 176 
Julian & Kokenge Co., Cincinnati, Ohio. . . 125-126-127 Merrill, Porter & Co., Lynn, Mass.............. 66 
Johnson & Murphy, Howard, N. Y.............. 215 Milford Shoe Co., Milford, Mass............... 429 
Jelley Delaney Shoe Co., Lynn, Mass............ 404 Minor & Son, Inc., Batavia, N. Y.............. 183 
Juvenile Shoe Corp., Carthage, Mo....... 192X-193X Minnesota Shoe Co., St. Paul, Minn............ 162 
Miller, I., & Sons, Inc., Brooklyn, N. Y...... Br. Ex. 
Keith, Geo. E., Co., Campello, Mass............ 70-71 Milwaukee Chair Co., Milwaukee, Wis.......... 9 
Kleine, Henry, & Co., Chicago, Ill............. 324 Modern Shoe Making, Boston, Mass......... 194-195 
King, Mrs. A. R., Inc., Philadelphia, Pa......... 118 Moore, W. T., Shoe Co., St. Louis, Mo......... St. L. 
Kozak & McLaughlin, Inc., Long Island City.... 13 Moore-Shafer Shoe Mfg., Brockport, N. Y...... 180 
Krippendorf, Dittman Co., Cincinnati, Ohio. . . 130-131 Morse-Burt Co., Inc., Brooklyn, N. Y........ Br. Ex. 
Krohn, Fochheimer & Co., Cincinnati, Ohio. . . 132-133 EE geen ce cktasnatasnseckeanans 309 
Kropp Shoe Co., Columbus, Ohio............... 2 Monarch Leather Co., Chicago, Ill.............. 216 
Kramer Hosiery Co., Chicago, Ill............... 354 Mater Mack Co., Rochester, N. Y............ 185XN 
Kitty & Ca., G. W., Chtemme, TR... 2005s cee 347 
Kreider & Co., A. S., Chicago, Ill............... 334 Nahm Bros., Philadelphia, Pa................. 153 
King, Frank B., Chicago, Ill.................. 301 Nap-a-tan Shoe Co., San Francisco, Cal......... 219 
Nassau Shoe Co., Inc., Lynn, Mass............. 426 
Lima Cord, Sole & Heel Co., Lima, Ohio........ 459 Nettleton, A. E., Co., Syracuse, N. Y........... 10 
Laird, Schober & Co., Philadelphia, Pa...... 150-151 Newton, J. H., & Co., Philadelphia, Pa.......... 119 
Lapidus, Morris, New York City............... 206 Norman & Bennett, Inc., Boston, Mass......... 438 
Lattemann, John J., Shoe Mfg. Co., Brooklyn, Novelty Shoe Co., Chicago, Ill................. 328 
Ee le ik aa aia ea oe Br. Ex. Nunn, Bush & Weldon Shoe Co., Milwaukee, Wis. 33 
Lauenstein, Gust., Milwaukee, Wis............. 37 National Shoe Co., Chicago, Ill................ 385 
La Valle & Lo Presti, New York City.......... 201 New England Shoe and Leather Association, 
Leach Shoe Co., Rochester, N. Y...........25:. 175 I ae Group 
Loegg, A. M., Shoe Co., Pontiac, Ill............ 3 
Levie Shoe Co., Chicago, Ill................6..: 310 Onli-Wa Fixture Co., Dayton, Ohio............ 474 
Lewis, Herman E., Haverhill, Mass............ 95 O’Donnell Shoe Mfg. Co., St. Paul, Minn........ 7 
Little Chick Shoe Co., Chicago, EE cia acacia and aie 348 Ogden Shoe Co., Milwaukee, a 44 
Louisbury, Mathewson & Co., S. Norwalk, Conn.. 5 Ohio Leather Co., Philadelphia, Pa.......... 227-228 
Lund-Mauldin Co., St. Louis, Mo............. St. L. 
Lyons, Hugh, & Co., Lansing, Mich............. 467 Philadelphia Shoe Mfg. Ass’n, Philadelphia, Pa., 
Landis Machine Co., St. Louis................. 309 Group 
Lowell, W. P., Newburyport, Mass............ 420 Parisian Beading Wks., Philadelphia, Pa........ 157 
Rae ee. Ge, GH Giles cdxasesncswacsees 326 Pedigo-Weber Shoe Co., St. Louis, Mo......... St. L. 
Levor, G., & Co., Inc., Gloversville, N. Y........ 442 Peters Shoe Co., St. Louis, Mo............... St. L. 
Lounsbury Sole Co., New York City........... 189 Pfister & Vogel Leather Co., Milwaukee, Wis. .212-213 
Pincus & Tobias, Brooklyn, N. Y........... Br. Ex. 
Mackey Shoe Co., Inc., Brooklyn, N. Y.......... 195 Plant, Thomas G., Co., Boston, Mass... .97-98-99-100 
Miatett Ghee Go., Ciemee. TH... nc ccc cccccciccs 352 Pontiac Shoe Mfg. Co., Pontiac, Ill............. 166 
Marathon Shoe Co., Wausau, Wis............... 220 Portage Shoe Mfg. Co., Milwaukee, Wis........ 49 
Marion Shoe Co., Marion, Ind................. 200 Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y....Br. Ex. 
Martinez Bros., New Orleans, La.............. 196 I I oad 5s lal tained aah meena 308 
Mayer, F., Boot & Shoe Co., Milwaukee, Wis., Phoenix Knitting Wks, Milwaukee, Wis......... 1 
45-46-47-48 Pearlman, Victor S., & Co., Chicago, Ill.......... 473 
McEllroy-Sloan Shoe Co., St. Louis, Mo....... St. L. Plaut-Butler Co., The, Cincinnati, Ohio......... 451 
McElwain, W. H., Co., Boston, Mass............ 69 Pittsburgh Reflector & Illuminating Co., Chicago, 
McGovern Shoe Co., Columbus, Ohio............ 446 ae. as sata: ncaa ahast Reiko asad ee 471 
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Robinson Bynon Shoe Co., Auburn, N. Y........ 452 
Rauh, S., & Co., New York City................ 11 
Red Wing Shoe Co., Red Wing, Minn.......... 169 
Reed, E. P., & Co., Rochester, N. Y............ 181 
Rice & Hutchins, Inc., Boston, Mass........ 111-112 
Rich Shoe Co., Milwaukee, Wis.............. . i 
Rickard Shoe Co., Haverhill, Mass............. 435 
Roberts-Johnson-Rand Shoe Co., St. Louis, Mo. .St. L. 
Rohn Shoe Mfg. Co., Milwaukee, Wis.......... 35 
Richard & Brennan Co., Randolph, Mass........ 425 
Racine Shoe Mfg. Co., Racine, Wis............. 455 
Pe Cl SR coc cdnedweden ken esta denees 320 
Swan Shoe Co., Baltimore, Md................. 320 
Sachs Shoe Mfg. Co., Cincinnati, Ohio....... 137-138 
Saidel-Murray, Inc., New York City............ 233 
Samuels Shoe Mfg. Co., St. Louis, Mo........ St. L. 
Sawyer Boot & Shoe Co., Bangor, Me.......... 320 
Schmidt, Carl E., Co., Inc., Detroit, Mich........ 207 
Scholl Mfg. Co., Chicago, Ill................ 311-312 
Selby Shoe Co., Portsmouth, Ohio............. 17-18 
Selz, Schwab & Co., Chicago, Ill................ 326 
Shaft-Pierce Shoe Co., Faribault, Minn......... 171 
Sherwood Shoe Co., Rochester, N. Y............ 182 
Shipley & Vaux Shoe Mfg. Co., Philadelphia, Pa. 121 
Shoe Retailer, Chicago, Ill................2000- 203 
Shoe and Leather Reporter, Chicago, Ill........ 202 
Shoe Specialty Mfg. Co., St. Louis, Mo........ St. L. 
Sidwell-De Windt Shoe Co., Chicago, Ill........ 350 
Simplex Shoe Mfg. Co., Milwaukee, Wis........ 50 
EE, Mvcccrnkedisadebecensca seen 323 
Slater & Morrill, No. Braintree, Mass.......... 428 
Smaltz-Goodwin Co., Philadelphia, Pa.......... 159 
Smith, J. P., Shoe Co., Chicago, Ill............. 322 
Standard Felt Co., W. Alhambra, Cal........ 189-190 
Stanwear Shoe Co., Chicago, Ill..........:..... 305 
Steinbrecher Mfg. Co., Chicago, Ill............ 414 
Stickles, L. D., Shoe Co., Red Wing, Minn....... 170 
Stone, K. M., Importing Co., New York City.... 205 
Strassburger-Stiles Co., Brooklyn, N. Y...... Br. Ex. 
Strout, Stritter & Co., Inc., Lynn, Mass........ 426 
Smith Wallace Shoe Co., Chicago, Ill........... 357 
Schoen Bros. & Co., New York City............ 408 
Superior Brass & Fixture Co., Chicago, Ill...... 353 
Sullivan, The P., Co., Cincinnati, Ohio....... 128-129 
St. Louis Shoe Mfg. & Wholesalers’ Ass’n, St. 
DM. £ibieeenarnwehmwwemekeste’ Group 
Smith, G. Edwin, Shoe Co., Columbus, Ohio..... 461 


Standard Show Card Service, Inc., Chicago, Ill. 341 


Space No. 
Thompson-Ehlers Co., Chicago, Ill.............. 309 
Thomson-Crocker Shoe Co., Boston, Mass... .103-104 
Oe a eee 321 
Tolman Print, Inc., Boston, Mass.............. 214 
Tucker & Hogen, Chicago, Ill................. 344 
Tweedie Boot Top Co., Chicago, Ill........... St. L. 
The Tate Electrolytic Textile Process, Cranston, 
PMs. Web wnc-dhinamaeean camp anen ewe mea Waeiee 209 
Taylor, E. E., Co., Brockton, Mass.......... 345-346 
Tucker, H. B., Shoe Co., Chicago, Ill............ 342 
United Shoe Repairing Machine Co., Boston, 
Dh “cccceeese Daneeee ee ee 223-224-225-226 
Union Shoe Mfg. Co., Chillicothe, Ohio......... 230 
United Last Co., Chicago, Ill.................. 274 
United Shoe Mfg. Co., St. Louis, Mo.......... St. L. 


United States Rubber Co., New York City... .240-250 
Upham Bros. Shoe Co., Stroughton, Mass... .237-238 
Utz & Dunn Co., Rochester, N. Y.............. 184 


Vogel-Miller Shoe Co., Brooklyn, N. Y....Br. Group 


Vogel Bros Shoe Mfg. Co., Louisville, Ky....... 402 
Vinsonhaler Shoe Co., St. Louis, Mo........... St. L. 
Vollman, Lawrence, Co., Cincinnati, Ohio........ 289 
Wilson Process, Inc., New York................ 436 
Weil & Co., Inc., Brooklyn, N. Y............ Br. Ex. 
Watson Shoe Co., Lynn, Mass................. 76 
Weimer, Wright & Watkins Co., Philadelphia, Pa. 120 
Weinbrenner, A. H., Co., Milwaukee, Wis....... 43 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis..... 51-52 
White, Richard, & Co., Philadelphia, Pa........ 156 
Western Felt Co., Chicago, Ill.................. 355 
Whitmore-Tirrell Shoe Corp., Weymouth, Mass. 199 
Wilson Turn Shoe Co., Inc., Rochester, N. Y..... 178 
Wise, Robert, Co., Cincinnati, Ohio.......... 147-148 
Wobst Shoe Co., Milwaukee, Wis............... 40 
Wolf, Sam B., Shoe Co., Cincinnati, Ohio....... 143 
Wolnicar Shoe Co., Brooklyn, N. Y............ 8 
Wright, E. T., & Co., Inc., Rockland, Mass...... 89 
Whitman & Keith Co., Brockton, Mass.......... 110 
Wall, Streeter & Doyle Co., No. Adams, Mass.... 232 
Wells-Gunther Shoe Co., Chicago, Ill............ 331 
Wichert, Inc., Brooklyn, N. Y.............. Br. Ex. 
Wall-Doyle & Daly, Inc., Brockton, Mass........ 232 
Worcester Felt Goods Co., Worcester, Mass...... 419 
ee: Ei Ph, GL, Bika oe kta caceedmexcesoes 317 
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To Interpret the Convention for You Representative Merchants 
Become Convention Reporters to Reveal Important 
Association and Erposition Features 
Influencing the New Year 


To interpret the convention, representatives 
from all parts of the country and in all grades 
of stores will report the convention for the bene- 
fit of those who stayed at home. The RECORDER 
has developed a plan for convention reporting 
which is both unique and useful. 

The registration for this convention has passed 
the 7500 mark. This implies an attendance of 
at least 10,000 of the shoe merchants, when you 
consider the additional possible registrations by 
store salesmen. There will be at least 5000 
manufacturers, salesmen, leather men, supply 
and service agents, making the active participants 
in the convention and exposition well over the 
15,000 mark. 

Primarily the convention is for merchants, but 
as the entire structure of the industry rests 
upon the service given in the shoe store, it be- 
comes a convention of the industry of tremendous 
importance to the birth of “better business in 
1922.” 

The RECORDER for months past has been ar- 
ranging the mechanics for a newspaper feature 
that is original and opportune in its possibilities. 
We have asked leading shoe merchants to serve 


as reporters and editors to cover the convention 
from the pre-convention night through to the 
final curtain. 

These merchants will be assigned special 
topics, best suited to their experience and grade 
of store. They will be asked to report the events 
at the convention for the benefit of the entire 
merchant’s trade. 

While merchants are at conventions the stores 
must go on and so naturally the many merchants 
will be unable to take their valued assistants to 
the convention; likewise, in many communities, 
merchants will find their local duties so pressing 
that they cannot attend the convention at Chi- 
cago. For the benefit of all of these, the RE- 
CORDER will present in its issue of Jan. 21, the 
Eleventh Annual Convention Report as inter- 
preted by the representative retail shoe mer- 
chants of the United States. You will find mer- 
chants in the convention halls wearing the con- 
vention reporter badges either upon their coat 
lapels, or in the regular newspaper fashion be- 
neath the lapel. They will be diligently search- 
ing out those features of the convention which 
will be reported in this special feature section. 


WE’LL ALL PULL TOGETHER 
By Joe W. Mullen, Moberly, Missouri. 


You asked me to be a reporter, 
A reporter’s badge to wear, 
As if, as a retail merchant, 
I hadn’t burden enough to bear. 


I’ll try to report the Convention, 
In that vast Coliseum Hall, 

With so many attractive exhibits, 
Arranged in their booths round the wall. 


Should I find one who’s not a firm member, 
Get him busy to get out his purse; 

For he’s not of the right kind of timber 
Who seeks not registration booth first. 


We'll learn all we can about business— 
That is what the Convention is for, 

And I trust that at least fifteen thousand 
Will be greeted by President Orr. 
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We'll pull, and we'll all pull together; 
We'll boost both early and late, 

Now these are not idle boastings, 
For I come from the “Show You State.” 


BooT AND SHOE RECORDER December 31, 1921 

















W. HAL STEWART 


To Reveal Accomplishments 


If the conference at Washington brought out 
the great newspaper talent of the world to report 
its doings, why not put the leading shoe mer- 
chants of America to the duty of revealing the 
accomplishments at Chicago? Do you get the 
spirit of the plan—‘a merchant convention 
translated by merchants for the benefit of 
all merchants of shoes”? The idea is such a 
good one and the opportunity is so great that we 
stand ready to volunteer service from merchants 
who have not as yet been asked to serve as re- 
porters in the interpretation of the big show. 

It is given to us all to have a great opportunity 
at the beginning of the year 1922, to make this 
convention a stride forward in the betterment 
of the merchandising of shoes. 

Those who participate in the important event 
which should give the impetus toward better 
business and better business methods, are 
privileged through the RECORDER to interpret for 
the rest of the merchants the benefits derived. 
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MARY L. ROBERTS 


Our staff of honorary editors will be revealed 
in that issue of Jan. 21. We, have, however, this 
opportunity of hearing from a few of them as 
to “what they expect to learn at the convention” 
and their statements are herewith given: 


FOR THE STAY-AT-HOMES 
By John J. Baird, A. E. Pitts Shoe Co., Columbus, Ohio. 

“It is my belief that those who do not attend 
the convention should have a variety of facts 
connected with it, as seen through the eyes of 
different retail merchants, and I am heartily in 
accord with your plan of furnishing this to the 
stay-at-home shoe man. 

“How to be of greater service to our customers 
in 1922, is what I expect to get out of the con- 
tion.” 

LIKE OUR TOWN SHERIFF 


Kenneth Chisholm, Chisholm Boot Shops, Cleve- 
land, Ohio. 


“I accept with pleasure the editor’s badge 
which you propose conferring upon me. 


By C. 
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THOMAS W. SHERRON 


“I feel very much ‘set up.’ ‘Editor’ sounds 
most alluring to me.” 


THE COLORS FOR SPRING 


By W. 8. Byck, Byck Bros. Company, Atlanta, Ga. 

“What I expect to get out of the convention is 
what everybody else is looking for, information 
as to the correct styles, kinds and colors to buy 
for spring.” 


TO READ AND GROW 
By Reuben Metz, Chicago, Ill. 

“The past few months, the great amount of 
publicity and editorial work for the coming con- 
vention that has come through my hands, has 
compelled me to bring your wonderful paper 
home evenings to read, and I want to say now 
that I had no idea what good could be gained 
from the many fine articles which your paper 
contains and I found that home was the place to 
digest and analyze them, when your mind is free 
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Editors 


ROY C. KANOUSE 


from business. 

“T could not resist writing you this letter, and 
promise you that every Boot & SHOE RECORDER 
in the future will be taken home and read from 
cover to cover. 

“T have taken several ideas from articles read 
and have put them to use with great success, and 
I want to say that no man in the retail shoe 
business is too big to ‘learn something, as the 
bigger we grow, the more we want to grow. 

“Appreciating your co-operation in giving pub- 
licity to our coming convention, which will be 
the greatest convention ever held, and will bring 
the biggest returns to all who attend.” 


GETTING THE MOST OUT OF IT 
TO CONVEY TO OUR LOCAL ASSOCIA- 
TIONS 
By W. W. Willson, Boston, Mass. 


“The idea is good, and I appreciate the im- 
portance of getting a constructive message to the 
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Convention Editor 


MILO O. SLADE 


great number of shoe men who stay at home and 
do not go to the convention. 

“Right along I have suggested this idea to 
Mr. Hagan, president of the Massachusetts Asso- 
ciation, that he appoint each one of the leading 
delegates from Massachusetts who go to Chicago 
to cover a certain phase of the convention. For 
example, one man to cover men’s styles, bringing 
back all the information he can as to prices, style 
trends, the best buys in the market and any other 
good points. He should be prepared to speak at 
the Massachusetts Association meeting, which 
will come the latter part of January. Another 
man to cover women’s shoes; another one for 
children’s shoes; another one for boys’ shoes; an- 
other one to cover the window dressing displays; 
another one for the work done by the Harvard 
Bureau of Business Research and what it has 
accomplished; another one for the Style Revue; 
another man to cover the convention session; an- 
other man to make reports of what he found in 
the retail shoe stores in Chicago. 
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“Instead of having a meeting and calling upon 
people at random to say something, and all of 
them talk along the same general line, this would 
put upon each man a certain responsibility to 
come prepared to say something definite and 
constructive. This I claim he should do without 
any interference to his enjoying the convention. 
It will be helpful to him and a great help to 
those who stayed at home. 

“Altogether this great convention represent- 
ing the trade of the country from the hide-puller 
down to the retail merchant who distributes this 
great product to the consumer, will certainly give 
us ideas and new thoughts and inspirations 
which ought to send all of us back in a much 
better position for meeting the conditions that 
follow. I hope that I am never obliged, as long 
as I am active in business, to graduate from the 
N. S. R. A. Convention. I want to continue at 
this school of knowledge indefinitely. It is a 
great pleasure to go there and meet hundreds 
of retail merchants who you learned to know 
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REUBEN STEIFEL 


during these several years, talk with them, ex- 
change ideas, etc. This makes life better and 
more worth while. It makes each man who goes 
there a better man, and when a man is made 
better, his business is better.” 


FOR SMALL TOWN MERCHANTS 
By F. M. Hutchinson, Hutchinson & Stickney, 
Athens, Ohio. 

“If in any way I can help the small town mer- 
chant realize that National conventions are not 
“Big Town” affairs any more, but are directed 
more especially to the rank and file, the average 
merchant in the average sized town, I will have 
felt my efforts were not in vain. 

“As a small town retail merchant I have found 
National conventions have broadened my visions 
as to the possibilities of the small town mer- 
chant, permitted me to rub elbows with others 
of my craft who have the same problems to meet 
that I have. 

“From a buyer’s standpoint, I expect to take 
advantage of seeing dozens of lines of shoes dis- 
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GEORGE PEIRCE 


played which never are shown to me at my store, 
and while I, of course, cannot buy them all, still 
I can get ideas as to style, which is as necessary 
to the small merchant as to the large one these 
days, compare prices in the same grades, and 
learn from other buyers what their ideas are as 
to the future style features. 

“Then, too, I can see ways of properly display- 
ing shoes, see the modern appliances and acces- 
sories so necessary to the up-to-date shoe store, 
and last but not least, learn new ways of keep- 
ing records of my business so that I may know 
each day or month whether or not I am making 
or losing money in certain departments and, if so, 
why. 

“These are a few of the things I expect to get 
out of my attendance at the National Conven- 


tion.” 
VIM, VIGOR AND VISION 
By John F. Raab, The B. R. Baker Co., Cleveland, Ohio 
“I am going to the N. S. R. A. convention be- 
cause I expect to gain largely from what I can 
gather there. 
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A. K. COHEN 


“I really owe it to my business to go. It is 
important that I inject new and _ up-to-date 
methods in my business; it is necessary to fol- 
low the trend of style. I will get all this by 
mingling with my fellow shoe merchants, in con- 
vention, and in looking over the exhibits of the 
manufacturers. I will gain in vim, vigor, vision, 
and will acquire methods and means of appli- 
cation which will bring a larger measure of suc- 
cess in my business. 

“TI will also derive a great deal of pleasure in 
meeting a lot of the best fellows on earth.” 


FINER FRIENDSHIP—BETTER BUSINESS 
By Hal W. Stewart, Stewart & Son, Iowa City, Iowa. 
“IT have already begun to swell with pride 
thinking about strutting around with a editor’s 
badge pinned on my breast! 
“T have tried to be among those present at 
every National and State convention—and al- 
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CHAS. N. CODY 


ways find it enjoyable and profitable. One 
brings back so many new ideas—gets so much 
more out of it, it is worth while. But, even if 
this was not indisputable—the grand and glorious 
pleasure in meeting one’s good friends—that’s 
the big idea: finer friendships, bigger business, 
better service—why should any man who loves 
his craft stay away?” 


A SERIOUS CONVENTION 

By Charles N. Cody, The Cody Shoe Co., Antigo, Wis. 

“In bygone days the annual convention was 
one of fun-making and jollification, but to-day 
we find serious-minded business men looking and 
studying to better his condition. To-day success- 
ful merchandising is a science in the highest 
sense of the word. There never was a time in 
the history of the shoe business in which a mer- 
chant was confronted with so many or such a 
variation of problems as he is to-day. 
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MELVIN T. COPELAND 


Director of the Harvard Bureau of 
Business Research 
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RICHARD LENNIHAN 


Assistant Director of the Harvard 
Bureau of Business Research 


The Convention’s Most Practical Feature 


Research Business Bureau at Chicago Invites Shoe Merchants, 
Large and Small, to Individual Conference 


is moving into its new home at Chicago, 

where it has established headquarters dur- 
ing the big N. S. R. A. Convention of Jan. 9-12. 
The transposition will be complete—the entire per- 
sonnel of the Cambridge office will report at the 
Coliseum for service bright and early on Monday 
morning, Jan. 9. And, in a nutshell, the whole pur- 
pose of its appearance at Chicago is to help the in- 
dividual retail shoe merchant. 

Dean Copeland, director, acts as the “advance 
agent” and, in the main hall of the convention, on 
the first day of the National get-together, will ex- 
plain the functioning of the Bureau. It is impor- 
tant that all retail shoe merchants should be on hand 
to hear Dean Copeland’s explanation of the part the 


T\ ss Harvard Bureau of Business Research 
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Bureau will play. Richard Lennihan, assistant direc- 
tor of the Bureau, will be in charge of the 25 x 43 
booth, which has been set apart in the center of the 
Coliseum. With Mr. Lennihan will be ten experts 
who will be detailed to act as special business ‘‘doc- 
tors.” These business specialists will work faith- 
fully to restore the operating expenses of the visit- 
ing merchant “client” to perfect health. The process 
will be simple and businesslike. 


What the Charts Show 


On entering the Bureau’s office the merchant should 
state his case to Mr. Lennihan and he will then be as- 
signed by Mr. Lennihan to the “doctor” who is spe- 
cializing on his particular case. 

On the walls of the main office of the Harvard Bu- 
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reau will appear four specimens of operating state- 
ments, for stores doing different volumes of busi- 
ness. Every item of percentage on these charts has 
been carefully studied and is based on actual facts 
ascertained from questionnaires. 
These charts are based on 1920 busi- 
ness volumes of $30,000, $65,000, 
$130,000 and $1,300,000. They are 
shown for the purpose of compari- 
sons and of suggesting questions to 
the visiting merchant, not for mere 
copying and perhaps afterwards for- 
getting, to be used after the conven- 
tion for occasional reference. The 
charts presented are of the most 
practical and comprehensive nature 
and in order that the merchant may 
thoroughly understand them they 
must be interpreted. The danger of 
going entirely by chart is that it is 
the danger of being misinterpreted— 
and these are the days when clear- 
ness must prevail and misunder- 
standings eliminated from business. 


Every Case Confidential 


The merchants of the country, in 
order to get the full benefit from the 
service which the Bureau is giving 
should bring with them a table show- 
ing their operating expenses made 
out according to the form presented 
in this article. For the Harvard Bureau is putting 
all of its facts before the merchants and does not 
wish to work in the dark—the staff from Cambridge 
has moved to the Chicago convention to act as ex- 
pert consultants and to diagnose each case individ- 
ually. Every merchant’s problem will be considered 
as strictly confidential—in fact—‘“Confidential” is 
one of the slogans of the Bureau and in its eleven 
years of operation it can be positively stated that 
not one instance can be found where it has attached 
a name to any statement of operating expenses pre- 
sented, or in any other way violated the confidence 
of the merchant. In cases where the volume of 


MILO E. 
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WESTBROOKE 

The Jack-of-all-trades, Executive 
Secretary of Chicago Committee 
When in doubt—see Westbrooke 
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business and items of expense might possibly be 

identified with a particular store, the bureau makes 

up a composite statement from two or three stores. 

As an illustration, the big charts which adorn the 
walls of the Chicago Convention 
Harvard Bureau booth are made out 
according to a composite analysis, 
which presents the actual figures, but 
destroys the identity of the mer- 
chants connected with same. 


Advantage in Comparisons 


If a merchant has never thought 
of such an aid to business as a chart 
of operating expenses, but wishes to 
have one prepared for him, he will 
be very welcome at the Bureau, as 
he is just the type of man wanted. 
It does not make any difference how 
small a man is, the little merchant is 
just as welcome as the big fellow. 
Reports have been compiled on as 
small a business as $7,000, and can 
be worked out for a merchant doing 
a much less volume oi business. No 
store is too small to send its repre- 
sentative to the Harvard Bureau of 
Business Research at the Chicago 
convention—whether it is located in 
Squedunk or New York City. A 
study of the bulletins of the Bureauwill help both. 

Make ‘a classification of your store’s operating 
expenses. Go right to it. How do you figure your 
stock turn—How does your stock turn compare with 
that of other stores? “Oodles” of fellows do not 
know how to figure mark-up—they do not know that 
it should be figured on selling instead of cost prices. 
They do not know how to figure percentage of operat- 
ing expenses—whether they should base it on gross 
or net—selling or cost. Are you sure that ycu have 
every item of expense in your table of operating ex- 
penses? That is the important point. 
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AN EXAMPLE OF OPERATING EXPENSES 
BUREAU OF BUSINESS RESEARCH 
HARVARD UNIVERSITY 


GRADUATE SCHOOL OF BUSINESS ADMINISTRATION CAMBRIDGE, MASSACHUSETTS 


OPERATING ACCOUNTS FOR SHOE RETAILERS 


ang UT aN 


PROFIT AND LOSS STATEMENT, for year ending Dec. 31, 1921. 


I ce coe acewaewas sue 

Returns and Allowances......... 

Net Sales 

Net Inventory of Merchandise at 
beginning of Year 

Purchases of Merchandise at 
Billed Cost 

Inward Freight, Express, 
Cartage 

Gross Cost of Merchandise 
Handled 

Cash Discounts Taken 


Net Cost of Merchandise Handled 

Net Inventory of Merchandise at 
End of Year 

Cost of Merchandise Sold 


Gross Profit 

Wages of Salesforce (Including 
ApS Re eae 

Advertising 

Wrappings 
Expense 

Total Selling Expense 

Delivery Expense 

Buying, Management, and Office 
Salaries 

Office Supplies, Postage, and Other 
Management Expense........ 

Total Buying and Management 
Expense 

Rent 

Heat, Light, and Power 

Taxes (Except on buildings, in- 
come, and profits) 

Insurance (Except on buildings) 

Repairs of Store Equipment.... 

Depreciation of Store Equipment 

Interest on Capital — 
Borrowed 

Interest on 
Owned 

Co eee ——-—— 

Total Fixed Charges and Upkeep 
Expense 

Miscellaneous Expense 

Losses from Bad Debts.......... 

Total Expense 


and Other Selling 


Capital — 


Net Profit (or Loss) 
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$820.79 


$35,972.28 
285.75 


$35,686.53 100% 


$17,209.75 
23,524.67 
421.20 


$41,155.62 
328.12 


$40,827.50 


14,205.35 


26,622.15 74.6% 





$9,064.38 25.4% 


$3,461.59 9.7% 


428.24 


142.75 


$4,032.58 0r 11.3% 


$1,177.66 
214.12 
1,391.78 or 
178.43 
178.43 
178.43 


71.37 
107.07 


1,249.03 


2,783.55 or 
392.55 
71.37 or 


7.8% 


2.3% 
$8,671.83 





$392.55 1.1% 
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Convention and Exposition. Builders 


{ Chicago Is to Be Congratulated for Its Conveniton Accomplishments 


President Emeritus—A. C. MeGowin. 
President—James Potter Orr. 


Vice-Presidents—C. K. Chisholm, First Vice-Presi- 
dent; H. A. Rosenbach, Second Vice-President; Alfred 
Katchinski, Third Vice-President; C. E. Williams, 
Fourth Vice-President. 


Directors for Life—Past Presidents A. C. McGowin, 
John O’Connor and J. H. Geuting. 


Directors for Three Years—Henry E. Hagan, Percy 
E. Hart, H. E. Fontius, C. E. Williams, J. E. Wilson, 
W. S. Byck, V. E. Vaile, Seaton Alexander, W. W. 
Willson. 


Directors for Two Years—W. E. Brelsford, C. K. 
Chisholm, James P. Orr, E. D. Gildersleeve, Roy E. 
Stevens, Christian Ludebuehl, H. A. Rosenbach, Alfred 
Katschinski. 


Directors for One Year—John Slater, A. H. Meadors, 
K. W. Watters, A. B. Caspari, F. P. Meyer, J. J. Sen- 
senbrenner, R. H. Johnston, John Baird. 


Secretary-Commissioner—George Spangler. 


Executive Committee—C. K. Chisholm, chairman, 
Cleveland; A. H. Geuting, vice-chairman, Philadelphia; 
Percy E. Hart, New York City; Roy E. Stevens, Ot- 
tumwa, Iowa; John O’Connor, Chicago; James P. Orr, 
Cincinnati; Frank P. Meyer, Danville, Ill. 


Conference Committee—A. Katschinski, chairman, 


San Francisco; A. C. McGowin, vice-chairman, Phila- 
delphia; John Slater, New York City; D. F. Sullivan, 
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Fall River; C. J. Mensch, Pittsburgh; Jos. Strasburger, 
Washington, D. C. 


Styles Committee—Elmer A. Clark, general chair- 
man, Cleveland. 


Women’s Style Committee—Elmer A. Clark, chair- 
man, Cleveland; Fred E. Foster, Chicago; William A. 
Geuting, Philadelphia; H. C. McLaughlin, Cincinnati; 
Percy E. Hart, New York City. 


Advisory Committee on Women’s Styles—Elmer A. 
Clark, chairman, Cleveland; K. W. Watters, Buffalo; 
A. H. Geuting, Philadelphia; C. K. Chisholm, Cleve- 
land; Charles S. Heath, Columbus; George Volk, Dal- 
las; W. A. Knight, Portland, Ore.; Roy E. Stevens, 
Ottumwa, Iowa; W. W. Willson, Boston; Frank P. 
Meyer, Danville, Ill.; W. S. Byck, Atlanta; George A. 
Pierce, Minneapolis; A. Katschinski, San Francisco. 


Men’s Style Committee—George N. Geuting, chair- 
man, Philadelphia; W. W. Willson, Boston; Russell 
Agnew, Chicago; B. H. Orr, Cincinnati; K. W. Watters, 
Buffalo. 


Advisory Committee on Men’s Styles—George N. 
Geuting, chairman, Philadelphia; J. J. Sensenbrenner, 
St. Louis; F. E. Ballou, Providence; Jos. Berberich, 
Washington; I. R. Jacobs, New Orleans; J. C. Hof- 
heimer, Norfolk, Va.; Milo A. Slade, Des Moines; W. 
E. Brelsford, Topeka, Kan.; W. S. Strycker, Omaha; 
H. E. Fontius, Denver; Frank A. Werner, San Fran- 
cisco; Frank P. Shockley, Spokane; Thomas Sherron, 
Memphis; C. E. Young, Indianapolis. 


Children’s Style Committee—Clyde K. Taylor, chair- 


man, Detroit; R. M. Cummings, New York City; W. H. 
Adams, Detroit; Harris Kendall, Cincinnati. 
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Officers and Committees Working for Youl 


Finance Committee—H. A. Rosenbach, chairman; 
Otto Hassel, Chicago; Christian Ludebuehl, Pittsburgh ; 
J. J. Sensenbrenner, St. Louis. 


Legislative Committee—Joseph Strasburger, chair- 
man, Washington; H. E. Hagan, Boston; Seaton Alex- 
ander, Wheeling, W. Va. 


Membership Committee—C. E. Williams, chairman, 
St. Louis (presidents of all State and local associations 
are members of this committee). 


Rubber Committee—D. F. Sullivan, chairman, Fall 
River; I. B. Howe, Boston; George E. Peirce, Provi- 
dence; Louis Byck, Louisville; Reuben Metz, Chicago; 
S. J. Brouwer, Milwaukee; C. L. Thomas, Marion, Ind. 


Senior Insurance Council Shoe Retailers at National 
Underwriters—W. W. Willson, chairman, Boston; Sea- 
ton Alexander, Wheeling; W. Va.; J. J. Baird, Colum- 
bus; F. E. Ballou, Providence; A. B. Caspari, Milwau- 
kee; C. K. Chisholm, Cleveland; Otto Fischer, Law- 
rence, Kan.; H. E. Fontius, Denver; Henry F. Hage- 
mann, Cincinnati; Otto H. Hassel, Chicago; W. T. 
Head, Oklahoma City; I. H. Morse, Lowell; F. M. 
Nebe, Atlantic, Iowa; James P. Orr, Cincinnati; Wil- 
liam Pidgeon, Jr., Rochester; Albert J. Schmidt, Pitts- 
burgh; T. W. Sherron, Memphis; V. E. Vaile, Kokomo, 
Ind.; George Volk, Dallas; C. E. Williams, St. Louis; 
J. E. Wilson, Detroit. 


Tazation Committee—J. J. Baird, chairman, Colum- 
bus; C. Ludebuehl, Pittsburgh; A. C. McGowin, Phila- 
delphia; Joseph Strasburger, Washington, D. C.; W. 
S. Byck, Atlanta; I. B. Howe, Boston; J. C. Hofheimer, 
Norfolk; C. E. Williams, St. Louis; Horace Swope, St. 
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Louis; H. E. Fontius, Denver; A. Katschinski, San 
Francisco. 


Constitution and By-Laws Committee—J. P. Orr, 
chairman, Cincinnati; H. A. Rosenbach, Chicago; Sea- 
ton Alexander, Wheeling, W. Va. (Note: Two mem- 
bers of this committee to be named by Advisory Board 
comprising presidents of State associations. In con- 
formance with resolution adopted at the Milwauk:e 
convention, the Committee of Five is required to name 
a sub-committee comprising one member from each duly 
organized State.) 


CONVENTION COMMITTEES 
General Chairman—John O’Connor. 


Vice-Chairman and Assistant Treasurer—I. B. Ro- 
senbach. 


Treasurer—-F. E. Foster. 
Secretary—R. Metz. 
Sergeant-at-Arms—C, J. Stevens. 


Finance—I. B. Rosenbach, chairman; F. E. Foster, 
John O’Connor. 


Auditing—A. E. Taylor, Carl H. Fliessbach. 


Booths and Displays—O. H. Hassel, chairman; W. 
J. Gibbs, A. E. Taylor. 
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For the Betterment of Business 


Correct Costume Revue—J. A. Goldberg, chairman; 
Frank B. King, L. C. Doremus, Percy Hart, George F. 
Schott, M. E. Tobias, H. C. McLaughlin, A. O. Hassel, 
H. A. Meyer, A. H. Buehler, W. J. Gibbs. 


Publicity—R. Metz, chairman; J. Spalo, F. I. Gross- 
man, J. Brody, Harry A. Rogers, H. L. Kisker, E. C. 
Logan. 


Program—H. A. Rosenbach, chairman; A. H. Geu- 
ting, C. K. Chisholm, C. E. Williams, John Slater. 


Reception—H. A. Meyer, chairman; Louis M. Gross- 
man, S. Bamberger, M. Wolock, O. D. Strayer, Alfred 
J. Ruby, D. C. Thompson, R. C. Ashby, H. T. Dae- 
micke, P. Selzer, Otto Adams, Clarence J. Stevens. 


Hotel—Harry Levinson, chairman; Harry Meyer, 
M. A. Mittleman, Al. Ackerberg, Charles Feltman, 
Charles F. Parkinson. 


Credentials—Carl H. Fliessbach, chairman; A. J. 
Metzel, A. H. Buehler, William Masure, S. Bamberger, 
J. J. Thompson, Joseph Cline. 


Registration—Frank Hough, chairman; M. F. Mc- 
Niff, F. T. McLoney, F. S. Orth, A. H. Simon. 


Entertainment—F. E. Foster, chairman; E. L. Ken- 
nedy, A. F. Martin, C. M. Schaaf, W. J. Gibbs, F. R. 
Wilson, C. H. Daemicke. 


Boosters—Frank Meyer, chairman; presidents of all 
State associations chairmen for their respective States. 
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Ladies—Mrs. Reuben Metz, chairman; Mrs. John 
O’Connor, Mrs. H. A. Rosenbach, Mrs, Fe E. Foster, 
Mrs. O. H. Hassel, Mrs. Carl H. Fliessbach, Mrs. Wil- 
liam Masure, Mrs. A. F. Martin, Mrs. S, Bamberger, 
Mrs. Frank Hough. 


Chairman Ladies’ Reception Committee—Mrs. Reu- 
ben Metz. 


Chairman Prizes for Card Parties—Mrs. B. J. Coens. 


Ladies on Prize Committee—Mrs. Carl Fliessbach, 
Mrs. Edward O. Ray, Mrs. Harry Levinson, Mrs. H. L. 
Kisker. 


Chairman Buying Cards and Arranging Card Party— 
Mrs. Frank B. King. 


Ladies on Card Party Committee—Mrs. L. :Schles- 
inger, Mrs. M. F. McNiff, Mrs. C. H. Daemicke, Mrs. 
Herbert Daemicke, Mrs. F. Belz, Mrs. O. D. Strayer, 
Mrs. W. T. Kelley, Mrs. Alfred J. Ruby, Mrs. Charles 


Evans. 
Chairman Auto Trip—Mrs. H. L. Kisker. 


Ladies on Auto Trip Committee—Miss Clara Davis, 
Miss Helen Davis, Mrs. Sol Klein, Mrs. Carl. Fliess- 
bach, Miss Kalisky, Mrs. S. Bamberger. 


Exposition Director—Fred W. Payne. 


Executive Secretary—Milo E. Westbrooke; 


December 31, 1921 





BOOT AND SHOE RECORDER December 31, 1921 


Noo 4 Is O the 
(“orrect (Ostume Revue 





Oe eee eee ee 


December 31, 1921 


0 
1 
2. 
3. 
4 
5. 
6 
7 
8 
9 


BOOT AND SHOE RECORDER 











The Visitor Marvels at the Compactness of 
Chicago’s Business, Hotel and Shopping District 


(Key to Chicago Map on opposite page) 


. Convention Halls within Circle 
. The Shoe Retailer 


Hide & Leather 
Briggs Hotel 


. Powers Theatre 


Chicago Rotary Club 


. Olympic Theatre 
. Garrick Theatre 
. Woods Theatre 
. Apollo Theatre 
. Colonial Theatre 
. Randolph Theatre 
. Drake Hotel 
- Medinah Temple 
. State & Lake Theatre 
. Chicago Theatre 
. Illinois Central Suburban 
. Public Library 
. Marshall Field & Co. 
. Roosevelt Theatre 
. Cort Theatre 
. Cohan’s Grand Opera House 
. Palace Theatre 
. City Hall & County Bldg. 
. Randolph Hotel 
. The Evening News 
. La Salle Hotel 
. Old Colony Club 
. Brevoort Hotel 
. Boot and Shoe Recorder 
. La Salle Theatre 
. Planters Hotel 
31. Terrace Garden 


82. 
32. 
33. 
. Kiwanis Club 
34, 
35. 
36. 
37. 
38. 
39. 
40. 
41. 
42. 
43. 
44, 
45. 
46. 
47. 


32 


48. 
49. 
50. 
51. 
52. 
53. 
54. 
56. 
57. 
58. 
59. 
60. 
61. 
62. 


Morrison Hotel 
Hotel Grant 
Hamilton Club 


Tribune 

Boston Store 

Hillmans 

Charles A. Stevens & Bros. 

Mandel Brothers 

Carson, Pirie, Scott & Co. 

Chicago Athletic Club 

University Club 

Illinois Athletic Club 

Palmer House 

Majestic Theatre 

Chicago Association of Commerce 

Union Passenger Station 

Chicago & Northwestern Pas- 
senger Station 

Post Office and Federal Bldg. 

The Fair 

Art Institute 

Illinois Theatre 

Stratford Hotel 

The Hub 

Majestic Hotel 

Princess Theatre 

Grace Hotel 

Atlantic Hotel 

Victoria Hotel 

Board of Trade 

La Salle St. Station 

Fort Dearborn Hotel 


. Rothschild & Co. 

. Illinois Central Suburban Sta. 
. Studebaker Theatre 

. Chicago Grand Opera Co. 

. Auditorium Theatre 

. Auditorium Hotel 

. Congress Hotel 

. Ziegfeld Theatre 

. Blackstone Hotel 

. Dearborn Station 

. Grand Central Station 

. Central Passenger Station 

. Field Columbian Museum 

. New Southern Hotel 

. First Regiment Armory 

. Coliseum and Greer Building 


Hotels North of the Loop 


Alexander, Ambassador, Bradley, 
Darlington, Drake, Edgewater Beach, 
Grasmere, Luzerne, Melbourne, Mo- 
raine, Parkway, Plaza, Sheridan 
Plaza, Somerset, Virginia and 
Webster. 


Hotels South of the Loop 


Chicago Beach, Cooper-Carlton, Del 
Prado, Drexel Arms, Elms, Gladstone, 
Hayes, Hyde Park, Jackson Park 
Tavern, Lakota, Lexington, Metropole, 
Sisson, Sovereign, Stock Yard Inn, 
Strand, Trenier, Warner, Winder- 
mere and Wychmere. 
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Budlders 


I. B. ROSENBACH 
JOHN O'CONNOR Vice-Chairman General Committee 
of Chicago and Chairman of Finance 
General Convention Chairman Committee 


FRED E. FOSTER REUBEN METZ 
of Chicago of Chicago 
Treasurer and Chairman Entertain- Secretary and Chairman Publicity 
ment Committee Committee 
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Builders 


OTTO HASSEL HARRY A. MEYER 
of Chicago 


of Chicago 
Chairman Booths ne Displays Com- Chairman Reception Committee 
mittee 


H. A. ROSENBACH JULIUS GOLDBERG 


_ of Chicago of Chicago 
Chairman Program Committee Chairman Correct Costume Revue 
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UT 


Ww. J. GIBBS CARL H. FLIESSBACH 
of Chicago of Chicago 
Entertainment, Display and Style Chairman Credentials Committee 
Committees 


A. E. TAYLOR 
of Chicago 
Chairman Auditing Committee Chairman Hotel Committee 
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Is Your Store Ready for 
A Real Busy Spring? 


ing salesmen are put on the books at the 

Chicago convention there will not be suffi- 
cient machinery in all parts of the country to 
complete the footwear for Easter business. 

The country over, shoe stores are low in stocks 
of wanted merchandise and must replenish in style 
lines if the store is to make a spring profit. 

The convention, as late as it is, is the final place 
for orders of shoes for spring selling. Under one 
roof, competitive marketplaces and footmen of 
the country will show an enormous array of foot- 
wear for the buyer’s convenience. 

The trade is facing the most unique period in 
its history, for practically every merchant is going 
to place his spring orders within a period of four 
days. For the merchant who has hopes of doing 
business at Easter it is the last call of the order 
book. 

Fine footwear to be made up properly in fac- 
tories needs more working time, but as the con- 
dition now faces the industry the factories stand 
ready to produce the goods to the best of their 
abilities. 


I F one-tenth of the orders promised to travel- 


A Real Buying Convention 
This really is the most important buying con- 
vention in the history of the trade. Events have 
made it so. The merchant who buys now has 
some hopes of smart Easter footwear in his store 


for Easter selling. The merchant who does 
buy now must look to late season pick-ups. 


In Style Agreement 

Style tendencies for spring, 1922, are being 
thought over by all branches of the shoe trade. 
The closer the producing of styles and the stock- 
ing of them come together, the farther ahead are 
anxious shoemakers and merchants looking. Many 
dealers have not yet made up their minds in full 
as to what they will buy for spring; but all are 
wondering what will “go” for fall. And all mer- 
chants would give a good-sized piece of money to 
be able to form some kind of judgment as to what 
will be the best selling propositions for that 
season. 

The men’s hat makers will soon know all about 
their styles for fall, 1922. So will the men’s 
clothing makers. So will the merchant’s tailors. 
So will the necktie makers. So will the makers of 
women’s hats and clothing. In short, nearly every 
trade but the shoe trade knows long in advance 
what will be the main features of style in that 
particular line. They do not know every little 
kink and particular line. They don’t all try to 
have the same kinks; but general outlines are 
settled in advance. 

One great element in their secret of success in 
attaining fore-knowledge is it might as well be in 
operation right now. 
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Nobody’s really useful originality would be 
checked or interfered with, but the series of 
“freaks” and crabs and bugs which now clog the 
bargain sales every season would not come into 
existence at all. And, instead of anxiously danc- 
ing about, first on one foot then on the other, 
waiting to see what fool thing in shoes the crazy 
dressers among the public would want next, the 
shoemaker and shoe dealer would be exercising a 
majority vote on shoe fashion—as they ought 
to do. Instead of meekly asking the people what 
shoe fashion should be, they would be TELLING 
them. 

Jealousy of competitors; the fear that someone 
else will have more styles; fear of “the double 
cross” in agreements; lack of confidence in each 
other ; lack of realization of what the present sys- 
tem (or, rather, lack of system) is wasting— 
these are some of the elements which hold back 
improvement in the shoe style situation. Why 
cannot these things be righted? In a word, why 
cannot the shoe trade really get together as a 
“committee of the whole” on shoe styles? Why 
can’t it organize as a whole? 

It can and it will. The incompetence which 
sits by and croaks, “You can’t!” is passing out 
of favor. “You can’t” is not the motto of the 
modern shoe trade. 

We believe it would pay for every shoe dealer 
to thoroughly talk over the style problem with 
manufacturers, and vice versa. We believe that 
improvements can be made in the style situation 
py this kind of joint collaboration. In fact, we 
KNOW that it is being made. 


Talk “Style” at Chicago 


That is, we know that some leading dealers 
are taking the precaution to talk over very thor- 
oughly with manufacturers and wholesalers from 
whom they buy goods all phases and aspects of 
the style situation. 

Every retail merchant who has useful views to 

express regarding any feature 
of the shoe trade realizes that 
there is no means which will 
give his views a broader and 
more general circulation than 
their publication in the RE- 
CORDER. We welcome these 
letters, and we stand in favor 
of every movement which tends 
toward the bringing together 
of the shoe manufacturer and 
wholesaler and the retail shoe 
merchant. 


Conference Time Is Here 


This idea of conferring to- 
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gether is, of course, no new thing; every big shoe 
house and, in fact, every traveling salesman of 
such a house naturally talks things over occa- 
sionally with the customers of the house; but we 
believe this might be done more systematically, 
more generally, more unitedly and more thor- 
oughly. 

It can be done, and should be done, not only 
as between each house and its customers, but in 
a broad, general way. 





Window Trim Contest 
Big Feature 


One of the most educational and practical fea- 
tures in connection with the eleventh annual con- 
vention and exposition of the National Shoe Re- 
tailers’ Association will be a window-trimming 
contest. 

There are more shoe retailers in the loop dis- 
trict of Chicago than in any other similar area 
in the world. The windows of shoe stores of Chi- 
cago have been noted for many years for their at- 
tractiveness and distinctiveness in arrangement 
and appeal. 

Among the decorators of shoe windows in Chi- 
cago will be found some of the best in the United 
States. It is the high lights among these men 
that have been placed in charge of the window- 
trimming contest for the National Shoe Retailers’ 
Association Convention. They have formulated 
rules and regulations for the contest, selecting 
men competent and well qualified to judge the 
windows. These judges will consider the aim of 
the man who trimmed the window, whether the 
trimmer’s aim was to appeal to the working class 
or to some other class of people. The committee 
has taken into consideration that a window should 
be trimmed differently when it is used chiefly 
to attract the working class of people than where 
it is used to attract people accustomed to higher 
grades and more expensive types of footwear. 

The window trimmer must 
necessarily have these thoughts 
in mind when he is trimming 
the window—thus it should be 
understood that it is not the 
character of the footwear dis- 
played in the window that is 
going to win the prize, but the 
method of displaying it that 
attracts attention of the par- 
ticular kind of trade that is go- 
ing to be there. 

There are 100 of these win- 
dows available and the contest 
is open to every shoe display 
man in the United States. 
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Men’s Fine Shoes 


We show below one of our more conservative 
Oxfords for Spring which is made in 


Car_ E. ScHmupt’s Eric GRAIN 
Black and Tan 


on the Haig-an Last soft toe, with special reinforce- 
ment which allows the comfort of a soft toe and 
retains the appearance of a box toe. 








Three Weeks Delivery 
Price $6.00 


Western Representative 
WILLIS L. GOODWILLIE 
Room 408 Severance Bldg. 
6th and Main Sts., Los Angeles 


F. C. Pingree Sons Co. 


DETROIT MICHIGAN 
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For Further Details on Styles 

Illustrated, Visit Booth 323, 

Greer Bldg., N. S. R. A. Con- 

vention; Write Us or Visit 

Our Convenient Sample 

Rooms, 211-215 West Mon- 
roe St., Chicago 
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Why It Pays Vou 


Helthy-Fut Shoes Seli on Quality 
and Repeat on Merit 


Selling shoes that won’t come back to customers who will 
is the answer to the problem of getting rapid turnover. Rapid 
turnover and steady patronage is the foundation of success- 
ful retailing. 

Sinbac’s instock department makes possible the carrying of 
conservative stocks because it makes frequent size-ups con- 
venient. Helthy-fut shoes are kept on the floor, ready for 
immediate delivery. 

The high quality, style and superior finish built 
into Sinbac Helthy-Fut shoes so satisfy your cus- 
tomers that they come back for the same de- 
pendable brand again. 
When you think of satisfaction and 
profits from your children’s depart- 
ment think of 


sINBAc 


aon 
a i 


sizis. 902i a lst 2 


Fancy One Strap Good- 
year Welt in Gun Metal 
HK i |||] Gulf and Patent Leather. 
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Sinsheimer Bro. & Co. 
211-15 W. Monroe St. 
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BOOTH 332 


CHICAGO SECTION 


at the N. S. R. A. Convention and Exposition, January 9, 10, 11, 12, 1922, will contain the 
complete exhibit of our women’s factory—a full showing of our new line of smart low shoes. 
A cordial invitation is extended to all visitors to view this interesting display and visit our 


factories 





100 Last—1 Inch Heel in Stock as Follows: 
Widths and Sizes AA, 5 to 9; A, 4 to 9; B, C and D, 24 to 9 


Stock No. 800—Black Norwegian Calf Perforated as above. . Price $5.25 


Stock No. 500—No. 4 Tan, Norwegian Calf, Perforated as above 
Stock No. 1400—Patent Plain Toe, Perforated Vamp and Stay 





5.25 








AN IMMEDIATE SUCCESS 


The introduction of our line of women’s cialized kind, was received by the trade with 


shoes was met with spontaneous approval. justifiable enthusiasm. 
Possessing all of the characteristics which 
have made our men’s shoes famous, this line 
of women’s low shoes, to which has been : . 
added a degree of craftsmanship of a spe- shoes particularly desirable. 


J. P. SMITH SHOE CO. 


All Goodyear welts—soft, flexible and glove 
fitting. The unexcelled values make these 


671 N. Sangamon St., CHICAGO 
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The Chicago Shoe Trades Association Welcomes 
the Merchants of the World 


By R. C. BOOTH, Secretary 


N spite of its natural advantages as a shoe 
I market, with its large representation of foot- 
wear and shoe store supplies, with its advan- 
tageous geographical location and railroad facili- 
ties which insure promptest deliveries, with its op- 
portunities to study retail stores most closely typify- 
ing the ideals of shoe retailing, Chicago has not been 
sufficiently exploited to focus the attention of the 
trade upon it, nor to gain the recognition to which 
it is entitled. 

It was for the purpose of co-ordinating the efforts 
of wholesalers and manufacturers in promoting the 
interests of the local market and to work in closer 
harmony with shoe retailers, particularly those who 
might logically be regarded as buyers in this market, 
that the Chicago Shoe Trades Association was organ- 
ized a little over a year ago. 

Starting with a membership of less than thirty, 
this organization has gradually increased in strength 
until it now numbers thirty-seven members, compris- 
ing most of the leading manufacturers and whole- 
salers of shoes and allied products. Indications are 
that the membership will be increased by three or 
four after the first of the year, bringing the total 
up to forty, the original goal set at the time of the 
organization’s inception. 

The present officers of the association are: 

President, H. C. Dovenmuehle of H. F. C. Doven- 
muehle & Son; vice-president, J. Harry Selz of Selz, 
Schwab & Co.; treasurer, W. G. Colvin of the Rice & 
Hutchins Chicago company; secretary, R. C. Booth. 

Board of Directors are: H. Cushman, the A. S. 
Kreider Co.; E. J. Hartung, Scholl Mfg. Co.; M. L. 
Paterson, Converse Rubber Shoe Co. 

In order to enlist the active co-operation of each 
and every member the activities of the association 
have been carried on through special committees 
with definite programs and clearly defined functions. 
Every member is serving on some committee. 

The Membership and Program Committee has done 
effective work in securing new members for the 
association and in solidifying the interest taken in 
the regular monthly meetings, which are held on the 
second Thursday of each month. 

The Committee on Trade Relations has established 
close relations with the Chicago Association of Com- 
merce, and as a result the shoe industry of Chicago 
has co-operated with the Association of Commerce 
in many of their market events, such as clearance 
sales. The secretary of the Chicago Shoe Trades 
Association makes his headquarters in the offices 
of the Chicago Association of Commerce, thus afford- 
ing a valuable point of contact for both organi- 
zations. 

The Committee on Legislation has lent its influ- 
ence in protesting against legislation which was felt 
to be inimical to the trade, and by special arrange- 
nent with the Illinois Manufacturers’ Association 
vas kept posted on the trend of events in the last 

ession of the legislature at Springfield. 


The Committee on Transportation has looked after 
the traffic interests of its members whenever occa- 
sion arose where its services were needed. 


The Committee on Trade Disputes has handled a 
number of cases of differences between members of 
the association and retail merchants. Most of these 
have been amicably settled by arbitration with satis- 
factory results to all concerned. It is felt that an 
extension of this plan will make for a more closely 
knit relationship between the various branches of 
the trade. 


The committee which has been called upon to 
do the heaviest work for the association has been 
the Committee on Advertising and Exhibits. One 
of the first acts of this committee was the decision 
to put on a market display at the convention of the 
National Shoe Retailers’ Association held in Mil- 
waukee last January. Some twenty-five local con- 
cerns exhibited their products in a Chicago market 
“spread,” marking the first time in the history of 
the local market that a collective display had been 
put on at a National Shoe Retailers’ Association 
Convention. 


Next January the Chicago Shoe Trades Associa- 
tion will be represented practically 100 per cent at 
the coming annual convention and exposition of 
the National Shoe Retailers’ Association, to be held 
in the Coliseum. The entire Greer Building has been 
reserved for the use of the Chicago market. A 
number of exhibitors not included in the membership 
of the Chicago Shoe Trades Association have joined 
with the association in featuring what will be the 
largest exhibit of Chicago-made and Chicago-dis- 
tributed shoes and allied products ever shown at 
a convention. 


Over fifty exhibitors will be housed in the Greer 
Building, and all have agreed to enter into a scheme 
of decoration which will be standardized throughout. 
The counters and shelving and tables of all the 
booths in the Greer Building will be covered with 
a felt of uniform quality and color. A large electric 
sign will be placed in the interior of the Greer Build- 
ing, playing up the Chicago market. 


The secretary speaks for every member of the 
Chicago Shoe Trades Association and their fellow 
exhibitors in cordially inviting every retailer attend- 
ing the convention, not only to visit the Greer 
Building as guests of the Chicago market, but also 
to make free use of the facilities afforded at their 
various business establishments. 

The office of the secretary, Room 501, 10 South 
La Salle Street, stands ready at all times to lend 
every possible assistance to retailers whenever they 
come to the market. 

Since the formation of the Chicago Shoe Trades 
Association an increased volume of business has 
been brought to the Chicago market due to the pub- 
licity which has been given its advantages. 





















186 BOOT AND SHOE RECORDER ' December 31, 1921 


TheYQuanaey |. 


Will Be on Display at 


Greer Building 
N. S. R. A. Convention 
January 9, 10, 11, 12, 1922 


Growing Girls’ 

Misses’ and Children’s 
GOODYEAR WELTS 
Rubber Heels Full Vamps 
BLACK or TAN 


No. R544 No. R542 


_ IN STOCK 


Growing Girls’, B, C, D, 24-7 

































$3.35 
Misses’, C, D, 114-2 
$2.85 
Children’s, C, D, 8-11 
$2.50 
Infants’, D, 6-8 No. R542 
$2.15 


WMeAS WaderCo- 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 











CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 
ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 
FACTORIES 
Annville Middletown Lebanon No. 2 
Lebanon No, 1 Palmyra Elizabethtown 





Pennsylvania 
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LINE for 1922 











Goodyear Welts 


Wingfoot Rubber Heels 
8 5 Full Vamps Blind Eyelets 
e BLACK or TAN 


English and Footform Last 








IN STOCK 


C, D, 23-55 
$2.85 


Youths’, C, D, 1-2 
$2.60 


Little Gents’, D, 9-134 
$2.25 





Boys’, 








No. R918 


Be A-S-Kraaevo. 
















Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 
FACTORIES 
Annville Middletown Lebanon No. 2 


Lebanon No, 1 Palmyra Elizabethtown 
Pennsylvania 
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Chicago—The Great Central Market 


The Largest Young City and the Youngest Large 
City in the World 


of the greatest business and industrial cen- 

ters in the world are the natural result of 
an unusual geographical location plus the vision, 
energy and push of its industrial leaders. 

Few cities can boast of as wide a variety of large 
enterprises as can the Metropolis of the West. 

Located in the heart of the greatest agricultural 
district in the world it naturally has become the 
leading world market in live stock, grain and other 
agricultural products. 

Situated at the door of the iron and copper dis- 
tricts of Michigan, Wisconsin and Minnesota it 
could not well avoid being a great steel center. 

With its unusual railroad and water transporta- 
tion facilities and its close proximity to the nation’s 
forests it has developed into one of the greatest 
furniture producing markets of the country. 

Since Chicago is one of the great wool markets 
of the country it is only natural that it should lead 
the world in the production of high grade clothing 
for men, and take front rank in the production and 
distribution of women’s garments. 


The World's Greatest Live Stock Mart 


Meat packing and the allied industries represents 
one of the greatest business enterprises in the world 
of commerce. Chicago is the recognized center of 
this industry and prides itself on having the largest 
stockyards and meat packing establishments on the 
face of the earth. Retail shoe merchants may not 
be directly interested in the packing and distribution 
of meat products, but those who do business in agri- 
cultural sections are vitally interested in the han- 
dling as well as the purchasing sale of live stock 
in the Chicago stockyards. An extra day following 
the convention may well be spent in Chicago’s stock- 
yards, tanneries and shoe manufacturing plants. 
The Chicago stockyards present what is undoubt- 


[ce rapid strides made by Chicago as one 


edly the largest strictly cash business enterprise in 
the world. Charge accounts, I. O. U.s and notes are 
unknown in stockyard transactions. The books are 
balanced every night. Every commission man is 
paid by the packers and other purchasers of stock 
and the shipper is in turn paid for his live stock less 
commission and yardage charges. 

In no other business enterprise does honor count 
for more nor is it held more sacred than in stock- 
yards transactions. Not even a sales ticket or any 
other written agreement is made between buyer and 
seller. The only written memorandum of the trans- 
action is the weighmaster’s slip, which is made in 
triplicate, one copy going to the buyer, one to the 
seller and one is kept on file in the scale house. 
Every man’s word is as good as his bond and it is 
up to him to keep it so. Retail merchants and busi- 
ness men of every class and craft can learn many 
valuable lessons from stockyards transactions. 


Salting and Curing of Hides 


The odor of a big hide house may not be as pleas- 
ant as the aroma of roses but a knowledge of how 
hides and skins are assorted, cured and preserved 
is an important chapter in the education of every 
live, wide-awake shoe merchant. 

In no other place on the face of the earth can a 
merchant secure more real information about hides 
and skins, the basis of the product which he handles 
day by day than in the Chicago stockyards. 

The best part of it is that the big Chicago packers 
will welcome shoe merchants and salesmen to the 
stockyards and to their various plants. 

The next step in shoe production is the conversion 
of raw hides and skins into finished leather. 

No shoe merchant or shoe salesman can properly 
call himself thoroughly educated and equipped to in- 
telligently sell shoes without a well grounded knowl- 
edge of leather and the processes of making it. Some 
of the largest and best equipped tanneries in the 
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Stock Yards 


country are located here within thirty minutes’ ride 
of the loop. The various processes of converting 
raw hides and skins into finished sole leather and 
upper leather can be witnessed by visitors to the 
Eleventh Annual Convention of the National Shoe 
Retailers’ Association. 

A number of Chicago tanneries have signified their 
willingness to take parties of merchants through 
their plant and explain the different processes in- 
volved in converting the raw material into the fin- 
ished product. 

Quality foot- 
wear is tradi- 





tional with Chi- 
cago manufac- 
turers. It has 
been the aim 
always of the 
shoe manufac- 
turing industry 
located in this 
city to build 
their product 
up to a quality 
rather than 
down to a 
price. 

Chicago has 
long been rec- 
ognizedasa 
manufacturing 
center of men’s 
high grade 
dress footwear. 
Within the past 
few years the 
manufacturing 
scope has been 
widened so that 
now Chicago 
produces not 
nly men’s work 
shoes and dress 
shoes, but wo- 
men’sdress 
shoes both for 





a wide variety of Misses’ and children’s and boys’ 
and youths’ footwear. Athletic footwear and sheep- 
lined moccasins occupy the attention of several 
large concerns. 

The seventeen shoe factories located in the city 
produce normally over eight million pairs of shoes an- 
nually. While factories in other centers have been shut 
down for months at a time Chicago factories have been 
busy and at no time has there been an entire shut- 
down extending over very many days at a stretch. 

Chicago-made shoes are sold in every city of im- 
portance in the 
the country and 
a large percent- 
age of the pro- 
duction goes to 
high class mar- 
kets beyond the 
borders of the 
U. S. A. 

A little time 
of every visitor 
at the National 
Convention 
could well be 
spent in Chi- 
cago factories 
in order to gain 
a wider knowl- 
edge of the pro- 
cess of manu- 
facture, the in- 
gredients that 
go into shoes 
and the reason 
for the present 
price of high 
grade footwear. 

The chief 
reputation of 
Chicago as a 
shoe distribut- 
ing center, how- 
ever, has devel- 
oped thru whole- 
sale houses and 





street and eve- 
ning wear and 





The Financial District of Chicago 


in-stock distrib- 
utors. 





ton OFF!” 
VLA a 
(or 2 bit Time me at the Convention — 


“I’ve packed my grip, got my hat— 
for now it’s time to start to Chicago. 
I’m going to the Big Convention and 
Exposition. A thousand new ideas that 
will help me in my business and more 
fun than I ever had before.” 






























































You’re invited too; so don’t miss 
this event—come to the Convention 
and Exposition. Meet 15.,- 

000 live and wide awake 


shoe merchants. 
































REDUCED RAILROAD 
RATES. Ask the ticket 
agent for a certificate when 
you buy your ticket. 





CONVENTION 
HEADQUARTERS, 
417 South Dear- 
born Street, Chi- 
cago, will give fur- 
ther particulars 
and place your 


HOTEL RESERVA- 








CONVENTION AND EXPOSITION 
NATIONAL SHOE RETAILERS’ ASSOCIATION 
BRING YOUR WINDOW TRIMMER WITH YOU 





December 31, 1921 BOOT AND SHOE RECORDER 
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Convention 
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AWAIT 
YOUR INSPECTION AT 


BOOTH 357 | 


GREER BUILDING 
Coliseum, Jan. 9-10-11-12, 1922 


An exhibition of the most SOLID 
“LEATHER CONSTRUCTED”  chil- 
dren's shoes that money can buy. For 
long wear, satisfactory fitting qualities— 
Buy “‘Kinder-Garten’’ Shoes—Popular in 
price—Superior in Quality. EVERY 
PAIR is FULL of WEAR, as we make 
them STRONGER to WEAR LONGER. 





ee 













Kinder-Garten Welts and Turns MITH- ALLACE Kinder-Garten Welts and Turns 


“Every Pair Is Full of Wear” SHOE CO CHICAGO “Smooth Inside—Strong Outside” 


ESTAGLISHED 1806 
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Foot Comfe 


Don’t fail to visit us at the 
Coliseum (Greer Bldg.). Dr. 
Scholl and his staff will be 
glad to greet you. 
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All visiting shoe merchants are 
invited to visit the home office 


and factory. 
Largest exclusive foot service 
establishment in the world. 


THE SCHOLL MFG. CO. 
213-233 W. Schiller Street, CHICAGO 
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Dr Sci 


Ask the shoe men you meet at the 
Convention what they think of Dr. 
Scholl’s Foot Comfort Service as a 
department of their store. 



































MIT SO 


HE new, individual styles in Tilt footwear give to the Tilt 
production that fine edge so apparent in shoes built to a 
specification for quality. 








Proper selection of lasts as well as patterns, combined with superior 
materials and finish, supply the foundation for distinguished shoe 
craftsmanship, and make Tilt shoes unusually attractive as a sales 
producer. 


Men’s Gallum No. 12 Tan 
Calf Circular Oxford, medium 


wide recede toe, swing last. 


Write us for outline of new lasts, new patterns and new prices 


i. pg Ry SHOE COM PAN a, STS. 


























#&WOMEN 





ILT SHOES will appeal to the discriminating feminine patron 
of your store because they are built by workmen skilled in 


the art of producing smart custom shoes. 


17 





Examination of the complete Tilt line of Men’s and Women’s shoes 
will aid you in preparing for a better and larger volume of business 
for 1922. Write or wire and we will be pleased to have our sales- 


man call. 


Women’s Patent Colt Strap, 
medium wide recede toe 34” 
vamp, 13/8” heel. 


Write us for outline of new lasts, new patterns and new prices 


KINGSBURY, HURON & ROBERTS STS. 
CHICAGO 
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HE shoe store beautiful is no longer an idle 
dream or a fanciful picture to beheld only 
in the azure sky. 

The past few years have seen a wonderful de- 
velopment in shoe store beautification. As might 
well be expected Chicago shoe merchants have led 
the procession in the introduction of new features 
in store fronts, window decorations and interior 
store arrangements. Almost every conceivable 
variety of new and approved architecture and high 
art in shoe store furnishing will be found in the loop 
and outlying districts of the city. 

The drawing room idea with concealed shelving is 
highly exemplified in several of Chicago’s large re- 
tail shoe distributing establishments. The homelike 
atmosphere in a number of these establishments pre- 
dominates and the idea of trade and barter are made 
secondary in the store appearance. 

The furniture, 
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Beautiful Retail Stores 


An Education for Every Merchant 


merchants who have not given particular attention 
to modern methods of high grade merchandise dis- 
tribution. 

The merchandise in these metropolitan high class 
establishments has an air of exclusiveness and dis- 
tinctiveness which the average merchant will enjoy 
looking at and studying with a critical eye. 

In other retail establishments of this great city 
speed and rapid merchandising is the watchword. 
Imagine a store 9 feet in width and 40 feet in length 
with 24 fitting chairs and you get a vision of a type 
of store that is turning its stock rapidly and working 
at high pressure every minute of the day. 

No matter ‘from what city, town or hamlet a mer- 
chant may hail; no matter what the class of mer- 
chandise in which he specializes; no matter what the 
class of customers to whom he caters; in some Chi- 
cago shoe store he will be able to learn most valuable 
lessons in store and window architecture, decora- 

tions and trim- 





hangings and 
carpet in these 
establish- 
ments would not 
be out of place in 
the most exclu- 
sive home in the 
country. 

In several of 
these establish- 
ments every bit 
of furniture and 
all the window 
fixtures, lighting 
fixtures and oth- 
er appointments 
are of exclusive 
design and have 
not been shown 
in the regular 
line of the manu- 
facturers who 
produced them. 

The store serv- 
ice rendered in 
these establish- 
ments is a devel- 
opment of years 
of merchandise 
distribu- 
tive study. The 
manner in which 
the customer is 
approached, the 
reception 
tendered and the 
entertain- 
ment while with- 
in the doors of 
the _ establish- 
ment will be a 
revelation 
to many shoe 





STATE STREET, CHICAGO 
One of the busiest shopping centers in the world 


mings, style 
ideas, merchan- 
dising methods 
and stock keep- 
ing systems. 

During the An- 
nual Convention 
of the N.S. R. A. 
Chicago mer- 
chants will keep 
open house, wel- 
come the visiting 
brethren, their 
families and 
salespeople and 
do all in their 
power to make 
their visit to the 
city both pleas- 
ant and profit- 
able. 

State Street in 
the center of the 
loop is one of the 
busiest spots on 
the face of the 
globe. Many of 
the large retail 
establish- 
ments are located 
in this district. 
Within a few 
minutes walk are 
the wonderfui 
high grade es- 
tablishments of 
Michigan Ave- 
nue and Wabash 
Avenue and the 
beautiful shops 
on cross streets 
between Michi- 
gan and State. 
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: Toot wear 


No. 3801—Finest Qual- 
ity Patent Leather, Hub 
Gore Inlays, Full Louis 
Covered Heel, Flexible 
McKay Sole. 


A-B-C widths. 
In stock Jan. 20th. 


nes 
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Seasonabie 


Fashions 


The Latest 


in Novelties 
“Always” 


The above are two 
of the many new 
styles we will show 


at Booth 328 during 
the N.S. R.A. 


Convention. 


Novelty Shoe Co. 





No. 3800—Finest Qual- 
ity Patent Leather 


i 
ered —— Flexible Mc- 


In stock Jan. 20th. 
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A Happy New Year to All 






E wish to express our appreciation of 

your patronage and assure you that 

we will continue to carry In Stock the New- 
est Styles in Novelty Footwear. 


We will offer during the period of the JN. S. 
R. A. Convention many bargains in New 
Novelties which you will find attractive for 
your January Sales and Early Spring Busi- 
ness. 






FOOTWEAR 
























Dave W. Saifer Shoe Company 
So. Wells Street Chicago, III. 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 














MONARCH LEATHER ®. 


CHICAGO... BP coco LLINQIS: 


BOSTON - - NEW YORK 











CIN 






















21 








Ju 


were 
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What of the Future ? 


The Outlook As Seen By Some of the Leaders 
in the Footwear Industry of Chicago 


We Are Growing Stronger and a Business Revival 
Is Nearer With Each Succeeding Day 
By 
MILTON S. FLORSHEIM, PRESIDENT, 
The Florsheim Shoe Company 


“Business conditions throughout the world have de- 
cidedly improved in the past several months. While 
business may not yet so indicate, nevertheless, the 
fundamentals, which must necessarily correct them- 
selves before we can look to ‘normalcy’ in business 
affairs, are distinctly better—we are growing stronger 
—and a business revival is nearer with each succeed- 
ing day. 

“I am very hopeful—in fact, confident—that Amer- 
ican business will enjoy a year of prosperity; while 
it may not be in as full measure as we have been ac- 
customed to, I think it will compare favorably with 
the general business done in pre-war years; and the 
sooner we make up our minds that that is what we 
are to expect, the happier we will be.” 


The Industry Has Turned the Corner. The Old 
Rule, “The Survival of the Fittest,” is Still 
at Work 
By 
H. C. DOVENMUEHLE, PRESIDENT, 
H. F. C. Dovenmuehle & Son 


“All of us have just passed through a period in 
which we took enormous losses to liquidate our stock. 
Just for that very reason our industry has now turned 
the corner and we can look forward with high hopes 
for better times to come. 

“It would be very foolish at this time to predict 
any boom times for the year 1922, yet we can safely 
say that the retailer who watches his business closely 
avoids unnecessary waste and carefully selects his 
merchandise will show a good profit at the end of the 
year 1922. He must not be tempted, however, to buy 
poor shoes simply because he can buy them cheap, but 
should confine himself to good wearing shoes at rea- 
sonable prices. 

“In my opinion it is the retailers’ duty to order 
sufficiently in advance from those firms of established 
reputation to begin the season with. If they do not 
do this, factories cannot work up to their normal 
capacity, the cost of shoe making goes up and the in- 
dustry as a whole is impeded and our progress toward 
normal conditions is halted. 

“Firmer prices have given everyone far more con- 
fidence in the future and prices are now as low as 
they will be for the coming season. Leather for a 
long time has been sold for less than cost of produc- 
tion and many manufacturers have taken business 
without profits. An adjustment will soon take place 
by which leather will advance slightly, whereas labor 
and other costs entering into the making of shoes will 
be gradually reduced. 

“A great many of our friends, some very old hands 


at the shoe business, have been forced to the wall 
during the crisis we have just passed through. The 
application of the old rule, ‘The survival of the fittest,’ 
is still at work. Those of us who are now left, how- 
ever, can look forward with high hopes, for there is 
more money in this country than we have ever had 
before, there are more people living in it and wearing 
shoes than ever before, the earning power of the con- 
sumer averages higher than anywhere in the world; 
and compared with former panics that we have passed 
through very few people are out of employment.” 


1922 Bound to Be Bigger and Better 
By 
GEORGE D. CHANDLER, PRESIDENT, 
Smith-Wallace Shoe Company 


“The new year of 1922 is bound to open up bigger 
and better than the previous one with prices stabil- 
ized. The style problem settled for the spring, the 
National Shoe Retailers’ Convention in Chicago, Jan. 
9 to 12, will find every good retailer covering himself 
for his reasonable requirements, say 50 per cent to 60 
per cent, for spring unless he has already done so. 
Failure to do this will mean lost sales, consequently 
lost profits. 

“I consider myself very conservative in making a 
statement that the shoe factories are going to be ex- 
ceptionally busy taking care of their spring business 
—so let’s go.” 


The Outlook from the Standpoint of a Rubber 
Footwear Distributor 
By 
C. A. ELDRIDGE, MANAGER, Footwear Department, 
Chicago Branch of the United States Rubber Company 


“For the alert, wide-awake man of business, 1922 
will in my opinion be better month by month than 
1921. 

“Business will not suddenly emerge out of the 
shadow of depression into the bright sunshine of a 
boom period. But indications point to the fact that 
the worst is behind us and more settled conditions may 
be expected. Agriculture, railroads and steel all cut 
big figures in the business activities of the country. 
The agricultural situation at the present is depress- 
ing, but since railroads are placing large orders for 
equipment, which will mean a greatly increased de- 
mand for labor to produce steel and other needed 
materials, there will undoubtedly be an increased 
demand for farm products. 

“The labor situation with railroads is looking 
brighter, and the stumbling block of working condi- 
tions is pretty sure to be solid within the next few 
months. All indications point to more activity in 
building construction, which will in turn mean a large 
employment of labor both in actual construction and 
in production of materials needed therefor. This again 
means an increased consumption of food and clothing, 

(Continued on page 209) 
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Strictly Hand Lasted 


poe 


All the fine qualities of custom made shoes are embodied 
in the CERTIFIED Line. Every shoe is strictly hand 
lasted and fitted—insuring a custom quality that is im- 
possible to duplicate at these prices. 


30 years of high class shoemaking enables us to produce 
men’s fine dress welts that are unsurpassed in workman- 
ship, style and value. 


Best grade 7-iron Rock Oak Leather Outsoles. Finest 
quality oak leather insoles. Full grain counters. 


Classic Last Midway Last 


No. 726—Classic Last. No. 822—Midway Last. 
Select Mahogany Calf Bal, Select Mahogany Calf, 
Goodyear Wingfoot Rub- Semi-Brogue Bal, - 
ber Heel. year Wingfoot Rubber 
A to D, 5-12 .86.00 Heel. 
A to D, 5-12...... $5.50 
No, 823—Same as above 
in Select Quality Black 
Velour $5.50 


IN STOCK 


THE CERTIFIED SHOE with- 

out a doubt is in a class by 

itself. A trial order will con- 

Pup Last vince the keenest buyer. These 

No. 830—Pup Last, Select three lasts will arouse your 

Mahogany Calf, Semi- heartiest approval. Immediate 
inghoet Resbee meee delivery from stock. 


Wingfoot Rubber Heei. 
A to D, 5-12......85.50 





Visit our Chicago 
showroom, 703 
Security Building; 
Charles G. Dow, 
Manager 


STONEETELD-EVANS SHOE (0. 


ROCKFORD ILLINOIS 









































December 31, 1921 


BOOT AND SHOE RECORDER 





RAR ii tee 





=" Middl 


What Resiliency Means 
in a Store Front 


Plate Glass in all Kawneer Store Fronts 
is Held Between the Sturdy but Resilient 
Grip of Two Spring Shaped, Solid Copper 
Members. This Resiliency, a patented 
and exclusive Feature of Kawneer Glass 
Settings guarantees to the Merchant that 
his Show Windows will give him UT- 
MOST SER VICE—that his breakage will 
be reduced to a Minimum. 


The service value of Kawneer ReiSilient 
Grip, Glass Settings has been proven 
satisfactory in more than 150,000 Kaw- 
neer Fronts in the most successful stores. 


If you plan to build or remodel, you 


should investigate the profit building 
value of Kawneer Resilient Store Fronts. 


/ The 


Write For This Book of Designs / Kawneer 


Kaw. 


SOLID COPPER 


STORE FRONTS / Bus 


Company 
2613 Front St., 


; ; f 
’ lm N i NILES, MICH 
Co F Please send me your 
y Book of Designs and full 


parficulars about Kaw- 
neer Resilient Grip 
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Shoes fa Men 


At Booth 117, Coliseum 
Eleventh Annual Convention, 
N.S.R.A., Chicago, 
January 9-12, 1922 


Don’t fail to visit this booth and get 
acquainted with Clinton Shoes for 
men—a line that will add materially 
to your prestige and profits. 


The lasts and patterns are of the sort 
that will draw people into the store. 
The carefully selected leathers and 
the Clinton workmanship insure 
service that will make permanent 
customers of the wearers. 


Your visit to this one exhibit will well 
repay you for your trip to the con- 
vention. 


Illustrated 


Lot No. 657—Havana Brown Kid 
Bal, Rock Oak Sole, Full Grain 
Oak Innersole, Padded Tongue, 
Fast Color Hooks and Eyelets, 
Wingfoot Rubber Heel, Banker 
(straight) Last. 


In Stock A to E. 
The Price is $5.25. 


Clinton Shoe he .Co, 


reer Iowa 
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Minneapolis 


e) 


St.Paul . 


Red Wing 
@® 
Faribault 
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HE roughing and 
scuffing that boys 

give their shoes is a 
prolific source of customer 
discontent—but not for the 
foresighted dealer who sees 
to it that they're RED 
WING “BOY” SHOES. 


F . 
‘if 


as 
a 


wii That they’re all solid leather is , 
zs; 


(@ not, of itself, enough. They 
could be that without being half 
as good as they are. RED WING 
“BOY” SHOES are of leather 
that laughs at rough usage, and 
are built for sturdiness as well 
as for comfort. 

Wy, 






| RED WING “BOY” lasts 
properly provide for correct fit- 
ting and for normal growth of 
the foot. 


See our Exhibit Booth 
169, N. S. R. A. Con- 
vention and Exposition, 
January 9, 10, 11, 12, 
1922. 


No. 482B—Boys’ 
Choc. Elk Bluch. 
unlined Army 
heavy single sole 
welt. Sizes 2% 
to 5%. $3.10, 
widths D & E. 















No. 482Y—Same 
as above in 
youths’ sizes, 
12% to 2, widths 
D&E. $2.85. 
















RED Wine Snort Ompany 


gerne 
















































RED WING MINN. 
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Cut the Cost of Doing Business 


Be Thrifty of Time and Money—Excerpts from an Address before a 
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Meeting of Minneapolis Retailers 


By T. K. KELLY 


largest department stores in the Northwest 

not long ago, and among the questions that 
I put to him was “What, in your opinion, is the 
one big reason for high prices?” 

There wasn’t the slightest hesitation in his answer. 

“Cost of production. It costs so darn much to do 
business these days. Do you know that where a 
few years ago our overhead ran 25 to 27 per cent 
it is now costing us 33 per cent to do business?” 

A clothing manufacturer, a hardware jobber and 
a dry goods merchant all tcld me substantially the 
same thing. 

It costs more money to do business? 

It doesn’t. It costs less, only we are not watching 
our steps as closely as we did a few years ago. The 
most expensive luxury American business ever had 
was the years of “war prosperity.” 

Our cost of doing business is lower to-day than 
at any time in the history of the business. 

Every employee has been taught the thrift of time 
and of material in every nook and cranny of the 
office, and it has saved us more than a quarter of 
a million dollars in our executive operations. 

Nowhere in the office has there been any reduction 
in wages of employees. 

During the war we guaranteed a salary of $12 to 
$15 a week to the girls in our typing department, 
and to the Ediphone operators $20 to $25, depending 
upon time of service and character of work. 

To-day these girls’ wages ‘range from $15 to $18 
in the typing department and from $25 to $30 in 
the Ediphone department, and they are producing 
50 per cent more work. 

This was accomplished by a bonus system that 
automatically weeded out the inefficient workers and 
gave the difference to the ones who were able to 
produce. 

These things were not accomplished in a single 
day or in a week or a month, but they have been 
part of an organization-wide slogan, “Cut the cost 
of doing business.” 

At the close of the 1921 year we will have done 
the greatest business of our history at a 10 to 20 
per cent lower cost of operation. 


The Fittest Will Survive 


The next few years will eliminate from the busi- 
ness scheme of this country the haphazard business 
man. It will be a fight in which only the fittest 
will survive. 

Spend a day looking about you. In half of it, I 
will gamble, you will find fifty ways in which you 
can save money in doing business. 

Become a thrift fiend in the cost of production. 
Watch the smallest items first. There are the leaks 
that have pulled down many a big business. They 


] talking to the owner of one of the 


are the ones that carry the greatest amount of 
“dead horses.” 

Watch your advertising. Don’t do less of it. Do 
more, but make it better. Make every phrase, every 
paragraph ring with sincerity. Make every word 
tell, but give them the room to work in. 

If my business were slipping I would go through 
my force cutting one off here and there until every 
man and girl were gone before I’d cut a single nickel 
in my advertising. In fact, every one I dropped I 
think I’d take that one’s salary and add it to my 
advertising money, and I’d make it pay. 

Make your show windows an asset instead of a 
liability. Make them sell merchandise. Display 
your goods in them and in the store in a way that 
will make you want to go up to your counters and 
buy them yourself, and, until they look that way, 
do not be satisfied. 

Impress every clerk in your employ—tactfully— 
that their positions, their future and the store’s fu- 
ture depends on their effort, their loyalty and their 
application to the job in hand—the selling of mer- 
chandise. 

Sell them the store, the merchandise and yourself, 
not now and then, but every morning before the 
store opens. When new merchandise comes in, open 
it up and show it to them. Tell them about it. 
How it is made—what goes into it. Tell them all of 
its advantages and why they could recommend it 
to their mothers, sisters and friends. 

Cut out the frills, ruthlessly. Get down to bed- 
rock. The public, your public, wants merchandise, 
not frills, and they want it at a price. You can 
give them the price if you will make a real effort 
to cut “costs.” 

Figure out as closely as you can what your public 
will buy in a season and then buy just half that 
much, but keep track of it and order again when 
you get low. You will find it prevents overstocks, 
cuts costs, reduces obligations and that you will be 
able to sell lower and make more profit. 

Above all, be thrifty of time and of money. Fight. 
Watch every step, and in January, 1923, you will have 
reason to thank somebody for this advice. 


What of The Future 
(Continued from page 203) 


which will in turn assist the agricultural industry 
toward better conditions. 

“So far as the rubber footwear industry is con- 
cerned the manufacturers are putting forth every ef- 
fort to supply all the retail merchants demand. 

“Rubber manufacturers and wholesalers can base 
their orders for reserve stock only upon the advance 
orders placed by merchants. 
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We can stavt 
Your 1922 “Business 
On a Nofit ‘Basis. 


$13,000.00—15 days Galesburg, III. 


$8,200.00—10 days No. Adams, Mass. 


$17,000.00—16 days Butte, Mont. 


$24,000.00—15 days Columbia, So. Car. 


Act Now! 


For January Service 


December 31, 1921 
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Your January Sale 


under our direction will give you 
the most agreeable shock of 
your life. Plenty of money 
is available in your territory. 


Minneapolis, Minn. 
as 


U A. 


17,000 Retailers 
Have used and endorsed KELLY SERVICE 
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The Girls’ Lines 


that will win and 
hold the trade for you 


There is true individuality in the lasts and 
patterns of Stickles Shoes for girls—and the 
quality throughout is above reproach. They 
are all leather. The upper leathers are very 
carefully selected; the soles are of the best oak 
bends; the counters and boxes of sole leather. 
In every last you are assured of correct fit and 
proper provision for the growth of the young 
foot. 


New In-Stock Booklet will be sent upon request 
See our Exhibit, Booth 170, N. S. R. A. 


Convention and Exposition, Chicago, 
January 9-10-11-12, 1922 















° 


BandS R 
— NCKARD 4 CHASE 























D. Sticxtes SHoe Co. | 


MANUFACTURERS 
MINN. 

















aawmme fess = ow rte dadsns 


~ fm FH Te * Op eet he OF 











December 31, 1921 


BOOT AND 


SHOE RECORDER 


213 


Arouse Interest In Your Business By 
Telling Unusual Facts About It 


F what size of men’s shoes do 

you sell the most pairs? Of 
what size of women’s shoes do you 
sell the most pairs? 

Think how interesting it would be 
to the present and prospective custom- 
ers of your store to read some infor- 
mation regarding such an unusual 
feature of your business as the fore- 
going. Think, for instance, how in- 
teresting and attractive it would make 
one of your window displays to use a 
placard in the window giving this in- 
formation and also exhibiting samples 
of the size shoes which are the most 
widely sold. 

Drawing Attention to the Window 

Everybody is always interested in 
comparing their weights, sizes and 
strengths with other people and a 
great many people would find it in- 
teresting and entertaining to look in 
your show window, see what were the 
most widely sold sizes in shoes and 
then compare these sizes with the size 
shoes they wear themselves. And, of 
course, while folks were making this 
comparison they would be examining 
the shoes in the window and would in 
this way be getting in the right atti- 
tude for coming into the store and 
making purchases. 

Then, in addition to having this sort 
of a display in the show window, the 
store might also tell what sizes were 
next most widely sold in men’s and 
women’s shoes. People would enjoy 
seeing just how the size shoe they 
wore ranked in point of general usage 
and this sort of a stunt would enable 
them to do this. 

This sort of information in the shoe 
store’s show window would help im- 
mensely in making the window display 
more attractive and would, therefore, 
help immensely in enabling the store 
to sell more goods. 

Making the Window “Newsy” 

But this sort of thing is not the 
only unusual information which the 
store might give about its business 
and which would help to make the 
window displays effective and which 
would help in selling shoes. 

For instance, the store might tell 
about the percentage of people who 
purchase tan shoes and the percentage 
purchasing black shoes. Suppose that 
58 per cent of the shoes going out of 
the store to customers are brown 
shoes and that 38 per cent are black 
shoes and that the remaining 4 per 
cent consist of white and gray shoes. 
With such a percentage the store 
might display a pair of shoes of each 


By FRANK H. WILLIAMS 


color in its show window with a card 
attached to each pair telling the per- 
centage of sales of that particular 
kind of shoe made by the store. 
Then in the center of this display the 
store might have a large placard read- 
ing about like this: 

“Here’s some unusual information 
about our business which will inter- 
est you. 

“What percentage of the shoes go- 
ing out of this store are brown shoes? 

“What percentage are black shoes? 

“What percentage are white and 
what percentage are gray? 

“What would be your guess on these 
percentages? 

“Make your guess and then look at 
the shoes on display in this window 
and the card attached to each pair of 
shoes. On each card you will see the 
percentage of our total sales made by 
that particular kind of shoe. 


Calling Attention to Styles 


“These percentages, too, will be of 
help to you in determining what kind 
of shoes are the most popular and will 
help you in deciding what color of 
shoes to purchase. 

“From time to time, as the percen- 
tages change, we are going to have 
similar exhibits in this window. 
Watch for these displays.” 

This sort of a window display and 


this sort of a placard used with the 
display would be sure to give point 
and pertinency to a display of the 
various styles of shoes which a dis- 
play of the shoes alone would not 
have. 

Some other information of an un- 
usual character which might be given 
by the store regarding its business 
would concern the times of the day 
at which the store is busiest. The 
store might, for instance, have an 
imitation face of a clock painted on a 
large sheet of cardboard and placed 
at the back of the show window. 
Then on this the store might by means 
of vari-colored paints indicate the 
hours at which the store was busiest, 
the hours at which it was only moder- 
ately busy and the hours at which it 
was least busy. Red might indicate 
the very busy hours, orange might in- 
dicate the fairly. busy hours and green 
might indicate the hours at which the 
store is least busy. 

Then with this imitation clock face 
the store might use a placard read- 
ing in this way: 


“Red on the clock means the times 
we’re busiest! 


“This store is extremely busy at 
certain hours of the day. You'll no- 
tice just what times of the day it is 
that we are the busiest.” 





To Succeed—Consecrate 
And Concentrate 


You want to make headway in the 
world, of course. See if this thought 
can help you: First, consecrate your- 
self to your calling; then concentrate. 
The lives of most men of notable 
achievement have been characterized 
by consecration and concentration. Be- 
fore one can consecrate oneself, one 
must be possessed of some bigger and 
broader and better idea than mere 
money making. There must be some- 
thing in the work that appeals to one. 
The work must appear to be worth 
while, worth effort and industry and 
sacrifice. You could not, for example, 
conceive of anyone consecrating him- 
self to bootlegging. There isn’t one 
honest calling, however, to which a 
worker could not consecrate himself 
or herself if animated by the right 
spirit. Having consecrated oneself to 


a line of endeavor, then concentration 
must follow if proficiency and success 
are to be attained. 

The worker, ke he employee or em- 
ployer, who hasn’t consecrated him- 
self to his calling fails to derive from 
it that deep satisfaction known to 
those who have consecrated them- 
selves to their jobs. Concentration 
follows consecration naturally and 
with joy rather than hard effort.— 
Forbes Magazine (N. Y.) 


Uncle Sam’s Shoes Cost Less 


It is reported that the War De- 
partment says its army shoes which 
cost $6 per pair on the average in 
early 1920 are now costing about $3.50 
per pair. 
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They like ACROBATS 


Just a few letters from typical “Acrobat” dealers. 


“The most satisfactory shoe for chil- 
dren we have ever handl 


Gentlemen: 

We have been using Acrobat shoes for four years. 
Each year has shown a larger amount in the 
number of pairs sold, and it has been the most 
satisfactory shoe for children that we have ever 
handled. When a mother once buys a pair of 
these shoes she is not satisfied with any other 
kind, as it is a nice fitting and good wearing shoe. 

Yours very truly, 
E. C. Cox, Buyer, 


Wm. Taylor Son & Company, Cleveland. 


“Percentage of returns so small it is 
not worth mentioning” 


Gentlemen: 

In looking over the business in our Children's 
Department for the last year we find that we 
have had wonderful success with Acrobat shoes. 
The fitting and wearing qualities of the Acrobat 
shoes have been very satisfactory. Our business 
in the Children’s Department has grown to the 
extent that we are using, as you know, about 70% 
of your shoes. The percentage of returns has been 
so small that it is not worth while mentioning. 


Very truly yours, 


The Dayton Company, Minneapolis, 
Mr. A. A. Kitzman, Mgr., Shoe Dept. 


A NORMAL bd 
4s ‘ cms ror some “‘Re-ordering for several sea- 
The demand for them is grow- sons bears testimony we are 
ing almost daily” satisfied.”’ 


Gentlemen Gentlemen: 


We wish to compliment you on splendid success 
which we have had with your Acrobat shoes—we 
have handled them about two (2) years and we satisfactory we re-order. If they are not satis- 
have never had a single complaint about their 
wear—they fit well and the demand for them is 
growing almost daily. 


We buy a line and pay for them, and if they are 


factory, we drop them. The fact that we have 
been re-ordering “Acrobats” from you several 
seasons bears testimony to the fact that we are 


It is a great pleasure to handle a line as satis- atten. 


factory as the Acrobat. Very truly yours 


Very truly yours, Krupp & Tuffly, Inc., Houston, Texas. 
Imperial Shoe Store, New Orleans, La. 


The “Acrobat” is the original and only genuine patented “‘double-welt” process. 
Your customers cannot get more value per dollar than their money will buy 
today in “Acrobats.” Catalog 22-S on request. 


SHAFT-PIERCE SHOE CO. 


General Sales Office, State Theatre Bldg., Minneapolis, Minn. 
Factories at Faribault, Minn. 


CROB 


CHILDREN’S 


Specialists in Children’s co - Exhibit, Booth 171, 
Good Shoes Since 1892 Ss. R. A. Convention. 


PATENTED DOUBLE WELT 











yo Chairs 


are known throughout the 
world for their integrity 
of manufacture; our designs 
and constriction having been 
standardized on by the 
United States Government 
and will be found in all 
the Post Offices, Gustom 
Houses ana foreign Consulates. 


They also have attained 
the recognition of such in- 
stitutions as Marshall Field 
6 Company, the federal Reserve 
Banks and the highest type 
merchants in every city. 


TiGnahecObair Gunes 
are the liffanys"of the 
chair industry. 
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(DISTINCTION 


and grace ts given your store by re. 
equipping with individual chairs, with 
fitting stools to match. You thereby 

offset the competitive advantage of 
a new siore in your town. | 


Nationally known. shoe shops use in-!'>, 
@%| dividual chairs and fitting stools. Their iy 
owners know the business value of hav. i>.9 
ing them attractive. Tt is good advertising. ‘©: 


GP" lou can make your store up-to-date, i: 
~  imake it the shoe shop of your town 
by installing our individual chairs,~ i 
and at reasonable cost. We show on |. 
this page one of Chicago's really beau. \% 
tiful shops. illustrating our chairs and |); 
fitting stools. 2) 




















Write us for’Directory to Store Chairs 
of the Better Kind to select from. Send 

along a pencil sketch of your inter~ 
tor and we will help you solve your~ 
problem of getting more business: 


i oe | 


MILWAUKEE CHAIR C2 


FOR OVER A HALF CENTURY 

Makers of He Chairs 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE:CHICAGO-NEW YORK:SEATTLE-MINNEAPOLIS 
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Ste-equip Your Store 


competition of new and up-to-date stores is your problem, you 

can find the means of offsetting it by re-equipping your store, 
making the interior attractive by installing individual chairs with 
fitting stools to match. 
New stores have the advantage because they start off with every- 
thing new, thus making the store its best advertisement. In the 
open market for buying shoes and accessories it probably has no 
advantage over the older, better-known stores. But clever, attract- 
ively arranged interiors do advertise the store, drawing to it the trade 
of the ‘‘Smart Set” who appreciate appearances. 
We can serve you well in showing you how tore-equip your store—thereby help 
you to maintain your leadership. 


Send us a photo with diagram of the floor area. We will give your problem the 
same attention which we give to nationally known shoe shops. 


= 
hy 
































See us at Booth No. 9, N. S. R. A. Convention, January 9, 10, 11, 12, 1922 
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Shoe Ae: 


ipped or Re-equipped 
foe curindividual Chosrs 


IRMINGHAM, ALA. 
Ketner-Williams Shoe Co 
LOS ANGELES, CAL. 
Florsheim Shoe Co. 
SAN FRANCISCO, CAL. 
Florsheim Shoe Co. 


_ DELAND, FLA, 


Nationally known shoe shops use individual , 


Their owners know the 
It is 


chairs and fitting stools. 
business value of having them attractive. 
good Advertising. 


V. M. Fountain 


CHICAGO, ILL. 
Florsheim oe Co. 
(Two Stores 
Marshall ld & Co. 


Chas. 
Alfred J. Ruby 
* French-Shriner . S Une 


H.A _ Meyer Shoe Co. 
I. Miller's Children Dept. 
Nettleton Boot Shop 
(Two Stores) 


CINCINNATI, OHIO 
Van's Bostonian Shoe Co. 


CLEVELAND, OHIO 
Vogue Boot Shoppe 

TOLEDO, OHIO © 
Dr. ReedCushion, 


PORTLAND, ORE. 
Florsheim Shoe Store Co, 


OIL CITY, PA, 
C. H. Smith Sons Co, 
Hanan & Son 
GREENVILLE, S..C. 
L. H. Pollock 


EL PASO, TEXAS 
Guarantee Shoe Co. 


FT. WORTH, TEXAS 
Florsheim Shoe Co. 


DALLAS, TEXAS 
Williams Shoe Co. 


_ SALTLAKECITY,UTAH 


Florsheim Shoe Co. 


MILWAUKEE, WIS. 
Ed. Schuster & Co. (Two 


Stores) 
The Walk Over Shoe 
Store 
Hanan Shoe Store 
SOUTH BEND, IND. 
Paul O. Kuehn 
LOUISVILLE, KY. 
Queen Quality Store 
NEW ORLEANS, LA. 
Crossett Shoe Co. 
BALTIMORE, MD. 
MINNEAPOLIS,-: MINN. — 
Stanley Shoe Co. 


ST, LOUIS, MO. 


Sensenbrenner’s ; 
Famous & Barr Co. 
KANSAS CITY, MO. 
: Fred Gray's Bostonian 
Shoe Store 


Write us for * ‘Directory to "Store Chiairs of the Better 
Kind” to select from. Send along a pencil sketch of your » 
interior and we will help you’ solve cal : gee of 


“getting more business." 
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HALF CENTURY 


3 CHAIR ce 
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No. 2508 











“The power of any 
object to compel at- 
tention depends upon 
the absence of 
counter attraction.” 
® The effectiveness of your 
: Window Display is 
; proven by the Sales Re- 
 beecsen - a sults it produces. 
* Se 
= As you buy and sell mer- 
~ chandise each season— 
you owe it to your store 
to secure for your 
. = windows the best display 
i fixtures possible — for 
d your display fixtures 
: ge GAAS will remain with you. 
ee ASSES ~s ; 
; ar ore Permit us to supply you 
es “art with a complete set of 
P ae Wes our fixture catalogs. 
Ze . They fully describe the 
; kinds of fixtures avail- 
able for increasing the 
of 


No. 2525 effectiveness 
store’s windows. 


your 


May we mail you a set? 


Hugh Lyons & Company 


“Make Buyers Out of Passersby.” 
700 South Street, Lansing, Michigan 


NEW YORK CHICAGO 
35 W. 32nd St. 232 8, Franklin St. 











HOSIERY 


—In the Armory 

—at the great shoe exposition in 
—Chicago, January 9, 10, 11, 12 
—you will see 

‘assortments of Eiffel Hosiery for 
—men, women and children 
—especially selected 

—for shoe stores 

—you can expect 

—some very interesting things 
—in booth 447 


—at the Armory. 


CHICAGO 

















HOSIERY 


11th annual convention 
and exposition of Na- 
tional Shoe Retailers 
Association at the Coli- 
seum and First Regi- 
ment Armory, January 
9, 10, 11, 12. 


CARSON PIRIE SCOTT & Co. 
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Announcing 


our display of 


“New Way” Sectional and 
Interchangeable Shelving 


for Men’s and Women’s Shoes 


to be held during the 
Eleventh Annual Convention and Exposition 
of the 
National Shoe Retailers’ Association 








RANDOLPH ST. 
= 


491 





468 
WASHINGTON ST. 
WASHINGTON | 








SOUTH STATE ST. 








We are located in booths numbers 468 and 491 
as shown by the above diagram 





Again we, as master builders of store equip- 
ment for almost a quarter of a century, have 
done the unusual in producing a standard- 
ized shoe store which can be manufactured 
in quantities, carried in stock, and shipped 
quickly. 


Merchants who have installed New Way 
Sectional and Interchangeable Shoe Shelv- 
ing and fixtures are reporting greatly in- 
creased stock turn-overs, fewer mark- 
downs and reduced selling costs. 


What they have done you, too, can do, and our representatives will gladly explain the pos- 
sibilities of the “New Way” Method as applied to your store. 


GRAND RAPIDS SHOW CASE COMPANY 
Grand Rapids, Michigan 


Branch Factory: Lutke Manufacturing Company, Portland, Oregon. 
Licensed Canadian Manufacturers: Jones Bros., Ltd., Toronto, Canada. 


KANSAS CITY 
606-607-608 Ridge Bldg. 


CHICAGO 
215 South Market St. 


DALLAS 
705 Insurance Bldg. 


CLEVELAND 
1113-1114 Ulmer Bidg. 


HONOLULU, HAWAII NEW YORK 
Harrison Bldg. 1465 Broadway at 42nd St 


ATLANTA 
703-704 Candler Bldg. 
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PRICE 


A. C. Current... .$7.50 
D. C. Current.... 8.50 


F. 0. B. MILWAUKEE 
TERMS IF DESIRED. 


The New Way 


A Correct Shoe Fit Cannot Be 


‘Guessed at. 


It must be seen. 


The Simplex Foot X-Ray 
Machine is a novel and very 
simple X-Ray apparatus which 
enables your customers to ac- 


tually see the Fit of the Shoe. 


It needs no special insulation 
but may be connected to any 
lamp socket and can be sup- 
plied for any current. 


CAN YOU AFFORD TO LET 
YOUR COMPETITOR 
GET THE BUSINESS? 


Manufactured by 


General Industrial X-Ray Co. 
246 W. Water Street 
MILWAUKEE WIS. 
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NEW WAY—NO GUESSING 
“Oh, Mama, see my feet through the shoes.” 






















EX 


IT Pleases your customers 
IT Insures a perfect FIT 
IT Attracts new Business 


The Old Way 
“Guessing” 





am 
Le soak hen oe 
‘eo k iam? 7 & 
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Room 601—119 W. 40th Street 
NEW YORK 

















You Are Cordially Invited 


While in Chicago attending the N. S. R. A. 
Convention 


To Visit Our Booth No. 314 
Chicago Market Display 
Greer Building—Adjoining the Coliseum 


And inspect our chairs on display there. We 
want you to note their artistic design and 
sturdy construction. We want you to inves- 
tigate their interlocking features and satisfy 
yourself that they will actually increase your 
seating capacity twenty-five to fifty per cent 
over four-post chairs or benches. Finally 
we want to refer you to actual installations 
of these chairs—either in your own commu- 
nity or in Chicago—and give you an opportu- 
nity to learn what our customers think of 
American Interlocking Shoe Store Chairs. 


AMERICAN SEATING [OMBANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 302—69 Canal Street 
BOSTON 
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Shoe Store Service Helps 
Lo Get More Shoes Sal Righe 
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Remind Yourself 


it might have been worse. As it comes to 

a close it might be well for each of us 
to take a little time to review some of the events 
of the year as they pertain to our own individual 
businesses, not in the spirit of brooding or “crying 
over spilled milk,” but with the determination to 
avoid pitfalls and errors that have caused worriment, 
anxiety and possibly financial loss. 

Nineteen twenty-one has brought many joys and 
pleasures. It has furnished many opportunities to 
serve and to gain a just reward through that service. 
Our present mental attitude depends to a consider- 
able degree upon the extent to which we have em- 
braced these opportunities. 

Slavery days are over. No man is expected to 
be the serf nor constantly do the bidding of another 
without a fair and reasonable recompense. But, on 
the other hand, no man; it matters not what his posi- 
tion may be, has any right to expect compensation 
for service which he does not render. 


Alibi Ikes, get-by artists and the rest of the tribe 
that have been endeavoring to get a livelihood 
through the efforts of others are having hard sled- 
ding and are raising a rumpus about it. 

The weeding-out process is in operation. The 
shaking up and rattling down is showing its effect, 
and, as Ralph Parlett, the lecturer, puts it, “The 
big nuts are shaking to the top and the little beans 
are rattling to the bottom.” Many corporations, 
partnerships and individuals who floated to the top 
when demand exceeded supply and who thought they 
had the world fooled into believing they were “big 
nuts” are now finding themselves down among the 
ranks of the “little beans.” 


All the time they, within themselves, knew where 
they belonged, but thought they were putting some- 
thing over on the other fellow. But, as usual, this 
class of individuals is finding out that they were 
only putting something over on themselves. 

The period of “war prosperity,” when men believed 
they were making a lot of money, is, in many in- 
stances, proving to have been exceedingly expensive. 

Luxuriant living and expensive business methods 


NYWAY, 1921 has not been so bad but what 


have not only eaten up the supposed profits, but 
have in many cases cut deep inroads into the accu- 
mulation of former years. 

The public is demanding better service, better 
treatment and better value for its money. The public 
generally gets what it wants when it wants it bad 
enough and goes after it hard enough. 

The merchant of careless business habits, the man 
who does not know his cost of doing business and 
consequently does not know where to begin to reduce 
those costs intelligently, cannot hope to win out 
in the fight for the public’s dollar. 

There is nothing in the future outlook to get shaky 
over or to worry about (because worry only unfits 
a man to do the things that must be done), but there 
is a lot to think about. 

It will require a lot of courage and bravery, but 
not foolhardiness, to win the fight for business. 


This is not a message of pessimism—there is no 
permanent place in business activities for the pessi- 
mist—but, on the other hand, the definition of an 
optimist has changed. The optimist is not the man 
who throws his hat in the air and shouts that every- 
thing is bright and rosy when he knows it is not. 
The real optimist is the man who looks conditions 
square in the face and, with a smile and a determina- 
tion to win, sets out to correct the errors in his own 
business and better the conditions of his community. 


The future industrial outlook is clearing, but the 
grumblers and the doubting Thomases will be fortu- 
nate if they get enough crumbs from the tables of 
the thrifty to eke out an existence. Clean, well- 
trimmed windows; clean, tastefully arranged store 
interior; clean-appearing, courteous, intelligent sales- 
people; clean, honest, convincingly worded adver- 
tising; with the thought always in mind of ren- 
dering adequate service to the public and obtaining 
a just and rightful return, not an exorbitant return 
for that service, these are some of the things that 
will win the fight for the public’s dollar in the com- 
ing year. 

The thrifty, economically administered business 
will undoubtedly have little complaint to make when 
the final inventory is taken at the close of 1922. 
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Good Window Displays for Shoe Sales 


Decorative Suggestions That Tell the Story At a Glance 


[ has been proved time and time again that 
[ sre windows properly used in the display 

of merchandise and decorative embellish- 
ments educate customers. 

To produce the educative show window, the dis- 
play man should have the advertising sense, know 
merchandise and be a salesman. By this knowledge 
the window display can be made to put across its 
message and interest the passerby in the subject it 
discusses. 

Right now the thought uppermost in the minds 
of the merchant is stock reducing and sales plus 
the best methods of making that anticipated clear- 
ance sale a success. 


Making Ready for the Sale 


Every person in your community knows that you 
have merchandise in your store, and to the mer- 
chant who wants to keep cutting deep into the thick 
of the now-a-days keen competition, he must plan 
and prepare to place his merchandise before the pub- 
lic in a manner that demands attention and makes 
his store stand out distinctively. 

We assume that at this writing plans and prepa- 
rations for that big clearance shoe sale are in prog- 
ress. Advertisements for the local newspapers 
should be prepared and ready for insertion. The 
shoe stock should be arranged and priced for the 
big event so that when the opening date for the sale 
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LUE BANNER SAL 


A neat and simple arrangement for a sale trim 


rolls around everything should be “sitting pretty.” 
Make Your Window Tell the Story of Sale Time 


Back up the local newspaper advertising with a 
“bang-up” window display featuring those items 
which you desire to call to the attention of your 
prospective customers. 

Many merchants still cling to the old idea of string- 
ing a line across the window upon which is hung 
the merchandise or of setting up a crude display of 
merchandise giving the appearance of a bale of hay 
tossed into the window. 


Have Respect for Your Goods 


You may be offering what you call real bargains— 
and they may be real ones—but how can you expect 
poeple to regard them as such if by your methods 
of exploiting their merits you have not respected 
them enough to give them a good showing? 

The fallacy that clearance sale windows must be 
a jumbled up mess, or of merchandise arranged like 
a bunch of tin soldiers, should be done away with 
once and for all. 

The sale window or one where price is featured 
can be made just as interesting and attractive as 
that where style predominates. 


Avoid That Rut In Sale Windows 


Many display men think that because they are 
putting in this class of window displays they need 
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not work so hard in getting up a clean-cut trim. 
This rut in the profession should be guarded against, 
and glad are we to say that present indications 
show a big advancement in decorative methods at 
sale time over that of only a few years ago. 

The display man can, with a little care and judg- 
ment in arrangement and a little touch of decoration 
here and there, neat window cards and carefully 
made price _ tickets, 
make the stocky sale 
window just as attrac- 
tive as the more elabo- 
rate affairs. “Sell the 
goods” is the slogan at 
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sale time. 
. Some Sale Window 
Suggestions 


Our first illustra- 
tion shows a very sim- 
ple arrangement for a 
sale window featuring 
“A Blue Banner Sale.” 

This design may be 
executed by the most 
inexperienced display 
man by simply follow- 
ing the directions as 
given herewith. 

First take a board 
about 12 in. wide and 
cover with a plain 
piece of felt or outing 
flannel stretched on 
tightly. In selecting your cloth for the covering get 
a piece of material of robin egg or Alice blue color. 

After covering the board stretch a piece of gold 
satin ribbon about 2 in. wide along the edge, making 
a border. 

The letters forming the saying “Blue Banner Sale,” 
are cut from black card board and appliqued to the 
board border in poster effect. The board border is 
then placed along the cornice of the window form- 
ing the border. 

At each corner of the windew is placed the ban- 
ners, which are made from the same material as that 
used in covering the board. The letters are made 
in the same manner as explained above and pasted 
on the banner, as is shown. The banners are at- 
tached to a dowel, or round stick, which has been 
painted gold. 

The arrangement of the clusters of flowers and 
foliage is clearly shown. 

The low plateau on the floor of the window is made 
of wall board and covered with the same material as 
that used in making the banners. The shelf used on 
the pedestal is a light board covered with light blue 
material and acts as a base for the shoe fixtures, 
which is the central unit around which the entire 
display can be made. The window card is cut from 
blue card board in the same shape as the banners 
and lettered in black. Small price tickets cut in 
banner shape should be used on every shoe on dis- 


play. 


























An effective way of treating 
columns 


Interior Post Treatment 


No. 2 illustrates a clever treatment to use in con- 
nection with your Blue Banner Sale Window by sim- 
ply arranging the banners on the post, as is shown. 


BOOT AND SHOE RECORDER 227 


The use of the flowers and foliage hides the wiring 
of the standards which hold the banners in position. 


Combination Display Unit 


The third illustration shows an unique idea in 
the way of a decorative unit to use in connection with 
a window display where you desire to feature men’s 
and women’s shoes at a price. This unit is con- 
structed of light lumber, the base of which is painted 
black. At the left-hand side three tall standards 
made from lattice strips painted gold are nailed to 
the back of the base. Flowers at the base add much 
to the decorative effect of the trim. 

Three circular signs cut from blue card board let- 
tered in black and white surmount the standards. 
At the right three pieces of blue card board cut out 
in the shape shown and decorated in gold, black and 
blue are arranged, as is shown. The little strips 
from each of these pieces are made in the same 
manner as the other three standards. A piece of 
blue felt acts as a rug or carpet for a setting of this 
nature. 

Our fourth suggestion shows a simple arrange- 
ment for a sale window that is not only decorative 
but tells the story by use of the decorations. 

This setting consists of two large circular cut-outs 
made of heavy cardboard a nile green color. These 
may be lettered in a darker color green and the let- 
tering outlined in white. 

The circle cut-outs are then arranged on the bor- 


Ble 
SHOE 
SALE 

















A novel method of featuring prices 


der of the window, as is shown. Arranged at each 
side of the circles is the flowers and foliage, as illus- 
trated. Hanging suspended from the circles are 
strands of black baby ribbon upon which is pasted 
small circular pieces of card board of various hues 
and colors. 

The plateau should be painted the same color as 
the large circular cut-outs. We illustrate a partial 
arrangement of the shoe fixtures around which to 
build the whole display. 

Fig. 5 shows a novel decorative unit to use for a 
ledge trim or window decoration in connection with 
the circle display. This design is made of light 
strips and card board in the colors of nile green and 
black. The circle is finished off with narrow strips 


(Continued on page 231) 
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the effectiveness of our 
service is the constant inter~ 
change of ideas among our 
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on & basis of Mutual 
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c—~.our aim since the day we first 
Opened our little *hole in the wal!" 
shop in the heart/of Chicago's: busy 
‘loop’ about ten years ago. 


.. ‘Having’ obtained that goal 
gives us confidence to aspire to 
another ~namely, 1OO% Renewals 
on our Service, instead of 90% 
which we now boast. This wilt 
necessarily mean first of all 
a 100% Satisfied Clientage. We 
are bending every effort every 
day tothisend. 


©We wish'to take this op- 
portunity to thank those who 
have stood by us so.faithfully 
during Our progress, and. to 
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Building a Shoe Business on a Firm Foundation 
For the Future 


Good Values and Fair Dealing Fundamental Factors 
In Good Merchandising 


By A. W. LUTZ 
Manager Walkover Stores, St. Louis, Mo. 


lengthened shadow of a man.” So let us 

—4 assume that man is the cornerstone in the 
foundation of every shoe business. The reputa- 
tion your store bears in the community is its founda- 
tion. It is the one fundamental that cannot be sub- 
stituted on which to build the future. So let us 
assume that as a cornerstone for our structure we 
have an honest, fair-minded and reputable citizen 
endowed with a sense of fairness and a desire to 
serve, one who recognizes that to do otherwise will 
eliminate the possibilities for greatness and dwarf 
the chances for even a moderate success, and pos- 
sibly result in complete failure and financiai loss 
or ruin. 

The fundamental policy of merchandising rests 
on good values and fair dealing, and this should 
serve as a preamble to the constitution of your 
business. Until the end of all time you will find 
this policy unshakable—it has always been so—it 
will never be challenged. If the reputation and 
foundation of your store rests on the giving of good 
values, who is to be the judge? How is good value 
to be measured? The answer is that the public 
always is and always will be the final judge and 
arbiter of the reputation of your store and merchan- 
dise. Your customers judge you by comparison, 
and two mediums that cannot be questioned and 
one by which the law of competition rules we must 
abide. It is the supreme tribunal from whose ver- 
dict no recourse may be sought. Good values and 
fair dealing never lost a case in this court. That’s 
all easy—looks like all you have to do to make a 
success in business is to believe in the Lord and 
have good intentions. But the rub is that it takes 
something more than three cheers to satisfy the 
customer. He wants and demands his money’s 
worth, but yields much to kind, human treatment 
and seldom forgets the place that gave him a square 
deal. 

Let us analyze a good value in shoes. To give 
good values a store must be in economic balance. 
For instance, a store that carries too much stock 
for the amount of business it is doing impairs its 
values in both styles and price charged. When the 
overstock reaches a certain age it goes down in 
the basement and becomes part of the foundation 
of your business, you can’t deny that. I just wanted 
to prove that I wasn’t off my subject. 

Specifically I should say that no store should 
carry more than a four months’ supply of stock at 
present if they wish to compete in giving values 
among their sharp competitors. Budget buying is 
the answer. If you keep your stock turning at this 


KF, zxztien: said, “Every business is but the 


rate you will not be seriously hurt by depreciation 
in case of further declining values. 
is hard on your foundation, too. 


Depreciation 





How does your expense of doing business affect 
good values? I do not think that any stores can 
consistently give good values if their operating ex- 
pense exceeds 25 per cent of the gross sales. They 
may sell good shoes, but their price is bound to 
be a little long if it costs over 25 per cent to do 
business. The man burdened by excessive rent, too 
much advertising or any laxness that unbalances 
his expense account suffers in comparison to the 
magnitude of his sin. 

Summarizing my short message, I believe that a 
secure and lasting foundation to any business rests 
first on the man who formulates the policy of the 
store and generates that policy down through the 
department heads and salespeople whom he chooses 
to represent him in direct contact with the customer. 
Then, above all things, harbor a clean and active 
stock—keep your expense under 25 per cent—make 
a decent net profit, give your customers good values, 
deal fairly with everybody and, when you pass out, 
the community will remember you kindly and the 
business you establish will stand as a monument 
to your integrity. 


Address of J. Weber of Weber Shoe Co., St. Louis, 
Mo. 

“Impressions of Our Organization and What We 
Get Out of It.” 

Organization and co-operation of our various 
trades and industries are now almost indispensable 
to their success. 

Prior to the formation of our association strife 
existed and all sorts of cut-throat methods were re- 
sorted to by shoe dealers to get the best, as he 
thought, of his fellow-retailer. Competition is the 
life of business. It is true, but that does not mean 
that retailers should be fighting themselves instead 
of getting together on common ground and regarding 
each other as friends instead of enemies. 

The association idea has done a great deal to 
bring retailers together in every city, town or com- 
munity. Here they can air their grievances, swap 
experiences and all profit thereby. It is not con- 
sidered good business now for merchants to hate 
each other and not speak to one another on the 
street, practise malicious methods and endeavor to 
ruin each other’s business. Not long ago there was 
a@ price war on a certain work shoe in a small town 
in which there were three retailers. One day Jones 
featured this shoe at a very low price. Next day 
Smith went him 50 cents better, and then follows 
Brown to outdo both of them. But there is an end 
to everything, even war, and then they got together 
to form a League of Nations or Association of Na- 
tions and a peace conference was held. So did 
these shoe men, and now they all advertise the same 

(Continued on page 231) 
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Cut “A” shows our glass shoe stands with patent metal shoe holders and patent expansion plug, which con- 
nects the holder to the glass stand. Detail in upper right hand corner of cut shows the method by which 
the heel rest can be simply adjusted to accommodate either men’s or women’s shoes—this distinct innovation 
is immediately apparent to the Dealer—the top can also be tilted to any angle. 
Cut “B” illustrates the glass pedestals and some of the plate glasses of our nationally famous interchange- 
able glass fixtures. 
Cut “C” presents one of the “built up” effects which can be produced. 
Ask for catalog G. F. of the entire glass line 

WOOD DISPLAY FIXTURES. In large variety—Catalog “L.” 
WINDOW VALANCES and PLUSHES. Ask for Samples. 

SEE OUR DISPLAY 
at the National Convention in January—Booth 470, Armory—opposite Harvard Bureau of Research Exhibit. 








Visit Our Chicago or New York Show Rooms 
NEW YORK SHOW ROOMS 


65-67 E. 12th Street THE HECHT FIXTURE CO. 


Between Broadway and 4th Ave. 




















Adler Jones Service 








The Adler Jones Co. 


Artificial Flowers acd Complete 


206 S. Wabash Ave., Chicago 














AN 


ELLIOTT 


Increase the selling efficiency 
of your display windows 
through careful and appro- 
priate selection of display 
embellishments. 





Consult the leading Decorat- 
ing House when in the mar- 
ket for decorations. Avail 
yourself of the best Service 
Department in the field. 


VISIT OUR SHOWROOM 


| MACHINE 





| , STANDARD OF THE WORLD 











Store Decorations Consult Any Shoe Findings’ Jobber. 
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BUY OR RENT 


| BUTTON ATTACHING 
METALLIC FASTENER 


Thirty-two Years’ Continuous Service 
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(Continued from page 229) 

shoe on a co-operative basis with all of their names 
on the ad and all getting a fair profit. The idea 
worked out nicely, and it was found the competitor 
was a good fellow; the right kind of a man to talk to. 

My experience has been about the same since join- 
ing our association. I never dreamed that shoe men 
were such likable fellows. I enjoy every meeting 
I attend and I learn something every time. I think 
it especially behooves the smaller dealer like 
myself to join our association because he has many 
things to learn from the man running the big store. 
This impressed me most when attending our national 
and State conventions. I brushed elbows and shook 
hands with some of the biggest and most successful 
men in the business and found them very affable 
and democratic. 

I have tried briefly to give you my impressions 
of our association. Now, what do we get out of it? 
You get out of it just as much as you put into it. 
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This applies to business associations and our very 
life and existence itself. You get out what you put 
in. What do we mean by that expression? We 
mean by that to attend every meeting, take an 
active part in the discussion and, by so doing, you 
give your brother retailer the benefit of your expe- 
riences and you get the benefit of his. So the value 
of benefit is increased as the membership grows. 
The retailer gets more out of ate association now 
than he ever did before. 

With our business conditions, prices and turnover 
constantly changing and trade not up to our expecta- 
tions we wonder if the trouble is with us. Some- 
times it is, but we meet our fellow-retailer and he 
is in the same boat, so we decide not to do anything 
rash in the way of cutting prices, but rather take 
things a little slower until conditions improve. 

We get more out of our association by inducing 
our neighbor to join, by broadening the field of 
usefulness for him as well as ourselves, and making 
us better merchants. 








Good Window Displays 
(Concluded from page 227) - 


at the tops and sides. These strips should be painted 
gold. 

The arrangement of the flowers and foliage is clear- 
ly shown. Any of these designs may be used for 
future displays by simply changing the wording on 
the signs and working them up in some other color 
scheme, as explained here. 


THE FLOORMAN’S VALUE 


Some time ago at a gathering of retail shoemen, a 
very prominent merchant was called on to give his 
views of the most important position in a shoe store, 
and he replied that his first and most important posi- 


tion in building an organization would be the selection 
of his floorman. 

Without giving this much thought, it appears 
this statement could be easily picked to pieces, but 
regardless of the quality and the style of your mer- 
chandise, it cannot be successfully disposed of without 
a good sales organization—and your sales organization 
will be just as good as your floorman. 

In Washington they are fixing to scrap the navies 
—that means a lot of admirals may be out of jobs. 

The admiral of the business ship is the floor- 
man, and his job is getting more important every day. 

We should and do hold our floorman responsible 
—he should hold his crew responsible for their report. 

He must be a leader, respected by every man 
under his supervision. Of neat appearance and above. 
all things must be pleasant and courteous. 

The customer’s first impression comes from the 
floorman—that is usually good. 
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A dignified, yet not expensive shoe window, in which decorations help to 
“get the story across” 
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ANNEMARIE 


Victor S. Pearlman & Co. 


Creators of exclusive lighting fixtures, specialize in equtp- 
ping high class Shoe Shop Interiors and Windows 


ANT i 


| 


ml 
! 





IAQ A A 


mut 
| 


WWM 


A A A 








A view of the special bronze chandeliers and sconces recently furnished for the C. H. Wolfelt Co. Shop, 
60 E. Madison St., Chicago, Ill. 





Visit Booth 473 
: First Regiment Ar- 
: mory, N.S.R.A. Con- 
vention and Exposi- 
tion, Jan. 9-I0-I1-12, 
| 1922. 
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| Victor S. Pearlman & Co. 


Artificers in all metals. 


533-535 South Wabash Avenue, Chicago, Ill. 
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Some of our recent installa- 
tions in Chicago, the conven- 
tion city: 


Foster-Drake Buot Shop, 
941 N. Michigan Ave. 


Hanan & Son, 

334 S. Michigan Ave. 
Hanan & Son, 

1 No. Wabash Ave. 
Nettleton Shop, 

222 S. Michigan Ave. 
Nettleton Shop, 

26 No. Clark St. 


O’Connor & Goldberg, 
(Windows) 
23 E. Madison St. 


O’Connor & Goldberg, 
4616 Sheridan Road. 

O’Connor & Goldberg, 
Republic Bldg. 

C. H. Wolfelt & Co., 
60 E. Madison St. 
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A NEW DEPARTURE 


Display Fixtures of 
bronze and marble combi- 
nations suitable for Shoes, 
Hosiery, and various 
other purposes, in any fin- 
sh of metals. 


These bronse plateaux, con- 
soles, hosiery racks and shoe 
stands will be exhibited in 
Booth No. 473—First Regiment 
Armory, N.S.R.A.  Conven- 
tion. 


Visitors are invited to inspect 
these attractive, unusual Dis- 
play Fixtures and visit our 
Galleries, where special light- 
ing effects of all descriptions 
for all purposes may be seen. 





A view of the window display fixtures recently furnished for the C. H. Wolfelt Co. Shop, 60 E. Madison 
Street, Chicago, Ill. 


Victor S. Pearlman & Co. 


Artificers in all metals. 


533-535 South Wabash Avenue, Chicago, Ill. 
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KRAMER HOSIERY 
COMPANY 


Full Fashioned and Seamless Hosiery 
| for 


Men, Women and Children 


KRA-NIT 


SHOWING 
at Booth 354. 


Showing at BOOTH 354 all 
the LATEST NOVELTIES 
comprising Hand Embroi- 
dered, Hand Drawn and 
Lace Clocks. 


Also a full range of the Lat- 
est Spring Shades for 1922 
IN COOPERATION with 
THE NATIONAL SHOE 
RETAILERS ASSOCIA- 
TION. 


133-35 So. Wells St. 
Chicago, Il. 




















December 31, 1921 








Now is the time your 
customers can use it to 
good advantage. 


Far superior to mineral 
oils and rubber solutions 
as a leather nourisher and 


lubricant. 
A sales maker in all stores. 
A trouble saver in shoe stores. 


Pfister & Vogel Leather Co. 


Milwaukee 










PFISTER & VOGEL LEA. CO., 
Milwaukee, Wis. 
Please send us the following order of P & V FARM SHOE 


DRESSING: 
wap sees Doz. 15c size at $1.25 


ebepoces Doz. 25c size at 2.00 
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Quiet Prevails in Leather Market 


Buyers Unwilling to Carry Large Stocks and Trading is 
Still on Hand-to-Mouth Basis—Prices Will Tend 
to Stiffen, Rather Than the Reverse 


HE close of the year finds the 
leather market in a rather 
quiet state, as buyers do not 

like to carry large stocks at that 
time. That is one reason for the ab- 
normal hand-to-mouth buying. There 
are fewer bargains and cut-price sales 
of leather, and prices will seem higher 
when these are entirely closed out. 

Purchasers of leather, however, who 
have considered the bargain prices as 
a proper market level, will be greatly 
disappointed as they do not represent 
anything like present-day production 
costs. 

Prices Apparently at Rock Bottom 


The year closing has been a remark- 
able one in the leather industry. Great 
losses which were sustained in the 
year 1920 continued as a feature of 
the 1921 business. It was a long time 
before tanners and leather buyers 
could get adjusted to the new condi- 
tion. The throwing of large stocks of 
side and cheaper leather on the market 
at ridiculous prices to satisfy financial 
interests was not only a big blow to 
the market, but it had an unsteady- 
ing influence on current business in 
that expectations were raised that 
such prices would prevail indefinitely. 

Prices are as low now as could con- 
sistently be expected, as compared 
with the relative value of hides and 
skins. Present quotations on leather 
now selling and coming through the 
works yield but a small or reasonable 
profit. The tanners are determined 
henceforth to secure a price sufficient 
to cover cost of production and show 
a profit. Even at that, leather prices 
will be lower than for some years past 
and with anything like proper liquida- 
tion in shoe factory wages, the public 
should be able to purchase shoes at 
as low, or lower, relative value than 
other commodities. 


Quiet Trade in Calf 


Business in calf leather is not very 
brisk. Standard tannages have been 
quoted at less money than a few 
weeks ago. Some of the top grades of 
smooth colored calf are reported sell- 
ing at around 40 cents per foot, al- 
though the quotation is 45 cents and 
some tannages are held higher. Medi- 
um grades of calf are quoted all the 
way from 30 cents to 40 cents per foot, 
with blacks from three to five cents 
lower per grade. Black and colored 
suede leather brings all the way from 
50 cents to 70 cents per foot, accord- 
ing to quality. 

Improvement continues in side 


leather lines. The call for a shoe at 
a price has continued to keep leather 
buyers shopping. The spirit of cau- 
tion, as well as the previous bargain 
sales, induced buyers to hunt the mar- 
ket over for the lowest available 
prices. Side leather, including elk, 
kip, veal and the heavy waterproof 
leathers brings all the way from 20 
cents to 30 cents per foot, according 
to tannage and selection. The snuffed 
and cheaper grades bring 24 cents to 
28 cents in colors, 18 cents to 22 cents 
for medium and as low as 15 cents per 
foot for the cheaper grades. The 
aggregate of business in side leather 
is very satisfactory for the time of 
year. This is explained by the fact 
that shoe manufacturers making for 
wholesale trade are busy in cleaning 


_ up their orders. They have had an 


exceptionally good fall season. 
The total business in all centers 
is fairly satisfactory. This is also 


helped by the better export trade. 
Prices show little change, with full 
grain chrome patent sides quoted at 
40 cents to 43 cents for choice selec- 
tion, 35 cents to 38 cents per foot for 
medium and 30 cents for the lower 
grades. Patent colt is quoted from 60 
cents to 85 cents per foot. 
Kid the Bright Market Spot 

The kid market is one of the best 
features of upper leather. There has 
been a better sale of the spready skins 
and the market is cleaned up closer 
than in many months. The better 
grades of kid are also in active sale 
with quotations on top grades from 
65 cents to 85 cents per foot. Medium 
grades of kid in colors bring from 40 
cents to 60 cents and the range con- 
tinues downward, according to color. 


Sole Leather Firm 


The sole leather market shows no 
material change. 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ....... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade. .28a .30 1.40a 1.50 45a .50 
Calf, smooth, black, top grade.. .26a .28 1.30a 1.40 40a .45 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28. 
Side leather, black, top grade.. .16a .20 65a .90 20a .26 
EE 6.5 5 n0h0 + aacneia ce 45a .50 1.40a 1.60 60a .80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .40 
Elk, heavy Sere 24a .26 65a .70 22a .24 
Kid, colors, best fancy .......... 35a .40 1.40a 1.65 80a .90 
Kid, black, top grade .......... 28a 30 1.35a 1.60 60a .75 
black, top has centetes 28a .30 1.35a 1.50 60a .70 
medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a 22 60a 1.00 25a .40 
Ee GREED coves cccccdcecvcwce 06a .12 20a  .36 -a .20 
Chrome patent sides ........... 25a .30 85a 1.06 35a 45 
PRRORE GEE oon cecvccecicdcagess 40a .55 1.40a 1.60 60a .85 
Sole Leather (price per pound) 
MINIS TIGL Ber ecccctse 32a «.38 56a 58 30a 82 
ee PRP ere ee ---& 36 . ee 45a .50 
No. 1 oak backs ......i.sss00. 88a .39 92a .95 53a .60 
No. 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 70a 
Raw Hides and Skins (price per pound) 
(1918 Av.) 
Native steers, as used in sole f 
leather, harness, etc. ........ t WS 52a .55 ---@~- 16% 
Heavy Texas steers, for sole 
TONED Nec ccceuccsseccsonns soo GU soe” rT 
gn native cows, for side upper 
REE LER SY TE ON sot ae wei SR 13%ai =«.14 
Branded cows, for light sole 
DE nnn 60nd 049snbbnseses oct wee oon, aan ooo & 1Z% 
No. 1 buffs for heavy upper and 
GRE OEE. véccensccccconc® 0468 ae 45a .50 08a .08% 
No. 1 Chica -y Pom City calfskins for 
fine calf leather ............ -a 17% 80a * fo 10a 17 
Kips for upper pee leathes Tit Tere -a .16% 65a 08a _ .16 
B. A. hides, for hemlock sole . 
i So en 0:0 ¥4S inks Ociter- os oe 8 42a 46 14% a .15% 
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Be a Complete | 
Outfitter of Feet 


When a man or woman enters a shoe store, they are thinking 
of one thing—feet. Then why not show the latest offerings 
in good hosiery after you have fitted the shoes? It’s so much 
easier for the customer to choose the proper shade of hosiery 
at the time the shoes are tried on. 


=< a Cl 






Hosiery 


offers progressive shoe merchants an opportunity to make 
two sales—two Lak al yas one effort. No extra clerks— 
no additional overhead. Just an appropriate window dis- 
play and polite, intelligent salesmanship. 


Special Everwear Hosiery assortments, for shoe stores are 
arranged to give long profits and quick turnover. Assort- 
ment “A” is for men only; “B” for women and children; “C” 
everything in hosiery—men, women and children. Tell us 
which assortment interests you, and we will send you com- 
plete details of our co-operative merchandising plan. 


EVERWEAR HOSIERY CO. 
MILWAUKEE, WISCONSIN 


Boston Office and Stock Room San Francisco Office and Stock 
110 Summer Street Room: 130 Bush Street 
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Tober, of Denver, Makes Sales 
With Want Ads 


OME enterprising retail shoe 

merchants have discovered that 
the humble want ad or “personal,” 
cleverly used, makes a surprisingly 
efficient merchandising device, at very 
low cost. One concern that has is 
Tober’s of Denver, whose main store 
is at 1521 Lawrence Street. Store 
No. 2 is at 714 Fifteenth Street. 


Tober’s has been using want ads 
for years now. The concern uses dis- 
play advertising, too, but its want 
ads—they appear under the “per- 
sonal” classification—are the more 
unique. Something like one hundred 
lines—a dozen or fifteen different want 
ads—appear in every Sunday issue of 
the Denver Post. The store has de- 
veloped considerable skill in their 
preparation. 


Pull Business 


“We get excellent results from 
them,” the management informed the 
correspondent. “We know, because 
the first of every week there comes 
in a good batch of mail orders, the 
customers definitely saying they saw 
our advertisements. Then, of course, 
there is the local Denver business 
drawn by the ads. We cannot esti- 
mate this, because the customer usual- 
ly doesn’t say how he happens to 
come to us, but we know the want 
ads produce much local business. We 
started in business here ten years ago. 
We have been using the want ads 
pretty much all the time.” 


The columns given over to “Per- 
sonals” appear on the front page of 
the want ad section. There is more 
or less medical copy, beauty copy, 
matrimonial, etc., in this, and Tober’s, 
in preparing copy, gives the copy the 
“personal” slant. 

Here is one advertisement, for ex- 
ample, which pulls well, and which, 
in one form or another, has been re- 
peated many times: 

“A STATEMENT from 
our Mr. L. S. Kriege: ‘After 
suffering for several years, 
limping and could hardly 
walk, and always had to carry 
a@ cane, a pair of Wizard 
Arch supports cured me. I 
have taken a course in arch 
fitting, and I am now able to 
do for you same that it has 
done for me. No charge for 
consultation and examina- 
tion. My hours are from 8 
a. m. to 6 p.m. I am con- 
nected with Tober’s Shoe 
Store, 1521 Lawrence St.’” 


Sunday after Sunday Tober’s uses 
several advertisements in which the 
health and the comfort appeal are 
featured. The management believes 
that these gain pulling department 
from the fact that health is always a 
prominent topic of the “Personal” 
classification. These are sample 
want ads: 


“We are exclusive agents 
in Denver for the famous line 
of Martha Washington Com- 
fort shoes, oxfords and juliets ; 
we have them in all sizes 
and widths and in all styles; 
our prices are right. Be 
sure of the locations. Tober’s 
two stores in Denver. Main 
store, 1521 Lawrence. Store 
No. 2, 714 15th Street. Mail 
orders filled, parcel post pre- 
paid.” 

“We are exclusive agents 
in Denver for the famous line 
of Trupedic shoes for men 
and women. A last to fit 
every foot. Catalogue mailed 
on request. Be sure of the 
locations. Tober’s 2 stores. 
Main store, 1521 Lawrence St. 
Store No. 2, 714 15th Street 
Mail orders filled, parcel 
post prepaid.” 

The want ads are popular reading 
matter with the “bargain hunting” 
type of customer. Accordingly, 
Tober’s has two or three advertise- 
ments especially for these each Sun- 
day. Some special sale, prices being 
mentioned, is told about. 


Then the store has want ads for 
“hard-to-fit” people — people with 
very small feet, or very large feet; 
people who have difficulty getting 
fitted to a shoe that lcoks well on 
them. These advertiséments pull to 
Tober’s repeatedly buyers who have 
been regular patrons of some country 
or other store carrying a stock which 
does not rise to the emergency. Here 
is a sample advertisement: 


“ATTENTION, ladies! If 
you are troubled in getting 
fitted with the proper kind of 
shoes, come here. We carry 
the largest selection of boots, 
oxfords and strap pumps in 
the state, no matter how 
small, how large, or how wide, 
we have them, sizes 1 to. 12, 
widths AAA to EEE. Our 
prices mean a saving to you 
of at least 1/3. Be sure of 
the location, Tober’s 2 stores 


in Denver. Main store, 1521 
Lawrence St. Store No. 2, 
714 15th St. Mail orders 


filled, parcel post prepaid.” 

The “beauty” appeal, so the 
psychologists say, is one of the most 
powerful in advertising copy. Well, 
Tober’s uses it. This advertisement, 
run in the same issue as others 
quoted, proves the statement: 

“Ladies, read this: Are 
you worried, probably you 
cannot get a shoe that looks 
good to fit you? We would 
like to have you come here 
and see for yourself the large 
array of styles that we have 
in stock. We guarantee to 
fit you in stylish shoes, and 
our prices are right.” 

Another advertisement along this 
line begins: “We carry a complete 
line of stylish out sizes in all sizes 
and widths.” 

Advertising of this character is 
relatively inexpensive. It pays, or 
otherwise, as it is well adapted to 
the situation and persistently used. 
Tober’s has “standardized,” so to 
speak, on several good mail-order ap- 
peals—beauty, health, comfort, hard- 
to-fit people, bargains. This would 
be good advertising if it reached only 
Denver people, who buy in person. In 
this case, though, it is profitable sim- 
ply as mail-order shoe advertising. 
Local business drawn is so much 
extra. 

Tober’s has been using it now for 
years, and its pulling power natural- 
ly is multiplied by that fact. 


Brings New Shoe Ornaments 
From Europe 


Samuel Rivelis of the French Bead- 
ing & Novelty Co., Philadelphia, re- 
turned last week after a three months’ 
visit to Europe in the interests of his 
house, during the course of which he 
covered all of the markets, including 
those in France and in Central Europe. 
He brought back with him a quantity 
of new and exclusive merchandise in 
the way of beading and ornamenta- 
tion; and a wealth of new ideas to be 
applied to the creations of the house 
in shoe ornamentation. 


A. R. Van Tassel Dead 


A. R. Van Tassel, sole leather tan- 
ner, of Dubois, Pa., died during the 
week of Dec. 4. 
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“ THERES DOUBLE WEAR 
IN EVERY PAIR”’ 














Men’s 
Note the correct placing 
of the eight Nail Holes. 





Boys’ 
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DISPLAY 


Booth 316, Greer Bldg. 
N. S. R. A. Convention, Chicago, January 9-12, 1922 


CBE sure to visit this exhibit and 
get posted on DRYDEN 
DOUBLE-WEAR—the heel that 


insures an absolutely tight joint. 


Let us explain to. you wherein the 
DRYDEN DOUBLE-WEAR 
marks a distinct improvement. over 
other types and brands. It will take 
but a few moments of your time— 
and is worth as many weeks. 














: 


RUBBER COMPANY 


HICAGO 
DETROIT ~ ST.LOUIS 


DOUBLE-WEAR 
RUBBER HEELS 
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Outdoor Beauties 


Poise is born of the assurance that one 
is well dressed. To dress well, one must 
give attention to every detail, 


The Diamond Brand Fast Color (Visible) 

Eyelet is a style detail not to be ignored. 

United Fast Color Eyelet Company 
Boston, Massachusetts 
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Better Times Are Just Ahead Is the 
Opinion of New England Wholesalers 


Optimism the Keynote of Meeting Held Recently in 
Boston—Worcester Man Elected President— 


OT in the entire period of its 
N twenty-three years of activ- 
ity has the New England 
Shoe Wholesalers’ Association had 


a more interesting annual meeting. 


than the one which was held at 
Young’s Hotel, Boston, on Wednesday, 
December 14. 

There were present representatives 
of member-concerns from Massachu- 
setts, Maine, Vermont and Rhode Is- 
land, and the special guests and speak- 
ers included President Herbert T. 
Drake of the New England Shoe and 
Leather Association, Mr. Arthur B. 
Butman, Chief of the newly-organized 
Shoe and Leather Commodities Divi- 
sion of the Department of Commerce, 
and Secretary Louis M. Taylor of the 
National Shoe Wholesalers’ Associ- 
ation. 


Mr. Hoover’s Work Indorsed 


A variety of questions of interest 
to the wholesale shoe trade were dis- 
cussed or acted on, but perhaps the 
outstanding features were the friendly 
and appreciative spirit displayed to- 
ward Secretary of Commerce Herbert 
Hoover, and the urgent need for an 
immediate reduction in overhead ex- 
penses in the shoe business. 

Luncheon was s@ed at one o’clock, 
the business session immediately fol- 
lowing. Edwin P. Holmes, of Parker, 
Holmes & Co., Boston, who retires 
after a successful two-years’ term as 
president, and who has rendered no- 
table service to the trade, especially 
during the war period, presided. In 
the course of his annual address, Mr. 
Holmes said: 


Signs Point in Right Direction 


“The year 1921-is rapidly drawing 
to a close, and most of us are glad 
to have those twelve months behind, 
instead of ahead of us. Industry in 
general has had a hard uphill fight 
during this time, and has been paying 
heavily for its share in the readjust- 
ment which has been taking place. 
The shoe industry has borne its full 
share in this great metamorphosis. 
The process isn’t over as yet, but all 
signs point in one direction; namely, 
that the readjustment, so far as its 
effect in bringing about small volume 
of business and low prices is con- 
cerned, has seen its worst days. 
Lowering interest rates, higher Fed- 
eral Reserve ratios and rising prices 


Hoover’s Work Indorsed 


of bonds all point to the fact that we 
are approaching nearer and nearer to 
normal conditions. And this, in turn, 
indicates that conditions in our trade 
should from now on gradually im- 
prove. I do not, ‘as some do, however, 
hold out hopes for rapid improvement. 
I think the change will come in a very 
gradual manner. The old pendulum 
which registers the tides of business 
swings very slowly. It takes a long 
time for the machinery of our country 
to get going at top speed, and those 
who predict and have predicted a 
rapid recovery in business have over- 
looked that unerring law. 


Cost of Selling Still High 


“There are many problems which 
will arise during the coming year 
which need the careful attention of 
every member of our association. The 
rapid changing of styles should have 
the thought of every one who has the 
welfare of our industry at heart. Each 
of us moreover should carefully con- 
sider the tremendous expense to which 
we are subjected for equipping and 
traveling our salesmen. The prices of 
many articles have during the past 
year and a half been materially re- 
duced. We have seen five and six 
dollar shoes drop to three dollars. The 
cost of traveling our men, however, 
remains at its highest peak. Hotels, 
almost without exception, have main- 
tained their highest rates during the 
past twelve months. Railroad fares 
and excess baggage rates have re- 
mained at the top levels. This com- 
bination is one that is hard to face, 
and we as an organization should pro- 
test against this inequality of the 
situation to our utmost. Sentiment is 
crystallizing on this subject, and it is 
interesting to note that within the 
past two or three weeks one repre- 
sentative hotel sent out a notice call- 
ing attention to the fact that they 
were making special prices for travel- 
ling salesmen, realizing that the ex- 
pense involved in that branch of in- 
dustry must be reduced. What we 
must try to do is to have this thought 
become universal among industries 
selling merchandise through the med- 
ium of traveling salesmen. 


Advises Watching Chain Stores 


“Our industry frankly faces a 
serious situation in the question of 
its high cost of doing business. The 
value of our selling units has dropped 


tremendously. The volume of busi- 
ness in units has also decreased, and 
yet our overhead charges have re- 
mained unusually high. It is of the 
utmost importance, therefore, that we 
find some method which will change 
this unpleasant ratio of sales to ex- 
pense. 

“We mustn’t be unmindful of the 
fact that conditions in the shoe indus- 
try are constantly changing. We can- 
not afford to overlook the large volume 
of business being done by mail order 
houses and the ever increasing volume 
which is transacted by so-called chain 
stores. If one will make a careful 
study of the figures of some of the 
chain store units, he will be struck by 
two -very important factors; one, the 
large turn-over which some of those 
chain stores are showing and the com- 
paratively low cost of doing business. 
Some may lightly pass this aside and 
say that it has nothing to do with our 
branch of the industry, but gentlemen, 
it is of the utmost importance. 

“Unless we can find ways and means 
to reduce our high overhead cost, our 
industry’s very existence is threatened 
by some of these newer developments, 
and unless we meet the situation our 
position will become more and more 
untenable. In my humble opinion, in- 
dividually we cannot find means of re- 
ducing overhead costs to a large 
enough extent, but collectively we 
might be able to devise methods which 
would bring about the desired results. 
The thoughts which I have on the 
subject are still in the embryonic 
stage, but I feel very strongly the 
necessity of all of our minds working 
on this problem. It isn’t enough to 
say, “All is well,” and let it go at that. 
The time to correct conditions is be- 
fore they have become apparent to the 
world at large, just as it was the time 
to sell high priced merchandise before 
everybody realized that it was going 
to be materially lower. What we need 
here in New England more than any- 
thing else is a new spirit of progres- 
siveness. We must pull up out of 
those ruts which have kept us on the 
same road for so long a time, and 
adopt the newest and most up-to-date 
methods. We need inventive thought, 
directed in the line of collectively solv- 
ing the problems of our industry. 

“‘Momentous events are taking place 
in Washington at the present time. 
The outcome of the conference on 

(Continued on page 243) 
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Limitation of Armament no doubt will 
be far reaching. Anything which can 
be accomplished in the material re- 
duction of Government expense will be 
just so much gained towards the re- 
habilitating of the war-ridden coun- 
tries, and the reducing of the burden- 
some taxes in America, two very 
essential things if we are to restore 
business, I think we can all feel most 
hopeful and confident as to the out- 
come of this conference. 

“Recently a meeting was called com- 
posed of one member from each of the 
different regional associations to at- 
tend a conference which was held in 
New York regarding a questionnaire 
which is to be sent out by the Joint 
Commission of Agricultural Inquiry. 
The committee representing the Na- 
tional Association was naturally not 
desirous of seeing its members sub- 
jected to more questionnaires, but the 
Joint Commission of Agricultural In- 
quiry as a Commission probably has 
the widest powers of any organization 
of that nature, and is in a position to 
secure the information which they de- 
sire. It was our duty as a committee, 
therefore, to prepare a questionnaire 
which we tried to make as simple and 
intelligible as possible. As President 
of the New England Shoe Whole- 
salers’ Association, I urge each and 
every member to carefully go over the 
questionnaire when received and re- 
turn it with the utmost promptness. 
The work must be done, and the more 
promptly it is done, the better im- 
pression we as an association will hold 
with the Joint Commission. As you 
know, during the old Administration 
associations were frowned upon by 
Washington. The present Administra- 
tion, however, is looking upon them in 
a far more favorable light and we 
want to do all that we possibly can to 
encourage this change in attitude. It 
is also of great importance that we 
should encourage the favorable atti- 
tude which Washington is taking to- 
ward business. Our Government now 
realizes that a country cannot be suc- 
cessfully run unless its industries are 
prosperous. Mr. Hoover, as you know 
is devoting much time and energy to- 
ward helping industry along, and 
furthermore quite in contrast to the 
attitude of the old Administration, he 
is encouraging the public to buy.” 


A. B. Butman Speaks 


President Holmes then introduced 
Arthur B. Butman, chief of the newly- 
organized Shoe and Leather Commodi- 
ties Division of the Department of 
Commerce, who had come on from 
Washington to attend the meeting. 

In the course of his address, Mr. 
Butman referred to the fact that the 
total value of boot and shoe produc- 
tion in the United States in the census 
year 1919, was $1,155,000,000, of which 
Massachusetts had the impressive 
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share of $442,000,000. The value of 
Brockton’s output was $85,000,000; 
that of Haverhill $65,000,000; while 
Lynn produced $60,000,000 worth of 
footwear. 

The speaker gave a brief outline of 
the functions of the new Division, 
emphasizing the fact that it always 
has at its command the information 
that is constantly being sent in by 
the 800 official representatives of the 
United States Government scattered 
throughout the world. One of the 
most important services that the Divi- 
sion can render the shoe and leather 
industry is in connection with matters 
of commercial law arising in foreign 
countries. Another important aid is 
the indicating to exporters the best 
shipping routes, together with freight 
rates, and similar information. In- 
timate information regarding the 
standing of foreign purchasers can 
also be obtained in many instances 
through this Division. 


Sees Better Times Ahead 


In closing, Mr. Butman expressed 
the firm belief that the present world- 
wide business dislocation will eventu- 
ally be straightened out, and that 
when this occurs the Shoe and Leather 
Commodities Division will be found a 
most invaluable aid to this branch of 
industry. 

Herbert T. Drake, head of the 
Emerson Shoe Co., and president of 
the New England Shoe and Leather 
Association followed Mr, Butman, and 
gave those present an exceedingly in- 
teresting picture of existing condi- 
tions in the shoe industry. Much of 
his address was directly related to the 
present situation in New England. 

He expressed the opinion that it is 
still possible to sell a few more shoes 
if we go the right way about it, de- 
spite the current unfavorable condi- 
tions. 

Touching on the shoe factory labor 
question, Mr. Drake cited the success 
that the Brockton and Massachusetts 
South Shore manufacturers and work- 
ers have had for the past twenty 
years, as a result of the adoption of 
the arbitration agreement. On ac- 
count of this agreement he did not 
anticipate any serious outcome of the 
controversy just now being heard by 
the State Board of Conciliation and 
Arbitration. There has been practi- 
cally but one strike in the Brockton 
section during this twenty year period. 


Urges Arbitration with Labor 


“The application of this arbitration 
principle is what is needed in these 
other shoe manufacturing districts 
where labor seems to be running wild. 
It is perhaps not quite fair to lay all 


the blame for existing troubles on the 


labor unions,” said Mr. Drake. 

In closing he expressed the impera- 
tive need of the adoption of a fixed 
policy of shoe manufacturers in the 
vital matter of getting down to bed- 
rock in the reduction of overhead. 
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“With this and a general arbitration 
agreement in effect, New England has 
nothing to fear,” said he. 

The other guest and speaker of the 
afternoon was Louis M. Taylor of 
New York, secretary of the National 
Shoe Wholesalers’ Association, whose 
active work in behalf of the wholesale 
shoe trade during the last few years 
has made him very popular with the 
trade. Mr. Taylor outlined the 
diversified functions of the national 
organization with special reference to 
its activities during 1921. 

In the course of his address he re- 
ferred to the proposal to establish an 
arbitration council composed of rep- 
resentatives of the manufacturing, 
wholesaling, and retailing branches of 
the shoe trade, and it is hoped also 
of the tanning industry. He also 
spoke of the activities of the Federal 
Trade Commission, the occasional re- 
appearance of efforts to enact “pure 
shoe” laws in various states, the 
negotiations between the trade and the 
railroads with reference to standard 
containers, and other matters of im- 
portance to the wholesale shoe trade. 


Agricultural Conditions Discussed 


Mr. Taylor also explained in some 
detail the way in which the trade is 
expected to fill out the questionnaire 
recently send out by the Congressional 
Joint Commission in an effort to 
arrive at some definite conclusion re- 
garding the cost of living. 

Of special interest was the picture 
of agricultural conditions in the West 
as drawn by Mr. Taylor from the 
point of view of his recent trip to that 
section. With the farmers in Iowa 
offered thirteen cents a bushel for 
their oats and twenty-three cents a 
bushel for their corn, in the face of 
what they term an eighty-cent dollar, 
it is perhaps not very strange that the 
agricultural section is in a general 
state of unrest. 

The regular business of the meeting 
was then taken up, and after Secre- 
tary-Treasurer Thomas F. Anderson 
had presented his annual financial 
report showing a satisfactory balance 
in the treasury, the report of the As- 
sociation’s Rubber Committee was pre- 
sented by Mr. George Hutchinson of 
Boston. Mr. Hutchinson, by the way, 
has continuously served on this com- 
mittee for twenty-three years. This 
report dealt largely with the discus- 
sion of a possible change in the date 
of the annual announcement of rubber 
footwear prices. The report intimated 
that there is a general depletion of 
rubber stocks in retail stores through- 
out the United States. The report 
further stated that between 50 and 
60 per cent of the product of the rub- 
ber companies is distributed by in- 
dependent wholesalers. 

Officers Elected ‘ 

The report of the Nominating Com- 

mittee was next presented by Byron 
(Continued on page 245) 
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EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 7 
Supply Your Customers with Ss 
“HUBTIP” NO-METAL-TIP SHOE LACES L 
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27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
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USMC CORK INSOLES | 


for MEN and WOMEN 


| 
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NEW line of durable sheet-cork insoles, reason- | C 
| ably priced. They are covered with hair or | . 
flannel in attractive colors, cloth-bound or lockstitch | 
| edges. Wrapped in packages of a dozen pair—solid | , 
or assorted sizes. For sale by Shoe Findings_Jobbers. | : 
| Order some today. t 
UNITED SHOE MACHINERY CORPORATION - - - BOSTON ; 


J. K. KRIEG COMPANY, NEW YORK : 
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S. Watson of Providence, Chairman, 
and on its recommendation the follow- 
ing officers and Executive Committee 
were unanimously elected: 

President—E. Walter Smith, H. E. 
Smith & Son, Inc., Worcester. 

Vice-President—Stanley M. Lane, 
Lane Bros. Ce., Boston. 

Secretary-Treasurer—Thomas F. 
Anderson, Boston. 

Executive Committee—Byron  S. 
Watson, Greene, Anthony & Co., 
Providence, R. I.; John G. Magaw, 
Hood Rubber Products Co., Boston; 
Maynard Hutchinson, McElwain, Hut- 
chinson & Winch, Boston; H. F. Saw- 
yer, Sawyer Boot & Shoe Co., Ban- 
gor, Me.; Alfred S. Foster, Brook- 
line, Mass. 

E. Walter Smith, the new president, 
has been actively connected with the 
wholesale shoe business since 1894, at 
which time he became associated with 
his late father in the firm of H. E. 
Smith & Son, Inc., Worcester, Mass. 

Retiring President Holmes at once 
introduced President-elect E. Waiter 
Smith, who made an appropriate ad- 
dress of acceptance. 

During the meeting a series of in- 
teresting letters setting forth shoe 
trade conditions and prospects in 
different parts of the country, written 
especially for the occasion by promi- 
nent manufacturers and wholesalers 
were read. 

The following resolutions were unan- 
imously adopted: 


Resolutions Adopted 


RESOLVED: That the New Eng- 
land Shoe Wholesalers’ Association 
hereby expresses its cordial apprecia- 
tion of the effective and intelligent 
manner in which Hon. Herbert 
Hoover, Secretary of Commerce, has 
attacked the various problems con- 
nected with the domestic and foreign 
trade of the United States. It is par- 
ticularly appreciative of his action in 
establishing the new Shoe and Leather 
Commodities Division for the special 
benefit of our allied leather and foot- 
wear industries; and be it further 


RESOLVED: That the President 
of our Association be authorized to 
appoint a suitable Advisory Commit- 
tee to co-operate with this Division in 
the interests of the wholesale shoe 
trade of New England; and that we 
also pledge our united support to Sec- 
retary Hoover and his associates in 
all that they are doing to help bring 
about a restoration of normal busi- 
ness conditions. 


Hide Tariff Opposed 


RESOLVED: That the New Eng- 
land Shoe Wholesalers’ Association, 
firmly believing that the placing of 


BOOT AND SHOE RECORDER 


any duty on the hides and skins re- 
quired by the tanning industry of the 
United States would place our tan- 
ners, shoe manufacturers and whole- 
salers at a great disadvantage com- 
pared with those industries in other 
countries, at the same time unques- 
tionably resulting in increased cost of 
footwear to the consumer, hereby re- 
affirms its strong opposition to the 
placing of any such duty on raw ma- 
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terials in the Tariff bill now pending 
in Congress; and be it also 

RESOLVED: That the Associ- 
ation appeals to Congress to refrain 
from including such duties in the 
Tariff bill, and urges the members of 
the Association and the wholesale shoe 
trade generally to immediately com- 
municate with their Senators and Rep- 
resentatives requesting their aid in 
this vital matter. 


Children's Felts Big Sellers 


Rubber Company Makes New Departure in Felts for 
the Whole Family 


The United States Rubber Co. has 
recently extended its field of endeav- 
ors by building a line of felt foot- 
wear for the entire family—mother, 
father, and the boys and girls. One 
of the very good models for misses, 





A man’s padded sole oxford of felt, 
spring heel, silver collar 


children and infants is a slipper 
which has the advantage of being able 
to be turned down to a slipper of 
ordinary height; or, if more warmth 
is desired, the collar may be turned 
up and buttoned across the instep, 
bringing it higher on the foot; this 
makes it more secure and very well 


adapted to a child’s foot, because it 
is impossible for the little tots to kick 
the shoe off after it has been but- 
toned up. 

After the Christmas holidays, felt 
slippers should not be relegated to 





Ladies’ olive mocassin, padded sole, spring 
heel, ribbon and pom pom trimmed 


the rear of the store, or packed away 
in boxes, for wide-awake retail shoe 
merchants have found that felt foot- 
wear sells readily every month in the 
year. And in an attractive range of 
styles and colors there is no other 
type of footwear which makes a bet- 
ter display for the store card or win- 
dow. 





Adv. Mgr. Fahrendorf, of 
Brown Shoe Co., Back from 
A. N. A. Meeting 


P. M. Fahrendorf, advertising man- 
ager of the Brown Shoe Co., has just 
returned from the meeting of the As- 
sociation of National Advertisers, held 
in Lakewood, N. J. 


John C. Boyd Buys New 
Home 


John C. Boyd, president of the Boyd- 
Welsh Shoe Co., recently purchased a 
beautiful residence on McPherson 
Avenue. The home is located in the 
exclusive Parkview district and has 
a two-story garage on the rear of the 
lot. 


Candy, Cigars and Shines 


If it pays to sell cigars in the shoe 
shine section, it should also pay to sell 
candy, for many men have got the 
candy habit. Besides, it would inter- 
est women customers. 


New Shoe Stores 


Hans Harder, Carlton, Minn. 

Shoemaker Mercantile Co., Protec- 
ton, Kan. 

Upstairs Shoe Store, Tulsa, Okla. 

Morris Berman, Memphis, Tenn. 

A. Kaufman, Piketon, Ohio. 

James Farley, Boone, Iowa. 

Masters Shoe Co., Rockford, IIl. 

Schieber Shoe Store, 303 West Wal- 
ter Street, Louisville, Ky. 

B. M. England & Co., Laurens, S. C. 

Fred M. Heflin, 33 Colony Street, 
Middletown, Conn. 
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Lacing Hooks 


EE 


A man is so composed that he can 
almost disintegrate as a social being 
with the breaking of a few threads 
4nd thé loss of a button. 


E WANTS HIS LACING \ HOOKS 
AGAIN. 

“Give me back My lacing hooks,” 
demands the Man About Town of the 
Salem Evening News. He is a plump 
fellow. with a bump for statistics, 
and he writes: 

“It takes an average of three min- 
utes to thread tip a pair of hookless 
shoes. This, in a year, provided you 
don't change your shoes but once a 
day. amotnts to 1095 minutes, or 
18 1-4 hours a pear. 

“If a man lives 50 years, it means 
wasting 912 hours in lacing your 
shoes. That means that the average 
man spends 38 days of his life lacing 
up his shoes, if he has to thread the 
laces through eyelets once a day. 

“Givé us back our lacing hooks” 


UCY WOULDN'T BE BOTHERED 
BY LACING BOOTS, 

But the young lady, who types in 
the corner, mildly says’ “How silly 
f you men folks. Why. I just stepped 
in*> a pair of pumps and there T ay 

‘Ny shod “"t you great big - 
* fur ~ litt 








Specify Lacing Hooks on 1922 footwear 


Insist on having what you want 
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A Warning Against a Catch 
In The Average Lease 


HE question raised by the fol- 
lowing letter, which comes 
from a Pennsylvania reader, is the 
legal status of a man who is doing 
business in a rented building which is 
destroyed by fire. In addition to be- 
ing put out of business by fire, is he 
obliged to pay rent? And if the 
lease binds him to make all the re- 
pairs, as most leases do, what if any- 
thing is he obliged to do in the way 
of reconstructing the building? 

There is a point in law that I wish 
you would make clear to me. My 
predecessors and later myself have 
occupied the same rooms for over 
twenty-two years without a lease. 
The last three years the building was 
in the hands of executors of the de- 
ceased owners and could not rent for 
more than one year. I have no lease 
of any kind, always paid the rent 
monthly at $100.00 per month. 

On February 27th fire broke out and 
damaged my entire stock, more by 
water than by fire. Nevertheless it 
put me out of business. That i3, what 
was left I sold to a salvage company 
who arranged with me to run @ sale, 
which was done under great difficulty. 
The main executor told me during the 
month of March that I need not pay 
any rent. From then on the former 
rental would apply. I vacated April 
30th. Now they demand $150.00 for 
the two months. Am I obliged to pay 
rent at all under the circumstances? 
The roof of the building was left in- 
tact, but the very large skylight was 
melted out, making heating impossible. 
They made no effort to make any re- 
pairs whatever. 

If I must pay rent at all, can I hold 
them to the one month which the one 
executor promised free? J. O.H. 

I am sorry to advise this corre- 
spondent and any other reader who 
may be in the same boat that he is 
obliged to pay his rent in spite of the 
fact that what he rented was prac- 
tically destroyed by. fire. This seems 
a barsh rule, but let me discuss it a 
little and: it may not seem so harsh. 


Rent Goes On Even Though Place Is 
Burned 


The old common law rule, before 
men began to modify it by statutes 
and equitable agreements among them- 
selves, was exceedingly drastic as to 
matters occurring between landlord 
and tenant. For instance, where the 
lease bound the tenant to make the 
repairs, and most leases did and do 
that, the tenant would have to re- 
build the building if it burned down, 


even though he was in no way re- 
sponsible for the fire. And this is still 
the law where the lease between the 
parties has not relaxed it. Usually 
it has been relaxed by a clause bind- 
ing the tenant to “deliver up the said 
premises to the lessor in as good order 
and repair as the same now are, rea- 
sonable wear and tear and damage by 
accidental fire excepted.” 


The old common law is equally 
harsh with the burned out tenant as 
to the paying of rent. Even though 
the building is completely destroyed 
the tenant must go on paying rent. 
Nothing but a provision in the lease 
can save him from this in most States, 
surely an unanswerable argument for 
a written lease in every case. 


The reason for this rule is that a 
man who rents a property, gets two 
factors, the land and the building, 
and even though the latter is de- 
stroyed he still has the land and ought 
to pay rent for it. A faulty argument, 
for usually the building is the impor- 
tant thing, and the tenant ought not 
to pay the same rent for less than 
half the consideration. Here is the 
rule stated from a leading case: 

There is no doubt that where 

there is a covenant to pay rent 
in a lease of land with a build- 
ing erected thereon the destruc- 
tion of the building by fire does 
not absolve the lessee from lia- 
bility for the rent. This rule 
haz its foundation in the fact 
that the tenant is still in posses- 
sion of the soil on which the 
building was located, and that 
something remains to which the 
lease attaches. He may recon- 
struct the building. 

To be consistent the law must make 
a difference where only a part of the 
building is rented and it does, for 
there the tenant gets no land and if 
his part of the building burns he has 
lost everything. In such a case he is 
absolved from paying rent. 

Some States have modified this 
harsh rule, mostly in the South. In 
Virginia, Nebraska, South Carolina, 
Kansas and Texas, for instance the 
tenant whose building is burned can 
get an abatement of rent based on the 
extent of the destruction but most 
States stubbornly enforced the old 
rule, unless the parties have modified it 
in.their lease. The rule has sometimes 
gone to almost incredible lengths. For 
instance, there have been cases when 
a landlord has collected insurance 
money on the burned building and re- 
fused to rebuild, yet the tenant has 


been compelled to go on paying rent 
for the balance of the term. You say 
what an outrage that is, and I agree, 
nevertheless it is one which could 
easily have been avoided in the lease. 


Learn the Law—Have a Lease 


Of course, if a landlord has agreed 
to make the repairs, though landlords 
aren’t given to doing this, he would be 
compelled to rebuild in case of fire, 
and if he didn’t do it, the tenant could 
stop paying rent. 

My advice to any business man who 
uses a rented building is to first learn 
from the law of his own State wheth- 
er an abatement in the rent is made in 
the event of fire. If not, his only pro- 
tection against such a situation as 
confronts this correspondent—and it 
might easily be worse than that—is 
a provision in the lease, which he 
should earnestly set out to get. Such 
provision could be very simple— 
merely a statement that in the event 
of destruction of the building by fire, 
the rent should proportionately abate. 
(Copyrighted August, 1921, by Elton 

J. Buckley, 
Land Title Building, Philadelphia.) 


Merchandise Moving Freely 


OVEMBER, so far, has been 
one of the best months of the 
year in the retail shoe trade of 


Milwaukee. Merchandise has been 
moving very satisfactorily all month 
and the trade expects to enter De- 
cember with the best of advantages 
favorable to a substantial holiday 
business. Merchants already are ex- 
pressing a conviction that their clear- 
ance sales in January and February 
will not require the “dumping” of the 
early months of 1920 or 1921, for 
their stocks are going out so readily 
that the amount of “distress” goods 
will be relatively much less than in 
two years, if not longer. 


Spring Orders Increasing 

The confidence with which Mil- 
waukee boot and shoe merchants re- 
gard the future is demonstrated by 
the liberality of orders for spring de- 
livery now being placed. Manufac- 
turers here likewise are able to 
express confidence by reason of the 
satisfactory amount of forward busi- 
ness being placed on their books. The 
announcements emanating from the 
styles committee recently marked the 
beginning of a liberal forward buying 
movement. 
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THE FOOTOGRAPH MEASURING SYSTEM 


For Retail Shoe Dealers 


FITTING 


Charts that give you the 
length of your customer’s 
foot, heel to toe and ball 
to heel, and its width. 


ADVERTISING 


A complete set of over 
100 advertisements in 
matrix form telling the 
story of your shoe fitting 


service. 


MAIL ORDER 
SERVICE 


FILING cH 
Cabinets that give you # = Bo tizod. | 

a complete record of ~/& ALrrine 

sales, both cash and credit, SEK Folding trays and mail- 

with the size and style of ers that travel for 3c. A 


shoe worn by each cus- simple and economical 
tomer. device for measuring feet 


h d 
STORE SERVICE 56 West 45th Street a genie Si 
Stools that hold the New York City 


An entirely new service. 
charts and trays at your 


salesman’s hand. 


SE UU 

















" Exhibit at the Convention 











The Boston Line of Shoe 
Dressings, Polishes and Dyes 


Boston Dye and Polish 


is made in black and brown. The black dye is for making 
colored leather black, and by brushing it a splendid polish 
is obtained. The brown dye is for coloring colored 
leather brown, producing a uniform color and a polish. 








Boston Liquid Friction Polish is 
Always Seasonable; also Imperial Cream 


ABSOLUTELY 





Put up in the following colors: Dark Brown, Light Brown, Black and 
Natural. The finest cleaner for the finest grade of colored kid and calf 
leather and glazed leathers. These liquids clean and polish and do not 
need a paste polish over them. 


PRICE: Dozen, $2.00; Gross, $22.32 


BOSTON BLACKING CO. 
East Cambridge Mass,U.5.A. 


Ask your jobber. If 
he cannot supply 
you, write us. 
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Question! 


What is the secret of success- 
ful window displays? 


Answer: 


To use the right decorations at the 
right time and to obtain the best pos- 
sible results at the least possible 
expense. 


a 


_ 


| Beaded aye Gindenets 
Buckles 


UU 











Decorations must be beautiful—they must 
be original and of highest quality—but above 
all—they must be economical to use. The 
thrifty display man and serious merchant will 
want to use the same care in purchasing dec- 
orations as is used in purchasing any other kind 
of merchandise. 
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Ts effect of a correct 


beaded ornament ap- 
plied to a shoe is to lift it 


Tm 
wl 


Schack’s decorations are beautiful—they are 
original and of highest quality; our prices are 


If 


| 


based on the cost of labor and material only— 
our decorations are economical to use. That’s 
why Schack’s catalog is called, “The Secret of 
Successful Window Displays.” 


WRITE FOR YOUR COPY—IT IS FREE! 


HHH 


into a higher class. If it is 
a superior shoe to start, the 
addition makes it exquisite. 
Our ornaments are designed 
with this one thought in 


mind—to enhance the shoe 
on which they are placed. 


The Schack Artificial Flower Co. 


1746 MILWAUKEE AVE. CHICAGO, ILL. 








There are many styles that may 
be seen at our booth No. 152 in 
the Philadelphia section at the 
N. S. R. A. Convention at Chi- 
cago, to which we extend you 
a cordial invitation. 

















Let us send you a sample se- 
lection. 


‘MHI It Ha ANAT 


French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 














Over a Half 

Million and 

Still Going 
Strong 


























Are you getting 
your share? 


Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a half million people. The demand 
is stronger than ever. Repair shops, retail stores, foot’ specialists 
make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE. CO. 
Jang Building 
CINCINNATI, OHIO 


j } La Belle 1170/1 
An entirely new ornament de- 
S yeloal by Mr. Rivelis while 


ARCH BRACES 
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zsvvvevieeeeees “HELLO CHICAGO!” 
—and Friends 
After the Fair Come on Over to Boston 


Where you will find us in our new quarters, glad to see you 
all, and ready to show you our complete and up-to-date line of 


CHANDLER’S SHOE NOVELTIES 


WINNER BRAND MERCERIZED LACES—' “‘CLINCHO CONICAL,” “CORRUGATED” 
or “FABRIC TIP. TIP.” Round or Tubular. All colors and lengths. 
sete) = - weed SILK OXFORD LACES—“‘Fabric Tips.’ Finest quality. All colors 
and lengths. 
STRAPS—FOR CONVERTING PUMPS AND OTHER SLOW MOVING NUMBERS. Also 
One, Two or Three Buckle or Button Styles, “ANKLE” or “GRECIAN” Straps, 
and other wanted styles. 
ORNAMENTS AND BUCKLES—Rhinestone Ornaments and Buttons for Strap and Vamp 
Trimming. BEADED ORNAMENTS in a wide range of styles and sizes. 
NON RUSTABLE METAL STRAP BUCKLES, in wanted finishes, sizes and designs. 
= BUCKLES in Cut Steel, Rhinestone, Beaded, Enamel Metal and Leather 
covered. 
“FLEXO BOWS”—A large variety of styles, colors and sizes. 
RIBBONS—Gros Grain Bindings in 3, 4 and 5 lignes. Also “PERFECTION” SHOE RIB- 
BONS. All qualities, widths and colors. 
VELVETS—MADE FOR SHOE TRADE EXCLUSIVELY. Fast black, close firm face. 
LET US CONVINCE YOU THAT OUR QUALITIES AND PRICES ARE RIGHT 
(Send for illustrated style folder and price list.) 


W. K. CHANDLER, Inc., 
125 Summer St., Boston, Mass. 


(LINE FORMERLY HANDLED BY C. A. BROWNING CO.) 
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SUEDE POWDER 


LEANS & RECOLC 


The proper article for cleaning 
Satin Footwear. Non-infammable, 
stainless, dfies quickly and is 
effective. Removes spots from 
spats. Gross, $22.50; dos., $2.00. 





FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 
dark gray 


$20.20 Gross; $1.85 There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-469 MURRAY STREET NEW YORK, U. S. A. 
mmm aa ERATURE RE TT 

















ow 
— 


= PEELEEEEELESEEEEEEELEEEEEERAEEEERELEEEE EEE 





December 31, 1921 BOOT AND SHOE RECORDER 








<7 





A NEW BOOKLET of Metal and 
Wood Display Fixtures just com- 
pleted. 


Write us for copy. 








No. 4253 
Upright % x 3-9” 
; No. 425K , 
No. 425H oa @ 4256 
t Extension % x % X No. 
Ex me 4, 4x 12-18” Upright % x 6-12” 


J. R. PALMENBERG’S SONS, INC. 


1852—70 Years—1922 


Clever displays encourage sales 


Baltirnore 


New York Boston Chicago or 
63-65 W. 36th St. 26 Kingston St. 204 W. Jackson Blvd. 108 W. Ba!timore St. 











REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 


Your customers Whe it because Repco is made in all the fashionable 
, : : shades: white, ivory, light gray, dark 
It is easily applied—a brush with ray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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You will miss the real display of Novelty Shoe Ornaments if you fail 
to look in on us at the show in Chicago. 





Fishel Nessler Company 
184 Fifth Avenue - - New York, N. Y. 
The House of Shoe Ornaments 








APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 
BOSTON: 133 Lincoln St. ST. LOUIS: Star Building 














got my Good Illumination 


Imcreases sales and decreases overhead 


are made in a great many 
gr BO ~E F.— Cc ss 0 Store lighting has a bearing on shoe sales vol- 
ume. A good glareless, shadowless light on 
the shoes when they’re being tried on will help 
ar a] business. 

‘our 6 v D 
help the a - i | We are lighting specialists who understand 
store. "Snipped sub- shoe store requirements. Let us submit speci- 
“Light is fications which will insure the right results 
to see by— and save you money on both cost and main- 
tenance of your installation or replacements. 


not to look 
at.’”’ Consultation free. Distance no object. 


ILLUMINATION SERVICE CO. 


8 S. Dearborn St. Chicago, Ill. 
Telephone—Central 2340 A. B. Nyquist, Gen. Mgr. 
“Ask us about artificial daylight fletures for acourate color matching.’’ 

















Groping in the Dark | 


Time was when the purchase of advertising space was a “blind groping in the 
dark.” Advertisers had no means of checking a publisher's statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 














said the machines paid for themselves the 
first year. 


That’s the answer we got when we asked 
those repairmen who had operated a Pro- 
gressive Finisher at least five years how long 
it was before the machine had paid for itself. 





This proves definitely what we have said so 
often—A Progressive Finisher will more 
than pay for itself while you are paying for it. 


What could be a better investment? May 
we go more into detail about what it will 
mean to have a Progressive Finisher in your 
shop? 


PROGRESSIVE 


Shoe Machinery Company 


Minneapolis, Minn. 











Administration Building, Carthage, Missouri 


The Highest Grade Kip Leather, Low Heel, Goodyear Welt, 
Walking Oxfords Can Be Retailed at from $5.50 to $6.00 


SPECIFICATIONS 
Genuine Goodyear Welts Solid Leather Flexible Insoles 
Sole Leather Box Toes and Counters Whole Lift Leather Heels 


Eight Iron Flintstone Bends Snug Fitting Heel Seats 
Flexible Outsoles Choice Black or New Wine Colored Kips 


THE LASTS THE PRICES 
Last No. 25—English—8-8 ti ~<A —_ am nthe 


Heel, AAA to D, 2%-8 — my All imitation brogues, etc., 
Last No. 20—Constructive ° all fancy perforations and 
stitching $ 


—9-8 Heel, A to D,2%-7 : Pag i 
‘ % P * Plain toes, imitation 
Last No. 65—Frenchy— , - straight tips or cap toes, 


8-8 Heel, A to D, 2%-7 $3.€0 
Rubber heels 10 cents ex- 


FRENCHY tra. 


Delivery three 
to four weeks. 


Terms, net 30 


20 LAST 
CONSTRUCTIVE 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 

















Reg. U. §. Pat. OF 














St. Louis to the Front in 


the Production of Snappy 
Shoes for Men, for 
Women, for Children 


Wizard Lightfoot Appliance Co. 
James Clark Co. 
Lund-Mauldin Co. 
Peters Shoe Co. 
Brown Shoe Co. 
McElroy-Sloan. 
Hamilton-Brown Shoe Co. 
Friedman Shelby Co. 
Johansen Brothers Shoe Co. 
Tober-Saifer Shoe Co. 
Boyd-Welsh Shoe Co. 
Pedigo-Weber Shoe Co. 
Johnson-Stephens & Shinkle 
Shoe Co. 


Central Shoe Co. 
Tweedie Footwear Corp. 
G. E. Lippman Co. 
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? : stall ee foot troubles 


. or f eWizar System 


of foot correction 


Wizard System dealers successfully relieve foot 
troubles because they remove the cause—usually 
heel distortion. 


The soft leather devices used in the Wizard 
Lightfoot System of Foot Correction gently but 
surely restore the misaligned bones to their nor- 
mal position. Leaning heel bones are straightened 
and kept straight—lowered arches comfortably 
raised and supported. 


The adjustable features of Wizard Lightfoot de- 
vices make possible the correction of any form of 
foot trouble in any stage. The relief is instant 
and lasting. 


ELLING WIZARDS creates a friendship be- 
tween the customer and dealer that becomes 
a very valuable asset. 


Foot sufferers want relief. They eagerly try 
first one thing after another in search of it. Can 
you help them at your store? 


If you were a Wizard dealer you could relieve their dis- 
comfort instantly and for all time. Would that make 
friends. of your customers? It certainly would, and it 
is being done every hour of every day by Wizard System 
dealers. 


And each friend you make selling Wizards tells others. 
Your sales of shoes and Wizards climb steadily upward. 
You are making money as well as making friends. 


A New Year has just begun. Resolve that you will at 

least find out about the Wizard Lightfoot System of 

Foot Correction. National advertising will continue 

in 1922 as in the past—directing foot sufferers to the 

-shoe retailer for relief. You can be the dealer. See 
Wizard sizing and_ fitting ™ is Wizard at the Convention or write quickly. 


charts are furnished to 
dealers only for aes ate 
connection with the Wis- . . > 

im ee | meme WIZARD LIGHTFOOT APPLIANCE CO. 
rection. : : 

They enable the dealer to ———s 1663 Locust St., St. Louis, Mo. 

Skocaah tie outline drow cen Ho Room 1302, 461 Bighth Avenue, New York City 

ings at the same time European Headquarters, 175 Piccadilly, London 
suring the correct fit of a * 

both appliances and shoes. 
Price for tray—oak or 


shogany — and 100 > = oe 
Shabhs, tatoo book of in- : i 
structions, $2.00. f oy : ra 


IGHITFOOT 
Sistem f FGF Correction 


Look for Wizard at the N. S. R. A. Convention. Exhibiting 
with the St. Louis group. Come and get the Wizard story. 











See St. Louis at the N. R. S. A, Convention . 
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CONVENTION GOERS LOOK FOR 


“TRAV-ASO” 


BENCH-MADE 
NOVELTY 
SLIPPERS 











James Clark Booth 
St. Louis Group 
N. S. R. A. Convention 





TRAV-ASO STYLES—are both in stock 
and made to order—are Bench-Made and 
of Superior Quality and Construction. 


You Are Cordially Invited to Visit Our Booth 


dita» Clark. —— 


SHOES , LEATHER-FINDINGS 
Setint-Lovi¢ec . Vesa. 

















See St. Louis at the N. R. S. A. Convention 
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en tt Ae te _—— 


and at the p. 
Convention | 


THIS MEN’S FINE DRESS WELT 
EMBODIES UNEQUALLED INDI- 
VIDUALITY. WE ARE SPECIALTY 
MANUFACTURERS— HENCE ABLE 
TO BUILD AND FINISH IT WITH 
THIS END IN VIEW. A WONDERFUL 
TRADE BUILDER. ASK FOR OUR 
EXCLUSIVE DEALER PROPOSITION 


LUND-MAULDIN Co. 


MANUFACTURERS 
SAINT LOUIS 


See St. Louis at the N. R. S. 
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St. Louis—World’s Shoe Market 


Industry Continues Remarkable Growth During Past Year—Magnitude 


ket. From a small beginning thirty-five 
years ago as a distributing point for shoes, 
with the usual jobbing houses and distributing 
organizations, to meet. the needs of its trade in the 
immediate territory, it has grown to its present 
tremendous proportions, which reads like a romance 
of business. In like proportions, as Detroit grew 
to be the automobile center of the world and Pitts- 
burgh, with her steel industry, so, too, has St. Louis 
grown in the shoe industry. The industry to-day is 
the city’s leading business and one merely has to 
walk down Washington Avenue from Eighteenth 
Street to Eleventh Street to realize its magnitude. 
In this wholesale “shoe belt” district are located the 
largest general line manufacturers right down the 
line to the women’s specialty jobbers and distribu- 
ters. In the outlying districts practically all of the 
high-grade women’s specialty factories are situated. 
Buyers have always appreciated the convenience of 
this market, which enables them to make their com- 
plete purchases for the needs of their entire store 
in one market. 

The development of the industry in St. Louis has 
always been along the broadest lines. Shoes of 
every description are manufactured within its gates, 
from the. daintiest of children’s soft-sole shoes up 
to the sttirdy, heavy work shoes. Men’s finest grade 
welts and women’s delicate, hand-turned novelties 
of the most distinctive patterns are all products of 
the St. Louis shoe market. 


S' LOUIS is veritably the world’s shoe mar- 





Increase Production Everywhere 


Nineteen twenty-one has been a successful year 
for the shoe industry here. In spite of depressed 
business conditions, expansion everywhere has be- 
come a necessity to meet the demands being made 
for St. Louis-made shoes. 

Particularly has the broadening program been 
noticeable in the women’s specialty factories. Dur- 
ing the past year no less than four women’s spe- 
cialty factories have either built additions, taken 
over greater factory facilities or developed their 
efficiency, which has increased production from 500 
to 3000 pairs per day in each instance. This end 
of the industry has grown by leaps and bounds, 
and the past season has seen many buyers attracted 





of Market Makes It Ideal Buying Center 





to this market by the unusually fine line of women’s 
novelties. 

Shipments in this particular field will surpass 
those of last year, and one big house in particular 
expects to equal its business of last year, not alone 
in number of pairs, but dollars and cents as well. 


The shoe world is familiar with the development 
of the large general line houses, particularly one 
firm which recently merged with two large Eastern 
connections. All of these institutions have increased 
production to a notable degree. Efficiency has been 
the watchword. One large manufacturer stated that 
during a recent month twice as many shoes had 
been produced in their factories as had been turned 
out the same month the year previous. The remark- 
able part of the performance was that it was accom- 
plished without additional labor or factory space, 
but merely through production economies. 

Some small idea may be gained as to the gigantic 
volume of business transacted here when it was an- 
nounced by one of the big manufacturers that the 
high peak in production had been reached with the 
astounding figure of 99,000 pairs per day average 
for a five-day week. This progress is reflected in 
practically all firms, and present indications point 
to an almost unbelievable volume of business for 
the coming year. 


Buyers Visit Market in Great Numbers 


The number of buyers visiting the market during 
the past season is conclusive evidence of the big 
duadiopmens of the market. Much attention is now 


being paid to the style element entering fnto the 
shoes, and to-day the products of. the sho dustry 
are sold in practically every community thfoughout 


the nation. Large foreign business is carried on by 
many of the houses, especially in Mexico and South 
America. Europe, too, finds St. Louis shoes to her 
liking, and many agencies throughout Europe are 
familiar with their quality and style. 

Frank Rand, president of the International Shoe 
Co., ably outlined St, Louis’s position as a shoe cen- 
ter when he said: “St. Louis is proud of her manu- 
facturers, and the door is always open for manufac- 
turers to come and locate here, and we'll help them 
all we can. Shoes of St. Louis wear well; they 
carry a conviction of honesty. Refinement has grad- 
ually crept into our shoes, and in the last four or 
five years they compare favorably with the hest shoes 
in the country.” 
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Laue Tt 
Brand 
7 MILES tad 


At Chicago During the N.S.R. A. Convention 


When you come to Chicago to the biggest and best Convention of 
the National Shoe Retailers’, you will have a splendid opportunity to see 
the “Diamond Brand” line— 


In the St. Louis Group on the Exposition 
Floors 


At Hotel Morrison, Room 403 


At our Chicago Sample Rooms, Lees Building 
19 S. Wells St. 


We will be at Chicago to serve you, and we hope to be allowed to help make your 
visit both a pleasure and a profit. 


(Special Displays of our “Weatherbirds”—the health and service shoes 
for your happy, romping boys and girls.) 


Peleus ST. LOUIS 


Branch of I. S. Co. 











See St. Louis at the N. aa S. A. Convention 
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St. Louis Shoe Manufacturers and Wholesalers Association 


To Develop Group Display at N. S. R. A. Convention 
and Build Greater Market Principal Function 


of Organization 


convention among the representative ele- 

ment of the shoe industry and build a 
greater market for St. Louis have been the prin- 
cipal aims of the St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association. This year the association 
has again developed the group display idea and will 
combine the best the market has to offer in an 
exhibit at the N. S. R. A. convention. 

There has been a spirit of co-operation among 
the enterprising members of the St. Louis shoe 
trade which will reflect in the display this year at 
the convention. The shoe industry here has kept 
time with the steady march of style development, and 
the year’s progress in the creation of St. Louis-made 
shoes will be revealed when the opening gun of 
the convention is fired on Jan. 9. Those who 
visited the group display at the Milwaukee conven- 
tion well remember the St. Louis exhibit. The 
distinctiveness and beauty of the display of foot- 
wear was one of the largest and finest made. The 
exhibit this year is expected to excel that of last 
year and will reflect the progress and spirit of 
the growth of this market. Those in charge promise 
a display so unusual and striking that other group 
exhibitors will have difficulty in surpassing it. 

To broaden the market has been another function 


TT develop the group display at the N.S. R. A. 


of the organization, as well as to attract more buyers 
into this territory. This year the association has 
invited the retail shoe merchants throughout the 
St. Louis trade territory to join them on their spe- 
cial train to the convention. The train leaves St. 
Louis Saturday night at 11.55, Jan. 7, over the 
Chicago & Alton Railroad. A special reduced rate 
has been secured from St. Louis to Chicago, and 
merchants are requested to buy their tickets only 
as far as St. Louis. All reservations are to be mailed 
to Wylie Creel, chairman of Hotel and Transporta- 
tion Committee, at 1101 Washington Avenue, St. 
Louis. 

The association will hold “open house” all day 
Jan. 7 at Hotel Jefferson, parlor floor, Rooms, 
126, 127, 128 and 129. Retail merchants are asked 
to come to headquarters, where they will be assured 
of a good time. 

The manufacturers and wholesalers are always 
ready to assist the local retailers and to be of ser- 
vice in the development of the retail market. A 
keen spirit of co-operation exists between these two 
organizations which has worked for much good on 
many occasions. St. Louis shoe merchants have also 
been given a special invitation to accompany the 
manufacturers on their “special.” 
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Have you met the two 
Brown |. 


Barbara Brown N OT ED fashion au- 

thority says that dainty 
shoes are as important as 
charming gowns to enhance 
a woman’s natural grace and 
beauty. 





















Barbara Brown — the 
Brown 2t Shoes for women 
—are dainty in design, fault- 
less in fit, modest in price, 
superior in quality, business 
builders for the retailer to 
feature at $7.00 to $10.00. 


Brown bult 


URTON BROWN —the 
Brown bilt Shoes for Men— 

have won their merited position 
because the various fashionable 
models are especially designed to 
give solid comfort. 
While excelling in comfort, Bur- 
ton Brown Shoes maintain a rare- 
ly equalled standard of shoemak- 
ing and a distinctiveness of style 
that will please the most exacting 
taste. 
Merchants everywhere are appre- 
ciating more fully the advantages 
of these $7.00 to $10.00 popular- 
price retailers. 


WSWs Vos Gouge, 




















See St. Louis at the N. R. S. A. Convention 
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new members gf the 
Family~? 


‘Buster “Brown 
presents 










them for your inspec- 
tion at our booth in 
the St. Louis Section 
at the 


N.S. R. A. 
January 9 to 12 


























C= is necessary in shoemaking. 
It requires courage to build shoes to a 
known standard of excellence, rather than 
to meet a popular price. This shoemaking 
courage has made literally millions of friends 
for Buster Brown Shoes. 

Today, Buster Brown—the Brown 5i!t Shoes 
for Boys and for Girls—are worn by more’ 
children than wear any other make of Good- 
year Welt shoes—due to the distinctive fea- 
tures of the Brown Shaping Lasts, which 
keep the growing feet strong and sturdy 
and prevent future foot troubles. 



















Buster Brown Shoes are wonder- 
ful retailers at $4.00, $5.00, $6.00 
and up, according to size and 
model. 












First Successful Shoe 
Manufacturer in 
St. Louis—Founded 1878 


MODEL NO, F-121 











See St. Louis at the N. R. S. A. Convention 
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‘the Daddy of them all 
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You Are 
Cordially In- 
vited to Inspect 


The \ og 
Billiken Exhibit e ish i. io St. Lom. 
In the St. Louis Section S —_ 
During the ' ey yw f 
National Shoe Retailers’ x 4 pt 
Convention Re 


In Chicago 
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There are lots of shoes for Kiddies 


but only one ----BILLIKEN 


Made only hy 


MSElroy-Sloan 


Saint Louis oy, 
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See St. Louis at the N. R. S. A. Convention 
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For 50 Years 
The Hamilton-Brown Shoe Co. has lived up to its motto 
“Keep the Quality Up” 


OR half a century, Hamilton-Brown leadership has been maintained—through all these years 
we have continued our conscientious effort to produce shoes of the highest quality consistent 
with medium prices—and have offered our merchants a line that has measured up to every re- 
quirement of the buying public. 








Hamilton-Brown Shoes are made right—de- 
signed on fashionable lines—built from the 
ground up to give honest service. The well- 
known Hamilton-Brown brands — “American 
Lady,” “American Gentleman,” “Sunlight” and 
“Security School Shoes” comprise a complete 
line which the progressive merchant can offer to 
his trade with the confidence that he is building 
permanent trade with every sale. 















Style No. 1552 


American Gentleman Brown 
Calf Lace Oxford, with 


cap 
fog, melt, single ale and dal Dealer Helps 





Hamilton-Brown merchants are offered every co- 
operation in increasing their sales. Novelties, 
souvenirs, signs, etc., are offered at nominal 
prices. A free advertising service is sent regu- 
larly—together with free electrotypes of neces- 
sary illustrations. 









Style No. 6587 





American Lady Black and 
Brown Calf Brogue Blucher 






Oxford, with Goodyear welt, ° ¥ 

sewed sole, medium heel with Popular Styles for Immediate Shipment 
rubber tap. Made to retail 

at eight dollars....... 85.00 





All popular numbers are ready for immediate 
: shipment and orders should be placed at once to 
















In Chicago avoid delay. For a showing of the entire Hamil- 
At the National Shoe Convention, January 9, 10, II ton-Brown line, merchants are referred to “Shoe- 
and 12, don’t fail to pay us a visit, at booth No. 61, . 3 
St. Louis division, and at our sample room No. 320, light number 29. 








Morrison Hotel. 


HAMILTON-BROWN SHOE CO. 


ST. LOUIS, U.S. A. 


See St. Louis at the N. R. S. A. Convention 





















BOOT AND SHOE RECORDER December 31, 1921 


‘ ate AUUMUEEEATET ence fTUERTUTRTANT ED wees chALDUEIODIN Des APOTICUUEIEL Dede Ay. 


Yr 





\ 


\ 


= 


N — SS 


— 


p55 “iz 3 





‘Weapeneaennne "nae 





The Picture 


No. 1 shows the solid 
leather flexible out- 
soles. 


No. 2 indicates the in- 
sole and welt strip in 
one piece, and shows 
how easy and prac- 
tical it is to resole 
these shoes. 


No. 3 shows the lin- 
ing stitched into a 
lip of the insole—it 
will not wrinkle. 





No. 4 shows the welt 
strip which prevents 
ripping and keeps the 
soles from pulling 
loose. 


Look for the Red Goose Trade Mark 
Stamped on Every Red Goose Shoe 


superior construction—just what is being demanded and used so largely 

today. In wearing quality, in comfort, in durability, in foot protection 
they are superior to McKays, Turns, Goodyear Welts, Stitchdowns, etc. 
They are dressy in appearance, superior in workmanship, select in ma- 
terials and extremely durable. Their greatest value is their comfort. 
“Red Goose” Double Welts can be made a strong feature of your shoe 
business. 


! N the “Red Goose” Double Welt line the shoe dealer will find shoes of 


see Ow Diyiey t  FRIEDMAN-SHELBY BRANCH «rss ow som 
the St. Louis Exhibit ple Rooms in the 


—The N. S. R. A. INTERNATIONAL SHOE CO. Morrison Hotel, 
Convention, Chicago St. Louis, U. S. A. Chicago. 











See St. Louis at the N. R. S. A. Convention 
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J. A. HUTCHESON 
Treasurer 


V. C. WEBER 
Vice-President 











ROBT. B. HUETTE 
Secretary 






FRANK AMES, President 


St. Louis Shoe Retailers Association 


E. BICKEL 


Vice-President A. GC. BARSMANN 


Sgt.-at-Arms 





eens 


DIRECTORS 


R. SCISSORS 
R. SLADE 
H. 0. WAYNE 
E. KAPPEL 
JNO. POELKER 
W. B. HUETTE 
AL. BASTIAN 
M. M. McCAIN 
H. ZUCKWEILER 











Members of Organization Give Freely of Time 
and Knowledge for Benefit of Business 


one of the strongest organizations of its 

kind in the city. Its members comprise the 
individuals and proprietors of the best stores, the 
managers of the shoe departments of the largest 
retail stores and the smaller merchants of the out- 
lying neighborhood stores. And what an unselfish 
lot of business men they are! Its meetings, which 
are largely attended, are held every third Wednesday 
of the month, and at these sessions many problems 
are worked out for members by some individual with 
a high-powered organization to give special atten- 
tion to details. No such thing as competitive feeling 
is allowed to reflect itself in a personal feeling 
toward each other. No problem that can be an- 
swered is allowed to go unanswered if any member 
present has the knowledge or ability to untangle it. 

The better business methods noted in the retail 
shoe trade have come about largely through the 
Shoe Retailers’ Association. There is a friendlier 
spirit among the merchants which has been brought 
about through the inspiration of the officers and 
directors of the organization. 

Each meeting finds at least two members who 
have, by request of the president, prepared papers 
on one or two important phases of shoe merchan- 
dising. These talks, when completed, are opened 
and the round table discussion which follows brings 
out many salient points valuable to shoe merchants. 
The interchange of ideas and thoughts has been a 
wealth of instruction to the smaller-merchant who 
could only otherwise be enlightened perhaps through 
experience which would possibly prove costly. 

All of the meetings are educational and construc- 


[Ve St. Louis Shoe Retailers’ Association is 


tive in every respect. The one feature which makes 
the membership in the organization so valuable is 
the close contact small retailers have who are unable 
to visit the eastern markets. There is scarcely a 
meeting passes without a thorough discussion on 
styles, prices and other important matters affecting 
conditions by some large buyer who has just re- 
turned from an extended trip to the eastern markets. 
This advice is eagerly sought by merchants and the 
buyers give of this knowledge freely. 

Other subjects, important in conducting a retail 
establishment, are made topics of discussion. Ad- 
vertising, window trimming and store appearance, 
store management, appearance of clerks, approach 
of floorman, adjusting complaints and various rami- 
fication of subjects which always have a tendency 
for the betterment of the retail shoe business. 

It is particularly apparent that many have learned 
better ways of doing business from their association 
in the organization, and, on the whole, it has meant 
that the retail shoe business has been conducted on 
a higher plane because of the St. Louis Shoe Re- 
tailers’ Association. 

Its social affairs are of a brilliancy that marks 
it as one of the leading organization spirits of the 
city. Its membership finds only the highest type 
of business exeeutive within its ranks, and it has 
always taken an active interest in all civic affairs 
which have for their purpose a motive to make the 
city a better place to live in. 

St. Louis cherishes the St. Louis Shoe Retailers’ 
Association because it is organizations of this char- 
acter that build bigger and better communities. 
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Nearly Fifty Years 


ACK of this trademark lie the experi- 

ence, the constant study, the refined 
workmanship intimately associated with 
almost a half century of progressive 
shoemaking by a house still under the 
active supervision of its founders. It is 
a guaranty of style, quality and individu- 
ality of footwear recognized and accepted 
throughout the United States and in 
foreign countries—footwear whose style 
characteristics make it instantly domi- 
nant wherever stylish shoes for women 
are sold. 


ohansen Bros. Shoe Go. 


Makers of Women’s Shoes Exclusively 


3634-50 Laclede Avenue St. Louis, Mo. 


See St. Louis at the N. R. S. A. Convention 


December 31, 1921 
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W. T. Moore Shoe Co. 

United Shoe Mfg. Co. 

John Meier Shoe Co. 

Shoe Specialty Mfg. Co. 
Tweedie Footwear Corporation. 
Roberts, Johnson & Rand. 
Brauer Bros. Mfg. Co. 
Central Shoe Co. 

Wizard Foot Appliance Co. 


IRON 


HH 


Brown Shoe Co. 


Reception Room. 


Johnson-Stephens & Shinkle Shoe Co. 


ia UM HMMA 0A 


Exhibitors and Spaces of 
a The St. Louis Group 
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54 Peters Shoe Co. 
55 Pedigo-Weber Shoe Co. 
56 McElroy-Sloan Shoe Co. 
57 Vinsonhaler Shoe Co. 
58 Friedman-Shelby Shoe Co. 
59 Samuels Shoe Co. 
60 Johansen Bros. Shoe Co. 
61 Hamilton-Brown Shoe Co. 
62 James Clark Leather Co. 
63 Boyd-Welsh Shoe Co. 

F. C. Church Shoe Co. 

in adele Co. 
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St. Louis Exhibitors to Have Big Group Display 


Finest products of market, with shoes of 
every description to be shown. 


the St. Louis manufacturers and whole- 

salers is being completed information has 
leaked out that some surprises are in store for 
the delegates attending the convention. 


Those in charge of the work in making arrange- 
ments and plans have worked diligently to surpass 
all previous displays and the showing will be repre- 
sentative of the market’s finest products. 


Manufacturers and wholesalers of this great shoe 
center will exhibit every type and variety of shoe. 
From the softest, tiniest baby boot to the heavy 
soled oil-worker’s boot. Novelties of the newest 
styles, men’s-.highest grade welts, staples of best 
quality, boot-tops, and foot appliances will all be 
grouped in the St. Louis Section. 


The St. Louis hospitality, known everywhere by 
merchants who have visited this market will not be 
overlooked. One space has been reserved for a re- 
ception room. You are invited to make yourself as 
comfortable as you like in this “Open House” re- 
ception room, 


‘ S the final plans for the group display of 


You’ll be welcomed by the high-powered men of 
the various exhibitors and many houses are sending 
a number of the salesmen to extend a welcome to the 
visitors. 

The style geniuses of all the houses have been 
busy designing the shoes that will be displayed in 
the show and some unique patterns are promised 
when the curtain is rung up on Jan. 9, the opening 
day of the big convention. 

There will be twenty-three exhibitors which in- 
cludes all important manufacturers and wholesalers. 
The spaces are assigned by allotment, but this year 
the St. Louis Section is so exceptionally prominent 
that all the spaces share equally in prestige. The 
St. Louis Group will be located to the right of the 
main entrance and on the main aisle to the Con- 
vention Hall. This aisle is known on the floor-plan 
as Dearborn Street. 

The St. Louis exhibit is on both sides, of this 
street and extends from what has been named Madi- 
son Street to Monroe Street. From all appearances 
there is scarcely any possibility of the St. Louis dis- 
play being missed by any one who attends. 
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Advance Spring Styles 


Shown by TOBER-SAIFER SHOE CO. 


ON THE FLOOR READY TO SHIP 


SAFE NUMBERS TO STOCK NOW FOR 
EARLY SPRING SELLERS 


See Our Line at N. S. R. A. Convention in Chicago 
at Morrison Hotel. 











Style 2520—Patent Chrome Two- 
Strap “Valeria” Pump. Center strap 
perforations and cut-outs exactly as 
illustrated. All French corded. 
“T.-S.” Process flexible sole. Natural 
finished bottom. Made over newest 
34 inch vamp, carrying a 17/8 Louis 
full breasted celluloid covered heel. 
A most attractive number. A. B. C, 
2% to 8. 








Style 2520 
$5.75 


Style 1018 — Patent Chrome 
“Naomi” Pump. One strap, black 
enameled, saddle strap buckle, cen- 
ter strap. All French corded. Made 
over new spring last carrying 16/8 
Louis full breasted celluloid covered 
heel. Hand turned sole. An early 
trade winner. A, B, C, 2% to 8. 


$4.50 
Style 1016—Same as above in Black 
Satin. 
$4.50 : “est 
” . 


If Interested in Any Other Styles, We Will Submit 
Samples Out of Stock for Your Inspection Postpaid fee 








TOBER-SAIFER SHOE CO. « 


Novelty Footwear in Stock 


1312 Washington Ave. St. Louis, Mo. 
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BOYD-WELSH SHOE COMPANY 


Invite your inspection of their advance styles in 
& ° 
exclusively designed 


WOMEN’S STREET AND THEATRICAL FOOTWEAR 


Showing at 


BOOTH 63 SOUTH DEARBORN AISLE, COLISEUM BLDG., 
SUITE 1148, FIRST FLOOR, CONGRESS HOTEL 


ROOMS 501-502-503-504-505-506-507-508-509-510 MORRISON 
HOTEL 


Also sample rooms at 






Sherman House 


National Shoe Retailers’ Association Exhibition 
Chicago, January ninth to fourteenth 





Our Distinctive Afternoon, Evening, Street and Sport Styles 
will be shown at the N.S. R. A. Costume Revue 
on the Board Walk 






Capable Representatives to serve you. 


CUSTOMIZED FOOTWEAR 


ST. LOUIS, U. S. A. 





































See St. Louis at the N. R. S. A. Convention 
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STYLY 


Registered Trade Mark 


A CORDIAL INVITATION: 


to all is heartily extended to inspect our 
styles displayed in our booth at Coliseum, 
Chicago, during N. S. R. A. convention. 
For convenience of buyers, our full line of 
styles will be shown in our sample rooms 
at Morison Hotel and at Palmer House, 
January 8th to | 3th inclusive. 


Pedigo- Weber Shoe (o. 


Saint Louis, Missouri 
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Can This Merchant Get Damages? 


Error Made by Telegraph Company Raises 


This question, which comes to me 
through a a Middle Western paper, 
ought to interest pretty much every- 
body: 

On June 16, 1921, I sent a telegram 
to a jobber asking for quotations on 
an endless cotton belt. The jobber 
wired me quoting a price of $89.80. 
The telegram when delivered to me 
was typewritten and showed a quota- 
tion of $69.80. I immediately ordered 
the belt by wire, receiving it in due 
time and sold it to my customer, bas- 
ing my selling price upon the price 
quoted me in the telegram. When I 
received the invoice I found the belt 
was billed at $89.80. I made claim 
against the jobbers for the $20 over- 
charge, but they produced a duplicate 
of the original telegram, showing that 
they had quoted a price of $89.80. 
Now, the question I want answered 
is, must I pay the $20? If so, who is 
responsible for this mistake? 

Of course, in such a case the jobber 
wouldn’t be responsible, for the mes- 
sage when it left him was all right. 
If anybody is responsible it is the 
fellow who made the mistake, viz.: 
the telegraph company. Whether the 
company is responsible depends on 
that block of fine type conditions 
which all telegraph blanks bear upon 
the backs, and which, for a small 
woodpile contains more Africans than 
any other woodpile in “existence, with 
the possible exception of an insurance 
policy. Telegraph companies rely on 
those fine type conditions to let them 
out of about any carelessness they can 
commit. Sometimes they operate that 
way, but not always. 


Was the Message Repeated? 


The first point is, was this mes- 
sage repeated? That is, telegraphed 
back to the original office for compar- 
ison. That is the largest African in 
the woodpile on the back of the mes- 
sage blank. This condition provides 
that if the message is repeated back, 
an extra charge will be made. This 
keeps most people from doing it, or 
would keep them from doing it if 
they knew anything about it.. Jf it 
is not repeated back, the company 
shall not be liable for mistakes or 
delays in: the transmission or deliv- 
ery, or for non-delivery of any unre- 
peated message beyond the amount 
received for sending it. In other 
words, nobody will order a message 
repeated, but if they don’t they let 
the company out in such a case as 
this correspondent submits. That is 


Interesting Question 


the company’s idea. But the courts 
in most States have held that the tel- 
egraph companies cannot relieve 
themselves from negligence in any 
such way. The authorities are di- 
vided, some holding that the condi- 
tion is reasonable, and that when as- 
sented to by the sender, it relieves the 
company from liability beyond the 


amounts stipulated, except in cases of - 


willful misconduct or gross negligence. 
Others, and an undoubted numerical 
majority, are to the effect that as ap- 
plied to a case in which the telegraph 
company, through its servants, has 
been guilty of even ordinary negli- 
gence, the stipulation is contrary to 
public policy and void. 

The States holding the condition 
good are California, Maryland, Mas- 
sachusetts, Michigan, New York and 
Pennsylvania. In practically all the 
other States it is held to be against 
public policy and void, and if this cor- 
respondent is in one of the remaining 
States (his address is not given me), 
he can recover damages from the tele- 
graph company, even though his mes- 
sage was not repeated. 


When the Company Is Liable 


But even in those States which 
hold the condition good, the courts 
have held that where it can be shown 
that a telegraph company has been 
guilty of gross negligence, that is, 
glaring carelessness, the stipulation 
on the back of the blank about an un- 
repeated message will not save it. 

The law therefore is that where a 
telegraph company has been guilty of 


gross carelessness, it is liable for 


damages in all States. Where it has 
been guilty of ordinary carelessness, 
it is held liable in all the States ex- 
cept those I have named, in spite of 
the condition on the back. 

The average man can’t see how he 
can be tied up by conditions printed 
on the back of a telegraph blank, 
which he hasn’t signed and doesn’t 
even see. The law is well settled as to 
this. A person who writes a telegram 
on one of the blank forms in common 
use by telegraph ¢ompanies, and de- 
livers it so written to the company 
for transmission, is bound by the stip- 
ulations printed on the form (if same 
are reasonable and valid), and in 
such cases, in the absence of fraud, 
he must be held to have assented to 
those conditions, whether as a matter 
of fact he read or knew of them or 
not. 

Where the message is written on 


the blank by one of the company’s 
messengers or operators at the dicta- 
tion of and request of the sender, the 
messenger or operator is for this pur- 
pose the sender’s agent, and the lat- 
ter is also bound by the stipulations, 
just as though he had written the 
message himself. In such cases it 
makes no difference whether the send 
er did or did not read the stipulations 
on the back, or whether he knew of 
them. 


When the Sender Is Blameless 


Where a message as delivered to 
the telegraph company is written on 
plain paper containing no contract 
stipulations, however, the sender is 
not ordinarily bound by the stipula- 
tions printed on the usual blank, and 
this rule is not affected by the fact 
that the operator may, without the 
sender’s knowledge or consent, sub- 
sequently attach it to or copy it upon 
one of the blanks. The rule has also 
been held to apply even when the 
sender knew of the stipulations on 
the ordinary blanks. (There are some 
cases in Indiana and Massachusetts, 
however, which hold that if the send- 
er knew of the stipulations, he would 
be bound by them, but the weight of 
authority is the other way.) 

If the telegraph company accepts 
for transmission a message offered to 
it over the telephone, and the oper- 
ator without the knowledge or direc- 
tion of the sender writes the message 
upon one of the company’s blanks, 
the sender will not ordinarily be 
bound by the stipulations contained 
thereon, particularly where he did 
not know of such stipulations or in- 
tend or expect the message to be writ- 
ten upon such blank. 

So that to sum up, the man who 
always writes his telegrams on plaip 
paper and delivers them to the com- 
pany to send, is not bound by the con- 
ditions on the back, because they 
weren’t part of the original order. 
But in most States, even where he 
uses the company’s blank, he is not 
liable for the conditions on the back 
if they seek, through some subter- 
fuge, to relieve the company from the 
consequences of its own mistakes. 

But be sure to get your claim in 
promptly, as the condition on the back 
requiring claims to be made within 
sixty days has been upheld. 

(Copyright, December, 1921, by 
Elton J Buckley, 643 Land Title 
Building, Philadelphia, Pa.) 





















W onderful Shoes 
for 
W onderful Girls 


This Is Our 


New Siren Pump 
Wood Covered Louis Heel 
































We will show the last word in 
Spring Shoe Styles in our exhibit 
at N. S. R. A. Convention, Chi- 
cago, Jan. 9-12. 








Johnson, Stephens & 
Shinkle Shoe Company 


Manufacturers 


Saint Louis U. S. A. 





























See St. Louis at the N. R. S. A. Convention 
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3339—Girl’s Patent Colt 2-strap 
Pump, l1-inch Heel, Welt, Widths 
A, B, C and D, 2%-7. 


Misses’ same except %-inch Heel, 
B, C and D, 1146-2. 





- 9, 10, 11 and 12. 


good service. 
A safe line for Spring. 
St. Louis Section 
South Dearborn Street 





St. Louis, U. S. A. 








CanrTRar, SHor Co, 


MANUFACTURERS 


IN STOCK! 


Two Popular Sellers 


a» ad 


1532-—Women’s Patent Colt 
Blucher Oxford, 1-inch Heel, 
Welt. Widths A, B and C, 
2%-8. 


Be sure to see our exhibit in Chicago at the N. S. R. A., January 


See the attractive, up-to-date line offered by a house that carries 
big floor stocks and combines good shoes at popular prices with 
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be | 


See St. Louis at the N. R. S. A. Convention 








BOOT AND SHOE RECORDER 





December 31, 1921 D 

























ST. LOUIS 


ON YOUR WAY TOTHE 


R.A. 


CONVENTION 
Join A Live Bune 








Salesroom 


15th and Olive Sts., St. Louis 








FOOTWEAR 







IN CHICAGO 


ST. LOUIS SECTION N. S. R. A. CONVENTION 
BOOTH 23, COLISEUM 
Also Sample Room 407, 408, 409, Morrison Hotel 
Popular Priced Shoes. 
SEE OUR DISPLAY 


Tweedie Footwear Corporation 
“ Makers of Shoes for Women” 








The Newest Lasts and Latest Patterns. 
ST. LOUIS GROUP 





General Offices 


Jefferson City, Mo. 























SSS SSS SS SSS SS SSS 





One Strap Patent Leather and Tan Calf. 
9/8 Military Heel in Welt and McKay. 
Also White Canvas in Welt only. 


a 


1321 Washington Ave. 


a 





Popular Priced Welts and McKays 


We Are Distributing Agents for John R. Donovan 


G. E. LIPPMAN SHOE CO. 


Women’s Footwear In Stock 





See St. Louis at the N. R. S. A. Convention 





These and Many 
Other Patterns Car- 
ried on the Floor in 

Various Leathers 





See us at N. S. R. A. 
Convention, Room 
579, Morrison Hotel. 


Patent Leather and Tan Calf Lace Oxford. 


9/8 Military Heel. Welt and McKay. 
Also White Canvas in Welt only. 












21 
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THE OHIO LEATHER COMPANY 


Creators of 


LUXOR KOZYCALF COLORS 


The best skill known to the Trade has produced in KOZY- 
CALF such desirable characteristics as the richest of 
colors, a superior finish and an incomparable feel. 


Made in the following shades: 


Bossy Brown Deep Brown 

Color No. 21 True Tan 

Color No. 16 Dark Mahogany 

Color No. 15 Nut Brown 

Rosy Red Boarded Red — 
Black 


The Ohio Leather Company 
Girard | Ohio 


The Ohio Leather Company 
Philadelphia, 325 Arch St. 


The Ohio Leather Corporation 
Boston, Mass., 33 South Street 


Arthur S. Patton Leather Co. 
St. Louis, Mo., 1602 Locust St. 


To all visitors at the Chicago Convention we extend a cordial invitation to call at 
our LUXOR exhibit, Booths Nos. 227-228, and meet Miss LUXOR 














See St. Louis at the N. R. S. A. Convention 
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To Retail at $5.00 


Stock No. 433—(Telegraph Code Word—Dance) Patent Leather 
One Strap—Novelty Perforated Vamp, Quarter and Strap—Last 
No. 184—10/8 Military Heel—9-iron single sole, fudged edge. 


In Stock 


A—4_ to 8 C—3 to 8 
B—3\, to 8 D—3 to 8 





One of the numerous styles that comprises SHUKRAFT Quality 

a on Go ae i be eee retailed for =28. Newest » 

r ing, pe- « and wea . built 

= best sole leather obtainable. Complete line will be own e Booth 
No. 466, N. 8S. R. A. Convention, January 9 to 12, Chicago. 


mne€ & E& Shoe Go. Columbus O 


* z yey _ 
° ey 
_ le eis ae . 
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= 
To Retail at $5.00 
Stock No. 444 (Telegraph code word—Dainty)—Black Satin 
One Strap—Last No. 185—14/8 junior: Louis Heel—7-iron imita- 


tion turn edge sole. 
In Stock 


A-4 to8 C-3 to 8 
B-3%%, to 8 D-3 to 8 








Stock No. 445 (Telegraph code word—Demure)—Black Kid as 
above $3.00 
Stock No. 474 (Telegraph code word—Delight) Black Patent 


as above 


These shoes were not built at a price. Neither are the many 
other numbers that we are selling at these low quotations. They 
were made as best as we know how, and are the cream of their grade. 


by mail or through our salesmen. 


Values without equal, as you will agree upon seeing them. Samples gladly submitted, 


mne€ & E Shoe Co. Columbus O 


—_ — 
; , 
‘ "i 
: 2 Bite 


Jere 








BOOT AND SHOE RECORDER 














Style 5014 


Men's Brown Calf- 
skin Blucher on 
Harvard last(semi- 
English toe), Wing- 
foot rubber heel. 
In stock AAA to 
D widths, all sizes. 





Style 5001 
Men's Black Kid 
Blucher on Grant 
last, Wingfoot rub- 
ber heel. In stock 
AAA to D widths, 
all sizes. 








December 31, 1921 





F Dhe Grant 


LEXATED 
From SHOF, won 


IN STOCK 














Style 584 
Women’s Black Kid 
Bal Oxford, 12-8 


widths, all sizes. 








SEE OUR EXHIBIT, BOOTH 493 
N. S. R. A. CONVENTION — AND 
EXPOSITION, JAN. 9-10-11-12, 1922. 











NATIONALLY ADVERTISED 


A strong consumer demand for FLEXATED shoes is steadily being built up through our 
national advertising campaign which opened pp three months ago. 

Our ‘free demonstration”’ feature is bring men and women into the stores of our 
dealers everywhere asking ae a fitting jot a> XATED shoes. 
FLEXATED shoes sell with a ‘‘try on.’’ There's the secret that helps make the sale. 
People want sensible, good = ee and that is what we offer 

A shoe made of the selected materials and built over a@ line of lasts 
for men and women et’ ware as near ay fitting as is possible to get after years of 
preparatory study before the PLEXAT shoe was offered. 

A les arch shoe that om fit 95% of feet today. No stiff arch props, but a flexible 


Agentie massaging A  -y to the arch that really gives it support in the proper way 
ATED shoes *“‘no breaking in’’—you can step out in them and walk sates 
and miles and get seal foot comfort, such as you never enjoyed before, from the start. 
Be prepared to meet the demand for FLEXATED shoes. We carry the men’s and 
women’s FLEXATED shoes in stock. AAA to D widths. 

Ask us to tell you more about FLEXATED shoes and have our salesman call. Write 
today. 





Manufactured by 


Style 577 
Women’s Black Kid 
Bal Oxford, 10-8 


widths, all sizes, 





Style 585 
Women’s Brow 
Kid Bal Oxford, 
12-8 Wing- 
foot rubber top 
piece on Vassar 
102 last. In stock 

A to widths, 
all sizes. 











THE EXCELSIOR SHOE CO. 
Portsmouth, Ohio, U. S. A. 


See St. Louis at the N. R. S. A, Convention 
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WE WILL SHIP THE SHOES 
SAME DAY YOUR ORDER IS RECEIVED 










Style No. 
$3369 





Price 


$4.00 


In Stock 
AA to D Wiptus 
Up To Size 9 


Mahogany Kipp Double Vamp Oxford 
Brass Eyelets, Rubber Tuck Between 
Soles, Imitation Welt. 


A [HIGH CLASS SHOE AT A LOW PRICE 


THE IRVING. DREW CO. 


Portsmouth, Ohio 


See the ARCH REST at the Chicago Convention N. S. R. A., Booth 197 
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TOC CREO RCC 


































‘Dayton fasts 


Style~Quality ~Service 


. . ‘ 
Be it extreme or conservative, the DAY- 


TON Lasted shoe is a stylish shoe. 


DAYTON Lasts have constantly maintained 
a style leadership which yearly grows 
more pronounced. 

DAYTON Lasts are shaped and finished in 
a manner which makes certain the fitting 
qualities of the shoes. 
The Dayton method of last making is dif- 
ferent than any other. At our N. S. R. A. 
Convention exhibit you will see why it is 


better. 








Booth 492 


Go straight through 
the Coliseum to the 
Armory entrance. 
Turn to the left in 
Armory, and then to 
the right in the first 
intersecting aisle. 


No. 429 is in the 
second booth on the 


AG 


an 




















right. |_—_§_—_— a a es Re 
Coliseum~Chicago 


Dayton ast Works 


Dayton, Ohio 


"At It Since 1829" 


ea, 
© 
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Goo drich 


Hipress and Straight 


Rubber Footwear 


National Shoe Convention 
Chicago, Ill., January 9, 10, 11, 12 


Booth 208 


410002 Oil Painting 


to be given away 


FREE 


You may be the Lucky One 






























Don’t fail to visit our Booth No. 208 
and receive FREE a chance on this 
Beautiful Oil Painting. 


THE B. F. GOODRICH RUBBER COMPANY 
Factories, Akron, Ohio 


Branches 


Boston New York Akron Chicago 
i Denver 
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WHITE SHOES 
POPULAR PRICES 











THE BIGGEST BET OF THE CONVENTION 
WILL BE FOUND AT 


BOOTH 446 
THE McGOVERN SHOE CO. 


COLUMBUS, OHIO 

























GRO-CORD 


Soles and Heels 


are built on the principle of a cord 
tire or a wood block street; the 
wear is against the grain. The cord 
threads inserted in the sole, tread 
on end, produce the best non-slip 
effect known to science. 

Concentration of our efforts has 
enabled us to offer the kind of sole 
and heel the trade is now demand- 
ing. Made in different designs and 
shapes for both men’s and women’s 
shoes—superior to all others for 
golf, tennis, basket-ball, boy scouts, 
etc. 

Guaranteed to outwear leather 
and any other kind of shoe soles. 





We cordially invite golf 


Your good judgment will de- 
termine their superiority. Sat- 


See our exhibit—Booth 459— 


THE LIMA CORD SOLE & HEEL CO. 
LIMA, OHIO 





i hii 
A 


players to test and compare Write today for further particu- Two soldiers, Roy Luscher 
our GRO-CORD Golf Soles lars. Be a leader instead of being and L. Greenway of Paterson, 
with any sole on the market. led. N. J., walked from Lima, O., 


to El Paso, Texas—a distance 
: of 1885 miles, on one pair of 
isfaction guaranteed. N. S. R. A. Convention. GRO-CORD Soles and Heels. 


linf ti 


Hija 


edie 
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WOMEN’S 


ARCH-PRESERVER-SHOES 


AS WELL AS OUR REGULAR LINES 


WILL BE SHOWN 


IN THE COLISEUM 
Spaces 17 and 18 


ALSO IN OUR 


Corner Madison and Wells Sts. 


SALES ROOMS WILL ALSO BE MAINTAINED 


IN THE 


PALMER HOUSE and HOTEL LA SALLE 


THE SELBY SHOE COMPANY 


PORTSMOUTH, OHIO 

















CHICAGO OFFICE—1106 SECURITY BLDG. 
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INCREASING INCOME BY 
KNOWING THE FACTS 


N all lines of business men are 

realizing that their energy and 
efforts must be directed intelli- 
gently by the figure facts of their 
business, i. e., the rate of turnover, 
the actual profit in handling differ- 
ent lines, the percentage of sales for 
different periods, different classes of 
goods, and for different employees, 
and other information of similar na- 
ture which enables the directing head 
to know what phases of the business 
need attention and others which are 
particularly profitable. 

The importance of such knowledge 
is even more keenly felt at times 
when prices are coming down and 
competition is keen. 

A striking example of this growing 
consciousness of the value of accu- 
rate figure facts is the case of a pho- 
tographer in a Western city. A pho- 
tographer would not be generally 
considered a likely prospect for a cal- 
culating machine, but this one in- 
vested $300 in such a machine in or- 
der to handle the figuring he wanted 
to do, and within 24 hours after its 
purchase saved $85 by running off 
some figures which, had it been neces- 
sary to do them by pad and pencil plus 
mental effort, would have been 
shunned. 

This progressive business man, A. 
M. Potter of Tacoma, expressed his 
views in these words: 

“We little fellows will always be 
little unless we use energy directed by 
ihe facts obtained from carefully fig- 
ured costs.” 

Mr. Potter admits that he is poor 
at figures, but the average business 
man, even if pretty good at figures, is 
usually too busy, too tired or feels 
that it is too expensive to get the 
figure facts of his business if done in 
the old way. 

The following paragraphs from 
“Results,” published by the Monroe 
Calculating Machine Company, state 
pretty accurately the past and pres- 
ent of the situation: 

“The time is not long past since 
there existed in the minds of business 
men the feeling that no cost system 
could be devised that would give them 
true costs. This feeling was based 
on the idea that their business was 
unique and quite different from any 
other. However, when this idea was 
proven to be only a personal myth 
and it was pointed out to them that 
the progress of industry demanded 
a more intimate knowledge of true 
costs, something more than aggre- 
gate totals, they were haunted by in- 


By FRANK ELY NORRIS 


terminable detail and red tape re- 
quiring additions to the accounting 
staff, all of which would increase 
overhead expenses to a point where 
the end would not justify the means. 

“If this type of business man were 
asked, ‘What per cent do you add to 
your estimates for overhead?’ he 
would probably reply, ‘Oh, five per 
cent.’ At this point, if you pro- 
pounded the proposition of installing 
an efficient cost system which would 
net him additional gain over and 
above the initial cost of installation 
and cost of maintenance, and at the 
same time reduce his overhead com- 
paratively fifty per cent, he would no 
doubt unhesitatingly say, ‘Go to it’ 
with an air of defiance. 

“It is not the purpose here to elab- 
orate on the details of cost accounting 
to prove the necessity for ascertaining 
true costs, nor to define all the ele- 
ments comprising costs, but to point 
out how the end will justify the means 
by taking advantage of the mechan- 
ical devices which require no salary 
to perform the work they are put to. 

“Suffice it to say that the day of 
riddles in business is past, and guess- 
ing, therefore, which has been the 
cause of unprofitable business, must 
give way to the efficiency of modern 
business methods which alone can ac- 
complish any worth-while results.” 

This realization of the need of ac- 
curate figure facts is seen on all sides. 


Take, for example, this from “Busi- 
ness”: 

“The modern liveryman—at least 
as he is represented by Wood Broth- 
ers—keeps records. He keeps statis- 
tics and tabulations that his prede- 
cessor in the red-brick barn never 
dreamed of. The modern liveryman 
regards himself as a merchant, a re- 
tailer, dealing in a commodity called 
service. He buys that service at a 
certain price and sells it at a higher 
price. Just as the retailer of hard- 
ware or drugs or jewelry must know 
the costs and selling prices of his 
merchandise, so must this modern liv- 
eryman know the basis of his costs 
that he establishes his rates to his 
customers and makes his profit. 

~ * * + . ” 7 

“When this article was written 
Wood Brothers were going into the 
matter of insurance and the feasi- 
bility of insuring their own cars. 
Again they were delving into reven- 
ues and rates per mile—carried out 
to three places of decimals.” 

Recognizing the need among retail 
merchants of more complete and ac- 
curate information relative to the cost 
of doing business the Federal Trade 
Commission, in 1916, issued a very 
helpful little pamphlet entitled “A 
System of Accounts for Retail Mer- 
chants.” This pamphlet, which is 
published by the Government Printing 


Office, is well worth having. 





Sparks from Tom Dreier’s 


Anvil 


A circus man says that an elephant 
is always careful where he steps. He 
goes forward one step at a time and 
doesn’t lose his hold upon one place 
of security until another is gained. If 
many of our business men had ac- 
quired this elephant philosophy and 
had followed it they wouldn’t be hang- 
ing over financial precipices now. 

If one goes about thinking that the 
world is filled with crooks and schem- 
ers, the world is filled with crooks and 
schemers. On the other hand, if one 
believes that the world is filled with 
fine, neighborly, helpful, kindly folks, 


one finds people of that class in the 
great majority. 

It isn’t well to have too much hu- 
mility. The man who gets into the 
habit of refusing to take credit for 
the good work he does is quite apt to 
be surprised when he discovers that 
people accept his denials as the truth. 
It is much better to be like the little 
girl in the old story who, when she 
was asked, “Who made you?” replied, 
“God made me that length,” indicat- 
ing with her hands the ordinary size 
of a new-born babe, “and I growed the 
rest myself.”—Forbes Magazine (N. 
Y.) 
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This is Tarsic—one of the 
smartest of the three 

-O-PEDIC lasts. 
The limes of the toe and heel 


ARCH OPEDIC 


The of the success 
of ‘ARC CH-0-PEDIC 
footwear is the ribbed con- 
struction of the hardened 
steel —= Jts suppert 

The finished 


advantages of A 
0. PEDIC shea your 
customers. 


C luk 





Today as never before, wo- 
men know what they want. 
The majority of your better 
customers are not so short of 
money as they are imbued 
with the idea of spending it 
wisely. The universal de- 
mand for shoes that combine 
comfort and style is unmis- 
takably asserting itself in 
every corner of the land. 

That is why it behooves you to capitalize 
this sensible demand immediately and meet 


it with the very best shoes of this type 
you can secure. 


in Cincinnati by 


Krippendot!- Dittman @s) 


You can recommend ARCH-O-PEDIC 
footwear to your customers without any 
reservations whatever. ARCH-O-PEDIC 
is the supreme arch-supporting shoe—the 
product of master craftsmen. 


ARCH-O-PEDIC boots and Oxfords of 
black kid are carried in stock in three 
combination lasts—Orthic, Pedic, Tarsic, 
—teady for immediate shipment. 


Black kid boots in stock are $7.50 pair 
Black kid Oxfords in stock are $6.00 pair 
White canvas Oxfords in stock, $4.60 pair 


ARCH-O-PEDIC footwear together with 
the full line of Krippendorf-Dittmann styles 
for spring will be exhibited in the Cincin- 
nati Section at the Convention of the 
National Shoe Retailers’ Association at 
Chicago, January 9-10-11-12, 1922. 





C “Swo feet of comfort 
with oy step 
plus elegance and style 
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An Invitation 






T= HOLTERS. COMPANY, Cincinnati, cordially ex- 
tend an invitation to all merchants attending the National 
Shoe Retailers Association Convention and Exposition to be 
held at the Coliseum, in Chicago, on January gth, roth, 11th, 
12th, to see the latest styles in ‘Holtershoes,” which will be 
on display in the Cincinnati Section of the Convention. 










For the convenience of our friends our line will also be shown 
during the convention at the Palmer House, Monroe and : 
State Streets, and at the ces Hotel, 2135 Michigan 


Avenue. 










You will be made welcome by our representatives at any of 


the above-named places. 











We believe it is quite possible for us to make your visit 
profitable for you as well as pleasant. 











May we extend to you our best wishes for 
cA Happy and Prosperous New Year. 






THE HOLTERS COMPANY 


CINCINNATI 
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THE DUTTENHOFER}, 


MASTER 
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“‘_-s9 the Master Futkorset Shoe 
supports the arch.”’ 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from 
arch discomforts, it helps weak 
feet become normal, it prevents 
fallen arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees 
of Fashion. The stylish lines of 
the various models and the elegant 





materials used in their manufac- 
ture cannot help but please the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and re- 
peat sales that have attended the 
stocking of this shoe in hundreds 
of high class shoes throughout the 
country have proven our sales- 
builder. If you have not stocked 
it, you have overlooked a certain 
seller. It is made in both high and 
low models. Send in your order at 
once for a trial dozen. 





THE FUTKORSET 
SUPPORTS THE FOOT AS— 











Master F utkorset and Maid of Honor A CORSET 
Shoes will be on exhibit at Booths 139 SUPPORTS 


THE WAIST 


and 140 at the N. S. R. A. Convention. 
Don’t fail to see them. 











SHOEMAKERS 
ATI, O. 
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MART shoes these — and 
real fitters— every detail 
so carefully developed 

that you can bolster up your 
women’s department in jig 
time! 


The Spring line is a master- 
piece — overflowing with 
sprightly new models that 
fairly tingle with style, from 
“sedate” to “sporty.” As com- 
plete as a new 1922 calendar, 
— quality right, service 

ight, price right. 
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Hook ‘ Supreme 
used and 
recom- . THERE ARE NO SHOES BETTER THAN 


mended WY FR CINCINNATI - MADE SHOES: THERE 


oy Ae = ARE NONE SO GOOD AS ROTH'S 
styles - 4 


See ROTH AND MAY MANTON shoes at the Palmer House during the Chicago Ex- 
position and arrange for your customers to see them later in your store. 


th ROTH SHOE”4@ 


- CINCINNA 
onnnteunnmned ani 
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COLISEUM 


CINCINNATI EXHIBITORS 


Name Booth Numbers 


Julian-Kokenge Company 

P. Sullivan Company 
Krippendorf-Dittmann Company 
Krohn-Fechheimer Company 
Val Duttenhofer Sons Company 
Homan-Hughes Company 

Sachs Shoe Mfg. Company 


Charles Meis Shoe Company 

Game BH. Well Ghee Gaemmpeny occ cs ccc cc cccccccccccteeest ta. - 243 
Feder-Gregg Shoe Company 

The Holters Company 

Robert Wise Company 

Vollman-Lawrence Company 

Roth Shoe Mfg. Company 
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CHEVY CHASE 
One Strap Patent, 77 Last, 10/8 Heel 


YESTERDAY 


TAAOE maaan 





ee 


We started business with this 
Dragon as our trademark. It is 
the mark of Quality and De- 
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CHICAGO 


THE ASTA 
One Button Sandal, 18 Tan Calf, Sand Ooze, 
Inlay in center strap, 97 Last, Welt, 14/8 
Military Heel. 


BOOTHS 


CINCINNATI SECTION 
Sample Rooms, Seventh Floor 


THE VAL D 


Established $888 


CINCINNATI, 
















December 31, 1921 BOOT AND SHOE RECORDER 


SLONCINNAT; Westy? oF 
#5; CHICAGO Fs 






LINE AT THE 


) | CONVENTION 








THE HAVRE JANIS ONE STRAP 
. nish i . nd Ooze Calf Qua ener Fetes O08 Veme. 
wenesheam ihe + - ee ss ee Welt, 14/8 Spanish Covered Heel, 86 Last 
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THE CHARLES MEIS 
SHOE CO. 
SHOE SPECIALISTS 








Shoes from a City of Cig 


The present high degree of civic, industrial 
and social development Cincinnati possesses 
makes it truly an American City with an un- 
usually fine character. It is a city of cul- 
ture, music and art, of homes, schools and 
churches. It is a place where all things are 
done well, where the artisan takes pride in his 
work, where each citizen cherishes his city’s 
fine reputation. 


And for sixty-one years the making of shoes 
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The Krohn -Fechheimer Co. ; 
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“A SHOE AS COOB AS ITS MAME” 


THE SAM B. WOLF SHOE CO. 
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“The Shoe: that is Tailored “4 


THE ROBERT WISE CO. 




















‘Cifacter Seen at Chicago | A 


VOLLMAN LAWRENCE 








MAKERS CINCINNATI 
has been a chief enterprise of the Cincinnati 
people. A splendid reputation for the pro- al : 
duction of fine footwear, maintained through- #.Zulliwvan Co 
out these many years, is being guarded more WOMEN 











faithfully each season. The city’s fineness 
of character is clearly reflected through the 
Art that is seen in this Market’s Shoes. All 
that is the latest in styles, lasts and patterns 
will be displayed in the Coliseum at the Na- 
tional Convention. TRADE mARK 


VAL DUTTENHOFER. 
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COLISEUM PALMER HOUSE. 
Booth 128-129 Sample Parlors 


The YP. Sullivan Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 


Cinctnnatt 
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BOOTH 136 — COLISEUM 
SAMPLE ROOMS — PALMER HOUSE 




















| The Homan-Hughes Co. 


Makers of 


Smart Footwear For Women 
Gest, Evans & Summer Sts. 
Cincinnati 
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Some of them are shown here. Reading 
from top to bottom of the vertical column 
at the left, the three men are: 


W. T. Dickerson, vice-president of the P. Sulli- 
van Company. 


Edgar K. Woodrow of the Krohn, Fechheimer 
Company. 


CC" some of | boasts of many fine shoe men. 





Louis Homan, Jr., of the Homan-Hughes Com- 
pany. 

The three men shown in the column across the 
bottom of this page, reading from left to right, 
are: 

Frank X. O’Brien, vice-president and sales 
manager of the Holters Company. 








E. K. WOODROW 


















Charles G. Puchta, general superintendent of 
the Sachs Shoe Manufacturing Company. 


J. Eppstein of the Bettman-Dunlap Company. 





























F. X. O BRIEN 














RS 








































N this page are shown six more of Cincin- 
> nati’s well-known shoe manufacturers. 

Reading from top to bottom of the verti- 
cal column at the right they are: 


George R. Vollman, the Vollman, Lawrence 
Company. 


John Gregg of the Feder-Gregg Company. 


C. G. Duttenhofer of the Duttenhofer-Stevens 
Company. aie. ib 
The three men shown in the column across the 


bottom of this page, reading from right to left, 
are: 

“Bill” Graves, style man for the Roth Shoe 
Manufacturing Company. 


John Duttenhofer, president of the Val Dutten- 
hofer Son’s Company. 



































H. N. Lape, sales manager of Julian & Kokenge 
Company. 
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HE most important and 

significant advance yet made 

in the development of com- 
fortable shoes, is this combination of the 
exclusive Mayer cushion insole with several 
fine new Marrua WasHINGTON models. 


\ 


eS 


\ 


quill 


Months of conscientious experimentation, 
and of consultation with merchants and |, yy ie 
consumers, confirm our earnest belief that ie =] 
this is the only cushion insole in America | WZ 
that delivers Permanent Comfort. 7) 


| 


Note These Exclusive 


Features: 
ao of quarter-inch 
live lamb’s wool covered 
with fine Havana Kid. A 
flexible Korxole Insole. 

They produce the most comfort- ane 
¥ an F Quilting is stitched through 
able shoe that it is possible to fale, ‘making t_impossb 
. or cushion to wWrink-e, gath- 

make. The market is huge, fast- er, slip or slide. 
growing. The shoes are by their Entire cushion is lasted and 
sewed in with insole, so that it 


very nature, permanent repeaters. _ isapermanent partof the shoe, 


~ : : . ” = Soo 
A \ Ve 


ne 


Get these facts. ‘The features of the Mayer 
cushion insole are available, and 
will be available, om/y in Martha 
Washington shoes for women. 
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Zan I:L—6TEEN AN Titincm boot with poten 


 f ted cushion insole; stock 
Eq Black Genuine Patna Kid 


tip; soft or hard box toe. 
\\ oxford; patented , 


i 
\ cushion insole; imitation NI 


\ tip? soft or hard box toe, 
VA 








Black Genuine Patna Kid 
lace oxford; with paten- 
ted cushion insole; stock 
tip; soft or hard box toe. 


ENS 


NJ 
Black Genuine Patna Kid 24 
inch boot; patented he 


ee fill ales ay/ 
ees 3 so x 
ee ty Ae 
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These shoes will be on 
exhibition in the Coliseum 
—booths 46, 47 and 48. 


If there is one feature more than any other that-you should see at the 
N. S. R. A. Convention, it is these new Martha Washington Cushion 
Insole models. Make a special note to call at the Mayer Booths. 


F. MAYER BOOT & SHOE CoO., Milwaukee 


“SINCERITY IN SHOE MAKING FOR MORE THAN FORTY YEARS’ 
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You can’t possibly spend an hour or any 
part of it to better advantage than by care- 
fully going over every shoe in the new 
Nunn-Bush line for spring. 


For all dealers seeking a men’s line that is 
tip top in style and quality but not in price, 
this is the exhibit of greatest interest. 





Come to Space 33, Coliseum 


and examine these shoes as critically 

as you like—for grade of leather and 

materials throughout—for every detail 
of the making—for all 
features which, to your 
mind, denote leadership 
in shoecraft. 








Stock No. 2017— 
Mahogany Calf, 
Wingfoot Rubber 
Heel, French Last, 
Scroll Tip. In Stock, 
B to PD. Price 
$4.50. 





“Ses... ~ 


BPW Faithful 
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Pe Pree & 


BUSH 


The spring line introduces 
many new Nunn-Bush lasts 
and patterns that every man 
will enthuse over and most 
men can afford. 





The more you learn about 
this line the better for you 
and for us. 


It’s the line to stock and 
push through 1922. 





Nunn Bush &Weldon Shoe G 
Milwaukee Wisconsin 








Stock No. 567—Brown 
Norwegian Calf, Wing- 
foot Rubber Heel, 
Custom Last. In 
Stock, B to D. Price 
$6.15. 








to the Last” Mi 5) 
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CONFIDENCE 


in the reliability of leathers manufactured by 
the Pfister & Vogel Leather Company has re- 
sulted in a growing preference for leathers bear- 


ing the P & V trademark. 


Constant striving to produce better products 
enables us to place upon the international mar- 
ket leathers of a superior quality. 


“LOTUS” and “VELOURS”’ leather in your 
shoes is an assurance of service and satisfaction 
for your customers. 


PFISTER & VOGEL LEATHER CO. 
¢ MILWAUKEE + WISCONSIN 
Established 1847 


LG 


1 
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Milwaukee Retail. Shoe Merchants’ Association 


An Organization That Has Proven Its Usefulness 


SEFULNESS does not end with the accom- 
| plishment of a single great object; the fact 

of its accomplishment is all the more the 
spur that drives toward greater achievement. 

So philosophied the officers and directors of the 
Milwaukee Retail Shoe Dealers’ Association when 
they had finally gathered together 
the last loose thread and wound up 
the affairs of the 1921 National con- 
vention and exposition, which stands 
out as the greatest and most success- 
ful effort that has ever been put 
forth by a local association of retail 
shoe merchants in the United States. 

The association’s usefulness did 
not end there, as some of the mem- 
bers were apt to believe. Having 
“made good” in its convention enter- 
prise, the powers in association coun- 
cils (unconsciously or otherwise) 
deemed the time ripe to strive ,fur- 
ther and higher. There was no 
apparent need for a defense of the 
existence of the organization, or to 
search for a justification of its con- 
tinuance; nevertheless, as is usually 
the case, some who had been enthu- 
siastic workers in the time leading 
up to the Milwaukee convention were 
inclined to let their enthusiasm lag 
as the noise of the convention, the 
blare of its bands, and the excite- 
ment of that memorable occasion 
died away at the close of that show. 

To the officers of the association there was pre- 
sented a very large problem in the early part of 1921, 
following the national convention, with respect to 
holding together the membership and keeping up its 
interest uninterruptedly. The post-convention period, 
as can be readily seen, resembled something akin to 
a vacuum after the stirring days of early January at 
the Milwaukee Auditorium. It was something like 
awakening from a wonderful dream to find that it is 
the same old room, the same old bed, the same old 
pillows and the same old surroundings. 

“What have we to live for now?” was the question 
asked by some, in words to that effect. It was up to 
the association heads to answer this question, and 
answer it so satisfactorily that it would be possible 
to avoid any relaxation from the 100 per cent member- 
ship which the organization has attained by the time 
of the national convention. In probably no other city 
in America had a shoe merchants’ organization been 
able to enroll every single merchant of standing and 
permanency in its membership as did the Milwaukee 
Association by Jan. 1, 1921. 

Here was no opportunity to use the well-worn idea 
of conducting a membership drive in order to have 
something to do, which is the way many associations 
sometimes figure themselves out of a dilemma to pre- 
vent inactivity. True, the problem of membership 
was a large one, but it related more to keeping all 


Oo. A. HENSEL 
President, Milwaukee Retail Shoe 
Merchants’ Assn. 
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members interested rather than increasing the enroll- 
ment. 

President Otto Hensel, who took office only a few 
days before the great national convention opened— 
the term beginning with the first Thursday in January 
of each year—took the bull by the horns, and after 
the convention affairs had been put out of the way, 
enunciated several strong policies, 
which, in the light of developments 
in the remainder of the year, were 
very well chosen and under his good 
administration, well executed. 

These policies were not entirely 
of a selfish nature, as might well be 
done by an association of retail mer- 
chants banded together for their 
mutual welfare. President Hensel 
made a ten-strike when he decided 
that the merchant should take the 
public more into his confidence, and 
render a real public service. To 
some this seemed too much like put- 
ting all of the cards on the table face 
up, when the exigencies of the situ- 
ation might make it advisable to 
keep hidden “the ace in the hole.” 
But President Hensel was convinc- 
ing in his arguments and he won not 
only his point but the confidence of 
the public in perhaps a greater de- 
gree than the boot and shoe trade 
of any large American city has ever 
held it. 

It requires no stretch of the 
imagination to see how this policy doubtless has had 
something to do with the exceptional quality and 
quantity of business the shoe merchants of Milwaukee 
were able to transact with the consumer in a year 
when every factor seemed to threaten a decline in 
business in comparison with previous years. Despite 
unfavorable factors in the economic situation, the re- 
duced buying power of the public as the outgrowth of ° 
unemployment and a lower scale of wages, there is 
hardly a shoe merchant in Milwaukee who has not 
been able to place on his books more business than 
in any year, sometimes not even excepting the “boom 
days” when war-time conditions made extravagance 
reckless and price meant nothing. 

Service to the public was extended in numerous 
ways. One of the most conspicuous was to issue a 
series of circulars telling the public how to make shoes 
last longer and wear better, which members of the 
association placed in the hands of customers or within 
their bundles and packages. Clerks were enlisted in 
the service movement and instructed repeatedly in the 
ethics of the business generally, and how to make and 
keep customers more particularly. Each store as a 
unit was better organized for public service and pub- 
lic information which would offset the impressions 
which might be gained by customers through the many 
times wholly irresponsible declarations made in the 
public press. 

In this effort, the merchants of course encountered 
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as before the obstacle of antagonistic—generally un- 
intentional—tone of articles in the daily and weekly 
newspapers, which have been “riding” the boot and 
shoe industry, from manufacturer to merchant, as 
hard if not as frequently as in the immediate post-war 
period, when the industry was readjusting itself. And 
speaking parenthetically, this readjustment appears to 
have been accomplished more readily and rapidly by 
the boot and shoe industry than almost any other. 

Each time a detrimental or antagonistic article ap- 
peared, there followed the usual storm of excitement 
among the merchants, with the popular cry, “Let’s 
take our ads out of the newspapers,” arising in- 
variably. The association counseled against this 
drastic and doubtful expedient, preferring rather to 
counteract the effect by returning the fire through 
sane and proper argument offered and accepted by the 
newspapers from prominent members as the answer 
to criticism. 

In many other ways the association thus served not 
only its own members, but the public as well, and it 
has paid large dividends in better business, greater 
confidence, and well sustained trade. 

"So well did President Hensel serve his association 
that at the recent monthly meeting for December he 
was unanimously nominated to succeed himself. A 
nominating committee, appointed at the November 
meeting, performed its duties and brought in two 
tickets, as is its function, and as President Hensel 
himself insisted it should do. But after a discussion 
it was decided that he was too good to lose and so he 
was nominated for re-election without opposition. 
Ben Lamers, who served the association for several 
years as secretary, resigning early this year because 
of his health and pressure of private affairs, was 
nominated without opposition for vice-president. 
William F. Wuerl, who took Mr. Lamers’ place as 
secretary, was accorded another term, and Joseph A. 
Schumacher, who has been treasurer from the earliest 
beginnings of the association, is unopposed for 
treasurer. 

To make the official body commensurate with the 
growth of the membership, the increased scope of 
activity, and make it more representative of its mem- 
bership, the association decided to increase the num- 
ber of directors from seven to nine, and to “stagger” 
the terms of office so that each year only three new 
directors will be elected. For the full terms of three 
years the nominees, all without opposition, are: A. B. 
Caspari, past president; Charles E. Collar, of the 
S. J. Brouwer Shoe Co.; Jack Pinsel; for two years, 
Oscar Hart, Harry Lucas and John Geisinger; for one 
year, Frank Kusczinski, Albert T. Jenkins and Ray J. 
Ripple. 

Under this plan, even an entire change in officers 
will leave the association with directors thoroughly 
schooled in association affairs and having an intimate 
knowledge which will obviate any halting of progress. 

For several good and sufficient reasons, the Mil- 
waukee Retail Shoe Dealers’ Association, as a body, 
and its individual officers and members, will be very 
much in evidence at the national convention in Chi- 
cago. One reason is that the “Milwaukee crowd” 
wants to show its appreciation to the N. S. R. A. for 
having been honored with the convention in 1921. 
Another is that the members see in the convention 
and in the accompanying exposition as well a very 
definite business advantage which is attracting their 
attendance regardless of any other considerations. 
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In giving its members information concerning the 
Chicago convention, the officers of the association have 
stressed the point that inasmuch as the seat of the 
meetings and exposition is but eighty-five miles from 
Milwaukee, no member can possibly have any excuse 
for remaining away, for it is feasible for even the 
busiest merchant to take off a day to attend. 

The Wisconsin and Milwaukee headquarters are be- 
ing established at the Morrison Hotel and Harry 
uucas of Guenzel & Lucas, who is secretary of the 
Wisconsin association, as well as a leader in local 
association affairs, will be charge d’affaires. The 
official delegates of the Milwaukee organization are 
President Hensel and John Geisinger. Joseph Schu- 
macher is alternate. A. B. Caspari is a delegate ex- 
officio by reason of holding the office of member of 
the board of directors of the N. S. R. A. His fel- 
low-members from Milwaukee are making a strong 
campaign to keep him on the national board, since 
his term expires with the 1922 convention. 

The annual meeting of the Milwaukee association 
will take place Thursday evening, Jan. 5, so that by 
the time of the national convention, the new adminis- 
tration, which is in effect the present one, will be in 
office. 

To place a sort of premium on effort the association, 
at its recent monthly meeting, decided to put the office 
of secretary on a pay basis by appropriating a part of 
each member’s dues. For the coming year the secre- 
tary will receive $1.50 per paid-up member as a small 
fee for his work. Heretofore the service has been 
gratis, and Secretary Wuerl indicated that he was 
opposed to a “salary,” but during the consideration 
of the motion to pay $1.50 per member per annum, 
members said that because such an amount could not 
be called a “salary,” Mr. Wuerl was out of order, and 
his objections could therefore not stand. 

The Milwaukee association was one of the first to 
be organized by any local group of retail merchants 
in any of the larger cities of the country, but for 
several years prior to 1917 it was inactive and held 
only informal gatherings a few times a year. With 
the declaration of war and the imposition of many 
rigid regulations ‘concerning the conduct of the shoe 
business, as well as all other trades, the dealers found 
it necessary to be banded more closely together and 
to meet more frequently for counsel, advice and in- 
struction. 

As a consequence the association was revived and 
the officers of that time were re-elected, A. B. Caspari 
continuing as president under the reorganization and 
rejuvenation. Ben Lamers was made secretary and 
continued until early this year, when he felt that he 
should retire. It was not long after the rejuvenation 
of the association that President Caspari and others 
thought it would be a big card for the Milwaukee 
market to bring the national convention and exposition 
to this city. 

The idea grew and with the co-operation of the 
Shoe Sales Association, composed of the sales man- 
agers and assistant sales managers of Milwaukee boot 
and shoe factories, and the then newly organized Shoe 
Travelers’ Association, mapped out a thorough cam- 
paign which was launched at the St. Louis convention 
in 1919. Failing here, through Boston’s success, the 
campaign was continued on a more active scale and 
at Boston, in 1920, Milwaukee won its long sought vic- 
tory, bringing the 1921 meeting and exposition to this 
city, where it established an entirely new standard. 
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A Live-Wire Shoe Travelers’ Association 


mittedly large task of converting itself 

from a local organization into one of truly 
State-wide scope, the Shoe Travelers’ Association 
of Wisconsin has laid its plans for 1922 on the basis 
of enlisting the active support and co-operation of 
every road ambassador of a boot and shoe manu- 
facturer who sets foot upon Wisconsin soil. The 
membership drive is already under way, but the 
“fireworks” will begin when officers, directors and 
members of the Wisconsin association invade the 
precincts of the great national convention at Chi- 
cago, January 8 to 12. 

The national convention, by its very nature, lends 
itself most efficiently and conveniently to the pur- 
poses of a membership drive of such scope as the 
Wisconsin shoe travelers are making. For in the 
mammoth Coliseum there will be for four or five 
days congregated under one roof virtually every 
traveling representative of nearly every American 
boot and shoe factory, and solicitation will not only 
be easy from the standpoint of getting at the “vic- 
tim,” but those whose membership is sought will be 
surcharged with the spirit of organization, and the 
effect of any arguments will be heightened to the 
utmost degree by the psychological effect exerted 
by the big exposition and meeting. 

The Wisconsin travelers’ organization discovered 
at the close of this year that it had made such a 
splendid selection of officers at the beginning of 
1921 that it insisted on renominating without oppo- 
sition its president, Frank J. Larkin, now of the 
Freeman Shoe Co. of Beloit, Wis., and previously 
with the Tomahawk Shoe Co., Tomahawk, Wis. By 
the same token, the association paid its debt of 
appreciation for long and valuable service rendered 
it by Max H. Tenscher of the V. J. Schoenecker Boot 
& Shoe Co., Milwaukee, by renominating him also 
without opposition. The appreciation was doubly 
impressive when Mr. Tenscher begged and pleaded 
to be excused from serving longer. Despite his 
protests, his renomination was put across in steam- 
roller fashion, and Mr. Tenscher will have to serve 
in spite of himself. 

When the annual election is held on the last Fri- 
day in January, the election of a president and a 
secretary-treasurer will be a mere formality. The 
only contest is that for vice-president and members 
of the board of directors. Just by way of injecting 
more than ordinary interest into an election which 
otherwise might be a routine affair, the association 
placed two candidates in nomination for vice-presi- 
dent—namely, Frank H. Taylor of the Marathon 
Shoe Co., Wausau, Wis., and John H. Leunberger of 
the Beals & Torrey Shoe Mfg. Co. of Milwaukee. To 
fill the terms of three directors whose terms are 
expiring the following have been nominated: Hans 
Meding of the Albert H. Weinbrenner Co., Milwau- 
kee; Richard Sherington of the Pontiac Shoe Co., 
Edward Murray of the Beals & Torrey Shoe Mfg. Co., 
Milwaukee, and John Kowalski, also of Beals & 
Torrey. 

The Wisconsin organization, originally organized 
as the Shoe Travelers’ Association of Milwaukee in 
the fall of 1918, had its inspiration not only from 


H AVING accomplished during 1921 the ad- 


the Chicago association and the then recently formed 
National Association of Travelers, but also from 
the Shoe Sales Association of Milwaukee and the 
local retail shoe dealeis’ organization. At that time 
the life and thought of the Milwaukee boot and shoe 
industry and trade were centered upon the idea of 
bringing the national convention and exposition of 
the N. S. R. A. to Milwaukee. The Shoe Sales Asso- 
ciation, composed of the sales managers and assist- 
ant sales managers of all Milwaukee factories, was 
squarely behind the Milwaukee Retail Shoe Dealers’ 
Association in the effort to earn the great honor 
of entertaining the national association and expo- 
sition. 

Both organizations realized that the aid of the 
travelers would be invaluable, but that without or- 
ganization this aid could not be brought to the 
highest degree of efficiency. So that capitalized an 
already keen desire among the travelers to get to- 
gether by putting it up to them to organize and join 
the movement for the 1920 national convention and 
exposition. Forty men attended the first meeting 
and an organization was perfected with George P. 
Utley, then of the McElwain interests in Wisconsin, 
as president, and Max Tenscher as secretary and 
treasurer. 

The Milwaukee merchants, sales managers and 
travelers a month later went to St. Louis with a 
brass band and worked night and day to swing the 
convention to the idea of holding the 1920 meeting 
in Milwaukee, but, as history has recorded, it was 
decided that the East was entitled to that meeting, 
and Milwaukee was appeased with the consolation 
that probably in 1921 the N. S. R. A. would go back 
to the Middle West and meet in Milwaukee. The 
Wisconsin interests yielded gracefully to Boston under 
these circumstances, but the entire year following 
was spent in laying the foundation for a movement 
to make Milwaukee the convention city in 1921, which 
the Boston convention could not refuse. 

The big victory was won at Boston in 1920, and 
to this day the Milwaukee dealers and the sales 
managers are still singing the praises of the trav- 
elers for the wonderful co-operation they gave to 
make possible the choice of Milwaukee for 1921. 
But with this victory won in January, 1920, there 
lay before the travelers, as well as the dealers and 
sales managers, the gigantic task of making the 
Milwaukee convention what they said it must be: 
the greatest ever. How well this object was achieved 
is also history, but it forms the brightest and most 
scintillating page in the annals of the N. S. R. A. 
For the shoe industry of the world is still not fin- 
ished speaking in the highest and warmest terms 
of commendation over the “big show” in the Mil- 
waukee Auditorium last January. 

The passing of the 1921 national convention and 
exposition at Milwaukee did not mean the disinte- 
gration of the Shoe Travelers’ Association for lack 
of anything further to aim at or accomplish. After 
the smoke of the convention battle cleared away, 
the officers set out immediately to extend the scope 
of the organization’s activities to the boundaries of 
Wisconsin, even at the sacrifice of the identity of 


(Continued on page 319) 
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Weyenbe 
Shoes /Service 
Lead im Quality 


HEN it comes to Work Shoes it’s not 
W only shape or good looks that count— 

but make-up and construction—Qual- 
ity in a shoe lies deeper than the surface. It’s 
the hidden thing, the stuff on the inside and 
how it’s put together, that goes to make com- 
fortable and good wearing work shoes. 


Of course, it’s hard to tell a quality shoe 
by just looking at it and there are so many 
cheaply made and inferior shoes on the 
market. The one sure way to play 

safe is to concentrate on Weyenberg 
Shoes for Service. 


AN 





| | Ful 
Sole Leather Full Vam — Grain One 


ounter 

—————— Not cut off under tip. 

‘The counter In « shoe is is is one of those Do you know that many 
not seen but it is one of hidden places where 
Weyenberg Shoes lead 
in quality. y are full 
vamp shoes—that 
means, no tearing or 
tipping of vamp, easy 
repairing cf tip when 
worn. comfort 





> te} ‘ 

Lee - ‘mines the wearing . 

the very highest quality and longer wearofshoe. © quality of a shoc. Sboes. ~_ 
used. ‘ 

















Weyenberg |Shoe Mfg. Co. 
Milwaukee, Wis. 


Dunham Bros. Co., Brattleboro, Vt., are our New England Distributors 
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OWENS TAR RS 














See our exhibit, 
Booth No. 51 and 52, 
See our exhibit, in the Coliseum 
Booth No. 51 and 52, 
in the Coliseum 


— 


¢ hg Weyenberg trade mark will give your shoes the Highest Quality 
Authority. No shoes are produced under more exacting standards. 
Weyenberg Shoes for Service are as good today as any and better than most 
shoes. Any Weyenberg Shoe is a good shoe, the leader in its class, and will 
give service, satisfaction and comfort to its wearer. 


EVENDERG SHIORSPSER 
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OGDEN 


High Grade Dress Shoes for Men 


WE HAVE SIX SNAPPY LASTS AND 
PATTERNS MADE IN ONE LEATHER. 
SAME IN OXFORDS! SOLID 
LEATHER CONSTRUCTION 
THROUGHOUT ! 


These six Ogden lasts (in shoes and oxfords) 
are all you need in order to satisfy the prefer- 
ences of 85% of your men customers. They 
are made of selected calf on lasts which meet 
the individual characteristics of most men’s feet. 
Besides the very material saving in cost to you, 
due to standardized manufacture, you may de- 
pend upon prompt supply from stock. The six 
styles, ready on order, mean smaller investment, 
quicker turnover and greater profits for you. 


Shoes at $5.35! Oxfords at $5.00! 


Be sure to visit the Ogden Booth, No. 44 
OGDEN SHOE COMPANY 


Milwaukee Wisconsin 














VNU AUD UAN NAAN ANA NNN 


=| 


TTT 


a 
A 


December 31, 1921 BOOT AND SHOE RECORDER 31 


=i ANNE 


vs“ av, apap pip pp apap aap AAA ppp Aap AI p Apa aaa asta Vavalavavaa Asa UA UU a UAV Atay! YYW 


ar 


sy, ASAVALY 


EN 





NTN TNIN NTN NTS TNTNTNTNTRTNTIN [NIN TN NN NY 


eT 











OSINININT NZ 


vAYA 


i) 


At Booth 31—Coliseum 


vA 


NPD DLP PLPPP PDIP DLP PID II PI IDI TOT SOR GS 
VAVATAYA 


Here is an exhibit which merits the close 
attention of every dealer who seeks the patron- 
age of that large class of women who appre- 
ciate tasteful style and demand good wearing 
quality in shoes at a moderate price. 


PIOVU 
YAVAT AYA AY AYAYAY ATA ATATAT AT ATA 


By all means, make it a point to inspect these 
hew spring lines, which comprise more styles 
than ever before—all having the marked indi- 
viduality which is typical of Julia Marlowe 
Shoes. 
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Several new spring styles are in stock ready 
for immediate shipment. 
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THE RICH SHOE COMPANY 


MILWAUKEE, WISCONSIN 
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PATENT LEA, . 
ANKLE STRAPS . No. 600—Genuine 
Leather insole and — 
heel, solid leather 
McKay sewed soles. 
Unusual value. 
“2, He $1.75 Net. 

8%-11, Wedge 1.60 Net. 

Sizes 5-8, Wedge 1.45 Net. 


Also Two Button Inetep Straps for Dealers Who No. 
Prefer Them. Leather Insoles and Rubber Heels 











Make More Money—Sell “Comfort” Instead 
of Just Something to Walk In! 


OME merchants sell shoes like tanners sell 
leather. Some talk style. 


But there’s a better way. 
Those who handle Wobst footwear know it. 


They know that even the hasty buyer can see that 
only selected leather is put into a Wobst—that the 
style is sensible. 


So they “sell” comfort—the supreme quality of 
Wobst footwear that makes customers come back 
and ask for the same number they bought before. 


Dealers tell us that they have never sold slippers that 
combine fine leather and good workmanship into 
comfort like the two Wobst styles illustrated above. 


Make more money—order sample dozens today. 


WOBST SHOE CO., Mfrs. 


Vliet and 4th Streets Milwaukee, Wis. 











See Our Exhibit No. 40, N. S. R. A. Convention and Exposition, 
January 9-12, 1922 
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the Milwaukee association. In so doing the Mil- 
waukee travelers expressed their recognition of the 
fact that, as a whole, Wisconsin is one of the greatest 
boot and shoe producing commonwealths in the 
Union, as’ well as a great shoe consuming State, 
which made it a most attractive field of endeavor 
for factories in other parts of the country, as a 
consequence of which travelers outside of Milwaukee 
were entitled to have an organization. 

Early in this year, therefore, the Milwaukee asso- 
ciation took action by which it became the Shoe 
Travelers’ Association of Wisconsin, and other 
fundamental changes were made to make every trav- 
eler in the State feel that this was his organiza- 
tion, not only that of Milwaukee men. Thus from 
the very first the travelers outside of Milwaukee 
have felt that they are not the tail of the kite, but 
the kite itself. All of the activities of the associa- 
tion in its augmented form have been purely of 
State-wide significance, with localized endeavor tak- 
ing only such a rank in importance as it deserved. 

It was distinctly disappointing to the Shoe Trav- 
elers’ Association that the Wisconsin Retail Shoe 
Dealers’ Association decided to dispense with the 
expositional features of its annual convention in 
1921, when held last August at Sheboygan. But 
they readily accepted the decision in the spirit in 
which it was made—namely, on the theory that the 
State convention be a business conference without 
the distractions of exhibits and activities of selling 
men. There was not the slightest trace of animosity 
at any time, and in the light of developments this 
charitable view of the situation justifies itself in 
every particular. 

For in 1922 the Shoe Travelers’ Association will 
have its inning. The State convention at Appleton, 
next August, will be accompanied by the usual or- 
ganized display of boots and shoes, findings, etc., 
which was missing at Sheboygan. At the Novem- 
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ber meeting of the Shoe Travelers’ Association emis- 
saries from the State Merchants’ Association were 
present and held out the olive branch, which was 
graciously accepted. 

Stephen J. Brouwer of Milwaukee, as official 
spokesman for the Wisconsin Retail Shoe Dealers’ 
Association, related the history of the affair and 
said that the State board of directors had decided 
to devote a certain period during the 1922 State 
convention in Appleton for the display of merchan- 
dise and solicitation of business. Further, Mr. 
Brouwer sought the full co-operation of the travelers 
in making up the program, entertaining the visiting 
merchants and helping in other ways to make the 
Appleton convention the biggest and most profitable 
in every respect that has yet been held in Wisconsin. 

Mr. Brouwer paid a glowing tribute to the men 
on the road when he said, incidentally, that the 
traveler does more for the good of the boot and 
shoe industry than any other factor, being the buffer 
between the manufacturer and merchant, in which 
capacity he can do or undo relations, and, besides, 
being the factor upon whom the manufacturer de- 
pends for his distribution and, on behalf of the 
merchant, being the man who can convince the 
manufacturer of the justice of the merchants’ com- 
plaints and earn a proper sympathy for the mer- 
chants’ problems from the manufacturer. 

Thus one of the outstanding activities of the Shoe 
Travelers’ Association of Wisconsin for 1922 will 
be to help the Wisconsin Retail Shoe Dealers’ Asso- 
ciation to make its annual convention a true success. 
More immediately, the work of the travelers’ organi- 
zation is to co-operate with the national association 
of travelers and, in turn, with the N. S. R. A. to 
make the great Chicago convention the paragon by 
which all future national conventions shall be 


judged. 











Milwaukee Shoe Industry in 
Healthy Condition 


Where stands the shoe industry in Wisconsin, and 
in what condition will she enter into the new year of 
1922? 

The Boot & SHOE RECORDER has been given access 
to advance data which tends to answer these big 
questions in a definite and authoritative way, and 
the answers are surely nothing to be discouraged 
about. Indeed, they are fraught with a great deal of 
optimism. 

It is not “dope,” either. Not less that 211 indus- 
tries of all kinds in the state of Wisconsin furnished 
the data. It was compiled and is now being rounded 
up for publication at an early date, by none other 
then the official body of the Wisconsin Industrial 
Commission. The data comprises actual figures 
from not less than one-third of all the industries of 
the state, each individual industry being represented 
to approximately the extent of one-third of its entire 
forces. 


In boots and shoes manufacturing there are to-day 
employed, in Wisconsin, 10.2 per cent more em- 
ployees than sixty days ago. There are 15.2 per cent 


more employees than in July, 1920, which month was 
the peak in number of employees at work in this 
state during all the years in which the commission 
has been established—covering, of course, every in- 
dustry in the state as a whole. 

This is to be set opposite for comparison to a de- 
crease of 5 per cent of persons employed throughout 
the state in all industries since October, and 34.5 
fewer employees than in July, 1920. 

Whereas total wages in all industries are down 
1.9 per cent since October, and 49.5 since July, 1920, 
the peak month in that respect, too, the shoe manu- 
facturing industry of Wisconsin shows an increase 
of 5 per cent for the sixty days and 11.2 for the long 
period. 

Average weekly wages in shoe factories of Wiscon- 
sin are at this time $20.56. This is but 4.7 less than 
sixty days ago, and .only 2.8 per cent less than in 
July, 1920. All the industries show comparative 
figures of 1.4 and 22.8 respectively, and a present 
average weekly wage of $21.41. 

Only hosiery and other knit goods show similar 
improvement, and most of the other industries show 
a much slower gain, their figures still being consid- 
erably on the red side of the ledger, so far as com- 
parative figures go. 





BOOT AND SHOE RECORDER December 31, 1921 


Good Leathers 
are centered upon the Wea 


P & V Trade Mark. 


Visit us and see our Exhibit 


Booth No. 212 & 213 


N.S. R. A. Convention and Exposition. 
January 9-10-11-12-1922. 


PFISTER & VOGEL 
LEATHER CO. 


Milwaukee 
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AT BOOTH 39 


We invite YOU to INSPECT the 
more Elite Styles of Men’s Fine All 
Leather Goodyear Welt Dress 


Barnett No. 75 Best. Grade Calf, 
Heavy Oak Soles, Solid Heavy In- 
soles. Solid Leather Heels and 
Counters. Branded or Unbranded 


AA-D Widths. 5-12 Sizes. 
3 Weeks Delivery. 


FIEBRICH FOX & HILKER 


RACINE, WISCONSIN 
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See our exhibit, Booth No. 455, 
N. S. R. A. Convention and Expo- 
sition, January 9, 10, 11, 12, 1922 




































































































EAL SHOE ECONOMY—We are convinced that real 

economy is not found in shoes made today to retail 
at $5.00. Neither is it to ‘be found in the so-called “top 
grade lines.” Our production is practically confined to 
Medium-Priced Dress Shoes for Men and we believe these 
shoes will give the wearer more service and general satis- 
















































am. P.. ee a faction per dollar expended than he can get in either lower 
equal to “A” Grade or higher priced lines. 
lines. 





Our shoes are good, honest, “well balanced” shoes. They 
will give the service and satisfaction which your cus- 














THE RACINE SHOE tomer has reason to expect. He will get FIT” STYLE 
—a dependable shoe and COMFORT—and he’ll come back for another pair. 
at a reasonable price. Cheaply constructed shoes, made to sell at a price, do not 






build up a permanent and desirable business for the aver- 
age shoe merchant. 










Our success depends upon our ability to give you and 
your customer thorough satisfaction and with this thought 
in mind we confidently solicit your business. See our ex- 
hibit Booth No. 455, N. S. R. A. Convention and Exposi- 
tion, January gth, roth, 11th, rath, 1922. 















Present Range of Prices 
$3.50 $4.15 $4.75 $5.75 
Effective Jan. rst. 













Racine Shoe Mfg. Co. 


Racine, Wisconsin 
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Wisconsin Manufacturers Believe 


Prices Are Well Stabilized 


TEMPORARILY PRICES MAY LOWER 


By J. B. PIOTROWSKI 
Secretary, Chippewa Shoe Mfg. Co. 


We believe prices on the new lines going out right 
after the first of the year will be a trifle lower, owing 
to the fact that manufacturers are covering them- 
selves on leather for the next run, and will naturally 
give merchants the benefit of their purchases. 

We are, however, of the opinion that prices on shoes 
will again advance in April or May, as the leather 
bought at low figures will be exhausted, and manufac- 
turers will be obliged to pay more money when going 
into the market for their further needs. 

From all indications conditions will be considerably 
better for manufacturers, as the large amount of mail 
orders we received this fall (the largest they have 
ever been in the history of our business) show that 
merchants stocks are very low. They have been buy- 
ing in small lots and often. If merchants want mer- 
chandise for their spring business, it will be to their 
interest to go into the market early, as there will be 


a very heavy demand for shoes in the spring. 


ALL MUST BE SATISFIED WITH SMALLER 
MARGINS 


By A. F. S. LYONS 
Vice-President, Neenah Shoe Co. 


Indications are that prices of shoes by the manu- 
facturer will remain at present level. I don’t see how 
they can go lower and I hope manufactured skins will 
not go higher as some predict. To attempt that would 
be a serious mistake on the part of the tanner. 

The packer will get every cent possible and the only 
thing that has bolstered up prices of hides is his hope 
that a duty will be added in the new Tariff Bill. 

All must be satisfied with smaller margins of profits, 
not excepting the retailer. The time has come when 
values should not be overlooked, not poorer shoes at 
less prices, but decidedly better shoes at former 
poorer-shoe-prices. The days of 621% per cent profit 
on the cost price or 3714 per cent profit on the selling 
price should be by-gones. 

What disturbs the retail buyer is fear of lower 
prices and the public knowledge in general that mar- 
gins of profits are now more in proportion with the 
old low prices. I believe the public in general are 
willing and expect to pay what a good shoe is worth. 


MANUFACTURERS HAVE BEEN FOUND TO 
PRODUCE CHEAPER SHOES 


By HarRy WATKINS 
Sales Manager, La Crosse Boot & Shoe Mfg. Co. 


The reduced purchasing power of the masses, coupled 
with the demand of retailers for cheaper footwear, 
has “back-fired” and forced the manufacturers to pro- 
duce cheaper shoes. Labor being practically a fixed 
item, at least thus far, reductions have been made 
possible by either using cheaper grades of leather or 
by making exceptional less-than-cost leather purchases. 

The stocks of cheaper leathers are fast disappearing 
and the manufacturers will be forced into using the 
better grades, thus producing better shoes at increased 
prices. A stiffening of prices is to be expected in the 
near future. 

Retail merchants cannot expect normal conditions 
until they at least get back to where they themselves 
are willing to assist, by placing conservative orders 
for their actual future needs. A good spring business 
is expected by the shoe manufacturers due to the fact 
that retailers have allowed their stocks to run low. 
An increase in the volume of sales and a decrease in 
quantity of available cheap leathers means that com- 
petition will force a steady market on shoes the first 
few months in 1922. The retail merchant who has 
absorbed his loss and who has now a clean stock, need 
have no fear for the future. 


ENTERING A PERIOD OF GREAT DEMAND 


By Geo. P. UTLEY 
Vice-President, Menzies Shoe Co. 


We, after carefully studying our customers’ wants 
and general conditions relative to our particular work, 
as manufacturers of work and semi-dress shoes for 
men and boys, are confident that we are entering into 
a period of great demand. Our customers are buying 
in a liberal manner, yet only from hand-to-mouth and 
with this policy carried through next season by the 
retailers there is going to be some good retailer com- 
pelled to wait for Menz “Ease” shoes. The market 
on materials entering into the making of our kind of 
shoes is very firm and in some cases advancing. There- 
fore, it would be folly to expect.a general decline in 
prices; however, an evening up in price, either up or 
down, can be expected from most all manufacturers. 
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1852—Mahogany Veal Bal, 9 Iron Rock 
Oak outsole, Grain  innersole, first 
quality half rubber heel, in stock 6-11 D. 
Other widths four’ weeks’ delivery. 
1851—Same in Blucher—$3.35. 
152—Same as 1852 Full Grain Calf, 
$3.85, four weeks’ delivery. All Good- 
year Welts. 





\| 





IN STOCK 





Your INSPECTION 
of these shoes will 
convince you of 
their Exceptional 


Value. 

















AVIES 


RACINE _ 
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YOU ARE 
cordially invited to 
inspect our entire 
line which will be 
on display in 

Booth 38 
N.S.R.A. Convention 
Jan. 9, 10, 11, 12, 

1922 











SHOE MFGCO. 


—j| WISCONSIN 


956—Little Gents’ Goodyear Welt, Ma- 
hogany Veal, Rock Outsole, Grain In- 
nersole, Im stock 9-13%, D Widths. 
Price $2.35. Other widths, four weeks’ 
delivery, price $2.35. 

838—Youths’, same as above, |-2, price 
$2.65. 

738—Boys', same as above, 2%-5%, 
price $2.95. 




















BOOT AND SHOE RECORDER December 31, 1921 


The spring season will see a 
large and active demand for 


SPORT 
& RECREATION 
SHOES 


Kinnickinnic Veal Sides have for years been recognized as the 
premier upper leather for athletic and sport footwear on account of 


its special tannage, producing 
ELASTICITY MELLOWNESS 


FINENESS OF GRAIN UNIFORM SHADES 
LONG WEAR 


Ask for our color cards showing cuttings of this leather attractively 


displayed. 


FRED RUEPING LEATHERCO. 
FOND DU LAC. WIS. USA. 


FRED RUEPING 


LEATHER COMPANY 


Established 1854 FOND DU LAC, WISCONSIN 


BRANCHES: 


Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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The Milwaukee Shoe Sales Association 


A Quality-First-Always Group of Boosters 


making the Milwaukee boot and shoe mar- 

ket so widely and favorably known as the 
Shoe Sales Association, composed of the sales 
managers and assistant sales managers of all of the 
manufacturing concerns located in Milwaukee. 

“Quality First—Always—Milwaukee,” the striking 
slogan superimposed on the figure of the staunch 
oak, deeply rooted and with spreading branches, 
which has come to be known in every nation on 
earth as the trademark of the Milwaukee boot and 
shoe industry, belongs to the Shoe Sales Association, 
which evolved it and first projected it about four 
years ago. 

In the summer of 1916, the associa- 
tion was developed on a permanent 
and organized basis as the outgrowth 
of numerous round table luncheon 
conferences which a dozen or more 
sales directors of leading industries 
have been holding for several years 
at the Milwaukee Athletic Club. As 
the luncheon idea progressed and the 
number of factories grew, the attend- 
ance became larger and larger, and 
finally it was deemed time to form 
some sort of a permanent association 
and undertake constructive work as a 
whole which up to that time had been 
largely individual effort borne of as- 
sociated thought. 

To gain recognition for the great 
and growing Milwaukee market was 
the thought uppermost in the minds 
of those who proposed a permanent or- 
ganization. Before that time the in- 
terest of those who foregathered at 
the luncheon table was to discover new methods of 
promoting the business of the respective factories, 
with the idea that the progress of one would natur- 
ally help the progress of the others. This brought 
out the thought that since the individual factory had 
gained recognition for its own product, greater bene- 
fit could be derived if the market as a whole were 
placed impressively before the trade of the rest of 
the world. 

Thus the Shoe Sales Association of Milwaukee 
came into being, and its trademark and striking slo- 
gan was projected into the four corners of the earth. 
It was recognized as the function of the men in 
charge of the merchandising of Milwaukee boot and 
shoe products to undertake the promotion of the 
market, for no other class of men were so peculiarly 
fitted in every way to undertake and execute the 
plan. 


N: single factor has been so important in 


That the Shoe Sales Association has made a tre- . 


mendous success of its work is admitted everywhere. 
In competing markets the idea has been copied and 
plans having the same end in view have been worked 
out along somewhat different lines. The Milwaukee 
sales managers’ organization has been accepted as 


H. P. PLASS 
President, Milwaukee Shoe 
Sales Association 


BOOT AND SHOE RECORDER 


a model for others to work after, and its advice and 
counsel has been as freely given as it has been 
sought. 

Early in its work to build up the reputation of the 
Milwaukee “Quality First” market, the most active 
workers in the association became outspoken in 
reference to an idea which they had long harbored 
but for one reason or another were not willing to 
project. This was an ambition to entertain the N. S. 
R. A. and its annual convention and world’s boot and 
shoe fair. 

When the retail merchants of Milwaukee were ap- 
proached on this subject, the sales managers at first 
found them more or less aftfaid that the job was 
much too big for them to attempt, but after a care- 
fully developed plan was laid before 
them, the merchants finally agreed to 
enter the race. The 1919 convention 
at St. Louis was selected as the point 
of the first concerted attack, and the 
history of the N. S. R. A. tells how 
valiantly Milwaukee fought, but suc- 
cumbing to the more impressive argu- 
ment of the Bostonians that the con- 
vention, being in the Middle West, 
should go to the East in 1920. Mil- 
waukee was appeased by the prospect 
of getting the event in the following 
year. ' 

This was by no means a promise, so 
the Shoe Sales Association went back 
to Milwaukee more firmly determined 
than ever to leave no stone unturned 
to make the way clear for the selec- 
tion of the Quality First market as 
the place of the 1921 convention. . The 
invasion of Boston was even more 
thrilling and spectacular than that of 
St. Louis the year before. Upon ar- 
rival it was found that it was not going to be so easy 
a matter as many thought to land the prize. Opposi- 
tion had developed and it became stronger as the 
convention body got together. But in the end Mil- 
waukee won out and the Shoe Sales Association 
added another feather to its cap. 

All of this was accomplished through and with the 
co-opertaion of the Milwaukee Retail Shoe Dealers’ 
Association, which naturally was the body to offer 
itself as the host. The rejuvenation of the retail 
merchants’ organization was the first step. As this 
was accomplished, the next step was to organize the 
shoe travelers, and largely as the result of the 
efforts of the Shoe Sales Association, the Shoe Trav- 
elers’ Association of Milwaukee was organized late 
in 1918. The three organizations joined in one big 
battering ram for the invasion of St. Louis early in 
1919, and then in the following year, with re-enforce- 
ments, made the successful onslaught at Boston that 
resulted in making Milwaukee famous in January, 
1921, through the wonderful success of the last na- 
tional convention and world’s shoe fair. 
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MENZ “EASE” AMERICAN BOY SHOES 


all have 


FULL VAMPS, not pieced. 
OUTSOLE—the highest grade of full grain, 


oak outsoles. 


INNERSOLES—6 and 7 Iron Innersoles 
with highest grade of full grain leathers. 


COUNTERS—one-piece full grain sole 


leather in guaranteed counters. 








. 
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LEATHER 


Highest grade of full grain work shoe leathers are used. 


FARM WEAR, one of the leathers made especially for 
us, is the finest leather that the market can offer. Leather 
used thruout all of our shoes is the best that money can 
buy—more we cannot offer. When better leather is 


made, we will use it in making MENZ “EASE” Shoes. 





We will gladly upon request 
send you a stock shoe for in- 
spection. You can prove to 
yourself by close inspection 
that MENZ “EASE” shoes 
are leaders of the highest 
quality. 











9211 Boy's Welt Choc. Elk, Soft Box, Cap Blu., 
Heavy S. S., Munson Last, Sizes 2% to 6......$3.00 
8221 Same as 921! except in Tan FARM-WEAR 
with Stk. Gus., Sizes 2% to 6...............$3.00 


9331 Same as 921! except nailed % DS., “Army 


Shoes,” Sizes 2% to 6 ee | CF 
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Extra Fine 
Children’s 
Shoes 











No. 873—One-strap Patent Colt pump; sizes 5% to 
8; 8% to 12; 12% to 2. Also made in Gun metal, 
Chestnut and Dark Tan. 















No. 838—Brown Lotus barefoot sandal, Footform D 
last, best quality leather inside and out; B, C, D and 
E widths; sizes 5% to 8; 8% to 11; 11% to 2; 2% 

a a made in Black Lotus, Smoke Elk, Study the construction details of the Pied Piper No 

P gany. Impgoved Welt process—here are features that no wid 

othe? shoes in the world can claim: mac 

Pea 





1—Uppers are double fastened. 


2—One piece solid leather in- 
soles—can’t become loose or 
curl up; keep shoes in won- 
derful shape. 






3—Uppers, lining, box toes and 
counters permanently  in- 
seamed to insole. 






4—No nails, no tacks, no staples, 
ho metal fastenings. 






5—Flexible as a turn; close edge; 
easy to repair. 


6—Solid leather throughout; 
best selected stock. 






No, 







7—Nature shaped lasts. 





8—Best quality flexible oak bend 
outsoles. 







Be sure to examine these shoes and the method by which they're made the longest wearing, most com- 
fortable and most lasting shape-holding shoes ever built for children. 
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See this remarkable line 
at Booth No. 220 
Chicago Convention 


No. 884—Mahogany calf lace boot, B, C, D and E 
widths, sizes 5% to 8; 8% to 12; 12% to 2. Also 
made in’ Black Gun Metal, Patent Colt, Smoke Elk, 
Pearl Elk. No. 885, same as above in button. 


No. 880—Two-strap oxford—Patent leather vamp. 
white kid inlaid perforations, pearl elk quarter. 
Leather lined. Sizes 2% to 51%; 6 to 8; B, C, D and 
E widths. Also made in other combinations of 
leather. 


The Piped Piper line includes many other attractive styles the 
demand for which has been so great that we have been operating 
steadily and without a single day’s stop for the past sixteen sea- 
sons. You cannot appreciate the fine qualities of these shoes, 
and the exceptional values, until you see them. Big in-stock de- 
partment. Send for new catalog, :illustrating the compiete x 


perforated vamp, lace stay and top, 
— 4 B. Ss and “ 

ridths ; sizes 5% to 8; to 12; 12 

7 pian . WAUSAU, WISCONSIN 


Manufacturers of Pied Sper Shoes; Dr. Sommer’s New Dawn Shoes; and high grade 
guaranteed barefoot sandals and play oxfords. 
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ALL TRUMPS 


14 staple lines made up of black and brown kid, on 
a variety of dressy lasts all carried in stock. Top 
grade, nationally known, widely advertised, stand- 
ard parts. 


C7 = 





The Wonder 
. Shoe of 


Standard Parts S7A. \WDOARDIZED 


TRADE MARK 


REGISTERED SHOELO? WOMEN 
TIMSON BROTHERS, Inc. 620 Atlantic Ave., Boston 


No. 702 


No. 701 Arch-O-Pedic Special 
ra Vici Kid rain. 


Fine Vici Kid Polish. 

A. to BE. ......86.00 A to D. 

Flexible Goodyear Flexible Goodyear 

Welt. Cat's Paw Rub- No. 904 Welts, Cat’s Paw Rub- 

ber Heels Fine Vici Kid Blu. Ox- ber Heels. 
ford, Arch-O-Pedic 
Special, LONG Coun- 
ter, Foster Orthopedic 
Rubber Heel, Flexible 
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YOU CAN’T BEAT 
THIS HAND! 


AGENCY: HELPS! 


We supply our agencies with beautiful five-color window signs: 
three-color glass-transparencies ; two-color price tickets; electros 
for your local newspaper advertising. All these selling helps are 
attractively designed and of high quality. 
There’s profit and satisfaction in selling such shoes as these. . 
ft ‘ Copyright 
Your customers know these parts and that shoes cannot be built 
b Dec. 1921 
etter. ‘ 
Timson 
Send for sample order today and clinch a special agency for your Bros. 
locality. Or write us to send one of our 20 salesmen to explain 
our proposition and show you our shoes, 


Creators of the famous Timbro Comfort House Shoes 


Sank 


No. 900 No. 907 a 901 

Vici Kid Oxford. Flexible Fine Vici Kid Oxford, 

1 , Cat’s Paw Rubber 

Goodyear Welt. Cat’s Heel, qeictible Good: 

year Welt, A . B 85.00 year Welt. A to E. No. 704 
85.00 $5.00 Fine Vici Kid Polish. A 

No. 903—Same Style No. 902—Same Style to B. 00 
in Brown Vici. . $5. in Brown Vici Eto 


‘o x 
Flexible Goodyear Welts. 
Cat’s Paw Rubber Heel. 
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Season’s Greeting from Degen-Lipp 


We cordially invite you to meet us in Chicago, 
January 9th, 10th, 11th, 12th, at the N.S. R. A. 


Convention. 
Booth 267 


where we will be at your service, and have on 
display all our latest creations in Women’s 
Turn Footwear. 


See Our Live Shoes on Live Model 


DEGEN-LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 
New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 









































Here’s two 
factories which are very busy 


McKAY SEWED 


6-8 8%-11 11%-2 2%-8 
Patent Instep Strap, wide toe, 
Hav — wedge 1.256 1.50 
ave you plac Patent Instep Strap, wide toe, 
heel 1.50 1.75 


£ ° 
vos ae order? Patent Instep Strap, Eng. toe, 
heel 1.75 2.00 


Mahogany Instep Strap, wide 
toe, wedge 1.20 1.45 


Mahogany Instep Strap, wide 
toe, heel 1.45 


Mahogany Instep Strap, BDng. 


toe, heel 


STITCHDOWN 


5-8 8%-11 
-70 =.80 


Rs 
wo 
to 
= 
) 


Tan Gr. San. Hy. sole 
Tan Gr, San. Hy. sole, heel 
Bik. Gr. San. Hy. sole 
Tan Lotus Sandal 

Tan Lotus Sandal, heel 
Mahogany Elk Sandal 
Black Calf Sandal 

Smoke Sandal 

Tan Lotus Pump 

White Sandal 

Tan Lotus San. Hy. sole 
Patent Sandal 

Patent Mary Jane 

Cherry Lotus Polish 

Cherry Lotus Polish, heel 


~ 
> 


HAGERSTOWN 
SHOE & LEGGING CO., Inc. 
nAeeneTown, MARTLARD 


bs bb Bt 
RaASSSSSSRSERS 


arseasess 8! 
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SALESMEN WANTED 


For MINNESOTA and NORTH DAKOTA 


To Succeed 
MR. C. E. DAWLEY 








For KENTUCKY and WEST VIRGINIA 


To Succeed 
MR. R. T. BOWMAN 


For TENNESSEE and 
NORTHERN MISSISSIPPI 


All above territories with strongly established business. 


Only men with experience selling shoes to the retail trade 
in these territories will be considered. 


MR. C. H. GREELEY 


will be at the La Salle Hotel, Chicago, on January 10, I 1, 
| 2 and will interview applicants there at that time. Write 
for appointment if possible. In applying by letter state age, 
experience in the territory, lines carried, when and for 
how long. Also give home address. 


LUNN & SWEET COMPANY 


BOX 266 AUBURN, ME. 


TUCUEUTUEUCUULETUEUEUURUUGUEUEUOGOEOOAUGEOUOUOOONUEUEOOEUOUUCUUCOUOOUOUOUUOEOUOEUEUOUOUUOEOEOCOUOOOOUOEOEOOITOUGUOOUOUOUONEOUOUOOCUOOEOCUUUGUOEOUCOEOOOOEGEOOEOUOEOUOUUUEOUOOOUEOUUOUOUOEOOEOUOOOEOOUOUOEOUOOUOEONOUNONINUNI 

















~ 
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(HE OPEN DOOR 
OF WELCOME 


Meet us at the N. S. R. A. 
Chicago Convention 
January 9-10-11-12 


Booth 270 


There you will find a cordial welcome and our ex- 
tensive display of Henne’s exclusive and original 
designs of novelty footwear, also a display from our 
regular in-stock department of 


PHYSICAL CULTURE SHOES 
STYLE PLUS COMFORT 


You are invited to make your headquarters at our 


booth. 


WM. HENNE & COMPANY, Inc. 


Known Since 1875 for Quality 
BROOKLYN 
NEW YORK 


AA KRAARAAAAAAAAAARAARAAARAAARARAAAAAAAANAAAA AAA 

















i 
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=—=ASK THE MAN WHO HAS SEEN THEM 


Come and See Us 
in 
Chicago 
January 9-10-11-12 


Do not overlook the strongest line of 
Lasts and Patterns in both Men’s and 
Women’s Welts. 


at 


Room 533 Palmer House 
Room 900 Majestic Hotel 


We will be glad to show them to you, 
together with any courtesy in our 
power, at either place. 


th 
x 
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ASK THE MAN WHO HAS SEEN THEM 


The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. . 


ASK THE MAN WHO HAS SEEN THEM 
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The Practical Quality of Cedar Cliff 


Cedar Cliff is superior not only on 
account of the quality of raw materials 
used, but in the way it is manufac- 
tured. Great care is taken in the 
preparation of all materials used so as 
to insure their wearing qual- 

ities. 


You can buy Satins with 
greater confidence if you 
know they are made by 
Cedar Cliff. 
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The Permanent Vogue of Cedar Cliff 


Just so long as silks are used for 
dresses, Satin will be used for shoes. 
And just so long as manufacturers use 
Cedar Cliff Satins, shoes of this mate- 
rial will stand in the highest favor: 


The Vogue of Cedar Cliff is perma- 
nent. It is a vogue which 
has developed on the sound 
basis of practical quality. 


The Cedar Cliff 
Silk Company 
251 Fourth Ave. 

New York N. Y. 


x\ \BETTER/S 
\ Be 
or 
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1922 
Promises to Be a Big Sandal Year 


WE HAVE THEM—ENGLISH SANDALS—FROM A TO Z 

















Infants’, Childs’, Misses’, Girls’, Men’s Welts and Turns 
Don’t Miss the Evans Standard Line When in Chicago 


AT THE CONVENTION ALSO PALMER HOUSE 


Booth No. 72 Aa) Room No. 535 
Ces FRANK D. BROWN 


HARRY H. RIPLEY 
THE L. B. EVANS’ SON CO., Wakefield, Mass. 











SPECIALTY SHOES READY TO SHIP | 


BALLETS—BOUDOIRS—GYM OXFORDS—KID OXFORDS 
MADE RIGHT—LOOK RIGHT—SELL RIGHT 


ORDER TODAY 
KID BALLETS 


LIKE CUT 
Childs’ 8%-I1....... 
Misses’ 11% -2 
Girls’ 2%-7 


Dark Brown ........ x 


GYM OXFORD 


LIKE CUT 
a ueeee. Misses’ 


1.35 


| KID BLU. OX 
LIKE CUT 

| Comfort Blu. Oxford, 

| 7-8 Rubber Heel. . .$1.85 


Terms: 2 off 10 days; Net 30 days 


i] 
U 


BAY STATE SLIPPER CO., HAVERHILL, MASS. | 
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“The House Without a Competitor 
SOFT SOLES 













No. 100 
White or Patent Mary Jane, soft sole, py 


SELF STARTERS 









No. 105S 
n, Black or Pearl, Grey Elk Barefoot Sandal, 






No. 36 
Black or Brown Patent Thre 









The Perfect 


Combination 












Soft Soles Self Starters — 
and ' 


Infants’ Turns 


A Complete line of repeaters 
for your Infants’ Depart- 
ment. 





All on display at 


——> Booth 188 


N.S. R. A. Exposition 
Chicago, Jan. 9-12 





OUR STOCK DEPARTMENT 












is for your convenience. 80 styles 


ready for prompt delivery. 


Catalog upon request. 





“Satisfaction or no transaction” 





SEE YOU AT CHICAGO 























































Fairy No. 1038 
Tan Ca 


No. 1125 
avana Brown 
Kid Polish Pons 
Cut Turn 
se © 0 ana D 
and 
$2.15 
Fa: 1225— 


8 to 11 
C and D 
$2.20 


= — S117 

2 Polish, 

Fairy 4117—8% to 
11, O and D.$2.65 
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We could fill 


this page 


with glowing words regard- 
ing the “Fairy” line for 
children for we know that 
every number is a well- 
made, stylish and satisfac- 
tory one. ! 


However, it is our principal 
intention at this time to re- 
mind shoe merchants every- 
where that we will exhibit 
the complete “Fairy” line 
at the Chicago Convention, 
January 11-14 inclusive. 


BOOTH 210 


The four numbers here pictured 
are leaders from our big In-stock 
Department. You'll find them 
mighty good business-bringers. 


Give the entire “Fairy” line a close 
inspection at Chicago—at Booth 210. 


And meanwhile send for our Stock book. 


GRIEB 
SHOE MANUFACTURING 
COMPANY 


309 Arch Street Philadelphia 
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An Epochal Innovation of 
Footwear Styles for 1922 


—At the Chicago Convention— 


Never in the history of feltwear has anything so daring been 
attempted as the developnient of CosyToes novelty styles for 
1922. For months our Designers have concentrated their cre- 
ative efforts on the modelling of styles that reflect a distinct 
departure from the styles heretofore offered. 


New colors, new combinations, new style lines, are now ready 
for inspection and your first opportunity to glimpse the crea- 
tions will be at the Chicago Convention. Our complete line of 
both staples and novelties will be shown. 


STANDARD FELT COMPANY 


Felts of Distinction 


NEW YORK CHICAGO SAN FRANCISCO 
115 E. 23rd St. 404 So. Wells St. 417 Market St. 


CosyToes Feltwear 




















£2 Secured// 
VICI)3}) True and permanent|"! 
KID fe WEbave diiapetnalt haw te qeoduce 


VICI KID in unvarying colors. 


S; 
ley 
Lo ] 
re 
a 
— 
oe 
S 


This announcement, the importance of 

which will not fail to impress all shoe 

ten Wein men, is made only after a great number 

and Shoes made of very severe and practical tests, in 
of it will ° ° 

poy the course of which thousands of pairs 

Booth 218 of shoes have been manufactured of 

N. S, B. A. Convention our leather, and worn under every sort 

of conditions to which the public sub- 


ject their footwear. 


Many representative shoe manufac- 
Note to Manufacturers: turing concerns have been using, for 


In order to secure the most satisfactory instance, our TOBACCO BROWN, 


results from colored VICI KID it is 
for several years, and one of the very 


necessary that shoes be finished in a 


simple but special manner. We are largest of these has tested it very care- 
prepared to send one of our experts 7 
fully. They advise us that they have no 


without charge to any factory using col- 


ored VICI KID,—that he may instruct . . ° 
complaints regarding the service or 


your operatives in this method. 


i 


| 








| 


mF 








At Last! 


itjuniformity in colored VICI KID 


color permanence of our leather. More- 
over, they have told us of colored VICI 
KID shoes which have been given hard 
wear for two years, during which the 
color has not faded. 


Coloring a skin clear through does not 
alone give perfect color uniformity, 
since no two goatskins are by nature 
alike in texture and grain. 


VICI KID is not only colored clear 
through from back to front, but also so 
finished as to preserve the grain and 
hold down the color. 


By using colored VICI KID, manufac- 
turers can eliminate “match marking” 
which consumes so much time in the 
cutting room, since colored VICI can 


! 
| 


—— 
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be cut with as little trouble as black 
VICI. 


It is unnecessary to further recite the 
many advantages which colored VICI 
KID affords the whole shoe trade. 


Every shoe man—manufacturer, 
wholesaler or retailer, should have 
samples made from colored VICI KID” 
and convince himself of the better all- 
around results it gives. 


Colored Vici Kid is made in all the pop- 
ular shades. 


* It should be strictly borne in mind that the only VICI KID is made 
solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 


PHILADELPHIA — PENN. 


| 


| 
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ny 
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“Shere never has been any other 
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“NATURE'S ~ COMFORT” 


HIGH QUALITY BLACK GLAZED KID 
TURN COMFORT SHOES.- IN-STOCK 


Finest Workmanship—Extra Heavy Turn Soles 








1 Gecok Shoes That You In Stock 


6% in. Common Sense Can Depend On 6% tach ceamlens pol- 
whole quarter Bal 92.00 EE ot sh, 2%- 
o—D and E... 

Rubber tied 














No. 51—$2.90 See and 
kast 30 “RAN” NATHAN W. L. RAMLOSE 
at the La Salle Hotel Chicago Convention 














No. 84 
8 weeks delivery 
8 inch imitation tip ° 
whole quarter lish 3 weeks delivery 
2%-0—A to B..$4.15 One Strap Sandal, D and came as above 2 
cheaper de. 
Rubber Heel Peubher Hi i 














No. 202 
3 Weeks Delivery 
Rubber Heel : 
Terms 5%—10 - - 2%—30 
NATHAN-MORPHY & CO., Inc. 


MANUFACTURERS 6—$ 
LEWISTON MAINE wt owe 














NORTH—SOUTH—EAST—WEST 


Buy the line that sells the. best. 


The ALL WHITE BOOTH 403 in the 
ARMORY 


And a bunch of white salesmen to meet 
you 

And write that WHITE CANVAS 
ORDER 


That you did not give at home 
ALSO 





Two sample rooms at 


the PALMER HOUSE 


We want to see you all at the 11th Annual Convention in Chicago, 
January 9-10-11-12 


564 Atlantic Ave. 


Chipman, Harwood & Company omg «So 











AE TTA 
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Let’s Start the Year Right! 








































































































,* 
S phew | 
Black Norwegian 


NOW IN STOCK Phila Bal 


Heavy Single Sole; A,B, 7-11; C-D, 
6-11 





NOW IN STOCK 



















































ar payee anaes oP ae cape ae is 
most ar n plain — but wi e 
we ang ever shipped Same Style in Tony Red Calf, stamped Packard if you 
from stock. | Orange Fitting carry the line. 





Both Made with Spring Step 
Rubber Heels—as shown 


Over Twenty-Five Other Styles 


IN STOCK 
Ready for Immediate Shipment | 


Continued re-orders 
from dealers are the 
best indication. 







































With 


SPRING-STEP 
Attached 





M. A. PACKARD COMPANY 





Massachusetts 
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The Tanguay 


Patent Leather One Strap, 
Either High or Junior Louis 
Heel. Also Made in Any 
Leather Wanted and on Any, 
Last 


ania Lidia 
Turn Oxfords 


MADE TO ORDER 





A full line of samples will be 
shown at Hotel La Salle, Madi- 
son Street, Chicago, Ill. Parlor 
suites 708-709, January 9-10-11- 
12, 1922. 


Mr. Bert Bowdoin in charge of 
wholesale trade, Mr. Isaac May 
and George C. May attention of 
retail trade, showing the very 
newest up-to-the-minute models, 
lasts and patterns. 
























TESSIER 


AND 
BOWDOIN 
HAVERHILL, MASS. 

















The Therese 


Fancy Gore, Patent Leather 
Four Strap Cut-out on Any 
Last, with High or Junior 
Louis Heel. 
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| WE EXTEND TO ALL OUR 
| FRIENDS AND CUSTOMERS 
_ THE SEASON’S GREETINGS | 





No. 905 


| 
| 
in| WOMEN'S fine all Wool Felt Slippers. 
Ribbon Trimmed to match, eavy 
dded Chrome Sole and padded Spring 
eel. Packed thirty-six pair, solid 
colors to the case in the following colors: 
All run of sizes. 








iB Old Rose Orchid 
Wine Brown Light Blue 
Oxford Purple Lavender 


| As Good as the Best, and Better Priced | 
| Carefully Fashioned and of Superior Workmanship 


— WRITE FOR SAMPLES — 


| GREATER NEW YORK | 
i MFG. CO. ' 


MANUFACTURERS OF 
FELT AND BATH SLIPPERS 
NEW YORK CITY 



























SCOTCH GRAINS 
IN STOCK 


This shoe isasel- , 
ler. Double roll 
edge with exten- 
sion heel. Some- 
thing new. Tip, 
soft box hair 
cloth. Send for 
samples. 


ALSO FULL 
LINE OF 
YOUNG 
MEN’S 
SHOES 


Send for 
samples 














































86.50 


Stock No. 921 
Black 





Stock 7 920 
Ta 







D whthe 
Ready to ship 


aN 





FREDERICK S. PECK 
WORCESTER, MASS. 
Maker of Superior Shoes for Men 


Boston Salesroom, 207 Essex Street WORCESTER 
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No. 912 
BARRY’S STANDISH 


Cresse & Cook Co. Tony 

Brown Calf Whole Quar- 

ter Bal. Single Sole. 

Wingfoot Rubber Heel. 

A 7 to 11, B 6 to 10. 
C and D 5 to 10. 


Price, $6.00 


See us at the Chicago Convention, Booth 109. 


STOCK DEPARTMENTS 


At the Factory, Brockton, Mass. 
200 Fifth Ave., Room 608. 
New York City. 
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AS USED BY QUALITY SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 





G & HSPECIALTY LEATHERS 


Shrewsbury Grafs Coll, Nat. Color 
Black 


me € 868 & 


Shrewsbury Skandinavian Grain Calf 

Geode & Mickey Retan Scotch, Tan..... | 
wa oe o. Sind ..s 
L_____ BEWARE OF IMITATIONS— 


The, merchant who buys shoes on a quality basis, 

and mérchandises them on a quality basis, is 

‘always im a comfortable position as regards sales 

and profits. There has been, is, and always will 

Made by “See _« be enough people who can be sold on this basis 

BOYDEN SHOE MFG. CO. ne _ to’ make élioe retailing the profitable business it 
Newark, N. J. Ketee0y should be. Shoes of. “Shrewsbury” leather 

Their No. 75 Tan Scotch Grain, Green and possess distinctive selling value because they are 


Hickey No. 116 Oxford. Fulton Last. . i 
Goodyear Welt. in the quality class. 











Are you taking advantage of the “G&H Tag Plan” of 
identifying Shrewsbury Grain Calf Shoes? This plan 
is dodindl i Ween @ vases helpful idea in shoe mer- 
chandising for the manufacturer and dealer. Write 
us for details. 











INCORPORATED 1900 


PAPA A 


GREEN NN GHIC (EY LEATHER CO 
Staple Leathers Which Qre Unequalled 


15 COLUMBIA STREET, BOSTON 
TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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a ALGIER SHOE } 


L NONE BETTER 











- 


Algier Shoe Mfg. Co. 


138-142 Sroadway 
Brooklyn 


MAKERS OF 
High Grade, 
Snappy Style, 
Well Fitting, 


GOOD WEARING SHOES 


IN 
TURN AND WELT 














We extend a cordial invitation to visit our display and 
inspect the line of the most wonderful selection of 
footwear to 


RETAIL AT 
$8.00, $10.00 and $12.00 


EXHIBITED AT 


BOOTH NO. 268 
N. S. R. A. CONVENTION, COLISEUM, CHICAGO 
January 9th, 10th, 11th, 12th 


Also Sample Room ; 
HOTEL SHERMAN, CHICAGO 


Rooms 1605-1606 











ALGIER SHOE 
NONEBETTER 
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You'll Like 
GALLUN’S NEW COLOR 


RAMBLER 
RED 


No. 12 


TBUBURCROB TBAB IRIN | | 


aA 


Vie) 


Na tevelapererererervarerareretaietere 





It’s a pure, deep red—trich in its dark lustre—pleas- 


ing to the eye. 


Leading shoe manufacturers are using RAMBLER 





RED liberally in their new season’s samples. 


: 
| 
i 
: 





RAMBLER RED is made smooth finished in both 
AZTEC and VIKING calf and takes a brilliant, last- 


ing polish. 


> 





peg. 





vi 
TORUIK 


Specify this color in your orders. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Ine. 


H. A. ELY, MANAGER, 11 EAST ST., BOSTON, MASS. 


IATAEIARIANIAAARAT ARONANARONA AAA IOTIANARAT ARORA AANARAN IN ii ARAN. NARA AMAeH i in WE Miz 
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TRADE MARK 


STACY-ADAMS COMPANY 


ORIGINATOR OF COMBINATION LASTS 
MAKERS OF MEN’S SHOES ONLY 


“FOOT-FLEX” 


(Trade Mark Copyrighted) 


All that the name implies—lIt is the last word for 


comfort in footwear for men. 











*Foot-Flex”’ construction means footwear that requires no breaking in. 


The foot shapes the shoe, not the shoe the foot. 


**Foot-Flex”’ is a patented process by which the shoe is made without any steel 
shank but is equally comfortable with regular steel shank, or with the rigid 
arch support for the man who needs it. ‘Foot-Flex"’ can be built into any 


style last. 


FACTORY AT 


BROCKTON, MASS. 


BOSTON OFFICE: LITTLE BLDG., TREMONT AND BOYLSTON STS., ROOM 706 


















































APA ST 


Se 
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Your progressive advertising 

is compelling manufacturers 

who wish to tell the truth 
to use your leather 


Quotation from a letter just received from the 
head of one of the most progressive and pros- 
perous firms making fine shoes for men.. 








This Is the Most Significant Testimonial 
We Have Ever Received for 


ONY RED CALF 


Reg. U. S. Pat, Off. 


WE most sincerely appreciate the 

loyal adherence of our cus- 
tomers—both manufacturers and re- 
tailers—to TONY RED CALF, and 
their general refusal to sell their 
trade anything but genuine TONY 
RED CALF in their shoes. 


You are all deserving of every: bit“of 
support we can give you, and it is our 
unqualified purpose to defend to the 
limit of our ability all users of genu- 
ine TONY RED CALF from mis- 


representations of competitors who 
offer substitutes under our copy- 
righted name. 


We are naturally and justly serving 
our present manufacturer customers 
first, and it is only right that we 


_ should refer to them all retailers who 


wish to be sure that they are getting 
true TONY RED CALF shoes. To 
retail merchants who wish to be so 
assured, we shall be pleased to give a 
list of manufacturers using genuine 
TONY RED CALF. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


39 SPRUCE STREET 
NEW YORK 


= 


PPPPPPPPPPPPTTTTTTTTITTITITITITITITITITITITITITITITITIT TTT 
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Visit Booth No. 177 


N. S$. R. A. Convention and Exposition 


The Complete 
Ford. Line 
Will Be on 

_* Display ‘There 


No. R 488 —Medtum Brown... anid ‘We Invite | 
Russia Calf Oxford, 229 Last, No. B 467 Black Satin -_ 
aor 9/8 Square Mie : : Your = —« pe Bn. aia "Covered a 


Inspection 


For Your 
Immediate 
Requirements 

uy 


IN STOCK No, B 482—Dark Brown Rus- 


No. B 459 — Havana Brown é — : 
Kid Oxford, 222 Last, Welt, Department aed Wao ae on at, 
$4.7 


14/8 Cuban Heel 
Stands Ready to 
Serve You 





SIZES AND WIDTHS 


No. B pe a poe Glazed Kid 
No. B 473—Black Glazed Kid Oxf 232 Last, Goodyear 
Strap Pump, 222 Last, wan ~ Welt! 13/8 Walking Heel. 
14/8 Cuban Heel 











Terms: Net 30 Days 
Write for Stock Catalog 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


STvonvevneseneeennnnungsuscococuusceceveeeeeceevaececeuenevevscoscccccceceaseceevesesvevssuascascucceeeeveeeeeeeesssssssssssooceeeceeseeeesvssessdscasddvscoesesente 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


Bert E. Drake Shue Cw. 
235 


Park Avenue 
BRUUKLIN 
DEGEN LIPP, Inc. 
133 Floyd Street 
BROOKLIN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BRUUKLIN 
Julius Grossman, Inc. 
872 DeKalb Avenue 
BRUUKLIN 
Wm, Henne & Co., Inc. 
¥57 Kent Avenue 
BROOKLYN 
R. H. Hoskins Co. 


145 Roebling Street 
BROOKLYN 
F, Ss. 3 Shoe Co. 
Place 
‘Sneemaane 
American Shoe Co. 
166 Livingston Street 
BROOKLIN 
J. J. Lattemann Shoe 


Mactrich | Eyre & Co. 
Greene Be 


BROOKL: 
I. Miller & Sons, Inc. 
1 a _— 
IN 
Morse rs “part Co. 
1 Carlton Avenue 
BROOKLYN 
Pincus & Tobias 
17 Lexington Avenue 
BROOKLYN 
Parisian Shwe Co. 
226 Varet Street 
BROOKLYN 


Perfect Shoe Co. 
2041 Atlantic Avenue 


BROOKLYN 
Dr. A, Posner Shoes, Inc. 
141 Roebling Street 
BROOKLYN 
Rogers & Davis 
1615 Bast N. ¥. Avenue 


BROOKLYN 
Strassburgcr-Stiles 
Myrtle Avenue 


BROOKLYN 
Chas, W. Strohbeck, Iac. 
809 Johnson Street 


BROOKLIN 
Vogei-Miller 
éth ee S. ag Street 


s. Waterbury & Son 
232 oe a 


s. Well & E Co. 
870 Dekalb i Avenue 
BROOKLIN 
Algier Shoe Co. 
138 Broadway, Cor. Bedford Ave. 
BROOKLYN 
Julias Altschul 
220 Varet Street 
BROOKLYN 
Kozak & McLoughlin 
14th Street & Governor Place 
LONG ISLAND CITY 
Georap Baker Shoe Co. 
Classon Avenue 
BROOKLYN 
Baker-Chandler Cone Inc. 
641-49 2 + venue 


Cohen * Prank Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. Cousine 
369 DeKalb Avenue 


BROOKLYN 
John Cramer & Son 
199 Steuben Street 


BROOKLYN 
H. Chandler Shoe Co. 
166 Livingston Street 


BROOKLYN 
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ROOKLYN Shoes are usually the top line in 

the retail stores which handle them. This 
fact alone holds more significance than any adver- 
tisement we could write. 








To sell Brooklyn Shoes is an asset for any retail 
store. It indicates the pre-eminence of the store 
and the high character of its trade. 






This has not come about through luck. It is 
the natural result of Brooklyn’s skill in manu- 
facturing, supplemented by retail merchants’ in- 
telligence in selling. We and they are a unit in 
the recognition of the value of shoe quality. 


The Brooklyn Group Display at the N.S. R. A. 
Convention, Chicago, will give an object lesson in 
Brooklyn quality and Brooklyn style. 
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How Ramseys Are Made 


1st, Stitching upper to insole. 2nd, 
Cementing outsole to insole. 3rd, 
Stitching upper, insole and outsole 
together. 4th, Stitching welt, upper, 
insole, outsole together. This 
means three rows of stitching 
going through upper and insole, 
two rows going through outsole 
and one row going through welt. 
This combination of operations 
completes the stitchdown and 
_— Ramseys so They Cannot 
ip. 


No staples are used. 


NOTE—This row does not go 
through welt. No strain on this. 











Ramseys Are Triple 
Stitched 

Ramseys are all triple stitched. 
And when we advertise double- 
stitched we mean double-stitched 
outsoles. In addition to the double 
stitching of the outsoles there is 
an extra row of stitching holding 
the upper to the insole so that 
when the outsole is worn out, it 
can be easily cut off without the 
shoe falling apart. 


No staples are used. 








Ramseys Much Better 
Than Welts 
As they are much more flexible, 
much smoother on inside, making 


them much more comfortable on 
the feet. 








SPORT OXFORD 


BAL OXFORD 


RAMSEYS 


SANDALS 


5 8% 1% 244 oY 


to&8 toll to2 to6 toll 


O0—Cherry Chrome, Oak Leather +g .$.80 $.90 $1.05 $1.55 
1—Black Chrome, Oak Leather Soles... .80 .90 1.05 d 
. 40—Cherry Chrome, Neolin Sole...... -75 .85 1.00 1.55 
. 41—Black Chrome, Neolin Sole....... -75 .85 1.00 1.55 


BEST BEND SOLES 


. 0O—Cherry Chrome, Oak Sole......... -90 1.05 
. 01—Gun Metal Oak Sole...... 
. 50—Cherry Chrome, Elk Sole.......... -90 1.05 
. 51—Gun Metal Chrome, Elk Sole....... -90 1.05 
. 12—Cherry Elk, Oak Sole..... 
. 53—Smoked Elk, Elk Sole..... 00 
. 57—Tan Elk, Elk Sole........ 1.00 
. 14—Cherry Full Grain Crystal, Oak Sole. 1.00 
. 02—Patent Leather, Elk Sole 1.00 


a siete 0,0. nes -90 1.05 


sovecees 1.00 1.15 
coeccces 1, 


ah wah wor weak ed pal ped 
© 00 Go Oo OO sa Sy Sg 
AQaan aa ana 
NNNNNNNNN 
eet et et oS 
AARAARRAR 


LADIES’ SPORT OXFORDS 


Outside Rubber Heel 


No. 700—Cherry Chrome, Oak Sole 


No. 701—Gun Metal Chrome, Oak Sole 


No. 740—Cherry Chrome, Neolin Sole 


No.741—Gun Metal Chrome, Neolin Sole 
No. 714—Cherry Full Grain Crystal, Oak Sole 


BAL OXFORDS 


No. 314—Cherry Full Grain Crystal, Oak Sole. 
No. 354—Cherry Full Grain Crystal, Elk Sole 


RAMSEY’S PATENTED PLAY SHOES» 


THEY CANNOT RIP 


“IT’S IN THE MAKING” 


DOUBLE GOODYEAR “Win WELT 


967 ATLANTIC AVE.  E. J. RAMSEY oo. 


BROOKLYN, N N. Y. 
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Repairing and Resoling 


Ramseys can~be resoled by any 
cobbler or shoemaker anywhere. 
To resole, cut off the worn outsole 
and sew on another. The upper 
is sewed to the insole by a separate 
row of stitching and the insole will 
not loosen up or fall off when the 
worn outsole is cut off. 


No staples are used. 








The loosening up or ripping of 
the outsole on the ordinary stitch- 
down is due to the pressure of 
the foot across the ball (from the 
inside of the shoe) against the 
welt, forcing the welt outward 
and breaking the stitching that 
runs through the welt. This stitch- 
ing going through the welt is the 
only stitching holding the outsole 
on and when it breaks, the out- 
sole is bound to loosen up. 

In Ramseys there is an additional 
row of stitching holding the out- 
sole on that has nothing to do with 
o. welt so THEY CANNOT 








How to Tell Infringe- 
ment of the Ramsey 
Patented Process 


Any stitchdown shoes, sandals or 
oxfords showing two rows of 
stitching on the outsole (whether 
such stitching goes all the way 
around the sole or only part way 
around) and not stamped “Pat- 
ented March 16th, 1920.” are an 
infringement on Ramsey’s Patent. 





1922 


PLUG OXFORD gy, 11, 


20—Cherry Chrome, Oak Leather Soles. ..... $.80 $.90 $1.05 

21—Black Chrome, Shoulder Soles.......... -80 90 1.05 
. 240—Cherry Chrome, Neolin Soles.......... .80 90 1.05 
. 241—Black Chrome, Neolin Soles............ .80 90 1.05 
. 200—Cherry Chrome, Oak Sole............. 95 1.10 1.25 
. 201—Gun Metal, Oak Sole........ 
. 250—Cherry Chrome, Elk Sole............. 95 1.10 1.25 
. 251—Gun Metal Chrome, Elk Sole.....:..... 95 1.10 1.25 
. 210—Tan Full Grain Lotus....... 
. 214—Cherry Full Grain Crystal............. 1.05 1.20 1.40 


oo me ep aie 95 1.10 1.25 


Cepeauneee 1.05 1.20 1.40 


NbN 


5to8 toll to2 


= 
° 


DoD wDMDHADR. 
Ranaanossoom™ 


$ 


1 
1, 
1 
1 
1 
1 
1 
1 
1 
1 


MEN’S VENTILATED OXFORD 


Outside Rubber Heel 2" 
. 915—Cherry Full Grain Crystal Oak Sole 


PLUG OXFORD 


VENTILATED OXFORD 





SALLY SANDALS 


Outside Rubber Heel 


. 160—Cherry Chrome, Oak Sole 
. 162—Patent Leather, Oak Sole, Kid Lined 
. 174—Cherry Full Grain Crystal, Oak Sole 


“Content with what we have, we seek nothing 
that is another’s.,—PRESIDENT HARDING. 


The Awakening Conscience of 20th Century Civilization condemns and holds 
up to public scorn all those who take or attempt to take that which is 


another's. 
BEWARE OF INFRINGERS 


RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RI 
DOUBLE GOODYEAR are WELT 


967 ATLANTIC AVE.  E, O. _ BROOKLYN, N. Y. 


SALLY SANDAL 
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LUXURY and NECESSITY 


IN A FEW SHORT MONTHS, when the SUMMER SUN 
shall POUR RELENTLESSLY DOWN upon 
SWELTERING HUMANITY, WHITE SHOES will 
become not only a LUXURY, but a NECESS- 


ITY. 


YOU CAN HAVE OUR BEST in EVE CLOTH, GOOD- 
YEAR WELT, with IVORY WELT, SOLE and 
HEEL, for $3.50 PER PAIR, or with IVORY 
WELT and HEEL, but with LEATHER SOLE, 





Chicago Conven- 


for $3.25. 
tion Week, Robert 
J. Leiser and 


NEVER HAS OUR LINE been so WELL ROUNDED, Ralph W. Long will 


SO COMPLETE IN ITS BALANCE of WHITE display at the 
Palmer House, 


SPORT SHOES, as THIS SEASON. Rosenthal at our 

Chicago Office, 
No. 1726 Republic 
THIS IS OUR ADDRESS. Building. 


MANCHESTER, N. H. 














New York Sample Room: 
127 Duane St. 


Chicago Sample Room: Boston Sample Room: 


1726 Republic Bldg. 10 High St. 
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Meet the National Officers 


William H. Larkin, Newly Elected President 
of Boston Shoe Travelers, in 
the Ring 


ILLIAM H. LARKIN was 

W elected to the presidency 

of the Boston Shoe Trav- 
elers’ Association at the last meet- 
ing of the season, Dec. 17, held in the 
Boston Shoe Trades’ Club quarters, 
and thus he becomes a member of the 
National’s Board of Directors. “Bill,” 
as everyone calls him, is a regular 
fellow and solid in his position for 
good administration and parliament- 
ary rulings. That he is to be a big 
success is very apparent from the 
work he has outlined, one feature of 
which is a bigger membership, and 
continuous association activity, along 
with a continuous series of good sales. 

Some “Side Lines” 

As side lines, he drives a car of 
recognized high standard type, and 
his only prominent “fault” seems to 
be that he is a pill follower, every 
morning being seen on the links, push- 
ing the little white ball over the green 
swards of Allston, Mass., where he 
lives, and, besides being “some” putter 
in golf, he is also a good “pinch hit- 
ter” in taking orders for shoes. 

When the committees are to be ap- 
pointed it is looked for that he will 
have the cream of the talent on each 
committee, and that a solid front will 
push over some unheard-of stunts. 
His past work on the various commit- 
tees portrays what he can do in the 
way of big things. As president of 
the Boston association “Bill” is sure 
to make the hit of years. 

Mr. Larkin is a salesman for the 
Stacy-Adams Co. of Brockton, cover- 
ing the territory from Chicago to the 
Coast. 


All Aboard for Philadelphia 
Was said at the meeting of the Bos- 


ton Shoe Travelers on the afternoon 
of Dec. 17 to Tom Delany, Dave To- 
bin, Charlie Maxwell, Billie Noll and 
Frank Fanning, who were elected as 
delegates to the convention of the 





A New Year’s Greeting 


To. All Shoe Traveling 
Salesmen 


That the New Year will be 
full of joy, happiness and 
health is my wish. 

That the trials of the past 
year are dead and buried. 

That prosperity will come, 
and come early. 

That all shoemen will know 
each other better. 

That all shoemen will be with- 
in- our fold this year to share 
in what we have and what we 
are to have, and 

That the other fellow will 
carry some of our burdens—if 
he is to share in the benefits, 

Is the New Year’s Greeting 
of 

George J. Nichols, 
President N. S. T. A. 











N. S. T. A. at Philadelphia, Jan. 16, 
17, 18. It is hoped that the boys will 
get the delegations from the other 
Boston associations to go in a body, 
chartering a special Pullman car and 
leaving here the day prior to the open- 
ing day. That Boston will be well 
and ably represented is needless to 
state when one looks over the talent 
shown. Boston always has upheld her 
standard in previous years and surely 


will this time, for in this bunch is 
eloquence, diplomacy and tact. 


Lovell with Barry 


E. H. Lovell has rejoined the sales- 
force. of the T. D. Barry Co. and will 
cover the large city trade. He has a 


strong campaign mapped out with the 
newest Barry Above All styles, and 
is going out to make new records on 
top of his already high-grade achieve- 
ments. “Ed” is one of the best sales- 
men who goes out of New England. 


Auer Will Attend Chicago 


Charles Auer, Eastern representa- 
tive of the P. Sullivan Co., with head- 
quarters at the Marbridge Building, 
New York City, has left for Cincin- 
nati, mixing business with pleasure 
on a visit to his firm and also to spend 
the holidays with his folks. He also 
intends leaving for Chicago in time 
to attend the N. S. R. A. Convention. 


Becker Reports Successful 
Trip 
Frederick Becker, president of the 
Buffalo Retail Shoe Dealers’ Associa- 
tion, and traveling representative for 
the John Ebberts Shoe Co., has just 
returned from a trip to the coast. He 
reports a most successful trip, and 
returned looking fine. 


Buffalo Boys Meet January 7 


Nominations for officers for the 
next year were made at the Decem- 
ber: meeting of the Buffalo Associa- 
tion of Traveling Shoe Salesmen, 
which was held a few days ago at 
the Hotel Iroquois. These nomina- 
tions will be voted on at the next 
meeting, which will be held Jan. 7. 

Nominations are as follows: For 
president, Fred Zorn, I. J. Marcelle; 
for vice-president, C. L. Hahn, Guy 
Baker; second vice-president, Charles 
W. Wood, Tom Flynn; . third vice- 
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Eetont A a Mouse Top, 


a Batton, Pe 
Last . wad Misses’ and Children’s Tan Side, 
7521—3 to to ¢..,.uaat aia er, 2 $2.00 Tip Lace, Snap Last 
7622—1 to 5 No Heel 1.75 
Tan, Kid, Tip, Turn, Button, 
Peggy Last 
TE4B—B to Bo... ewe ec cecnecenes 09.08 
7542—1 to 5 No Heel 


HESE shoes—and a complete line of Infants’, 
Children’s and Women’s footwear—await your 
order. They’re in stock and all of the 3 W’s Lenox 
line famous for years for style and quality. Build up 
your Children’s Department with these excellent shoes. 


es 


We shall feature a sterling exhibit of 3 W’s Lenox 
footwear at the Chicago Convention, January 9-10- 
11-12. Booth 120. 


We advise visiting merchants to carefully inspect the 
Exhibit. 


NOMA 


Weimer, Wright & Watkin Company 


Manufacturers 


35 S. Second St. Philadelphia, Pa. 
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president, Edward Diffine, C. Milton 
Maier; fourth vice-president, J. H. 
Desmond; secretary, R. J. McDonald, 
Harry Spelder; treasurer, Charles 
Reis, George MacGuire. 

The association is planning a ban- 
quet, to be held this winter. A defi- 
nite date has not yet been set. 


Southern Boys Honor S. 
Preston Moses 


The thirty-first annual election of 
the Southern Shoe Salesmen’s Asso- 
ciation was held in Boston on Wednes- 
day, Dec. 21. A remarkable feature 
of the get-together was that S. Pres- 
ton Moses, the first president of the 
association, thirty-one years ago, was 
elected to carry the Southern’s ban- 
ner for 1922. Next in erder to him 


Fred W. Stanton, who is re-elected 
— ear as Secretary of South- 
Shoe Salesmen’s Association 


on the 1922 list of officers is that vet- 
eran Harry H. Ripley, a former presi- 
dent of the association, as vice-presi- 
dent, and next on the list to be elected 
was the faithful secretary, Fred W. 
Stanton, who has been in continuous 
service since the beginning of the 
Southern Association’s activities. The 
executive committee, which will also 
be the committee on arrangements, 
for the coming annual banquet, is F. 
M. Collins, A. E. Rankin and E. M. 
Cox. E. M. Cox was selected to at- 
tend the National Convention at Phil- 
adelphia. 


Martins Cover New York 


A. C. Martin, who recently took 
over the eastern division of New York 
State for the Weyenberg Shoe Manu- 
facturing Co., has recently returned 
from his initial tour of this terri- 
tory. He reports a very good busi- 
ness. His father, Charles W. Martin, 
is in charge of the entire State of 
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New York. Both have their head- 
quarters in Buffalo. 


Home for Christmas 


Norwood Blair and S. V. Nilson, 
who have had a successful season in 
Southern Indiana for the Rice & 
Hutchins Cincinnati Company, cleaned 
up their trips in time to be in their 
homes in Alabama for Christmas. 


Sold Shoes and Truck, Too 


Speaking of the fly-by-night enter- 
prises in the shoe trade, during war 
times, a traveling man tells of a 
Western speculator who started a 
moving shoe store by fitting up a 
truck with a stock of 500 pairs of 








Harry W. Modlin, who represents the 
Florsheim Shoe Co. 








shoes, and sending it out to sell 
shoes from door to door. The driver 
not only sold the shoes, but he sold 
the truck, too, and neither he nor the 
money was ever seen after. 


Indiana Elects Officers 


Excerpts from the Christmas Number 
of the “Live-Wire” Bulletin 


The Indiana Shoe Travelers issue 
a “Live-Wire” Bulletin, the “Christ- 
mas Number” of which, edited by 
Charles E. Wilson, is particularly in- 
teresting. This, by the way, is the 
nineteenth edition of the “Live-Wire” 
and contains a report of the monthly 
meeting of the association at Indianap- 
olis, Dec. 10, which was called to or- 
der by President Homer Beals. Min- 
utes were read by the secretary, C. I. 
Slipher. 


Next in order*“was the election of * 


officers. There was wonderful in- 
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terest taken in the election. Betting 
was running high at the outset, but 
before the votes were counted there 
was considerable hedging, and it is my 
understanding that all the boys broke 
about even. I am not so sure about 
our friend Joe Fadely. You know Joe 
is a plunger and it is possible that 
Joe lost 25 to 35 cents. 

Results of the election: 

President, Walter F. Crooke; vice- 
president, Wilbur J. Newberg; secre- 
tary, C. I. Slipher; Board of Directors 
for two years, Charles Foreman, F. 
E. Hart, Harry Springgate; Board of 
Directors for one year, Charles E. Wil- 
son, Joe Fadely. 

Motion was made that the president 
appoint an auditing committee to 
audit the books of the association. 
Wilbur Newberg and Editor Wilson 
were appointed. After the transac- 








E. M. Cox, elected member of 

the Executive Committee of 

Southern Shoe Travelers’ 
Association 








tion of other important business, the 
meeting was adjourned. A fine 
luncheon was served in the club room 
and all enjoyed the great feast that 
was set before them. Some of the 
boys thought because of it being elec- 
tion day they should have served 
drinks that would gage at least half 
of one per cent. Others suggested 
that it was pretty hard to get the 
average shoe salesman to drink any- 
thing stronger than coca-cola, so the 
argument was quickly settled and 
coca-cola was served. Anyway, all 
had a good, genial, sociable time. 

The editor of the Bulletin states 
that he was about to forget to men- 
tion that some of our boys past 73 
want it understood that milk is their 
principal beverage, and that they sin- 
cerely hope they will not be forgotten 
at the next luncheon. 

“All right, boys,” says Editor Wil- 
son. “I will see to it that you will be 
served with milk at our next session.” 
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Scherers 


Plower (city 


K I D 


LL the years in which we have been manufac- 
turing Scherer's ** Flower City Kid are typified 

in our trade mark—likewise our reputation for beauty 
of texture, color and quality in finest kid shoe 


leather. 


It all sums up in the one great factor—Security. 
Security to the manufacturer of shoes, security to 
the retailer who sells them, security to the customer 
who buys them. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET. N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


WINE No. 6 ~e ~ @ HAVANA BROWN No.10 
SEA GULL GREY No. 23 S at TY pm D> LIGHT BROWN No. 8 
MIDNIGHT BLUE No. 14 Wha AEE 4: BEAUTY BROWN No. 5 
BELGIAN BLUE No. 21 An Paes . y CHAMPAGNE No. 18 
MAPLE BROWN No. 12 Bwol=ee Pe ES; TERRA COTTA No. 3 
BOOZIE BLUE No. 38 ZN) OA, I] BRONZE No. 34 

\ i .. “t A Ly 


~ [or 36 years this trade-mark 
has assured SECURITY 
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New Members 


The following are the names of new 
members that have joined the associa- 
tion since last meeting: George W. 
Hewitt, with Lund-Mauldin Co., St. 
Louis; H. S. French, with Smith Wal- 
lace Shoe Co., Chicago; Mark Gullian, 
with Hood Rubber Products Co.; C. M. 
Bowman, with Lawrence Shoe Co.; 
Harry C. Porter, with Simmons Shoe 
Co., Toledo; B. W. Mills, with Rice & 
Hutchins, Chicago branch; Browen C. 
Spransyr, Chicago branch, Beacon 
Falls Rubber Shoe Co. 


Meek Makes Motion 


The following motion was made by 
J. B. Meek, seconded by Wilbur New- 
berg: That all current bills of the 
association be paid, and that all 
moneys remaining in the treasury for 
the fiscal year of 1921 be turned over 
to the Shoe Travelers Club Trust 
Fund to be used for no other purpose 


E. U. Burdett, member of 
Board of Directors of B. 8. 
T. A. for two years 


other than to be used for clubroom 
features. That the difference between 
the original Shoe Travelers Club 
Trust Fund of $388.31 and the amount 
in the treasury of the Indiana Shoe 
Travelers’ Association at the end of 
the year 1921 will be returned to the 
Shoe Travelers’ Club Trust Fund. 
The secretary will notify the entire 
membership asking permission to use 
this remaining amount for club- 
room purposes only, each member to 
return his vote to the secretary either 
“aye” or “no.” 
Congratulations to Beals 

The outgoing president, Homer 
Beals, received many congratulations 
for the manner in which he has con- 
ducted the affairs of the presidency. 
Everybody likes Homer, and all wish 
him all the joy, peace and happiness 
that is possible for mankind to have 
or receive. 
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Boston Elects Officers 


The annual meeting and election 
of the Boston Shoe Travelers took 
place at the Boston Shoe Trades Club 
on Saturday, Dec. 17. A_ buffet 
luncheon was served gratis by the 
association. Reports of the various 
committees were read; also one by 
the secretary and treasurer, which 
showed that the organization was en- 
joying the biggest financial strength 
in the history of the association. The 
emergency fund, which is used to 
make donations to the families of de- 
ceased members, amounts to almost 
$2,000. 

For the first time in twenty-one 
years William Noll was absent from 
the annual Christmas get-together, 
and the message that he was unavoid- 
ably detained was received by the 
boys with much regret.. A telegram 
was read from Waldo Oakman, ex- 


William Noll, elected Secretary of the 
Boston Shoe Travelers’ Association for 
twenty-second time 


president of the Boston and National 
Shoe Travelers’ Associations, suggest- 
ing that the Boston Shoe Travelers 
withdraw from membership in the Na- 
tional Council of Commercial Travel- 
ers. 
The election of officers resulted in 
the following: W. H. Larkin, presi- 
dent; E. L. Puffer, vice-president; 
William F. Noll, secretary-treasurer ; 
E. U. Burdett and W. Merrill, mem- 
bers of the Board of Executives for 
two years. Delegates to Chicago are 
as follows: T. A. Delany, Dave To- 
bin, Frank P. Fanning, William Noll 
and Charles F. Maxwell. 

Cigars were passed around and a 
jolly good time was enjoyed. Plans 
were made for future activities un- 
der the direction of Frank P. Fan- 
ning, chairman of the entertainment 
committee. The program will soon 
be ready for presentation. 
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Harris to Be at Chicago 


G. W. Harris, Chicago, salesman 
of a Weber Bros. Shoe Co., will dis- 
play the firm’s line of samples dur- 
ing the Chicago convention, at room 
500, Majestic Hotel. 


William Holland Dead 


William H. Holland, of the Indiana 
Shoe Travelers’ Association, died Dec. 
1. His death was due to pneumonia. 
Funeral services for Mr. Holland were 
held at his home, 537 East Thirty- 
second Street, at 8 o’clock Friday 
evening, Dec. 2. The body was sent 
to Bedford, Ind. Burial was at the 
Bedford Cemetery. Mr. Holland trav- 
eled for Lund & Mauldin Co., St. 
Louis. “We will all miss Will; he was 
a kind and genial man, a hard worker, 
a successful salesman, and wherever 
he went he left a good trail behind 
him. He was one of our most active 
members in the Indiana Shoe Trav- 
elers’ Association, and was always 
ready to do his part,” says Editor 
Wilson, in the Christmas Number of 
the Live Wire Bulletin. 


What Will Interest Indiana 


Says Editor Wilson in the “Indiana 
Shoe Travelers’ Live Wire Bulletin, 
latest issue: 

“The National Shoe Travelers’ As- 
sociation will hold a meeting at the 
Bellevue-Stratford Hotel in the city 
of Philadelphia Jan. 16, 17 and 18, 
1922, then and there to act on twenty- 
four articles and resolutions that I 
think our association is most vitally 
interested in: 


First—A resolution to instruct the 
convention to ask the National Hotel 
Men’s Association to give a hearing 
to a representative of the National 
Shoe Travelers’ Association concern- 
ing overcharges, discriminations and 
other abuses in rates and charges now 
prevailing, so same may be corrected. 


Second—To instruct the convention 
that a committee or member be ap- 
pointed to petition the different Legis- 
latures of the United States toward 
passing of a law obliging hotels to 
post in their rooms the exact rates of 
said rooms. 


Third—A resolution for the asso- 
ciation to act alone or jointly with 
any other or all commercial bodies in 
petitioning the United States Con- 
gress and the members thereof toward 
the passing of a law in favor of re- 
duced rates on railroad fares and bag- 
gage, and for an interchangeable mile- 
age book of 5000 miles or less at a re- 
duction of 33 1/3 per cent under pre- 
vailing rates. 


Fourth—That the National Shoe 
Travelers’ Association be requested 
to amend its constituion and by-laws 
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The Mermaid 


A MODEL IN GENUINE SHARKSKIN THAT 
IS PROVING POPULAR. 


SEE THIS AND. MANY OTHER WORTH- 
WHILE STYLES AT OUR BOOTH 155 
(PHILADELPHIA SECTION), N. S. R. A. 
CONVENTION, CHICAGO. 











1922 WILL BE QUALITY YEAR 


LD standards of values are fast returning; we are getting back to 

normal. Standard priced shoes will soon be with us again. We are 
specializing on women’s low shoes to retail at~$6.00 (our price $4.00 to 
$4.25), because at this figure-we can furnish’a high-grade, solid leather 
shoe in all wanted leathers. Your customers will.expect good shoes at 
popular prices, but will not welcome poor shoes at any price. ~ Our shoes 
are all made in Philadelphia, which means they are good shoes,. of high 
quality, latest style and perfect fit. 


While we do not claim perfection we believe you will find among our 
samples many models that have an individuality not often found in popular 
priced shoes. We cordially invite you to inspect our line at the Chicago 
N. S. R. A. Convention, January 9th-12th, 1922. Booth 155, Philadelphia 


Section. 


Our shoes may also be seen any time at our New York City Office, Room 
630, Marbridge Bldg., 34th St. at Broadway, or at the Factory, 1015 Dia- 
mond St., Philadelphia. 


We wish you a prosperous 1922. 


BARKE GIBBON COMPANY Inc. 


1015 Diamond Street 





December 31, 1921 


in such a way that it requires all 
affiliated associations to so amend 
their constitutions and by-laws that 
they may not in any manner conflict 
with the constitution and by-laws of 
the National Association. ; 

Fifth—That upon payment of the 
National dues to the national secre- 
tary, the secretary be required to 
issue to such members whose dues are 
paid a card stating that said member 
is in good standing in the national or- 
ganization and that this card must 
be recognized by all local organiza- 
tions affiliated with the national. 

Sixth—To insert an article in the 
by-laws and constitution of our as- 
sociation defining the extent to which 
the national secretary may go toward 
the settlement of any claims or con- 
tracts presented to his office. 

Seventh—To insert an article in 
our by-laws and constitution as to 
the extent of responsibility our asso- 
ciation may assume in the settlement 
of any claim and contract presented 
to the office of the national secretary. 

Eighth—To instruct the president 
to appoint a committee of five to de- 
vise ways and means for the payment 
of any claim and contract presented 
to the secretary. To instruct said 
committee to report in open meeting 
at this session. 

Ninth—That the cost of selling mer- 
chandise has not decreased with the 
cost of the merchandise itself, but, on 
the contrary, has increased. That the 
manufacturers and jobbers be urged 
to grant an additional 1 per cent com- 
mission to meet this increased cost. 


“Jack” Brennan Married 


John B. Brennan, senior salesman 
for the Richards & Brennan Co., was 
married during the Christmas holi- 
days to Miss Ethel Doone of Ran- 
dolph, Mass. 


Central Men Meet 


(‘4 E. ENDRESS of the Kansas 
City branch of the B. F. 
* Goodrich Tire & Rubber Co. 
was elected president of the Central 
Association Traveling Shoe Salesmen 
for 1922 at the annual election of 
officers held in Kansas City Dec. 17. 
D. F. Morgan of the Kansas City 
branch of the A. H. Weinbrenner Co. 
is the new vice-president for 1922, 
and W.C. Patterson of the Knox Shoe 
Co. was elected as the delegate to the 
National Convention of Shoe Travel- 
ers, to be held at Philadelphia in 
January. 
The Central Association is going to 
run a special train to Chicago for the 
N. S. R. A. in January. The train 
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will be for the convenience of the 
merchants and shoe salesmen of the 
Kansas, Oklahoma, Texas, Louisanna, 
Missouri and Colorado districts. It 
will leave Kansas City over the Chi- 
cago, Milwaukee & St. Paul Railway 
at 5.40 o’clock Sunday afternoon, 
Jan. 8, arriving at Chicago at 7.45 
o’clock on the morning of Jan. 9. It 
will be known as the Shoe Men’s 
Special, and will be one of the finest 
that ever left any city. It is to be 
a solid steel train, consisting of eight 
sleepers, dining car and observation 
car. In addition to a big special din- 
ner to be served Sunday night, the 
train will also have other things con- 
ducive to the comfort and well being 
of its passengers, it being equipped 
with a barber shop and baths. A 
special round trip rate of one and 
one-half the one-way rate has been 
granted for the convention, and those 
going on the special will get certifi- 
cates from their local agents showing 
payment of fare one way. All tickets 
must read via. the C. M. & St. P. Ry. 
at Kansas City, and those intending 
to make the trip may make their 
reservations through E. G. Woodward, 
723 Walnut Street, Kansas City, Mo. 








London Fair a Success 


The 22nd Annual Shoe and Leather 
Fair which was recently held in Lon- 
don this month was probably more 
comprehensive than any of its prede- 
cessors, representing every section of 
the allied leather trades from hides 
and skins and tanning materials down 
to the smallest and daintiest of foot- 
wear. 

As regards the leather exhibits, an 
interesting feature was the display of 
most of the prime old tannages of 
sole butts. Although the demand for 
a really high-class bark sole is not 
increasing, there is little ilkelihood of 
it disappearing, for there are many 
manufacturers of fine-grade boots and 
shoes who still maintain that for their 
particular class of goods the best is, 
in the long run, the cheapest. The 
familiar bark tannages were supple- 
mented by some really fine specimens 
of mixed tanned bends, both from 
British and imported hides, of a fine 
light appearance. 

The exhibits of upper stock, too, 
were very encouraging and indicated 
that British manufacturers should 
have little to fear from foreign com- 
petition. The appearance of the very 
high grade box and willow calf on 
view left little to be desired. 

Although light leather tanners have 
been laboring under great difficulties 
this year, there are signs that better 
times are in store. Inquiries made of 
tanners and factors showed that the 
demand for both sole and dressing 
leather has much improved of late. 








Will the 
Soles Weather 
the Storm? 


The big question every 
shoe merchant must con- 
sider in these times of 
close competition is: Will 
the soles on shoes he sells 
withstand the exacting 
test of winter weather? 


Never before have men 
considered the quality of 
soles on shoes they buy 
so much as today. They 
want shoes that will keep 
their feet dry and warm 
in rain, snow or sleet. 
There is a sole leather 
that will wear just the 


same rain or shine. 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Of. 


“Rock Oak” sole leather 
has established a reputa- 
tion of pleasing merchants 
and their customers for 
years. Selection of only 
the best green salted 
packer hides-and the best 
oak tannage has produced 
in “Rock Oak” a shoe bot- 
tom that will serve your 
customers better in rough 
weather than any other. 


Insist on the shoe sales- 
man en i “Rock 
Oak” soles on your next 
order. It will pay you in 
dollars and satisfaction in 
the knowledge that you 
are selling better shoes 
than your competitor, 


who hasn’t the advantage 
of “Rock Oak” bottoms. 


A letter to any of our 
sales offices will bring our 
co-operation in this mat- 
ter. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 
Chicago Boston St. Louis 

















OOF extend to all our Friends and Customers 


GA Very Happy New Vear 


Our line will be represented by our Mr. Arthur 
Sachs at the Hotel La Salle, during the convention 
at Chicago, Jan. 9th to 13th. 

We have now increased our space and new 
running factory. 

Do not fail to see our SATIN SLIPPERS while 


in Chicago, for they have been running big. 


Sachs Bros. Felt Shoe Co. 


Manufac‘urers of 
FELT AND SATIN SLIPPERS 
492 Broome Street New York City, N. Y. 





75 Day Guarantee 
ON SOLES 


In Stock 


made in cholocate elk and 


oe black elk. Button and blucher. 





PRICES 
A Di sncnsnnces 
8% to 11 bibecuses See 


A 0 


ourryryrrry 


We have been making this line for three years and have never 
found it necessary to change this guarantee. 





FAALALLAAGAMAGH 
Vv v + \ . 





AM i! 
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EVER EASY SHOE CO. Everett, Mass. 
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“MURRAY MADE MEANS MERIT” 


nnouncement 


To all our good friends and 
customers—we will be ade- 


‘quately represented during the 


Chicago Convention by an ex- 


hibition of the 
MURRAY LINE 


In the Palmer House, Chicago, Ill. 


HORACE W. MURRAY will be in personal 
charge of our Palmer House display, which will 
include a complete line of high grade turns, 
typical of Murray craftsmanship and well worth 
seeing. 


PRISCILLA 


Our newest pattern— 
Made in all leathers— 
High and low heels— 


HORACE W.MURRAY CO.,Inc. 


115 ESSEX STREET HAVERHILL, MASS. 
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Largest Manufacturers in the World of 
Black Glazed Kid 





SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. © 
Boston, Mass. London, Eng. 
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és Vier acibe . 
“The Shipper Bootlibel” y, 


1922 ® 





Do not fail to see this wonderful display of felt slip- () 
pers. Our representative will call in the near future 
with a complete line comprised of many new and orig- 

inal designs as well as standard styles and colors. May 

we suggest a request by mail or wire to assure his com- 

ing? You will not be obligated in any way by do- 

ing so. ( 















SALES and PROFITS BUILT IN EVERY PAIR 


BLUM. SHOE MFG. CO. 


Factories at 
DANSVILLE, NEW YORK 


NEW YORK OFFICE 
643 MARBRIDGE BLDG. 
34th AND BROADWAY 
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This Is Number 
Four of a Series. 


HAVANA 
BROWN 


NEW CASTLE KID 














eS 
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EG.V- HE long list of its prominent users, both 
| manufacturers and retailers, proves New 

Castle Havana Brown Kid to be a leather 

The P ref erred “worthy to be chosen before something else.” 
a aa ae | Footwear style creators have learned, after 
statins cine” : trying various shades of brown kid, that New 
ttccedts, Wiican Castle Havana Brown best materializes their 

; ideas. 


The depth and permanence of its color tone, 
and its remarkable uniformity are the out- 


standing factors in the establishing of this 
preference. . 





Judge it by its users. 











New Castie Learner Company, Inc. 


NEW YORK 
BOSTON MONTREAL, CANADA 


and the principal Leather and 
Shoe Centers Everywhere 


FACTORY: WILMINGTON, DEL. 


CHICAGO 
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NOW READY 


In Larger Quarters 
































QUAM 


HE recent addition to our production facilities enables us to 
offer a service which is sure to appeal to our friends among 
the dealers—yes, and to many more dealers whose friendship 

we hope to make during the coming year. 


Many live merchants in all parts of the country are finding Elco 
Shoes to be a most profitable and satisfactory line to handle. Their 
excellence of workmanship and quality of material put them in a’ 
class by themselves. 


We are, therefore, ready with a beautiful line on display for those 
dealers “who really care for select merchandise.” Our factory now 
occupies an entire building of four floors and allows for a production 
of fifteen hundred pairs of Turns daily. 


Call and examine these newest and smartest creations in fine turn 
feminine footwear. 


Elco Shoe Manufacturers, Inc. 


225-227 Cook St., Brooklyn 
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ANDREW CELLER 
EXCLUSIVE FOOTWEAR 


‘MADE WITH CARE” 


Quality — EXCLUSIVENESS — Style 


The Finest Characteristics 
of Brooklyn Shoemaking 
Are Strongly Emphasized in 


“‘Andrew Geller’s Turn Shoes 
for Women of Fashion” 
The Coming Season 





It is suggested that you view our sample display at the 
Coliseum, Chicago, during the Convention, January 9th, 
10th, 11th, 12th 


BOOTH-254 


Where our full line will be shown and many of our 
offerings demonstrated in a unique and attractive 
manner. 





240-42-44 BROADWAY BROOKLYN, N. Y. 
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and additions to the stand- 
ard lines of “U.S.” Rubber 
Footwear, Keds, Snug- 
lers, Uskide Soles and tii 


Fo wit hi Mm 
Many improvements in | 


“U.S.” Spring-Step Heels 
will be featured. A special 
exhibit of the Model Shoe 
Repair Shop will be one of 
several novel attractions. 


MT 
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| WE WILL MEET YOU IN CHICAGO 


January 9th, 10th, llth, 12th, 1922 
At the N. S. R. A. Convention, Booth—499 





We will me EEC “< After 

Have on eto) woe the Convention 

Display, Page = mae ie ; BS) Don’t Fail 
The Latest Ne Go. : a Se to Visit 

Creations es & a : =. : “The 

in Men‘, es MNCS esi Live Wire 
Women’s and a ES : , 


Children’s 
Footwear Se in the Heart 
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Home of the Live Wires in the Heart of Duane St. 


Before Buying Visit Our Showrooms at New York or Boston 


Always Ready fo Serve 


TLL ete Tedaleletelatetelatededs 


BLEECKEF R SHOE. CO. In 
THE LIVE \ WIRE HOUSE. 


Peer e reper ere yy ee yy 


Stylists re alors Creators .: 
é . 138-140 DUANE ST. NEW YORK CITY ? . 
Besten Office—214 Essex St. Philadelphia Office—119 South 4th St. 
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Children’s Rubber Soled Footwear 


‘Flat Heeled Keds Insure Health to Growing Youngsters’ ’— 
By J. P. Moonan in the November Issue of 
‘Between U. S.’’—Rubber 
Quotations 


HAT is the truth about flat 

W heel Keds? Does this class 

of footwear harm the eyes, 

burn or draw the feet, or are they 

to be recommended from a hygienic, 
anatomical standpoint? 

The interest manifested by a big 

company’s selling organization re- 
garding these questions and their 
fundamental importance and signifi- 
cance, recommend a review of the 
basic facts involved. There is no other 
subject touching personal hy- 
giene which is more worthy of 
consideration than the kind of 
footwear one wears, especially 
during the period of youth. 
Statistics show that the num- 
ber of people afflicted with foot 
disease is appalling; and it is 
a generally conceded fact that 
the majority of these troubles 
is directly traceable to the 
wearing of improper footwear. 
An attempt is made here to 
present the fundamental facts 
briefly and in _ non-technical 
language. 


Anatomically Correct Defined 


An anatomically correct shoe 
is one which permits the free 
action and development of every 
bone, muscle ligament, tendon 
and nerve in the foot, and 
which does not interfere with 
the maintenance of normal foot 
temperature. This does not 
mean that a shoe, in order to 
be correct in this sense, must 
be large, unshapely or in the 
least freakish. The human foot is 
not only one of the most elaborate 
and interesting organs of the body, 
but it is one of ‘the most perfect 
mechanisms. The wearing of proper 
and good fitting footwear in youth, 
far from destroying  daintiness, 
actually conduces in every way to 
bodily grace and beauty. 


Young Bones Bend Easily 


The key to the understanding of 
foot hygiene, in a word, is simply the 
fact that the muscles holding together 
the bones of the foot and preventing 
the ball points of the arch from 
spreading too far apart under the body 
weight must be exercised and devel- 
oped; and such exercises and develop- 
ment depend largely upon the wear- 
ing of proper foot covering. During 
the period of youth, the bones are 


Child’s mahogany trim oxford. 
dium nature last, spring heel. Made by United States 


easily bent. Every time shoes are 
worn which cramp and bend the 
toes, the muscles going to the 
toes cannot function properly, cannot 
therefore exercise and develop proper- 
ly, with the result that the person 
grows up with weak feet. A glance 
at army records, a brief examination 
of any standard text or a short talk 
with an orthopedic specialist will 
show how widespread and how fre- 
quently tragic are the consequences of 
ignoring the proper care of the feet. 


Rubber Co. 


Foot Freedom Essential 


The first essential, therefore, of 
footwear is that it be shaped so as not 
to interfere with the freedom of ac- 
tion of the toes or any of the bones, 
and that it be flexible enough to per- 
mit the easy bending of the toes and 
all other foot bones. From this angle, 
there is no better type of footwear 
for healthy, growing boys and girls 
than flat heeled Keds. Their use in 
early life assures maximum develop- 
ment of the vital foot muscles. One 
of the first exercises an orthopedic 
doctor gives for strengthening the 
arch is raising oneself on his toes 
so many times each day. The essen- 
tial purpose of this is to exercise the 
so-called plantar flexor muscles—the 
toe muscles on the soles of the feet, 


White canvas me- 


than which no foot muscles are more 
important in conducing to a light, 
elastic, graceful step. Digging the 
toes into the ground and the like are 
simply other exercises for the same 
purpose. Flat heeled Keds with their 
flexible rubber soles and flexible fabric 
uppers, their comfortable and well de- 
signed lasts, if worn early in life, pre- 
vent weak arches and a long retinue 
of foot troubles by elimination of 
causes. They insure all the advan- 
tages of going barefoot, with none of 
the disadvantages. 


“Drawing” or “Burning” 
Explained 


When the surrounding at- 
mosphere is warmer than the 
body, the body has only one 
means of maintaining its nor- 
mal temperature, and that is 
through perspiration. “Draw- 
ing” or “burning” the feet are 
terms applied generally when 
the use of any article of foot- 
wear produces an abnormally 
high temperature in the foot, 
with the consequent physical 
discomfort. This condition may 
result, of course, from two 
causes: either the earth’s heat 
may penetrate to the sole of 
the foot, giving rise to a warm, 
tingling: sensation which, strictly 
speaking, is denoted by the 
term “burning” the foot; or 
the perspiration from the foot, 
carrying away its portion of the 
excess body heat, may be pre- 
vented from transpiring to the 
outside air where it would 

evaporate. This latter condition, in 
a strict sense, is designated by the 
term “drawing” the foot. 

Some people’s feet are so tender 
that a slight “burning” or “drawing” 
sensation is felt on hot days, even 
though the most expensive leather 
shoes be worn. A pair of loose lined 
“Feltex” insoled Keds conduces to 
maximum foot coolness. It is impos- 
sible for heat to be transferred from 
the hot pavement to the sole of the 
foot, because the “Feltex” insole—an 
oil-stiffened felt composed primarily 
of wool fibres—is a heat insulator. It 
is also porous. Secondly, cotton 
readily absorbs and gives up mois- 
ture; and the uppers in these Keds, 
being of loose lined cotton fabrics, 
quickly absorb the foot perspiration 
and ventilate it. 
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BURROWS 
High Grade Welts In Stock 


No. B710—All Black Glazed Kid 5-Byelet No. B709—All Havana Brown Kid, 5-Eye- 
Oxford, Small Perforated Vamp, Lace Stay let Oxford, Small Perforated Vamp, Lace 
and Outside Tip, 14/8 Cotas Heel, 7-Iron Stay and Outside Tip. 14/8 Cuban Heel, 7- 
Goodyear Welt Sole. AA, 4%-8; A, 4-8; Iron White Pg hed Goodyear Welt Sole. 
B and ©, 3-8 4%-8; A, 4-8; B and 0, 38-8. 


$5.00 $5.50 


Newest ce 886A tract 
a iy oy ook Gam eae ractive 
Styles aaig Prices 


No. B170-X—aAll B-Grade Black Glazed 

Kid, 5-Eyelet Oxford, Small Periurate: 

Vamp, Lace Stay and Outside Tip, 14/8 

Cuban Heel, 7-Iron Goodyear Welt Sole. 
AA, 4%-8; A, 4-8; B and C, 3-8. 


$4.50 


No. B712—All Patent Colt One Strap No. B711—All Van Dyke Russia Calf 5- 
“Corona’’ Pump, Imitation Perforated Vamp Eyelet Oxford, Perforated Vamp, Lace Stay, 
and Quarter, 16/8 Full Louis XV Celluloid T. ms Top of Quarter and Outside Tip, 13/8 Cuban 
Heel, Light Imitation Turn Edge, 5%-Iron er Heel, 7-Iron White Stitched Goodyear Welt 
Turn Sole. AA, 4%-8; A, 4-8; B and 6, 8-8. Sole. AA, 4%-8; A, 4-8; B and O, 3-8. 


$5.75 Net 30 Days $5.00 








See Our Exhibit Booth No. 176 N. S. R. A. Convention and Exposition, January 9, 10, 11, 12, 1922 








Immediate Shipment Guaranteed 


BURROWS SHOE COMPANY, Inc. 


205 St. Paul Street, Rochester, N. Y. 
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Normal Boy Wants Sneakers 


As a matter of fact, every flat 
heeled Keds store is a boon to the 
American youth as far as healthful 
foot development is concerned. The 
normal boy wants a pair of “sneakers” 
or “sports” or “suctions” and is happy 
in them; and whether he wears U. S. 
Seal, Campfire, or Champion brand 
Keds his feet will suffer positively no 
harm but will enjoy maximum health- 
ful development. The Champion, be- 
ing the cheapest shoe in the line, 
naturally, cannot be made of the most 
expensive materials, but in allowing 
the material and freest functions of 
every bone, muscle, tendon and liga- 
ment, the Champion is to be classed 
as absolutely healthful as well as 
economical footwear. 


A Rubber Myth 


The wearing of rubber footwear of 
any sort, whether it be all rubber, or 
rubber soled only, has no effect on 
one’s eyes. That is a myth the origin 
of which is not known. Any rep- 
utable foot doctor refuses to waste 
his time in even discussing the sub- 
ject. 

A well known orthopedic physician 
in discussing anatomical footwear has 
committed himself as follows: “The 
low heel rubber sole sport shoe is the 
greatest blessing that has been offered 
womankind in a very long time.” 


Modern Moccasins 


Thoreau has said that the necessary 
pursuits of primitive men, such as 
hunting, fishing, running, jumping, be- 
come the restricted pastimes and 
pleasures of the civilized. The wear- 
ing of flat heeled Keds is at least 
one way in which the youth of our 
country can get back, for instance, 
to the physical freedom and graceful 
carriage that was enjoyed by the In- 
dian. Indians wore moccasins for 
protection; Keds are modern mocca- 
sins. They possess all the advantages 
of going barefoot. They afford the 
necessary protection from cuts and 
bruises without detracting in any 
sense from perfect foot comfort, 
health and beauty. 


Recent Rubber Quotations 


Para—Up-river, Ib.......+.++++: 23 @ 
Up-river, coarse.........+.-- - 1 @ 
SIgland, fine........scccsseees 21 @.. 
Island, COArS@........--+++065 11 @.. 
Caucho, ball, upper.........- 14 @.. 
Caucho, ball, lower........-.- 12% @.. 
CRMROER .ccccccscccocecescccs oe @11% 

Plantation—First latex, crepe.. wte:: 

Brown crepe, thin, clean...... 8 @.. 

Brown crepe, rolled...........- 17% @.. 

Amber—No. 1.......ceceeseeeees 18%@.. 
_ rr erert rr. 18%@.. 

eee 17%@.. 

Srnsked ribbed sheets.......... 20 @.. 

*Centrals—Corinto ......+--++5 «+ @13 

CHpmmeralda ...ccccccccccccccss of @13 
*Mexican SCTAP........--++6+ «+ @12 
*Guayule, wet.......seseeeeee os @13 
*Guayule, GIry.........eeeeees os @26 
*Balata, block, COMERG. oc cece 0% @55 
*Balata, block, Colombian... .. @42 
*Balata, Panama...........+. «; @40 
*Balata, sheet............+.+. 68 @70 

African— 

Benguella, No. 2.........+.+-- 8 10 
Kassai prime black.......... 16 ee 
Kassai prime red...........- 12 @13 


*Nominal. 
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Scrap Rubber—The reactionary ten- 
dency of the market for crude rubber 
is considered to be a temporary con- 
dition, and the trade handling scrap, 
therefore, are still looking hopefully 
for improved conditions 


381 
Boots and shoes............... 3%@.. 
RPOHOE, GETMOGE,. 0 ccccccvcesces 2%@.. 
Arctics, untrimmed............ 2 @.. 
SE GE Gk, Bivckcseceussce: as @ 3% 
Se DE, Bes. Bicscncacecace od @ 2% 
Pe, WI eC racccesetens %@ %& 
Tires—Automobile ............ 1, @ on 





What May Happen 
To a Secret Partner 


HE point of partnership law 
which is brought out by the 
following letter, I do not remember 
writing anything about for a long 
time :— 
Atlantic City, N. J. 

I will thank you for some views 
upon the following problem, omitting 
all names if you are pleased to pub- 
lish the letter. About a year ago a 
young cousin desired to engage in the 
retail business in this city 
and not having sufficient capital J 
agreed to stand back of him to a cer- 
tain point. There were reasons why 
I could not be known in connection 
with the business so the agreement, 
which we made in writing, between us 
was that I should contribute a certain 
sum of money, and should not be re- 
sponsible for any of the firm debts. 
The business was to be run in his name 
and he was to be considered the sole 
owner. My connection with it was to 
be a secret between us, so as to safe- 
guard me from being responsible for 
the firm debts, which we were advised 
would be the case if my name was not 
used. ‘The agreement, however, was 
that I was to be a regular partner and 
receive half the profits. I also had a 
verbal agreement with him that if the 
business did not succeed in itself the 
first year, I would be willing to give 
up a little more money. 

My cousin managed the business and 
managed it very poorly. The con- 
sequence i3 that we find ourselves 
about $5,000 in debt and with nothing 
ahead. It appears that somebody 
must either put up more money, or it 
will fail. I am not willing to put up 
any more money, and what I wish to 
know is, if the worst comes to the 
worst, can they hold me responsible 
for any of the $5,000 worth of debts, 
since I was not to be known as a 
partner, and nobody relied upon me in 
dealing with the business. I am in- 
formed now that if the creditors get 
after the business they can put my 
cousin on the stand and make him tell 
whether anybody but himself has any 
interest in the business. 

The question therefore is, to what 
extent is a secret partner, who has not 
been held out as a partner and whom 
no one outside knew as one, respon- 
sible for the debts of the partnership? 
Is he responsible merely up to the 
extent of what he has put in, or to 


the full extent of his personal hold- 
ings, as a regular partner would be? 


Partners Share Losses 


The answer is that he is responsible 
for everything to the full extent of 
his personal holdings, precisely as a 
general partner, for that is what the 
law considers him. The laws of all 
States provide a way in which a man 
who wishes to make a limited invest- 
ment in a partnership, so that he will 
not be liable for the firm debts—the 
very thing that this correspondent 
wished to do—can accomplish the de- 
sired result. If he doesn’t use that 
way, he is gone, provided he is smoked 
out. And he always can be smoked 
out, for all that is necessary is to put 
the ostensible partner on the witness 
stand in whatever proceedings have 
been undertaken, and ask him whether 
anybody has any interest but himself. 
I have done this repeatedly with per- 
fect success where the witness did not 
wish to perjure himself. 

The law as to dormant or secret 
partners is tersely stated from a lead- 
ing case thus: 

One partner has an implied au- 
thority to bind the firm by contracts 
relating to the partnership business, 
whether such contracts be evidenced 
by bare agreements, oral or written, 
or by negotiable instruments and this 
rule is applicable to dormant as well 
as to known partner. A dormant 
partner is liable for the contracts of 
the firm during the time he is actually 
a partner. 

The acceptance of a promissory note 
from the ostensible partners by one 
unacquainted with the existence of a 
dormant partner, will not preclude the 
creditor from bringing an action 
against all who participated in the 
profits of the partnership, 

In other words, even if you have 
dealt with Henry Jones, and been 
glad to deal with him, under the im- 
pression that he was the sold owner 
of a business, even if you have taken 
his personal note for some transaction 
in. connection with the business, you 
can still go after William Brown, if 
you find out afterwards that he was 
a secret partner with Jones. 

It is a good thing to remember when 
you are tempted to go into deals in 
which you are not to be known. 
Copyright June, 1921, by Elton J. 

Buckley, 
643 Land Title Bldg., Phila., Pa. 
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GO WHITE ! 


Swing ‘round the corner into the “Whitest White” Season, to the 
swift moving traffic of seasonable sales. 


DON’T STALL—GO CONFIDENTLY 


G. LEVOR & CO., Inc. 


Tanners of Cabrettas 
NEW YORK 


MILWAUKEE GLOVERSVILLE, TY. BOSTON 


ST. LOUIS 
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Predicts St. Louis Will 


Suffer Little 


Coming Wave of Industrial Depression 
Will Be Mere Ripple When It Gets 
Here, Statistician Says 


HE wave of industrial depres- 

I sion which started westward 

from New England in 1920 
will be a mere ripple when it 
reaches St. Louis some time in 1922, 
according to Roger Babson, noted 
statistician who discussed general 
business conditions at the Chamber of 
Commerce here this week. 

He said that he looked for a slight 
dip in the even tenor of the business 
way here, but that an extra effort put 
forth at the present time would fore- 
stall what he considéred an inevitable 
reflection of the near-chaos of the past 
two years. “St. Louis is unusually 
well fortified,” he said. “It is at the 
very door of the South, which is at 
this time waiting to release pent-up 
stores of cotton that have not had an 
outlet through five years of the late 
war. This is a tremenduous trade 
feature and must not be overlooked.” 


Shoe Monopoly 


“Then there is the shoe industry, 
which is one of the city’s greatest as- 
sets. With proper management St. 
Louis should outstrip all competitors, 
and I believe it will eventually have 
a monopoly upon the production of 
boots and shoes. 

This industry has passed the crisis 
and to-day is bound for an uninter- 
rupted run of prosperity. With proper 
management I cannot conceive of a 
failure to maintain this great industry 
at its present plane. I rather look 
for you to soar above it.” 

“St. Louis shoe manufacturers must 
remember that a tendency to favor 
making fancy shoes at large prices is 
what hurt the industry in the East. 
If the men in charge of the business 
here will stick to the plain line of 
shoes and sell a reasonably good shoe 
for a reasonable price, there will be 
a distinct advance in their sales.” 

He dwelt on the various fields of 
endeavor here and said it was through 
the diversity of the industries that 


were largely responsible for the ex- 
cellent conditions he found here. He 
said that he was particularly im- 
pressed with retail prices here and 
found them almost without exception 
lower than elsewhere. 





RETAIL BUSINESS STILL AT 
LOW LEVEL 

General Holiday Shopping Apparently 
Slows Up Sales 


The past week has not been an 
active one for the retail shoe mer- 
chant. While the Christmas buying 
appeared to be light, there were 
plenty of people crowding the stores, 
especially on Saturday, when it was 
next to impossible to edge your way 
through the throngs. 

There was no apparent tendency 
for the purchase of shoes for Christ- 
mas gifts. It was predicted that gifts 
of a more practical variety would be 
bought this year; however, this as- 
sertion never materialized. The slip- 
per business was forced to the strain- 
ing point and many stores are satis- 
fied with the results obtained from 
their efforts. 

In discussing the laxness of busi- 
ness many merchants were of the 
opinion that the rush of Christmas 
shopping had dominated the minds of 
most people and shoes found no re- 
ceptive favor during the period. 

Practically no spring buying has 
been done in the retail trade. There 
seems to be a feeling among the shoe 
retailers that some unusual or novel 
style idea will be sprung at the 
N. S. R. A. Convention, and for this 
reason hesitate to place any orders 
for shoes that may go dead before the 
season arrives. St. Louis will have a 


large delegation of retail shoe mer- 
chants at the convention. Most of the 
big downtown stores will be repre- 
sented and intense interest is being 
manifested by the out-lying neigh- 
borhood stores. 


UNA WA 


Shoe Retailers Hold Monthly Meeting 

The regular monthly meeting of the 
St. Louis Shoe Retailers’ Association 
was held Wednesday evening, Dec. 
14, at the Jefferson Hotel. President 
Frank Ames presided, and a good 
number of members were in attend- 
ance, considering that many of the 
members were keeping their stores 
open during the last week of the holi- 
days. 

J. Weber, of the Weber Shoe Co., 
spoke on the “Impressions of our or- 
ganization and what you can get out 
of it.” He outlined the advantages 
of being affiliated with an associa- 
tion who had for its purpose the bet- 
terment of business practices. ~He 
said that much good was forthcoming 
from the brushing of elbows with 
your fellow shoeman and the inter- 
changing of ideas. Particularly did 
he stress the benefits the small retail 
shoe merchant would derive from the 
discussions rendered by the large re- 
tailers. 

A. W. Lutz, manager of the Walk- 
Over stores, addressed the meeting 
on the subject of “How to Build a 
Shoe Business on a Firm Founda- 
tion.” Lutz emphasized the necessity 
of paying strict attention to the over- 
head expenses. The rapid turning of 
stock, he believed, was one of the es- 
sentials to good store management. 
Building a business for the future in- 
volved the element of honesty with 
your customers. To make a fair net 
profit was advised if your business 
was to be a monument to your ef- 
forts. The closing address was de- 
livered by Alfred Pauley, executive 
officer of the Better Business Bureau, 
who dwelt on the necessity of prepar- 
ing advertising copy that was believe- 
able. When false statements are 
made and the public is deceived into 
buying something other than adver- 
tised, the entire advertising shoe busi- 
ness suffers because of the sins of 
one store. Pauley advised members 
to use the bureau freely, and stated 
that it would gladly assist any mer- 
chant who felt that false advertising 
was being used by competitors, which 
was injuring his business. The bureau 
also advised individuals who antici- 
pated investing in stocks or bonds. 
This service is given free to the 
public. 

Charles Williams moved to have a 
committee appointed to look into the 
matter of having a bulletin published 
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| Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 


rg In Stock Specialists of 
yi Tarp \ Women’s Shoes, Party 
cd Slippers and Novelties. 
GEIS 
SSA Write for Catalogue 











BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 
Turned Boudo 


Bench Sewed Turns. 1% to $1. 
Same in Miases’ 11% to 2,3 $1. ery a 
SALEM SHOE CO., Salem, New Hampshire 











COLLINS & STAPLES 
wy yy 
ir Pg gt stock. Bik. 
pt D neg. A*Sela ole iat 
to on widtta AC. Price 1.4, 
days. 
118 hoenix Row, 
. Have 


183 Exsex 8t..Bostom 
Room 806 





BLEECKER STYLES 
dre the last word in feetwear 














Imported Satin Brocadesand Metal Cloths. 
$2.25 per pair and up 


Lsomesr MGUSTIN © — sonomof 








M. Gustin Co. 


will show their 1922 lines of 
boudoir slippers at Booth No. 6 
at the N. S. R. A. Convention. 
They will also exhibit in the 
corrective costume revue on the 
runway. 











BOOT AND SHOE RECORDER 


each month to be sent to the mem- 
bers of the organization and the pros- 
pective members who would possibly 
join through the influence of this 
bulletin. The committee is to report 
back at the next meeting. The ad- 
dresses of Lutz and Weber were 
ordered to be printed and sent to the 
membership. 

A resolution deploring the death 
of George Warren Brown was adopted 
and a copy ordered sent to his widow. 
The resolution read as follows: “The 
St. Louis Shoe Retailers’ Association 
at their regular meeting do resolve 
that in the death of George Warren 
Brown, St. Louis has lost one of its 
foremost citizens, the man who in- 
augurated what is now one of the 
leading industries of the city, who 
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by his personal example and exem- 
plary life was a guide and inspira- 
tion to his fellow citizens. We, as 
an association and individually, de- 
plore his loss, and we also extend to 
his widow and family our deepest 
sympathy.” 


State Retailers to Hold Convention in 
Kansas City in March 

Charles E. Williams announced at 
the regular meeting of the St. Louis 
Shoe Retailers’ Association held this 
week that the State convention would 
be held in Kansas City, Mo., the first 
week in March. 

Williams stated that three States 
would be represented and the meet- 
ings would be held at the Muelbach 
Hotel. 





NEW YORK 


Evening Slippers Sell 


Pre-Christmas Week and Holidays Stimu- 
late Retail Shoe Business—Several 
Reduction Sales 


HE pre-Christmas week in 
New York shoe retailing cir- 
cles saw some added business, 
but little surcease from the multi- 
plicity of sales that has featured the 
trade here for some weeks. Despite 
the experience of many retail mer- 
chants in obtaining only small re- 
sponse to the cut price sales, other 
retail merchants jump into the field, 
with the result that each week has 
seen several reduction sales in swing. 
Among the notable low priced of- 
ferings of the week was that at the 
Henning stores, where $18 to $20 
shoes were priced at $8 and $10 a 
pair. 


Gray and Black Models 


Fewer black shoes are being fea- 
tured by the women’s shops. All gray 
and combinations of gray and black 
as advance spring models already are 
on display. Oppenheim-Collins & Co. 
last week introduced a gray suede 
sandal with front strap, trimmed with 
patent leather, at $12.50. 

The holiday season with its attend- 
ant social activities has brought a 
good demand for evening slippers. All 
the stores have been featuring even- 
ing slippers throughout the Christ- 
mas shopping period, with the metal 
brocaded models leading. 


ALLIED SHOE INDUSTRIES 
DINNER 
The second annual dinner of the Al- 


lied Shoe and Leather Industries of 
Greater New York will be held on the 


night of Feb. 2, 1922, at the Hotel’ 
Commodore. Percy Hart has accepted 
the general chairmanship for the din- 
ner and S. A. McOmber of the Utz & 
Dunn Co. is the secretary-treasurer. 
Other committee’ members are being 
appointed from among the various 
associations combining for this big 
gathering of shoe and leather men. 
Plans for the dinner are taking shape. 
Among the scheduled features is a 
sketch by the inimitable “Wally” 
Weill, who provided the entertaining 
skit at the dinner last February. 


RETAIL MERCHANTS MEET 
At the monthly meeting of the Re- 


tail Shoe Dealers Association of 


Greater New York at Offer’s Restau- 


rant on Dec. 20, the principal topics - 


of discussion were the coming conven- 
tion in Chicago and the plans for the 
Allied dinner. 

Percy Hart, president of the local 
association, is heading the New York 
delegation, which will leave on the 
“Broadway Limited’ over the Penn- 
sylvania on the afternoon of Jan. 8. A 


special car has been reserved for the - 


New York crowd. Among those who 
have procured reservations so far are 
Mr. Hart, John Slater, Jesse Adler, 
Max Deutsch, A. Gabriel, Jacques S. 
Hirsch, Maurice Miller, Alfred A. 
Kohn, A. M. Weiss, B. Feinberg, L 
W. Weill, George Vanderporten, Her- 
man Pollack; David Hirschberg and 
Richard Stein, the two latter repre- 
senting Bamberger’s of Newark, N. J. 


Other members of the local shoe trade - 
will make the:trip if business condi- - 
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tions will permit them to attend the 
convention. 

The Philadelphia delegation will 
make the trip on the same train. 

Changes in the constitution and by- 
laws of the local association also were 
discussed and these may be voted on 
at the annual meeting, which takes 
place on Jan. 17. At that meeting the 
election of officers for the ensuing 
year also will be held. 
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IN NEW QUARTERS 


N. Marbach & Son, wholesalers, are 
now established in new and larger 
quarters at 145 Duane Street. The 
company specializes in youths’ and 
boys’ shoes. Phil Kimmel also has 
taken larger quarters in the same 
building. This firm specializes in chil- 
dren’s, misses’ and growing girls’ 
shoes. 





CINCINNATI 


Queen City Shoe Trade in Sound State 


All Set for National Convention 


finds the units of the local 

shoe trade in what can be 
considered a satisfactory condition. 
In fact, in many instances among the 
shoe manufacturers and larger shoe 
retailers a considerably healthier con- 
dition is noted than was the case 
the earlier part of the year. Some 
months past when the process of 
liquidation was still under way, there 
were concerns that did not reflect 
quite as optimistic an attitude with 
regard to the future as they are dis- 
playing to-day. They had not re- 
covered entirely from the losses they 
necessarily had to take on the de- 
clining market. But, with the coming 
of the new year the outstanding fea- 
ture of the trade situation affecting 
the retailers and manufacturers of 
this vicinity is the fact that they 
have worked themselves into a sound 
position. In every case their bank 
loans have been reduced to points 
that are unusually low, and in many 
instances large cash surpluses are 
held in reserve, ready for use during 
the renewed activity that is expected 
next spring. It is generally noted 
that retailers are keeping their stocks 
as low as possible; they are keeping 
their assets in liquid form. Thus, 
with a steadier market it is quite 
obvious that the members of the trade 
in this center have reason to look 
forward with eagerness to that which 
the year 1922 has in store. 


Holiday Business Not Exceptional 


The holiday business at the local 
shoe stores was not exceptionally 
good. The aggregate of sales, while 
nominal in size and though considered 
satisfactory on the whole by many 
of the larger downtown merchants, 
did not exceed any unusually large 
records of previous years. However, 
in practically every store the man- 
ager has found it easy enough to 
equal last year’s records with regard 
to pairage, but to equal the records 
of 1920 in dollars and cents proved to 
be the problem throughout the year. 
Weather conditions have had a very 
adverse affect upon shoe sales this 
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fall for retailers here. Cincinnati has 
not had as mild a winter in many 
years. 


Factories Enjoy Steady Operation 


During the past month the local 
manufacturers have received a suffi- 
cient number of orders to keep them 
operating at about two-thirds capac- 
ity. Before their sales representa- 
tives came in from their territories 
for the holidays, enough Cincinnati- 
made shoes were ordered to insure 
steady production by all the local fac- 
tories until] the business that is 
booked at the national convention gets 
into the works. Immediately follow- 
ing the convention manufacturers 
here expect to speed up their produc- 
tion to a point that will enable them 
to deliver shoes that are to care for 
their customers’ Easter needs. Busi- 
ness placed on the many lines of cor- 
rective footwear that are produced 
in this center, has proved to be one 
of the chief factors to the healthy con- 
dition the local manufacturers have 
enjoyed during the past two months. 


Style Builders Make Special Effort 
for Exhibition 


No little time and study has been 
put in by the styles builders of this 
market during the past few weeks 
preparing for the exhibition of Cin- 
cinnati-made footwear at the na- 
tional convention next week in Chi- 
cago. The Cincinnati market display 
in the Coliseum, including booths 125 
to 148, and in which will be repre- 
sented thirteen of the local factories, 
will be interestingly embellished by 
an array of creations truly character- 
istic of Cincinnati’s ability to build 
“Art in Shoes.” The latest modifica- 
tions in strap effects, including new 
side cut-outs, wider single straps on 
pumps, shorter vamp lasts, punching 
designs,. and improved buckles and 
ornamentations, as well as modifica- 
tions in heels are a few of the out- 
standing features. Style ‘variations 
cannot be described in words, so it 
behooves every merchant who attends 
the convention to pay a visit to the 
Cincinnati market display. 
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Where to Buy 


Women’s Shoes 














WOMEN’S McKAY 


Slippers and Boots 
of Character 
HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Linceln Street 















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Gend for Catalogue 
MAID-RITE FELT SLIPPER 00., 


ne. 
35 York St., Brooklyn, N. Y. 











E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Haverhill, Mass. 
Boston Office 
Rice Bidg. Room 406 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 














~ on Request. 
Felstiner-O’Connell 
Shoe Co., Ine, 
41 Wi st. 
a. ashington 
Boston uffice, 92 Beech Bt. 











Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Mase, 


207 Been Street 
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Where to Buy 


Ballet Slippers 











Ballets in Stock 
St, 61.26 
Mewes’ “a.. 1.89 
‘Terms 3—10, net 30. 
BAY STATE 












Saverhill, Mass. 



















Where to Buy 


Women’s Shoes 














Men’s and Women’s Welts 
Address all communications to the 
factory at 
Brockton, Mass. 











Harding Shoe Co., Inc.== 


Makers of Women’s Turn Shoes Specialie- 
ing in High Grade Noveltice 


NEW YORE 
D. F. Mellen 





Haverhill, Mass.—_—_ 





WOMAN'S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 














| Where to Buy 


Shees at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 











Where to Buy 


Shoe Illustration 
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MILWAUKEE 


Merchants Prepare for Inventories 


Retail Stocks Generally Are in Healthier 
Condition Than Last Year 


are engaged this week in 

the annual task of disposing 
of as much merchandise as possible 
before inventory is taken next week, 
but it is encouraging to note that this 
effort is accompanied by less of a 
scramble than a year ago. The final 
week of 1921 is as conspicuous as the 
rest of this year in respect to the 
more orderly character of merchandis- 
ing boots and shoes. The call for 
goods from regular sources, and at 
prices originally fixed, is too good to 
suggest to merchants that they must 
slash values to effect a proper move- 
ment of goods, 


Vf we cae shoe merchants 


Sacrifices to be Smaller 


After stock is taken in the coming 
week to ten days, the local trade as 
usual will conduct the semi-annual or 
mid-winter clearance sales, but al- 
ready it is apparent that a much 
smaller volume of merchandise will 
be piled up for sacrifice than in any 


-recent year. The reason is that mer- 


chants have been buying conserva- 
tively and, general speaking, selling 
in excess of expectations, so that they 
have no extraordinary surplus to dis- 
pose of. Thus the January clearances 
will embrace mainly broken lots. 


New Buying Tendencies 


The experiences of the fall season 
have been so favorable that there has 
developed a distinctly better feeling 
with respect to forward buying. It 
is believed unlikely that this will be 
given expression sharply on _ the 
spring season, but if merchants pass 
through the first half of 1922 with as 
little merchandise on the surplus side 
as in the last twelve months, it is 
predicted that the strict, hand-to- 
month character of buying is due to 
disappear. 


Relief to Manufacturers 


Manufacturers welcome this change 
in the trend of merchant buying be- 
cause their experiences of the past 
year have been such that relief from 
spotty and spasmodic demands from 
dealers is highly desirable. Enormous 
pressure has been forced upon boot 
and shoe factories, especially in the 
last month or two, but the fact is that 
the average merchant bought very 
conservatively early in the season 
and later jumped into the market 
suddenly to restock quickly to accom- 


modate an unexpectedly good demand. 
The result has been that dealers have 
had to wait for goods, and some have 
been uncharitable enough to lay all 
the blame on the,manufacturer, when 
the fact is that the merchant is largely 


. at fault in not anticipating his re- 


quirements. 


August Vogel Honored 


August H. Vogel, vice-president of 
the Pfister & Vogel Leather Co., Mil- 
waukee, has been re-elected as director 
of the Federal Reserve (Seventh Dis- 
trict) Bank at Chicago for the three- 
year term ending Jan. 1, 1925. 


Pohl Back from Europe 


William M. Pohl, president and gen- 
eral manager of the Kepec Co., 476- 
478 Fourth Street, Milwaukee, manu- 
facturing chemical preparations for 
the boot and shoe industry, has re- 
turned from a five months’ visit to 
Europe. Mr. Pohl spent some time in 
the place of his nativity and also 
visited the capitals and large cities 
of the Continent. 


Change at Green Bay 


Alphonse LeFebre has purchased 
the store, stock and good will of the 
Denis Shoe Store at Green Bay, Wis., 
and assumed the active management 
of the business last week. The store 
is situated at 426 Main Street. Mr. 
Denis is retiring and will reside on 
a large farm near Seymour, Wis., 


‘which he has owned for many years. 


To Make Rubber Heels 


A charter has been granted in Wis- 
consin to the Numatik Rubber Heel 
Co. of Milwaukee, which has been in- 
corporated with a capital stock of 
$50,000 to engage in the manufacture 
of rubber heels, soles, mechanical rub- 
ber goods and specialties by several 
new processes. M. Casper and R. 
Casper appear as incorporators. No 
further information concerning the 
enterprise is available at this time. 


Brouwer Heads “Y” Campaign 


Stephen J. Brouwer, head of the 
S. J. Brouwer Shoe Co., 322-324 Grand 
Avenue, Milwaukee, spent a busy week 
as chairman of a committee of forty 
prominent business and professional 
men who handled a campaign to raise 
the local apportionment of the for- 
eign budget of the internationa! 
Y. M. C. A. organization. 


Racine Concern Defendant 


The E. B. Shoe Store Co, of Racine, 
Wis., has been made defendant in 
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involuntary bankruptcy proceedings 
filed by Alexander & Burke, Milwau- 
kee attorneys, in behalf of Rice & 
Hutchins, Inc., claiming $1,607; the 
Novelty Shoe Co., Chicago, $5,055, and 
the Hamilton-Brown Shoe Co., $83. 


Labor Conditions Good 


“Leather and shoes are gaining 
employees steadily month by month,” 
is the statement made in a special 
bulletin issued by the Industrial Com- 
mission of Wisconsin on the employ- 
ment situation. It covers largely the 
situation at the beginning of Decem- 
ber in comparison with the early part 
of November. Leather, boots and 
shoes have been a high spot in Wis- 
consin and Milwaukee industry for 
several months and show, perhaps, the 
largest and most satisfactory increase 
in number of employees at work of 
any industry. 


State Manufacturers Meet 


The annual meeting of the Wisconsin 
Manufacturers’ Association held in 
Milwaukee resulted in the re-election 
of C. A. Johnson of Madison as presi- 
dent. The meeting revolved largely 
about ways and means to bring a re- 
turn of normal operations to factories 
and workshops in this State. It was 
stated that 85,000 workingmen in 
Wisconsin are at present out of jobs, 
while the number of men, women and 
children employed at this time is ap- 
proximately 1,000,000, of which half 
are on farms. Unemployment in shoe 
and leather industries has been re- 
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lieved probably to a greater extent 
than in other principal manufactures 
of the State, the convention was told 
by State industrial authorities. 


Gayety Not Lessened 


Judging by the heavy sales in the 
fancier styles of dress pumps by the 
women of Milwaukee in the past ten 
days, neither prohibition nor economic 
conditions have worked to lessen the 
gayety of celebrations of New Year’s 
Eve here. Clubs and hotels in every 
case have booked reservations taxing 
capacity, and the number which could 
not be accommodated is far in excess 
of any previous year. 


“On to Chicago” 


A canvass of the retail shoe trade 
of Milwaukee indicates that virtually 
every proprietor or manager will at- 
tend the national convention at Chi- 
cago, Jan. 8 to 12, at one time or 
another. Many will go to Chicago on 
the morning of Jan. 8 to remain 
throughout the period of the conven- 
tion. Others plan to make several 
trips to Chicago, returning home late 
in the evening to avoid risk of not 
getting accommodations. Since Chi- 
cago is only 85 miles from Milwaukee, 
this is an easy matter. Local and 
State interest in the big national 
meeting and exposition runs high and 
was exceeded probably only a year 
ago, when Milwaukee dealers were 
just putting the finishing touches on 
their own efforts to entertain the 
N. S. R. A. 





BOSTON 


Boston Is Taking Inventories 


1921 Has Been a Prosperous Year for Shoe 
Merchants—President Hagan Says, 
“Happy New Year” 


O sum up the retail shoe busi- 

ness of the city of Boston 
for 1921, it can be said in 

all sincerity that it has been a most 
satisfactory year for the average mer- 
chant. Some have found business 
better than others, but one high-grade 
shoe store reports that its November 
business was the largest in the his- 
tory of its store. Retail shoe mer- 
chants are busy at the present time 
taking inventories and preparing for 
sales. Some have already commenced 
their sales. Merchants in general 
have made up their minds that they 
are really going to clean house and 
have their shelves well filled with 
brand new goods by March 1. They 
are looking forward to 1922 with 
hopeful expectancy and a determina- 
tion to make renewed good beginnings 
on Jan. 1, so that the New Year may 
finish the best of all successful years. 
A demand for still lower prices is 


quite evident, but said one retail shoe 
merchant: “Let it be borne in mind, 
as 1921 draws to an end, that $1 buys 
more in this country than it did a 
year ago, and also that $1 in the 
United States buys more footwear 
than in any other place where the 
face of the earth is trod by shoes.” 


Good Business Recipe 


Henry E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association, wishes the retail shoe 
merchants of Boston and New Eng- 
land a Happy New Year, and accom- 
panying this message is a timely word 
of advice, as follows: 

“To wish the Retail Shoe Merchants 
of Boston and New England a happy 
New Year is, at the best, a common- 
place wish extended by everybody, 
but to give them some aid that will 
be helpful to them in making the New 
Year truly happy and really prosper- 
ous is, to my mind, most helpful. 


Where toBuy 


Men’s Shoes 














‘Taoewson BROS . SHOE ¢ 
FINE SHOEMAKERS 
. BROCKTON 








Stacy Adams Co. 


Manufacturers of 











“FOR MEN WHO CARE 
TO DRESS WELL” 
A Sample Order for 
@ Pair or a Dozen 
WIll Start You Right. 
T. D. BARRY CO. 
BROCKTON, MASS. 








Gentlemen’s 


hoes 
A.E. Nettleton Co. 


SYRACUSE, NT. 
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Where toBuy 


Men’s Shoes 














yy Putian TRAVELING SLIPPERS 


fo art than ever in Quality and fit 
ding Trade Mark Pillman! 


Lor.owners of 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. y 
VY A swatdx New York 


Wek 
vad 
Nailed 
For Men S22i 


Manufactured by 
. a Crosse Boot and Shoo Mig. Co. 
La Cressc, Wiccencin 














CE gle wim 
(or Troe! — 


“"E FOR MEN 








Is at Your Service 
THE STETSON SHOE CO. (Inc.) 


Stock Dept. 5 E> 





South Weymouth, Mass. 














Goodwill Shoes 
Carried In Stock 
Men’s and Boys’ Nailed and Welt 


Boston Sales Office, 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
Holliston, Mass. 

















Where to Buy | 


Boys’ Shoes 





AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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“The best commercial brains of the 
country agree in their advice that the 
merchants who really liquidate and 
keep their inventory down to proper 
replacement value, and unload their 
high-cost shoes, are going to be the 
most successful merchants in 1922, as 
this policy permits the replacing on 
present valuation. 

“The commercial experts believe 
that we should all do business upon 
reduced inventories, or smaller stocks, 
and make more turnovers, and that 
this method is the only one that is 
going to permit us to survive the bad 
economic conditions under which we 
are now laboring. 

“To be truly happy and prosperous, 
therefore, in 1922 let your slogan be 
that you will give more thought and 
attention to your business this year 
than you did last year, and put more 
of your time and your energy and 
yourself into your business, and will 
adopt the policy of “sell them quick 
by selling them close, and buy them 
often.” 
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BOOT AND SHOE LADIES’ NIGHT 


The Boston Boot and Shoe Club 
observed its Annual Ladies’ Night 
Banquet at the Copley-Plaza Hotel, 
Wednesday, Dec. 28, and as its chief 
guest and speaker Representative 
Fred S. Purnell of Indiana, one of the 
most brilliant members of Congress. 
Congressman Purnell’s subject was 
“Some Present Day Problems.” The 
Indiana representative has achieved 
a national distinction as a Chautauqua 
lecturer, having delivered some eighty 
addresses under the auspices of Chau- 
tauqua during 1920 and his hearers 
enjoyed a real treat on last Wednes- 
day evening. 

There was an especially fine musi- 
cal program, the chief feature being 
the Ladies’ Singing Ensemble, with 
Miss Doris Little, contralto, and Miss 
Rena Hadley the particular stars. 

There was an informal reception 
at 6 o’clock, and the banquet was 
served at 6.30. Following the enter- 
tainment and speaking there were the 
usual two hours of dancing. 


Hosiery for Christmas 


4 gift that w beautiful, practical, 
acceptable for cither men vr women 


Just side our Temple Place door—mght m the neart 
of the shopping district—you will find a display uf hosiery 
which we believe unmatched for beauty and interest. It 
has been brought together in the true collector's spirit, 


which discards the usual and 


and gives « place 


yly to those designs which have individuality and beauty 
Everything we show too, 1s strictly correct for wear with 
the season's styles m gowus and footwear 
We suggest you cannot do better than include w your Christmas 
list some of these nose un delicate silk or soft and sturdy woul 
As a Special Christmas Offering 
25 Dozen [mported Wool Hose, in heather mxtures ot the uuusually 


Evening Shippers, Satun or Brocaded Mules, Comfy Slippers. Skates 
and Skating Boots, Storm Boots, Buckles im acw design for Strap 
Suppers, Scarfs w camel s hair or Shetland wool 


tow price of $1.85 


47 Temple Place—15 West Street 


Thayer, McNeil Company Z 


An ad that sold many pairs of stockings and other 
Christ Gifts 


MERCHANTS MEET JAN. 25 


The January meeting of the Massa- 
chusetts Retail Shoe Merchants’ As- 
sociation will be held at the Boston 
City Club, Jan. 25. This is two weeks 
later than usual because the regular 
meeting night of the association comes 
during the N. S. R. A. Chicago Con- 
vention and the National Boot and 
Shoe Manufacturers’ Convention will 
be held in New York City the week 
following the Chicago Convention. At 
this Jan. 25 meeting the report of the 
N. S. R. A. Convention will be given 
by those who have attended. 

The Bulletin of the Massachusetts 
Retail Shoe Merchants’ Association 


mas 


advises that it would be better for 
all merchants to “get in on the ground 
floor” by attending the Chicago Con- 
vention and making application at 
once to the secretary, Enslyn Gard- 
ner, 83 Devonshire Street, Boston 9, 
Telephone Fort Hill, 1223, for train 
and hotel reservations. 

The New England delegation will 
travel on the Wolverine via the B. & 
A. Railroad, leaving the South Sta- 
tion at 2.10 p. m.; Trinity Place Sta- 
tion, Boston, 2.14 p. m.; Worcester, 
8.25 p. m.; Springfield, 4.45 p. m.; 
Pittsfield, 6.36 p. m., Saturday, Jan. 
7, and arriving in Chicago Sunday, 
3 p. m., Jan. 8. 
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INDIANAPOLIS 


Snow Wanted in Hoosier Capital 


Shoe Merchants Say Business Slumps 
Because of Mild and Unseasonable 
Weather—Christmas Trade 
Helps a Little 


would receive a joyous wel- 

come from Indianapolis re- 
tail shoe merchants at this time. 
There is no denial among the mer- 
chants that business is running a little 
below normal, so far as sales volume 
is concerned, and the weatherman is 
getting most of the blame for it. In 
view of this it has been generally 
agreed that about the only thing that 
can possibly direct the attention of 
the buying public toward shoes is an 
old-fashioned snow storm or two. Ad- 
vertising, price reductions and about 
everything else has failed. 

While the local shoe shores and the 
shoe departments of the big depart- 
ment stores have been fairly well 
crowded with Christmas shoppers for 
the last two weeks, practically all of 
the shopping has been confined to 
slippers, shoe trees, spats, garters and 
other articles to be used for Christ- 
mas gifts. Of course, some shoes are 
being sold, but in the majority of the 
cases the sales are only for actual 
needs. 

Reports from the children’s sec- 
tions of the local shoe stores are to 
the effect that the sales volume seems 
to be holding up better than in the 
men’s and women’s departments. Men 
are reported to be buying a little more 
enthusiastically than the women, and 
about 90 per cent of the sales to 
men are of high shoes. Women, what 
few are buying, are still demanding 
low-heeled oxfords, with an occasional 
call for boots. 

Arthur G. Brown, manager of the 
Marott Shoe Shop, in speaking of the 
situation in regard to boots, said he 
believes there would have been a pret- 
ty good demand for boots this year 
if the weather had been at all season- 
able. But with Christmas almost here 
and no snows or cold weather, it is 
more than likely that boots will be 
a drag on the market, he says, be- 
cause it is now almost too late for 
much of a demand for them. What 
few cold days Indianapolis has had 
this month brought good business to 
the shoe merchants, he said, but busi- 
ness slowed up again the minute the 
weather became mild. 

Santa Claus made his initial appear- 
ance in the shoe department of the 
Marott store on Saturday, Dec. 17, and 
will be there daily to greet the young 
folks until after Christmas. Santa 
makes: his headquarters in the play- 
ground section of the children’s de- 
partment, passes out gifts to all his 


A FEW first-class snow storms 


visitors and lends a welcome ear to 
all the requests of those who expect 
him to pay them a visit on Christmas 
eve. Santa has been a big drawing 
card for the Marott store for a num- 
ber of years. 

R. J. Sutfin, in charge of the shoe 
department at the H. P. Wasson & Co. 
store, says that while the sale of wo- 
men’s shoes has beer! a little below 
normal this month, the big demand 
for felt and satin slippers, spats, 
buckles, shoe trees and other articles 
suitable for Christmas gifts has helped 
to keep the sales force on the jump. 
According to Mr. Sutfin, about twice 
as many slippers have been sold this 
year than ever before. He believes 
the shoe business will pick up con- 
siderably after Christmas, when the 
big clearance sales are started. 

Shoe stores which are handling 
hosiery report that business in that 
department has been excellent. Black 
silk hose is leading all others, the 
merchants say, with the better grades 
of silk and wool hose ranking second. 





Clay Tuttle, for twenty-three years 
proprietor of a retail shoe store in 
Hartford City, has sold his business 
to the Army Goods Headquarters Co. 
of Muncie and Marion. Mr. Tuttle will 
remain as manager of the store. 





William H. Holland, who had been 
a traveling salesman for a St. Louis 
shoe firm for many years, died re- 
cently at his home in Indianapolis. 
The funeral services were held in In- 
dianapolis and the body was taken 
to Bedford, Holland’s former home, 
for burial. 

Ben Falk, proprietor of a retail 
shoe store on West Main street, Fort 
Wayne, has filed a voluntary petition 
in bankruptcy in the federal court. 
Falk lists his assets at $22,684.31 and 
his liabilities at $43,317.81. 





J. B. Frabke, head of the Perfection 
Biscuit Co., of Fort Wayne, has been 
elected president of the Wedge Heel 
& Rubber Co. to succeed B. R. Barva, 
founder of the company, who has re- 
signed to go to Florida. The com- 
pany, which manufactures heels of a 
particular design, recently was incor- 
porated for $100,000. 





A receiver for the United Shoe 
Market Co., 631 Broadway, Gary, is 
asked in a petition filed recently in 
the Superior Court there by Julius 
Jacobson. The plaintiff, who states 
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Where to Buy 


Children’s Shoes 











InBS PR FOOT Ww EAR CO. 
arta ” « 
INDI AN MOCCASINS. BOOT SOCKS 


FOOT COMFORT ond SLUMBER SLIPPERS 


Samples or Catalog”? 


FACTORY 1, OSWE GO. N-Y. 








Soft Soles and Moccasins 
= m your” Jobber for our 
DO NOT sel} 
= retail conte, 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 














Bonita, Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send. tr Cotabg 


AH MoertinG®. 


Mekers ROCHESTER NY * 











“ELAM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








Ready to Ship 
Infants’, . 
Bloces, ond — 
oounon Co. 


Lancaster, Pa. 














IN-STOCK 
Children’s Flexible 
Turns, sizes 1 te 8 

Popular Priced Stitch- 
sizes 5 te 2 
Sent Prepaid 


*ROCHESTERN.Y. 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“*Where to Buy” columns. 
5 This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Where toBuy 


























MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men's and women’s underlifs 








Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
983 Essex Street 
Haverhill . . Mass. 























Boggs & Cobb, Inc., Boston, Mass. i 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 


184 Summer St. 
STON 


Formerly Walpole Shoe Supply Co 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


covors MAT KID 


95 South Street, Boston 








The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $50%"" cx 


Tanneries at Danvereport 
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that he has thirty-four shares, valued 
at $100 each, of the capital stock, al- 
leges the company is insolvent and 
owes considerable store rent. He also 
charges that the assets of the corpo- 
ration are being disposed of without 
proper books being kept of the ac- 
counts. 





A banquet and theater party marked 
the recent celebration of the first 
year’s business for the Mammoth Shoe 


December 31, 1921 


Store, 1227 Calhoun street, Fort 
Wayne. After the dinner the entire 
corps of co-workers were guests of 
the management at a theater party. 
At the banquet Manager Emil Phil- 
lips announced that the sales volume 
for the past year set a record for the 
entire chain of stores of which the 
Mammoth is a link. Mr. Phillips also 
announced that the entire second floor 
of the store soon will be used exclu- 
sively as a children’s department. 





SAN FRANCISCO 4 


All Aboard for Chicago 


Pres. Al. Katschinski States Reservations Are 
Coming In Satisfactorily—Holiday 
Decorations Attractive 


UYERS who are planning to 
B go East, are trying to ar- 

range their affairs so as to 
travel to the convention by the 
special train, which the California Re- 
tail Shoe Dealers’ Association is send- 
ing. Al. Katschinski, president of the 
association, states that reservations 
are coming in satisfactorily. San 
Francisco and the Bay territory will 
have at least one car, Los Angeles is 
also sending a car which will be routed 
in the most direct way to Chicago, 
and therefore will not travel via San 
Francisco. 

Most of the shoe stores showed at- 
tractive holiday windows. Colored 
slippers of all varieties gave a gay 
effect which is lacking in the prevail- 
ing mode for black shoes and slippers. 
Yuletide green and red, with white 
backgrounds were extensively used to 
enhance the shoe displays. Sommer 
& Kaufmann, the Philadelphia Shoe 
Co., the Frank Werner Co. stores, the 
Walk-Over stores, the Royal and other 
stores all featured holiday offerings, 
some of them with suggestions for 
mail orders. 


New Men’s Shop 


The Frank Werner Co. expects to 
open its new men’s shop, in the Alex- 
ander Building, on Feb. 1. Contracts 
are now being given out for the fit- 
tings which will consist of leather 
lounge chairs, tables, smoking ap- 
pliances, etc., to give the main store 
the appearance of a men’s club room. 
Stock will be kept in another room. 
When the customer makes his wants 
known, the salesman will bring shoes 
from the stock room and place them 
on the table, in front of the chair 
where the customer is seated. W. 
Russell Werner has just returned from 
the East where he bought for the new 
men’s store as well as for the Shoe 
Den and the Market Street store of the 
Frank Werner Co. 


New Women’s Store 


Frank R. More, formerly buyer for 
the women’s department of the Frank 
Werner Co., is preparing to open an 
exclusive women’s shoe store at 285 
Geary Street. This is only a block 
from some of the leading shoe stores 
and is practically in the expensive 
hotel district. The store faces Union 
Square and is between Stockton and 
Powell streets. Mr. More cannot ob- 
tain possession of the place till after 
the holidays. 


New Store Features Hosiery 


Tieburg Brothers opened a new 
store at 766 Market Street on Dec. 1, 
known as Tieburg’s Boot Shop. It is 
exclusively a men’s store and is in a 
very busy section of Market Street. 
The Royal Shoe Store, at 923 Mar- 
ket Street, owned by the Tieburgs, has 
just added a women’s hosiery depart- 
ment to its shoe lines, and is featuring 
silk stockings among its holiday 
goods. 


Alterations Are Completed 


The Philadelphia Shoe Store has 
completed the alteration and enlarge- 
ment of its basement: The store has 
been holding a pre-holiday sale and in 
the basement a thousand slippers 
have continuously been on display 
with very satisfactory results, for the 
slippers have been in much demand 
for gifts. 


“Big Day” Sale 


The Emporium held its annual “Big 
Day” sale on Dec. 12. Shoes were 
some of the most featured items in 
this sale for which Emporium buyers 
prepare all year. The firm stated in 
its advertising the following day: 
“Yesterday was our largest Decem- 
ber Big Day, 15 per cent larger than 
a year ago.” 
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Some Interesting Sales 


The Walk-Over has been running 
some interesting sales at its two San 
Francisco stores and at its store in 
Oakland. Some price concessions 
were made to introduce the public to 
the locations of the stores and to 
stimulate business. 


Store Opens January 2 


C. H. Wolfelt of the Bootery and 
G. O. Allen, manager of the San Fran- 
cisco Bootery, have returned from the 
East after attending the opening of 
the Wolfelt store for women at 27 
West 57th Street, New York City. It 
is expected that the new Los Angeles 
Bootery will open on Jan. 2. 


To Larger Quarters 


Gallenkemp’s store, featuring Mc- 
Elwain shoes, is about to move to 747 
Market Street, where there will be 
more shelf room and a better oppor- 
tunity for making a display of goods. 
The firm’s store, recently opened at 
714 Market Street, is reported to be 
doing well. 


New Shoe Corporation 


Ex-Judge Robert L. Hubbard has 
announced that the California Seam- 
less Shoe Co. at Dayton Avenue and 
22nd Avenue, Los Angeles, is capi- 
talized for $500,000. A factory build- 
ing is to be erected, two stories in 
height with 16,000 feet of floor space. 
There will be a separate office building 
on Dayton Avenue. 


Only Shoe Exhibit 


At the California Industries Exposi- 
tion, recently held in the Civic Audi- 
torium, San Francisco, the only shoe 
exhibit was that of Frank & Hyman. 
Harry Sabel was in charge of the 
booth. 


Possible Convention Visitors 


Harry Gibson, buyer and manager 
for the White House shoe department, 
went East during the third week 
in December. Mr. Gibson hopes to 
be able to attend the national conven- 
tion. 

Carol S. Wells, proprietor of the 
City of Paris shoe department, went 
East before the holidays, hoping to 
attend the convention, en route home. 


Store “Semi-Weeklies” 


Semi-weekly meetings are held by 
the employees of Sommer & Kaufmann 
for the discussion of problems that 
affect both employee and employer. As 
an outcome of a recent meeting, it 
was decided that the percentage of 
return merchandise of each salesman 
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during the month be posted. The re- 
sult of this has been that the percent- 
age of returns has decreased ma- 
terially. A high record has been es- 
tablished by one of the salesmen who, 
during November, showed six-tenths 
of one per cent returned goods. At 
the annual meeting of Sommer & 
Kaufmann’s Employees’ Association, 
it was found that the organization 
which was formed to administer bene- 
fits to the sick and needy, had en- 
joyed such prosperity that it could 
extend its activities to include ath- 
letics and social functions. William 
Brown, for some fifteen years an em- 
ployee of Sommer & Kaufmann recent- 
ly won a Buick automobile during a 
carnival given to raise funds for the 
1922 Shrine convention in San Fran- 
cisco. This put Brown in a class by 
himself. About a third of his fellow 
employees own Fords. 


Style Trend Unsettled 


H. A. Baker is now buyer for the 
women’s department. of the Frank 
Werner Co. Speaking of styles, both 
in men’s and women’s wear, W. Rus- 
sell Werner said: 

“Never have styles been so unset- 
tled. People seem to be waiting for 
new styles, new ideas, new color 
trends. It remains to be seen just 
how strongly blacks are going to re- 
place tans. At present, nothing seems 
to be selling but low shoes, with 
straps, in black satin and black 
patent leather. I think, just as a per- 
sonal idea, that this spring it is goine 
to be 40 per cent black, against 60 
per cent tan. A year ago, it was 90 
per cent tan against 10 per cent black. 
The demand for black oxfords for 
men is very strong, following the 
trend in women’s shoes.” 


Roy Whelander, manager of the City 
of Paris shoe department, expressed 
the wish that manufacturers could get 
together and stabilize styles. “The 
main thing is delivery with us,” he 
said. “Styles, at present, change so 
swiftly and last such a short time, that 
we do not want to be caught with old- 
style goods. It takes six weeks to 
order and obtain goods from the East. 
Two weeks suffice to obtain goods 
ordered here. We are buying some of 
our goods here to get quick delivery. 


- Retail merchants are compelled to buy 


from hand-to-mouth, so to speak, be- 
cause they don’t want to stock up 
while styles are as uncertain as a 
weather vane.” 


Visitor from Chicago 


C. Row of the Florsheim Shoe Co., 
Chicago, visited San Francisco dur- 
ing the week of Dec. 11, making his 
headquarters at the Florsheim- 
Schaefer Shoe Co.’s stores. 
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here toBuy 
Engraving and Printing 














COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 








74 INDIA STREET, BOSTON 








UNI 
‘Fircoes at 





71 Bertie. St Brocktor 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 


A... S. ROOT COPAns 
Service Advertising 
6 Denes Street * Boston, Mass. 














Where to Buy 


Miscellaneous 























Perfection Pneumatic 
Arch Cushion 
we as 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 
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INFORMATION iicectens : 
“Where to Buy” constitutes a : 
source of Anowiedge so that he who: 


runs through these pages may read | 
—and learn. 
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Where to Buy 


Shoe Ornaments 


















FOR BEADED ORNAMENTS — 
AND SHOE BUCKLES 

WRITE 

30 FULTON ST. wy 


IF ITS A BUCKLE OR 
ORNAMENT, WEHAVE TT) 


ESTABLISHED SINCE 1905 












RHINESTONE SHOE BUTTONS 


IN BIGGEST DEMAND NOW 
Can be attached by machine. 
Write for samples. 


NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large a a 
63 Fulton St. New York, N. mA 











° SHOE BUCKLES | 


DETACHABLE STRAPS 


n0.1030 SHOE BEADING 
| seaceo METAL HARNESS BUCKLES 
| FASHION ORNAMENT CO 


5S MYRTLE AVE BROOKLYN N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 


oa 








M. B. MARTINE, Ine. 
Show Room—130 W. 42nd Street 








Office— 148-152 Duane Street 
NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS 
YTHING IN SHOB OR- 
taadtwaex NAMENTATION, IN CL © DING 
@4 01905 BEADING 

















BEADED 
BUCKLES 
AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
4™& WALNUT STS., PHILADELPHIA 









Shoe Laces. Shoe Cleaner. 
eennhge Ribbon 


Send for Catoloque To-Day __ 
W.E.ELLIS COMPANY 


AV Cm rere 
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ROCHESTER 


R. A. I. S. S. Generous Spirit Commended 


John O’Connor, 


General Chairman of 


N. S. R. A. Chicago Convention, 
Sends Letter of Appreciation 


was caused in the shoe world 

in 1916 by the announcement 
of the first Rochester Shoe Style 
Show has been created by the recent 
announcement that it had been decided 
to give up the January semi-annual 
exhibit in order to give the whole- 
hearted support of Rochester shoe men 
to the N. S. R. A. Convention at Chi- 
cago on Jan. 9, 10, 11 and 12. Con- 
sidering the fact that the Rochester 
show is the pioneer and paved the way 
for all in the shoe style show move- 
ment, one comes to realize the full 
magnitude of the sacrifice that the 
Rochester Association of Traveling 
Shoe Salesmen has made. 

This spirit of hearty co-operation 
shown by the Rochester shoe travel- 
ers is keenly appreciated by the con- 
vention committee in Chicago, as is 
evidenced by a letter sent by General 
Chairman John O’Connor to the Roch- 
ester association, in which he said: 
“We want to assure you that we great- 
ly appreciate your action in this re- 
spect and request that you accept our 
sincerest thanks for this magnani- 
mous co-operation. 


A LMOST as great a furore as 


A Big Sacrifice 

For scarcely any other city in the 
country to have given up its shoe style 
show would not have entailed as great 
a sacrifice as Rochester shoe men 
made. In Rochester, a city nationally 
known for having initiated the shoe 
style show idea, the semi-annual ex- 
hibit of footwear had come to be re- 
garded as one of the institutions of 
the municipality. Eleven shows have 
been held and each had been crowned 
with success. From a modest begin- 
ning, the footwear exhibit had grown 
to such dimensions that it occupied 
two whole floors in one of the city’s 
largest hotels. Supplementary educa- 
tional and social features had also de- 
veloped which made the Rochester 
Shoe Style Show a feature that every- 
one looked forward to with eager an- 
ticipation. 

Coming at a time when the Roches- 
ter show was regarded to be at its 
zenith, the announcement to discon- 
tinue it, temporarily, at least, came 
like a lightning bolt out of a clear 
sky. But when one contemplates the 
temperament of Rochester shoe men, 
he readily understands how that body 
of men would be the first to call off 
an exhibit if it were felt that it would 
interfere with the success of the style 
show to be given in connection with 
the annual convention of the N.S.R.A. 
Rochester has always highly regarded 
the national organization and has sac- 





rificed local ambitions to those of the 
national shoe industry. 

The shoe world has not been slow 
in recognizing the significance of 
Rochester’s action. The Flower City 
has placed the national convention in 
an exalted position. It has focused at- 
tention on the Chicago show and has 
stamped it as “the show.” 


Rochester Manufacturers Boost 


When Rochester shoe manufacturers 
got behind the shoe style show in this 
city they were doing a great thing 
because they were creating a clearing 
house for shoe buyers where footwear 
could be bought intelligently and dis- 
criminatingly and with a minimum 
expenditure of time and money. Now 
this idea has been expanded on a na- 
tional scale, and the national clearing 
house will be much superior to local 
clearing houses and will make the sci- 
entific purchase of footwear possible 
to a greater extent than ever before. 
The assurance is given that no effort 
is being spared to make the Chicago 
convention and style show function 
with the greatest smoothness. 

A committee of former style show 
boosters has been named to boost the 
national convention and exposition, 
believing that by doing this they can 
start the ball of business rolling for 
1922 in an auspicious manner. Roch- 
ester shoe men are not pessimistic 
about the business outlook, and they 
expect to make an impressive show- 


ing. 


CHICAGO CONVENTION EXHIB- 
ITORS 


Women’s footwear, for which Roch- 
ester is justly famous, will predomi- 
nate in the exhibits of the Flower City 
at Chicago. Soft soles and children’s 
turn soles also will be displayed. 
Those manufacturers that will fea- 
ture women’s footwear are Burrows 
Shoe Co., Carfagno Shoe Co., Du- 
gan & Hudson Co., C. D. Ford & Co., 
Joy, Clark & Nier, Inc., Leach Shoe 
Co., Menihan Co., Moore-Shafer Shoe 
Manufacturing Co. (Brockport), E. P. 
Reed & Co., Sherwood Shoe Co. and 
Utz & Dunn Co. Carpenter Shoe Co. 
and Mater Mack, Inc., will exhibit soft 
soles and Wilson Turn Shoe Co., Inc., 
children’s turn shoes. 

Rochester exhibitors expect to at- 
tract much interest by the styles they 
will display. No radical changes in 
the shape of lasts or the length of 
vamp are predicted, but it is likely 
that fuller toes will be in evidence, 
and heels of the Spanish-Louis type 
ranging in height from 14/8 to 15/8 
will be conspicuous. 
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BROOKLYN 


New Models Show Color 


Samples for Chicago Convention Have Patent 
Leather Vamps with Gray Quarters 
—Also Straps 


made by Brooklyn manufac- 
turers to introduce colors into 
spring footwear. In the samples 
being made for display at the Chi- 
cago convention and style show col- 
ors will be introduced, chiefly in com- 
bination shoes. The majority of the 
new models, according to present 
plans will be along the lines of patent 
leather vamps with medium gray buck, 
ooze, suede and even kid quarters. 
Straps? Decidedly yes, is the opin- 
ion of every Brooklyn manufacturer, 
who can as yet see no diminution in 
the public demand for strapped mod- 
els. However, the tendency is to re- 
duce the number of straps to one or 
two, and late sentiment leans decidedly 
in favor of one-strap models, fasten- 
ing with a button instead of a buckle. 
The I. Miller & Sons, Inc., collection 
of new models, for instance, is 
expected to consist of 90 per cent 
straps, with the majority of these one- 
strap models. Miller’s also will show 
a black shoe with collar and strap of 
gray kid. 


A N earnest endeavor is being 


THE GORING SHOE 


A growing development in Brooklyn 
is the goring shoe, and while most 
manufacturers are pushing it, a few 
are condemning it. One of the lead- 
ing factories, in fact, is making it up 
only on being strongly urged to do so. 

Goring shoes, according to the man- 
ufacturers here, are selling fairly well 
throughout the East and in some sec- 
tions of the South, but as yet have 
not “caught on” to any great extent 
in the Middle West and West. The 
George W. Baker Shoe Co. and S. 
Weil & Co. are selling a fair volume 
of gorings and anticipate an aug- 
mented demand shortly after the turn 
of the year. I. Miller & Sons, Inc., 
also are doing a good business on 
gorings. 


TURN SOLES POPULAR 


For present and future delivery welt 
shoes seem to be out of the running. 
The preponderance of new models are 
being made with turn soles and these 
are expected to carry through the 
spring and summer seasons. Welt 
soles on sport shoes, of course, will 
come along later. Little has devel- 
oped in the way of real business on 
sporty shoes, but the manufacturers 
here are agreed that 1922 will be a 


big sports shoe season, with a wide 
variety of models and with black and 
white combinations going especially 
strong. 


STREET TYPES PLAINER 


For street wear patterns are becom- 
ing plainer. The combination shoes 
give the variety that is necessary to 
new style, without the elaboration of 
patterns. Some sandals are being 
shown, all with a tendency toward less 
elaboration and less cut-out work. 
Sandals in colors are being made up 
for samples and are expected to 
achieve some popularity. Some turn 
oxfords also will be shown in spring 
lines. 


VARIETY THE OBJECTIVE 


Throughout the Brooklyn district 
there is a growing tendency to break 
away from any one established style. 
The retail experience of the past sea- 
son has taught the manufacturers that 
there is no one leading style on which 
a large volume can be secured. Vari- 
ety has become the objective. 

The manufacturers here are one in 
the belief that the long run on black 
patent and black satin must be termi- 
nated. It has been bad for the trade, 
in that it provided.little or no incen- 
tive to the women to buy a variety of 
shoes. 


NEED OF STABILIZATION 


Spring business so far has been 
light. Retail merchants who have 
been in the Brooklyn market lately or 
who have been visited by salesmen 
are not averse to placing orders, it is 
said, if they were assured of some 
style and price stability. Neither of 
these factors has been stabilized, and 
in the opinion of the manufacturers 
here must be stabilized before busi- 
ness can proceed on a normal basis. 


INVENTORY TIME 


The end of the year is bringing with 
it inventory and balance sheet time. 
All in all, it,has not been a good year 
for the factories, many of which will 
show a deficit. The losses taken dur- 
ing 1921, in most cases, have been 
larger than those taken in 1920. 

However, sentiment for 1922 is de- 
cidedly brighter than it was for 1921. 
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Where to Buy 


Ballet Slippers 




















In stock. All colors. All sizes. Latest and best. 
Outwears six pairs other makes. 

$2.50 Black Kid 
Black Kid ballets soft and semi-hard toe. Women’s 
$1.75, $1.60 and $1.50 grades. Misses’ leas. 
Childs 5c. less than misses. All sizes. In Stock. 
JOHN E. McNAMARA, Haverhill, Mass. 











326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 











Ballet Slippers 


IN agony 
No. 129%, Black Ballet, 8-11, $19; | 
1%-2, $1.4; 2-7, $1.8 
No. 1288, White Ballet, 8-11, §1.@; 
ee $1.6; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 














Where to Buy 


Men’s Shoes 























CRAIG - REED. & EMERSON INC. 




















Be OCKTON MASS ae 
[UNION SHOE CO. 
MEN’S WELTS 
BROCKTON __ MASS. 
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SIX BIG AUCTION SALES 


84843 Pair Shoes 


The War Department announces six auction sales to be held at the Quartermaster Depots 
listed above—all beginning at 10 a. m. on the dates advertised. 


There will be offered for sale a large assortment of new and reclaimed Leather and Harness. 
There will also be offered many Textiles, Subsistence Stores, Clothing and Equipage, General Sup- 
plies, and Machinery and Engineering items. 


In addition to the Leather and Harness items there will be auctioned at the following Depots, 
84,843 pairs of Shoes, all of which are new. 


AT 
ST. LOUIS, MO. 
Thursday, January 19, 1922 


SHOES 
Trench, New 
Spec. 1351—with hobs.. 30 pr. 
_ eae ee 7 pr. 
OE saivacetes@tuanes 2,979 pr. 


135I—no toe plate....75,055 pr. 


A complete catalogue of all items to 
2 offered for sale can be secured 
rom 


SURPLUS PROPERTY 
OFFICER, 


General Intermediate Depot, 
1819 West Pershing Road, 
Chicago, Ill. 


At 
PITTSBURGH, PA. 
Tuesday, January 24, 1922 


SHOES 

Trench, New 
Spec. 1324—metallic ........ 41 pr. 
1351—metallic ........ 557 pr. 
1352—metallic ........ 6,110 pr. 


Requests for complete lists and in- 
formation on the Pittsburgh sale 
should be made to 


SURPLUS PROPERTY 
OFFICER, 
General Intermediate Depot, 


First Ave. & 59th St., 
Brooklyn, N. Y. 


At 
CAMP LEE, VA. 
Tuesday, January 31, 1922 


SHOES 


Marching, chocolate, new...... 64 pr. 


Other items to be sold such as 
Clothing and Equipage, General Sup- 
plies, Machinery and Engineering 
Material are listed in a catalogue 
which will be supplied on request to 


SURPLUS PROPERTY 
OFFICER, 
General Intermediate Depot, 


First Ave. & 59th St., 
Brooklyn, N. Y. 


A complete catalogue of all items to be disposed of at Camp Dodge can be secured by writing The Surplus 
Property Officer, General Intermediate Depot, 1819 West Pershing Road, Chicago, IIll.; of the New Cumberland 
Sale from the Surplus Property Officer, General Intermediate Depot, First Ave. & 59th St., Brooklyn, N. Y., 
and of the Fort Mason Sale from the Surplus Property Officer, General Intermediate Depot, Fort Mason, San 


Francisco, Calif. 


The immediate availability of this material is a feature not to be overlooked. The manufacturer, jobber, 
wholesaler or retailer cannot afford to pass this opportunity to buy dependable materials in lots to suit attending 


bidders at exceedingly low prices. 


All material and merchandise will be sold “as is” and “where is.” 


renovated, repairs made where necessary and are in good condition for resale. 


All reclaimed items have been thoroughly 


+ WiRDEPARTMENT SURPLUS SOCKS: 
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LYNN 


Things Look Brighter for 1922 


Factories Increase Activities; Shoe Men 
Plan to Revive Novelties; Sport and 
Comfort Shoe Business Unusually 


Good 


S the new year approaches, 
A prospects for business look 

brighter in Lynn and along 
the north shore. Machine shops, 
especially shops making shoe and 
leather working machinery, are put- 
ting on additional hands. A noted tex- 
tile mill has ordered 7000 additional 
spindles. The electrical companies are 
preparing to bring out new machin- 
ery. Tanners are putting more hides 
and skins into their vats, and shoe 
manufacturers are planning to bring 
out new styles in shoes, and more of 
them. Lynn manufacturers will dis- 
play unusually attractive samples at 
the Chicago Style Show and in Boston 
and New York markets. 


CAPACITY PRODUCTION ON 
SPORT 

One of the bright signs of better 
times for 1922 is found at the two 
factories of the Donn D. Sargent Co., 
both of which are running to capacity, 
5400 pairs daily. The bulk of the out- 
put is made up of sport styles, some 
all white, and some white with col- 
ored trimmings. Ivory white soles 
and heels are a feature of this line. 

These shoes are a happy combina- 
tion of price, service and style. The 
firm, in planning its business for 1922, 
figured fixed charges down to before 
the war levels, bought leather and 
supplies in the low markets and se- 
cured concessions from labor. 


1922 LASTS AND PATTERNS 

Dress lasts, with Louis heels, 17/8 
and 18/8, and sport lasts are the lead- 
ing models for 1922, according to 
Lynn last manufacturers. Besides, 
there are the health lasts, which have 
an established position in the trade. 

Strap pumps, and oxfords with 
aprons, are the leading style patterns 
for 1922 that are being made in Lynn 
pattern shops. A new one-strap has a 
strap % of an inch wide, which is 
about the widest ever. 

Patterns are, generally speaking, 
plainer than a year ago. 


LEATHERS FOR 1922 


Suedes of gray, brown and black 
are coming into use for spring shoes. 
Patent leather is a staple. Some 
pumps are made with patent vamps 
and colored suede quarters. One-strap 
walking oxfords are made with Rus- 
sia calf vamps and suede calf quar- 
ters. Brown kid continues good. 
White calf, white kid and white ca- 


bretta are used for “Palm Beach” 
style dress pumps, and white buck, 
smoke elk, horse hide and Russia calf 
is used for sport shoes. 


SATINS FOR 1922 

Many satin strap pumps will be 
made for Easter. An extra heavy 
satin, used for the better grade shoes, 
is made on looms imported from 
France. It is a full substance satin 
of rich luster. By the way, the best 
satin figures at from 40 to 50 cents a 
foot and it is about as expensive as 
leather. 


“SEA PEARL” BUTTONS 


New buttons for pumps or opera 
boots are of “sea pearl.” They are of 
the birdseye pattern. Among them 
are some handsome gray buttons to 
be used on gray suede shoes, and 
brown buttons for brown calf shoes. 
Also, there are a score of fancy hues 
for party shoes. 


LEATHER SOLED SPORT SHOES 


Lynn manufacturers are getting 
some very good No. 7 iron soles, at 
30 cents a pair or thereabouts, from 
sole cutters and are putting them onto 
sport shoes. A year or so ago they 
paid 60 cents a pair or more for 
these soles. 

By the way, this helps to explain 
the new interest in sport shoes with 
leather soles. 
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STITCHED ALOFT BOTTOMS 


There is some interest in stitching 
soles of sport shoes aloft, instead of 
in a channel. Some experimenting 
has been done with stitching shoes 
in a groove. The stitches show on the 
bottom. But, shoe experts argue, there 
is more wearing substance in the sole, 
for there is no channel cut into the 
sole. And the stitches will hold, no 
matter how much the sole is worn, as 
long as the knot of the inseam is 
secure. 


McKAY-SEWED SPORT SHOES 

A new sport shoe in the Mitchell, 
Caunt Co. line has a smoked elk vamp, 
a brown calf apron, a leather sole 
sewed on by the McKay process, and 
fair stitched. Its heel is of leather, 
with a rubber top lift. 


70 YEARS A TANNER 


Mr. Bennett, a foreman in the tan- 
nery of J. S. Barnet & Sons, has been 
seventy years in the leather trade, is 
now eighty-seven, and is active in the 
factory every day. 


New Chicago Sales Office 

The A. M. Creighton Co. of Lynn, 
who are to have a space in the New 
England section of the National Shoe 
Retailers’ Association Exposition in 
Chicago, Jan. 9-12, will have a double 
reason for observing that interesting 
event. They are to open a new sales 
office in Chicago in Room 1500, Re- 
public Building, State Street, that 
same week, with George H. Becker as 
manager, in charge of Chicago and II- 
linois sales. On account of this event, 
the concern is planning to send sev- 
eral representatives to Chicago at that 
time, these including Sales Manager 
F. D. Armstrong. 





LOS ANGELES 


Holiday Business Only Fair on Shoes 
Felts, Hose and Accessories Going Well 


HE retail shoe trade contin- 
ues to be rather spotty, al- 
though the holiday season 

brings a lot of shoppers on to the 
streets and shoe sales here and there 
are cleaning up stocks to some extent, 
but the fact that the weather remains 
fine and sunny keeps a lot of people 
out of the shoe stores who would or- 
dinarily be buying oxfords and spats 
in anticipation of rain. Saturdays 
are usually good days because a great 
many employed people find that the 
most convenient time to shop. Things 
have been a little quiet, although no- 
body complains and merchants gen- 
erally state that there has been an 
appreciable increase of business this 


year over last. People in the main 
are buying very conservatively at this 
time and for their immediate needs. 
Black shoes, in patent, kid and satin, 
with usually one, two or three straps, 
predominate as they have for the past 
season, patents selling mostly in nov- 
elty designs. Calfskins have practi- 
cally no call at present, although a 
little ‘later calf oxfords will probably 
be pretty good. Browns are even bet- 
ter than most merchants thought they 
would be, particularly in kid and satin. 

Evening slippers are selling well 
as the social gaieties increase, and 
buckles and accessories also are be- 
ing bought more freely. Hosiery 
sales are very satisfactory, selling 
well in both staple and novelty lines. 
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We Wish You All a Netes—If they bear the 
trade-mark bottom stamp, 


Happy New Year 


We hope you will start the New Year right 
with COMMUNITY STITCHDOWNS, and 
thereby get SATISFACTION. 


All of our buyers are satisfied with COM- 
MUNITY STITCHDOWNS. 


WHY! 


Because they are shoes that are repairable. 
COMMUNITY STITCHDOWNS have indi- 
viduality, appearance, and absolute sturdi- 
ness. They have proven their wearing quali- 


A Real Waterproof Shoe : 
for School Wear ties. And, above all, remember that they 


Storm Blucher—Choc- —- © oer 

. : Community Stitchdowns are repair- 
— — igh a able. We, or our distributors, repair them 
oak ou e, waterproo at cost. 


slipsole.e A REPAIR- 
ABLE STITCHDOWN A little gent’s shoe in 
ae ' Write for samples mahogany, tan and 

fs gee : black. Lined and with 
solace The Community Shoe heel, from 814 to 1344 


she tole ea Mfg. Co., Inc. $1.90 - 


351 Classon Ave. Brooklyn, N. Y. 


customers at cost. 





This is a humdinger 


are repairable stitchdowns. 


























In Stock Now! We make a line of Men’s me- 
dium Grade Welts at Popular 


Prices, carrying Goodyear 


“ARCH FORM” te . 
Children’s Turn, er Wingfoot Rubber Heels. 


Baby Steps Good Values 
For the Little Folks = a Good Styles 


Brown Patent But- 
ton, white top...... $1.20 
Brown Patent But- 








After January 15th we will carry a stock of 
— aps 1. our popular price sellers for immediate deliv- 

so Tes Cat Daten... 1.29 ery. We would like responsible retail mer- 
Brown Kid Button.. 1. chants, in every city and town, to handle our 


P 609 White Kid Button... 1. ° ° ° 
Increased business comes to Patent Button, white line. We invite correspondence. 


ry kid top ol 
the merchant who is pre Patent’ Button, éuil 
pared with a complete as paees 
sortment of “Arch Form” Beaver brown top... 1.05 


First Step Turns. Terme: 8 ger cont 30 Gaye; 


Real Values— 
Buy by Comparison 


Send for sample dozen or sample pair. 
Co-Operative Shoe Co. LUKE W. REYNOLDS CO. 
FACTORY 


Juvenile Footwear 
309 Main Street, Cincinnati, O. Brockton, Mass. 
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The fact that hosiery makes such ac- 
ceptable Christmas gifts is being 
played up by the various stores very 
successfully. Felt slippers are be- 
ing lavishly displayed everywhere and 
they began selling even earlier this 
year than usual, as previous years 
have shown a scarcity along about 
Christmas time. 


Bullock’s Selling White Shoes 

Bullock’s report a good demand for 
white canvas, white kid» and white 
buck, which are selling exceptionally 
well for this time of year, in straps 
and oxfords. Also, a good demand for 
gray suede. They are experiencing 
considerable activity also in high 
shoes, which is rather unexpected, 
considering the fact that last year 
there was scarcely any call for them. 
However, these are sold mostly to mid- 
dle aged ladies and those whose first 
thought is for comfort during the an- 
ticipated rains. 


New Evening Slippers at Wetherby- 
Kayser’s 

Novelty slippers find a ready sale 

all through the year at the Wetherby- 
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Kayser Ambassador Hotel shop, states 
Mr. Kleps, who is in charge. Espe- 
cially during the social season is there 
a great demand for slippers for even- 
ing wear. Among the newest things 
are some French sandals which have 
proven big sellers. These are made 
on a modified French last, with the 
Spanish type heel, in a variety of com- 
binations. Some of the styles noted 
were: a black patent with red Spanish 
heel, red cutouts on the vamp, cutout 
ankle strap and center’ strap 
buckled on one side, a black velvet 
with gold kid sabot strap, ankle strap 
and center strap; also the same model 
in green novelty cloth and black satin; 
a white kid sandal with black patent 
slashed ankle strap and black patent 
curley-ques tapering to the top of the 
vamp. Wild looking! Spanish heel. 
Pauline Frederick bought the sister to 
this one, in gray. Also noted were a 
black patent with white perpendicular 
stitching, one strap; and a black vel- 
vet sandal with gold kid instep strap, 
deeply cut out at instep. Mr. Kleps 
says business is exceptionally good 
with them at this time. 





MEMPHIS 


Holiday Trade Has Been Satisfactory 


Mild Weather Has a Slowing-Up Effect 
on Business—Attractive Store Trims 


RADE on the eve of the 
Christmas holidays with 
Memphis shoe firms both 
wholesale and retail has held up 
fairly well. In former seasons it had 
been more active, but the weather has 
been cold and rainy and yet not of 
that kind to cause the rush for arc- 
tics and very heavy shoes that real 
bad weather occasionally promotes. 
It is true that in rubber boots, light 
rubbers and heavy shoes trade is good, 
but out-of-town shoppers are not quite 
s0 numerous as in the former good 
years. Business is satisfactory, with- 
out that pell-mell rush that has been 
seen. During Christmas week the 
stores remain open evenings. All of 
the stores had Christmas decorations, 
ranging from holly trees to Christ- 
mas bells, snow scenes and even Santa 
Claus effects. 


Wholesalers Report Good Business 


The wholesalers report very good 
business in the Mississippi Valley 
States. Good prices for cotton and 
farm products is helping this, also the 
resumption of many of the hardwood 
mills and cooperage industries. Mem- 
phis now has a number of representa- 
tive wholesale shoe agencies. H. C. 
Yerkes, on South Second Street near 
Monroe Avenue, represents two large 
Milwaukee factories and one Cincin- 
nati factory. 


B. B. Bowen and R. E. Bowen, on 
Monroe Avenue, have a display and 
salesroom for the George F. Dittman 
Boot & Shoe Co. They also cover on 
the road west Tennessee and north 
Mississippi for these people. H. F. 
Kern represents the F. Mayer Shoe 
Co. at 11 North Main Street, near 
Madison Avenue. These wholesale 
people, as well as the Specialty Shoe 
Co., Max Weis, manager; the U. S. 
Rubber Co., on Linden; Scheibler & 
Co., North Front Street, shoe findings; 
Caruthers Shoe Co., on South Second, 
near Monroe; Lee Wholesale Shoe Co., 
South Second Street, near Union Ave- 
nue, all report very good December 
trade. 


COTTON CONVENTION HELD 


The convention held in Memphis, 
Dec. 12-13, called the Cotton Conven- 
tion, brought together many mer- 
chants, bankers and planters from the 
cotton States. Ex-Governor Frank 
Lowden of Illinois; ex-Governor 
Charles Brough of Arkansas; Assist- 
ant Secretary of Agriculture Mercier, 
from Washington City; Col. W. B. 
Thompson of New Orleans; John 
Fields of the Oklahoma Farmer; Fred 
Heiskell, editor of the Little Rock Ga- 
zette; former Senator LeRoy Percy 
of Mississippi, and other distinguished 
men, made addresses. The further 
curtailment of the 1922 acreage and 
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diversified crops were advised and 
planned and a permanent organiza- 
tion of the body agreed on. 


TRI-STATE CONVENTION 
MARCH 6-8 


President Reuben Stiefel gives out 
the revised dates for the Tri-State 
Shoe Retailers’ Annual Convention. It 
will be held in Memphis, March 6, 7 
and 8, at Hotel Chisca. A large at- 
tendance is assured at this 1922 meet- 
ing and a most interesting program is 
being prepared. The booth exhibits on 
the parlor and lobby floors are rapidly 
being reserved, and manufacturers in- 
terested should get into communica- 
tion with M. F. Kramp of the Walk- 
Over Shoe Store, Memphis, chairman 
of the display committee, as the space 
is to a certain extent limited. P. E. 
Frappier of the Florshein Shoe Co. is 
also on the committee with Mr. 
Kramp. 


SOUTHERNERS TO CHICAGO 


A large party of Memphis and 
Southern shoe merchants will attend 
the Chicago annual convention of the 
National Shoe Retailers’ Association, 
Jan. 9, 10, 11, 12. Reuben Stiefel has 
been appointed trainmaster to or- 
ganize the party in this immediate 
section, and a large number of mer- 
chants have indicated that they- will 
make the trip together. 


SPECIAL SALE AT LOWENSTEIN’S 

B. Lowenstein Bros., Inc., departed 
from their custom of early closing 
hours during the week preceding 
Christmas. Special sales in felt slip- 
pers of all colors and ladies’ and 
misses’ fine footwear stimulated busi- 
ness. 


ATTRACTIVE RETAIL ADS 


The EEE Shoe Co. has been running 
attractive page displays in the daily 
papers to describe the wide range of 
footwear and hosiery that they of- 
fered for Santa Claus days. Every- 
thing from a slipper to a boot was 
shown. . 

Zellner’s had large space in Mem- 
phis papers to describe their Comfy 
Slipper line and holiday offerings in 
Christmas specialties and faultless 
footwear in general. 


COMMON SENSE NEEDED 


J. H. Tregoe, secretary-treasurer of 
the National Association of Credit 
Men, en route from Nashville, was 
banqueted at Memphis, Friday night, 
at the Chisca Hotel, by the local body, 
J. C. Dean, toastmaster. Mr. Tregoe 
conferred on the program for the an- 
nual while here and visited several of 
the officials of the body. He made a 
fine address at the dinner, that was 
much appreciated. In speaking of 
general business conditions and the 
economic situation confronting the 
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UP TO THE MINUTE QUALITY AND STYLES 
IN STOCK FOR IMMEDIATE DELIVERY 
SAMPLES AND ATTRACTIVE PRICES SENT ON REQUEST 

a Daten ather ee. ¥ 2686—Three Strap, past yp 
eee — — ‘on . 4 Sines 34% to = Widths 'G 


3 to 7. O Width. and 
2797—Same in Black Kid, with 


2863—Same in Black Ooze. Full Louis Heel. Sizes 3 to 
7. C Width, 


2828—Same in Gun Metal. 2694—Same with Baby Louis 
: Heel. 314 to 8. D Width. 


LEXINGTON SHOE COMPANY, 
INC 


33 ESSEX ST. ' HAVERHILL, MASS. 











HIDDEN 
ATTRACTIONS 
BEHIND THIS ~* 
= CRYSTAL WILL 
% BE SHOWN 





. ~~ ¥ 
fa, BY OUR MR. TROY, WS" 
ae AT THE PALMER S— 
HOUSE DURING THE 
CONVENTION AT 
CHICAGO 
JAN. 9th to 12th. 


CORNELL SHOE CO. |» 
= Makers 
25 5 RO C KL ¥; 


ne perme 


HO 


OPPOSITE SOUTH STATION Gs SEX ABSOLUTELY FIREPROOF 
' 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


There are advantages to gain by visiting the eastern market center, take a look at the good shoemaking al- 
ways on display, in sample rooms, and get better acquainted with sources of production by visiting facto- 
ries within a out ride of “the hnb.’’ On a visit like this you want to stop at a leading hotel, and that 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(SOOO SSF STH SSSHES FT SHERSCSSEESESEREAZEBESEE 
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United States, Mr. Tregoe made an 
earnest plea for the application of 
common sense to business, politics 
and religion. He expressed confidence 
in the future of American business 
and called attention to the fact that 
the good judgment of American busi- 
ness men has more than once saved 
the country from economic disaster. 


NEW WHOLESALE FIRM 


Organization of a new wholesale 
shoe firm to serve the trade in Mem- 
phis and the adjoining territory is 
just announced by Simon Levi, vice- 
president of the White-Wilson-Drew 
Co., who will be president. The com- 
pany has a paid-in capital of $50,000 
and will be ready for business about 
the middle of January. Location of 
the store has not been decided, but 
Mr. Levi stated that probably it will 
be on South Second Street in the 
neighborhood of Union Avenue. He 
denied that the company will take over 
the property recently vacated by 
Goodbar & Co. and purchased by a 
local paint firm. The new shoe firm 
is composed of Simon Levi, president; 
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Henry Solomon, manager of the Sol- 
omon Shoe Store of Helena, Ark., 
vice-president, and E. M. Levi, assist- 
ant cashier of the National City Bank, 
secretary and treasurer. Simon Levi 
was formerly local manager of the 
Friedman-Shelby Shoe Co. of St. 
Louis. He has been connected with 
the White-Wilson-Drew Co. for a 
number of years. E. M. Levi, son of 
Simon Levi, is of the city’s prominent 
young business men and has been as- 
sistant cashier of the National City 
Bank for about two years. Mr. Solo- 
mon has been engaged in the shoe 
business all of his life and for a num- 
ber of years has been a retail mer- 
chant at Helena. He probably will 
retain an interest in his store there, 
but will be succeeded by Morris Loeb 
as general manager at the Helena 
store, which is one of the leaders of 
Eastern Arkansas in retail shoe and 
hosiery lines. The new wholesale com- 
pany at Memphis will be managed by 
Mr. Solomon and E. M. Levi. Simon 
Levi will retain his connection with 
the grocery company and devote his 
time to its affairs. 





PROVIDENCE 


Business ‘‘Fair to Good” 


Heavy Demand for Christmas Footwear of 
All Grades—Holiday Buying Ahead 
of Preceding Years 


ROM fair to good, describes 
K the tendency in the retail 

shoe and department stores 
business in Rhode Island during the 
past week of Christmas buying. All 
merchants report a heavy demand on 
footwear of some kind. Particularly 
large sales were made in women’s 
spats, attractive style shoes, comfies, 
shoe ornaments, hosiery, trade certifi- 
cates, and in fact every type of foot- 
wear. In the men’s trade a fifty-fifty 
purchase was made on both high and 
low shoes, the cheap and the high- 
priced goods selling equally as well. 
All merchants interviewed by the 
RECORDER representative were united 
in stating their Christmas business 
as being well in advance of the pre- 
ceding year. 


NEW YEAR’S MEET, JAN. 3 


The first regular 1922 meeting of 
the Rhode Island Shoe Retailers’ 
Association will be held on Tuesday 
evening, Jan. 3, at 6.30 o’clock. Secre- 
tary Roy S. Whitmore urges all mem- 
bers to start the New Year right by 
attending the initial gathering. 


ROUND TABLE DISCUSSION 
HELD 


The “Round Table” meetings of the 
Boston Retail Shoe Salesmen’s Insti- 
tute, being organized in Rhode Island 
by Sales Manager Frank Butter- 
worth of Boston, held its initial in- 
dividual meeting Wednesday evening, 
Dec. 14, at the shoe store of Thomas 
F. Peirce & Son. Questions pertain- 
ing to the relationship of customer 
and the “retail salesmen” were asked, 
answered and discussed by both Mr. 
Butterworth and individual Peirce 
salesmen. 

At the next round table managers, 
buyers and salesforces of Sullivan, 
Peirce, Regal, Walk-Over and Glad- 
ding’s shoe stores get together. 


STRAP EFFECTS POPULAR 


In spite of the recent cold weather 
and the heavy rains, low shoes with 
and without spats seem to be par- 
ticularly noticeable on the feet of 
local pedestrians. A walking shoe, of 
medium wide one-strap, in black, has 
been in heavy demand at Gladding’s 
high-grade shoe department states 
Manager David Hughes. Strap 
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effects continue in popularity. The 
best styles seem to be in colors of 
brown and black calf, with kid and 
satin a good number. 


RIBBED WOOL HOSE POPULAR 


During Christmas week the high- 
grade shoe emporium of Thomas F. 
Peirce, featured as a leader a special 
lot of women’s ribbed wool hose in 
the season’s most popular colors. 
“Being an unusual value at $2.50, our 
patrons purchased heavily on same,” 
stated Miss Bowers, head of the 
hosiery department. “Our regular 
line, ranging from $2 to $22, also 
moved well,” she said. 


Lynchburg Notes 


PECIAL three-day sales are be- 
S ing conducted by the G. A. 

Coleman Company, which has 
been making a decided cut in one 
line of stock only on each of the three 
days; at the end of the period the 
price is put back up to the original 
figure. 

The price fixed for the first day’s 
sale was $7.77. The company put on 
a good-sized advertising campaign 
for the pumps, oxfords, and boots 
were offered at this price. The shoes 
were featured in a window display. 
At the end of the period the price was 
put back. 

“Shoes that were above $10 at one 
flat price of $8.98 for three days” 
was the slogan used in advertis- 
ing the second Tuesday-Wednesday- 
Thursday sale of the Coleman Com- 
pany. Satin, kid, calfskin, patent 
leather’ and silver cloth pumps in all 
new patterns, designs and heels which 
had previously made up the highest 
priced lines in the house were adver- 
tised at this one figure of $8.98. 

A special sale of shoes for boys at 
$4.85 was also conducted. 


Lions Club Formed 


Edward F. Sheffey and E. F. Shef- 
fey, Jr., of Craddock-Terry, shoe 
manufacturers, Walter C. Beasley, of 
the Beasley Shoe Company, whole- 
salers, and A. E. Isbell, of the Isbell- 
Bowman Company, retailers, are 
charter members of the first Lions 
Club of Virginia which was formed in 
Lynchburg recently with a-member- 
ship of more than 50 leading business 
and professional men. 


Capital Stock Increased 


An increase in the capital stock of 
the Beasley Shoe Company from 
$300,000 to $1,600,000 has been au- 
thorized by an amendment to the 
charter of the company which also 
authorizes the company to increase 
its real estate holdings and to enlarge 
its purposes to include the manufac- 
ture of shoes as well as wholesaling 
them. 





Buyers’ Easy Reference Directory 


WANNALANCIT MOCCASINS Wood Sole 
Wenupens ent - 68 - Boots and Shoes 


door moccasins for 
snow shoeing, hunting, . 
the camp, etc. Also Full Oil Grain Leath- 

for in - door 


wear. Com- 
plete lines High-cut Buckle 


for men, oes $2.25 
women and High-cut Boots. 4.25 
hd +) ry! A 73 Riemer’s Steel 
fancy. Rims for Sole 
Prompt shipment of large orders as well as small. Con- and Heel ... 
tinuous service. Factory running to capacity. Interesting 


cataldgs and price list sent at your request. 
J. S. TURNER MANUFACTURING CO. A. H. RIEMER SHOE CO. 
133 Middle Street Lowell, Mass., U. S. A. MILWAUKEE, WIS., U. S. A. 











NOTICE 
Bows Moceasins 


will be on display by Whitmore Terrill Shoe Co... at 
the Chicago Exhibition, Space No. 199, and also 
Hotel Sherman 

where they will be pleased to meet you, take your 
kind orders for “Bows Made, Best Made” Moccasin 
.Styles, and talk over this line with you. ° 

Don’t forget to visit Space No. 199 
and to inquire concerning “Bows Moccasins.” 


Bows Moccasin Co. 


Avon, Mass. (Opp. Depot.) 


APPROVED BY 

MEDICAL MEN 
As a sturdy support for the ankles of 
frisbee the barkley"Venbated’ Poot 
Developer is celled. - 
surgeons 


VENTILATIOND 
PATENTED 


 e;eieaies 


SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 
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Fine Calf Leathers } | !NFANTS' UP-TO-DATE LOW CUTS 


MANUFACTURERS OP Immediate Delivery 


Velvetta Calf — oe 
Tuscan Calf — . Strap Ro- 
R j C 1 — oY 
us. a if oe Mary Janes—All Lea- =o 1 Strap—2 Buttons— 
. . thers — Spring Heels, Spring Heel. 2/5— 
Strictly Fine Full-grain Calf Leather “ fart 9 2/6—05e. — om 


HUNT-RANKIN LEATHER CO. Also 1 and 2 Strap Same—Also Mary Jane 2 Strap. 
106 Beach St Bo M Terms 2% 10 days—Net 30. 
: ston, Mass., U.S. A. THE BAY STATE SLIPPER CO., Haverhill, Mass. 








Pe ee ee 





CORRECT FOOTWEAR 


FOR CHILDREN BLOODED-STOCK 


Increase sales in your Infants’ 
Shoe Department by putting this If were bu a horse and he was just a horse 

8 shelves. We woall have to for granted the re the r 
a de leather and then wait for experience to show if had spoken 

n, pearl elk, truth. 

with pe i a ae. 
Ss oe be. But if you t a horse of blooded-stock that had 
} 8 ~~ oe oe ree, you would not need to take the man’s word for it. 
@ pedigree, wound chow bio qneostsy and vase ont on™ 
an idea of the animal's capacity for speed and endurance. 


f . It's the same in buying adverti spece. Some publica- 
oe, > tions sell “just a horse” and ay Be to take their cir- 
= = every member of culation statement with a pinch of salt. 
e amily. 
The Boot & Shoe Recorder is blooded-stock. An A B C 
that tells you what to expect in 
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BE PREPARED 
FOR NEW BUSINESS 


WRITE FOR COPY OF 
BUL’ «TIN 133 


Illustrating newest designs 
in Buckles for Footwear 


Season of 1922 


Including popular 34 and | inch sizes 





No. 1370 
Sizes %—1 Inch 





No. 1369 
Sizes %—1 Inch 


Size % Inch 





To meet the changing needs of footwear 
manufacturers we have designed an assortment 
of new buckles in % and 1 inch sizes and are 
in position to give prompt delivery service. 

These buckles, created especially for the 
season of 1922, are illustrated in Bulletin 133. 
just off the press. We shall be pleased to send 
manufacturers and jobbers a copy upon re- 
quest, as well as free samples of buckles in 
which they are interested. 


NORTH & JUDD MFG. CO. 
NEW BRITAIN, CONN. ; 


BRANCH SALES OFFICES 


New York St. Loui 

—— St. 608 Victoria “Bldg. 
icago Ss F i 

326 W. Madison St. Postal Tel. Bldg. 
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FOR YOUR CUSTOMER 
The Startright Shoe For 


- Your Customers 


You should have the Startright line of 
shoes in stock to meet the demands of 
your customers for several reasons :— 




















1—They are broad at the toe 

2—They are straight on the inside line 

3—They have a broad low heel . 

4—They have a flexible arch 

5—They are the BEST corrective shoe made 
AND—The Price Is Right. 

The Flexible Arch lends the foot freedom in walk- 

ing, and is conducive to strong, healthy feet. 

The Broad Toe gives ample room for the proper 

toe movement and for the development of the 

foot muscles. 

The Straight Inside-Line holds the foot straight, 

without rigidity, just as nature intended. . 

The Broad Concave, Convex heel gives a firm grip 

to the heel and has been designed along ortho- 

pedic lines. 

Let the Startright shoe start-you-right and help 

to increase profits and build business for you. 


Carried in Stock in Seven Styles 
Write for Information 
Startright Dept. A, 


GEORGE W. BAKER SHOE COMPANY 
325 Classon Ave., Brooklyn,’ N. Y. 


‘Baker 


SHOES FOR WOMEN 


323-343 CLASSON AVE. 
BROOKLYN N.Y. 








































































Orthopedic Shoes In Disguise Se 


BOOT AND SHOE RECORDER December 31, 1921 














MANUFACTURERS 9 
WOMENS. GROWING GIRLS. MISSES AND CHILDRENS FOOTWEAR 


CAN YOU BEAT IT? 


WOMEN’S McKAY OXFORDS 
With Goodyear Rubber Heels 


ORDER NOW 
TO INSURE 
PROMPT 
DELIVERY 


STOCK NO. 1100 TAN CALF - - $2.05 
STOCK NO. 1110 BROWN VICI - - 2.25 
STOCK NO. 1115 BLACK VICI - - 2.15 


TERMS: 5% 10 Days, 2% 30 Days 
F. O. B. Keene, N. H. 


Nothing but genuine Vici is used in our Kid stock. No substitutes. 
No orders less than 18 pair lots. Deliveries after January 1. 


RAYMOND, SWIG, MALLOY CO. 


KEENE NEW HAMPSHIRE 

















December 31, 1921 


BOOT AND SHOE RECORDER 


Enlisting the Personal Letter 
In Sales Building 


66 N $11,000 Postage Stamp” 

is the title of an interest- 
ing little story in a folder recently 
gotten out by the Direct Mail Adver- 
tising Association. It tells how the 
wife of a Chicago banker, who pur- 
chased more than $4,000 worth of mer- 
chandise a year from a large retail 
store, suddenly stopped, and no one 
could find out why until the right man 
wrote her the right kind of a letter, 
whereupon her troubles were aired, 
and settled, with the result that in the 
next twelve months she spent $11,000 
in that store. 

This incident effectively illustrates 
the power of the personal letter in 
helping to reinstate lost customers. It 
is difficult to measure in actual dollars 
and cents the value of the letter which 
brought that customer back. The 
amount of money she spent during the 
ensuing twelve months was but a 
small part of it, as the good-will thus 
established went a long way toward 
insuring her patronage for years to 
come, to say nothing of the favorable 
influence which she would naturally 
exert on friends and acquaintances. 


Tactful Letters Pull Business 


Comparatively few retail merchants 
realize what a vital power in business- 
building the personal letter really is, 
judging from its very limited usage. 
And besides its power to get results, 
it is a very economical means of con- 
veying the selling message. Imagine, 
for instance, the effect which the fol- 
lowing letter would have on a woman 
customer who, because of some griev- 
ance, real or imaginary, had entirely 
ceased to patronize a store at which 
she had traded for some time: 


“Suppose a person with whom you 
had become :quite intimate suddenly 
seemed to lose all interest in you— 
never visited you, nor in any way 
sought your company. Wouldn’t you 
be just a little anxious to know the 
cause of it all? 

“That's the way we feel about your 
failure to longer patronize our store. 
We thought we had always treated you 
with absolute fairness and shown you 
every consideration that would war- 
rant your continuing with us per- 
manently, but perhaps we have fallen 
short in some way although if this is 
the case, I assure you it was uninten- 
tional. 

“This store places a very high value 
on your patronage, and whatever the 
trouble is, we want to make it right. 
We want you to be thoroughly satis- 
fied with our merchandise and service, 
and when you are not, it is our sincere 


desire to make such amends as the 
occasion demands. 

“Won’t you please place your griev- 
ance before us, if you have one, and 
let us set the matter right?” 

Isn’t it logical to assume that the 
customer will respond to this appeal. 
There is in this message a ring of 
sincerity that leaves no doubt in the 
mind of the recipient as to the good 
intentions of the writer. And sin- 
cerity is one factor that counts for a 
great deal. 


How A Mailing List Was Built 


In addition to its power to bring 
back old customers, the personal letter 
can also be most successfully used in 
adding new ones, as well illustrated 
by a live Indiana dealer, who recently 
put on a direct mail campaign de- 
signed to materially enlarge his circle 
of desirable patrons. For the purpose 
of securing a live mailing list, this 
merchant offered to pay each of his 
present customers $1.00 each for the 
names of friends and acquaintances 
whom they thought would make good 
customers for his store—remittance, 
of course, to be contingent upon the 
persons whose names were submitted 
actually visiting his place of business. 
This gave him an excellent lot of pros- 
pects to work on, with the additional 
leverage gained by referring in his 
letter in each instance to the person 
who had suggested the name. His 
initial letter to these prospects read as 
follows: 

“Mr. A. F. Brown of this city, re- 
cently gave us your name, and sug- 
gested that you would very likely ap- 
preciate the quality of merchandise 
and service rendered by this store. 
Mr. Brown has been a regular cus- 
tomer of ours for a long time and it 
is because of his thorough familiarity 
with our manner of treating patrons 


that he is interested in seeing your ~ 


name added to our ever-growing list. 

“One thing you can be sure of when 
you come here is that your dollar will 
always be given its greatest possible 
purchasing power. Our own buying 
policy is such that we can supply your 
every requirement in our line at the 
very lowest price which the high 
quality of our merchandise permits. 

“That the customer’s interests are 
our interests, is a fact fully recognized 
by every individual in this organiza- 
tion, and you can bank on it that you 
will always be taken care of in a 
manner that suggests our desire for 
your permanent patronage. Isn’t this 
the kind of a store you like to deal 
with? 

“Be sure to pay us a visit next time 


you’re in town, whether or not there is 
anything you want to buy. 
2. ” 


Let’s get 


acqua 

The brisk pick-up in business, at- 
tributable chiefly to sales to new cus- 
tomers, followed so promptly the writ- 
ing of this letter to several hundred 
prospects that the merchant was led 
to pronounce the campaign a decided 
success, and since that time has never 
ceased using the personal letter as a 
means of business-building. 

The following paragraphs are from 
two other letters used by this com- 
pany in follow-up work: 

“When people continue to patronize 
one store month after month and year 
after year, isn’t it a pretty sure in- 
dication that they are well satisfied 
with the treatment accorded them? 

“That’s the kind of a customer-list 
we have, and it has been built by the 
unswerving policy of giving every cus- 
tomer a square deal, plus. Every 
article you buy here must give com- 
plete satisfaction, or we want it back. 
We don’t expect you to keep something 
that fails to fully measure up to ex- 
pectations. 

“It is decidedly to the credit of this 
store, however, that although we have 
adhered closely to this policy for 
years, rarely indeed is anything ever 
returned, which is due to the extreme 
care we always exercise in seeing that 
our customers’ wants are supplied in 
a way that we are sure will leave not 
the slightest cause for dissatisfaction. 
If you want this claim substantiated, 
ask any one of our customers.” 

se #8 

“A customer of ours recently re- 
marked that one of the reasons he 
particularly likes to do business with 
this store is because it seems just like 
home to him. He knows every man on 
our sales force and every one takes a 
personal interest in attending to his 
needs. 

“It is always a pleasure to hear 
such expressions as this, for it shows 
that our efforts to do a little more for 
customers than is ordinarily expected, 
are not in vain. 

“You will find this same factor 
manifest in all your dealings with us. 
In no sense do we regard business as 
a cold-blooded proposition. We al- 
ways try to cultivate a close personal 
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Merger Announcement 


The J. J. Lippitt, Inc., and The Alfond Shoe Company of 
Lynn, Mass., beg to announce that they have consolidated their 
respective plants, under the firm name of 


LIPPITT-ALFOND SHOE COMPANY 


We have acquired additional space at No. 3 and 4 Box Place, 
Lynn, where we will increase the respective production of The 
J. J. Lippitt, Inc., and The Alfond Shoe Company. : 

We are now ready with a full line of women’s high grade 
Turn, Welt and McKay shoes, and are certain that we can serve 
the trade better in each individual line. 


A full line of samples will be displayed 
during the week of January 9th at the 
Morrison Hotel, Chicago. Mr. J. J. Lip- 
pitt and Mr. Dave J. Gordon will be in 
charge and extend a hearty welcome to 
all visiting buyers. 


Respectfully yours, 


Lippitt-Alfond Shoe Company 
3 and 4 Box Place LYNN, MASS. 
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How to Determine Size in Hosiery 


Fit Equally as Important as That of Shoes and the 
Retail Merchant Who Knows Correct 
Sizes Achieves Good Will 


HE importance of the customer obtaining 
the proper size in hosiery cannot be over- 
estimated by the retail shoeman who has 
or intends to have a live hosiery department. 


Anyone who sells hosiery will often need to know 
what size stocking or 
sock is correct in or- 


may often find out by tactful questioning that she 
has been wearing an 8% stocking with a No. 6 shoe, 
and, by selling her the proper B8ize (which, by con- 
sulting the chart, is seen to be 912), he has made a 
friend for the store and one who will return again 
and again for her hosiery, because the 9% will 
undoubtedly be more 
satisfactory to the 








der that he may as- 
sist the customer, 
who may not and, in- 
deed, frequently does 
not know what size 
is needed. 

For the guidance 
of the hosiery sales- 
man we suggest that 
typed copies of the 
chart on this page— 
giving the corre- 
sponding sizes of 
shoes and hose — be 
posted in a conve- 
nient place for fre- 
quent consultation. 
Especially is this 
necessary where a 
new hosiery depart- 
ment is being estab- 
lished in a shoe store, 
for, whereas a good 
part of this informa- 
tion will be absorbed 
by the salesman in 


size in hose and half-hose. 
ure nine inches, and so on. 


r7—W OMEN—_, 
Shoe Size Hose Size 


10 to 11 years 
12 to 13 years 
14 years 


The number of inches from the toe to the heel decides the 
For example, size 9 should meas- 

Twenty-seven inches is usually 
the minimum length for women’s plain stockings, whereas 
ribbed hose should measure 30 inches. 


Corresponding Sizes of Shoes and Hose 


customer by giving 
service, in addition to 
being much more 
comfortable. 

Foot discomfort 
has long been one of 
the evils common to 
all mankind. It is 
safe to say that not 
one person who reads 
this article but has 
suffered with his feet 
at some time or other 
in his life. Usually 
the shoe is blamed, 
and often unfairly, 
for the most scien- 
tifically designed and 
correctly fitted shoe 
cannot give satisfac- 
tion unless the ho- 
siery worn with it is 
correctly fitted also. 
Too short a stocking 
binds and draws the 
foot in a manner 


——_ MEN——_7. 
Shoe Size 


5%or 6 
572 or 7 
7%or 8 


£2 or 9 
9% or10 


Shoe Size Hose Size 
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the process of han- 
dling hosiery, at the 
beginning it will need to be consulted constantly in 
order that the customer may get the correct size 
stocking in every instance. 


Elimination of Complaints 


If this chart is carefully followed and the sales- 
man induced to take a proper pride and interest in 
seeing that every pair of hose he sells to a customer 
is correct in size, most of the complaints of poor 
wearing qualities will be eliminated—for a stocking 
of the proper size will obviously give twice the ser- 
vice and comfort of one whose size has merely been 
guessed at by customer and salesman alike. 

The shoe salesman has a distinct advantage in 
selling hosiery over the average salesman in the 
department store or specialty shop, in that if he has 
just sold a customer a pair of shoes of, say, size 542, 
he knows that in showing her stockings to match 
he should show size 9%. Again, a customer may 
complain that her stockings are not giving the ser- 
vice that they should. In that case the salesman 


be stretched to fit. 


which is not only 
very painful to the 
wearer, but may lead to permanent injury and, 
therefore, cause constant suffering. Again, ‘too 
large a stocking may wrinkle and take up too much 
space in the shoe, thereby causing at the very least 
calluses and blisters of a painful nature. There- 
fore, it is up to the shoeman in particular to see that 
both shoes and hosiery are properly fitted and so 
guard against any possible dissatisfaction on the 
part of the customer. 

Especially in selling silk hosiery be sure that the 
size is large enough, as an extra half inch often 
means all the difference between a stocking which 
will wear indefinitely and one which will have a hole 
poked in the toe or the heel worn through in the 
first few wearings. The strain on the larger size 
will be infinitely less than on the smaller and it will, 
therefore, wear much longer. 

Remember that silk stockings are made to fit the 
foot and leg and should not be so tight that they must 


a 


“ely 
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j SEASON’S GREETINGS 


MEET US IN CHICAGO 
January 9th to 12th, at N. S. R. A. Convention. We 


will be represented by our Messrs. J. Abowitz and 
E. R. Caruso. 


We Have Made Our Reputation 
Let Us Help to Make Yours Greater 


The style value—not to speak of the excellent Brooklyn shoemaking, 
apparent in our footwear, is the result of tremendous hard work and 
application of skilled shoemaking. 


Our product has made our reputation and this same product will build 
business for you—high grade profitable business. 


After the Convention, don’t fail to visit our factory and showroom 
in Brooklyn. 


“Lox tz Abowitz 


PHONES Manufacturers of WOMEN’S HIGH GRADE BENCH TURN 
TRIANGLE s1iz FOOTWEAR 


FACTORY AND SHOWROOM 17 SMITH ST. BROOKLYN, N. Y. 

















= 


Groping in the Dark 


. Time was when the purchase of advertising 
Tailor-Made space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 


, 7 lisher’s statement of circulation and often these 
J uvenile Shoes figures were unreliable. 

In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods 

H. H. FREELAND this organization is able to supply just the data 

Mennfacturer an advertiser needs. The darkness is dis- 
Established 1806 ROCHESTER, N. Y. pelled and the bright light of verified facts 
takes its place. Space buyers no longer find 


Catalog on request it necessary to grope in the dark. 
A salesman in every State 


Factory Stock Service 








There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 
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No. 114 No, 414 
Women’s Fine Women’s Fine 
Black Kid 9” Lace Brown Kid 9” Lace 
18/8 Goodyear 13/8 Goodyear 
Wingfoot Rubber Wingfoot Rubber 


Heel Heel 
$4.15 $4.65 


All All 
Leather Folded 
Trimmings Vamps 


Widths A, B, C, D 
Goodyear Welt 


All with Goodyear Wingfoot Rubber Heel 





No. 622 No. 282 
Growing Girls’ - Growine Girls’ 
Mahogany Veal Calf Gun Metal Veal Calf 
8” Lace 8” Lace 
8/8 Rubber Heel 8/8 Rubber Heel 
$3.85 $3.50 


No. 222 No. 682 
. Growing Girls’ Growing Girls’ 
Gun Metal Veal Calf Mahogany Veal Calf 
8” Lace 8” Lace 
8/8 Rubber Heel 8/8 Rubber Heel 


English Toe Sur Nature Toe 
Widths A, B, C, D oi Widths A, B, C, D 
Goodyear Welt VBBE ES ie Goodyear Welt 


Boots—In Stock 


Write for our Illustrated Folder showing Oxfords as well as our Misses’ and Children’s 
Goodyear Welts and McKay shoes In Stock. 


“MADE IN PENNSYLVANIA” 
IN OUR OWN FACTORY 
All shoes packed in plain white cartons 


DEVINE & YUNGEL, Inc. 


Manufacturers 
HARRISBURG, PENNA. 























BOOT AND SHOE RECORDER December 31, 1921 


Retail Shoe Merchants 
Welcome to Chicago 


And a still warmer welcome awaits you at 


Booth 205 


ICONY FOOTWEAR will be there in 
full display—all fine bench-made turn 
shoes and low cuts. Dainty D’Orsays, beau- 
tiful boudoir slippers and mules, novelties of 
every description, depicting what is new in 
the Orient, what is pleasing our own domes- 
tic trade. 


You will admire our latest creations. Their 
original and artistic touches will deeply im- 
press you. You will begin to realize the 
meaning of “creative ability” when you see 
the work of SICONY craftsmen. Then you 
will be surprised when we tell you of our 
enormous increases in production—brought 
about by continuous demand. 


Better write it down in your “memo” book now 


“BOOTH 205, SICONY” 


-(-STONE IMPORTING CO. 


(2-(4-(6 EAST 22”° ST.NEW YORK 
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FINAL CLEAN-UP 


4000 Cases Left 
BRITISH HIP BOOTS 


Select Your Own Sizes 7 to 11. Solid Cases $1.°° 


Per Pair 


Assorted Sizes to the Case 


Each Case Contains Sizes 7 to 12 


As Long As They Last; First Come First Served 
Also Full Line of Army Goods 


Terms Net 30 Days, F. O. B. New York 


SURPLUS TRADING COMPANY 
394 Broadway : New York City, N. Y. 
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Minnesota Steadily Growing in Shoe 


est nor the oldest shoe man- 

ufacturing center in the 
country, but those concerns which 
have been operating there for years 
have proved by their steady growth 
that there is a real market for Minne- 
sota-made footwear. That market 
has been made and maintained by the 
fact that Minnesota manufacturers 
know how to make shoes that satisfy 
Minnesota people. 
cept for the city trade, it was the 
conservative shoe, built with care, of 
good material, but without much 
thought of style, that was most in 
demand by the public, and it was this 
demand that the Minnesota factories 
supplied. The last few years, how- 
ever, with the change in the taste of 
the average ultimate consumer to a 
better looking shoe, has brought about 
an adaptation and enlargement of the 
industry until Minnesota can now sup- 
ply practically anything in the lines of 
men’s and women’s staple footwear, 
snappy, up-to-the-minute models in 
novelty shoes and oxfords, warm felt 
shoes and moccasins for winter wear, 
women’s spats, and work shoes that 
are sturdy and dependable. 

There is still an open field for boys’ 
and youths’, misses’ and children’s spe- 
cialty factories, and it is expected 
that these will come eventually. 

The principal growth in the manu- 
facturing industry since it started in 
1855 has been within the concerns 
themselves. Although St. Paul is per- 
haps the center of the industry in the 
State, with the Foote-Schulze, Got- 
zian, O’Donnell, Thompson and Free- 
man Thompson factories operating 
there, other industrial centers in the 


M eet nor the is not the larg- 


In the past, ex-- 


Production 


State provide their share of footwear 
for its citizens. Faribault is the home 
of the Shaft-Pierce Co., manufactur- 
ers of misses’ and children’s shoes, 
who have just opened a sales office in 
Minneapolis; Red Wing is the home 
of two more recent concerns, the L. 
D. Stickles Shoe Co., makers of chil- 
dren’s and misses’ scuffers, and the 
Red Wing Shoe Co., who have a staple 
line of men’s and boys’ semi-dress and 
work shoes. 


The Robertson Shoe Co., located in 
Minneapolis, is one of the newest con- 
cerns. Slippers of all kinds—felts, 
leathers and fabrics—are the special- 
ty of this concern, while the Tenico 
Mfg. Co., another of the healthy new- 
comers, furnishes the local spat sup- 
ply very satisfactorily. 


The A. W. Hartman Shoe Co. of Du- 
luth, formerly the Duluth Shoe Co. and 
subsequently the Northern Shoe Co., 
put out a general line, and the Con- 
nelly Shoe Co. of Stillwater, special- 
ize on a high grade men’s line. 


The shoe manufacturing industry 
in Minnesota has a history of steady, 
consistent development. And that its 
future is promising is shown in the 
statement of D. D. Bryson, president 
of the Minnesota Shoe Retailers’ As- 
sociation, to the writer recently: “The 
Westerner thinks more of the West- 
ern-made shoe to-day than ever before. 
Minnesota manufacturers know how 
to make shoes that suit Minnesota 
people. Their shoes have always had 
more stamina than others, and this 
year especially it seems that they 
aren’t a bit behind on style and finish. 
It looks like a good year for Minne- 
sota-made shoes.” 


YeeeeeewysssyysYe) 








Commercial Traveler 
Continued from Page 367 











G. H. Gillis with Lund- 
Mauldin 


The Lund-Mauldin Company of St. 
Louis announces the employment of 
George H. Gillis as superintendent 
of the Vandalia, Ill., factory. Mr. 
Gillis started his shoemaking with 
his father who was, and is still, a 
custom shoemaker in Massachusetts. 
He has had experience as workman, 
foreman and superintendent in Edwin 
Clapp, Regal, Walkover and other 
New England factories. The Lund- 
Mauldin shipments for November were 
the largest in the company’s history. 
Both factories are running full. 
Orders in hand have necessitated call- 
ing in of the sales force. 


Mexican Peons Like 
U. S. Shoes 


Monterey, Mex., Dec. 25—Thou- 
sands of Mexicans of the lower class 
have discarded sandals during the last 
twelve months and are now wearing 
American manufactured shoes. As an 
evidence of this fact the customs 
records of the Government show that 
during the period named, ending 
Dec. 1, there were imported into 
this country from the United States 
1,031,340 pairs of shoes for men, 
women and children. This is a far 
greater number of pairs of shoes than 
were ever before shipped into the 
country in a corresponding period, it 
is declared. The value of the shoes 
i approximately four million dol- 
ars. 


Pew 


Meee 


Mir 





DON’T SAY “JUST THE SAME” 
You could double your sales on Felt 
Slippers by carrying “ROYAL MAKE.” 


Royal Footwear Manufacturing Co, 
MAKERS OF 


FELT SLIPPERS AND BATHING SHOES 


4 uT 


No. 114—Bathing Shoe with 
Waterproof Pocket. 


97 SOUTH SIXTH STREET 
BROOKLYN, N. Y. 


(2. 
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upon by the trade associations has 
FOR RENT been complied with, will have the MISCELLANEOUS 


satisfaction of knowing that they are 
getting reliable articles. 


“The demand for lower grade boots 
~ SHOE SPACE FOR RENT continues to be greater than that for DO YOU CONTEMPLATE 
Space on first floor for shoe de the better classes of footwear, al- Retis rr oe gring out of business —- 
partment in new, up-to-date Ladies’ though now that the hunting season Oe Se. ae tee > ln thee 
and Children’s ready-to-wear store F over. Betablished 25 years. 

r » has commenced, firms catering for 
on the main street. Will rent on . . I. OLENICK 
—— ae rent, aes of boot are doing good busi- 418 Broadway, New York. Tel. 9581 Canal 
as experienced ° 
parties considered. For further 
information address, The New 


imine aie | [CASH PAID! (casH PAID 


oe Gee aan ee Ge ae C ane & 
merchandise, >. ; for entire shoe stocks er surplus stocks of 
Sa eae eae shoes or other merchandise. Any quantity. 


. Prompt attention given. 
. Kalter Cerf. Mercantile Co., Inc. 
WO, LARGE, LIGHT OFFICES. in 501 Broadway New York Clty CHAS. BLACHER 
SHOE CO., 204 “Albany Bidg., Boston, — oe ei 
ass. . 















































Shoe Business Better retail’ and wholesale. p yh Ay 


tity no object. 7 
In Enghad veoh specialty. Metal Shoe Fitting Stools 

“A hopeful spirit still prevails in duh ins 

the British shoe industry, for there FRANK WALKER, Proprietor Mirrors 

610 Broadway, Brooklyn 
seems no doubt that the worst stage Phone Stagg 1757 
has been passed, and, although a 
rapid return to the normal is not to The NEW YORK EXPORT 
be looked for, the outlook is certainly PURCHASING CORPORATION 
promising, says a statement issued 515-517 Broadway 
by the British consul general in New New York City, N. Y. 
York City. “The large accumulations WILL, { Slow Sellers FOR 
of stocks which were overhanging the BUY { oe ogee ee ny \ CASH 
market a year ago have been to a 
considerable extent absorbed, and No. 141 
manufacturers, distributors, and re- MISCELLANEOUS wie tr THE CHICAGO 
tailers are therefore expecting more Catalog 
active conditions. ot Pree WIRE CHAIR CO. 

“It was only natural, in view of 621 N. La Salle Street 
the more optimistic feeling prevalent Chicago, Ill. 
in the industry, that every effort 
should have been made to make the 
exhibits at the Shoe and Leather Fair, 
which has just been held in London, 
as attractive as possible. The fair 
was well attended by both home and 
overseas visitors, and the fine range SHOE STORE 
and character of the boots and shoes CHAIRS 
exhibited were much admired. 

“Perhaps the most interesting de- SETTEES 
velopment revealed at the fair is the 
support which is being obtained from 
the leading manufacturers in con- 


nection with the ‘guaranteed’ boot WINDOW DISPLAY FIXTURES 


campaign, the object of which is to 


eliminate the cheap boot, now so The OSCAR ONKEN Co. 
prevalent on the market, of which 1154 4th St., CINCINNATI, OHIO 
the main ingredient is shoddy. The 
fair has shown that all branches of 
the trade are likely to support the No matter what policy you may 
scheme. The ‘guaranteed’ footwear pursue in selling to the shoe trade, 
will, of course, be priced according nevertheless, you need the 
to quality, but purchasers of boots Boot and Shoe Recorder 
bearing the official tag, which will be 
evidence that the specification agreed ; aS te Xe 
Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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page per issue: 


Space ltime 7 times 

1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.60 
4 in... 20.00 16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


13times 26times 62 times $1.25. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


SITIONS WANTED—Four cents per word for each 
insertion. M um amount accepted, seventy-five 
cents, For other ‘“‘Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
Ads under this heading will be received up to 
noon, on Friday of week preceding publication te. 
$3.00 $2.50 When advertisers desire answers to come in care of this 
6.00 5.00 office, twelve words must be allowed in each advertise- 
. ment for address. When advertisers desire replies for- 
warded direct to their address, each 





9.00 7.50 word of the —— 
must be counted in the odvertinenent and paid for accord- 
12.00 10.00 ingly. Answers to ads must be sent under letter postage. 
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SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 








three men for Chicago and suburbs. 
trade. 
Strictly confidential. 
son Street, Chicago, Illinois. 


ILWAUKEE MANUFACTURER of Men’s afid Boys’ high gree popular 
priced repeat order dress welts in stock, 

Openings February First in Illinois, Indiana and ‘Michigan for three high powered 

salesmen to sel! this line on liberal basis, exclusively to the retail trade. Also 

Preference given to men with established 

Give references, experience and figures on past record in first letter 

Address D-17, care Boot & Shoe Recorder, 189 West Madi- 


MANUFACTURER of strongest line of 
Men’s semi-dress welts and work 
shoes, made in the Central West, price 
range from $2.60 to $4.60, will have the 
following territories open January ist: 
Northern Minnesota, Nebraska, Eastern 
Iowa, Kansas, Oklahoma, Arkansas, 
Texas, Illinois, Michigan, Virginia, West 
Virginia and Pennsylvania. Only high 

men with established trade in above 
territories need apply. Will consider side 


is establishing Chicago office. 








line men carrying Ladies’ or Children’s 
shoes. Send references and statements 








grven- good territories are 
open for experienced salesmen 
capable of successfully placing a 
Site of Ladies’ High Grade Turn 
pers. 

Want men of proven ability willing 
to travel on ht commission 
basis. Address C- care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














WANTED—Salesman visiting the jobbing 
trade to carry as side line a line of 


Infants’ and Children’s LP es 
made turns, (twelve samples). 
qualified, experienced and having right 


acquaintance desired. Commission basis. 
Address P-263, 1420 Widener Bidg., 
Philadelphia, Pa. 





SSVERAL SHOE SALBESMEN _ are 

wanted by an established Penn- 
sylvania manufacturer Ly a complete 
up-to-date line of Growing Girls’, Misses’ 
and Children’s Welt and McKay ‘shoes to 
sell to the retail trade on commission. 
Men to start about March Ist, 1922 with 
Fall line. Give reference, past experience, 
and territory preferred. Address K-538, 
care Boot & Shoe Recorder, 127 Duane 
St., New York City. 








EXPERIENCED SALESMEN for 
side line on a commission basis, 
in New England or Middle West 
for a line popular priced Men’s 
and Boys’ welts, isses’ and 
Children’s McKays, carried in stock 
by a well established Boston Jobber 
in business for 30 years. EN- 
CLOSE list of references and state 

- territory covered in your first letter. 
Address D-13, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 














ALESMEN WANTED—Experienced in 
selling to high grade exclusive and 
large department store trade, to sell finest 
make of Philadelphia made Women’s 
Turns. Ohio; Indiana; Ilinois; Michigan; 
Pacific States and Middle Southern States 
open. Unusual opportunity to make big 
money selling the best turns that can be 
produced and at attractive prices. State 
full particulars and references in_ first 
letter. PENN SHOE CO., 19 N. 4th St., 
Philadelphia, Pa. 





SALESMEN WANTED—To ssell_ old 
established line of Infants’, Children’s 

and sses’ turn shoes and sandals in 
Ohio, Indiana and Michigan, as a side 
line, on commission. Only live shoe 
salesmen with established trade will be 
considered. Address with reference. 
Lock Box 186, Orwigsburg, Pa. 


of shipments with application. Address 
D-5, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


SALESMEN WANTED—To sell a line 

of Brockton-made, medium grade, 
Men’s welts. Factory capacity: 50 dozen 
pairs daily. Staple styles to retail at 

popular prices. Practically all territory 
open. Address D-11, care Boot & Shoe 
Recorder, 207 South Street, Boston, Mass. 


SALESMEN WANTED—We have several 
good territories open for live wires 
past three years, three character only, with established business. Women's 
references, present connection, popular priced novelties in stock. Com- 
territory covered in detail, etc,, mission 6%, no drawing account, no ad- 
first letter. E. J. RAMSEY co, vances. Commission paid monthly. Give 
967 Atlantic Ave., Brooklyn, N. Y reference and territory. Address D-12, 
care Boot Shoe Recorder, 207 South 
St., Boston, Mass. 


ALESMEN — Several Eastern and 

Southern territories available Men's 
and Boys’ high-grade and medium-priced 
line. Wonderful opportunity. Must have 
your record and references with appli- 
cation. NUNN, BUSH & WELDON 
SHOE Co., Milwaukee, Wis. 


SALES MEN—We have a number of 
openings in New York, the Middle 
Western, South Western and Southern 
States for live-wire men who can handle 
our line of Infants’ Soft Soles, and In- 





PRODUCER — Established trade, 
covers territory closely to 
represent a manufacturer making 
a guaranteed not-to-rip line of 
school and play shoes, in the follow- 
ing territories: Ohio; Kentucky; 
Tennessee; Georgia; So. Carolina. 
Well advertised, fast sellers, liberal 
commissions. Give amount of sales 




















M4upractunans of Milwaukee Made 
Work and Semi-dress, nailed and 
welt, quality shoes, want producers in 
following territories: Oklahama, Arkansas, 
Iowa, Tennessee, Kansas, Southern Texas, 
and Southern Wisconsin. ng 
account limited only a es | to get 
business. Applicants be well 
acquainted in territories. yw a C-991, 








Send all replies te Boot & Shoe Recorder, 207 South St., 


care Boot & Shoe Recorder, 207 South St. 
Boston, " 





THE FOLLOWING TERRITORIES open 

for your wide-awake-willing to work 
salesmen—Eastern Pennsylvania; Eastern 
New York; South Carolina; Florida; 
Southern Texas; Southern Illinois and 
Southern Missouri; Northern Iowa; 
Southern Iowa and other not mentioned 
territories. EDMONDS SHOE COM 
PANY, Milwaukee, Wis. 








SALESMEN WANTED 


a negty Increase at both our 
factories has given us a production 
that justifies the employment of 
six additional salesmen. if you 
are an A-1 shoe man, with road 
experience and a creditable selling 
record, and have a desire to repre- 
sent the fastest growing house in 
the country, oa would be glad to 
hear from with references. 
LUND-MAULDIN COMPANY, St. 
ouls. 














ANTED — LIVE, WIDE - AWAKE, 
salesmen with established business 

to carry as a side line a Dependable, 
medium priced line of Infants’, Children’s, 
Misses’ and Growing Girls’ Goodyear 
Welt Footwear made in the Middle West. 
Best selling styles carried in stock for at 
once shipment. State territory in which 
you travel. 7% commission. Address all 
correspondence to D-10, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 





fants’ and Children’s Turns in connection 
with their present line. We pay highest 
commission, line is well established and 
well advertised and we will consider appli- 
cations only from men a sales 
record and who can give our line 
sufficient attention. J. J. MacMASTER. 
Rochester, N. Y 


XPERIENCED man and a hustler for 
MICHIGAN, INDIANA and Northern 
ILLINOIS to represent out line exclusive- 
ly. Qualifications: Must have the person- 
ality to approach the best class of buyers. 
Must have at least some following in the 
territory, and able to furnish highest 
references as to character and ability. 
To represent ROCHESTER’S _ leading 
factory line of Juvenile shoes. In letter 
of application give all possible detail in- 
cluding age. Address H. H. FREELAND. 
Manufacturer. Established 1896. 
Rochester, N. Y 


FELT: SLIPPER SALESMEN—We have 
an opening for several experienced 
salesmen to sell a line of Felt and Satin 
Boudoir Slippers through the Eastern 
States to jobbers and large retailers. Our 
1922 line is now ready. Only those with 
an established trade need apply. Address 
C-993, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


[VE WIRE SALESMEN—Line Infants’ 

and Children’s Square-edge Turn, 
sizes 1-11. Stock proposition. 6% com- 
mission. All_ territories. References. 
Address C-937. care Root =e Re- 
corder, 207 South St., Boston, Mass. 











Boston, unless otherwise noted im advertisement 
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SALESMEN WANTED 


LINE WANTED 











IDELINE SALESMEN WANTED 

for well-known and prominent 
Milwaukee line of Children’s, 
Misses’ and Growing Girls’ Good- 
year Welt. Western, Eastern and 
Southern territory now open. One 
or two Central States open. Ad- 
dress C-976. care Boot & Shoe Re- 
corder, 189 West Madison S&St., 
Chicago, Ill. 














POSITION WANTED 


WANTED—By married man twenty-nine 

and pleasing appearance, position as 
manager or salesman with opportunity to 
become manager and buyer. Thoroughly 
experienced in both high grade and popu- 
lar priced lines. At present employed as 
head of Men’s dept in large town, and 
areal salesman. Thorough knowledge of 
Orthopedic fitting. Wish to make a 
change. Familiar with chain store 
auditing and systems. Central or Western 
N. Y. Preferred, but not essential. Ad- 
dress D-4, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








§ HOE BUYER and MANAGER, age 38, 
single, open for change after March 
Ist. 10 years successful buying and 
managing. Department and chain store 
experience. Best of references. Address 
D-3, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





UCYER and MANAGBER—Six years 
present position. Have shown over 
300% increase. 1921 larger volume than 
any other previous year. Looking for 
bigger job either exclusive store or shoe 
department. Can deliver the goods. Pre- 
fer city of about 100,000 population. Ad- 
dress D-8, care Boot & Shoe Recorder, 189 
West Madison St., Chicago, Ill. 





OUNG MAN—(South American native) 
With college education, desires posi- 
tion with shoe or leather concern. Good 
knowledge of accounting and thoroughly 
familiar with Spanish, English and French 
correspondence. Working at present. 
Best references. Address D-16, care Boot 
. Shoe Recorder, 207 South St., Boston, 
ass, 





HOROUGH EXECUTIVE and member 

_of firm in full charge of all activities 
which connect us with our customers, will 
make new connection. Full details to in- 
terested firms of good repute. Address 
D-15, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





LINE WANTED 


FACTORY LINES WANTED — Short 

lines, Infants’, Children’s, Misses’, 
Women’s popular price Turns and McKays 
for Western Missouri and Kansas. Have 
established trade. Address D-1, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








A well known salesman of 
ability is desirous of secur- 
ing a line of- Men’s and 
Women’s Welts (medium 
riced) for Greater New 
York and New Jersey, where 
open of fifteen years 

prove a nucleus and lu- 
crative asset for a mutual 
connection. 


Services available after Jan- 
ary l. 
Address Box D14, care Boot 


& Shoe Recorder, 207 South 
St., Boston, Mass. 














HELP WANTED 


WANTED—In | Shoe Department of high 

grade Men’s wear store to be opened 
easty’ tn in spring, a shoe salesman of con- 
siderable experience in Women’s shoes, 
able to assist in buying. Initial salary 
$35 per week. Also experienced shoe 
salesman in Men’s department, initial 
salary $30 per week. Young men given 
preference. Unusual development oppor- 
tunity. Give full particulars as previous 
and present employment, experience, 
references and if married. Address F. W. 
KARSTENS, 119 East Johnson St., Madi-+ 
son, Wis. 


HOE BUYER and MANAGER—For a 
leading Western Pennsylvania Depart- 
ment Store catering to a medium class 
trade. Must himself be a good salesman, 
whose past experience shows him capable 
of managing his department help. Good 
position with future. State full 
particulars in first letter which will es 
treated confidentially. ddress C-992 
care Boot & Shoe Recorder, 207 South St.. 
Boston, Mass. 











MISCELLANEOUS 








RETAIL MERCHANTS 
NO MATTER WHERE LOCATED 
Profitable service rendered to retail 


out stocks of merchandise netting 
than 100 cents and better. 

Nineteen years conducting Trade Build- 
ing, Stock Reduction and plete Clos- 
ing-out Advertising Special Sales Cam- 
paigns for retail merchants only. 

For particulars mention size of stock. 

Cc. N. HARPER & COMPANY 
Chicago, Il. 


more 
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Just Right for Outing Wear 


FOR YEARS, there has been a demand for a 
shoe bottom equally serviceable for street wear, for 
outing wear, and for sports wear. 

The new Nedlin-Wingfoot Bottom meets this 
demand exactly. 

Ashoe bottomthat grips the pavement, the boat deck, 
or the course, the track, the courts, in any weather. 
A shoe bottom that holds securely on slippery 
asphalt or on smooth boards, on wet turf, baked 
clay, or dry, slippery grass. 

A shoe bottom minus the cleats and spikes that tear 
up the greens, and injure the clubhouse floors. 

A shoe bottom that looks good, holds up, and 
wears a long, long time. 


The new Nedlin-Wingfoot Bottom has all these 
desirable qualities. 

It is designed perfectly for general street wear. 
It is equally good for summer outing service, and 
just the thing for country club wear. It is for men 
and women. 

Goodyear willadvertise the new NeGlin- Wingfoot 
Bottom in 32,000 street cars, in 562 cities and towns, 
during the summer season of 1922. 

You will win favor among your customers by 
featuring men’s and women’s street and sports 
models equipped with the new Nedlin-Wingfoot 
Bottom. 


Tue GoopyveaAr TirE & RusBBER COMPANY 
Offices Throughout the World 


Soles 


DURABLE - WATERPROOF - COMFORTABLE 
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REAL OLD FASHIONED VALUE 


BOOTS 


IN STOCK 


You can buy these boots at a price which allows you to 
price them very reasonably. And you may know at the 
same time that whoever buys them will get a big ““money’s 


worth.” 


Stock Style X4194 Stock Style X4193 Stock Style X2453 


Gun Metal 9-in. Polish, Mahogany Side 9-in. Polish, Good- Mahogany Side 8%-in. Polish, 
Welt, aay" Last, Military “4 year Welt, College +. Military McKay Sewed, Bnglish Last, Cat’s 
Sizes 2% to 8, B, 0, D. Heel, Sizes 2% to 8, 6, D. 3D, a ubber Heel, Sizes 3% to 


Price $3.50 Price $3.25 : 
X4195—Same in Mahogany. X4198—Same in Gun Metal. . Pe vg a 


Price $4.00 Price $3.00 Price $3.00 








Parker, Holmes & Company 


“The House that Helps” 
BOSTON : MASS. 











Vol. 80, 1% 16. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. a 
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Don’t Say ‘“‘Suede;’ 
Say WEILDA 




















Weilda 
Calf — 


A> you move about at the Chicago 
Convention, notice how pro- 
nounced is the leather style-trend in 
women’s footwear! You will find 
that the preponderant leather is of the 
type of WEILDA CALF. 


WEILDA CALF is more than a 
handsome leather—it has a richness 
that carries it beyond the ordinary 
and makes a corresponding differ- 
ence in a style shoe. Given a graceful 
last, no shoe leather can so bring out 
the full beauty and attractiveness of 
the new model. 


Have us send you samples of 
WEILDA CALF, so that you may 
see why your manufacturer should 
make your shoes of this prevailing 
leather. 














“Lawrence Leathers 
are RELIABLE LEATHERS” 














A. C. LAWRENCE LEATHER CO. 























161 South St., Boston, Mass. 
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TYLISH STOU 
OuT SIZES 


TRADE MARK 





Style Shoes for Stout Women 


Designed to fit wide feet comfortably and to impart a 
stylishly slender appearance. 


The unusually high percentage of 
“Repeat” Sales 


may be attributed to the stout woman’s 
recognition of the fact that only in 
“STYLISH STOUT OUTSIZES” 
will she obtain STYLE with COM- 
FORT —the combination she has 
heretofore been denied. 


And, they can be purchased at prices 
that well informed dealers advise us 
are truly popular prices; low enough 
to be within reach of the average 
purse, yet high enough to permit the 
use of Built-in Steel Arch-Supporting 
Shanks, Leather counters, Leather 


box toes, “Red-line-in” lining and 
Diamond eyelets, features which add 
appreciably to the life of the shoe. 


There is no easier or quicker method 
of increasing volume than through 


“STYLISH STOUT OUTSIZES.” 


We concede your market is restricted 
to the full formed woman, but have 
you considered that one of every 
three is stout. 


All that is required on your part is a 
run of sizes on a few well selected 
numbers. 


WE CARRY THE STOCK 


May we send a catalogue, or sample pairs? 


—————— 


Rochester, N.Y. 


Chicago Office: 


506 Security Bldg. 
189 W. Madison St. 


iiininmiimrC CTT 











All glazed kid boots 
at four fifty, five 


and up. 


16 


STYLES 
IN 
TOCK 


Low shoes at four, 
four twenty-five - 
and up. 
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STETSON SHOES 
BOSTON OFFICE a NEW YORK OFFICE 


LITTLE BLDG. BUSH SALES BLDG. 
Cor. Tremont and Boylston Sts. 130 West 42nd Sireet 


Factory: SOUTH WEYMOUTH, MASS. 


BOSTON:—When you are in Boston do not fail to visit our new Offices which we are now occupying 
on the tenth floor of the Little Building, at the corner of Boylston and Tremont Streets, the most accessible 
location in Boston. 


NEW YORK:—The Bush Sales Building, conveniently located on Forty-Second Street between Broadway ~- 


and Sixth Avenue, houses our New York Offices and Salesrooms, a suite of well-appointed offices in the 
heart of the Hotel district. 


THE STETSON SHOE COMPANY 


INCORPORATED 























H. ave You seen the new Sport Shoes 


made from our 


Elk 





Coffee 


eaaee vu ta 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
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Wine Beauly Brewp 
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Sh nigh lue Term mpstne 
Belaiat a Light Brown 
Siaple Brown Bronze 
Booze Blue 








blower City Kid 


~» Oscar Scherer 22% ig Inc. 
29 Spruce St. New York Cily 
Tactory, Newark NJ 














Scherer’ 
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Inventory Taking 


has Jost its chief terror,/ 


CYhe Bird 


Adding and Checking Machine 


totals all columns of figures with mechanical speed and accuracy. 
It just flies away with that old bugbear of inventory figuring. 


With the Bird you add in the natural way, just as you were taught 
at school—down column. 


The Bird is designed only for adding and checking—not for other 
uses which don’t mean anything to the shoe man. Therefore, it’s so 
small and light that you can carry it around in one hand—so compact 
that only 18 keys are needed—+so sturdily constructed that it can be 
used for years without requiring any adjustment. 


There’s no lever to pull. Shifts are made only when you reach the 
bottom of a column instead of after each number. Any child can 
learn to operate it in a few minutes—and no mechanic is needed to 

keep its simple mechanism in order. 





Use the Bird for Weighs less than five pounds. 
Totaling inventory sheets 


Totaling weekly sales 


Totaling monthly statements 

















“sear | Pinse National Bank Bldg, CHICAGO, ILI. 
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The Bird gives you 


the totals on the 
and on the dot. 


Costs Less than One Mistake 


$30° 


‘No Supplies to Buy 
No Extras ' med 


Totaling datly sales Send orders or inquiries direct £O 


s=z =<" | BIRD ADDING MACHINE COMPANY, ne 
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STYLES CARRIED 
IN STOCK FOR 
IMMEDIATE 
SHIPMENT 









No. 208. PLAIN TOE KID 7 INCH 
POLISH. 12/8 rubber heel, C, D, 
E, 2@ last $3.00 






Quality Comfort Shoes 


FOR STREET 
COMFORT 
No. 465. KID 7 INCH POLISH, FOR HOME 
heel. ‘DE and EE. 46 last” $3.00 RELAXATION 
No. 463. KID BAL, (lower top), ® No. 454—KID STOCK TIP BAL, 
commonsense toe, 7% rubber heel, Medium ange 9/8 rubber heel, E and 
46 last $2.60 EE, 45 last $2.75 





Your initial ea in Each shoe is cut from Our In Stock Pr 
Gardiner Quality m- , sans : shows twenty-six n rs: 
forts will pay for itself choice kidskin and carries boots, sandals, Juliets and 
many times. a sole of reliable tannage. oxfords. 






















CERION SOME. 


C=. H. K. GARDINER COMPANY . 
¢ Gardiner’s, 


( Gardiner's 680 WASHINGTON STREET LYNN, MASS. 


RR UTy coon 
BOSTON SAMPLE ROOM, 134 LINCOLN ST. 
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For those who are confident in the 
quality of their own products, the 
future holds no fears. Neither for 
— those who are secure in the knowledge 
that their plants are operating at 


Y en's | capacity. 
omenin afd Lys Fs pacity 
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SHOE CO. 





FOR THE 
BIG STORE 
TRADE 




















P. J. 
HARNEY 
SHOE CO. 













HENNESSEY 
- MAXWELL & 
HENNESSEY S/A\\ wo ce 


MISSES 2G, 
‘0 w6 ws9Z, CHILDRE 













FOOTWEAR 













: - | Toler oF Ameri CA 
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TA See Hfaking 

Lynn shoe manufacturers, in view of 
. | these facts, are happy to announce 
, | that they are better than ever pre- me 
. pared to help retail shoe merchants 

begin a New Year of profitable 

business. la SN 

/ Allen- 
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Gardiner 
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GO WHITE | 


Swing ‘round the corner into the ““Whitest White” Season, to the 
swift moving traffic of seasonable sales. 


DON’T STALL—GO CONFIDENTLY 


G. LEVOR & CO,, Inc. 


Tanners of Cabrettas 


MILWAUKEE GLOVERSVILLE, N. Y. sr. LOUIS 
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Booth 432 in the Armory 
Room 1 Palmer House 


See our line at either of 

above places during the 

N.S.R.A. Convention and 
Exposition at Chicago, 
January 9-10-11-12. 


ALDEN, WALKER & WILDE, Inc. 


East Weymouth, Mass. 
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Secured 


True and permanenthy 
































WE have discovered how to produce | 
VICI KID in unvarying colors. o 
K 
This announcement, the importance of w 
which will not fail to impress all shoe os 
: ar LP men, is made only after a great number 
and Shoes made of very severe and practical tests, in C 
do the course of which thousands of pairs al 
Booth 218 of shoes have been manufactured of si 
N. S. R. A. Convention our leather, and worn under every sort al 
of conditions to which the public sub- 
ject their footwear. ; | V 
th 
Many representative shoe manufac- fir 
Note to Manufacturers: turing concerns have been using, for he 
pa eee Oe instance, our TOBACCO BROWN, 
results from colored VICI KID it is for several years, and one of the very By 
necessary that shoes be finished in a R 
de es eel en OS largest of these has tested it very care- tu 
ae aes fully. They advise us that they have no wl 
ored VICI KID,—that he may instruct complaints regarding the service’ or cu 





your operatives in this method. 
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is only one}J 
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JAt Last! 





Mtiniformity in colored VICI KID 


Ue 


2 Shere never has been any other 


color permanence of our leather. More- 
over, they have told us of colored VICI 
KID shoes which have been given hard 
wear for two years, during which the 
color has not faded. 


Coloring a skin clear through does not 
alone give perfect color uniformity, 
since no two goatskins are by nature 
alike in texture and grain. 


VICI KID is not only colored clear 
through from back to front, but also so 
finished as to preserve the grain and 
hold down the color. 


By using colored VICI KID, manufac- 
turers can eliminate “match marking” 
which consumes so much time in the 
cutting room, since colored VICI can 






be cut with as little trouble as black 
VICI. 


It is unnecessary to further recite the 
many advantages which colored VICI 
KID affords the whole shoe trade. 


Every shoe man—manufacturer, 
wholesaler or retailer, should have 
samples made from colored VICI KID* 
and convince himself of the better all- 
around results it gives. 


Colored Vici Kid is made in all the pop- 
ular shades. 


* It should be strictly borne in mind that the only VICI KID is made 
solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 


PHILADELPHIA PENN. 
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Style No. 922 




















Medium Tan Lotus Calf 
Blucher Oxford, Ace 
Last, Goodyear Wing- 
foot Heel. 




















































yer always know what to ex- 
pect from Weber Union Made 
Shoes for men. 


The same quality which we have 
maintained for over a quarter of a 
century is still there and. will be 
kept there. 


Consider this well in buying shoes 
for men, to retail at $5-$o. 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building 


(| 
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TYLE TREND and good 
taste unite in the applica- 
tion of beaded ornaments to the 
dress shoes of the present day. 
An iifferent shoe is made at- 
tractive, a good style even more 
striking, by their proper appli- 


cation. 


AAT 


Our designs in shoe ornaments 
are exclusive, original, always 
in good taste and moderately 
priced. They are made in all 
combinations and all color 
beads. 

We show here a new and especially 
effective style for a strap pump. 

We cordially invite you to visit our 
Booth No. 152 at the N. S. R. A. Con- 
vention in Chicago, where many styles 


will be displayed. 
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French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 


HATA RT ARCA ARTA OTERO OTTO AT ATT 
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No, 1122/5 Strap ornament..... 25 Dos. |E 
No. 1113/5 Throat ornament.. aX Dos. | 


Made in all combinations and colors. 
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‘the Margie 


Shown in Norwegian Calf 
#26, with lace best of same 
leather. Mode in a welt with 
white stitch ~~" ~e seat 
carryinda % leather — 
Sine bial. Easally 
attractive in other leathers. 

Can be made on order 
within 4 weeks. 


Price *580 Net 30 days 


MOORE- AHAF ER’ 
"*WHOE “MFG ° CO° 


BROCKPORT. N.Y. U.4A. 


NEW YORK OFFKE 545-547-544 MARBRIDOGE BLOG,B WAY aT S405T. 


JACK E JESTER MOR. 





Ultra Shoes on Display 


AT 
Booth No. 180 
N.S. R. A. 
CONVENTION 
Coliseum, Chicago 
January 9-12, 1922 
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INTRODUCING 
MAGNOLIA 


As a new line of sturdily built, full 
vamp, welt shoes for children and 
misses, that meets the popular de- 
mand. 


They are made to wear, look stylish 
and priced so that you sell them ata 
popular figure—and make a profit. 


Magnolias are of a grade and price 
that every dealer must have to stay 
in business. 


| In stock for immediate delivery at any 
* one of our nine American distributing 
houses. 


They may be purchased with confidence. 


Rice @ Hutchins, Inc. 


Boston, VU. S. A. 


DISTRIBUTING HOUSES 


Rice & Hutchins New York Co. The Rice & Hutchiny/~~ 

Rice & Hutchins Atlanta Co. ‘The Rice & Hutchi 

Rice & Hutchins Cleveland Co. The Rice & Hutchii 

gh I. Meany & Co. Inc., Philadelphia. | The Atlas Shoe Co., BY ‘ 
The Rice & Hutchins St. Louis Shoe Co. 


Magnolias will be shown at our booths Nos. 111 and 112 at the 
N. S. R. A. Convention and Exposition, January 9 to 12, 1922. 
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In the Hollow of Its Horny Hand 


The Shoe and Leather Industry and the Public Will Be 
Forced by the Agricultural Bloc to 
Accept Hide Duty 


schedule is the agricultural bloc which 

most bluntly told the committee of shoe 
and leather men that “there would be a tariff on 
hides,” and this punch in the eye came after 
an implied acknowledgment: that “even if the 
farmer did not benefit directly or indirectly as 
long as he thought he did, the tariff would go on.” 

There you are, facing a new political experi- 
ence—a handful of men prevailing upon an entire 
Congress to enact a measure that will paralyze 
industries in time and destroy industrial inde- 
pendence just to make another “magnificent ges- 
ture.” That is what it all amounts to insofar as 
the farmer is concerned, for animals are killed 
for food and selected as to their weight and con- 
dition, and not as to what the hide will bring. 
Overwhelming arguments by a committee loaded 
down with incontrovertible facts were valueless 
in the fact of the political ring “making a demon- 
stration before the farmer voters of the country.” 

Time brings changes in parties as well as peo- 
ple. With a Republican party in power industry 
might well hope for consideration on the merits 
of the case. But the Republican party is no 
longer in power, for the formation of the agri- 
cultural bloc is such that it has legislation in the 
hollow of its horny hand. 

There are twenty-two Senators from the South 
and West who are obliged to stand for agricul- 
tural legislation regardless of party lines. This 
figure has been slightly increased of late so that 
the agrarian group controls legislation. Senator 


T HE one and only obstacle to the free hide 





Kenyon of Iowa, Republican, is the leader in the 
Senate. The other members are Senator Smith 
of North Carolina, Democrat, and Senator Cap- 
per of Kansas, Republican; Norris of Nebraska; 
Caraway of Arkansas; Gooding of South Dakota; 
Ladd of North Dakota; Harold of Oklahoma; 
Bursam of New Mexico; Fletcher of Florida; La- 
Follette of Wisconsin ; McNary of Oregon; Harris 
of Georgia; Kendrick of Wyoming; Harrison of 
Mississippi; Spencer of Missouri; Heflin of Ala- 
bama; Stanfield of Oregon; Norbeck of South 
Dakota; Sheppard of Texas; Jones of Washing- 
ton, and Watson of Georgia. 

The list of the Agricultural Bloc in the House 
as issued by the Farm Bureau consisted of A. P. 
Nelson of Wisconsin ; Frank Clague of Minnesota; 
James G. Strong of Kansas; James H. Sinclair of 
North Dakota; Guy L. Shae of Illinois; Henry B. 
Steagall of Georgia; Homer Hoch of Kansas; 
Fred B. Gernerd of Pennsylvania; John W. Sum- 
mers of Washington; John H. Smithwick of 
Florida; Phillip D. Swing of California; L. J. 
Dickinson of Iowa; Claude B. Hudspeth of Texas; 
Robert E. Evans of Nebraska; Richard N. Elliott 
of Indiana; John D. Clark of New York; Samuel 
M. Taylor of Arkansas; F. B. Swank of Okla- 
homa; Edward T. Taylor of Colorado; Olger B. 
Bartmess of North Dakota; William Williamson 
of South Dakota; Edwin S. Brooks of Illinois; 
Marion E. Rhodes of Missouri; William C. Lank- 
ford of Georgia; Burton L. French of Idaho; 
Charles A. Christopherson of South Dakota; John 
G. Ketcham of Michigan; Roscoe C. Patterson of 
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Missouri; Ladislas Lazaro of Louisiana, and 
Charles L. Faust of Missouri. 

Remember these names and keep the tariff 
tricksters in mind. Not for retaliation, but for 
the developments of the near future. No little 
group of manufacturers and leather men can 
change the verdict, as was done in 1909 in con- 
ference. Even the active co-operation of the 
more numerous merchants would be useless with 
so much passiveness in all matters dealing with 
legislation. 

The cry of “Wolf, Wolf” has been in the mer- 
chants’ ears for over a year now, and most manu- 
facturers are in the mood of saying, “why ask 
what tune Nero is fiddling when all Rome is 
aflame?” The immediate problem of the business 
in hand to-day is taking the time and effort and 
brains of all men in the industry. It is an un- 
fortunate situation, but there it is; defeat is 
doubly guaranteed by the passive spirit of the en- 
tire trade. The defeat is being taken for granted 
and to save the industry’s face “a protective duty 
is asked on shoes,” though why it is needed is a 
prime mystery with practically no imports of 
finished shoes, even with low exchange to make 
purchase price still lower. 

Let us face the farmer bloc with some knowl- 
edge of its tactics. Alexander Hamilton, wise in 
his day and generation, said: “the government 
which is good for one country may be bad for 
another; for government should fit a people as 
clothes do a man.” The picture he gives us is a 
good one—more legislative covering to the belly 
than to the backbone. The propaganda “eat more 
corn” is backed up by the aricultural bloc by 
more liberal spoonfuls of “let Congress, and not 
work, make you wealthy.” The hide protection 
is but the first of a number of features of legis- 
-lation which may include regulation of retailing, 
profit schedules and commodity inspection. 

The most apparent thing to-day is that the 
farmer is out to get his, and swings a mean club, 
hitting whichever head appears above the rail. 
The shoe and leather head gets a rap out of pure 
cussedness. The idea in the farmer mind is that 
shoes and leather and New England are synony- 
mous; and that Puritan and prohibition were 
born together, and that the fight from now on is 
farmer organization against industrial and union 
organization. 

In a year, when creation of new opportunities 
should be in all men’s minds, we learn that crea- 
tive genius is given to few, while the power to 
destroy is common to all. We have learned that 
the power to tax is the power to destroy, and 
now see a new handiwork in that direction 
actuated by no worthy motive, nor consistent 


with the times. 
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The industrial world has seen times of boom- 
ing confidence with all industries stimulated to 
increased production, price advances, more em- 
ployment and larger earnings for labor in shop 
and farm and the largest measure of prosperity 
for all. Then came the awakening. At once 
there is doubt and hesitation. Each aims to pro- 
tect himself against threatening danger. 

In America we have the same people with the 
same conditions, the same natural resources and 
the same capacity for wealth production, but in 
a day all is changed. The instinct of self-preser- 
vation forces shut-downs, with less employment 
for labor, lower wages, reduced consumption and 
all the misery of hard times. 

It is time of all Americans to consider that— 
no human being or special selection of human 
beings who ever lived or are ever likely to exist, 
can have the wisdom enough to direct the affairs 
and actions of all other human beings. 

The whole is greater than any of its parts, 
and everybody knows more than anybody. 

To get the largest and best results in the better- 
ment of the welfare of all the people, remove all 
restrictions or domination by assumed leaders of 
groups and give the largest freedom to the wis- 
dom of things good for the people at large. 

Correction of Congressional tactics are needed, 
for something might come up in the year 1922 of 
greater national importance than the tariff on 
hides and the power of any bloc might produce 
the greatest panic of all civilization. Results 
follow from causes—there is derision for the 
jackass that hesitates between two bales of hay 
until he starves to death. Legislation never in- 
creased permanently the price of a commodity 
nor a tariff made more economical an article. 
The farmer might well look to the better dis- 
tribution of his products than to spend his time 
and enthusiasms on the wrapper around the meat 
that he sells on the hoof, with the wrapper 


thrown in. 
ARTHUR D. ANDERSON, Editor. 


Clean—As You Never Did Before 
HESE are days to prove all things and to hold 
fast to that which is good. Methods are 

coming up for testing and merchandise to the 
appraisal of current values. It is not what you 
have paid for shoes that makes them worth that 
price, and costs and profit, to you besides—it is 
what will the public pay—that establishes values. 

Whatever you do—go to conventions or stay at 

home—look over your stock as you have never 

examined a store’s contents before. If a year’s 

consistent and insistent drumming on the subject 

of liquidation has not moved the old and fading 
(Continued on page 28) 
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Let Good Stores Be Sustained 


How Much a Part in Civilization 
the Store Plays 


@ In our stores, let us rejoice, and take courage, for they are a sure foundation 
of our prosperity and progress. The abundance of their goods affords.a plenty to 
our people. 


@ What a wonderful institution are otir stores. They are the common meeting 
place of the world. The goods of the world are assembled in them, and the peo- 
ple of the world come to them. 


@ The rich and the poor, the strong and the weak, the young and the old, the 
learned and the unlearned, indeed all manner of men and women come to our 
stores to shop. 


@ The best of our brains, the greatest of our wealth and the most abundance of 
our time are devoted to our stores. More ideas, more money, more time is given 
to our stores than to any other institutions in our land. 


@ Our stores provide everything that man wants from the cradle to the grave. 
@ Our stores receive and sell again every article that is produced under the sun. 
@ Our stores render the greatest service to humanity. 


@ And the merchants, who carry on 
our stores, are the servants of the 
people. 


@ So let us uphold our stores, and 
our merchants, and encourage them 
in their daily tasks, that they may be- 
come better servants of the people, 
enriching us, adding to our supplies 
of comforts and luxuries in life, and 
providing for us the new goods that 
are needed in our progress to a 
higher and nobler civilization. 
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The Farmer Bloc Fights Free Hides 


Industrial Leaders Face Senate Committee on Finance 
in Tariff Hearing. Trust May Be Forced to 
Put Counter-Balaneing Duties on Shoes 


and Finished Leather 


shoe manufacturing interests of the 

country asked the Senate Committee on 
Finance at hearings which began on Wednesday, 
Dec. 28, to provide them with protection against im- 
portations of foreign-made products produced at 
costs much less than they can be manufactured in 
this country. It was shown that in some instances 
leather, shoes and boots can be sold in the American 
market at prices less than the cost of domestic manu- 
facture. Spokesmen appeared for the Tanners’ Coun- 
cil of the United States of America and for various 
committees of leather and shoe interests, so that 
practically the entire industry was represented at the 
hearing. 

A real disappointment was in store, however, in 
connection with the request that hides be maintained 
on the free list. Something of a mild sensation was 
created when Senator McCumber of North Dakota, 
who frequently speaks for the agricultural interests, 
said bluntly that he did not propose to permit hides 
to remain on the free list, but that instead he would 
insist on a duty on hides so as to afford protection 
for the farmers as well as the manufacturers. He 
told the witnesses that if they were calculating sug- 


WW shoe * manus , Dec. 28.—Leather, boot and 


gested duties on the basis of free hides that they 
might as well change their basis of calculation. 
Roughly, requests were made for a duty of 15 per 
cent on boots and shoes the same as contained on 
the Payne-Aldrich Act, 20 per cent on fancy leather, 
25 per cent on veal and calf leather, 5 per cent per 
foot and 25 per cent ad valorem, American valuation, 
on patent leather. All of these now are on the free 
list, the hearing being concerned with products on 
the free list and nearing an end. 

The statement of Senator McCumber that hides 
will positively be placed on the free list has caused 
some of the spokesmen of the interest to state that 
they will require higher rates than asked for. It 
also caused C. H. Jones of Boston to say that the 
placing of a duty on hides will be the ruin of Ameri- 
can shoe and boot industry. He showed himself to 
be remarkably able in his presentation of his argu- 
ments and said that personally he did not care for 
protection for the shoe industry, but denoted that it 
was important to guard against importations of 
cheaply produced goods at the present time of low- 
ered international exchanges, comparatively small 
wages paid abroad, etc. But, he added, rather than 
see a duty placed-on hides, he would prefer to see 
hides, leather, boots and shoes all kept on the free 
list. 
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As spokenmen for all shoe manufacturers in the 
United States, C. H. Jones, of the Commonwealth 
Shoe & Leather Co., said he considered the Payne- 
Aldrich schedule the most finely balanced and satis- 
factory of any tariff ever made, as it affected’the in- 
dustry for which he spoke. He argued especially 
from the point of the relationship between shoe 
manufacturers and hides. But, he said, if hides are 
to be placed on the dutiable list, as Senator McCum- 
ber had said a few moments previously it would 
change the situation. 

“A duty on hides,” he said, “would mean ruin to 
the shoe manufacturers and they 
would prefer to such a tax the 
placing of hides, leather and shoes 
all on the free list.” 

He maintained that the price of 
domestic hides has nothing to do 
with the tariff and got into a 
friendly, though spirited argument 
with Senator McCumber and Curtis 
on the subject, the latter trying to 
point out that heavy importations 
of hides, now on the free list, had 
depressed the domestic price of 
hides for American farmers. Sen- 
ator Curtis ended by declaring he 
would file a brief in favor of a duty 
on hides. 


The Leather Man’s Views 


The delegation of leather, shoe 
and boot makers were accompanied 
by Representative Louis A. Froth- 
ingham of Massachusetts. It was 
divided into committees purposely 
to expedite the hearings and a pre- 
liminary statement for all of them 
was made by E. A. Brand, New 
York, secretary of the Tanners’ Council. Mr. Brand 
in a brief statement to the committee said that the 
industry is of the opinion that free hides are neces- 
sary, but that different costs of production of leathers 
and finished boots and shoes called for varying 
duties. 

The industry is willing to accept free sole leather 
in return for free hides, said Fred C. Fabel, of the 
American Oak Leather Co., Cincinnati, in explain- 
ing why hides should be kept on the free list. He 
pointed out that among other things the production 
of hides is of universal application and that some 
of the foreign countries take better care of stock 
for the purpose of making leather than is done in 
this country and that hides from such sources are 
necessary to maintain quality. He contended that 
making hides dutiable would be an unjust burden on 
the manufacturer and handicap them greatly when it 
comes to competition. 

Speaking for a committee of leather manufactur- 
ers of the council, George B. Bernheim, Hoboken, N. 
J., asked that producers of fancy bag, case, and strap 
leathers be given that protection to their product, 
along with chamois skins, pianoforte-action, player- 
piano, enameled upholstery, and glove leathers. He 
suggested a duty of 20 per cent ad valorem. 


“Free List” 99 Per Cent Importations of Kid 


Request was made that goat, kid and kangaroo 
skins be retained on the free list and that leather 





CHARLES H. JONES 


Who led the fight before the Senate 
Finance Committee for “Free Hides” 
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made from these skins be made dutiable at 20 per 
cent ad valorem was made by the kid leather tanning 
trade through a committee of kid tanners, headed 
by Laird H. Simons, Philadelphia, William Amer Co. 
Other members of this committee are Charles P. 
Vaughan, C. Wilson McNeely, and John B. Blatz. 

The statement submitted by this committee fol- 
lows: 

“Speaking for the kid leather tanning trade, 
meaning the tanners of goat, kid and kangaroo 
skins for shoe leather purposes, composed of 
about sixty independent, competitive firms, hav- 

ing 8000 to 10,000 employees, ask 
that our class of raw material 
(more than 99 per cent of which is 
imported) : 

I. Be retained on the free list, as 
it has always been. 

II. That it be covered in a sepa- 
rate, distinct paragraph in Schedule 
No. 15, Free List, which we suggest 
might read: 

“‘Skins of goat, kid and kanga- 
roo, raw or uncured, or dried, salted 
or pickled.’ 

“This would effectually separate 
this raw material from calf skins 
and sheep skins and various other 
skins with which they are grouped 
under Paragraph 1653 of Schedule 
No. 15, Free List, reading: 

“Skins of all kinds, raw, and 
hides not specially provided for.’ 

“In support of this plea, we beg to 
submit for your consideration: 

I. That all arguments made in 
favor of the retention of hides and 
skins on the free list as provided in 
Paragraphs 1582 and 1653, apply 

equally to goat, kid and kangaroo skins. 
“But in addition: 


“Farm Bloc” Should Exempt Kid 


II. No industry or interest in the United 
States would be benefited by removing goat, kid 
and kangaroo skins from the free list. 

“(a) The world’s principal supply of raw goat 
and kid skins is drawn from countries which 
are dependent, or largely so, for their meat or 
milk supply, or both, on goat herds, and which 
countries are principally tropical or semi-trop- 
ical. 

“(b) This is not the case in the United States, 
for goats are raised here principally for the 
hair. Such skins when tanned result in the pro- 
duction of an inferior quality of leather, for 
nature does not produce on the same animal both 
valuable hair and valuable skin. 

“(c) The American supply is insignificant. 
The average annual slaughter of goats and kids 
in the United States for the five-year period 
from 1915 to 1919 was 420,000, as compared with 
the average annual importation for the years 
1915 to 1920 of 53,046,000 skins, showing the 
domestic supply to be less than one per cent. 

“(d) Kangaroo skins are 100 per cent im- 
ported. When tanned into leather they compete 
principally with kid leather made from imported 
goat skins. 
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“Prior to about 1889 the kid leather trade in 
the United States was of insignificant propor- 
tions, the American market being dominated by 
French kid, which sold at prices varying from 
50 cents to $1.50 per foot. With the advent of 
the American chrome (mineral) tanning process 
in 1889, and the wise fostering power of the Mc- 
Kinley, Wilson, Dingley and Payne - Aldrich 
Acts, which assured not only free imported raw 
material, but a protected home market, the price 
to the American consumer for American-tanned 
kid was reduced to less than one-third of the 
former cost of French kid, at prices averaging 
about 20 cents per foot for grades varying from 
10 cents per foot for the lowest to 35 cents per 
foot for the very best, and in international trade 
securing for tanning about two-thirds of the 
world’s production of raw material. 

“The Underwood Bill continued the policy of 
free raw material, but withdrew the protection 
for finished leather. The few months’ operation 
of this bill prior to the outbreak of the war dem- 
onstrated the power of the German and French 
tanners to compete in the American market. 

“Under the stimulus of the war needs for 
leather and the interruptions of trading facili- 
ties, the world factory capacity for the tannage 
of kid leathers has been greatly increased. This 
is especially true of England, Canada and Ger- 
many, with new factories started in Holland, 
Spain, Brazil, Chile, Argentina and Japan. The 
American factory capacity was almost doubled. 


Protection on Finished Kid 


“Under these conditions, not only is free raw 
material essential, as provided in Schedule No. 
15, Paragraph 1653, but kid leather made from 
goat, kid and kangaroo skins, now covered under 
Schedule No. 15, Free List, Paragraph 1600, 
reading: 

“‘Leather: All leather not specially provided 
for, etc.’ 
should, we submit, be specially provided for: 

“I. To enable us to maintain minimum costs 
for kid leathers through American factory ca- 
pacity production, and 

“II. To maintain American standards of 
wages. 

To this end, we submit that Schedule No. 14, 
Paragraph 1431, which reads: 

“‘Chamois skins, pianoforte, pianoforte-ac- 
tion, player-piano-action leather, enameled up- 
holstery leather, and glove leather, finished, in 
the white or in the crust, 20 per centum ad va- 
lorem.’ 
should be amended to include kid leather made 
from goat, kid and kangaroo skins. 

“We beg to submit for your consideration the 
subtle effort to divert the kid leather business 
from American to British firms contained in the 
Indian export duties which went into effect 
Sept. 11, 1919, the features of which are a 15 
per cent export duty on raw hides and skins, 
with a preferential rebate of two-thirds on ex- 
ports to other parts of the empire. India pro- 
duces about 40 per cent of the world’s supply of 
raw goat and kid skins. 

“We beg to heartily indorse Section No. 402 
(“VALUE”), which we understand to provide 
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for the assessment of all duties upon American 
valuation. 

“We also beg heartily to indorse Section No. 
302, which we understand could be made to meet 
in future, should occasion demand, a condition 
which does now exist as related to our trade 
under the present Underwood Bill. 

“France, Germany and Canada, our principal 
competitors, impose heavy import duties upon 
leather of American manufacture, but are en- 
abled to send their own production to the United 
States free.” 


The Heavier Upper Leathers 


A duty of 20 per cent on upper-side leather was 
asked for by Fred C. Stresau, Stresau-Becker Leather 
Co., Chicago. He suggested that upper-side leather 
be added to paragraph 1431. It was claimed by Mr. 
Stresau that importations from Germany have been 
resumed and that they are endangering the domestic 
market. Like others he emphasized the low cost of 
production in Germany and other European coun- 
tries on account of the relatively small wages paid 
abroad when compared with wages paid to workmen 
in the industry in the United States. Walter T. 
Cresse, Cresse & Cook Co., Danvers, Mass., also dwelt 
on this situation. He declared that Germany may im- 
port freely into the United States and, speaking for 
the calf and veal leather interests, asked that they 
be given a duty of 25 per cent. 

Maxwell J. Lowry, Avery & Lowry Co., Boston, 
spoke for the patent leather manufacturers repre- 
sented by the Tanners’ Council. He asked that hides 
be continued on the free list, but pointed out that 
it is necessary to make patent leather dutiable, and 
suggested an import tax of 5 cents per foot and 25 
per cent ad valorem on American valuation for 
patent, japanned and varnished leather. Particular 
mention was made of the sale in the United States 
markets of Canadian patent leather at prices which 
American makers cannot meet. Reference also was 
made to the widespread introduction of German pat- 
ent leather in this country before the war and dur- 
ing the present year at prices below the cost of pro- 
duction in the United States. He said that, based on 
the value of the German mark, German workers are 
paid from $2.25 to $3 per week, as compared with $25 
to $35 per week paid to American workers. 


Keenest of Competition 


Speaking, he said, for the National Boot & Shoe 
Manufacturers’ Association, representing 95 per cent 
of the domestic output of boots and shoes in the 
United States, John S. Kent, Brockton, Mass., of the 
M. A. Packard Co., asked for a duty of 15 per cent 
on boots and shoes. He said that there are 200,000 
workers engaged in the American industry and that 
it provides the maximum value at minimum prices to 
customers. Competition was said to be keen and it 
was insisted that it could not be otherwise with so 
many producers so widely scattered throughout the 
country. The association, it was declared, seeks as 
nearly as possible protection representing the dif- 
ference in the labor costs here and abroad. Free 
leather and free shoes, he stated, had resulted in 
large importations before and after the war. Im- 
portations were said to be coming at present largely 
from England, with smaller quantities from Germany 
and Japan. He read figures to show that exports in 
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1921 were at the rate of only about 50 per cent of 
those of 1920. He also expressed the hope that the 
tariff would carry a clause allowing the President 
to prescribe duties against countries, in equivalent 
proportion, which impose duties against American 
manufacturers. Basing his contention on free hides, 
he said he thought 15 per cent would be sufficient as 
an ultimate duty, but it would not answer the pur- 
pose under present conditions owing to the great 
divergence in international exchange. 

It was at this point that Senator McCumber in- 
sisted that a duty would be placed on hides and that 
those asking for duties on leather and shoes may as 
well change the basis of their arguments. Mr. Kent 
said that a tariff on shoes will not add to their cost 
because of the great number of manufacturers, com- 
petition, and the absence of any agreements or un- 
derstandings among them. Protection, it was de- 
clared, is necessary to prevent ruinous competition. 

J. A. Roberts, Hartford, Conn., representing whole- 
sale manufacturers of harness and saddlery, asked 
for a duty of 35 per cent on harness and saddles and 
said he would be satisfied if the duty is assessed on 
foreign valuation. He mentioned the duty named 


because that is the same duty which Canada, the - 


chief source of competition, assesses against Ameri- 
can makers of harness, saddles and saddlery. This, 
it was stated, closed the Canadian market to Ameri- 
can producers. 


Tariff a Live Problem 


Opposition of the American Farm Bureau Federa- 
tion, representing a large group of farmers, to the 
American Valuation Plan, as written in the Fordney 
Tariff bill, and their endorsement of the proposal to 
empower the president or the Federal Tariff Commis- 
sion with rate-making authority within the proper 
limitations, placed the question of tariff adjustment 
in strong relief during the holiday recess of Congress. 
It is expected to have a salutary effect in rural dis- 
tricts and elsewhere at this time because of the fact 
that the legislators are now visiting their constituents. 
Members of Congress returning from their home dis- 
tricts admit that the tariff issue is a live problem and 
the demand for a quick settlement of the problem is 
growing. It is significant to note that organizations 
of business men, merchants and manufacturers, in 
various Congressional districts, have made known 
their views to their legislative representatives at spe- 
cial conferences. : 

It is generally admitted that Congress will hold fast 
to its prerogative and in the event a flexible tariff 
is adopted, maximum and minimum rates will be fixed 
and the margin allowed the executive branch of the 
Government, will be narrow. Though three weeks has 
elapsed since the president submitted his proposals for 
a variable tariff system, few legislators are willing to 
commit themselves to the plan without reservations. 
The American Farm Bureau Federation told the 
Senate Finance Committee that the need for the pres- 
ident or the Tariff Commission to adjust rates could 
not easily be ignored. It was pointed out that con- 
ditions vary to such an extent that it was manifestly 
impossible for the legislative branch of the Govern- 
ment to meet emergencies of this nature. They con- 
tended that the transfer of this power to the president 
with the provision that the rates should be kept within 
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the limits fixed by the legislators, would prove the best 
solution for a difficult problem. 


Import Valuation Should Reflect Production Cost 


The farm group opposed the American valuation 
in its present form, because it would require the entire 
reorganization of the revenue service. Their spokes- 
men declared that “when goods are imported that have 
not been sold here an American price must be named 
by the customs officials which in effect obligates 
them to perform a price fixing duty.” Furthermore, 
they insisted that “the rate of duty should be sufficient 
to cover the advantages in lower labor costs and the 
natural advantages of foreign producers, but not the 
difference due to business efficiency. Further, the 
importation of foreign goods would be disturbed if 
the American valuation plan were passed, as it now 
appears, because of the uncertainty as to the amount 
of duty if it should be based upon the wholesale price.” 

The farmers stressed the need for a moderate tariff 
on articles which the farmer has to buy. The Finance 
Committee was advised that “it is not desirable from 
the national standpoint to have rates of protection on 
manufactured products which will enable them to be 
sold constantly at far above the level of prices of 
similar products in other countries. Such an artificial 
trade barrier is not only unjust but dangerous and 
doomed to collapse sooner or later with disastrous 
effects upon business as a whole though a few in- 
dividuals might temporarily make large profits. 

“Valuation for importation should reflect the cost 
of production and the duty represent the difference 
in labor costs. Tariffs above that become embargoes. 
Such valuations can only be secured in the country 
where the imports originate.” 

American boot and shoe manufacturers have asked 
the Senate Finance Committee to insert a clause in 
the tariff bill allowing the president to prescribe 
duties against countries, in equivalent proportion, 
which impose duties against American manufacturers. 
The National Boot and Shoe Manufacturers Associa- 
tion, representing 95 per cent of the domestic output, 
asked for a duty of 15 per cent on imported boots and 
shoes. The hearings will be closed within a few days 
and the committee will hold executive sessions to draft 
a tariff bill. It is expected that it will be reported 
late in February. 


Sales Tax on Lost Goods 


Based upon the law and practice of the Treasury 
Department, the Solicitor for the Post Office Depart- 
ment has advised that the sales tax on merchandise 
contained in lost insured parcels should be allowed, 
when claimed, within the limit of indemnity payable 
for the insurance fee received at the time of mailing, 
in addition to the postage, but should not be allowed 
in adjusting claims for indemnity on account of the 
loss of C.O.D. parcels. 

This ruling does not affect the practice of the de- 
partment or postmasters at offices of the first and sec- 
ond classes in payment of indemnity claims to include 
the excise tax or sales tax on merchandise sent as 
insured mail. The tax on postage on either insured 
or C.0O.D. mail may also continue to be included in 
indemnity allowed, if claimed, within the limit of 
indemnity payable for the insurance or C.O.D. fee-re- 
ceived at the time of mailing, on parcels mailed prior 
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to January 1, 1922, such tax having been repealed, 
effective on and after that date, by a provision of the 
revenue act approved November 23, 1921. 


Shoe Boxes Can Be Mailed 


Under a ruling of the Third Assistant Postmaster 
General, shoes in ordinary shoe boxes properly wrapped 
and tied may be sent as ordinary insured or C.O.D. 
mail, provided the boxes are well filled and wrapped 
carefully in strong, heavy paper and tied securely with 
durable cord placed around both ends and center. 

Instructions have been issued to postmasters that 
shoes may be accepted when securely wrapped in 
strong, heavy wrapping paper without being placed 
in containers. It is pointed out that all postmasters 
should report to the Department instances in which 
parcels containing shoes packed in ordinary shoe boxes 
are received at their offices, in a damaged condition. 
It it further provided that postmasters at offices of the 
first and second classes will keep a record of claims 
for indemnity involving rifling or damage to insured 
or C.0.D. shipments of shoes in ordinary shoe boxes, 
and will report to the Third Assistant Postmaster 
General, Division of Registered Mails, any instance 
in which such claims arose because the shoes were 
packed in ordinary shoe boxes, or where such claims 
involve a particular firm or postoffice. 


Trade Association Decision Soon 


Determination of a definite policy by the Govern- 
ment toward trade associations is expected to be 
reached in a few days as the result of the Supreme 
Court decision in the American Hardwood Manufac- 
turers’ Association. This is based on the statement 
by Attorney General Daugherty that the formulation 
of such a policy has been awaiting the decision. He 
is engaged in studying it carefully and has said that 
it affords a “clear path” for the conduct of such asso- 
ciations, but has not as yet given it sufficient analysis 
to announce a detailed policy. In cooperation with 
Secretary of Commerce Hoover, the attorney general 
has for some time been considering the subject, but 
it was concluded to await the decision before mapping 
out a program which would provide a safe guide as 
to the conduct of such association. 

Secretary Hoover, while attempting no interpreta- 
tion of the decision, inasmuch as this does not come 
within his province, has expressed the belief that the 
Supreme Court’s opinion will make it possible to work 
out a concrete program at an early date. The secre- 
tary does not consider the decision to be so sweeping 
as do some attorneys who closely followed the case 
and thinks it will not interfere with cooperation be- 
tween his department and trade associations. 

The attorney general said he was unqualifiedly in 
favor of trade organizations which confined their op- 
erations to improving their services to the public. 
However, he stated they would not be permitted to fix 
prices or apportion territory among themselves, result- 
ing in restriction of competition. This plainly is a 
broad view and it is confidently believed, if left to 
itself, would mean that the decision would affect a 
decidedly small percentage of trade associations, as 


January 7, 1922 


Mr. Hoover claims is the situation. But attorneys are 
insistent that the decision itself is much greater in 
its scope than the dealing with prices, apportioning 
of territory, etc., and think legislation will be rftces- 
sary to insure the associations of their legality, a 
view that indicates a policy announced by the Depart- 
ment of Justice might even be insufficient. 


Why the New Price Inquiry? 


Inquiry into retail prices instituted by the Depart- 
ment of Justice through Director Burns, of the Bureau 
of Investigation, appears to be prompted by wide- 
spread complaint against retail prices of clothing, 
food, fuel, shoes, and other interests. Back of it seems 
to lie propaganda disseminated by such organizations 
as agricultural interests and others who have been 
conducting campaigns in this direction. Inasmuch as 
remarkably misleading impressions have gained circu- 
lation about retail costs with resulting injustice to 
dealers, the latter now are in a position to take advan- 


~tage of the investigation and to make a complete 


answer to the charges that have been made. Indica- 
tions coming to Washington are that they have 
accepted the challenge gladly and will endeavor to give 
a clear understanding of the high costs of labor, over- 
head and other charges which they face and which 
are not familiar to people at large. 

It is significant that the attorney general announced 
his plans which are being quickly worked into shape 
following the decision against trade associations by 
the Supreme Court in the hardwood case. Part of the 
drive by the Department will be made against alleged 
illegal trade associations, but at the same time, it will 
afford the great bulk of them an opportunity to prove 
that their activities are perfectly legal. 


After Retail Price Facts 


Secretary Hoover, who has been asked by the at- 
torney general to co-operate in the investigation, ap- 
parently through the use of figures as to production 
stocks, prices, etc., compiled by the Bureau of the 
Census, has stated that in his opinion not more than 
10 per cent of the 1700 trade associations of the coun- 
try come under the ban of the Supreme Court decision. 
This would indicate that the suggestion of the attor- 
ney general to “get those smart fellows,” who, he 
stated, formed the trade associations, will not be as 
far reaching in its scope as his statement infers. 

He has given orders to Director Burns to assign a 
force of men at once to the task of obtaining facts 
regarding retail prices in different localities, but Burns 
has not given details as to the extent of the probe, 
although the Department of Justice endeavors to make 
it plain that it will be nation-wide and will be con- 
ducted in co-operation with the work of the State 
authorities. Mr. Daugherty, while claiming that 
profits of retailers are “unconscionable,” admits that it 
will never be possible to get them down to pre-war 
level. Also, while condemning some of the trade as- 
sociations, the attorney general has gone on record 
as being unqualifiedly in favor of those which confine 
their activities. to improving their services to the 
public, adding that they would not be allowed to fix 
prices or apportion territory. 
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‘‘Shoe Fitting Requires Patience’’ 


Alice M. Robertson, Congresswoman from the Second Oklahoma 
District, a Message to the Retail Shoe Women 


of America. 


A Human Interest Story 


By HELEN M. HANEY 


America have a staunch 

friend in Alice M. Rob- 
ertson, Congresswoman from 
the Second Oklahoma District. 
Just to prove this, she recently 
gave the following message to 
the Recorder woman representa- 
tive, to be delivered as a New 
Year’s greeting to the thousands 
of her sisters, who are not only 
selling shoes on the floor of the 
retail stores of the country, but 
who are the buyers and owners 
of these stores. 


“Miss Alice” Is Visualized 


“Miss Alice,” as she is called 
by her colleagues at Washington, 
and as she likes to be called by 
the people of the United States, 
truly typifies the compliment 
paid to her by the late Theodore 
Roosevelt, when he said, “No 
matter where she is, or what her 
surroundings may be, she is one of the greatest 
women in America.” Before delivering “Miss 
Alice’s” message, it may be in order to visualize her 
as follows: Picture a tall, motherly-looking woman 
of sixty-seven years, who is known as “Grandmother” 
by the hundreds of Indian children of Oklahoma 
whom she for many years taught —a woman with 
hair snow white, a kindly, intellectual face, and a 
personality which radiates both strength of mind 
and character. She has always done a man’s work, 
as well as that of the woman of the frontier, yet 
she is sweetly feminine; her common sense is truly 
refreshing, and she comes from a family which for 
ten generations has had the courage to fight for 
their convictions; “Miss Alice’s” daily life at the 
National Capitol rings true to heredity. 


“Smile, Smile, Smile” 


“The women shoe merchants and those employed 
as saleswomen in the retail shoe stores of the coun- 
try have a very big mission to fulfill,” said “Miss 
Alice.” “Their’s is a most important work. Correct 
shoe fitting is an art, and one which requires skill 
and patience, but patience should be one of woman’s 
chief virtues, so by exercising this inherent quality, 
a retail shoe woman can make of her work a very 
great one. I know just how annoying some custom- 
ers are. Take for instance the frivolous woman 
who is so difficult to please—if there is one thing 
in the whole world which is hard to do it is to fit 
her to shoes. You must give her a No. 4B, when a 
No. 6C would conform more nearly to the measure- 


Ts retail shoe women of 


ALICE M. ROBERTSON 


Second District, Oklahoma 
Congresswoman 


ments of her feet, and, dear sis- 
ters, in the retail shoe stores, you 
must smile, and smile, and smile. 
I believe that as the years go on, 
women in general.are wearing 
more sensible footwear —I have 
noticed a decided tendency to the 
low heel. I am wearing oxfords 
and shall continue to do so just as 
long as the weather will permit. 
(Here the RECORDER woman noted 
that “Miss Alice” wore a pair of 
plain black kid oxfords with 9/8 
rubber heels.) I have never worn 
a French heel—I do not think that 
they are practical, but they cer- 
tainly look fine in pictures—that 
is their real place. A very high 
heel throws a woman’s body out 
of poise—and I am sorry for the 
saleswomen who are obliged to 
sell them. 


“I Believe in Short Skirts” 


“But I believe in short skirts 
—not ridiculously short, you 
know, but comfortably short, and not too narrow. I 
am surely glad that we have progressed from the 
days of the old long skirts and many petticoats. The 
long skirt was certainly very unsanitary and un- 
wholesome — some of them were veritable street 
cleaners. Woman’s dress of today is fundamentally 
better in every respect than it used to be.” “Do you 
think that the Y. W. C. A. are responsible for 
the popularity of the low heel?” was asked. “No,” 
replied “Miss Alice.” “I think that it was the Girl 
Scout and the Campfire Girl movement which brought 
this demand into being.” 


Advocates Free Hides 


“Yes, I firmly believe in free hides. We are obliged 
to import 40 per cent of our hides, and if a duty 
must be paid, it will surely add to the cost of the 
leather, which will eventually be refiected in the cost 
of the finished product—the shoe. I am thinking 
especially of the poor people of the nation. When 
the agricultural “bloc” at Washington made its big 
fight in the House against free hides, I voted for free 
hides, because I believe that free hides mean cheaper 
shoes for the farmers’ children of the country. They 
cannot afford to have their footwear cost them any 
more, at least, than at the present time. Please say 
that I am emphatically for free hides. 

“If anyone tells you that the laws of some other 
country are better than the laws of the United 
States, if they say that taxes are lower, perhaps in 
New Zealand or Australia, just remember that while 
our per capita tax is $8.05, the men and women of 
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New Zealand pay a per capita tax of $36. 

“I did not believe in suffrage in the beginning— 
in fact, I was president of the Anti-Suffrage Club 
in my home town, but now that suffrage for women 
is here, I have accepted the responsibility, and so 
must every woman accept the responsibility — take 
an interest in the affairs of the nation. Vote at the 
primaries and vote on the day of election—take an 
interest in your home, in your neighbor, in your 
community and in your work. The women of 
America must maintain the right. Now that we 
have the ballot—it is true that many of us did not 
want it—but now that we must accept the added 
burden, we must share the responsibility of Govern- 
ment 50-50 with the men of the nation—and we must 
accept the responsibility in the interests of clean, 
fine statesmanship. I have found that not one 
woman in one hundred knows anything about prac- 
tical politics, and the same may be said of the men. 
The average man and woman have been too much 
inclined to follow their leaders—if they were led 
into green pastures, it was well and good, but un- 
fortunately many times they were led over the 
precipice. 

“Do not be afraid to do the little things. I have 
scrubbed floors, washed clothes and dishes, taught 
school, and lived the life of the humble. I did not 
want to go to Congress, and when a leader of the 
Republican party came to me and said, ‘You must 
run,’ it was like a bolt out of the blue. He said, ‘You 
are the only one in Oklahoma who can beat the ring, 


January 7, 1922 


y Slipper, a 


a new design 
Be * for spring out 
of New York 
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enne influences. 


and Oklahoma needs clean representation at Washing- 
ton. I can tell you if any man had ever used as much 
eloquence and so insistently and persistently asked me 
to change my name, I would not to-day be an old 
maid, but then you see no man did. 


Don’t Be an Imitation Man 


“The whole world is a looking glass. If you smile 
in it, it will smile back; if you are looking for your 
customers and for your employer to be good and true 
to your interests, be true to their interests and they 
will meet you in that spirit. I have always told the 
girls whom I have taught, ‘Don’t try to be an imita- 
tion man.. God made man first and then He improved 
upon the job by making a woman. 


Have High Ideals 


“And one day I came on the fluor of the Senate; 
the applause rang out from all quarters. The Presi- 
dent said, ‘Do you realize that your presence in that 
chair is an epoch? It is the first time in the history 
of the world that a woman has been accorded the 
privilege of the floor of the Senate. One hundred 
and forty-four years of American history has 
reached its culmination in your occupying that chair.’ 

Yet when I returned to the people of the Second 
Oklahoma District, I laid all my unsought honors at 
their feet. And, dear women, whatever I have 
achieved has been because I tried to do the little 
things of life well. I gave up the things I cared 
for most in life, and I am in Washington by the will 

(Continued on page 28) 
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Make your 
front and sign 
dominate 
the 
neighborhood 


Time to Prepare for Greater Public Service 


Making Useful 75 Feet of Wall Space for Style Display 
to Bring Customers Around to the 
27 Foot Front 


lately remarked that business men should 

use times of depression to reorganize their 
plants, to tighen up the loose threads of their or- 
ganization and to expand their facilities for the 
period of prosperity that is sure to follow. This idea 
has been placed into practical effect by I. Miller & 
Sons, who during the past year have opened two 
new large retail stores in the metropolitan district 
and are planning still further expansions. 

Details of the opening of Miller’s Fifth Avenue 
store last February were published in the Boot and 
Shoe Recorder at that time. The Fifth Avenue 
store, it is recalled, occupies four floors of an im- 
posing structure which the concern itself erected at 
the corner of Fifth Avenue and Forty-sixth Street. 


Five Floors for Shoe Selling 


Late in September a store in Brooklyn was added 
to the chain. Like the Fifth Avenue store, this es- 
tablishment in the heart of a shipping district, being 
located at Fulton and Bond Streets, in a five-story 
stucco building of great architectural beauty. The 
building has a frontage of twenty-seven feet on Ful- 
ton Street and seventy-five feet on Bond Street, with 
display windows on both sides. The interior fit- 
tings and furnishings are duplicates of those used in 
the Fifth Avenue store, and in the basement is lo- 


‘ WELL-KNOWN and brilliant economist 


cated the children’s department, “The Millerkin 
Shop,” as it is called, which was a strong feature 
of the Fifth Avenue store. When the store was 
opened only the basement, ground and mezzanine 
flors were used by the shoe store. Within a few 
weeks, it was seen that the space was not adequate 
to the patronage that had developed and the fourth 
floor was fitted up as an additional salesroom. At 
present the third floor is being fitted up as well, 
making five floors in the building to be devoted to the 
selling of shoes. 

The concern’s store on Forty-second Street, be- 
tween Fifth and Sixth Avenues, also is undergoing 
expansion in the near future. Enlargements planned 
are expected to be completed by next February. A 
new lease has been secured for a forty-foot frontage 
on Forty-second Street, running back 150 feet, with 
an option to take the remainder of the space run- 
ning through to Forty-third Street. The children’s 
department in this store will be greatly enlarged and 
a special hosiery department installed. Altogether 
the new store will have a seating capacity for 221 
customers. 

So much for the immediate plans. Within the next 
four years the concern intends erecting a twelve- 
story office building at the northeast corner of Broad- 
way and Forty-sixth Street, adjoining the company’s 
present Broadway store above Forty-sixth Street. A 
sixty-three-year lease has been taken on the plot. 
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Interior of the long shoe shop, showing side-trim of 
seats 

















A narrow window bow 75 ft. long, with entrance 27 in.— 
the maximum display place brings great eye attraction 
of public 


Unexpired leases held by tenants in the present 
structure prevent immediate work on the erection of 
a new building. At present the organization has five 
stores in New York City and one in Chicago. 
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stocks—for the love of continuing in business do 
so now. 

If you have a single pair of old type Louis 
heel boots, “rause-mit-’em.” 





Study Foot Anatomy 


The great keynote for the sales staff of your 
store is—know your shoes and the feet that go 
into them. So important has been the develop- 
ment of foot comfort types of shoes that every 
store includes one or more feature lines of spe- 
cialty shoes. 

The RECORDER believes that a study of the 
human foot, its bones and muscles, its place in the 
scheme of locomotion and its relation to bodily 
health is worthy of expert presentation. We 
have added to our staff a leading surgeon whose 
life-long experience in foot analysis gives to his 
writings an authority of unestimable value to the 
shoe fitter. 

Did You Know That— 
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Even rigid bones are constantly chang- 
ing. There is a constant deposition of lime 
in them, and also a constant absorption 
of lime from them. What might seem at 
first to be a useless, endless, turning. over 
process is in reality a most valuable one. 
The fixed form of a bone may be compared 
to the fixed form of a whirlpool or an eddy 
in a rapidly flowing stream of water. 
Water flows continually in and out of the 
eddy at a rapid rate, yet the latter retains 
its shape, moving back and forth a little 
from time to time in response to variations 
in the inflow and outflow. 


We believe you want to know more about this 
subject. 

Well—this educational course is for the ad- 
vanced salesmen and women who want to really 
know the foot to render maximum service. The 
outline of questions in this issue is the result 
of an exhaustive research into fundamentals of 
foot conditions, and though a trifle deep are to 
give a groundwork for future discussions in 
simple language, understandable to all. 
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of the people to work for the best interests of our 
great nation. My humble prayer as I enter upon 
another day’s work in Congress is, Oh, God, keep my 
feet on the ground and my ideals high in Your 
heaven. 


My Motto Is Service 


“Shoe women of America, think for yourselves. Be 
unselfish in your devotion to your neighbor, to your 
community, and your work of correct shoe fitting. 
have a high regard for the sanctity of the home, and 
remember that the finest thing in the world is the 
unselfish American woman. If any part of my mes- 
sage will be of service to my sisters in the shoe 
stores of the country, I shall be very grateful, as I 
wish most earnestly at all times to be of the greatest 
possible service to them.” 


Shoes for the Dolls 


Many pairs of pretty shoes, and stockings, too, were 
sold for dressing Christmas dollies. There were 
pretty little shoes of shiny patent leather, white kid, 
and tan calf, some with laces, some with buttons 
and some with little buckles. A number of them had 
hard soles. 

Perchance another season more attention should 
be given to the sale of dollies’ footwear at Christ- 
mas time. Little girls who like good footwear for 
their dollies will like good footwear for themselves 
when they grow up. 

In the Jordan, Marsh Co. store in Boston the dolls’ 
shoe department was an attraction for the young- 
sters during the Christmas season: They had stock- 
ings, and other clothing for dollies, too. This doll’s 
shoe section, by the way, was not in the regular 
shoe department, but was in the dolls’ department. 
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Manufacturers Announce Convention 
Program 


Will Discuss Important Phases of Business Readjustment, 
Manufacturing and Distribution at New York 
Meeting, January 17 and 18 


are listed for discussion at the an- 
nual convention of the National 


Boot and Shoe Manufacturers’ Associa- 
tion, to be held at the Hotel Astor, New 
York City, Jan. 17 and 18, following the 
close of the N. S. R. A. meeting at Chicago. 
Consideration of the problems confront- 
ing business men in the new era in which 
we find ourselves, their solution and their 
specific bearing on the shoe and leather 
industry, will be discussed at length by ex- 
perts. The attitude of the Government 
toward business will also come in for com- 
ment and there will be the usual subjects of specific 
and immediate interest to the industry. 
The complete program, as announced by Secretary 
Sol Weil, is as follows: 


GS artiste of very timely interest 


Tuesday, January 17 


10:30 A. M. 


President’s address—Frank R. Briggs. 

Report of Secretary—Sol Weil. 

Report of Treasurer—Herbert P. Gleason. 

“Adjusting Ourselves to the New Business Era”— 
Harry C. Spillman. 

“Production—Analysis of Methods in Shoe Manu- 
facture”—Col. Sanford E. Thompson. 


2:30 P. M. 


“Exploitation”—Herbert T. Drake. 

“Stimulating a Market”—-I. B. Spafford, president 
of the Spafford Co., Boston. 

“The Unrest Toward Cost of Distribution”’—A. 
E. Dodd, manager Domestic Distribution Department, 
Chamber of Commerce of U. S. 


Wednesday, January 18 


10:30 A. M. 


“Co-operative Competition”—Frank S. Farnum. 

“Progress in Readjustment and Future of Shoe In- 
dustry”—Frank C. Rand. 

“The National Industrial Conference Board—the 
Value of Its Researches to Industry”’—Magnus W. 
Alexander. 

“Constructive Co-operation Between Government 
and Industry”—aA. B. Butman, chief of the Shoe and 
Leather Division, Department of Commerce. 


2:30 P. M. 


“Trade Conditions”—Messrs. A. S. Kreider, M. W. 
Selby, J. C. McKeon, M. S. Florsheim and Henry W. 
Cook. 


“International Economic Conditions and 
the American Shoe Abroad”—Eyler V. 
Krarup, Western European Division, De- 
partment of Commerce. 

“Legislation and Industry — T a ri ff ” — 
Charles H. Jones. 

Miscellaneous business. 

Memorials. 

Report of Committee on Nominations and 
date of next convention—H. P. Gleason, 
chairman; John G. Holters, E. J. Bliss, O. E. 
DeRidder, J. F. McElwain and John A. 
Bush, 

The officers and directors of the associa- 
tion are as follows: 

President—Frank R. Briggs of the Thomas G. 
Plant Co., Boston, Mass. 

Vice-President—Charles H. Jones of the Common- 
wealth Shoe & Leather Co., Whitman, Mass.; John R. 
Garside of A. Garside & Sons, Long Island City, 
N. Y.; Elmer J. Bliss of the Regal Shoe Co., Boston, 
Mass.; Oscar C. Davis of the George E. Keith Co., 
Brockton, Mass.; John C. McKeon of Laird, Schober 
& Co., Philadelphia, Pa. 

Honorary Vice-Presidents—Aaron S. Kreider of 
the A. S. Kreider Co., Annville, Pa.; John S. Kent 
of the M. A. Packard Co., Brockton, Mass.; Edgar 
P. Reed of E. P. Reed & Co., Rochester, N. Y.; J. 
Franklin McElwain of the W. H. McElwain Co., Bos- 
ton, Mass. 

Treasurer—Herbert P. Gleason of Johnston & 
Murphy, Newark, N. J. 

Secretary—Sol Weil, Rochester, N. Y. 

Executive Committee (one year)—A. N. Blake of 
the Watson Shoe Co., Lynn, Mass.; Hovey E. Slayton 
of the F. M. Hoyt Shoe Co., Manchester, N. H.; 
A. J..Sweet, Lunn & Sweet Shoe Co., Auburn, Me.; 
Mark W. Selby of the Selby Shoe Co., Portsmouth, 
Ohio; Herman E. Lewis of Herman E. Lewis, Haver- 
hill, Mass.; F. A. Miller of the H. C. Godman Co., 
Columbus, Ohio; John G. Holters of the Holters Shoe 
Co., Cincinnati, Ohio; A. M. Creighton of A. M. 
Creighton, Lynn, Mass. 

Executive Committee (two years)—Frank S. Far- 
num of Churchill & Alden Co., Brockton, Mass.; 
Robert E. Smith of the J. P. Smith Shoe Co., Chicago, 
Ill.; Herbert T. Drake of the Emerson Shoe Co., 
Rockland, Mass.; Frank C. Rand of the International 
Shoe Co., St. Louis, Mo.; Emil Weil of S. Weil & 
Co., Inc., Brooklyn, N. Y.; Frank Payne of the John- 
son-Baillie Shoe Co., Millersburg, Pa.; William S. .- 
McKenzie, Helming - McKenzie Shoe Co., Cincinnati, 
Ohio; Raymond P. Morse of Morse & Burt Co., Inc., 
Brooklyn, N. Y. y 

Executive Committee (three years)—Fred L. Emer- 
son of Dunn & McCarthy, Auburn, N. Y.; Henry W. 

(Continued on page 35) 
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THD SPANISH INFLUENCE IN COSTUMES AFFECTS FOOTWEAR 
No nation in the world uses red and bright colors to the extent that Spain does. We show a scene of the dance of the 
ork 


fan from the Music Box Revue, New 
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Congratulations to A. S. Aaronson 


Now Supervisor of Shoe Buying and Service at Stern Bros., New York 


years has been a departmental buyer of 
@® women’s and misses’ shoes for William 
Filene’s Sons Co., severed his affiliation with this 
firm on January 4 to supervise the buying and ser- 
vice of all of the shoe departments of Stern Bros., 
New York, including men’s, women’s, misses’ and 
children’s shoes. He was succeeded as department 
buyer at the Filene store by Francis M. McEnaney, 
who for the past five years has been buyer on the 
fourth floor. 


Sales Service Is 80 Per Cent 


Mr. Aaronson has very definite ideas on store ser- 
vice. An adage which he holds to be perfectly true 
is, “Well bought merchandise is only 20 per cent 
sold; the fate of the other 80 per cent is in its 
method of distribution.” 

“I believe that this particular adage will hold 
more true from now on than it has in the past three 
to five years. A group of store salesmen can make 
a good seller out of a recognized bad seller,” con- 
tinued Mr. Aaronson, “and salesmen should be so 
organized that this can always be accomplished. 
I believe that a buyer should sell a style to his sales 
force before he buys it. Of course, if the store 
salesmen have unreasonable objections to a certain 
model, the buyer should use his own best judgment. 
But I hold that intelligent store salesmen, in daily 
contact with the public, should have a good idea of 
the public’s style demand. I would have the store 
salesmen feel that they are to shoulder a large part 


A S. AARONSON, who for the past twelve 
° 


of the responsibility in buying and selling. The 
sooner that the managements of shoe departments 
see their way clear to hold the buyer responsible 
for the service feature of the shoe business, as 
well as for the merchandising, the sooner will the 
buyer bring to such stores the greatest measure of 
success. ; 
Buyers Co-operate with Sales Force 

“The buyer should work in close touch with the 
store salesmen and hold frequent conferences with 
them. Co-operation of all buyers and store salesmen 
will do more than anything else to make a success 
out of what would otherwise be a failure. Theo- 
rizing is good enough, but heart-to-heart talks and 
demonstration sales are better.” 

Sport Style Tendency 

Mr. Aaronson has a strong “hunch” that all buy- 
ers and sellers of shoes should take advantage of 
the sport clothes tendency, which at the present 
time he believes will be far-reaching and is likely 
to almost revolutionize men’s and women’s fashions. 
Shoe buying for next season, he states, should not 
be conducted on the basis of past experience alone, 
for the clothes reform is with us. He further says 
that he looks for the appearance of knitted goods 
and sport shoes on the street; even rubber soles 
and heels will not be excluded from street wear. 
Men and women, particularly, have been freed from 
the thraldom of conventional dress, and with short 
skirts and knickers will certainly wear the latest 

(Continued on page 35) 
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What Do You Know About Feet? 


A Survey of ideas formulated by Orthopedic Surgeons 
and Retail Shoe Merchants Based on a 
Questionnaire Compiled By 


HERMAN W. MARSHALL, M, D., of Boston, Mass, 


pared by the writer and distributed to 

orthopedists and retail shoe merchants. 
One hundred orthopedists from many cities of 
the United States and Canada have replied, and thirty- 
five non-medical answers have been received. 

The original fifty statements with additions, com- 
ments and criticisms received are given in part below, 
together with votes of medical and non-medical men 
on each item. 

A few persons returned the set of questions without 
signatures. Others signed their names but made no 
criticisms. A few were liberal with comments. Many 
expressed their approval of the plan and the large 
majority of replies showed very considerable care in 
their preparation, so that only two were discarded as 
being unreliable. The entire set was examined person- 
ally by the writer, and very brief discussion of results 
is undertaken at the end of this paper. An asterisk 
has been used to identify non-medical comments in 
tabulations below. 

Questionnaire 


1—-Shapes of Feet and Usefulness of Feet Vary In- 
dependently. 
Orthopedists agreed, 99 = 99%; disagreed, 1 = 1%; 
doubtful, 0 = 0%; no opinion, 0 = 0%. 
Shoe dealers agreed, 35 = 100%; disagreed, 0 = 
0%; doubtful, 0 = 0%; no opinion, 0 = 0%. 
Duluth, Minnesota—Disagreed. 


* *£ + 


QUESTIONNAIRE of fifty items was pre- 


2—Some Misshapen Feet Are Strong and Service- 
able Because Muscles and Ligaments That Hold Foot 
Bones Together and Move Them Are Unusually 
Strong. 
Orthopedists agreed, 98 = 98%; disagreed, 0 = 0%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 
Shoe dealers agreed,. 34 = 97%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 0 = 0%. 
Boston, Mass.—The reason given 
why some misshapen feet are strong 
and serviceable is doubtful. 
Boston, Mass—Dr. A. G. Howard 
—Not the only reason. 
* * * * 
38—Some Well Formed Feet Are Weak and Un- 
serviceable Because Muscles and Ligaments Are Be- 
ginning to Weaken From Some Cause, or Because 
Disease of Bones or Joints of the Feet Exists. 
Orthopedists agreed, 98 = 98%; disagreed, 0 = 0%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 
Shoe dealers agreed, 35 = 100%; disagreed, 0 = 0%; 
doubtful, 0 = 0%; no opinion, 0 = 0%. 
Pittsburgh, Pa.—Dr. E. W. Fiske— 
They will not remain well formed if 
weak. 
Shreveport, La—Dr. L. C. Spencer ° 
—Doubtful. 


4—Majority of Feet Are Sufficiently Well Formed 
and Serviceable to do the Work Required of Them, 
Yet There Is a Wide Range Between Maximum and 
Minimum Degrees of Usefulness Exhibited by Such 
Feet Among Different Persons. 

Orthopedists agreed, 98 = 98%; disagreed, 0 = 0%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 

Shoe dealers agreed, 33 = 94%; disagreed, 2 = 6%; 
doubtful, 0 = 0%; no opinion, 0 = 0%. 


Los Angeles, Cal.—Dr. C. L. Lowman. 
This seems to be too inclusive, and it 
has been my experience that 50 per 
cent of all people have some faulty 
foot statics. Your use of the word 
“serviceable” would lead one to think 
that one cannot have symptoms due to 
feet unless there were symptoms in 
the feet. Many feet of the type I 
mention are perfectly serviceable as 
far as feet are concerned, but the use 
of them represents many times a very 
serious nerve loss because of faulty 
balance. In other words, many remote 
symptoms are traceable to feet that 
are apparently symptomless in them- 
selves. 
* * * * 
5—Heights of Arches Do Not Measure the Strength 
of Usefulness of Feet Accurately. Numerous Symp- 
tomless Strong Flat Feet Are Observed, As Well As 
Weak Contracted Feet With Unusually High Arches. 
Orthopedists agreed, 100 = 100%; disagreed, 0 = 
0%; doubtful, 0 = 0%; no opinion, 0 = 0%. 
Shoe dealers agreed, 34 = 97%; disagreed, 1 = 3%; 
doubtful, 0 = 0%; no opinion, 0 = 0%. 


San Antonio, Tex.—Dr. E. A. Cayo— 
Flat feet may be symptomless, provid- 
ing the arch is not depressed to the 
point of supporting contact. One of 
the chief causes of flat foot is the 
natural defect of improper alignment 
of the leg and foot, with the result 
that both muscle action and gravity 
act to evert and depress the foot. An- 
other cause is lack of development of 
foot muscles, this being due to the 
wearing of shoes (any shape, con- 
tinuously) during the formative 
period of the feet. 

San Francisco, Cal.—Dr. C. H. Smith 
—There are numerous strong feet, 
flat as to imprint of sole, but not ab- 
ducted on head of astragalus. These 
feet do not show an atrophied posterior 
tibial muscle nor a buckled arch. 
*Boston, Mass.—The second sentence 
is the exception rather than the rule. 
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6—Flat Foot Signifies That Ligaments and Muscles 
Have Stretched at Some Time in the Remote or Im- 
mediate Past. There May, or May Not, Have Been 
Subsequent Restoration of Muscular and Ligamentous 
Strengths, As Existing Strength Cannot be Told From 
Appearances. 
Orthopedists agreed, 84 = 84%; disagreed, 13 = 
13%; doubtful, 3 = 3%; no opinion, 0 = 0%. 
Shoe dealers agreed, 31 = 88%; disagreed, 3 = 9%; 
doubtful, 1 = 3%; no opinion, 0 = 0%. 
Hartford, Conn—A certain amount 
of flat foot may be perfectly normal 
to a race, family or individual. 
Worcester, Mass.—I assume that “re- 
mote” may be interpreted as con- 
genital. ~ 
New York City—Many flat feet are 
congenital, especially among Negroes. 
Brooklyn, N. Y.—Long Island Hos- 
pital—Agreed with first sentence, dis- 
agreed with second sentence. 
Denver, Col.—Dr. C. M. Spicer—Dis- 
agreed. 
San Francisco, Cal.—Disagreed that 
ligaments stretch. Ligaments are 
composed of white fibrous tissue and 
cannot stretch. They pull out an 
exostosis which simulates stretching. 
* * * * 


7—Causes of Muscular or of Ligamentous Weakness 
Many times Are Found in Obscure Defects of Circulat- 
ing Blood, and at Other Times in Nervous Diseases 
That Affect Nerves Running to Foot Muscles, Pro- 
ducing Weakness. 

Orthopedists agreed, 86 = 86%; disagreed, 2 = 2%; 
doubtful, 11 = 11%; no opinion, 1 = 1%. 

Shoe dealers agreed, 27 = 77%; disagreed, 0 = 0%; 
doubtful, 2 = 6%; no opinion, 6 = 17%. 


New York City—Causes of weakness 

should include thrombosis, obliterat- 

ing endarteritis, metabolic disturb- 

ances, scorbutus, rickets, osteomalacia, 

osteitis deformans. 

Kansas City, Mo—Dr. James R. 

Elliott—Focal foot infections may be 

causes of weakness. 

*Memphis, Tenn.—Caradine Shoe Co. 

—Proper fitting will correct muscular 

trouble. - 

New York City—Dr. Leo Mayer— 

Doubtful whether obscure defects of 

circulating blood are causes of muscu- 

lar or of ligamentous weakness. 

Toledo, Ohio—Dr. N. J. Saybold— 

Say “occasionally” rather than “many” 

times that causes are found in obscure 

blood defects. 

Chicago, IU.—Occasionally but not 

commonly. 

— a. * * 
8—Excessive Mechanical Strain From Overuse or 
Injury Is a Very Common Exciting Cause of Weak- 
ness of Muscles and Ligaments. Slight Strains Acting 
on Muscles Already Weakened Produce Effects Some- 
what Similar to Greater Strains Acting on Stronger 
Muscles. 
Orthopedists agreed, 100 = 100%; disagreed, 0 = 

0%; doubtful, 0 = 0%; no opinion, 0 = 0%. 
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Shoe dealers agreed, 35 = 100%; disagreed, 0 — 
0%; doubtful, 0 = 0%; no opinion, 0 = 0%. 
* * * * 
9—There Are Long Narrow Feet, and Short Broad 
Ones, Also Many Minor Variations In Foot Propor- 
tions Among Different Individuals. All Variations 
May Be Considered Normal In Many Instances, und 
Due to Natural Variations In Development of Bones, 
Orthopedists agreed, 99 = 99%; disagreed, 0 = 0%; 
doubtful, 7 = 1%; no opinion, 0 = 0%. 
Shoe dealers agreed, 33 = 94%; disagreed, 1 = 3%; 
doubtful, 1 = 1%; no opinion, 0 = 0%. 
* * * +. 


10—Feet Possessing Average Bony Development 
and Similar Shape May Have Different Degrees of 
Efficiency However, Because of Differences In Muscles 
and Ligaments Controlling Them. Too Much Stress 
Therefore Should Not Be Laid On Ideal Foot Form or 
Foot Posture. Bony Development Does Influence Foot 
Efficiency, But In Ways That Are Difficult to Estimate. 
Orthopedists agreed, 94 = 94%; disagreed, 4 = 4%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 
Shoe dealers agreed, 31 = 88%; disagreed, 0 = 0%; 
doubtful, 2 = 6%; no opinion, 2 = 6%. 
Cincinnati, Ohio—Dr. R. B. Cofield— 
It is questionable whether too much 
stress can be laid on ideal foot form 
or foot posture. | 
New York City—Disagreed that too 
much stress can be laid on ideal foot 
form or posture. 
Hartford, Conn—Dr. Robert M. 
Yergason—In my opinion it is funda- 
mentally necessary to distinguish be- 
tween the normal foot and the aver- 
age foot. The average foot is the 
racial norm, not that of the individual 
necessarily. 
* * * 
1l1—Feet Exhibiting Differences of Form and 
Posture Sometimes May Possess Exactly the Same 
Degrees of Efficiency As Far As Can Be Detected. 
This Is Due to Muscles and Ligaments of Differing 
Strengths Acting on Bones of Differing Development, 
the Combined’ Effects of Bones, Muscles and Liga- 
ments Equalling Each Other In Different Persons. 
Orthopedists agreed, 938 = 93%; disagreed, 1 = 1%; 
doubtful, 5 = 5%; no opinion, 1 = 1%. 
Shoe dealers agreed, 30 = 85%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 4 = 12%. 
7 * * . 
12—Normal Foot Function Results From Adequate 
Exercise and Adequate Rest for Bones, Joints, Liga- 
ments, and Foot Muscles. When There Are Restric- 
tions Imposed by Shoes There are Slight Effects Pro- 
duced Which Are Not Measurable in Many Instances. 
Orthopedists agreed, 95 = 95%; disagreed, 0 = 0%; 
doubtful, 4 = 4%; no opinion, 1 = 1%. 
Shoe dealers agreed, 34 = 97%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 0 = 0%. 
*Memphis, Tenn.—These slight de- 
fects may result seriously if not de- 
tected. 
* * * * 


13—Prolonged Disuse Causes Muscles and Liga- 
ments to Weaken and Shrink Slowly. Excessive Us¢ 
Causes Them to Become Irritated, Strained and Weak- 
ened. An Alternation of Exercise and Rest Is Essen- 
tial for Maintenance of Average Strength. 








Liga- 

Use 
Teak- 
ssen- 


january 7, 1922 


Orthopedists agreed, 98 = 98%; disagreed, 0 = 0%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 
Shoe dealers agreed, 33 = 94%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 1 = 3%. 
* a * * 
14—-Greatest Foot Strength Depends on Mainte- 
nance of Best Proportions of Alternating Exercise 
and Rest, in Muscles and Ligaments Originally Well 
Developed at Birth, and on Continued Excellent 
Quality of Circulating Blood. 
Orthopedists agreed, 96 = 96%; disagreed, 0 = 0%; 
doubtful, 4 = 4%; no opinion, 0 = 0%. 
Shoe dealers agreed, 31 = 88%; disagreed, 1 = 3%; 
doubtful, 1 = 3%; no opinion, 2 = 6%. 
Columbus, Ohio—Add at end of sen- 
tence “and good sensible shoes.” 
Toledo, Ohio—It is doubtful whether 
greatest foot strength depends on con- 
tinued excellent quality of circulating 
blood. 
* ¥* * *% 
15—Feet Are Adaptable: They Will Accommodate 
Themselves Without Appreciable Harm for Short 
Periods of Time to Ill Fitting, Poorly Shaped Shoes oj 
Various Sorts, or to Complete Immobilization in 
Plaster of Paris Casts, or to Free Barefooted States. 
Orthopedists agreed, 97 = 97%; disagreed, 1 = 1%; 
doubtful, 2 = 2%; no opinion, 0 = 0%. 
Shoe dealers agreed, 28 = 79% ; disagreed, 4 = 12%; 
doubtful, 2 + 6%; no opinion, 1 = 3%. 
Columbus, Ohio—Ohio State Univer- 
sity—Dr. Wingert—They will not 
accommodate themselves without con- 
siderable discomfort. 
Baltimore, Md.—Dr. Sydney M. Cone 
—Agreed if emphasis is laid on 
“short” periods. 
*Rawlins, Wyo.—E. Mosher—I do not 
believe that any foot can be put into 
an ill-fitting or poorly shaped shoe, 
and the shoe worn more than a day 
or two at a time without injury to 
the foot. 
*Rochester, N. Y.—Some feet wii! 
adapt themselves, rot all. 
*West Chester, Pa.—C. O. Hoffman— 
Doubtful. 
*Memphis, Tenn.—Shoes that are too 
short will cause joint trouble very 
quickly. 
*Boston, Mass.—They will accommo- 
date themselves without appreciable 
harm for short periods only, but harm 
is gradually resulting. 
* * * * 
16—If a single Foot Posture Is Maintained Con- 
tinuously Without Change for a Very Long Period, 
Then Feet Will Adapt Themselves Slowly to This 
Position Until It Tends to Become the Natural Com- 
fortable Posture of Repose. 
Orthopedists agreed, 76 = 76% ; disagreed, 7 = 7%; 
doubtful, 16 = 16%; no opinion, 1 = 1%. 
Shoe dealers agreed, 26 = 74%; disagreed, 5 = 14%; 
doubtful, 3 = 9%; no opinion, 1 = 3%. 
Boston, Mass.—If you mean that bad 
static posture of the feet may become 
a tolerably comfortable one after 


years, I agree. 
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New York City—Dr. Henry Keller— 
Agreed, provided the wearer is very 
young and the bones are soft and 
moldable. 
Detroit, Mich—Dr. C. L. Storey— 
Doubtful, varies with different feet. 
Chicago, Ill_—Doubtful, depends on 
posture assumed. 
Des Moines, Iowa—Doubtful as to 
comfort. 
Memphis, Tenn.—Dr. T. H. Ingram— 
Doubtful. 
Boston, Mass.—Dr. R. B. Osgood— 
Doubtful. 
Boston, Mass.—Dr. Chas. F. Painter 
—Say “feet may adapt themselves” 
rather than “feet will adapt them- 
selves,” then I agree. 
Brooklyn, N. Y.—Agreed if the foot 
posture is a good one, otherwise dis- 
agreed. 
* * * * 
17—Painless Deformities of Variable Degrees May 
Develop In This Manner From the Continuous Wear 
of a Single Size and Shape of Shoes. Bones Slowly 
Change their Shapes. Some Muscles and Ligaments 
Stretch While Others Shorten Naturally Until Un- 
equal Pressures and Strains Are Brought Finally Into 
An Evenly Balanced State of Equilibrium in the 
Selected Fixed Posture. 
Orthopedists agreed, 82 — 82%; disagreed, 9 = 9%; 
doubtful, 7 = 7%; no opinion, 2 = 2%. 
Shoe dealers agreed, 28 = 79% ; disagreed, 4 = 12%; 
doubtful, 1 = 3%; no opinion, 2 = 6%. 
New York City—Dr. T. Halsted Myers 
—Disagreed. 
Chicago, Ill.—Painless for a time. 
Los Angeles, Cal.—Disagreed. 
*Rochester, N. Y.—Agreed, generally, 
yes. 
Hartford, Conn.—Ligaments do not 
stretch but pull the periosteum from’ 
the bone, giving pain. The bone then ~ 
grows into the space under the elevated - 
periosteum. Thus arise deformities 
of bones which gradually alter their 
shapes. Ligaments will tear before 
they will stretch. 
* * * * 
18—There Is No Single Ideal Shape or Style of 
Shoes That Is Best Continuously for All: Foot Condi- 
tions. 
Orthopedists agreed, 90 = 90%; disagreed; 7 = 7%; 
doubtful, 1 = 1%; no opinion, 2 = 2%. 
Shoe dealers agreed, 31 = 88%; disagreed, 1 = 3%; 
doubtful, 1 = 3%; no opinion, 2 = 6%. 
*Muskegon, Mich—Louis P. Haight— 
I believe that there should be a single 
shape or style of shoe, and that ali 
shoes which do not agree with this 
standard shape are incorrect; in other | 
words, there can be but one correct 
measurement of anything, and that 
shoes which have been manufactured 
thus far have been made for style and . 
sale rather than from anatomical - 
lines. There should be a standard-..::,- 
ization'of American shoes. If there :, 
(To be continued next week) 
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What the Spot Light Reveals In 
Retail Trade Ideas 


Selling Shoes A Chicago concern re- 

Via Coupons cently hit upon the idea 

of opening a bigger 

mail-order trade. In one of the daily newspapers 

they inserted an advertisement picturing and de- 

scribing a special shoe. In one corner of the ad- 

vertisement was a coupon and they report a number 
of both local and out-of-town inquiries. 


* * * * 


Martin & Martin, Chi- 
cago, have enjoyed such 
a profitable business 
from a hosiery department that they installed not 
long ago, that they are quite keen for acquainting 
the buying public that their’s is a shop where hos- 
iery is plentiful. They are at the present time run- 
ning an attractive advertisement that is a sort of 
Christmas greeting and at the same time reminds 
the reader that the “Christmas stocking” should be 
from Martin & Martin. 


* * * * 


Realizing the Value of 
Hosiery Profits 


W. A. McNaughton Co., 
Muncie, Ind., is an ex- 


How Window Decorator 
and Advertising De- a mertaeatninn Cans 
ample o e store tha 

partment Co-cperate has succeeded because 
it keeps ahead of the town. Its stock is that found 
more often in the larger city store. It advertises 


and displays merchandise constantly. Its sales are 
planned in a timely manner and there is co-operation 





throughout the organization. If a new lot of shoes 
arrive, the advertising department makes notation 
of the new shipment, confers with the management 
of the department and arranges for a window dis- 
play that will appear simultaneously with the daily 
advertisement. If, for example, it is a season for 
commencement dances, dancing slippers will be fea- 
tured in ample time to meet requirements; and a win- 
dow display of same will be made. It is one thing to 
promote a sale and another to get it over. The Mc- 
Naughton Co. claim one reason for their successful 
sales is the excellent co-operation given each de- 
partment by advertising and window displays. 


ee & 2.9 


Compiling the Mailing This) same company 

List boasts of an _ out-of- 

town patronage that 

tided them well over the so-called business depres- 
sion. 

Ever since the McNaughton Company was first 
organized their ultimate end was to build a country 
trade that would make their business well worth 
while. ‘Several years ago a member of the firm 
set about to increase this end of the business. He 
first realized it was necessary to compile a mailing 
list for circular letters, announcements, etc Men 
were sent out to small towns in what they call “zone 
number 2,” this is the territory between ten and 
twenty miles radius. The first zone of ten-mile 
radius was left completely alone as the company fig- 
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ured the people living this distance away knew the 
McNaughton store and their patronage could be 
counted upon. In the second zone, however, the 
territory was very well covered by announcements 
of all sales conducted. 

The solicitor sent to compile the mailing list first 
called upon the local telephone office and purchased 
a telephone directory. Some resident of the town, 
lawyer or other, was called upon and his services 
solicited. Together with the McNaughton repre- 
sentative, they checked the telephone directory and 
marked desirable names. 

Another manner of adding to the mailing list was 
that of the purchased list of car owners. As this 
list gave the car, mode] and date purchased by the 
individual, it was checked for other desirable cus- 
tomers. For example, if John Jones of Willington, 
Ind., owns a Haynes—1920 model car and lives not 
to exceed fifty miles from Muncie, his name will ap- 
pear upon the mailing list. However, if Henry 
Brown of the same city drives a Haynes—1918 model, 
his name would not be checked as a desirable pros- 
pective customer, it being obvious that Henry Brown 
is not an up-to-date buyer. In this manner the com- 
pany has compiled an extensive mailing list and 
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judging from the response to their circulars it could 
truthfully be said their trouble in compiling same 
has not gone unrewarded. 


o-s @ @ 


The Traveler Shoe Com- 
pany, with a chain of 
stores through eastern 
cities, keeps careful check on the kind of merchan- 
dise selling in different localities. For example, a 
store in Hartford, Conn., has on hand six dozen 
pairs of shoes with Parisian toe that have not moved 
in four months, their patronage buying pointed toe 
shoes. A report is so made and the goods are shipped 
to another one of the chain stores in, say Schenec- 
tady, N. Y. Here a display is made announcing the 
arrival of the Parisian toe shoes. If the shoes are 
well received here a call is sent out to all chain 
stores for this type of shoe and instructions are 
issued to ship to the Schenectady store in the event 
they are not moving in their own city. This way 
the stock does not have an opportunity to get old 
and the usual method of reducing odd sizes and odd 
styles is reduced to a minimum. 


The Chain Store Ad- 
vantages 








(Continued from page 30) 


in sport shoes and hosiery. Reports from France 
and other European countries prove that the sport 
apparel vogue is in full swing there and America, 
which has already adopted the sport fashion, is 
going to carry it through to a glorious realization. 


A Talk on Style 


As to rubber sole oxfords versus leather sole ox- 
fords for street wear, Mr. Aaronson believes that 
this will depend largely on the height of heels; that 
oxfords will have rubber soles up to about one inch 
height of heels, and that rubber-soled shoes will 
carry apron effects and be quite heavily trimmed. 

He predicts that black and white will be a favorite, 
also tan and white, also a smoked elk or pearl elk 
trimmed with. tan or black Russia. 

“A good style for spring will be the lower heel 
welt oxfords,” said Mr. Aaronson. “Up to about 
three months ago the average shoe department buyer 
felt that he would make a bad arrangement in buying 
welt oxfords in % heel effects, but where that opinion 
was held it has been entirely obliterated during the 
last three to five weeks, and most of the buyers are 
falling in quite freely with the welt oxford style.” 


(Continued from page 29) 


Cook of the A. E. Nettleton Co., Syracuse, N. Y.; 
John A. Bush of the Brown Shoe Co., St. Louis, Mo.; 
R. P. Hazzard of R. P. Hazzard & Co., Gardiner, 
Me.; John W. Craddock of the Craddock - Terry 
Shoe Co., Lynchburg, Va.; Oliver E. DeRidder of 
E. P. Reed & Co., Rochester, N. Y.; Milton S. Flor- 
sheim of the Florsheim Shoe Co., Chicago, Il.; Wal- 
ter J. Booth of the Weyenberg Shoe Mfg. Co., Mil- 
waukee, Wis. ’ 


Solid South Going Forward 


During the convention of the managers of the vari- 
ous American Distributing Houses of Rice & Hutch- 
ins, Inc., at the Boston home office this past week, 
E. G. Thomas, the active head of the Rice & Hutchius 
Atlanta Co., made a very definite statement in regard 
to the South. 

He warned that the country should not expect too 
much of the South at this time or in the next few 
months, but that there is a constant and steady im- 
provement and that the section is going forward at 
a steady pace, is not going backward, and he did not 
think that it ever would again. 

He expressed the feeling of the “Solid South” as 
being, “We are bound to go forward, and we are 
going forward.” 


It Depends Upon the Care 


‘ “Two pairs of shoes wear longer” begins a sign 
in a Boston store, and the argument goes on with 
the familiar story that two pairs wear longer if 
worn alternately. 

But the argument is not complete, for two pairs 
will not wear longer unless the idle pair is cared 
for. Say, for instance, that a man gets his shoes 
soaking wet, an occurrence common enough in winter 
time. 

If he goes home and chucks those shoes under 
the kitchen stove to dry any old way, they will wear 
shorter instead of longer. But if he puts those wet 
shoes on trees, so that they will dry in shape, and, 
after they are dry, gives them a coat of ofl dressing 
to soften the leather, then they will wear a great deal 
longer. 

So, sell trees and oil dressings in winter time, as- 
well as advise customers that “two pairs of shoes 
wear longer,” for the argument must be made good: 
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Woolen Hosiery Very Much in Vogue 


Not the Old-Fashioned, Rough and Clumsy Article of Forty 


Years Ago, But the New Type, Warm in Winter, 


Cool in Summer and Very Beautiful 





OOLEN hosiery, popular | 
W last year, has enjoyed a | 

vogue this year beyond all 
expectations, and seems to have 
permanently re-established itself in the 
affections of the American people, 
and no wonder, for what other stock- 
ing combines the smartness and the 
comfort of woolen—which is warm in 
winter and cool in summer. By wool- 
en we mean—not the old-fashioned, 
heavy, rough, clumsy article which 
went~out of style and use together 
over forty years ago, and caused the 
Government report on the Hosiery 
Industry in 1915 to say: “The 
woolen stocking has nearly disap- 
peared, and to-day is worn only by 
lumbermen and sportsmen and in 
rural communities”—not that relic 
of our grandfathers’ day, but the | 
modern, soft, well-fitting stocking | 
which is the reigning favorite to-day. 


Woolen Hose and the Era of Sport 
This is the era of sport and out- 
door living in America and its in- 
fluence is felt everywhere, our peo- 
ple dressing accordingly. Witness | 
the American woman’s refusal to | 
abandon her comfortable and sen- | 
sibly short skirt in order to follow | 
the French dictum that skirts should 
be long. In every branch of cloth- 
ing for the coming year the empha- 
sis will be on sport models. This 
is apparent in the demand for sport shoes in the 
Southern resorts and it has become a truism that 
what is worn at Miami, Palm Beach and Pinehurst 
now, will be demanded everywhere during the fol- 
lowing season. Hand in hand with the demand for 
sport shoes come the demand for sport hosiery, and 
what could be more appropriate than the woolen 
stockings which are offered in seemingly limitless 
variety, both of domestic and foreign manufacture? 
There are the full-fashioned and seamless models, 
plain in weave or ribbed, solid in color or a heather 
mixture. They may be clocked either hand-embroid- 
ered or open-work, or may be procured in jacquard 
or striped effects and in an infinite variety of color 
combinations to match or contrast with any con- 
ceivable costume. 


Comparison of Foreign and Domestic Woolen Hose 


Unfortunately the finest quality yarns are diffi- 
cult to secure in this country, so for years our finest 
woolen stockings have come from England. In con- 
sidering hosiery of British manufacture it is neces- 
sary to understand that hosiery in England has 





Ribbed Silk and Wool Sport 
Hose with embroidered clock is 
not a recent development, per- 
haps, but is very much in vogue 
in all parts of the country 


a different connotation than in 
America. There the term hosiery is 
used to include all flat knitted wear 
worn under the clothing, therefore 
comprising underwear as well as 
stockings. So we have under hos- 
iery the sub-head “Wool Hose,” 
which includes both stockings and 
half-hose or socks. 

Although woolen articles imported 
are generally superior in quality to 
| those of domestic manufacture, in 
fit it is a different matter. The 
American woman is celebrated the 
| world over for her small, narrow 
| foot, trim ankle and shapely leg and 
justly so—our domestic full-fash- 
ioned hosiery is a direct result of 
the necessity for a well-shaped stock- 
ing designed to fit the neat foot and 
slender ankle peculiar to our women. 
It is interesting to lay a pair of the 
ordinary woolen stockings of foreign 
make alongside one of our full-fash- 
ioned domestic hose: the contrast 
is ridiculous. It is unbelievable that 
the same woman can wear both the 
domestic stocking and the foreign 
one with its clumsy foot, wide, shape- 
less ankle and straight leg no wider 
at the top than at the ankle. Nor 
can she, and therefore the shoeman 
investing in woolen hose would do 
well to watch carefully these three 


it 














points: the foot, the ankle, and the 
size of the top. 

In order to combine the superior quality of wool 
which is procurable only from England with the per- 
fection in shape so necessary to our women, one 
American firm which does an enormous business in 
woolen hose as agents for a British concern, send 
their own specifications to Great Britain and have 
the hose for American use knit accordingly, thus 
securing an article which cannot be excelled for 
appearance, for style and for service. One of their 
leading numbers is a combination of black wool and 
light brown silk which blend into a shade that is 
excellent for wear with a Russian calf shoe. The 
silken sheen which makes this stocking so attractive 
is emphasized by a hand-embroidered clock of lighter- 
toned silk. This stocking is illustrated on this page 
and may be secured in many effective color combina- 
tions, such as emerald and olive green, purple, dark 
brown, blue, each with a contrasting clock or plain, 
if so desired. 


A Non-Shrinkable Woolen Stocking 


This same firm also has devised a method by which 
its woolen hose are made practically unshrinkable. 
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A thread of wool on being examined will be seen to 
have minute offshoots or “cerrations” branching 
from it in every direction. Now when these threads 
of wool are woven or knit into hosiery the tiny cer- 
rations overlap each other in every direction. When 
the completed article is laundered these same tiny 
hairs curl tightly around each other and mat to- 
gether, thereby causing the article to shrink and be- 
come stiff. In order to prevent this the woolen 
thread is chemically treated in such a way as to be 
left smooth; all the little offshoots being removed 
they cannot mat together. Thus with ordinary 
common-sense, care and treatment, such as washing 
frequently in lukewarm water with a mild soap, this 
stocking will not shrink, but it is well to remember 
that any wool will shrink if plunged into boiling 
hot water. This non-shrinkable quality in woolen 
hose is appreciated by all who wear them; formerly 
one’s experience with woolen stockings was apt to 
be but too sad, as an expensive pair might shrink at 
the first washing to such an extent as to be rendered 
useless for wear, and no one cares to discard an 
otherwise good pair of hose. 

Other well-known American firms manufacturing 
fine lines of woolen hose secure the desired quality 








New Revenue Law 


In the recent Revenue Law, as finally passed and 
signed by the President on Nov. 23, 1921, there are 
two important sections. 

One is that the Excess Profits Tax is eliminated, 
beginning with Jan. 1, 1922. The other section in 
the new law gives relief to those firms which may 
have sustained a net loss after Dec. 31, 1920, by al- 
lowing a deduction from the net income of the suc- 
ceeding taxable year; and if such net loss is in 
excess of the net income of the succeeding taxable 
year, the amount of such excess will be allowed as a 
deduction from the net-income for succeeding tax- 
able years. 


Parcel Post Ruling on Shoe Shipments 


Merchants sending shoes by mail to customers 
have complained against the requirements made by 
certain postmasters throughout the country. As a 
consequence, an order has been issued by the Third 
Assistant Postmaster General to the effect that: 

“It appears that the statement in ‘Public Notice,’ 
Form 3841, that shoes are not acceptable for mailing 
in ordinary shoe boxes and that double-faced cor- 
rugated boxes are recommended, has been miscon- 
strued by some postmasters to mean that it is com- 
pulsory to use double-faced corrugated boxes when 
mailing parcels containing shoes. 

“Shoes may be accepted for mailing when prop- 
erly packed in double-faced corrugated boxes or 
other containers of equally strong material. The 
ordinary shoe box is not strong enough. If preferred, 
shoes may be wrapped in tough wrapping paper with- 
out being placed in containers.” 


Mis-branded Shoes 
Action in Canada Against Use of U. S: Names 


Toronto, Dec. 20.—The executive of the Shoe 
Manufacturers’ Association of Canada has autho- 
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of the English yarn in combination with the Ameri- 
can standard of perfect fit by importing their yarns 
and then making them up in this country into 
women’s stockings, men’s socks and children’s stock- 
ings and socks. 


Good All the Year Around 


Now that woolen hose are no longer a seasonal 
seller but good the year around, an d not confined to 
wear in the rural communities as formerly, but are 
equally at home in the fashion parade on Fifth Ave- 
nue and the golf links at Bellaire, it has been esti- 
mated that the shoe merchant who will make room 
for it in his store should secure an eight-times-a 
year turnover. All this without additional expense 
for rent, lights, heat or other overhead. It will be 
found that where one pair of woolen hose can be 
sold there can be sold several, for the purchaser will 
wear one pair, one or more pairs will be soiled, and 
one or more pairs must be in the drawer ready 
for use—therefore the selling of one pair almost of 
necessity means selling five or six pairs, and it’s a 
poor salesman who doesn’t take advantage of the op- 
portunity for a big sales check. 








rized the statement that, as a result largely of the 
efforts of the association, and the co-operation of 
its members, the branding of Canadian footwear as 
American, with names suggesting United States 
manufacture, has been discontinued almost en- 
tirely. This is an incident in which United States 
as well as Canadian manufacturers have a grievance 
and they might well call for an inquiry into the ex- 
tent of the practice and the means to be taken to 
cause it to cease entirely. Revelations regarding this 
practice in the Canadian shoe industry came about 
through the election campaign when the discovery 
that one of the candidates, a shoe manufacturer, 
branded his shoes, “G. and S., Brooklyn, N. Y.,” 
caused a sharp setback to the interests of his party 
in Ontario. 


How Long Should a 
Stocking Be? 


The shoe man will find it well in buying his stock 
of hosiery to pay careful attention to the length 
of the hose. Twenty-seven inches is generally ac- 
cepted as the standard length for women’s plain 
stockings and any measuring less will not give satis- 
faction to the wearer, as they will not properly cover 
the knee, or give sufficient length of top to which 
the garters may be comfortably attached without un- 
due strain on the stocking. Ribbed hose, however, 
should measure 30 in. from heel to top of the garter 
welt, as some of the length is taken up in stretch- 
ing the stocking over the leg. 


NEW SHOE DEPARTMENT 


A new children’s shoe department has been opened 
in Spaulding’s store, Lynn, and with each pair of 
shoes sold at the opening the store gave a pair of 
stockings to match. It is intended to feature chil- 
dren’s hosiery, as well as shoes. 
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Shoes without Hose to 


match like bread 
without butter— H ‘he 
Hosiery is footwear just as 


shoes. So why isn’t it a 
matter of service to you to 


both? We k it i R d 

Vang By pln ecorder 

Therefore— 

When You Purchase 2 
Shoes Here You Will When you talk about hosiery 


Have the Pick o J 
Appropriate Hose ! from now on you'll be getting off 


No more will you have to 
shop here and there. Right the beaten track and, therefore, 
at your shoe store you will 


find what you need. “De jt is advisable that you get some 


cidedly convenient,” — our 
customers say, 


Have you seen the remark- 


ably fine values we are of- 


fering in winter Oxfords? Of your ads. Settle on a style and 

















of the “newness” into the get-up 


keep to it as long as hosiery is 
Blank Shoe the thing talked about. 
Store 


Contrast or 
contrast, oF Harmony— 


Your satisfaction depends upon 
this when fashion decrees short 
skirts. A trim ankle is no less de- 
sirable than a dainty foot—smartly 
shod applies equally to any point 
from toe to skirt hem. 









































In Hosiery 


your choice is surely right if made 
from our stock. 








For example: with the pair of 
black calf oxfords pictured wear 
our luxurious silk and wool with 
broken clocks —for business, 
walking, any activity deman 

on a comfort, durability an 
style. 


Hose $3.50 
Shoes $7.50 


Blank Shoe Store 
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Shoes and 


Ad- Visor a Hose— ROOF: 


° More Service noes, bass 

erv1ice That’s what it means to you. & 

The store in which your 

needs are so carefully antici- 

' . pated is the one you will 
Hosiery is to be a valuable asset —want to visit. 

e s The question of -proper 

to you if for nothing more than _ hosiery combinations are 


f ~ : thi solved here. 
the fact it gives you something Weslen Hesiety 
concrete upon which to base your Piside, clocks, stripes-~ 


silk and wool or all wool 


claims of service. It gives one a = —¢reens, blues, browns or 
heather mixtures. The 


i latest and most popular 

change of topic that ought to be sting wana - 
: Se 3 9 possib!e without them. 

refreshing for it is what’s been = ere eee ecaal of 


° Fall’s warm tones. 
wanted many times when adver- a 
ee . - t 
tising has seemed to be suffering | Wonther eo 


“ 9966s tasteful perforations com- 
from a lack of “news in- plete “a winter foot-dress 
t’s pleasing in style an 
terest.” gratifying in comfort. 


Blank Shoe 
Store 
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—And Hose to Match 


A late style hint. Woolen hosiery 
to match Winter’s chill blaste— 
silken creations to match in quality 
and coloring evening slippers for 
Winter’s parties. 

Oxfords, desirable for their light 
weight, are worn year round. Every 
woman demands oxfords, and woolen 
hose. 


Time to Buy Hosiery 


—is when you're fitted to a durable, 
stylish, comfortable pair of our win- 
ter oxfords with common sense heels. 
Or when you purchase a pair of our 
extremely stylish and unusually 
priced party pumps in satin, patent 
or silver. 


Our hosiery is just as fine—just as re- 
liable as our shoes. 


Blank Shoe Store 
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Morris S. Barnet, Leather Man, Dead 


Head of the Barnet Leather Co.— Prominent in 
Leather Trade of Country—Banker 
and Philanthropist 


ORRIS S. BAR- 

NET, for the past 

forty years or 
more a leading figure in 
the leather trade of this 
country, died at his home in 
the Hotel Ambassa Jor, New 
York, on Friday, ec. 23, 
following an illnes; «7? sev- 
eral months. 

Mr. Barnet was worn at 
Frensdorf, near Bamberg, 
Bavaria, June 1, 1856. He 
came to this country when 
about ten years old and 
spent most of his life in 
New York City, although 
his leather tanneries were 
located in Little Falls, N. Y. 
He commenced activities in 
Little Falls in 1877, on ac- 
count of the fact that that 
city was in those days a 
good place in which to ob- 
tain hemlock bark, and 
bought large tracts of for- 
ests in Herkimer and neigh- 
boring counties. For some 
years he was prominent in 
the wax calf trade, and in 
1883 purchased an interest 
in the old Gilbert & Weeks 
tannery at Little Falls. 


Stock Company Formed in 
1919 


After several years in the 

leather trade, Mr. Barnet purchased a seat on the 
New York Stock Exchange, but later returned to the 
leather business, taking with him as associates his 
son, Sylvan Barnet, and his two nephews, M. H. 
Heyman and Sigmund Rothschild. In 1919 a stock 
company was formed under the name of the Barnet 
Leather Co., with M. S. Barnet as president and 
Sylvan Barnet as vice-president. The business of 
the company had a steady growth from their incep- 
tion and only last year large additions were made 
to the plant. 


A Friend—Beloved and Respected 


Although retaining his residence in New York, 
Mr. Barnet exercised a keen interest in Little Falls 
and its people and in his passing that community 
has lost a good friend. The people in turn admired 
and respected Mr. Barnet on account of his great 
success in the industrial field, for the high type of 
citizenship he represented, and for his kindly disposi- 


MORRIS S. BARNET 
Late head of the Barnet Leather Co. 


tion. Says The Little Falis 
Evening Times: “He was 
one of those men whom it 
is a pleasure to greet— 
thoughtful, courteous and 
smooth tempered, cheerful 
and always with a happy 
word of salutation for his 
friends. The people of Lit- 
tle Falls owe much to Mor- 
ris Barnet, for his effective 
work in building up the fine 
industry, which has poured 
so many millions of dollars 
into the pockets of wage 
earners and thence into the 
pockets of the community. 
But more than that — they 
honor him and will long re- 
member him for his sterling 
personal worth and his 
splendid character.” 


Active in Charity and Busi- 
ness 


Mr. Barnet was as well 
known in philanthropic cir- 
cles as he was in the leather 
trade. He was a director of 
the Mount Sinai Hospital in 
New York and the Hebron 
Union College in Cincinnati. 
He was vice-president of 
Temple Beth-El, New York, 
where his funeral was held 
on Monday, Dec. 26. He 
was connected with vari- 
ous charitable organiza- 
ticns as a contributor and director. 

His business activities included a directorship in 
the Union Exchange National Bank, a trusteeship in 
the United States Savings Bank and active member- 
ship in the Tanners’ Council. 

Surviving him are his wife, his son, Sylvan, his 
daughter, Mrs. Edward Levy, and a sister who lives 
in Albany. 





By Mary C. Robert, E. & R. Lazarus & Co., Columbus, Ohio 

“As to what I expect to get out of the conven- 
ticn—there are so many problems in the retail shoe 
business now that if we could just talk them over 
and reach some common solution it would repay all 
of us, not mentioning that it would be very much 
worth while to come in contact with the big, brainy 
men of the trade for a few days and profit by their 
experience.” 
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High Tribute Paid to the Memory 


of George 


SSOCIATIONS of which the late George W. 
A Brown, chairman of the board of the 
Brown Shoe Company of St. Louis, was a 
prominent member, have passed resolutions on 
his death, which serve as a memorial not only to 
the man but to the big work he did for the St. Louis 
shoe industry during his life. 

The St. Louis Shoe Manufacturers’ and Whole- 
salers’ Association has passed the following: 

“The St. Louis Shoe Manufacturers’ and Whole- 
salers’ Association, realizing the importance of the 
life and work of Mr. George Warren Brown, desires 
now to express its appreciation of his character. 

“Gifted with rare qualities of mind and heart, 
which endeared him to his personal friends and 
acquaintances, he also possessed the imagination and 
courage of the pioneer and an unusual power of 
organizing and _ directing 
men. 


The Fulfillment of a Vision 


“Years ago he had a clear 
vision of the future of St. 
Louis, and the present ad- 
vanced position of our city 
as a shoe market is due, in 
no small measure, to his 
foresight, courage and well- 
directed. energy. He not 
only achieved signal success 
himself but opened the way 
for others. 

“Interested in civic prog- 
ress, he actively supported 
forward movements, and the 
successful development of 
one of the chief business 
sections of our city is due 
to his initiative and con- 
structive talent. 

“Mr. Brown will long be 
remembered for the spirit- 
ual side of his life and his 
deep interest in broad cul- 
tural movements. Devoted 
to his own church, his heart 
was larger than any creed, 
and his benefactions to 
and personal work in the 
Y. M. C. A. have carried the 
uplifting influence of his 
character into quarters 
which can never be traced. 

“Not often does a genera- 
tion produce a finer combi- 
nation of business talent 
and Christian culture. His 
career is the admiration of 
his friends and an example 


never knew. 


THE LATE GEORGB WARREN BROWN 


“Years ago,” says a resolution adopted by the St. Louis 
Shoe Manufacturers’ and Wholesalers’ Associations 
“he had a clear vision of the future of St. Louis and 
to be emulated by those he the present advanced position of our city as a shoe 
market ig due, in no small measure, to his foresight, 

courage and well directed energy” 


W. Brown 


“To his family we extend our deep sympathy in 
their bereavement.” 


World’s Fair Directors Act 


The directors of the St. Louis World’s Fair, with 
former Ambassador David R. Francis presiding, at 
a special meeting, adopted the following tribute to 
their late associate: 

“In paying final tribute to the memory of their 
late associate, George W. Brown, the directors of 
the Louisiana Purchase Exposition, now the Loui- 
siana Purchase Historical Association, -cuall with 
genuine appreciation the valuable service which he 
rendered to that undertaking. 

“With characteristic energy and devotion to the 
interests of St. Louis, he actively supported the 
World’s Fair movement from its inception. 

“He was a member of the first board of directors 
and was continuously re- 
elected, serving throughout 
the existence of the corpo- 
ration. 


Courage, Acumen and 
Judgment 


“To the important duties 
of the Committee on Manu- 
factures and Liberal Arts 
he brought courage, busi- 
ness acumen and sound 
judgment. 

“Upon the expiration of 
the exposition company’s 
charter he assisted in or- 
ganizing the Louisiana Pur- 
chase Historical Associa- 
tion, which erected and 
gave to the community the 
Jefferson Memorial. 

“To his high standard of 
citizenship and his sterling 
worth as a man his associ- 
ates of the World’s Fair 
bear willing testimony. 

“With sincere sorrow they 
record the loss of their 
friend and fellow director, 
and express to his family 
heartfelt sympathy in their 
bereavement.” 








Clyde F. Bentley Dead 


St. Lours.— News comes 
from Chicago of the death of 
Clyde F. Bentley who was 
killed Dec. 22 in an automo- 
bile accident while en route 
from St. Louis to Chicago. 
Mr. Bentley was the manager 
of the St. Louis branch of the 
A. C. Lawrence Leather Co. 
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Vamps are steadily increasing in length, and toes are pointed—in 


Paris. Heels are high. Both the Cuban and the Louis shapes are used. 
Heels in contrast to the shoe are still good. 

Patent leather is the smart leather. With practically no exception, 
all shoes for day wear are made in patent leather, either entirely in black, 
or combined with white or a color. 

Yellow is extensively used as a trimming on fancy patent leather shoes 
for street wear in the popular grade models. 

In trimmings, braided effects, that is interlaced straps of leather 
braided into bands or squares, are used on fancy slipper styles. 
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Insofar 
As 
Shoes 
Are 
Concerned 
The 
Ankle- 
Length 
Skirts 
Have 
Had 
Little 
Direct 
Effect 
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Bargain Leather Cleaned Up 


Leathers for 1922 Will Have to Bear 


HE matter of prices has not 
been much of an obstacle and 
the side leather which has 

been moving was said to be at 
prices around 16c to 22c¢ per foot for 
the lower grades, but with the better 
leather and with imitation calf fin- 
ishes selling at 25c to 28¢ per foot. 
There have also been large sales of 
calf of the lower grades at prices 
ranging from 25c to 30c per foot. 
The better grades, however, are still 
at the nominal figures—40c to 50c, 
according to tannage, as formerly. 


Prices Encourage Trading 


In spite of the general firmness 
maintaining in the leather markets 
during the past few weeks, it appears 
that prices on many grades of upper 
leather are on a generally lower basis 
than in September. On the other 
hand, there is no surplus of hides and 
skins, nor any great accumulation of 
leather. There are certainly no large 
accumulations of leather with shoe 
manufacturers, in view of the fact 
that they have been buying very close 
to their needs for many months. The 
market on the whole is in a healthier 
condition than even six months ago. 
It would be materially helped right 
now by advance orders calling for 
regular deliveries of leather. 


Moderate Call for Calf Leather 


The calf leather market is rather 
quiet at this writing, although the 
sales aggregate as much as would be 
expected around the holidays. Tan- 
ners are not taking special advantage 
of the low prices prevailing on raw 
stock, as they are not inclined to 
make up leather ahead until they can 
see more business in sight. Standard 
tannages from the best skins are 
quoted from 40c to 50c in top grades 
in colors for smooth finished calf, and 
from 30c to 40c for full grain medium 
leather. Blacks are quoted at from 
three to five cents less per foot. 
Suede leather brings anywhere from 
50e to 70c for black and colors, and 
there is a fairly active call for the top 
grades. The popularity of suede for 
high-grade slippers and pumps always 
insures a certain amount of activity 
in the best finishes. Lower grades 
are quoted accordingly. 


Side Leather Fairly Active 


Aside from some large sales which 
have been made, as mentioned above, 
the market has been active of late on 
heavy grades of side leather, but shoe 
manufacturers making for the whole- 
sale trade are busy to some extent on 
inventories and closing up the season. 


Present Production Costs 


getting in readiness for the new run. 
Standard tannages in the best selec- 
tion of colors are quoted from 26c to 
28c; medium grades 22c to 24c; the 
lower grades from 16c to 18c. Com- 
bination and bark tanned sides run 
from 24c per foot down to 15c, accord- 
ing to selection. There is a fair call 
for the heavy waterproof leathers and 
for elk, veal, kip and similar leathers. 
Prices of side leathers are on a basis . 
which should encourage trading, al- 
though shoe manufacturers are still 
inclined to buy very close to their 
needs. 


Patent Leather Demand Quiet 


Buying of patent leather has been 
but moderate for the past ten days. 
There is still a fair call and also a 
resumption of the export business, but 
the sales have been rather small in 
size and scattered. A better call is 
looked for in patent leather when the 
women’s shoe factories become busier. 
It is expected that there will be con- 
siderable used in combination with 


other leathers. Prices range from 30¢ 
to 40c for the three grades of patent 
sides. The best grades of patent colt 
bring from 60c to 85c per foot. 


Good Call for Kid 


An improved call is noted for glazed 
kid in colors. There is also a fair 
business in black kid. The market is 
not burdened with so many of the 
cheaper grades as it was some months 
ago and trading is on a _ healthier 
basis. Top grades are quoted at from 
65c to 80c per foot for colors and some 
choice leather is held even higher. The 
medium grades run from 40c to 50c 
and the lower grades from 25c per 
foot down, according to quality. There 
is not so much kid leather available 
under 20c as formerly, which helps 
the market on the better leathers. 


Sole Leather Firm 


The sole leather market shows con- 
siderable recovery from some months 
ago, although at this writing active 
trading is hardly expected. 
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The Rersiead: of | the 1c F Tittest 


O say that competition is 

I keen and sharp in all 

lines of business is mere- 

ly to state an axiom which is 

well realized by every man in the 

retail business or any other part 
of the shoe industry. 

It is this element in mercantile 

transactions that is responsible 


“There is a tide in the affairs of men, 
Which, taken at its flood, leads on to 
fortune; 
Omitted, all the voyage of their life 
Is bound in shallows and miseries. 
On such a full sea we are now afloat; 
And we must take the current when 
it serves, 
Or loose our ventures.” 


—Shakespeare. 


springtime are followed by the 
droughts of summer. Darkness 
follows daylight. 

All human happiness and per- 
fections are reached directly in 
proportion to conformity to cer- 
tain laws of nature and trans- 
versely their non-conformity 
brings misery and unhappiness. 

Peaks and valleys are a part of 


for the wonderful development of 

styles and the standard of personal service that 
characterizes the modern, high grade retail estab- 
lishment and manufacturing enterprises devoted to 
wearing apparel and to articles of personal adorn- 
ment. 

Competition follows different courses according to 
conditions. During the period when demand ex- 
ceeded supply and there was a wild scramble for 
merchandise superinduced by the wild orgy of spend- 
ing, competition was largely on the basis of delivery 
as between manufacturer and retail merchant and 
on the basis of having the right merchandise at the 
right time as between retail merchant and consumer. 
Price and even style were matters of secondary con- 
sideration. 

To-day price is the big factor in many lines and 
in others price plus style is the dominating factor 
which governs the matter of placing orders. When 
dollars to be spent are fewer there must of necessity 
be more energy and more exertion put forth to get 
those dollars. Inducements of price plus style be- 
come more effective levers jn prying the purchaser 
loose from his money. 


Natural Law in Business 

This is only the working out of natural law in the 
business world, for there is a natural law always 
Operative in business that is just as true in its pre- 
cepts as is the law of gravity, the law of seasons or 
the law of hygiene and health. 

Natural law as applied to the domain of political 
economy is defined by Webster as “a rule of conduct 
arising out of the natural relations of human beings 
established by the Creator and existing prior to any 
positive precepts.” 

Transgression of any natural law brings its in- 
evitable penalty. Headache and nervous depression 
follow a prolonged drunken spree. The floods of 


nature and business necessarily 
follows this natural law. 

Of late we have heard frequent allusions in busi- 
ness circles to the law or theory of the survival of 
the fittest. True it is that there have been more fail- 
ures in the business world during 1921 than prevailed 
during any one of the last three or four years and 
yet with all of this the gnashing of teeth and the 
element of brute force which is usually implied when 
the term “the survival of the fittest” is applied, has 
been almost entirely absent. 

Gradually the business world is learning that it 
must recognize the fact and answer the question 
“Am I my brother’s keeper?” The Federal Reserve 
banking system has been a Godsend to the business 
of America and has taught the principle of leniency 
which to a very great extent has modified the atti- 
tude of creditor toward debtor and has given the 
debtor a chance to work out his salvation in a way 
that did not apply when the country has been faced 
by panicky conditions in former days. 


True it is that the law of the survival of the fittest 
is in operation, but it is not working on the principle 
of dog eat dog or big fish swallow little fish, as is 
usually implied when the term is commonly used. 


Unfortunately the fittest does not always mean the 
best. This is a part of the law which is in the hands 
of society to interpret. If society firmly demands 
that the fittest shall be the best then that judgment 
will be supreme, and to that erid all men and women 
interested in the elevation of business and society 
to a high ethical basis must lend their efforts. 


If we demand that the fittest in the retail business 
shall be he who renders the greatest service in sup- 
plying the needs and the reasonable desires of the 
community at a fair and reasonable price, then that 
shall become the definition of the fittest. 
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Buy Now 


Wier percentage of your known needs 


for early spring have you bought in 
men’s shoes?” 

“What percentage in women’ oxfords and other 
staple footwear?” 

“What percentage in women’s novelty straps and 
other fancy creations?” 

These questions and several more of similar na- 
ture have been asked of a number of merchants, some 
large and some small, but all live wires and up to 
the minute in their methods of doing business. 

The answers reveal that more advance orders 
have been placed on men’s shoes than on women’s 
shoes and also that merchants have placed fairly 
liberal quantities on staple oxfords for women, but 
have held off buying the more fancy patterns until 
after the national convention, even though some of 
the merchants will not attend the big get-together 
meeting at the Coliseum in Chicago. 

In some instances merchants have given as a 
reason for not buying that numerous factories have 
within the past few weeks sent out letters advising 
them that prices would show considerable reduction 
immediately after the first of the year. 

Other merchants who have done a fair percentage 
of their buying in women’s spring footwear have 
done so with the confidence that if prices showed 
any decline the manufacturers from whom they 
bought would give them the benefit of any price 
changes that were made in the merchandise which 
they had bought. 

A questionnaire among a number of the leading 
manufacturers shows that no decline of a general 
nature is to be expected, although slight modifica- 
tions will undoubtedly be made on individual mem- 
bers in the sample line. 

So far as price reductions are concerned most fac- 
tories have plainly told their customers that if there 
is any change made between the date the order was 
taken and the time of shipment the customer will 
be protected against any decline. The average 
merchant has placed confidence enough in the manu- 
facturer to place his orders for the more staple num- 
bers on this basis. 

The one big question which faces the merchant is 
that of style, and it is generally agreed that the na- 
tional convention and exposition will firmly and déci- 
sively settle the question of style so that a merchant 
great or small will have no hesitancy in placing his 
orders at the convention or immediately thereafter 
because the trend will be firmly set by that event. As 
has happened in the past, some manufacturer will 
probably have to make a few new samples in order to 
make their line, as a whole, harmonize with the gen- 
eral trend of footwear styles for the early spring 
months. 

Judging the Future by the Past 


There is only one safe and sane basis to judge 
qualities which can safely be bought and that is to 
take the last year as a basis of calculation. Classify 
the stock as to families, placing brown kid oxfords 
in one family, black kid oxfords in another, and so 
on down through the line, including satins, patents, 


etc. And then leave leeway for either an increase 
or decrease in volume of pairs and a leeway for a 
change in demand on the part of the consuming 
public. 

And merchant can safely figure that he will do 
at least 75 per cent of volume in pairs in any one 
family and do his buying accordingly. 

Price changes will certainly not be very great and 
any slight recessions in price in any one particular 
shoe would not overcome the loss sustained by being 
short of merchandise which the public demands at 
the time they demand it. It is certainly the part of 
wisdom, therefore, to buy now to fill any gaps that 
have been left open for merchandise that will be 
needed during the early spring months. 

Nobody is prophet enough to predict what will be 
used during the later spring months other than that 
white will again be a predominating feature and that 
white oxfords will largely dominate in that particu- 
lar field. 

White and black combinations will probably be the 
second bet in this family, followed by a white and 
brown and white in combination with brighter 
shades. 

But, at any rate, the more staple numbers and 
styles in both men’s and women’s should be bought 
now if orders have not already been placed up to a 
reasonable limit of anticipated sales. 

Since the styles shown at the national convention 
will have set the style trend in straps, Colonials and 
other types of the more fanciful and changeable 
styles, a fairly reasonable quantity can safely be 
bought to supply the needs of early spring selling. 
It is futile to delay buying so late that undesirable 
merchandise will be delivered because of the rush 
in putting it through the factory. 

It takes time to make shoes; and make them prop- 
erly. If a factory only had one order to consider 
it could probably turn them out in three weeks and 
do a good job, but at any time when there is a rush 
of orders going through a factory the merchandise 
must necessarily suffer more or less because of rush 
conditions. A year ago business centered on gray 
ooze. There was not enough material in the market to” 
supply the demand and terrific losses were taken. 
both by manufacturers and merchants because of the 
inability to supply this much-wanted material in time 
to meet all needs. Fortunately at this time the de- 
mand is scattered over a number of materials and 
the indications are that a number of patterns will be’ 
popular, so that no one particular thing will be “it.” 

“Buy now” is a good slogan for the merchant who 
knows he will need merchandise for his early spring 
selling and also for the merchant who has not bought 
white goods enough to provide for his needs in this 
material. o: 


' Business for the Man Who Goes After It 


The country has not gone to the bowwows and it 
is not headed in that direction. Every indication 
points to a revival of industry. There is more ac- 
tivity in steel, in copper and in many other basic» 
materials used for building and other construction : 
purposes. There is sure to be a revision of freight ; 
schedules, and farm products will certainly reach a 

(Continued on page 46) 
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Speaking of Work and Worry Savers— 
Here’s a ‘‘Bird”’ 


IME is the most valuable commodity that 

any man has. There are certain periods of 

the day when a few minutes count for a 

whole lot. In the shoe store one of these comes 

just previous to closing when cash 

must be made up and the result of the 
day’s business put on paper. 

For the proprietor or manager or 
whoever has the job of wrestling with 
long columns of figures with the vi- 
sion before him of a supper getting 
cold and probably a house-wife get- 
ting hot, a good rapid mechanically 
accurate adding device would turn the 
“Closing Time Blues” into a pean of 
joy. The help of an adding machine 
is much to be desired not only at the 
daily closing hour but at various 
periods in the conduct of the business. 

The big business can well afford the 
highest priced calculating machine; 
while the smaller house that cannot 
tie up sufficient money to enjoy the 
advantages of all desirable items of 
equipment has had to get along as best 
he could with the “chores.” But now 
relief is in sight. 

Years of experimental work on the part of a Chi- 
cago inventor has resulted in the completion of a 


The Bird Adding and Checking 
Machine 


small and compact machine which is light enough to 
be carried around in one hand, is substantial in con- 
struction and costs only $30. Its name is the Bird 
Adding and Checking Machine and it is brought out 
by the Illinois Bird Adding Machine Company, 38 S. 
Dearborn Street, Chicago. 

This machine is unique in that it 
adds down column, just as the schools 
teach the young folks to do; therefore 
learning to operate it is simply learn- 
ing to touch a key marked with the de- 
sired number. Some of the common 
uses which the shoe stores have for 
a device of this type are: totaling 
daily, weekly, and monthly sales in 
each department—proving trial bal- 
ances, invoices, etc., totaling monthly 
statements, totaling number of pairs 
on hand as shown by composite size 
sheet. 

For the immediate future you can 
add other operations incident to tak- 
ing inventory. 

The makers promise soon to produce a new model 


fitted with a cash drawer, which will be a combined 
adding machine and cash register. 








(Continued from page 45) 


level where there will be profit in their production. 
On the whole, the outlook is brighter than for sev- 
eral months back and there will undoubtedly be a 
satisfactory volume of business for the store that 
goes after it in the right way. There may be failures 
among merchants who have not adhered to the best 
principles of doing business, but those stores which 
have built up a reserve of good will, which have 
proven themselves worthy of the confidence and re- 
spect of their community, have nothing to fear and 
really have a bright outlook ahead of them. 

The Doubting Thomases will sit on the fence and 
see the procession go by, but the man who knows 
himself, knows the desires of his clientele and knows 
his own business, the man who BUYS NOW will reap 
the benefit of his foresight. 


‘‘Not Up to Sample”’ 


Of course it is an old story and question, but why 
should samples shown by manufacturers and whole- 
salers be away and by far better than the shoes de- 
livered? Why should a sample be fitted with silk 
and stitched exceedingly fine and smart, and the 
shoes come fitted with cotton and the stitching be 
coarse, ugly and crooked, and having the appearance 
of having been done on an entirely different kind of 
a machine? 


Why should the stock in the sample be worth five 
to ten cents a foot more than in the shoes that are 
delivered? 


Why should the edge finish on the sample be 
smooth as glass and the edge finish on the shoe be 
rough and unsightly? 

If the sample is to be better than the shoes de- 
livered, how much better should it be? 

There are some factories which deliver shoes as 
nearly like the sample as it is humanly possible to 
make them, but there are others, many of them who 
seem to think a merchant is crazy or a novice who 
expects to get shoes that are anything like the sample 
shown him. 

A Chicago wholesaler some months ago placed an 
order for a lot of women’s Russia calf welt boots. 
He had samples made at once for his traveling men. 
The samples were fine; the price was reasonable; 
the men sold the shoes, but when the stock came in 
nobody would recognize them as representing the 
same merchandise. 

The wholesaler shipped them out, but every 
merchant returned them, and why not —certainly 
they did not get what they bought. Now somebody 
is in for a big loss on that shipment of shoes, but 
the loss on that shiument of shoes is not the only 
loss. The merchants who bought the shoes and sent 
them back have lost a measure of confidence in the 
wholesaler and the wholesaler has lost confidence in 
the manufacturer. The whole industry suffers. 
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Co-Operative Community Advertising 


Increased Sales—Popularity—Tangible Results 
From This Kind of Advertising 


By C. WALTER McCARTHY 


VIDENCE of the great amdunt of good 
iy that can be accomplished through co-oper- 
ative or community advertising has been 
thoroughly demonstrated in Indianapolis by a 
number of aggressive retail merchants, whose stores 
are situated in what is generally referred to by the 
shopping public as the “East Washington Street 
district.” 

In addition to obtaining a general increase in sales, 
the East Washington Street merchants, through a co- 
operative advertising campaign, have popularized 
their territory as a shopping district and have 
changed a hitherto stigma into an asset. And they 
expect, before their campaign is completed, to bring 
about a number of civic improvements in the terri- 
tory. 

Like a number of other large cities, Indianapolis 
has two important retail shopping districts. One of 
these—the one containing the large department 
stores and specialty shops—is arbitrarily known as 
the “quality” shopping section, and the others—the 
districts surrounding it—as the “cheap” section. 

Retailers in one of these latter districts, the one 
which is confined to East Washington Street, east of 
Pennsylvania Street, some time ago saw this arbi- 
trary classification, “cheap,” which should have 
meant “lower prices,” take on a significance that al- 
most caused the section to become commercially 
ostracized. 

In this section there are five retail shoe stores, 
three banks, three drug stores, six hardware stores, 
one fur store, fifteen furniture stores, six jewelry 
stores, four grocery stores, one sporting goods store, 
one music store, four department stores, nine men’s 
furnishing stores, three men’s clothing stores, six 
meat markets, one millinery store, six women’s wear 
stores, one harness shop, one paint store, one tent 
and awning store, and three dry goods stores, to say 
nothing of restaurants, barber shops, cigar stores 
and other business places. 

About a year ago these merchants began to real- 
ize that thousands of shoppers were passing through 
their district in street cars, in automobiles and on 
foot to do their shopping in the stores in the “qual- 
ity” section. They saw that the shoppers, for some 
reason or other, were passing up their establish- 
ments, despite the fact that their stores offered. many 
better grades of merchandise at lower prices than 
those prevailing in the so-called “quality” district. 


Something was wrong and the merchants started out 


to find out the cause of the trouble. 

One of the things they discovered was that the 
Marion County courthouse, a rather antiquated- 
looking old structure, which is situated right in the 


heart of their district, was retarding the commercial _ 


growth of the section. Then, too, they found out that 
track elevation and street improvements in all parts 
of Indianapolis, except the East Washington Street 
district, were being pushed forward. 

It. was for the purpose of changing the old stigma 
into an asset, of causing the removal of the court- 
house and of getting improvements started on trac- 
tion conditions that sixty of these East Washington 
Street merchants formed an organization known as 
the East Washington Street Merchants’ Association, 
and began an advertising campaign with a view to 
accomplishing their purpose. 

With the aid of The Indianapolis News, the cam- 
paign was started, the siogan being, “Best for Least 
from Pennsylvania East.” In display space, some- 
times using a full page and at other times consider- 
able part of a page, these merchants told their story 
in different ways. The prime purpose of the cam- 
paign was to educate the shopping public that lower 
rents prevailed in the East Washington Street. sec- 
tion, and in view of this better bargains could be 
found there. 

However, in their desire to convince the’ public 
that the East Washington Street merchants were not 
entirely selfish in their desires, they boosted other 
enterprises in the city through their edvertising 
copy. 

They talked for “cross-town street car lines,” for 
the West Washington Street Merchants’ Association, 
and the improvement of various parts of the city. 
They complimented the Indianapolis speedway man- 
agement on the races and the record-breaking 
crowds attracted to the city by them; they said a 
good word for the Community Chest and the Ameri- 
can Legion Memorial Building and scores of other 
enterprises, which were city-wide in their aspect. 

They put up a hard fight when the State Legisla- 
ture was in session to get a law passed that would 
permit the removal of the county courthouse, but 
lost. However, their fight for this and other im- 
provements, through their co-operative advertising, 
has increased the membership of the organization 
from sixty to nearly 200, and has already brought 
about consideration and action on their demand for 
traction and street improvements. 

Best of all, of course, have been the increased sales 
that have come to them. The results, it is said, were 
surprising to the merchants, for they were “sold” 
on getting into the campaign on the basis of getting 
little, if any, individual profit immediately. The re- 
sults that have been accomplished, however, have 
led to an extension of the campaign for six months 
beyond the time originally set. 

They believe there is still much more good to be 
accomplished through this sort of advertising and 
are alloting their advertising expense accordingly. 
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What’s On Your Sales Checks? 


Suggestions Lead to Extra Sales 


“How many pairs of shoes?” 
“How many sales checks include 
hosiery and accessories?” 

For ages past it has been the custom for the shoe 
dealer at closing time to approach his salespeople 
with these two “rubber stamps.” Now he supple- 
ments them with a new one! 

“How many extras?” 

And, in a goodly proportion of leading stores, the 
last is not least. 

The service to which the customer is entitled does 
not end with the sale of a pair of shoes. Realizing 
the significance of this fact, many merchants have 
gone to considerable pains to impress it upon their 
salesfolk. 

The I. Miller stores of New York and Chicago have 
a system of grading their clerks. Daily card records 
are kept of their total sales, hosiery sales, findings 
sales, “T. O.’s,” etc. Since the percentage of hos- 
iery and findings sales is a factor in the grading, this 
percentage runs much higher than in most stores, 
and this is believed to be a strong factor in increas- 
ing the volume of shoe business. 

Here are some things which many merchants re- 
gard as essential to bring to the attention of shoe 
customers: 


‘ Wes do your checks total for the day?” 


Foot Correction 

A majority of people have some minor foot trou- 
ble, such as arch weakness, causing callouses, corns, 
aches and tiredness for which the shoes are very 
apt to be blamed. A salesman properly trained for 
this work will quickly note these conditions and ex- 
plain to the customer how solid comfort can be re- 
gained through fitting a simple little appliance. 

By doing this he makes a profitable extra sale, 
eliminates “kicks” due to foot conditions which 
cause the shoe to wear unevenly, and performs a 
service which will win the firm the friendship of 
that customer. 

Hosiery 

Hosiery is recognized as one of the important items 
of a woman’s costume. Frequently a woman gets a 
bad impression of a shoe because the shade of the 
hosiery does’ not blend or harmonize with it. The 
customer may not think of this at the time of buying 
the shoes, but should be reminded of it. This sub- 
ject should be brought up while the shoes are being 
shown, rather than left until they are wrapped up 
and the customer ready to leave the store. 

No matter what type of shoes are bought, appro- 
priate hosiery should be suggested. 

Hosiery is footwear. Stockings are bought oftener 
than shoes. The oftener people come into the store 
the more readily it becomes a habit. Bring them 





New Endicott-Johnson Factory 
Endicott-Johnson & Co. is plan- 
ning a new giant shoe factory. 


Ground has been broken at West En- 
dicott, N. Y., nearby the present fac- 


son City, N. Y. The plans for this 
factory call for a structure four stor- 
ies high, 380 feet long by 60 feet wide, 
capable of producing from 6000 to 
8000 pairs of shoes in a full day’s 
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back for more hosiery and you are more sure of 
bringing them back for more shoes. 


Shoe Trees 


Trees are more essential for shoes than hangers 
are for clothes—yet the general public doesn’t know 
it. Where is the dealer who hasn’t had troubles of 
his own through customers putting shoes away for 
months with nothing in them and then finding them 
curled up and probably cracked? 

Explain to buyers the need of having shoe trees 
for each pair of shoes. This means more business 
and less worry. 


Laces 


No pair of shoes should leave the store without 
an extra pair of laces. Not often does the customer 
think of the extra laces—until suddenly he needs 
them. Then he’ll think of the shoe store! Better 
see that he has the laces, even if you have to charge 
them up to “good will insurance.” 

But you needn’t be hesitant about charging for 
laces when you furnish a special grade that hold 
their tips and give extra long wear. 


Rubbers 


The old rubbers may not properly fit the new shoes. 
Or new ones may be needed anyway. If not rubbers, 
overshoes may be wanted. 


Dressing and Polish 


There are dressings for all leather shoes. Dress- 
ings are not used to anything like the extent that 
they should be. Many people don’t understand their 
functions or realize their importance. Posting them 
on this is both a duty and an opportunity for the shoe 
man. 

Polish may be a small item on the sales book. Yet 
it may be made a big factor in merchandising. There 
are some splendid brands of polish not sold at notion 
counters and grocery stores. They are very well 
worth recommending. 


Keep Them Coming In 

For shoes alone a store does well to draw the same 
customer in three times in a year. But with a live 
sales effort behind the hosiery and findings, the cus- 
tomers’ calls will be just weeks instead of months 
apart. 

In this connection also the repair department de- 
serves mention. By reaching out after the repair 
business you will draw new people in. 

Some dealers go still further and install an elec- 
tric shoe shining service which appeals to women 
and others who greatly appreciate this improvement 
over the bootblack “parlors.” Anything that will 
help to keep them coming in is worth pushing. 








operation. It is understood that the 
plans provide for the manufacture of 
men’s fine welt shoes. 

In addition to the factory itself 
provision is being made for a one- 
story daylight cutting room. 
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Milwaukee Manufacturers Are Endeavoring 
To Keep Prices Down 


“TIME TO BUY” 
By Geo. P. Mayer, President F. Mayer Boot & Shoe Co. 


N spite of the tremendous volume of “at once” or- 
I ders now flooding Milwaukee shoe manufactur- 

ers and which they are unable to fill, both retail- 
ers and makers refuse to anticipate. 

“Hand-to-mouth” buying not only means unsatis- 
factory business for both dealer and maker, but stiff- 
ened prices later on. 

At this moment everything points to a continua- 
tion of gradually increasing consumers’ demands for 
footwear. Everyone in our trade should do his part 
to encourage increased production and get more 
money in circulation. This would greatly be helped 
by forethought in placing orders. A bad condition 
will exist in retail shoe trades next spring if orders 
for the coming season are not placed immediately. 
In no other way can shoe manufacturers satisfy 
needs of retailers. 

Keeping Down Costs 


Milwaukee shoe manufacturers are sticking to 
their honest-to-goodness quality, sidestepping fanci- 
ful schemes, and slicing their overhead to quote the 
dealer an attractive price. 

Most retailers have taken their losses and those 
that have not are losing their customers. Competi- 
tion in the manufacturing and retailing of shoes is 
unusually keen and it is absolutely impossible for 
any merchant to hold to high prices because of the 
competition that exists in his immediate neighbor- 
hood. The shoe retailer is now on a firm footing. 
He has his stock well in hand, he is getting a greater 
turnover, he is selling on a closer margin, he is buy- 
ing oftener, and withal is a better merchant. 

The shoe dealer has suffered more in the way of 
slander than probably any other merchant in the 
retail field. Even now the general public does not 
really know that prices are down. It is possible to 
get very excellent women’s shoes for $7.50 to $8 a 
pair at the present time and these are the shoes 
which sold at $12 and $14 a year ago. The shoes 
which sold at $18 and $20 a pair some time ago are 
now to be had at prices ranging from $10 to $13.50. 
In women’s shoes there is more of a style hazard, 
in fact styles in women’s shoes sometimes die over 
night, and in such cases the retailer is left to hold 
the bag. 

Real Price Cuts 


In common sense shoes, those of the staple variety, 
such as walking oxfords and women’s boots, it is 
possible to obtain such shoes at very fair prices in- 
deed. A very substantial. walking oxford can be 
purchased at present at $7 to $9 a pair, which is 
about the same type and quality of shoes which last 
year was sold at $10 to $15 a pair. In high style 
novelties it is necessary for the retailer to attach a 
slight premium because of the style hazard, so it 
sometimes happens that these very stylish shoes are 


priced at $15 to $16.50 a pair, but these are the ex- 
ceptions rather than the rule. 

It is to be noted that there are two classes of shop- 
pers these days, one class which is thinking in terms 
of price only and which buy shoes regardless of 
quality providing the price is way down, and another 
class decidedly in the majority, which realizes that 
it is necessary to pay a fair price to get a good sub- 
stantial- well-made and good-looking shoe. In other 
words, this latter class is buying shoes by the year 
instead of by the pair. The big effort of the retail 
trade at present is to provide a thoroughly substan- 
tial shoe for men at $7 to $10, and for women, $6 
to $9 a pair. This is quite a job because labor in 
shoe factories has not decreased and present mar- 
ket conditions are not indicative of still lower prices. 





THE OUTLOOK AS VIEWED BY ONE OF WIS- 
CONSIN’S LARGEST SHOE MANUFACTURERS 


USINESS in general seems good in spite of 

much unemployment in the larger cities. Al- 

though many retailers have not anticipated 
their entire needs for the future, shoe factories are 
more than busy. Merchants who have not placed 
spring orders will have difficulty in finding suitable 
merchandise when the rush comes. There should 
be no hesitancy on the part of any merchant to buy . 
for the future. The price tendency is upward rather 
than downward. Tanners are all through selling 
leather at a loss just to keep their plants going. 
Leather prices are firm. 





GOOD MERCHANDISE AT A FAIR PRICE 


URING the first few months of 1922 it will be 
I) necessary, in order to get a volume of busi- 

ness to offer good merchandise at a fair price 
and it will also be necessary to diligently seek out 
the people who can profitably consume what is 
offered. There will be a profit for the intelligent, 
persistent merchant who has real values to sell, but 
the coming year will be a very hard one for that 
type of manufacturer or salesman who sits back on 
his dignity and waits for business. 

Yours very truly, 
J. M. EDMONDS, President. 


WITH BELLS ON TO HELP. 
By 8. A. Schulein, M. é 8. Schulein, Spokane, Wash. 


“T will be there ‘with bells on’ and will do anything 
in my power to help make this convention the ‘best 
ever.’ 

“Have never attended a shoe convention before, but 
have always regretted it, and 1 am now more than 
grateful to have an opportunity to attend this one, as 
I know that I shall be greatly benefited by same.” 
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A New Specialty Store in 
Kansas City 


the newest shoe store in Kansas City, Mo. 
The store is located at 213 West Twelfth 
Street, occupying a room in the building recently 
erected at the corner of Twelfth and Wyandotte 
Street. All of the furniture and fixtures are of ma- 
hogany. The show windows are especially attrac- 
tive, being arranged so that the interior of the store 
can be seen from the street. The background of the 
windows is of clear glass draped with fine net cur- 
tains. 
One of the interesting things about this store is 


TN J. B. O’Brien Shoe Co. is the name of 


Front of the J. B. O’Brien store 


the fact that no shoes with Louis heels will be car- 
ried in stock. Styles will range from comfort turns 
to flexible welt dress shoes with cuban heels. 

Mr. J. B. O’Brien, who is conducting the store, said 
in a recent interview, “We are going to sell Martha 
Washington shoes exclusively and we feel that by 
concentrating our efforts on one line, we will be 
able to avoid duplication of sizes and styles and to 


do the greatest possible volume of business on the 
smallest possible stock investment. 

“Such staple features as the ‘Wyde Top’ and the 
Mayer Cushion insole make it possible for us to 
appeal to a certain class of trade. Then we feature 
our fitting service which is an added incentive for 
comfort shoe customers to come to us. 

“While we have only been doing business for a few 
weeks, we have done a good deal of advertising 
both by mail and in local newspapers and our busi- 
ness has certainly exceeded our expectations.” 

Mr. O’Brien was formerly of the Burke & O’Brien 
Shoe Co., of St. Joseph, Mo. In 1918 Mr. O’Brien 
sold out his interest in the above firm and applied 
for service in the Knights of Columbus war work. 
He was accepted and was sent overseas, where he 
served as a K. of C. secretary for eleven months in 
France, Belgium and later with the Army of Occupa- 
tion in Germany. On his return Mr. O’Brien took up 
work of traveling salesman, representing the F. 
Mayer Boot & Shoe Co. for two seasons, but resigned 
to again enter the field of shoe retailing in Kansas 
City, where he will make his home in the future. 





Big, roomy chairs add to the comfort of shoppers in this store 








TRY ANYTHING ONCE 
By ©. J. Mensch, Pittsburgh, Pa. 

“While away from home, I am willing to try any- 
thing once—you may, therefore, decorate me with an 
editor’s badge. Expect to receive full instructions 
upon my arrival at Chicago, and I shall do my best.” 


‘COMING TO GET “CONFIDENCE” 
By A. Katschinski, Philadelphia Shoe Co., San Francisco. 


“Assurance that the retail shoe business of America 
is soundly founded for good future business is what 
every merchant will receive by attending the conven- 


tion, and this assurance is of inestimable value to all. 

“By contact we will learn that the buiness condi- 
tions of the South have improved on account of better 
cotton prices, that Eastern conditions are better be- 
cause manufacturing conditions are improving, that 
the North will report better business and that the 
West still retains its prosperity, which all means 
future business assurance. 

“This is what every merchant will get out of the 
convention: Style, store system is of great value, 
although I consider it but incidental in comparison 
to the one big thing they will receive, and that is 
assurance—confidence.” 
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A Homelike Shoe Store 


By W. P. ROWLEY 


HE psychology of providing a homelike at- 
mosphere enters largely into the decora- 
tive scheme of the new Rehmoon shoe shop, 

3124 Troost Avenue, Kansas City, Mo. 

The proprietors of the store, who are the latest 
to follow the movement in upbuilding an exclusive 
trade shop district in the fashionable South Side, 
have worked out their decorative scheme in an ex- 


A front of the Rehmoon Shop, Kansas City 


tremely effective manner, and, upon entering the 
shop, one cannot help but me drawn by the air of 
“homeyness” which the plan in its entirety imparts. 

“We have attempted to give Kansas City something 
entirely different in the line of boot shops,” said 
N. H. Moore, active manager of the Rehmoon shop, 
and one of the partners in the enterprise. “Our 
intention was to get away from the average type 
of fixtures and arrangements which seem to be more 
or less standardized everywhere. Instead of the 
regularity encountered in most of the stores, with 
their lines of benches, solid walls of stock and seem- 
ing disregard to the patrons’ comfort or psychological 
reaction to more cheery arrangements, we paid more 
attention to mapping out a scheme of decorations 
and fixtures which would impart a homey atmosphere 
and give the patron a feeling of being in a friend’s 
parlor instead of a commercial establishment. We 
do not aim to secure a voluminous clientele, but 
rather the patronage of the class of people who ap- 
preciate the niceties of appointments. To that class 
of people we have directed our appeal.” 

Instead of the standard bench, the Rehmoon store 
has comfortable, neat- appearing wicker furniture, 
done in brown, arranged tastefully about the sales 
room. Here and there are potted flowers and ferns. 
The decorations are in grey and cream, blending 
pleasingly into a harmonious-whole. The stock is 
arranged in sections, and between the sections are 
display stands and mirrors in which the patrons may 
view the effect of the shoe being fitted. The sectional 
stock cases extend down both sides of the room, and 
in the rear of the sales room, facing the entrance, in 
the hosiery section. A small room in the rear is 
utilized for the reserve stock. Floor lamps aid in 


carrying out the home-like atmosphere. All in all, 
it gives a very pleasing effect, and cannot fail to 
give a prospective customer a kindlier feeling toward 
the Rehmoon shop than would be experienced upon 
entering the ordinary shoe store. 

The windows are tastefully arranged with the view 
of showing sufficient numbers so that the stock is 
well represented without overcrowding. The shop 
will be largely dependent upon women’s trade, al- 
though it carries both women’s and children’s shoes 
and hosiery. 

Mr. Moore, the manager, has been associated in 
the shoe business in Kansas City for more than ten 
years. He was with Carlot’s in Kansas City and 
with Foster’s both in Kansas City and Chicago. His 
partner in the business is W. L. Thompson, who has 
been in business in Kansas City in a different line 
for many years. The name for the store is derived 
from the name, N. H. Moore, and placing them into 
a different combination so that is spells “Rehmoon.” 





LIKE HIS FIRST KISSING PARTY 


By Seaton Alexander, Alexander & Co., Wheeling, W. Va. 


“T am always ready to do anything that will improve 
the retail shoe business as a whole. 

“As to what I expect to learn at the Chicago con- 
vention, you might as well ask that question of the 
young man about to attend his first kissing party. 

“T have been in the game just long to enough to know 








Piano lamps and comfortable chairs give the store a homelike 
atmosphere 


that I have much to learn about it, and at a conven- 
tion, I have many to learn from.” 


THE EXCHANGE OF IDEAS 
By Albert K. Cohen, The Gus Blass Co., Little Rock, Ark. 


“In regard to what I.expect to learn at the conven- 
tion, I expect to get a great deal of knowledge of the 
present and future styles of footwear, also an idea 
of prices on different grades of merchandise, also will 
attend the meetings of the association, as I think a 
great deal of good can be derived from the wonder- 
ful talks and discussions that are given. One can 
also meet good successful business men from all sec- 
tions of our country and exchange wonderful ideas.” 
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CHICAGO 
Chicago Shoe and Leather Association 
Banquets and Elects Officers 


Evening Slippers in Greater Demand 
Than Before 


HE Shoe and Leather Associa- 

tion of Chicago is one of the 
good, substantial organizations of 
the wholesale, manufacturing, leather 
and accessories trades. The member- 
ship is by firms and is representa- 
tive of the best interests of the Chi- 
cago market. 

On December 20th the Association 
held its annual banquet and election 
of officers. Ordinarily the announce- 
ment of the result of the election has 
been deferred, but on this occasion 
the announcement of the new officers 
was made on the night of the banquet. 
While the tellers were checking up 
the ballots the members of the asso- 
ciation and the guests listened to a 
talk by Joseph R. Noel, president of 
the Chicago Association of Commerce. 
The spread between the cost of raw 
materials and the retail price of com- 
modities was the theme of talk. In 
the opinion of Mr. Noel labor must be 
liquidated before a closer parallel is 
possible and before business can get 
back to a normal basis. Retail mer- 
chants, he feels, have not liquidated 
to the extent that manufacurers and 
wholesalers have done, but the re- 
tailers who have not liquidated are 
now forcing terrific losses which may 
play havoc not only with them, but 
with the firms who are carrying their 
accounts. 

He pledged the Association of Com- 


merce to assist the Shoe and Leather. 


Association in every way possible, 
pointing out that the foreign and do- 
mestic commerce departments could 
be made of inestimable value to the 
Association. 

Following the talk of Mr. Noel was 
a very high class vaudeville enter- 
tainment staged by the stars of the 
Schubert Circuit. 

The result of the election was as 
follows; president, J. A. Wichman of 
the Smith-Wallace Shoe Company; 
first vice-president, George Hecker 
of the U. S. Leather Company; second 
vice-president, G. L. Hecox of C. W. 
Stafford & Company; secretary, W. 
F, Schumann, Jr., of C. W. Stafford 
& Company; treasurer, L. H. Part- 
ridge of Eagle Ottawa Leather Com- 
pany; directors, Ralph Lidster of J. 
D. Neilson & Company; C. W. Becker 
of American Hide & Leather Com- 
pany; George M. Treadwell of United 
Shoe Machinery Company; Francis 
A. Groves; Charles Holter of the J. 
P. Smith Shoe Company. 

It would have been difficult to select 
a better set of officers for the organi- 
zation. 

Mr. Wichman, the newly elected 


president, is the vice-president of the 
Smith-Wallace Shoe Company. He is 
a man who has succeeded through his 
own efforts. As a mere boy he en- 
tered the employ of the concern with 
which he is now connected.and from 
office boy to shipping clerk, to road 
salesman and on through the line to 
the executive position which he now 
holds. He is eminently in touch with 
the hide and leather market, has a 
very wide knowledge of manufactur- 
ing conditions and at his fingertips 
always as a fund of information rel- 
ative to the retail situation of the 
country. 

For several years he has been very 
active in the affairs of the Shoe and 
Leather Association. Last year he 
served as vice-president of the or- 
ganization and truly merits the con- 
fidence reposed in him by his election 
to the highest office in the associa- 
tion. 


Chicago Shoe Travelers Elect Officers 


The annual election of officers of 
the Shoe Travelers’ Association of 
Chicago proved to be a spirited con- 
test, although the best of feeling pre- 
vailed throughout the campaign and 
the same spirit was in evidence when 
the vote was finally counted out and 
the result announced by the tellers. 
The result of the election was as fol- 
lows: President, George Harrison, 
who has offices at 1020 Republic 
Building; vice-president, Harry Mod- 
lin, manager of the Chicago branch 
of the Long Shoe Company; secre- 


tary-treasurer, James Hanrahan; di-' 


rectors, Joe Kalisky, George W. Har- 
ris, Ralph Stadeker. 

Immediately following the result of 
the election John Roedder, the defeat- 
ed candidate for the presidency, in a 
brief talk congratulated the member- 
ship of the association on their choice 
for the head of the organization for 
1922 and pledged support to the ad- 
ministration. 

Mr. Harrison in accepting the presi- 
dency promised his best efforts and 
asked the support of all the members 
in making 1922 the best year in the 
history of the organization. 

George E. Harrison, the new presi- 
dent, was formerly in the wholesale 
business in Chicago and now repre- 
sents Briggs-Hutchison Company of 
Lynn, Massachusetts, making a line 
of flexible McKays; Hennessey-Max- 
well & Hennessey Shoe Company of 
Lynn, making a line of welts; and 
Kimball & Sherman Company of 
Haverhill making a line of turn slip- 
pers. He maintains an office at 1020 
Republic Building. 
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Mr. Harrison has been active in 
shoe travelers’ circles ever since the 
organization of the Chicago Associa- 
tion. 

He was one of the moving spirits 
in the promotion of the Chicago Na- 
tional Shoe Exposition and materially 
helped in financing the various shows 
that have been put on by the associa- 
tion. 

He holds the confidence and esteem 
of the membership of the organiza- 
tion and has a wide acquaintance 
among shoe travelers and retail mer- 
chants throughout the country. He 
is eminently well qualified for the 
leadership of this live wire growing 
organization. 

Last year the Chicago Association 
won the silver cup in the membership 


_ contest staged by the National Shoe 


Travelers’ Association and is bending 
every effort to again win the trophy 
which will be awarded at the National 
Convention to be held in Philadel- 
phia January 16, 17 and 18th. The 
association now has a membership of 
488 and will undoubtedly top the 500 
mark before the books close for the 
year. This gives the Chicago associa- 
tion the largest membership of any 
individual organization affiliated with 
the National Shoe Travelers’ Associa- 
tion. 

Joe Kalisky, the retiring president, 
was honored in the election by a place 
on the Board of Directors. Mr. Ka- 
lisky has served two terms as presi- 
dent of the organization and retires 
as a leader who has won and held the 
confidence of his fellow travelers and 
will prove a valuable asset to the 
Board of Directors. 

Frank B. King, former president of 
the Chicago Association and now vice- 
president of the National, will un- 
doubtedly be chosen to lead that or- 
ganization as its president for the 
year 1922. In view of this fact the 
Chicago Shoe Travelers’ Association 
will extend to the National Associa- 
tion an invitation to hold the annual 
1923 convention in this city. 


Weather Man Comes to the Aid of 
Retail Merchants 


Through the assistance of the 
weather man, who brought a generous 
covering of snow and real winter 
weather, the holiday business ended 
in a whirl. The closing week of 1921 
was satisfactory to the average re- 
tail merchant of Chicago. 

During the week preceding Christ- 
mas snow fell at intervals and the 
temperature remained low enough so 
that the ground was constantly 
covered and street traffic produced 
slush sufficient to find the weak places 
in the shoe soles of pedestrians. The 
result was brisk buying in retail 
stores and a stimulation of business 
generally throughout the retail] dis- 
tricts of the city. 

Not a store in the city but could 
have sold hundreds of pairs more of 
goloshes had it been possible to ob- 
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tain them. Cutlers, for instance, 
wrote and wired and telephoned all 
over the country and by heroic efforts 


succeeded. in getting 500 pairs of . 


women’s four buckle artics which 
were put on sale Friday morning 
By Saturday noon the last pair was 
cleaned up and 500 pairs more could 
easily have been sold in this one store 
had they been obtainable. 

The sale of regular footwear in the 
women’s department indicated that 
women are stil] in love with lowcuts 
and will buy boots only when weather 
conditions force them to do so. 


Evening Slippers in Great Demand 
Every class of store sold evening 
slippers and footwear for afternoon 
dress occasions to an extent that was 
surprising and unlooked for. 

The fact that unemployment is 
more pronounced than for several 
years back at this season seemed to 
have little effect on this class of busi- 
ness and while people shopped around 
for something that would fit their 
pocket book and still satisfy their 
sense of style they bought the light 
airy creations for evening wear to a 
greater extent than ever before. 

It is possible that this class of 
footwear was bought for Christmas 
presents to a greater extent than 
heretofore and this may explain the 
reason for this increased business at 
this time. 


Monroe Street Quiet 

Monroe Street is experiencing the 
usual holiday lull although the whole- 
salers are not discouraged nor pessi- 
mistic. They are looking forward to 
a good season’s buying which they 
expect will be ushered in at the na- 
tional convention of the N. S. R. A. 
January 8th to 12th. 

The most of the wholesalers have 
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new sample lines ready which will be 
exhibited in their booths and in most 
instances these lines are being priced 
attractively. 

No doubt the thousands of retail 
merchants coming to Chicago for the 
big convention will plan to do a large 
percentage of their. buying while in 
the city and the Chicago houses will 
surely reap their share of this busi- 
ness. 


Credit Man Changes Positions 


E. A. Stenwall, for many years 
connected with R. P. Smith & Sons 
Co., credit department, has severed 
his connection with this concern and 
accepted a similar position with the 
Florsheim Shoe Company. 


Mr. Stenwall started with the 


Smith Concern as office boy and by 
close attention to the details of the 
business earned promotion after pro- 
motion and his many friends are ex- 
tending congratulations on the at- 
tainment to the new position. 


Annual Sales Convention of Scholl 
Mfg. Co. 

Approximately 150 district mana- 
gers and salesmen of the Scholl Mfg. 
Co. attended the sales convention of 
that organization at the Great North- 
ern Hotel, Dec. 27 to 30. Instead of 
all salesmen attending the conven- 
tion each salesman was given a quota 
and put on a contest basis. Those 
winning in the contest were brought 
in for the 1921 annual meeting. The 
idea of the contest stimulated the ef- 
fort on the part of the salesmen, so 
that in the end the attendance proved 
gratifyingly large. Various topics of 
salesmanship were discussed at the 
meeting and the big promotion cam- 
paign which will be launched early in 
1922 was fully explained to the sales- 
men attending the conference. 


MILWAUKEE 


Much Interest Is Shown in N.S. R. A. 


Convention 


Milwaukee Shoe Trade Carrying No Larger Stocks 
Than Last Year—Expects to Do a Greater 
Volume of Business Than Last Year 


LL interest in the Milwaukee 
boot and shoe trade at this 
moment is centered on Chicago and 
the great National convention and 
world’s fair in the Coliseum, opening 
Monday, and for most of the coming 
week there will be a vacant chair in 
the executive offices of practically 
every factory, jobbing house and re- 
tail store in Milwaukee. The exodus 
of shoe men will begin early Monday 
morning, and while some expect to 
make frequent’ trips to the conven- 
tion, others will remain in Chicago 
throughout the period. 
Like the memorable Milwaukee con- 
vention of 1921, the present national 





meeting and exposition has an un- 
usually strong appeal, particularly 
from the angle of store buying, not 
overlooking, of course, the immeasur- 
able assistance rendered by the busi- 
ness and educational sessions of the 
convention. The exposition this year, 
like ‘last, doubtless will bring forth 
the heaviest buying movement of the 
year. One of the main reasons why 
so many Milwaukee dealers are going 
to Chicago is to see the styles, inspect 
samples, and place their bulk orders 
for spring and summer. 

The Milwaukee trade, as a whole, 
entered the new year with stocks no 
greater than a year ago, and in many 
instances, with much less, due to the 
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conservative purchases during the 
year and the relatively excellent de- 
mand in both spring and fall seasons, 
Therefore there is great need of re- 
plenishing stocks, especially since it 
appears that 1922 is going to be a 
better year than 1921 in all respects. 

Milwaukee manufacturers’ are 
represented at Chicago not only by the 
most elaborate display ever made by 
the Quality First market, but they 
will appear even to greater degree 
than last year as a market specializ- 
ing in dress footwear for men, and as 
an imposing center of production of 
children’s shoes. Up to a compara- 
tively short time ago, Milwaukee was 
famous only as a work shoe market. 
There has been a gradual conversion, 
mainly through the establishment of 
new industries. The old established 
work shoe concerns are still in busi- 
ness and enjoying the greatest patron- 
age in their history, as are the makers 
of women’s boots and shoes. The ad- 
ditional prominence given the Mil- 
waukee market by the newer dress 
shoe concerns has a counterpart in 
the reputation earned by the factories 
making children’s shoes, which now 
number seven. The total number of 
boot and shoe industries in Milwaukee 
now exceeds forty-five. 

The recent announcement by Attor- 
ney General Daugherty at Washing- 
ton, concerning the proposed investi- 
gation of prices, is welcomed by Mil- 
waukee shoe men, although at first 
apprehension was expressed over the 
probable effect upon the public mind 
by such action. Reflection, however, 
brought forth the opinion that the in- 
vestigation will prove conclusively 
that the retail merchant has not been 
deferring the post-war readjustment. 
The only part of the Daugherty an- 
nouncement which caused resentment 
was what some regarded as an in- 
ference that the retail merchants 
have had an understanding on prices. 
This is not true so far as Milwaukee 
is concerned, and local merchants be- 
lieve it is generally untrue. 

The Milwaukee Retail Shoe Dealers’ 
Association held its annual meeting 
Thursday evening, January 5, at the 
rooms of the Association of Commerce, 
with the largest attendance on record, 
despite the fact that in the annual 
election of officers, President Hensel 
and nearly all others were unopposed 
for another term. After-the formality 
of the balloting, the meeting resolved 
itself into a general conference on the 
local association’s participation in the 
National convention at Chicago. This 
will be especially notable as apprecia- 
tion of the honor which the N. S. R. A. 
paid Milwaukee by holding its 1921 
annual in this city. Milwaukee will 
be heard from in distinctive style, 
and very frequently, at Chicago ‘in the 
coming week. , : 


Enlarging Harsh-Chapline 


_ Contracts are being awarded this 
week for extensive additions to the 
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factories and leather plant of the 
Harsh & Chapline or northwestern 
division of the Craddock-Terry Co., 
Lynchburg, Va., in Milwaukee. The 
enlargement will represent an esti- 
mated investment of $200,000 or more. 
The additions, designed by Architect 
Herman J. Esser, Camp Building, 
Milwaukee, will be ready to start pro- 
duction about May 1. The main fac- 
tory will be enlarged by a seven-story 
reinforced concrete and brick addition, 
78 by 160 feet in size, and the leather 
plant by a two-story addition, 30 by 
110 feet. 


Charles Eiff Promoted 


The Milwaukee Chair Company, 
3022 Center Street, Milwaukee, noted 
throughout the boot and shoe trade 
for its line of store seating special- 
ties, has recently announced the pro- 
motion of Charles Eiff to the position 
of vice-president. Mr. Eiff is directly 
in charge of production and purchases. 


A Davies Quintet 


One of the strongest basketball 
teams organized to represent a Wis- 
consin industry in this sport this 
winter is that carrying the trade- 
mark of the Davies Shoe Mfg. Co., of 
Racine, Wis. The squad is made up 
of some of the most noted caging 
stars in the Middle West, most of 
whom for two years played under the 
banner of the Horlick’s Malted Milk 
Co. of Racine. An addition is “Vin” 
Mangold, last year with the famous 
Fifty-ninth Regiment of New York. 
M. F. Akins is manager of the Davies 
team, which has arranged a long and 
hard schedule with the best teams in 
Wisconsin and other Great Lakes 
states. 
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Straps Good for Spring 


“Straps will be good for spring,” 
says an advertisement of the Caspari 
& Virmond Co., 638-65 Wisconsin 
Street, Milwaukee, announcing one of 
the first of the important clearance 
sales of the post-holiday period. 
“Yet the strapped styles are reduced,” 
the sentence continues. Other mer- 
chants also feel that the strap will 
hold its vogue into the new season. 
Some figure on a revival in suede 
slippers in black, beige and gray, and 
suede in combination with kid and 
patent leather for street wear, while 
all-kid, all-patent and Russia calf 
look like “good bets” as well. There 
is some discussion over the possibility 
that the button strap will outrank the 
buckle in popularity. Shorter vamps, 
with modifications of the French or 
stage last, the baby Louis and the 
low Spanish heels are expected by 
many to hold the boards. 


Prospects for 1922 


In talking over prospects for 1922, 
Milwaukee shoe merchants are unani- 
mous in the opinion that they will be 
able to do a greater volume of busi- 
ness than last year, which in a general 
way equalled 1920 and in some in- 
stances showed good gains. Improve- 
ment in general business conditions 
did not set in until after midyear of 
1921, but with a few exceptions was 
well sustained until the end of the 
year. Added to this is the definite 
prospect of a genuine revival of in- 
dustries generally, which will give the 
shoe trade the benefit of a renewed 
patronage from the workingman, who 
has been largely out of the market 
for six months or longer. 


CINCINNATI 


All Eyes on National Convention 


Merchants Eager to See New Styles, if Any, and 
Manufacturers Wondering What Busi- 
ness Will Be Booked 


IRTUALLY all the units of the 
local shoe trade are awaiting 
with interest the developments that 
will come out of the national con- 
vention this week at Chicago. Retail 
merchants from this vicinity are 
curious to find out what is going to 
be offered in novelty lines with re- 
spect to style for the coming spring 
and summer. They stand ready to 
give a fair consideration to every new 
style creation or modification the ex- 
hibiting manufacturers will present at 
the show. 

And likewise, on the other hand, 
manufacturers are eager to find out 
what is going to take well with the 
shoe merchant. The Chicago gather- 
ing, too, is expected to prove a good 
marketing place, for it is generally 


known that thousands of merchants 
have held off placing orders for a 
goodly portion of their needs for 
spring until the style show. Fur- 
thermore, the present demand for 
shoes to retail from $4 to $6 has 
caused a number of jobbers and 
wholesalers to take advantage of the 
convention by engaging space for dis- 
play purposes at the last minute. So 
besides the general “brass tacks” 
nature of the convention sessions, 
from which are sure to develop many 
constructive ideas for the visiting 
merchants, the convention undoubtedly 
will be a benefit economically to every 
unit of the industry. The Cincinnati 
manufacturers went to Chicago. full 
of optimism, each feeling that he 
would get his full share of business. 
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Krohn Tells Plans for War Indus- 
tries Board 


Irwin M. Krohn of the Krohn- 
Fechheimer Co. was very active dur- 
ing the war serving on the War In- 
dustries Board at Washington. He 
recently attended a meeting of this 
board in Washington, and upon his re- 
turn stated that the board is to be 
perpetuated in order that the United 
States will not be entirely unprepared 
should hostilities arise. The Depart- 
ment of Commerce has taken over 
practically all of the work of the 
War Industries Board. Mr. Krohn 
stated that Secretary of War Weeks 
made a significant statement when 
he declared that in the next war every 
able-bodied man and all businesses 
will be conscripted just as the young 
men were in the recent war. At pres- 
ent the Department of Commerce is 
classifying the country so that it will 
be known which sections of the coun- 
try can best produce this or that 
article needed. 


Insurance Service at Convention 


One of the features of the National 
Convention will be the expert service 
available on questions regarding in- 
surance. The insurance department 
of the National Shoe Retailers’ As- 
sociation and better known as the 
Shoe Dealers National Underwriters 
will maintain a staff of insurance ex- 
perts at its booth to advise merchants 
concerning their insurance problems. 
All questions covering fire insurance, 
plate glass insurance, automobile and 
so on will be answered without charge 
or obligation. Henry F. Hagemann, 
secretary-treasurer of the insurance 
department of the N. S. R. A., will 
be on hand to meet his many friends. 


Goodyear’s New Sports Bottom 
Takes Well 


E. E. Furstenau, southern Ohio dis- 
trict manager for the Goodyear Tire 
& Rubber Co. for the sale of Wing 
Foot heels and Neolin soles, states 
that the new sports bottom which is 
called the Neolin-Wingfoot, is being 
accepted and used by practically every 
manufacturer in his territory. He 
says it is being recognized as the 
practical bottom for all sport shoes. 
This bottom is to be widely advertised 
during 1922. Manufacturers in build- 
ing samples for the Chicago conven- 
tion have sampled this new bottom 
quite freely. Mr. Furstenau also 
states that the sale of Wing Foot 
heels is increasing from month to 
month. His sales on this heel during 
1921 were more than twice what they 
were during 1920. According to Mr. 
Furstenau, at present about 80 per 
cent of men’s shoes are being worn 
with rubber heels on them, and he 
states that he soon expects to see 
about 60 per cent of ladies’ shoes carry 
rubber heels 
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ST. LOUIS 


Slight Increase in Business Observed 


Particularly Noted in Women’s End of 
Business—Men’s Demand Remains 
at Same Level 


HERE was an increase in busi- 
ness the week previous to 
Christmas, over the week before. 
Especially did the early part of the 
week show good gains in sales. The 
forcing of business was caused for the 
greater part by the brisk buying of 
women’s shoes. The flurry broke last 
Saturday when stores were crowded. 
It continued on through the week un- 
til about Thursday, when it started 
to rain and Jupiter Pluvius certainly 
dampened the Christmas spirit that 
exists at this period. Some of the 
larger retail shoe stores reported an 
increase in volume over the previous 
week of at least 25 per cent. Others 
indicated that the week showed an 
improvement but would not commit 
themselves to the first quoted figure 
as to the percentage of increase. 
Cristmas slippers have been bought 
freely and all the stores have been 
forcing the slipper business. The 
greater portion of the sales have been 
in felts, especially in the lower end 
merchandise and in the popular 


priced shoe stores and department 
stores. The range of prices was usu- 
ally from about $1.00 to $1.50. Felts 
were strongly sought for gifts. In 
the higher priced men’s shoe stores 
the better grade of leather slippers 
were bought. Sales reported by these 
stores were of the most encouraging 
nature. There has been an extended 
lapse in the showing of something 
new in the women’s field. Nothing 
has been seen that has not been sell- 
ing at least for the last three months. 
When you put the query to the re- 
tail shoe merchants as to the cause 
of this the reply is identical in all 
cases. None of the retail shoe mer- 
chants have bought anything for 
early spring showing and from all 
indications little business will be 
placed until after the convention. 

While no one seems to know definitely 
that anything new will be sprung in 
Chicago, there seems to be an under- 
current of opinion that when the cur- 
tain goes up a complete reversal of 
style from the present showing will 
be witnessed. There have been wild 


rumors of reviving gray suede, but 
there is no confirmation of any char- 
acter that justifies this supposition. 

For the present the patent leather 
lace oxford of the broguey type ap- 
pears to be the principal style de- 
manded by the fair sex. Nothing in 
the way of exceptional sales has been 
observed on any one type or style of 
shoe. Satins seem to be holding up 
fairly well and it is believed by some 
that they will “carry on” until spring. 

The boot business has been spotty. 
Some stores have stated that.as much 
as thirty and forty per cent of their 
day’s business has been done in the 
high shoe type. Others declare that 
it has not been better than 10 or 15 
per cent. 

Severe mark-downs on some of the 
dead stock are looked forward to in 
the early part of January. No ex- 
ceptional sales on oxfords which have 
been selling right along are ex- 
pected 

One store manager ably described it 
when he said, “Why should we re- 
duce prices on shoes we have been 
selling in the late summer, early fall 
and during the winter with the pre- 
diction that the same styles will be 
good for spring?” 

There has been no rubber business 
to speak of during the winter, as the 
weather has not been severe enough 
to demand this character of mer- 
chandise. 











BALS, 





Groping in the Dark 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 
figures were unreliable. 


In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods 
this organization is able to supply just the data 
an advertiser needs. The darkness is dis- 
pelled and the bright light of verified facts 
takes its place. Space buyers no longer find 
it necessary to grope in the dark. 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 











BLUCHERS, 
MOCCASINS, 
ONE STRAPS, 
TWO STRAPS, 
SANDALS, BUTTON BOOTS 


and many other styles comprise the line of 
Community Quality Stitchdowns. And 
they're just the kind that please 
parents who want to teach 
the kiddies how to find 
real style. Of course, 
the other essential— 
long wear—is a big 
Community feature. 





Try out a few Commu- 


LITTLE GENTS’ siae tens: tx Sem 
Mahogany, Lotus, Tan children’s shoe depart- 
Smoked and Chocolate ment. 

a with Lining and Qut- 
Sizes 8% to 18% SEND FOR A 
1.90 SAMPLE RUN 


Note:—If they bear the trade-mark bottom stamp, we 
repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 
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Revised Prices 


OUR revised prices of rubber 


footwear for Nineteen 
Twenty-Two became effective 
on January first. 


If you have not yet received a 
copy of the new catalog and 
price list, kindly notify nearest 
branch. 


United States Rubber Company 
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Forget the past— 
work for the future 


S 5148 
Best Grade Black 
Kid 8-in. Boot. mes yo 
Arch Rest Arch Rest 
with with 
Wingfoot Heel Wingfoot Heel 








The ARCH REST Line 


PATENTED 


MADE BY 


THE IRVING DREW CO. 


PORTSMOUTH, OHIO 
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THAT CAN'T BE BEAT 
for THE 


PRICE 


STYLE 911 


45 Last, 9/8 Leather Heel 50 Last, 12/8 Leather Heel 
Instock 3 to 9 E Instock 244 to 9 C, D and E 


Selling 

Price 

Stamped 

in the 

Bottom of - 

Every Pair . 


STYLE 946 


“For 


Your 
Toes 
Woes” 
© 


75 Last, 9/8 Leather Heel 
75 Last, 9/8 Leather Heel Instock 24% to 9, C, D, E, and EE 
Instock 24% to 9, C, D, E and EE 


Every Pair of Genuine Glazed Kid 
And Made With Lunn & Sweet Famous Heavy Stout Soles 





























January 7, 1922 BOOT AND SHOE RECORDER 





Four Others 


INSTOCK 


STYLE 152 







Ss 
® Your Tors WOES 


Ye Olde Tyme Comfort Shoes 







STYLE 93 THAT 


$3.95 HAVEN'T $3.85 





EVER 
BEEN 
BEAT 
FOR 
: ‘ 8 Height, 25 La 
$2 5 ee es HU bdiey oa Ralbe: Heel, 5 tele ry 9 
2% to 9 D and E ses ape te 9 C, 
STYLE 12 STYLE 148 
$2,25 AS 


WELL 
AS 


50 Last, 12/8 Rubber Heel, Instock 25 Last, 12/8 Leather Heel, Instock 
4to 9 A; 3 to 9 B; 2% to 9 C, 4to 9 A; 3% to 9 B; 2% to 9 
D and E C, D and E 


Every Pair of Genuine Glazed Kid 
And Made With Lunn & Sweet Famous Heavy Stout Soles 
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MMMM 
CAny shoe is a better shoe 


with US Spring-Step Heels 
WA mses 
















































































































































































































































































Play safe on quality and 
service. Specify— 


SPRinesteP 
PRING-ST 
Rubber Heels 

United States Rubber Company 


es en 
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Rubber Prices Are Announced 


In Effect January 1, 1922. 


Net Price List of United 


States Rubber Company on “‘U. S.’’ Rubbers 
Super Quality and Standard First Quality 


and Para Rubbers, 


Our rubber department this week 
is devoted to the announcement of the 
new rubber prices of the United 
States Rubber Co., an event which is 
always awaited with much interest 
by retail shoe merchants the country 
over. This is the net price list on 
“U. S.” Rubbers, Super Quality and 
Standard First Quality and Para 
Rubbers, Standard Second Quality. 
These net prices were effective Janu- 
ary, 1, 1922. 


(Subject to Change Without Notice) 
JANUARY ist, 1922 


BOOTS—HIP 
Net Price 
U.S. U.S. Para 
Super First Second 


Quality Quality Quality 


$7.00 ‘ . Men's White 

§.25 . Men’s Red 

5.25 $ ‘50 $4. 23 Men’s Black 

5.58 - os .... Men’s Black, Gray Sole 
hone .00 .... Men’s Black Duck 

-75 .... Men’s Black Duck Vamp 


BOOTS—SPORTING 


nein -- Seals Same 
i” Re 
$4.50 $4. 23 + pk s Black 
ee .... Men’s Black, Gray Sole 
5.00 
4 


mee 


or 


* noone) 
'* SONOS 
+ Crow 


: Men’s Black Duck 
-75 .... Men’s Black Duck Vamp 


BOOTS—STORM KING 


00 .... «... Men’s White 
oe weed “sass See 
«exes «con: Eee 
SO seed cos eee 
5 $3.75 $3.53 Men’s Black 
35 .... .«... Men’s Black Gray Sole 
00 2.82 Boys’ Black 
Boys’ Black, Gray Sole 

40 2.26 Youth’s Black 

.... Youths’ Black, Gray Sole 
°25 1... Men’s Black Duck 
-00 .... Men’s Black Duck Vamp 


BOOTS—SHORT 


50 .... .... Men’s White 

50 .... «.... Men’s Red 

OO .... weer BOOS Oe 

25 .... .... Youths’ Red 

.00 $2.82 = me s Black 

GO ocns Sede ae —S Gray Sole 
.. 2.50 2.35 swe = ack 

CB sess o<pne Black, Gray Sole 

.. 1.95 1.83 Youths’ Black 

25 .... «eee Youths’ Black, any Sole 
‘ 3.60 :. Men’s Black Duc 

‘ 3.25 . Men’s Black Duck Vamp 
it ‘Lining 35 cents extra (not furnished 
in Super Quality) 


BOOTS—NAUGASOLE 

3 ediainenamtalian en's Be 

ies. ocho 

een 12 fMfen’s Storm ‘King 
ee . Men’s Sh 

BOOTS 

(Women’s, Misses’ and Children’s) 
. $2.15 $2.02 Women’s Plain or Pebble 


eg 
1.95 1.83 Misses’ Plain or Pebble 
Leg 


~~” 

+ &®- @&- +e ROR DD 
< oo 
o 


” 
dais BOs Co 


* &- + WSwnrwnu-. 
ou 
> 
nw 
nw 


2: 


moronee 
= 
= 


- DONE CnocenoWes 
” : 
—) 


‘ww DN WwW. 
ep et ° 
o 


nw 


-15 
-15 


i) 


Lumbermen’s For Wool 
wi 


$3.15 .... 
3.15 _ 
2.50 


2.50 


Second Quality 


1.65 1.55 


2.85 2.68 
2.50 2.35 
2.10 1.97 


Children’s Plain or Peb- 


e 
Women’s Storm King 
Misses’ Storm King 
Children’s Storm King 


BOOTEES 
For Socks 
. Men’s White High Bootee 


s poh ss 
“mes. ' 
* nowe. * 


... Men’s White Low Bootee 
.. Men’s Red High Bootee 
. Men’s Red Low Bootee 


Men’s Black High Bootee 


... Men’s Black Low Bootee 
. Men's 


Black High 
Bootee, Gray 


Sole 
. Boys’ White High Bootee 


Eo ee 
* omc: 
"Gages. 


Youths’ 


.... Boys’ White Low Bootee 
... Boys’ Red High Bootee 
.. Boys’ Red Low Bootee 

... Boys’ Black High Bootee 

. Boys’ Black Low Bootee 


White. High 


White Low 
Bootee 


. Youths’ Red High Bootee 


2.00 
1.80 


Bootee 
. Youths’ 


... Youths’ Red Low Bootee 
. Youths’ 


Black High 


Black Low 
Bootee 


LUMBERMEN’S HEEL 
For Wool Boots 


. Men’s 2-BkL 


Red Per- 
fection 


. Men’s 2-Bkl. Black Per- 
. $2.40 $2.26 


2.15 2.02 


1.95 
1.85 
1.60 
1.50 
1.35 
1.25 
1.60 
Lis 1.08 
-95 _ .88 


83 
74 
50 
41 
27 
-18 
50 


ee as os — = — os 


fection 
Men’s 2-Bkl. Black Duck 


Perfection 
Men’s 2-Bkl. Black Gum 
Red Per- 


Perfection 
Men’s 1-Bkl. 
fection 
. Black Per- 
Men’s 1-Bkl. Black Duck 
Perfection 
Men’s 1- —y Black Gum 
Perfect 
Boys’ 1- BEL Black Duck 
Perfection 
Boys’ 1-Bkl. Black Gum 
Perfection 
Youths’ 1-Bkl. Black 
Duck Perfection 
Youths’ 1-Bkl. Black 
Gum Perfection 
Men’s Black Gum Huron 
Boys’ Black Gum Huron 
Youths’ Black Gum 
Huron (Heel) 
Youths’ Black Gum 
Huron (No Heel) 
Boots are W 


LUMBERMEN’S HEEL 
For Socks 


2.35 $2.21 
2.10 1.97 
1.85 1.74 
1.65 1.55 
1.70 


1.50 1.41 


:.. Men's Red Erie 
. Men's Black Erie 
i a s Red Lumberjack 


Men's Black Lumberjack 
Men’s Black Duck Lum- 


rjack 
Men’s Black Gum Lum- 
berjack 
Boys’ Black Duck Lum- 
berjack 
Boys’ Black Gum Lum- 
c 
Black Duck 
Lumberjack 


Youths’ Black Gum 
Lumberjack 


Standard 


.... Men's Red Laceit 
2.00 . .... Men’s Black Laceit 


1.85 1.74 Men’s Black Duck Laceit 

1.60 1.50 Men’s Black Gum Laceit 

1.55 1.46 Boys’ Black Duck Laceit 

1.35 1.27 Boys’ Black Gum Laceit 

1.35 1.27 Youths’ Black Duck 
Laceit 

1.15 1.08 Youths’ Black Gum 


Laceit 


LUMBERMEN’S OVERS—HEEL 
For Socks 


$2.60 . Men’s White Duck Lum- 
bermen’s Over 
1.95 . Men’s Red Duck Lum- 


bermen’s Over 
1.95 $1.70 $1.60 Men’s Black Duck Lum- 
bermen’s Over 
1.36 Men’s Black Gum Lum- 
bermen’s Over 
. Boys’ Red Duck 
bermen’s Over 
1.35 1.27 Boys’ Black Duck Lum- 
bermen’s Over 
1.18 Boys’ Black Gum Lum- 
bermen’s Over 
. Youths’ Red Duck Lum- 
bermen’s Over 
1.05 99 Youths’ Black Duck 
Lumbermen’s Over 
-89.Youths’ Black Gum 
Lumbermen’s Over 


ma 


1.60 Lum- 


1.30 


RIBBED LUMBERMEN’S OVERS—NO 
HEEL 





For Socks 
$2.40 .... .... Men’s White Hecla 
1.90 .... .... Men’s Red Hecla 
1.90 $1.70 .... Men’s Black Hecla 
1.90 .... .... Men’s Black Hecla, Gray 
* Sole 
1.55 .... .... Boys’ Red Hecla 
ee 1.40 .. Boys’ Black Hecla 
Be as - Youths’ Red Hecla 


... Youths’ Black Hecla 
Heel 20 cents extra 
All Lumbermen’s for Socks are F Width 


SIX-BUCKLE WALRUS 


$4.20 . Men’s Red Railroad 
4.00 . Men’s Red 
RAILROAD WALRUS 
(4 Buckle, All Rubber) 
= or . Men’s White Railroad 
3.35 .. .... Men’s Red Railroad 
3.35 $3.10 . Men’s Black Railroad 
3.15> 2.50 $2. 73 = Black (Single 
e) 
3.35 .... .... Men’s Black Railroad, 
Gray Sole 
S36 oe .... Boys’ Rea Railroad 
wee: SP ebe Boys’ Black Railroad 
3°60 2.44 Mt Sole * gee (Single 
2.65 .. - Youths’ Red Railroad 
ae Youths’ Black Railroad 
2:30 2.16 Youths’ Bla ck (Single 


. e) 
Single Sole 20. cents less 


FOUR-BUCKLE GAITERS 


%. my $2. m S. Ly PS a} » Portland 
‘ Raliroad Portland, 


More ys 
2.60 2.44 Boys’ Portland 
2.30 2.16 Youths’ Portland 
Rolled 15 cents extra : 
U. S. Brand R. R. Sole 20 cents extra 
Para Brand Storm Pd Sole 20 cents 
extra 


(Continued on page 63) 
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DOUBLE-WEAR 























THIS IS THE HEEL 


to have on the shoes you sell 
for the pleasing first impression 
created by its trim appearance 
—for the spring it puts in the 
wearer’s step—for the extra 
service it gives before showing 
signs of wear—for the way it 
“stays put,” maintaining a per- 
manently tight joint. 


You can specify DRYDEN 
DOUBLE-WEAR Rubber 
Heels with the utmost confi- 
dence as to appearance and 
service. 


The quality is supreme—and 
they cost no more than ordi- 
nary rubber heels. 


Dryden Rubber Company 


Chicago 
Boston — Detroit — St. Louis 


“ THERES. DOUBLE WEAR 
IN EVERY PAIR” 











; ARG 





Women’s 
* Made from Stocks especial- 
to with- 


stand the extra wear re- 
quired for Women’s Heels 





Boys’ 
Note the eight Nailing ar- 
rangement—a very decided 
improvement in Little 
Gents’, Youths’ and Boys’ 
Heels. 








= 













Men’s 


Note the correct placing a 
of the eight Nail Holes, =; 
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TWO-BUCKLE GAITERS 


ey: 50 $2.35 Men’ 8 
2.15 2.02 Boys 
1.90 1.79 Youths’ 


1.55 1. 146 Childcen’ s 
Rolled a= 15 cents extra 
U. S. Brand R. R. Sole 20 cents extra 
Para Brand Storm King Sole 20 cents 
extra 


SNOW EXCLUDERS 


$2.45 .... .... Men’s Red Ail-Rubber 
Railroad 
2.25 .... «... Men’s Red All-Rubber 
2.45 $2.10 .... Men’s Black All-Rubber 
Railroad 


2.256 1.90 $1.79 Men’s Black All-Rubber 
2.25 1.90 1.79 Men’s Black Cloth 


ARCTICS 
$2.10 ..-» Men’s Red All-Rubber 
2:10 1.75 1.65 Men’s Black All-Rubber 
.... 1.55 1.46 Boys’ Black All-Rubber 
2.10 1. - 1.65 Men’s Arctics 
2.30 ... -... Men’s Railroad Arctics, 
Gray Sole 


1.55 1.46 Boys’ Arctics 
1.30 1.22 Youths’ Arctics 
1.35 1.27 Women’s Arctics 
1.15 1.08 Misses’ Arctics 
98  .92 Children’s Arctics 
Rolled ; 15 cents extra 
U. 8S. Brand R. R. Sole 20 cents extra 
Para Brand Storm se Sole 20 cents 
extra 


SHOES 


$1.35 $1.25 : pt 8s Patrol Defiance 
1.385 .... .... Men’s Patrol Defiance, 


Gray Sole 

SH6 Mee cee Men's) Patrol Storm 

2.98 psec . Men’s Patrol Storm, 
Gray Sole 

1.36 .... .... Men’s Patrol Hi-cut 

1, Gray Sole 

1.15 .... .... Boys’ Patrol Hi-cut 
Sandal, Gray Sole 

1.00 .... .... Youths’ Patrol Hi-cut 
Sandal, Gray Sole 

EMPEROR—EMPRESS 


(Light, High Cut, Jersey Cloth Snow- 
ps Excluders) 


Price 

v.8. 

First 

Quality 

$3.35 pens s Emperor 


s’ Em 
1.95 Children’s mpress,3-Buckle 
2.15 Children’s Empress, 4-buckle 
Regular Weight White Fleece Lining 15 
cents extra 


IDEAL 


(Light, 2-Buckle, Jersey Cloth Snow- 
Excluders) 
$2.15 Women’s 
1.95 Misses’ 
1.75 Children’s 


FINE SPECIALTIES 
Packed in Cartons 
URBAN 
(Fine Light Arctic, Jersey Cloth) 


$1.90 Men’s 
1.45 } fa s 
1.25 Misse 

1.10 Children’ - 


STORM ALASKA 
(High Front Snow = een Light Jersey 


$1.40 Men’s 
1.15 ae 8 
1.05 M 

-85 Unildren’ + 
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STORM, ROLLED EDGE—U. S. 
a, ROLLED EDGE— 


(In Cartons) 
Net Price 
U.S. Para 
outie p— 
1 10 $0 of Men’s 
-90 .85 Boys 
1% «478 Youths’ 
.80 .76 Women’s 


-72 .68 Misses’ 
.63 .60 Children’s 


DEFIANCE, ROLLED EDGE—U. S. 
ANVIL, ROLLED EDGE—PARA 
(In Cartons) 

$1.10 $1.08 Men’s 
.90 85 Boys’ 
177.78 Youths’ 
.80 .76 Women’s 


-72  .68 Misses’ 
-63  =.60 Children’ ~ 


HEAVY STORM—SERVICE HEEL 


(In Cartons) 
(U. S. BRAND ONLY) 

$1.00 .... Men’s 

.80 .... Boys’ 

"67 .... Youths’ 

-70 .... Women’s 

-62 .... Misses’ 

.53 .... Children’s 

DEFIANCE—U. S. 
ANVIL—PARA 


(Sandal, in Cartons) 
$1.00 $0.94 Men’s 
-80 .75 Boys’ 
-67 .63 Youths’ 
-70 .66 Women’s 
-62 .58 Misses’ 


53 .50 Children’s 
U. 8S. Brand made with Service Heel 


HEAVY RICHMOND—SERVICE 
HEEL 


(Self-Acting Sandal, in Cartons) 
(U. S. BRAND ONLY) 


"67 112. Youths’ 
HEAVY NORWOOD—SERVICE HEEL 


(Croquet, in Cartons) 
(U. S. BRAND ONLY) 


90.78... - omer! S 
a «ces Ee 
ae «se * Children’ a 
U. S. Para 
STORM KENSINGTON 


(High Vamp, Rain Protector, in Cartons) 
$1. ss $0.94 Men’s 

8 -75 Boys’ 

ot -63 Youths’ 


-70 .66 ss s 
.62 .68 M 
53 .50 Children’ s 
U. S. Para 
RICHMOND ACTON 


(Light, Self-Acting Sandal, in Cartons) 
$1. $8 $0.94 Men’ 8 
75 Boys 


ys 
< 87 °63 Youths’ 


U. S. Para 
PURITAN STANDISH 
Light, Self--Acting Clog, in Cartons) 


$1.00 $0.94 Men’s 


U. S. Para 
NORWOOD DORCAS 
Net Price . 
U.S. Para - 
Quality Quail 
in Cartons) 


$0. 4 $0.68 es . 
:53 “50 Children’ S 


63 
FOOTHOLDS 
(U. S. BRAND ONLY) 
$0.55 .... Women’s 
-65 .... Women’s Croquet 
.60 .... Women’s Storm 
U. S. Para 
STORM KENSINGTON 
(Ankle Strap) (Ankle Strap) 
$1.10 $1.04 Men’s 
-90 .85 Boys’ 
-77  .73 Youths’ 
-80 .76 Women’s 
-72 .68 Misses’ 
.63 .60 Children’s 
U. S. Para 
STORM KENSINGTON 
(Fleece) (Fleece) 
$1.38 $1.16 Men's 
1.03 Boys’ 
90 85 Youths’ 
93 87 Women’s 
-79 .74 Misses’ 
-70 .66 Children’s 
U. S. Para 
NORWOOD DORCAS 
(Fleece) (Fleece) 


$ 


i) 


-93 $0.87 Women’s 
-79 .74 Misses’ 
-70 .66 Children’s 


we rypery HEEL 
U. §S. Brand ht weight specialt 
goods furnished wit service heel (rolled, 
extension heel), when so ordered, without 
extra charge. 


ZEPHYR WEIGHT 
Men’s and Women’s Gum Shoes, U. 8. 
Brand, made Zephyr Weight—when so 
ordered — plain heel only — without extra 
charge. 


MISCELLANEOUS GOODS 


U. S. BRAND—RED SOLE LINE 
GAITERS 


al 


"70 Men’s Portland, 6-Buckle 

05 Men’s Portland, 4-Buckle 

75 Boys’ Portland, 4-Buckle 

45 Youths’ Portland, 4-Buckle 

65 Men’s 2-Buckle Gaiter 

30 Boys’ 2-Buckle Gaiter 

05 Youths’ 2-Buckle Gaiter 

10 Women’s 2-Buckle Gaiter 

90 Misses’ 2-Buckle Gaiter 

70 Children’s 2-Buckle Gaiter 

Rolled Edge 15 cents extra 

Railroad Sole 20 cents extra 


ARCTICS 
4 Men’s Arctic 


45 Youths’ Arctic 
50 Women’ s Arctic 
30 Misses’ Arctic 
13 Children’s Arctic 
05 Men’s Snow Excluder 
Rolled Edge 15 cents extra 
Railroad Sole 20 cents extra 


PATROL SHOES 
-35 Men’s Patrol Defiance 
-85 Men’s Patrol Storm 
.35 Men’s Patrol Hi-cut Sandal 
-15 Boys’ Patrol Defiance 
-15 Boys’ Patrol Storm 
00 Youths’ Patrol Defiance 
00 Youths’ Patrol Storm 


SHOES 
SEMI-ROLLED EDGE 
se ee HEEL CONSTRUCTION 


Price 

$1.10 Men’s Heavy Storm 
-90 Boys’ Heavy Storm 
-77 Youths’ Heavy Storm 
'80 Women’s Heavy Storm 
-72 Misses’ Heavy Storm 
-63 Children’s Heavy Storm 

1.10 Men’ 8 ay 
-90 Boys’ De 
77 Youths’ Defiance 
-80 Women’s — 

Misses’ De: 


72 

63 Children’s Defiance 
1.10 Men’ _ seavy Richmond 

.80 Wom FR Rae orwood 

-72 Misses’ Hi 

68 Children’s Heavy Norwood 

Ankle Straps 10 cents extra 

(Continued on page 65) 
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RIGHT PRICES- RIGHT STYLES - RIGHT SERVICE 


BOOTS «4 OXFORDS 


For Immediate Shipments 




















No, 486. Price $3.75 
No. 353. Price $3.75 

Cocoa Calf Oxford, Imitation Tip, 

White Fair Stitch, Imitation Welt, 

11/8 Rubber Heel, Princess Last. A 

to D. 


Patent Jazz Oxford, Plain Toe, Good- 
year Welt, 7/8 Heel, Sport Last. AA 
to D 


No. 896. Price $4.75 


Nine Inch Black Kid Lace 


Kid Tip, Goodyear Welt, 11/8 Heel, 
Princess Last. A to E. 


No. 897—Same style in Brown Kid. . 
No. 489. Price $3.25 . Price $5.50 No. 782. Price $4.00 
Patent Three Buckle Strap, Imitation 
Black Scotch Oxford, Tip, Goodyear Tip, Goodyear Welt, Princess Last, 
Welt, White Fair Stitch, 7/8 Rubber 11/8 Heel. AA to D. 
Heel, Sport Last, Black Rinex Sole. A No. 439—Same in Black Kid. 
to D. Price $3.75 


WIRE YOUR ORDER TODAY 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager FP. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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OLD ELM—SUPER QUALITY GOODS 
Net 
Price 
$5. 25 Men's Hip 
5.25 Men’s Sporting 
4.35 Men’s Storm King 
3.50 Men’s Short 
3.10 Men’s High Bootee 
2.80 Men’s Low Bootee 


DUCK AND EAGLE BRANDS 
RUSSIAN RUBBERS 


RED FLEECE LINED, SELF ACTING 
(In Cartons) 

RUSSIAN SELF ACTING STORM 
AND SELF ACTING KENSINGTON 
Net Price 

Duck Eagle 

$1.28 $1.20 Men's 
1.08 1.02 Boys’ 
.95 .89 Youths’ 


1.02 .96 Women's 
. 88 .83 Misses’ 
.79 .74 Children’s 


RUSSIAN RICHMOND AND ACTON 


$1.23 $1.16 Men’s 
1.03 .97 Boys’ 

-90 .85 Youths’ 
1.02 .96 Women’s 
.88 .83 Misses’ 

.79 .74 Children’s 


RUSSIAN SELF ACTING NORWOOD 
AND SELF ACTING DORCAS 


$1.02 $0.96 Women's 
.88 -83 Misses’ 
.79 .74 Children’s 


U.S. BRAND—ST. NICK BOOTS 


(Red Leg—Christmas Cartons) 
Net 
Price 
$2.85 Misses’ Storm King 
2.35 Children’s Storm King 
2.25 Misses’ Short 
2.00 Children’s Short 


U.S. BRAND—-WHITE AND TAN 
GOODS 


(Packed in Cartons) 


White or Tan 
Net 
Price 
$0.95 Women's Storm 
.87 Misses’ Storm 
.78 Children’s Storm 
.95 Women’s Norwood 
.87 Misses’ Norwood 
78 Children’s Norwood 
85 Women's Storm Foothold 
.80 Women’s Croquet Foothold 
80 Women’s Foothold 


Tan Only 
1.35 Men's Patrol Storm 
1.35 Men's Patrol Defiance 
U.S. BRAND—DISPATCH SANDAL 
(Hi-Cut Sandal, Tan Upper, Gray R. R. 
Sole) 
$1.50 Men's, British 
1.30 Boys’, British 
1.15 Youths’, British 
U.S. BRAND—ACID BOOT 
$4.00 Men’s Short Acid, Rubber Lined 


U. S. BRAND—FIRE CHIEF BOOTS 
(Extra Large Stiff Leg and Stand Loop) 
$5.25 Men's Storm King Duck 

1.65 Men's Storm King Gum 

1.35 Men's Short Duck 

}.75 Men's Short Gum 


U. S. BRAND—FIRE FIGHTER BOOTS 


(Regular Size, Stiff Leg and Large Loop) 


$5.25 Men’s Storm King Duck 
>» Men’s Storm King Gum 
. 5 Men’s Short Duck 
.75 Men’s Short Gum 


DUCK BRAND—BODY BOOTS 
(Knit and Fusion Lining) 





$10.00 Men’s Body Boots 
Felt Lining 35 cents extra 
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U. S. AND EAGLE BRANDS 


BOOT SHELLS—FOR LEATHER 
SOLING 
(Knit and Fusion Lining) 
Net Price 
U.S. Eagle 
$4.25 $4.00 Men’s Hip Gum Shells 
4.25 4.00 Men’s Sporting Gum Shells 
3.50 3. 29 Men’s Storm King Gum Shells 
2.75 59 Men’s Short Gum Shells 
“Felt Lining 35 cents extra 


U. S. BRAND—CRUISER 
(Super Quality) 
Net Price 
$4.25 Men’s Red 


U. S. AND EAGLE BRANDS— 
SPECIAL OVERS 
(No Heel—Rolled Edge—High Cut—For 
Felt Boots) 

Net Price 
US. Eagle 
$0. = $0.89 Women’s 

.80 Misses’ 
e .71 Children's 


U. S. BRAND—MOTORMEN’S 
GAITERS 
(Cloth Lace Gaiters, Heel, Rolled Edge) 


Net Price 
$3.35 Men’s 


. BRAND—COWBOY GOODS 
(Cashmerette Upper, Railroad Sole) 
$3.25 Men’s Cowboy Railroad Portland 


2.85 Men’s Cowboy Railroad 2-Buckle 


Gaiter 
25 Men’s Cowboy Railroad Snow Excl. 
10 Men’s Cowboy Railroad Arctic 


U. S. BRAND 
HEAVY SIX-BUCKLE GAITERS 


Net 

Price 

$3.75 Men’s 6-Buckle Railroad Walrus 
8.55 Men's &-Buckle Walrus 

3.75 Men's 6-Buckle Railroad Portland 
3.55 Men’s 6-Buckle Portland 


U. S. BRAND—STURDY LINE 
(4-Buckle Cashmerette Gaiters—In Cartons) 


$2.65 Women’s Sturdy 
2.25 Misses’ Sturdy 
2.00 Children’s Sturdy 


U. S. AND EAGLE BRANDS 
SPECIAL ARCTICS 
(Gray Fleece Lined—Coarse Sole) 
Net Pe 


U.S. 
$1.35 $1" 27 Women’s 


U. S. BRAND—AUTO BOOT 
(White Fleece Lined—Silk Laces) 
a 
$3.50 Women’s 


U. S. BRAND 
FIVE AND SIX-BUCKLE EMPRESS 
(In Cartons) 


$3.35 Women’s 6-Buckle 
2.85 Misses’ 6-Buckle 
2.40 Children’s 5-Buckle 


U. S. BRAND—MARATHON LINE 
EXTRA QUALITY SHOES 


(Semi-Rolled Edge—Service Heel—Velvet 


Finish—In Cartons) 
Net 
Price 
$1.20 Men’s 
1.00 Boys’ 
.85 Youths’ o 
.90 Women’s “ 
.80 Misses’ - 
-70 Children’s “ 
.20 Men’ 8 Defiance 
1.00 Boys’ 
85 Youths’ = 
.90 Women’s “ 
80 Misses’ bas 
70 Children’s “ 
Ankle Straps 10 cents extra 


EVERSTICKS 


Storm 
“ 


_ 


$1.00 Men’s 
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U. S. BRAND—FOOTHOLDS 
(In Cartons) 
$.59 Women’s Dainty Foothold 
72 Men’s Foothold 
U. S. BRAND—RED ROB ROY 
(Super Quality—Gray Solc) 
$3.80 Men’s Rob Roy, No Heel, R. E. 
4.00 Men’s Rob Roy, Heel, R. E 
U. S. BRAND—EVER-DRY GAITER 
(3-Buckle—All Rubber) 
$2.25 Misses’, British 
1.95 Children's, British 
U. S. BRAND—PEERLESS GAITER 
(Close Fitting, 4-Buckle, Jersey Cloth) 
Designed for wear over Oxfords 
$3.00 Women's, Plaza, Eton 
U. S. BRAND—HIGHLAND GAITER 
(Heather Cloth Top—Four Buckle) 
$3.00 Women’s, Plaza, Eton 





s..R. NEWTON 
Who represents, the Emerson Shoe 
Co. in Kentucky and Tennessee 





Photo by White 
A. E. KUHLEEN 


Treasurer Boston Retail Shoe Sales- 
men’s Association and Salesman at 
T. B. Mosely Co.’s store 
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The Heel That Adds a Finishing Touch 

. / 

ARMORTRED HEELS—look well—wear better - 

ARMORTRED HEELS—add character to many shoe lines i 

of 

ction M 

d B b ° The newest addition to ~ 

Armortre AO1€S the QUABAUG tribe. : 
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These ARMORTRED Short Sole ana Heels have he | 

same character and quality as ARMORTRED Heels lin 

Sa 

Co 


uabaug Rubber Co., no. Brookfield, Mase. 





January 7, 1922 





BOOT AND SHOE RECORDER 


Meet the National Officers 


A. L. Puffer, Newly Elected President of B. S. 'T. A. 
in Ring 


A L. PUFFER, recently elected 
e vice-president of the Boston 


Shoe Travelers’ Association, which 
places him on the National’s Board of 
Directors, assures that organization 
of much activity for the coming year. 
Mr. Puffer has always been a genuine 
live wire on all the committees to 
which he has been appointed, but par- 
ticularly so on sports, a baseball fan 
in the extreme, and with his “pep” 
he has always—as a rule—made the 
salesmen’s team the victors. 

“Bert” is best known as salesman 
for the Smaltz, Goodwin Co. of Phil- 
adelphia, makers of women’s fine 
shoes. His general bearing and good 
personality particularly adapt him 
for this high grade type of merchan- 
dise, as he is both refined and strictly 
correct.in dress and conduct. He is 
a companionable fellow—as is at- 
tested to by the host of friends he can 
always muster—but like every other 
mortal, he has a few “vices,” the most 
prominent of which is his devotion to 
his car. We are not sure whether it 
is a Cadillac or a flivver, but we do 
see him running about in regular style 
all over New England’s roads in sum- 
mertime. And “Bert” never boasts of 
the number of miles he can make on 
a gallon of gas. 

“AE” is a quiet sort of a fellow, 
but at all times the perfect gentle- 
man, who adds comfort and dignity to 
the traveling shoe salesman’s fra- 
ternity. 


Aftel Travels for Wolf 


George Aftel, who made the Holters 
line prominent in the South, is now 
covering the same territory for the 
Sam B. Wolf Shoe Manufacturing 
Co., Cincinnati. Mr. Aftel’s territory 
includes Tennessee, Alabama, Ken- 
tucky and large cities of Ohio. He 


has a host of friends in the trade and 
they all wish him well in his new con- 
nection. 


Salesmen Love A Joke 


Shoe salesmen must have a story 
even if it is about hard luck in booking 
orders when business is dull. Here is 
one. The salesman called on a re- 











CHARLES AUER 
Eastern Representative of P. Sullivan 


€ Co., with office at 560 Marbridge 
Building. Mr. Auer is a big business 
getter 








tail merchant. The merchant insisted 
he didn’t wish to look at the samples. 
He didn’t want to place orders any- 
way at present. The salesman pro- 
ceeded to unpack. The merchant re- 
monstrated several times. Then the 





salesman declared, “You don’t need 
to look at them. I want to look at 
them myself. I haven’t seen them for 
two weeks; everywhere I have dropped 
in the dealer has told me that same 
stuff you are putting over.” 


Brockton Assembled At 
Washington 

There was a rather singular in- 
cident noticed two weeks before 
Christmas in Washington, D.C. Neo less 
than seven shoe salesmen representing 
Brockton district firms were in that 
city at the same time, showing their 
goods in sample rooms to retail mer- 
chants of the city, and four. of these 
salesmen were showing shoes in -four 
sample rooms on the first floor of the 
Metropolitan Hotel. These four men 
were D. Frank Quigley, representing 
the Conrad Shoe Co., who had room 
108; Edward L. Rankin of Slater & 
Morrill, Inc., South Braintree, room 
107; Edward T. Shipp of the Field & 
Flint Co., room 111, and John J. 


, Whalen of Barney, Capen & Denham , 


Co., room 113. Another showing shoes 
at the Metropolitan at the same time.’ 
was Daniel McGerry of the Poole & 
Johnston Co. 

At the same time also there were 
located at the Harrington Hotel with. 
sample lines C. S. Marshall of .the 
C. S. Marshall Co.. and Gould S. 
Pitcher of the* Thompson Bros. Shoe 
Co. 
Brockton was very well represented 
apparently at the ¢apital city. 


R. A. T. S. S. After Members 


At the last regular meeting of the 
Rochester Association of. Traveling 
Shoe Salesmen, Fred Brill, President, 
outlined. a membership campaign and 
appointed as team captains, Clarke B. 
Rowley and Jack Castle, who are to 
organize sizes and conduct a cam- 
paign to get every traveling shoe 
salesman living in or near Rochester 
enrolled in the R. A. T. S. S. 

On Tuesday, January 3; the election 
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THE BEST BET FOR 
A QUICK TURNOVER 














































No. 137—Gun Metal Calf yay Three Strap, Center 
eel, AA, 4-8; A B, 8; 


Brass B 1 H 4- , 3-8; 2 
No. 12G—Silver Cloth “Vincent” One Strap, 16/8 Louis ie ge erences dtraenAlininetharadineimaline 
Peves ee ee eee nov oodirese 87.08 No. 135—Black Patent Leather Shirley P33 Strap, Brass 
PTTTETTTTTTPTT LTT . Center Buckles, Cuban Heel, AA, 4-8; 3-8; B, 2%-8: 
C. 





“Every Shoe a 
Business Builder” 








No. 1%1—Black Patent Leather Three Strap with Black 
Suede Saddle, Junior ts Heel, wor erforation on 
Vamp. AA, 4-8; A, 3-8; , 2%-8 2-8. Price. .$6.00 
No. 132—Black Suede ome tng with Black Patent 





Leather Saddle, Miamond Perforation on Vamp, Junior lows ’ 
es END GD GTR, BeBe cvccccscccccescccces 87.00 
No. 138—Squirrel Gray Suede 


Vogue St we Fu 
Louis Heel. AA, 4-8; A, 3-8; B, ees 2-8. Price, 
86.50 
Deliveries January 15th. 
No. 139—Same as above with Junior Louis Heel. Price, 


86. 
Deliveries January 15th. 


These styles are the most in demand. Each one will 
be found a producer of profitable trade for you. To 
omit any one of these models from your stock would 
be a mistake. We suggest an assorted order today. 
The very best materials and workmanship are clearly 





No. 130—Biack Satin C. 8. One Strap, like above. 

PICO ccc ceccccccccccccseeeececssseesseseesesees $5.25 ; 

Wo. 130—iack Kid G. 8, One Strap, Perforated Strap revealed in these values. Buy what the other fellow 
nes: ogy yl ge rei eT doesn’t have. Order early—now. 


HopKINS AND ELLIS HAVERHILL, MAss. 
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of officers for the coming year was 
held. 

The following men are now con- 
ducting a lively campaign. For 
President: Jim Beatty and Gustave 
Schaube. 1st Vice President:: Don 
Carhart and Frank Rice. 2nd Vice 
President: Jack Berna and Frank 
Cahil. 8rd Vice President: Clayton 
Hultgren and “Pop” Kittridge. 4th 
Vice President: Ben Blythe and 
Frank Shafer. Secretary: Fred M. 
Wright and Clarke B. Rowley. Treas- 
urer: Jack Castle and M. P. Marston. 


Off For Chicago 


The members of the Boston Shoe 
Travelers’ Association, as well as 
those of the Southern Shoe Travelers’ 
Association, held a meeting on Decem- 
ber 28 to see what would be the roster 
of their Chicago Convention party. 
About ten members from these two 
associations will attend the N. S. R. A. 
Convention at Chicago, January 9-12, 
after which they will hasten to Phil- 
adelphia to attend the N. S. T. A. 
Convention of January 16, 17 and 18. 
These are truly convention days. 


Naugel and Hume on Road 


G. F. Naugel and Thomas Hume, 
sole and heel representatives of the 
United States Rubber Co., left Boston 
the first of the year, en route for 
Philadelphia, for the purpose of doing 
sales promotion work with the retail 
shoe merchants on Uskide soles and 
Spring Step Rubber heels. These 
men will remain in Philadelphia about 
all of the month of January. Just 
before starting on this trip, Mr. 
Naugel made a call at the RECORDER 
office. Said he: “I believe that retail 
merchants appreciate the United 
States product more than ever” 


Barton in Chicago Head- 
quarters 


After January 1, S. O. Barton, who 
has had a long association with the 
manufacturing and distributing of 
men’s fine shoes, is to represent the 
factories of Rice & Hutchins, Inc., 
producing their highest grade of 
men’s shoes, with headquarters at 
Chicago. 


Lovell With T. D. Barry 
Line 
E. H. Lovell has rejoined the sales 
force of the T. D. Barry Co. and will 
cover the large city trade. He has a 
strong campaign mapped out with a 
snappy line of new samples and is 
going out to make new records on his 
already high-grade reputation. “Ed” 
is one of the best salesmen who goes 
out of New England. 
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Cincinnati Electing Officers 


At the last meeting of the Cincin- 
nati Association of National Shoe 
Travelers, the nominating committee 
for the selection of the two tickets 
preparatory to the election of new 
officers for 1922 was chosen. This 
committee is made up as follows: 
William Hennessey, Al Willey, Claude 
Orr, Edgar Peck, George Schuette 
and M. F. Thompson. This committee 
is to separate and make up the two 
tickets. It has been authoritatively 
stated by one of the present in- 
cumbents that William K. Harrison, 
now vice president of the organiza- 
tion, is slated for the next secretary, 
succeeding Frank Weber, who has 
been such a faithful worker for many 
terms of office. 


Delegates to Philadelphia 


The delegates from the Cincinnati’ 


Association to the Annual Convention 
of the National Shoe Travelers, at 
Philadelphia, Jan. 16, 17, 18, are J. 





OPTIMISM! 
NINETEEN TWENTY-TWO! 


Once more I greet you ev-ry where; 
Promising plenty here and there 
To those who place their trust in me, 
I’m sure good luck will follow thee. 
My theme is ever of the best, 
Insures a better business. 
So here’s to all, be of good cheer, 
My wish for a Happy New Year. 
Pass it along. 
—By A. E, Oldaker, Director of 
Publicity, “Shoe Hygiene,” 
Jacobs & Thatcher Co. 











Jaffe, Frank Weber and William Har- 
rison. 

The Cincinnati Association is leav- 
ing no stone unturned in its activities 
favoring Frank Weber for the next 
National Vice President. 

The headquarters for the Cincinnati 
Association of National Shoe Trav- 
elers is now at Club Rooms of the 
Cincinnati Shoe & Leather Club. 


Ed. Hughes, Sr., Convalesc- 
ing 

Ed Hughes, Sr., traveling for the 
Bettmann-Dunlap Co., has been con- 
fined to his bed for the past few 
weeks. For a while his illness took 
on a serious nature, but he is reported 
better and will soon be on his feet 
again. 


Ohio Shoe Travelers Active 


At a meeting of The Ohio Shoe 
Travelers’ Association held at its 
Club Rooms Saturday, December 17, 
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it was decided to resume weekly noon- 
day luncheons, at which matters per- 
taining to the welfare of the shoe 
traveler will be discussed. A commit- 
tee composed of P. W. Smith, J. E. 
McLeod and C. R. Maxwell was ap- 
pointed to arrange for these luncheons. 

It was also decided to hold an an- 
nual informal dance in the near 
future. Harlan Rhoads, R. S. Van 
Sickle, J. L. Reed, Jr., R. V. Hartman 
and Geo. A. Campbell were appointed 
a committee in charge of dance. 

J. J. Kaltenbrun, A. V. Holbrook 
and Geo. A. Campbell were appointed 
on the Publicity. Committee. 

At this meeting it was voted to 
make a donation of $50.00 each to the 
Big Newsies and the Santa Claus Club. 

Through the aid of local shoe manu- 
facturers The Ohio Shoe Travelers’ 
Association donated 300 pairs of new 
shoes to the Santa Claus Club, which 
were distributed among the needy. 

In addition to this many of the 
members devoted much of their time 
in aiding the Santa Claus Club in its 
Christmas work. 


Bournard’s New Salesman 


Edward H. Turner, formerly with 
J. Lesser & Co., is representing the 
Bournard Shoe Manufacturing Co., 
Inc., of Brooklyn, in New York State 
and the Middle West. N. Weiner, son 
of the President, A. Weiner of the 





Good Humor A Business 
Asset 


An asset in business is habitual 
good humor. May it be feigned? 
We think not. It is either there or 
it is not. But it may become a 
habit. Being a mental condition, 
the mind may be so trained as to 
promote it in spite of the annoy- 
ances which come in the day’s 
work. Even sound health is not 
necessary to the preservation of 
that pleasant disposition which 
goes by the common name of good 
humor. 

The vital point about good humor 
in business is that it is “catching.” 
That’s why the drummer greets 
the retailer with a funny story. He 
wants to get his mind right first. 
Every salesman who can give a 
deft touch of good humor to every 
transaction will hold his customers 
and increase them. Sullen moods 
have no place in successful affairs. 
(Chicago Journal of Commerce.) 











Bournard Company, is covering the 
South and West and metropolitan 
shoe district.of New York. The offi- 
cers of the organization, in addition 
to A. Weiner, President, are C. H. 
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We'll Be Blowing Our Horn at the Show With the Most 


Complete Line of 


HIKING, SPORT 
RECREATION 


Shoes tor Young Women, 


Misses’ and Children 


NEW PRICES 
NEW STYLES 


OUR BOOTH NUMBER—YOU’LL KNOW IT WHEN YOU SEE IT 








NEW SERVICE 
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Jacobs, Secretary, and P. Berkowitz, 
Treasurer. 

Salesman Turner writes: “I have 
some very wonderful style novelties, 
with which I expect to have a very 
successful season.” 


Joseph Ceviak With 
Edmonds 


Joseph Ceviak will sell Edmonds 
Foot Fitters in Chicago and nearby 
territory. Mr. Ceviak has for some 
time represented Harsch & Chapline 
in this territory. He is well ac- 
quainted with the trade. In his 
opinion the outlook for business in 
men’s medium high grade shoes is 
quite good. Merchants are pretty 





JOSEPH CEVIAK 


Who travels Chicago and nearby 
territory for Edmonds Shoe Co. 


well cleaned up and are playing close 
to lines that can be sized up quickly. 


“Don’t Sell Junk” 


Albert E. Hents, one of the Lewis 
A. Crossett Co. salesmen, has put into 
verse the expression of his aversion to 
the lower price trend and the ab- 
normal tendency to sacrifice in so 
doing the reputation for quality which 
the retail shoe merchants have been 
for years building. For a sign, he 
sarcastically suggests the following, 
under which his thoughts on the sub- 
ject follow: 





JOHN DOE JUNK SHOE SHOP 








“Don’t change your sign, 
Nor trade in punk. 
‘Let the Junk-men 
Sell the Junk.” 
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“Don’t change your sign 
And peddle rot, 

"Cause ‘John’ is dead 
But knows it not.” 


C. H. Barton, who has charge of the 
delegation attending the national con- 
vention at Chicago, reports that he 
is making good progress. He is now 
endeavoring to make arrangements so 
that the cars of the Rochester and 
Syracuse delegations can be con- 
nected with the same train which will 
carry the Buffalo delegation to the 
convention. 





CHARLES E. WILSON 


Editor of the “Live Wire Bulletin” of 
the Indianapolis Shoe Travelers’ Asso- 
ciation, who writes in his December 
edition: 
SMILES NEVER TIRE 

Do you realize that we get tired of 
almost everything under the sun ez- 
cept smiles? That’s a fact; we get 
tired of eating, tired of drinking 
(sometimes), tired of dancing, tired of 
washing, tired of playing. But was 
there ever yet a person who tired of 
seeing a face illumined with a happy. 
kindly, understanding smile? We be- 
lieve not. It is said that it takes the 
combined operation of 65 muscles to 
produce a frown, but only 13 to pro- 
duce a smile. So for the sake of 
efficiency, then, if for no other reason, 
we ought to smile instead of frown. 
It’s less work, and it’s easier on the 


ace. 

All things come to him who waits; 
but here’s a rule that’s slicker: The 
man who goes for what he wants will 
get it all the quicker. 

“The Live Wire” wishes our mem- 
bers and the members of all other shoe 
trade associations many happy new 
years. 

Mr. Wilson represents the Arthur A 
Williams Shoe Co. 





A Lace That May Be Shortened 


A new sort of a lace may be 
shortened to any length that is de- 
sired. It is of the tubular style 
and has a tip which consists of a 
brass tube having a screw point. 

To shorten the lace, unscrew the 
tip, push the tube down over tlie lace 
to the desired length, clip off the end 
of the lace and screwing on the point, 
the lace is all tip and ready for use. 
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Better 
Children’s 
Shoes 


Mothers come to your 
store almost every day 
seeking better shoes for 
their children. Have you 
ever noticed how carefully 
they examine the soles of 
shoes you sell? They want 
shoe bottoms that will 
stand up under the skuffing 
and kicking which boys and 
girls indulge in. 


You will notice a pro- 
nounced increase in sales of 
the children’s shoe depart- 
ment if you insist upon 
having Rock Oak soles on 
all the shoes you order. 


Rock Cak P 
Trade Mark Reg. U. 8. Pat. Of. 


Shoe merchants and buy- 
ers will find that the “Rock 
Oak” stamp of quality on 
their shoes will bring 
happy-faced mothers and 
fathers to their store every 
time their children need 
footwear. 


For over four decades 
“Rock Oak” sole leather has 
met the exacting test of 
shoe buyers in all parts of 
the country. 


Insist on this superior 
shoe bottom on your next 
order. A trial will con- 
vince you that it pays. 


The AMERICAN 
OAK LEATHER 
~ COMPANY 


Cincinnati 
Cmicago St. Louis Boston 
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BROCE 


For MEN SHOE 


BIG SEASON AHEAD 


FOR 
SPORT SHOES 












No. 2307—Smoked Elk Sport 
No, 1455—Tan Scotch Grain Oxford, Russia Calf Apron 
Sport Oxford, Mahogany Apron and Back Stay. Golf Rubber 
and Back Stay, Golf Rubber Sole and Heel (unlined pat- 
Sole and Heel. Aberdeen Last. tern). Haig Last. 


Here are two winners in these popular shoes for sport wear. The coming Spring and Summer 
will see more of these shoes worn than ever before for Golf, Street and Outing Shoes. Order 
NOW and be ready when the call comes. 


Poole & Johnston, Inc. 


BROCKTON, MASS. 
(Campello Sta.) 


Boston New York Chicago 
183 Essex Street 433 Marbridge Bldg. 407 Security Bldg. 
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GRIFFIN GRIFFIN 
STERLING 7 LOTION CREAM 
SHOOKIT Complete Shoe Shining Outfits that SHOOKIT 


Fer Bleck Shoes contain really practical equipment, 
Including Polishes, 


For Tan or Brown Shoes 


CONTAINING , CONTAINING 
» Mestie Seelinn Boonton. Real Bristle Wood Back Brushes and © thin Cains ees, 
1 Box Sterling Paste. Daubers and Polishing Cloths. A sure- Bristle Polishing Brush. 
; — — Brush. fire seller for your findings case—and 1 Bristle Dauber. 
1 Canton Flannel Polishing a wonderful value—tastefully cased. {1 Canton Flannel Polishing 
Cloth. Cloth. 


$9.00 Per Dozen $9.00 Per Dozen 


There are no better or better known dressings for all shoes than Griffin 


GRIFFIN MANUFACTURING COMPANY, Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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Wear the Correct Shoe 
for Each Occasion 


N advanced style in a gentleman’s Good- 
year Welt dress boot with Diamond 
Brand Fast Color Eyelets. 


1G Fett cqve Oe ab \ am 0) (6) am Dy '4-) (<1 a Ore ent er-tehy 


Boston, Massachusetts 
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This Stamp Signifies 
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WORKERS UNION 














union) amp 


Factory 








That shoes bearing it are made in factories 
in which the principle of Collective Bar- 
gaining is recognized. 

That Employer and Employees have Vol- 
untarily agreed to arbitrate all disputes 
that cannot be mutually adjusted. 


That neither Strikes nor Lockouts shall 
take place in any factory where this Stamp 
is used. 


That the rights of both Labor and Capital 
are recognized and that Industrial Peace 
between Employer and Employees shall 
prevail. 


TO THE SHOE RETAILERS OF THE UNITED 


STATES: 


If you believe these conditions of industry to be worthy of 
your support, when ordering footwear from your manufacturer, 


ask for this Stamp on sole, insole or lining. 


Boot and Shoe Workers’ Union 


COLLIS LOVELY, General President 
246 Sumner Street, Boston, Mass. 





CHAS. L. BAINE, General Secy.-Treas. 
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for Infants 


WE have a splendid assortment of infants’ 
all silk socks for immediate or Spring de- 
livery. 


They come in white and solid colors or in 
variegated colors with fancy tops. 





The price is $12.00 a dozen on size 7, Rise 
50c, Fall 25c. In assortments centering on size 
7 the price is $12.00 


Emery 6 Beers Company, nc. 


Sole Owners,and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET NEW YORK 
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Bankers Predict Gradual Business 


Improvement 


Opinions Are Practically Unanimous and Spirit of Con- 
servative Optimism Is Ripe in the Land— 
Fundamental Conditions Better 


HE first week of the new 

I year finds business generally 

imbued with that spirit of 
conservative optimism .which has 
been gaining a foothold for itself for 
the last several weeks. There un- 
doubtedly is a healthier undertone 
and, while an excessively rapid return 
to prosperity is not anticipated, 
nevertheless, business is on the up- 
grade. 

In this connection it is interesting 
to note the attitude of bankers in 
various parts of the country. Bankers 
are notably conservative in their 
views at all times. The very nature 
of their business makes them so. And 
yet, in response to letters sent out by 
the Boot AND SHOE RECORDER, there 
have been received replies showing 
clearly that better times are antici- 
pated. 

Says W. Irving Bullard, vice-presi- 
dent of the Merchants National Bank 
of Boston: 


Speculative Stocks Liquidated 


“I believe the widespread encour- 
agement as to business prospects for 
1922 is well justified. The world has 
just passed through one of the most 
drastic readjustments of business and 
financial conditions it has ever experi- 
enced. Fundamental conditions are 
healthier to-day than at any other 
time since 1914. The banks have freed 
themselves from the terrific strain of 
credit expansion to which they were 
subjected a year and a half ago. Stocks 
of goods which were accumulated sim- 
ply on the basis of the wild dreams of 
speculators have been liquidated. 
Prices of practically all important 
commodities have been reduced to a 
point where buyers can operate with 
some feeling of safety. The war de- 
vastated countries of Europe, for the 
most part, are getting back to work, 
and are exchanging goods for goods 
instead of goods for credit. The ex- 
perience of the past year and a half 
has taught or should have taught 
most of those groups of people who 
compose our economic organization 
that permanent prosperity can be se- 
cured only by giving service for value 
received. Wage earners have discov- 
ered that in the long run they suffer 
by reducing production and forcing 
undue advances in wages. Business 


Than Since 1914 


houses that were born of the abnor- 
mal prosperity of 1919-1920, but who 
had no solid foundation of experience 
or ability have been largely driven 
out of existence. Wildcat financial 
schemes which were floating on the 
wave of the unbounded optimism of 
boom days have dropped out of sight, 
and investors to-day are, for the most 
part, looking for safety rather than 
big returns regardless of risk. 


Foundation Laid for Recovery 


“The readjustment, of course, has 
been painful. It has entailed great 
suffering on the part of millions of 
wage earners who have been out of 
employment and terrific losses by 
business organizations that have been 
forced to contract operations. But 
this unprecedented curtailment of in- 
dustrial operations has helped to re- 
duce stocks of goods and to bring 
about more quickly a normal balance 
between supply and demand. In brief, 
the foundation has been laid for a re- 
covery in business. There are still 
unsolved problems. Russia is still 
the great sore spot of the world. The 
uncertainty about German repara- 
tions, the continued widespread fluc- 
tuations in German exchanges, the 
need of certain foreign countries for 
further credit before these countries 
ean fully recover their economic in- 
dependence, the disparity between 
prices of agricultural commodities 
and many manufactured goods due to 
the high wages paid industrial work- 
ers, and the high costs of transporta- 
tion largely due to high wages of 
railroad employees are among the 
factors which will tend to retard 
business improvement. 

“Viewing the situation as a whole, 
however, I feel that the business man 
and banker can look ahead with cour- 
age.” 


Prices Adjusted in Many Lines 


Similar views are held by F. O. 
Watts, president of the First Na- 
tional Bank in St. Louis, who says: 

“Business conditions at present are 
much better than a year ago. Liqui- 
dation has proceeded. Prices have 
been in many lines adjusted, and in 
other lines the process is proceeding 
in satisfactory manner. Failures, 
considering the enormous strain, 


have been surprisingly few. Improve- 
tmhent will probably not be as rapid as 
many assume or hope, but if, as is 
promised by present conditions, it is 
continuous though slow, the final re- 
sults for business may well be better™ 
than if sporadic and speculative im- 
provements should occur. 

“There is nothing in the present or 
prospective money conditions which 
will act as a bar to industrial activ- 
ity.” 


Must Watch European Finances 


The influence of European condi- 
tions is stressed by Edward W. Lane, 
president of the Atlantic National 
Bank of Jacksonville, Fla. 

“It is the consensus of opinion that 
business conditions are gradually im- 
proving,” he writes, “but normalcy 
will never be reached until the differ- 
ent nations of the world are properly 
financed. It is my opinion that the 
next step after the successful termi- 
nation of the disarmament conference 
will be an international monetary 
commission for the purpose of work- 
ing out a financial plan for the vari- 
ous countries of the earth. 

“Money will, no doubt, be cheap 
during the coming year, therefore, 
the supply will be quite sufficient to 
encourage business to proceed with 
confidence. The above statement jus- 
tifies the conclusion that all worthy 
enterprises will receive financial aid 
to the extent of their legitimate 
needs.” 


Restoration Is Gradual 


And on the last day of the year, as 
if in direct response to the hopes of 
business men, we find the following 
statement issued by the Federal Re- 
serve Board at Washington: ' 

“Comparison of the year-end re- 
ports this year with those for 1920 
demonstrates a continued upward 
movement of business and indicates 
gradual restoration of normal condi- 
tions. This is in spite of the fact 
that the month of December, which 
is normally a period of comparative 
slowing down or transition, has wit- 
nessed, as is usually the case, some 
recession from the higher levels of 
preceding autumn activity of busi- 
ness. Chief importance is usually as- 
signed at the close of the year to the 
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Where to Buy 


Women’s Shoes 




















THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


& In Stock Specialists of 
, ~ - 
ROS 


Women’s Shoes, Party 
Slippers and Novelties, 


Write for Catalogue 
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Special in Medium and 
. AVGH GRADE 
6 Ol SLIPPERS 
dll stylas made of Dometic and 


Imported Satin Brocadesand Metal Cloth. 
$2.25 per pair and up 
























No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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holiday trade, emphasis being rather 
on the side of distribution than on the 
side of production. This intensified 
demand serves to bring into actual 
use the goods produced in the earlier 
industrial period. The holiday trade 
is thus a test of the soundness of the 
preceding business activity. Reports 
from the various Federal reserve dis- 
tricts covering more than one-half 
the month of December show that de- 
mand this year in the eastern dis- 
tricts has registered an increase run- 
ning as high as 10 per cent over that 
of 1920, while in other districts the 
situation is pronounced satisfactory. 
Manufacturing lines, although slowed 
down because of lessened seasonal de- 
mand, generally report a fairly satis- 
factory condition. 

“Nevertheless, a lack of forward 
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orders still testifies to the uncertainty 
with which the prospects of the com- 
ing months are regarded by many 
firms. Freight rates continue as a 
disturbing factor, due to the belief 
that reductions already announced as 
affecting some commodities may be 
much more widely extended in the 
near future. 

“The relatively lower prices which 
have been realized both for cereals 
and for cotton have proved discourag- 
ing to trade in the agricultural dis- 
tricts, and have also resulted in re- 
tarding the process of liquidating 
frozen loans representing past ad- 
vances of credit. 

“Wholesale prices are showing in- 
creased stability. Unemployment 
conditions, on the whole, are but little 
changed from those reported a month 

” 


ago. 


BOSTON 


After-Christmas Business Brisk 


A Few Clearance Sales—Merchants’ Shelves 
Pretty Clean—All Eyes on N. S. R. A. 
Chicago Convention 


HE retail shoe stores of Boston 

opened their doors Tuesday, 
Dec. 27, on a good business which 
has continued up to the present 
time and with every indication of the 
continuance of a similar condition 
throughout the year. Some mer- 
chants felt that trade might be a bit 
dull following the very good holiday 
trade, but they were pleasantly dis- 
appointed. The public did not seem 
to lack money—they converted into 
merchandise their Christmas cash 
presents; the college girls who were 
home for the holidays decided that 
they would need a new shoe wardrobe 
for the winter, and the public in gen- 
eral bought freely on party slippers, 
high shoes, overshoes, heavy oxfords, 
and wool stockings. The cold snap 
which commenced in real earnest the 
latter part of December added to the 
consumer’s buying impulse. 

There have been a few clearance 
sales and these will be followed by 
others as January and February ad- 
vance, but a general survey reveals 
the fact that the shoe merchants of 
Boston have kept their shelves well 
cleared of unsalable goods and are 
really up to the minute on merchan- 
dise, ready to take advantage of 
whatever their study of the style 
and service demand prompts them to 
buy. 

All Aboard for Chicago 


Much interest is being shown in 
the N. S. R. A. Convention. Enslyn 
Gardner, Executive Secretary of the 
Massachusetts Retail Shoe Merchants 
Association, announces the roster for 
special Pullman, 335 of the Wolve- 
rine, leaving Boston at 2.10 p. m. 


to-day, as follows: William H. Mor- 
gan, President of the Retail Shoe 
Salesmen’s Association, of Hanan & 
Son; A. Saunders of Butler’s Shoe 
Department; V. Drainville of Bou- 
cher-Tetu, Woonsocket; A. H. Howe 
and one other member of the Walk- 
Over Shoe Shops; R. A. Studley of 
Rice & Hutchins, Inc.; Eugene B. 
Ward of Morse & Haynes, Spring- 
field; F. W. Small of Gilchrist’s Shoe 
Department; A. P. Beauchemin of T. 
S. Childs & Co., Holyoke; B. C. Geuls- 
ton, General Manager of Dr. A. Reed 
Cushion Shoe Store; H. R. Terhune, 
Manager of Dr. A. Reed Cushion Shoe 
Store; A. Silverman of Hovey & Co. 
Shoe Department; F. L. Blaisdell, 
Manager of Shoe Division of Wm. 
Filene’s Sons Co.; I. H. Morse and 
W. E. Wood of I. H. Morse’s, Lowell; 
W. C. Goodwin of Fitchburg; D. F. 
Sullivan, Fall River; A. J. Laythe, 
Clinton; H. E. Hagan, President of 
the Massachusetts Retail Shoe Mer- 
chants Association; W. J. Walsh; H. 
F. McNeil, and F. E. Porter of 
Thayer McNeil Co.; W. W. Willson; 
R. Boucher of New Bedford; W. C. 
Roose, and Messrs. Hilliard and Cun- 
ningham of the Beacon Shoe Store, 
Manchester, N. H. This enterprising 
bunch of live-wire merchants will ar- 
rive in Chicago on Sunday, Jan. 8, at 
three o’clock in the afternoon. 

The Rice & Hutchins Orgoniza- 
tion will be largely represented at 
Chicago. Representatives from all 
the factories will be on deck includ- 
ing at least three of the superintend- 
ents. Also the active heads of the 
various American distributing houses 
will be in attendance including 
Messrs. Thomas, Tuttle, LaMotte, 
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Colvin, Jackson, Francis, Brown, 
Macfarlane and Morfit, or their repre- 
sentatives. The home-office will be 
represented by Harold P. Smith of 
the General Sales Department. Also 
John Cunningham, Harry Miller, 
Weston Morrison and James Gorman 
of the sales department. 


Merchants Meet Jan. 25 


On Jan. 25, the Massachusetts 
Retail Shoe Merchants Association 
will hold a big meeting at the Boston 
City Club, at which those members 
who were not fortunate enough to be 
able to get away from their stores to 
attend the National event at Chicago 
will receive the full benefit of the in- 
formation secured from those who 
attended. 


Crooker Writes from Hongkong 


Writing from Hangkong, Harry W. 
Crooker, the Boston shoe manufac- 
turer who is making a circuit of the 
world, makes the following report to 
the New England Shoe and Leather 
Association: 

“We have had a wonderful trip to 
Hongkong. Trade conditions in 
Japan, China and the Philippines are 
very poor, and there is no prospect 
of doing any amount of shoe business 
in the Far East. In South China 
they have only about 30,000 white 
people—men, women and children, 
while Canton alone has over 2,000,000 
population, and by far the larger por- 
tion are barefooted. They do need 
American leather. 

“This city is wonderful. Our hotel 
is up near the docks on the water 
front. Back of us the land runs up 
to 1200 feet, with beautiful build- 
ings all the way up. We have visited 
Yokohama, Tokio, Kobe and Nagasaki 
in Japan, Manila in the Philippines, 
Shanghai, Hongkong, Canton and 
several other cities in China. We 
sail from here for Singapore, then 
to Penang and Rangoon in Burma, 
and on te Calcutta. 


In Wholesale Shoe Circles 


The wholesale shse houses have 
finished taking their inventories and 
new models have arrived and will 
continue to come into these establish- 
ments in large numbers during this 
month. Wholesalers have not yet 
fully decided on their entire run of 
spring lines and it is probable that 
considerable buying will take place 
at the Chicago Convention. 

The John F. Travers Shoe Co. has 
some new models which include a one 
strap in patent and kids; also a 
staple line of black and tan calf and 
kid oxfords; another sample in a tan 
horse hide golf shoe had an apron in 
dark brown calf and carried Duflex 
soles and heel. The heels on the new 
models were 8/8, 10/8 and 12/8. This 
company, which has been in business 
about a year, reports a very satis- 
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factory business. Said Mr. Travers: 
“I do not believe in lowering the 
quality for the sake of price—‘Keep 
up the quality’ is our slogan. We 
have a McKay line in men’s and 
women’s which the retail merchant 
can sell for $5.00, and a welt which 
the merchant may sell for $7.00.” 


Men’s $5.00 Shoe 


Speaking of $5.00 shoes, the Wallace 
Shoe Co. in its new men’s store has 
a special at $5.00 in a gunmetal, 
Spring Step heel, heavy half double 
sole, good insole and counter. 


Repair Business Good 


Although there was a slight lull 
in the shoe repair business around the 
Christmas holidays, this has not 
changed the status of the general 
situation, which is reported as good. 
Some of the repairers report that the 
well-to-do folks are still having their 
old shoes repaired. It has also been 
said that during more prosperous 
days, many of the poorer people 
bought three or four pairs of high 
grade shoes at a time, which they had 
not completely worn out when the 
shortage of money overtook them and 
these people found that it was less a 
hardship on their purses to have shoes 
repaired than it would be to buy new 
ones. 


New Sales Room 


On Jan. 4, the Briggs-Hutchin- 
son Co., with factory at Lynn, had 
on display at its new sales room 
samples representing a complete line 
of spring and summer footwear. The 
very newest suggestions, as well as 
staples, at reasonable prices, are be- 
ing shown. 


Boot and Shoe Ladies’ Night 


The annual ladies’ night banquet 
of the Boston Boot and Shoe Club 
was held at the Copley Plaza on 
Dec. 28. The principal speaker 
was Congressman Fred S. Purnell of 
Indiana. Mr. Purnell urged all to 
fight the spirit of unrest and anarchy 
which has of late manifested itself on 
the part of radicals, for the most part 
from other countries. 

“We must also hold back the on- 
slaught from other lands, as we are 
doing to-day. It is hard to shut the 
door that has always stood for oppor- 
tunity, but until we can teach Ameri- 
can ideals to the throngs who have 
come among us we cannot risk allow- 
ing any more persons filled with the 
ideas prevailing in Russia to-day to 
enter our gates. 

“This situation cannot be met with 
the passing of a law; it will take the 
support and endeavor of every Ameri- 
can citizen to combat it.” 

President Oliver M. Fisher 
presided, and among the guests was 
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Where to Buy 


Women’s Shoes 

















WOMEN’S McKAY 


Slippers and Boots 
of Character 
HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Gend for Catalogue 
MAID-RITE FELT SLIPPER 00., 


Ine. 
35 York St., Brooklyn, N. Y. 














Women’s Turn 


Haverhill, Mass. 
Boston Office 
Rice Bidg. Reem 406 


E. A. & M. C. Witherell Ce. 


Manufacturers 






Boots and Slippers 














FERN é & POOR CO., Inc. 


acturers 
sachin Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 




















Phillips-Cram Corp. 
Makers of 


276 River S., Haverhill, Mase, 









Women’s Turn 
Slippers 


207 Hooen Street 








Where toBuy °y| 
| Ballet Slippers 




















Ballets in Stock 
—K 


1D— 
Childs 8%-11..$1.25 
ys. 1:30 





Haverhill, Mass. 
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| Where to Buy 


Women’s Shoes 

















Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 








wa Harding Shoe Co., Inc.=- 


Makers of Women’s Turn Shoes Speciale- 
ing in High Grade Novelties 


NEW YORK BOSTON 
D. F. Mellen 215 Besex St. 
Bernard L. 


Factory 
—__ayerhill, Mas: — 





WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 





172 Washington St. Haverhill, Mass. 














Where toBuy 


Shoes at Auction 





|< ——— 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustrations 
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George W. Brown, vice-president of 
the United Shoe Machinery Corpo- 
ration. During the dinner the Boston 
Philharmonic Orchestra, assisted by 
the Ladies Singing Ensemble, ren- 
dered classical and popular music, 
and general dancing concluded the 
program of the evening. 


Copeland in New Field 

Harry C. Copeland, shoe salesman 
at the Tremont Street Walk-Over 
Shop, severed his connection with the 
store on Dec. 31, and on Monday, Jan. 
2, started for Washington, D. C., in 
the interests of the Boston Retail 
Shoe Salesmen’s Institute, where he 
will do promotional work. He will 
then travel the entire South, South- 
west and Middle West, interviewing 
merchants, and if his stay in the 
various cities so warrant, forming 
study classes. 


Shoe and Leather Class 

The 1922 shoe and leather class of 
the Boston Continuation School is to 
commence its twelve weeks’ course 
on Monday, Jan. 9. For more than a 
decade this useful and necessary edu- 
cational institution in the shoe trade 
has been in successful operation. 

It was established by the New Eng- 
land Shoe and Leather Association in 
co-operation with the Boston School 
Committee, and these two bodies have 
worked together harmoniously in con- 
nection with this enterprise ever 
since. 

The sessions will be held at the 
Continuation School headquarters, 25 
La Grange Street, Boston, on Monday 
and Friday afternoons from 3.30 to 
5.30 o’clock. 

James W. Dyson, the competent in- 
structor, will again be in charge. 

Included in the course of instruction 
are the fundamentals of tanning, shoe 
manufacturing, shoe and leather dis- 
tribution, and the essentials of ma- 
chinery manufacturing, last making 
and other important departments of 
the allied trades. There will also be 
instructive visits by the class to near- 
by shoe factories, tanneries and hide 
and leather warehouses. 

The privileges of the class are open, 
free of charge, to young employees of 
every branch of our industries who 
reside in Boston, and for those living 
outside of the city at a nominal fee 
of $10. The class is open to both 
sexes. The active co-operation of the 
trade, both in furnishing pupils from 
their organizations and in inviting 
the class to visit their plants, is great- 
ly desired. 

Names of employees can be sent to 
James W. Dyson, Boston Continuation 
School, 25 La Grange Street, this 
city. 

The support of this class is one of 
the things necessary to the mainte- 
nance of New England’s standing as 
a shoe and leather center. 

It has the cordial indorsement of all 
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of the leading representatives of our 
allied shoe and leather industries in 
this vicinity, including men _ like 
Messrs. J. Franklin McElwain, Harry 
I. Thayer, Frank R. Briggs, Elisha W. 
Cobb,. Fred B. Rice, John S. Kent, 
Elmer J. Bliss, Alfred W. Donovan, 
Herbert T. Drake, Albert N. Blake, 
James A. Brophy, Frank S. Farnum, 
Charles C. Hoyt, Oliver M. Fisher, 
Edwin P. Brown, Harry W. Crooker, 
Cecil Q. Adams, Arthur C. Heald, 
Willis R. Fisher, Arthur W. Welling- 
ton, L. H. Downs, Edwin P. Holmes, 
George Hutchinson, Major Frank H. 
Briggs, and many others, not a few 
of whom have lectured before the 
class. 


New Children’s Line 


A line of children’s shoes under the 
brand of Magnolia has just been in- 
troduced to the trade by Rice & Hutch- 
ins, Inc. It is a very moderately 
priced, full vamp, welt shoe, made in 
infants’, children’s, growing girls’ 
and misses’ sizes, in black and tan. 
It is a very interesting line and tak- 
ing hold very well—there seems to be 
considerable demand for this shoe. 


Approved by Y. W. C. A. 


The Growing Girls’ Educator Shoe 
made by Rice & Hutchins, Inc., has 
recently been approved by the Na- 
tional Board of the Y. W. C. A. for its 
400,000 members. 

George A. Moore, former Chicago 
agent for Frank W. Whitcher Co., 
severed his connection with that com- 
pany in November to go into an en- 
tirely different line of business. C. 
Stanley Cotton, who has been with the 
Whitcher Company for many years, 
having grown up in the business, has 
been advanced to the position of Chi- 
cago agent at 161 West Lake Street, 
Chicago. 


Christmas Cheer 


There were many Christmas tree 
parties held in the various leather and 
shoe houses of the city the week be- 
fore holiday. 

One bright and happy spot on Lin- 
coln Street, Saturday, Dec. 24, was the 
office of Rousmaniere-Williams Com- 
pany. Following their usual custom, 
they had a regular old-fashioned 
Christmas party for their office staff 
and employees. 

The whole store was well lighted 
and a large table, set with luncheon 
dainties, was spread, with white- 
aproned waiters ready for the guests. 
A brightly lighted Christmas tree 
was surrounded by a company of 
happy young people, while others were 
at the piano playing and singing 
Christmas carols. About sixty were 
present and Christmas gifts distrib- 
uted to all, from the office boy up to 
the heads of the business. Dancing 
followed and everybody was happy. 
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A spirit of cheerfulness and optimism 
filled the air at the merry party and 
is regarded by the firm as a splendid 
forerunner for happiness and pros- 
perity during 1922. As happy as any 
of the others, Mr. Gage, Mr. Lapham, 
Mr. Harrington and their assistants 
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enjoyed the party thoroughly,. and 
gave the atmosphere of that institu- 
tion a touch of a happy family at a 
Christmas reunion. 

The A. C> Lawrence Leather Co. 
held its Christmas tree party on Sat- 
urday afternoon, Dec. 24. 


HAVERHILL 


At Chicago Style Show 


The Artistry of Haverhill Shoe Designers and 
Manufacturers Will Be Effectively Shown 
at N. S. R. A. Convention 


VERY manufacturer of Haver- 
K hill-made footwear is banking 
heavily on the business which is 
expected to develop at the Chicago 
Style Show. Exhibitors among the 
Haverhill trade are quite numerous, 
while many others not exhibiting are 
showing their lines at hotels and 
sample rooms in Chicago. The fact 
that merchants are in need of goods 
for the spring season is an important 
item in the calculations of local manu- 
facturers. As to style development, 
considerable uncertainty exists up to 
the last moment. Just what will be 
the big seller in women’s novelty foot- 
wear for the spring and summer sea- 
son is yet to be determined. Haver- 
hill manufacturers have prepared a 
variety of practical novelty styles, 
some of which will undoubtedly meet 
with popular favor. Living models, 
appropriately attired, will display 
various styles of Haverhill-made shoes 
during the show. This footwear 
represents the most artistic efforts 
of Haverhill designers and manufac- 
turers. 


Gray a Popular Shade 


Suede and kid in gray effects are 
receiving favorable consideration 
from Haverhill manufacturers in 
their spring style showings. Gray 
had a big run last year, and may be 
due for a comeback in the opinion of 
some manufacturers. At all events, 
it will be brought before the mer- 
chants as a worth-while purchase. 


Chicago Exhibitors 


Among the Haverhill manufac- 
turers who will exhibit at the Chicago 
Show are: C. K. Fox, Inc., Hannah- 
sons Shoe Co., Hazen B. Goodrich & 
Co., Hopkins & Ellis, Herman E. 
Lewis, Inc., Emery & Marshall Co., 
Rickard Shoe Co., Claremont Shoe 
Co. Several of these concerns will 
be represented in the “Correct Cos- 
tume Revue” showing their shoes on 
the feet of the models on the big run- 
way. A large delegation of Haverhill 
shoe manufacturers and salesmen will 
be present at Chicago regarding it as 


a wonderful opportunity to meet and 
greet socially, aside from business 
considerations, scores of their cus- 
tomers and hundreds of visiting mer- 
chants in general. 


Progress on Wage Adjustments 


Decisions in regard to wage nego- 
tiations, which have been progressing 
for several weeks past between the 
Haverhill Shoe Manufacturers’ Asso- 
ciation and the Shoe Workers’ Pro- 
tective Union, are well along toward 
completion. The Adjustment Board 
has its work well in hand regarding 
the prices to be paid in the various 
departments of Haverhill shoe fac- 
tories. One decision which has al- 
ready been announced is that govern- 
ing the price list for outside cutters’ 
weekly wages. This has now been 
established at $44—a reduction of $1 
for a 45-hour week. Cloth cutters are 
reduced from $45 to $42.50 per week, 
and trimming cutters from $35 to 
$32.50. This reduction is the smallest 
that has been made in the readjust- 
ment of the price lists. The Massa- 
chusetts State Board of Conciliation 
and Arbitration recently fixed 93 
cents per hour for cutters employed 
by the week. 


New Shoe Factory Completed 


F. E. Adams Shoe Company’s new 
plant in the nearby town of Seabrook, 
N. H., is now complete and ready for 
occupancy. It takes the place of the 
building destroyed by fire last year. 
The Adams company, which is now 
making shoes at Newburyport, will 
continue at the latter location until 
after the Easter rush is over, when 
it will remove to and permanently 
locate in the Seabrook plant. 


Wood Heel Makers’ Wages 


The Haverhill Wood Heel Manufac- 
turers’ Association ask the wood heel 
makers to accept a reduction in wages 
averaging 20 per cent. The Wood 
Heel Makers’ Union represents ap- 
proximately 1700 operatives, ém- 
ployed in about 20 factories. 
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Where toBuy 


Men’s Shoes 














HERBERT ©. GLEASOR. GEORGE © GL LASON. 
THE 
JOHNSJFON RPHY 
<I” SHOE 
one AND FACTORY NEW YORK OFFICES 
vea 29-20_w, <2"? ST, 








‘THOMPSON BROS .SHOE ( 
FINE SHOEMAKERS 
BROCKTON 














Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 





















anove Alt “FOR MEN WHO CARE 
TO DRESS WELL” 

A Sample Order for 
a Pair or a 

will 


T. D. BARRY CO. 
BROCKTON, MASS. 




















Gentlemen’s. 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 




































































Where to Buy | 


Men’s Shoes 
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PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
tor.ownery of Tiade Mork Pullman’ 
DULL CABERETIV 162 a doz. 

+182 
Colorr Black and Brown 
- sizes 3 to/lin Stock 


, GUSTIN CO. 


ww das New York 








Send for 
For Men cis 
Manufactured by 
Le Crease Boot and Shoo Mig. Ca. 
La Cresso, Wiccensin 





~ 











Cnt ant 


(oof a, 


Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 























Carried z= Stock 
Men’s and Boys’ Nailed and Welt 
Boston Sales Office, 15 High St. 
ARTHUR WILLIAMS SHOE CO. 


Holliston, Mass. 











Where to Buy 


| Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Frank Dudley, of D. T. Dud- 
ley & Company, manufactur- 
ers of slipper ornaments, has 
purchased Charles Dudley’s interest 
in that business and is now the sole 
owner. This concern, which is one 
of the oldest in its line in the United 
States, was established in 1873 in 
Haverhill by A. J. and D. T. Dudley. 
Frank Dudley entered the concern 
as a young man forty years ago, 
and has for thirty-one years been a 
member of the firm. The original 
location of the concern was directly 
across the street from where it is 
now located and where the business 
has been conducted for the past 
twenty-five years. 


Good Business Forecast 

G. Herman Pulsifer, who has been 
making a business trip across the con- 
tinent in the interests of Dalrymple- 
Pulsifer Co., maker of shoe ornaments, 
writes to the Haverhill Gazette from 
Vancouver, British Columbia. He 
says that in the Far West optimism 
prevails and that the farmers in the 
great Northwestern wheat country 
are feeling much encouraged over the 
markets for their crops. Regarding 
Canada as a manufacturing center, 
Mr. Pulsifer says that the United 
States must look to her laurels if 
she expects to sell goods in that coun- 
try in the future. Many concerns in 
the United States, he adds, must have 
factories on the Canadian side in order 
to hold their trade across the border. 
Mr. Pulsifer, who is now in southern 
California, will not return East until 
the middle of January, making a stop- 
over in Chicago to attend the Shoe 
Style Show in that city. 


New Factory Signs 
On each side of the new building 
occupied by Witherell & Dobbins Co., 
manufacturer of women’s turn and 
welt footwear, have been placed large 
signs bearing the concern’s name. 
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One faces the county bridge and 
River Street, where there is a con- 
stant stream of traffic during busi- 
ness hours. The other is opposite to 
the railroad tracks, where it can be 
seen by hundreds of travelers daily. 
President Phil English, Jr., of the 
concern, is a firm believer in publicity, 
local as well as general, and the new 
signs on the factory are the latest 
development of his ideas. 


Manufacturer Purchases Building 


Louis Gorevitz of the shoe manu- 
facturing firm of Wright, Gorevitz 
& McNamara, has purchased the fac- 
tory on River Street formerly owned 
and occupied by the S. & S. Shoe Co. 
A unique feature of this purchase is 
that it offers an opportunity for 
several small shoe manufacturers to 
lease factory quarters all equipped- 
and ready for production. 


White Shoe Orders 


Manufacturers are rece:ving some 
excellent orders for women’s white 
footwear in anticipation of early 
spring delivery. Patterns wanted are 
mostly plain or strap oxfords or 
pumps. White canvas is a popular 
material owing to its practical adap- 
tation and comparatively low cost. 
White kid calf, new buck, are also 
ordered. 


Shoe Man Also a Sleuth 


Through a tip given the Cincinnati 
Association of Credit Men by F. E. 
Humphreys of the Rice & Hutchins 
Cincinnati Company, two crooks from 
Eastern Kentucky were recently cap- 
tured in Louisville. This pair had 
been operating in Kentucky, Indiana 
and Southern Ohio with stolen ex- 
press orders for several months. 
They will now get a long rest at 
hard labor. A number of shoe houses 
were included among their victims. 


BROCKTON 


Orders for the Spring Season 
An Unusual Demand on High Shoes for 
Spring—Sport Shoes Are Strongly 
Featured 


HE beginning of January sees 

a considerable improvement in 
orders which are coming into 
Brockton factories from retail shoe 
merchants. Salesmen who are calling 
on trade in the various cities of the 
Middle West are especially optimis- 
tic on the spring business which will 
be forthcoming this month. A feature 
of spring orders now being received 
is the call for high cut shoes. So many 
oxfords were sold for fall and winter 
wear that there seems to be a reac- 
tion on the part of merchants on 





their spring orders. High shoes 
seem to be in more demand than 
usual at this time of the year. 
Later, oxfords will undoubtedly have 
their innings on the light weight 
leathers suitable for spring and sum- 
mer wear. 


“Cheerful” Footwear 
In all lines of samples of both 
men’s and women’s welts produced at 
Brockton factories and shown at the 
Chicago Style Show, as well as by 
salesmen at Chicago and elsewhere, 
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sport shoes play an important: part. 
Brockten manufacturers are _ thor- 
oughly committed to the idea that they 
will make and sell more sport foot- 
wear, both for men and women, the 
coming season, than ever before. They 
believe new records will be established 
everywhere that Brockton shoes are 
sold. Tan and black, and tan and 
green combinations are the features 
of sport footwear, with other color 
combinations and plain white or tan 
following. Fibre soles will have a 
leading place. Rubber heels, which 
fit in so well with sport footwear, will 
be in active demand. Patterns, while 
fairly plain, nevertheless have varied 
color effects, thereby avoiding dull- 
ness. “Cheerful footwear’ is a 
motto which merchants may well cul- 
tivate the coming season. According 
to present indications they are plan- 
ning te do so. 


Manufacturers at Washington 
Hearings 


President John S. Kent of the 
Brockton Shoe Manufacturers Asso- 
ciation has been in Washington the 
past week attending the hearing be- 
fore the Senate Finance Commission 
in relation to the pending tariff bill. 
Other members of the committee of 
which Mr. Kent is a member have been 
in attendance. An effort has been made 
to convince the Senate commission 
that the shoe and leather industry 
must continue to have free hides and 
a small duty on shoes, else its pros- 
perity will be seriously affected and 
the cost of footwear to the consumer 
noticeably increased. 


Merging Leather Interests 


Max E. Wind, manufacturer of cut 
soles, has merged his interests with 
those of the Lakeview Counter Com- 
pany, both of Brockton. The new 
concern, to be known as the Wind 
Insole and Counter Company is capi- 
talized for $100,000. The concern 
will continue the sole leather busi- 
ness of Max E. Wind and will spe- 
cialize in insoles and counters. About 
150 people will be employed. 


Cooperating With Merchants 


Vice-President George H. Leach of 
George E. Keith Company, tells, in a 
recent issue of “Printers’ Ink,” a 
story of the remarkable, successful 
and highly developed dealer co-opera- 
tion plan in marketing “Walk-Over” 
Shoes. So completely is the com- 
pany’s identity merged with that of 
its dealers that while many of the 
shoe buying public in a town are un- 
familiar with the name of George E. 
Keith Co., they all recognize “Smith’s 
Walk-Over Store” as a regular part 
of the community. 
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Not Chain Store Proposition 


The more than 6000 stores where 
“Walk-Over” shoes are sold are not 
chain stores in the accepted sense of 
the term. In general the policy of 
the George E. Keith Company, is one 
of co-operation, not control of the 
merchant. Credit for this co-operative 
plan is largely due to the personality 
of the late George E. Keith, of the 
Walk-Over Shoe business. The poli- 
cies which he laid down are being 
continued by his successors. All of 
the consumer advertising bears the 
name of the dealer. Merchants are 
given exclusive territory and except 
in the large cities, there is but one 
“Walk-Over” store in the town. The 
inducement for the merchant to con- 
tinue purchasing ‘Walk-Over” Shoes 
is practically confined to the prestige 
of the trade mark, the opportunity 
to be known as a Walk-Over store and 
the merchandising assistance re- 
ceived from the George E. Keith Co. 


Centennial Souvenir Book 


Brockton’s Centennial, celebrated 
June 12-18 last, has passed into his- 
tory, but it will always live in the 
memory of those who witnessed the 
big event, as well as in the memory 
of their descendants, through a book, 
entitled “Brockton and Its Centen- 
nial,” published by the City of Brock- 
ton, Mass., and prepared by Rev. 
Warren Prince Landers, Editor. This 
book contains the chief events of 
Brockton as town and city—1821-1921 
—and the organization and story of 
its one hundredth anniversary. 

The committee on the Centennial 
Book were: Merle S. Getchell, Chair- 
man; Text and Illustrations, Warren 
P. Landers, Chairman, Suzanne Cary 
Gruver and Frank H. Whitmore; Pro- 
duction, William T. Card, Chairman, 
Frank L. Erskine and Harris W. 
Fleming; Distribution, George H. 
Leach, Chairman, Merle S. Getchell 
and William D. Thomas. The book 
contains 200 pages and is well illus- 
trated. 

Mayor Roger Keith, of the George 
E. Keith Shoe Co., as Chairman of the 
Central Committee of the Centennial 
stated in part in his appraisal of the 
event, “The observance quickened our 
spirit through memory of the past. 
Our sense of indebtedness has been 
enlarged and our good purposes re- 
newed. The Centennial brought 
pleasure and high educational values 
to the people and added to the fair 
name of our city.” 

The city was personified in the 
Centennial pageant, held on the 
Brockton Fair Grounds, by Mrs. 
Roger Keith. A poem on “The City 
of Peace” by Warren Prince Landers, 
makes a fitting ending to a well-pre- 
pared book. 
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Children’s Shoes 
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Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











‘Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. /tr Catalog 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








Ready to Ship 
Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 


Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
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ROCHESTER, N. Y. 











SOFT SOLES 


A. Wonderful . Line for the 

Wholesaler In Stock—aAll 

leather —— =... 
soles, 









ps. 
NU BABY SHOE CO., East lous, Mass. 
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Standard Shoe Materials 














































MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 
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New England Wood Heel Co. 
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Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass.‘ 






















Colored 
Chrome 
Sides 


Boggs & Cobb, Inc., Boston, Mass. : 























COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 — St. 


Fermerty Weleule ues Supply Ce 











T. W. qonses. Pres. 
W. G. DONALD, Vice-Pres. 
F. BE. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 
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Waterproof 
Leather That 
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tains a Polish 
Creese & Cook Co. $50" St 
Tanneries at Danverseport 
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ARIOUS shoe manufacturing 

and kindred concerns in Brock- 
ton and South Shore district which 
which are represented at the Chicago 
Style Show are: T. D. Barry Co., 
Churchill & Alden Co., George E. 
Keith Co., Stone-Tarlow Co., Whitman 
& Keith Co., Poole & Johnston, Inc., 
Tolman Print, Inc., Dunbar Pattern 
Co. From the South Shore district 
exhibitors include Edwin Clapp & 
Son, Inc., and Alden, Walker & Wilde, 
East Weymouth; M. N. Arnold Shoe 
Co., J. E. French Co. and E. T. Wright 
& Co., Inc., Rockland; Doherty Bros. 
and Avon Sole Co., Avon. 


Bonus for Employees 


The Avon Sole Co., manufacturer 
of “Du-Flex” soles and heels, with 
factory in the neighboring town of 
Avon, distributed as a Christmas 
bonus $3,500 among its employees. 
E. T. Packard, treasurer of the com- 
pany, in a signed card accompanying 
these distributions expressed his ap- 
preciation of the interest shown by 
the employees in their work during 
the past year. 
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Stay Company Incorporates 

The Brockton Stay Co., which has 
been doing business ‘in Brockton since 
1873, has incorporated under Massa- 
chusetts laws with capital of $50,000. 
The incorporators are Elmer W. 
Walker, Cecil R. Carleton, Florence 
M. Holmes, all of Brockton. The 
Brockton Stay Co., which began busi- 
ness in this city forty-two years ago, 
has since that time made several 
changes and enlargements in its fac- 
tory locations. The present location 
has been occupied for the past ten 
years. No changes are contemplated 
in the conduct of the concern, which 
maintains business relations with 
many shoe manufacturing houses. 


Formed New Corporation 


The Wind Insole & Counter Co. has 
been organized with a capital of 
$100,000, combining the interest of 
Max E. Wind and the Lakeview 
Counter Co. of Brockton. Officers 
and incorporators are Max E. Wind, 
president and treasurer; Peter A. 
Lynch and A. S. Horowitz, vice-presi- 
dents: Miss R. A. Ganley, clerk. 


ROCHESTER 


Excellent Christmas Trade 


Cold Weather Stimulates Sales on Seasonable 
Goods—Shoe Merchants Leaving 
for N. S. R. A. Convention 


WEEK of real Christmas 

weather did much to stimulate 
business on seasonable goods. 
Felts, which up to the week before 
Christmas were moving _ slowly, 
jumped into the foreground with the 
coming of real Christmas weather 
and practically all the merchants on 
Main Street report that their sales 
on this type of footwear equaled or 
surpassed last year’s record. 

Spats also sold well and merchants 
who featured them in gift boxes re- 
port that they had a big demand for 
them by both men and women. Mer- 
chants who carried hosiery report 
that they did a big pre-Christmas 
business, in silk hosiery, both black 
and in colors, and in innovations such 
as silk and wool mixtures. 

With Christmas over, Rochester 
Shoe Merchants are speeding away 
to the convention of the National 
Shoe Retailers’ Association Chicago 
Convention. “Bill” Pidgeon, Phillip 
Leckinger, and Harry Phelan stated 
at the last meeting of the Rochester 
Retai] Shoe Dealers Association that 
they wouldn’t miss the convention for 
anything and that they had their 
reservations all ready. 


In the Stores 


“Doc” Shields, of the Shields Boot 
Shop reports that December this 
year compares very favorably with 
that of a year ago. In fact, this store’s 
business is ahead of that of last year 
due to the fact that their women’s 
shoe department has been materially 
increased. Stetson Shoes for both 
men and women are featured at the 
Shields Boot Shop. 

The upper Main Street Walk-Over 
store is featuring women’s shoes in 
their window for $5.00. 

William Pidgeon, Jr., has a window 
full of “cleanup” numbers which he 
is selling at the popular and much 
talked of price of $5.00. 


Dinner For Employes 


The sixth annua] dinner of the W. 
E. Tuttle Company, shoe jobber, was 
held December 22, in the clubrooms 
of the Powers Hotel. Covers were 
laid for twenty-three guests. 

The speakers included W. E. Tut- 
tle, president of the company, who 
told of a trip to the Pacific Coast 
a year ago, and W. R. Tuttle, secre- 








int 
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tary, who discussed “Efficiency.” R. 
N. Tuttle, sales manager, was toast- 
master. 

The entertainment program con- 
sisted of a solo by Miss Helen Norton 
and an esthetic dance by Miss Marian 
Lloyd. General dancing following. 


Truthful Advertising Law 


At the request of the Rochester Ad. 
Club, Alderman George B. Hart has 
introduced an ordinance which pro- 
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vides that all advertising done in the 
city of Rochester must conform to the 
standard set down by the Associated 
Advertising Clubs, and it is proposed 
to make false or misleading advertis- 
ing a misdemeanor, subject to a fine 
of $150 or imprisonment of 150 days, 
or both, for each offense. 

The proposed ordinance specifically 
prohibits the advertising and sale of 
merchandise which is defective or has 
become blemished in any way, unless 
so labeled. 


NEW YORK LETTER 


Sport Shoes Make Their Appearance 


The Palm Beach Season Is On—Clearance 
Sales of Evening Slippers 
Have Begun 


NHE first harbingers of spring 
were ushered into the New 
York retail field immediately after 
Christmas. Along with the showing 
of “Palm Beach” attire were plenti- 
ful displays of sport shoes. In sev- 
eral of the Fifth avenue windows the 
initial displays of this type of foot- 
wear appeared to be larger than 
usual. At Lord & Taylor’s a wide 
variety of women’s sport shoes were 
shown, including white fabric trimmed 
with tan or black leather and sev- 
eral medium grey shade buckskin or 
suede oxfords with both wing and 
plain tips and brown and tan leather 
heels. 

Clearances of evening slippers also 
were begun. James McCreery & 
Company offered their entire stock 
of evening slippers at $9.75 and 
$11.75. Indications point to some 
price cutting in this division of the 
shoe trade within the next few 
weeks. 


After Christmas Offerings 


The week following Christmas was 
characterized by a number of im- 
portant sales. John Wanamaker of- 
fered a fairly large number of wo- 
men’s high shoes at $5 a pair. I. 
Miller & Sons began a sale in which 
black patent and satin sandals were 
offered at $10.95 a pair, (a new low 
price) 47 other styles at $8.95 and 
59 more styles at $6.85. The sale 
was held in all the Miller shops. 
Cammeyer’s continued their clearance 
sale in their 34th street store at $6.95. 
Frank Brothers, in their Fifth avenue 
and 27th street and Third avenue and 
58th street stores offered a flat 20 
per cent off. Stewart & Company, 
whose shoe department was estab- 
lished in 1921, offered hand bench 
made shoes at $6.75, reporting former 
values up to $15. This same price 
was offered by Oppenheim-Collins & 
Company for shoes formerly ranging 
from $9, to $12. Former $10.75 to 
$12.75 shoes were offered at $8.50. 

Children’s shoes also were liberally 


offered by several stores at reduced 
prices. 


New Style Features 

In the spring showing strapped 
models still predominate, although 
goring shoes, colonials and opera 
pumps are being featured by some of 
the Fifth avenue merchants. J. & J. 
Slater and Alfred Kohn are “going 
strong” on gorings. Hanan’s has a 
large showing of plain colonials and 
also the velvet tongues. Goring shoes 
are stressed in the Hanan shops, 
which began a sale in all stores, with 
special price offerings on 21,856 
pairs of shoes. Cutouts of al] kinds 
are still shown, some of the newest 
being fairly light shades of brown 
with suede underlays. Velvet rosettes 
set off with brilliant buttons are be- 
ing shown on some of the new patent 
leather goring shoes. 


Allied Shoe Dinner 


Plans for the dinner of the Allied 
Shoe and Leather Industries of 
Greater New York at the Commodore 
Hotel on February 2 are progressing. 
The full committee in charge con- 
sists of Percy Hart, representing the 
retail merchants, chairman; Justus 
Lattemann, representing the Shoe 
Manufacturers Board of Trade; Mr. 
Worsdell, representing the hide and 
leather interests, and C. A. Brand, 
secretary of the Tanners’ Council, 
representing that organization, and 
S. A. McOmber, of Utz & Dunn Com- 
pany, representing the shoe travelers. 
The shoe wholesalers will not be 
represented officially at the dinner 
this year. 


Hart Off For Paris 


Louis M. Hart, president of Cam- 
meyer’s, sails on January 18, on the 
French liner, Paris, for a vacation at 
the Riviera. He expects to be gone 
at least two months. 
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Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 














[ = UNIVERSITY &, | 
nD i 


ECTRorvet FOUR 





Jolman Gumt Inc 


Enoex St Boston 
hentia St Arocktor, 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out thie ad and mail for -—y -y of 
our Special Printing Service 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 





6 Beacon Street Boston, Mass. 











Where to Buy 


Miscellaneous 




















Perfection Pneumatic 
Arch Cushion 


Date? to Prevent 
‘allen Arches 











ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 








The 
cleanser ae 
shoes and fabrics 

LEAVES NO RING 
Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of The B cecker Co. 
Hempstead, N. Y. 
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here to to Buy 
— Ornaments 


FOR BEADED ORNAMENTS 
AND SHOE BUCKLES 


310 FULTON ST. Soin oer 
IF ITS A BUCKLE OR 
ORNAMENT, WE 








DEAE Te) 


ESTABLISHED SINCE 1905 








SHOE BUCKLES 

DETACHABLE STRAPS 

_. SHOE BEADING 

| Staseo METALHARNESS BUCKLES 
FASHION ORNAMENT CO 


5S MYRTLE AVE BROOKLYN NY 
a 


x 
| 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R.I. 








Office— 148-152 Duane Street 




















AN 
a ty PARISIAN BEADING WORKS CO. 
4@& WALNUT STS., PHILADELPHIA 








Shoe Laces. Shoe Cleaner. 


Shoe Ribbon 


Catologue To-D ; 
Qi w.c. ELLIS COMPANY | 


MAVERMMEL . 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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LYNN 
Advance Styles Study 


Suédes and Satins for Spring—Sport Shoes 
for Summer—No Waterproof Soles 
—A New Two-Pair Idea 


FASHION of suédes and sat- 

ins looms up in Lynn, a fore- 
runner of light and dainty footwear 
for women at Easter time. Gray, 
brown and black are the colors. 
Sport shoes are being ordered in such 
numbers that it looks as if half of 
feminine America would play games 
in the great out-o’-doors the com- 
ing summer. 

Boots for next fall are talked 
about, just as a possibility. Boots 
have not sold at all well this winter. 
But, if skirts become longer, shoes 
will become higher. Already are 
Lynn designers experimenting with 
novel types of boots, to be worn with 
skirts that are from five to seven 
inches from the streets. Types of 
these boots, as well as samples of 
light and dainty shoes, and sport 
boots, will be shown at Chicago, as 


well as at the several] big shoe mar- . 


kets. 


Waterproof Soles? 


For a timely topic, there is the 
matter of waterproof soles. A re- 
cent Government bulletin speaks of 
tests of the relative merits of “water- 
proof and non-waterproof soles.” 
Now Lynn cuts up more than 100,- 
000,000 soles annually. But never 
has a sole cutter had a call for 
waterproof soles, especially from a 
maker of women’s shoes. “If the 
walking is wet,” comments one cut- 


ter, “women just put on a pair of. 


rubbers.” 

These observations have more or 
less to do with fashions in feminine 
footwear, for, if women are de- 
termined to put on rubbers, or arctics, 
when the walking is wet, then they 
will continue to buy light and dainty 
footwear proper for the bright and 
sunny days. And when the rain 
comes down, they will wear rubbers. 


Pull Weeds from Fashion Garden 


That there is nothing new in shoe 
patterns is being proved by Sanborn 
of Lynn, Inc., for this corporation is 
gathering at its shop a collection of 
shoe patterns of 50 years, and there 
is no pattern of today, not even the 
most extreme pattern, but what had 
is predecessor in times gone by. 

Now order is a law of progress, so 
why not an orderly array of patterns 
of shoes? Why must a manufac- 
turer buy a host of pattern pieces 
(one Lynn firm has 100,000 pieces of 
patterns in actual use) and why must 
a retail] shoe merchant stock up on 





a host of patterns, all of the same 
size? 

The matter is worth looking into. 
Standardized patterns would make 
the trade too monotonous to be alive, 
but the weeds might be pulled out, 
leaving the flowers to flourish in the 
fields of fashion. 


Stability of Production 


Once more comes up that matter of 
stability of shoemaking in Lynn. A. 
Fisher & Son have been making shoes 
in Lynn for a quarter of a century 
and more. So firmly is their business 
built up that it runs as steadily as 
an eight day clock. A full 50 weeks 
production it had in 1921, pro- 
ducing and shipping shoes at the rate 
of 2000 pairs a day. And there is 
every prospect that it will go steadily 
on its way for years to come. 


Beige Suéde, With Gores 


An Easter style, from the factory 
of George E. Coffin Shoe Co is of 
beige suéde leather, with a beige silk 
goring in the side, and a beige 
covered heel, 18/8 high, of wood. 


Unlined Quarters 


A method of making shoes with 
linings in the vamp, and no linings 
in the quarter, has been devised by 
a Lynner. The shoe is smooth inside, 
for the new method provides for a 
smooth butt seam, where the vamp 
lining is stitched in, and, also, for a 
smooth heel seat and counter pocket. 

Claim is made that shoes with un- 
lined quarters, made by this new 
method, are more flexible, and also 
will wear longer, than will shoes 
made in the regular manner. Yet the 
full lined shoes have stood the test 
of time. 

If shoes are not lined in the quar- 
ter, can they be slipped onto the foot 
in the retail store more quickly than 
can a full lined shoe? Any improve- 
ment in shoemaking that will save 
time in the retail store will be wel- 
come. 


That Custom Look 


Among some buyers, there is a de- 
sire to secure sport shoes, and walk- 
ing shoes, too, that have a custom 
look. This will make the good 
leather in the shoes show up, with- 
out any glitter or gloss that is had 
from the use of dressings and the 
art of treeing. Of course, these shoes 
must be made of leather of quality. 
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Advice to Customers 

“I wish,’ says a Lynn sales 
manager, “that retail merchants 
would tell their customers to wear 
comfort house shoes in their proper 
place. Somehow or other there 
seems to be a notion around that a 
comfort shoe, made for wear in the 
house, can be worn out of doors. So 
they have come back to us with 
claims for allowance, pairs of com- 
fort shoes, that look as if they had 
been worn on a cross-country tramp. 


White Shoes Ahead 


Donn D. Sargent Co. starts the year 
with every machine running in its 
two factories. Not only are they 
making more sport shoes, but their 
run on all white shoes, that is shoes 
with white soles, heels and uppers, is 
record high. 


Two-Pair Sales 


“It seems to me,” comments a sales 
manager, “that many a store will sell 
two pairs of shoes the coming sum- 
mer, instead of one. For instance, 
the store salesman could sell his cus- 
tomer one pair of white oxfords and 
a pair of patent leather strap 
pumps. You know,” he concluded, 
“that shoes are lower in price than 
last season and so many women, who 
hitherto had only one pair of shoes 
a season, will now feel like afford- 
ing two pairs.” 
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New Little Folks Shoe 


A new shoe which the Stevens Soft 
Sole Shoe Co. of Salem is bringing 
out, fits in between “creepers” and 
“first step” shoes. It is for children 
who are trying to stop creeping and 
to stand up and walk. 

This shoe has a double sole of 
chrome leather, double stitched at the 
bottom, which makes a firm founda- 
tion, serving to prevent the foot from 
turning over, when it tries to take 
its first steps, and also helping to 
strengthen the arches and to prevent 
bow legs. 


Creighton’s Christmas Party 


The annual Christmas party given 
by A. M. Creighton to his superin- 
tendents, buyers and heads of various 
departments, was held at the factory 
in Lynn on Friday, Dec. 23. A 
very pleasant afternoon was spent; 
an orchestra furnished music. Songs 
were sung by F. D. Armstrong, Frank 
McDonald and Bob Emmett, two of 
the sales force. A. M. Creighton, as 
has been his custom for many years, 
impersonated Santa Claus and was 
ably assisted by Misses Katherine E. 
O’Donnell and C. E. Robinson. 
Splendid choruses were rendered by 
the entire party, numbering about 
fifty. Special guests were: G. A. 
Creighton, Mrs. A. M. Creighton and 
children. 


BIRMINGHAM 
Alabama News Items 


IRMINGHAM stores presented 

a wide range of styles during 
the holiday season, and most of 
them report good business, with pros- 
pects excellent for the new year. 


W. L. Douglas Shoe Store at 1916 
Third Avenue is one of the largest 
Douglas stores in the South. 


Hirsch’s, at_ 213-215 North Nine- 
teenth Street, feature “Little Wonder” 
shoes for children and recently gave 
a souvenir balloon free with each pair 
of children’s shoes. 


Florsheim Shoe Store, at 203 North 
Nineteenth Street offer exceptional 
values for men and boys at $12, also 
at $10 and $11. 


The Fit-Rite Shoe Store at 1923 
Second Avenue, in the heart of the 
city, show Grover’s shoes for tender 
feet, pay the postage on mail orders, 
show patent kids for ladies at $8.50 
and snappy brogues at $3.85 and $8. 


The Guarantee Shoe Co. has retail 
stores at 1905 Third Avenue and also 
a store at 1904 Second Avenue, Bes- 
semer, Ala. “The Stores of Smiling 
Service.” Recently they furnished a 


school blotter and tablet with chil- 
dren’s shoes; they give popular priced 
values in shoes for the grown ups. 


The U. S. Quality Shoe Store is 
another up-stairs retail shoe store in 
the South, being located on the second 
floor of the Jefferson County Bank 
Building. They have been running 
some neat evening shoes, special 
values, in white kid, black satin, silver 
cloth and gold brocade styles, on Mon- 
days and Tuesdays. 


The Cantilever Boot Shop, North 
Nineteenth Street, is exclusive agent 
in Birmingham for the Cantilever 
shoes, and features the flexible arch 
for the foot. 


Hann, the shoe man at 1917 Second 
Avenue, telling of their good values 
in boys’ shoes, uses this expression: 
“We will sell you the first pair not 
the second—you will buy them.” 





Collins, at 1910 First Avenue, has 
a fashionable shoe retail place in Bir- 
mingham; children’s shoes, black kid 
button shoes, men’s Russia calf 
brogues at $5.75, women’s black calf 
brogues at $7.50, and dainty felt com- 
forts were recent features put before 
their trade. 
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Whereto Buy 


Ballet Slippers 

















ie 


MADE 
ALLETS 
ORDER SAMPLES 


om 
132 W. BROADWAY 
NEw YORK 






326 W.MONROE ST 
CHICAGO |, 
W2 SUMNER SMITH | 








Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, 8-11, $1.88) 4 
on” oe age 27, $1.80 
No. te Ballet, on $1.6; 


ri ie ses: 27, 91.7% 


Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 

















Whereto =| 
Men’s Sho 




















CRAIG - REED & EMERSON INC . 
a 


a ROCKTON MAS 


























[UNION SHOE CO] 
ME N’S WELTS 

BHO Bans poss MASs. 
$1.35 

Men’s Hylo 


socked _. Oxford. 
trown Navy 
Blue. at 61 A 
complete line @ 
Comfort Slippers. 

FREEMAN- THOMPSON SHOE CO. 

Manufacturers Felt ‘‘Comforete’”’ 
St. Paul, Minn. 











: ““Where to Buy” 
: source of knowledge so that he who | 
: runs through these pages may read : 





INFORMATION wien: 


constitutes a: 


—and learn. 
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ASK THE MAN WHO HAS SEEN THEM 


SPORT SHOES 


Wherever you are, it will be necessary for you to sit up and take 
notice of the coming demand for Sport shoes this Spring and 
Summer. 

We have been the leaders in patterns of this nature for sometime. 
For your own good, don’t go too far in covering yourself before 
you look through our line. 


It is the one big line of the country. | 





The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. 


ASK THE MAN WHO HAS SEEN THEM———_ 
———"NAH.L NAaS SVH OHM NVW FHL XSV 











ASK THE MAN WHO HAS SEEN THEM 


UAC CORK INSOLES 


for MEN and WOMEN 









NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 















UNITED SHOE MACHINERY CORPORATION : - - BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE Co. 
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Lacing Hooks for Children’s Shoes 


ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as the 
lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 










OU know how easy it is to sell foot- 

wear that meets the particular re- 
quirements of critical women shoppers for 
their children’s needs. 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “‘lace "em up himself’’! 


ANUFACTURERS can readily your next order and you will 


supply your children’s foot- be certain of meeting the popular 
wear with the handy shoe hook. demand. Insist on having what 
Merely specify shoe hooks on you want! 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 


COONAN 
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Call It What You Will 


Salespower, “Beckoning” Power, Attention Power— 
your window fails to pay its rental unless it develops 
this Power to its highest degree. 


Lyons Fixtures mean MORE POWER to your win- 
dow. They are carefully made in distinct patterns 
to harmonize with any desired decoration; they are 
produced of durable materials; they have the fin- 
ishes that you desire. You won’t appreciate the ex- 
tent of the LYONS line until you have a Catalog; 
give us the pleasure of sending you one. 


MORE POWER means that you will “make Buyers 
out of Passersby”—the LYONS slogan. 


HUGH LYONS & COMPANY 




















b 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER ®. 


CHICAGO, BR cnc dLLINOIS. 
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Crawford Arch-Supporting Shanks 





Help Sales Along 


Aa of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 


right into the shoe—fitted between the inner a 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- nena 
port to the arches and ease to the foot. It Gaetan 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is a 
intended for the foot only. Any appli- es 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. rye i 
° g Co. 
Many people in your city have been dissatis- Puiledsiphis 
fied with arch-supporting appliances. They Rochester, N. Y. 
will appreciate a line of shoes built with Craw- 4 Be sage 
. Louis, Mo. 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


UAC 














DU-FLEX SPORT SOLES 





ONE OF OUR MANY STYLES 


HE Du-Flex brand is known the world over as a long wearing, reli- 
able product. This is of vital interest to the manufacturer, retailer 
and wearer. 


Our products will be shown at National Shoe Retailers Exhibition, 
Booth 86, Coliseum, Chicago, January 9th, 1922. 


AVON SOLE COMPANY 


Avon, Massachusetts 
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“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 





Shoe Lacers 


For covering white and deli- 
cately colored shoe material this UFASHOND represents the 


is unsurpassed. greatest development in Shoe 
_— Lacers. A Nufashond lacer is 


100% quality from the Fabric Tip to 


Time, trouble, and expense are : the Fabric Tip. 

saved, as many shoe manufac- Made flat, tubular and cord in all 
turers know, who see shoes reach colors and in sizes to fit all shoes. 

the packing room in perfect con- Excellent selling helps and display 
dition. cards furnished. 


Ask your jobber for 


By special manufacture it is samples and prices. 
made pliable, and so firm it 
holds the stitch. Wherever you NUFASHOND, Reading, Pa. 


are we can serve you. Samples 
and prices on request. 


CLIFTON MFG CO. The Pelete Tip 


BROOKSIDE AVE., JAMAICA PLAIN that can’t come off” 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 
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‘‘Meet me at Booth No. 417, in Ist 
Regiment Armory Bldg., Chicago 
Convention, Week of January 9. 
I will be there with all the neces- 
sities of life.” 


Our Line of Women’s Goodyear Welts 
Is Making a Hit Wherever Shown 


For the Spring of 1922 we are show- 
ing new styles in Women’s Oxfords, in- 
cluding a strong line of Sport Footwear, 
in Smoked Elk combinations, with rubber 
soles. Also other combinations with 
SPORT MODEL leather soles. a 4 ae 


No. 27734 











Our Goodyear Welts are made to retail at 
$4—$5—$6 in Men’s and Women’s Styles 


_= Many of these numbers are carried = 1 


in stock for at-once delivery 


oe RHILL, MASS. 
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New Women’s Shoe Store 


San Francisco.—Frank More, for 
the past eleven years buyer and man- 
ager of the women’s shoe depart- 
ment of Frank Werner Co., San 
Francisco, will open an _ exclusive 
women’s shoe store on or about the 
first of March at 285 Geary Street, 
opposite Union Square. This store 
has a 16% foot front, and is 85 feet 
deep. No cartons are visible; the 
stock is carried in a room in the rear 
of the store. Mr. More is one of the 
most clever buyers on the Pacific 
Coast and Mr. Werner, his former 
employer, predicts a brilliant future 
for him in his new venture. 


Attractive Sales Literature 


This is the season of the year when 
the various houses in the Boston shoe 
trade are sending greetings to cus- 
tomers. Among the attractive New 
Year’s cards coming to our attention 
is one from Seamans & Cobb Co., who 
has issued a 5 x 6 card with a narrow 
black border setting off to good ad- 
vantage the gold surface, outlined by 
a narrow green border. “The Season’s 
Greetings” are extended by a group 
of three grotesque minstrel figures 
who appear on a stage flanked by two 
Christmas trees. The foot light cur- 
tain of the stage is in a pale blue 
and displays the words: “Among our 
assets we like to count the only one 
that money cannot buy—your good 
will.” 


The Geo. E. Keith Co. has issued an 
attractive calendar on which appears 
a laughing sailor lass with golden 
hair and blue eyes. She wears a 
white blouse decorated with dark 
blue collar and red tie. 


Attractive Store Paper 


S. D. Hooker of Tulsa, Okla., issued 
an eight-page store paper in con- 
nection with his Christmas gift ad- 
vertising of shoes, clothing, etc. This 
paper was in booklet form, about 4 
x 9—the cover was in pale gray with 
center piece in green adorned with a 
picture of a Christmas tree. Under- 
neath the Christmas tree picture were 
the words—“The Treasure House of 
Christmas Gifts.” 

One page was devoted to “Store 
History,” which stated that on July 
5, 1917, Elliott & Hooker opened 
Tulsa’s first clothing and shoe store 
owned and operated by “our race.” 
After two years, the rapid growth of 
the business necessitated larger quar- 
ters. On June 1, this fine new store 
was destroyed by fire and the work 
and sacrifice of many years went up 
in smoke. However, on November 14, 


on the same spot where Elliott & 
Hooker started four years ago, the 
store was reopened under the name 
of S. D. Hooker. 





BOOT AND SHOE RECORDER 


FOR SALE 





January 7, 1922 


LINE WANTED 





FOR SALE—Leased shoe department in 
one of the larger cities in the central 
states. Located in one of the prosperous 
ready-to-wear apparel houses. Owner 
has other interests. Profitable business 
well established. Ideal lease and con- 
tract. Address D-26, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





OR SALE—Wholesale shoe business 
dealing in Misses’ and Children’s 
lines of shoes, sandals and felt slippers. 
Old established firm doing a large busi- 
ness in the City and Country. Good 
volume of mail order trade. Apply to 
JONATHAN B. COOK, 208 South La 
Salle. Street, Chicago. 








FOR RENT 


FOR RENT—Desirable shoe department 
in separate room of department store. 
Fixtures complete. Will rent complete. 
Live Southern [Illinois town of 10,000. 
Address D-25, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















OR LEASE—Completely equipped shoe 
department, ready-to-wear store, live 


city New York State, best location, quick 
action necessary, exceptional opportunity 
for responsible party. Address D-36, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


HELP WANTED. 


BUYER and MANAGER—Live popular 
priced shoe department, in popular 
priced department store, Joliet, IN. Must 
have enough buying experience to super- 
vise buying for popular priced shoe de- 
partments in chain department stores. 
Splendid opportunity to the man who 
can show results. Write or call 9:00 to 
11:00 A. M. GEORGE KLINE. care 
Kirby Block & Fischer, 352 Fourth 
Avenue, New York. 











WANTED—Manager for a shoe _ store 
in a Massachusetts city of 18.000 
population. Married man preferred. Ad- 
dress D-21, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





PARTNER WANTED—Women’s Shoe 
and Hosiery Business, operating 
under lease. Part first floor Ladies’ 
ready-to-wear store. Best corner in city 
of 100,000. Established two years. 
Attractive fittings. Owner wants partner 
with $3,000 to $5,000 canital, willing to 
devote personal supervision, as other 
business compels his attention. Address 
1-27, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





LINE WANTED 


FACTORY LINES WANTED — Short 
lines, Infants’. Children’s, Misses’, 
Women’s popular price Turns and McKays 
for Western Missouri and Kansas. Have 
established trade. Address D-1, care 
Boot & Shoe Recorder, 207 South St., 
Roston, Mass. 








ALESMEN covering out-of-town shoe 

stores to carry a side line of rhine- 
stone ornaments. Address K-546, care 
Boot & Shoe Recorder, 127 Duane S&t., 
New York, 





S ALESMAN—Live wire, wishes to get 
line of Brooklyn turns. Has a large 
following in New York and Brooklyn. 
Address K-547, care Boot & Shoe Re- 
corder, 127 Duane St:, Néw York. 


W ANTED—Chean line of Women’s 
novelties and Men’s welts to sel! big 
trade and jobbers in Chicago and Middla 
West. Have sold trade for fifteen vears. 
Must have drawine account. Address 
1-30. care Boot & Shoe Recorder, 189 W. 
Madison St., Chicago, Til. 








Ss SIDE LINE—For Texas and 
Oklahoma. Must be strong values, 
direct from manufacturer flooring live 
numbers. Boys’ popular priced welts 
preferred. Have established trade on 
Men's popular priced welts. Address L-32, 
care Boot & Shoe Recorder, 207 South Sst., 
Boston, Mass. 


XPBRIENCED SHOE SALESMAN 
Selling the best New England States 
trade, is open for a line from factory. 
Address D-28, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


LINE WANTED — Experienced Shee 
Salesman desires line of low priced 
Men’s and Ladies’ welt shoes for Cali- 
fornia. Give full particulars. Address 
D-19, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED TO PURCHASE 


ANTED — Retailers surplus __ stocks. 
Slow sellers. Broken sizes. Shoes- 
Oxfords-Pumps. Felts. Canvas Oxfords- 
Pumps. Tennis. No quantity too small. 
Address D-31, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


LOCATIONS WANTED 


OCATIONS WANTED —For shoe store 
or will rent department in progres- 
sive department stores. Address D-22, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


MISCELLANEOUS 






































Manufacturers of Depend- 
able Shoes Who Are 
Dissatisfied 
WITH THE PRESENT METHOD 
OR VOLUME OF THEIR SALES 
TO RETAILERS IN NEW YORK 
AND ADJACENT TERRITORY— 
EITHER DIRECT OR THROUGH 
IN-STOCK DEPARTMENTS—AND 
WHO ARE INTERESTED IN A 
CHANGE OF METHOD OR IN 
ADDITIONAL SALES, are invited 
to communicate with an Organi- 
zation of more than 50 years ex- 
perience in selling shoes to the 

Retail Trade. 


Communications will be 
held in strictest confidence. 


D 34, c/o Boot & Shoe Recorder 
127 Duane St., New York, N. Y. 
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Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark Reg. U. 8. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 

dering. 
Write us direct if 
your dealer cannot 
supply you. 
\\ Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W. Lake St, 








Boston, Mass. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
Se value for your entire or surplus 


shoes. 
Leases havin 2.2 Gp © = ee 


me "TT, OLENICK 


418 Broadway, New York. Tel. 9581 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or for 

other merchandise. Teases taken - We will 

send a representative to investigate and make offer 

upon request. 

Kalter Cerf. Mercantile Co., Inc. 

591 Broadwa New York City 
Phone Zoring 5160-5161-5163 








We buy quick and pay highest a - > 
for retail and wholesale stocks 0: 
any other merchandise 

Quantity no object. 

For 80 years our specialty. 

Bank and tile ref 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, rockin 
610 Broadway, nue lyn 








Phone Stagg 1 





Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


and prices. 


COMPANY 
67 Randolph St, 
Chicago, Ill. 











BUY 


The NEW YORK EXPORT 


PURCHASING CORPORATION 


515-517 Broadway 
New York City, N. Y. 


Surplus Stocks 
Entire Stocks 


WILL Slow Sellers FOR 
} case 





MISCELLANEOUS 


























“FISHER” 


eo 
A Help 
Weak cakies 


AY 


nd e 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“E. W.” 
SHOE STRETCHER 









of 
ec Weaay © 
F. W. WHITCHER CO. 
Boston 
and 
Chicage 



















MODERNIZE 
STORE METHODS 


To provide adequate 
storage facilities for shelf 
stock — to make it accessible 
and convement for clerks and 
stock men to handle with absolute 
safety to insure quick service for 
7/ wholesale or retail trade—mstall one 
f/ ot more MYERS NOISELESS 
— TIRE STORE LAD. 


Deep tread steps, full length 














hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder 


£ |ADDEDS 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


write tr THE CHICAGO 
ond’ Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 









































WANTED TO PURCHASE 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or — merchandise. Any quantity. 
Prompt attention given. 

CHAS. BLACHER 


166 Pulaski St. Broeksy™ N.Y. 
Phone Wil 341 


SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








Medinah Bl 





Beautiful Glass Fixtures 


Our celebrated line 
shown in 





Wells & Jackson 
ICAGO 


NEW YORK SHOW ROOM 
70 West 36th Street—Just Bast of Broadway 


























Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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page per issue: 





“Recorder” rates for space less than one-eighth 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 

insertion. Minimum amount accepted, seventy-five 

cents. For other ‘““Want” Tae en ma een = seven cents 
per word for each insertion. Minim 
Ads under this heading will "be received w 
noon, on Friday of week preceding publication = 
When advertisers desire answers to come in care of this 





Space ltime Ttimes i13times 26times 62 times $1.25. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 

2 in... 10.00 8.00 7.00 6.00 5.00 ment for ad 
8 in... 15.00 12.00 10.50 9.00 7.50 

4 in... 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, a8 amounts are too small to open accounts 


must be counted in the advertisement an 
ingly. Answers to ads must be sent under hi letter 


m amount ——- 


be akewea in each advertise- 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











WANTED—Big League Salesman. 


capable producer. 


With acquaintance and trade with large 
retail buyers to sell Bench Made Turn Novelty Slippers and high grade Chil- 
dren's Footwear—direct factory connection. 
Give full particulars in first letter. 


Boot & Shoe Recorder, 207 South St., Boston, Mass. 


Proposition a real one for 


Address D 33, care 











SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on or > ht commission 
basis. Address -676, care Boot 
& Shoe oo MY 207 South &t., 
Boston, Mass. 











S ALESMEN WANTED—To_  sell_ old 

established line of Infants’, Children’s 
and Misses’ turn shoes and sandals in 
Ohio, Indiana and Michigan, as a side 
line, on commission. Only live shoe 
salesmen with established trade will be 
considered. Address with reference. 
Lock Box 186, Orwigsburg, Pa. 





MANUFACTURERS of Milwaukee Made 

Work and Semi-dress, nailed and 
welt, quality shoes, want producers in 
following territories: Oklahama, Arkansas, 
Iowa, Tennessee, Kansas, Southern Texas, 
and Southern Wisconsin. Drawing 
account limited only by ability to get 
business. Applicants must be _ well 
acquainted in territories. Address C-991, 
care Boot & Shoe Recorder, 207 South St, 
Boston, Mass. 





SALESMEN WANTED 


A healthy Increase at both our 
factories has given us a production 
that justifies the employment of 
six additional salesmen. if you 
are an A-1 shoe man, with road 
experience and a creditable selling 
record, and have a desire to repre- 
sent the fastest =e house in 
the country, we would be glad to 
hear from you with references. 
ne COMPANY, St. 
ouis. 











ANUFACTURER of strongest line of 
Men’s semi-dress welts and work 
shoes, made in the Central West, price 
range from $2.60 to $4.60, will have the 
following territories open January ist: 
Northern Minnesota, Nebraska, Eastern 
Iowa, Kansas, Oklahoma, Arkansas, 
Texas, Illinois, Michigan, Virginia, West 
Virginia and Pennsylvania. Only high 
grade men with established trade in above 
territories need apply. Will consider side 
line men carrying dies’ or Children’s 
shoes. Send references and statements 
of shipments with application. Address 
D-5, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMAN with shoe knowledge wanted 
for Ohio, Indiana, Illinois, Eastern 
Kansas, Nebraska and Pacific Coast. 


Men’s Welt Dress Shoes. E. B. PIEKEN- 
BROCK & SONS, Manufacturers, 
Dubuque, Iowa. 


Send all replies te Boot & Shoe Recorder, 207 South St., Boston, 


S ALESMEN WANTED—We have several 

good territories open for live wires 
only, with established business. Women’s 
popular priced novelties in stock. Com- 
mission 6%, no drawing account, no ad- 
vances. Commission paid monthly. Give 
reference and territory. Address D-12, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


ANTED — LIVE, WIDE - AWAKE, 
salesmen with established busin®ss 

to carry as a side line a Dependable, 
medium priced line of Infants’, Children’s, 
Misses’ and Growing Girls’ Goodyear 
Welt Footwear made in the Middle West. 
Best selling styles carried in stock for at 
once shipment. State territory in which 
you travel. 7% commission. Address all 
correspondence to D-10, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 


EVERAL desirable territories opened 
to a man who can sell a line of Men's 
and Boys’ good dress shoes at popular 
prices. Large stock proposition. 6% 
commission. Details in first letter. J. 
RALPH BAKER COMPANY, Bridge- 
water, Mass. 


ALESMEN — Several Eastern and 
Southern territories available Men's 
and Boys’ high-grade and medium-priced 
line. Wonderful opportunity. Must have 
your record and references with appli- 
cation. NUNN, BUSH & WELDON 
SHOE CoO., Milwaukee, Wis. 


E.*PERIENCED man and a hustler for 
MICHIGAN, INDIANA and Northern 
ILLINOIS to represent out line exclusive- 
ly. Qualifications: Must have the person- 
ality to approach the best class of buyers. 
Must have at least some following in the 
territory, and able to furnish highest 
references as to character and ability. 
To represent ROCHESTER’S _ leading 
factory line of Juvenile shoes. In letter 
of application give all possible detail in- 
cluding age. Address H. H. FREELAND, 
Manufacturer. Established 1896. 
Rochester, N. Y. 


AN UNUSUAL OPPORTUNITY FOR 
SALESMEN OF HIGH CALIBRE— 
A Brooklyn factory of seven hundred 
pairs per day capacity is desirous of en- 
gaging the services of several high grade 
men. We will also consider salesmen of 
proven ability carrying our line as a side 
line. In your communication state ex- 
plicitly all details as to age, territory 
now covered, present employers and your 
record for past five years. All communi- 
cations will be treated confidentially. Ad- 
dress D-20, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


W ANTED—Salesmen to carry our line 
of Baby Soft Sole Ehoes. Superior 
quality, sold direct to the retail trade. 
Commission basis. Preference given to 
applicants with established trade. Apply 
w RICHEY SHOE CoO., Danvers, 




















Mass. 





? 
Do You Want A 


GO-GETTER 
Salesman 


HE SAYS, “I'm going to sell 

SHOES if | have to get a 
territory that takes me from Alaska 
to South Africa.” A 25 year old 
veteran, working in a large shoe 
factory for experience, he’s taking 
a vocational course to learn to sell 
shoes. You can’t keep a man like 
that from selling shoes for some- 
body—it might as well be you. 
He has an academy and business 
college education. If you want him 
Address D-18, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 











ALESMAN—To cover States of Min- 
nesota, Dakotas, owa, Nebraska, 
Missouri, Kansas. Only those who suc- 
cessfully sold women’s high de shoes 
for manufacturers will be considered. 
WM. HENNE & CoO., INC., 957-971 Kent 
Ave., Brooklyn, N. Y. or Chicago Con- 
vention Booth No. 270. 





MANUFACTURERS of highest grade 
line of Infants’ soft sole shoes, has 
various territories open for men with 
established trade among the retailers. 
ONLY PRODUCERS NEED APPLY. 
10% commission. BABYVILLB SHOE 
COMPANY, INC., Rochester, New York. 





Opportunity 


Here is an opportunity for a real 
live shoe man, capable of earning 
from $3,000 to $5,000 yearly. 


The man we want is probably 
working in a retail shoe store now, 
but is looking for an opportunity 
to spread out. 


The man we pick will represent us 
in one of the following cities: 
Detroit, St. Louis, Indianapolis, 
Baltimore, Philadelphia, Washing- 
ton, D. C., Cincinnati, Columbus, 
Dayton, or Toledo. 

Write us for further details, giving 
age, experience and _ references. 
Send photograph if possible. 


EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin 











unless otherwise noted im advertisement 
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THE RECORDER CREED: Getti More Shoes Sold Right; not only 
right purpose, to the right wenn. in the right fitting, Soe the right ore ah at the right profit. This 
is the great problem of the retail shoe merchants. The chief purpose of 

Py ve it: for this is the basic problem upon which 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 


is to help so 


tote of the ude’ Sate 
sue copyrighted 
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Per copy, 25 cents. 
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Cable Address BOOTRECO 


RECORDER 


“more” but “right”; sold for the 
epends the progress of the entire allied 


Canadian, $6.00. 
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Foreign, $10.00 
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SALESMEN WANTED 











Several Choice 
Territories Open 


For 
Live Wire Salesmen 


Our combined lines enable our 
travelling salesmen to book the 
bulk of the merchants’ business in 
shoes to retail at $5.00, $6.00, $7.00, 
$7.50 and $8.00. The Ogden line 
consists of SIX High Grade Calf 
Skin shoes at $4.85 and Six Oxfords 
at $4.50. Our Franklin Fox line 
consists of FOUR shoes at $3.50 
and Four Oxfords at $3.35. Our 
salesmen devote their entire time 
and energy to the selling of our 
combined lines and we credit them 
with their regular commissions on 
all mail orders received from their 
territory. The Ogden line is made 
in but one leather, in a High Grade 
Calf Skin, but in Dark Cherry Red, 
Tan and Black colors. Lasts and 
patterns right up-to-the-minute 
and both lines solid leather through- 
out. If interested mail immediate- 
ly information concerning territory 
desired, sales this year. Season 
opens January 16th. Address 
OGDEN SHOE COMPANY, Mil- 
waukee, Wis. 








BF 


OCKTON MANUFACTURER desires 
salesmen with established trade that 
can sell quality shoes at popular prices, 
to carry five samples of Men’s dress 
shoes, genuine calf skin, 100% leather. 
Stock proposition. 6% 
Particulars and references in first letter. 
Address D-23, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


commission. 





Michigan, 


mission. 


HE FOLLOWING 


TERRITORIES 

OPEN for energetic salesmen: Min- 
nesota, Iowa, Kansas, Indiana, Oklahoma, 
Arkansas, Texas, Tennessee, 
Missouri, Nebraska. North and South 
Dakota. Regular or side line, 6% com- 
Address D-37, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








ALESMEN to sell short line of 
Infants’ and Children’s Low 
Cuts and Infants’ First Step Turns 
in high and low grade, to the 
Wholesale and large Retail trade 
on commission. Give reference 
with application. Address D-35, 
Care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











Send all replies te Best & Ghee Recorder, 20T Seuth St., 


SALESMEN WANTED 


HE FOLLOWING TERRITORIES 
OPEN for your wide awake, willing 
to work salesman—Eastern Pennsylvania, 
Northern Iowa, Southern Ivwa, North 
Dakota, and other not mentioned terri- 
tories. EDMONDS SHOE COMPANY 
Milwaukee, Wisconsin. 


{VE WIRE SALESMEN—Line Infants’ 

and Children’s Square-edge Turn, 
sizes 1-11. Stock proposition. 6% com- 
mission. All territories. References. 
Address C-937, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


WANTED 


A MAN TO LOCATE RETAIL 
SHOE STORES 


A shoe manufacturer operating 
retail stores in the largest cities 
throughout the United States de- 
sires the services of an experienced 
man capable of negotiating leases 
and fitting up stores. 

State age, experience, and where 
said experience was obtained in 
first letter which will be considered 
confidential. 

Address D-24, care Boot & Shoe 
— 207 South St., Boston, 

ass. 

















EXPERIENCED ys SALES- 
MEN WANTE 


The Kait-Zimmers <oag Co., Mil- 
waukee, makers of an established 
fine line of Misses’ and Children’s 
Welt and McKay shoes and Young 
Ladies’ Wilson sewed shoes, has 
several Central States open. Liberal 
commission and expense arrange- 
ment. Excellent opportunity for 
energetic men. Address all replies 
to F. J. H., 57 Huron St., 
Chicago. 








ANTED—Salesman who is ex- 

perienced in Illinois, particu- 
larly in the smaller towns from 
which the volume of business is to 
be had in that state outside of the 
Chicago district. Apply with 
references to D-38, care Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 














POSITION WANTED 


THOROUGH EXECUTIVE and member 
of firm in full charge of all activities 
which connect us with our customers, will 
make new connection. Full details to in- 
terested firms of good repute. Address 
D-15, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED POSITION as manager, 
assistant buyer or window trimmer 
and card writer in retail shoes, 15 years’ 
experience, all grades of shoes. With 
some of the largest firms in the world. 
Graduate window trimmer and card 
writer and experienced. Best references. 
Address D-29, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 
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) No. 32176 Iris Lily Bou- 
sus tae | | KISTLER, LESH & CO. | 
-_ lavender, pink, yellow or r) e | 
red with natural prepared i} INCORPORATED 
99 foliage, including vase 
on as — $1.75. COMMISSION 
per dozen, .00. 
95 Write for MY SPRING CAT- LEATHER MERCHANTS 
86 ee deen “ef Astaaiel 
“ Geers Spam WOE st FINE OAK SOLE LEATHER 
100 : 
say ibid BELTING BUTTS 
ES, 61 Barclay St. 
NEW YORK, N. Y. (502 Summer St. 
85 ) 
: 
- ett add lad lalallala “ 
; 
» 13 MEDICAL MEN ae | 
; AT ONCE DELIVERY 
13 ; As « sturdy support for the ankles of EXCEPTIONAL VALUES 
~~ shoe, 2 Ventiiated Foot AT THE PRICE ASKED 
§ surgeons its use FINE BLACK VICI BOUDOIR 
84 ; vosriations children's, “shows a at .. F _ $1.35 
‘ " sending A ICI ONE-STRAP 
§ Phone Brockton 2188 LOW LEATHER HEEL 
; for immediate action Sizes 3 to 8 Price $1.90 
71 ¢ BURKLEY In less than 36 pr. lots add 5c. 
o2 $ SHOE Co. per pair. 2% 10 days, net 30 days. 
P 1156 No. Main St. = 
WW Brockton Maw $ | Wort Ryoine NH 
84 ‘ pping, ° ° 
84 
84 Pd ’ 
} Fine Calf Leath INFANTS’ UP-TO-DATE LOW CUTS 
. ers Hand Turned—In Stock 
13 . ie 
a MANUFACTURERS OF a ee — Sp 
7 
- Velvetta Calf — wees Ys Lig 
‘ Tuscan Calf — pap Se- 
99 5 man and- 
; Russia Calf — Mary Janes—All Lea- ahem 1 Strap—2 Buttons— 
. , : 7 : Sas a ‘-- Spring Heel. 2/5— 
he ; Strictly Fine Full-grain Calf Leather 5/8610," oe 
nu HUNT-RANKIN LEATHER co. Also 1 ‘cane ye eee we cc 2 Strap. 
, Ss 2% ays—Net 30. 
( 
os | 2 106 Beach St. — Boston, Mass., U.S. A. THE BAY STATE SLIPPER CO., Haverhill, Mass. 
OUT WITH THE OLD: 
3 UL / fo : = | du as styles change so do methods of display. is A : =e buy ., A heres and. he ae just a horse you 
i | oO ave i 
74 >. Te) seo Dielay Rost ened Dot esi and then wait for AK f+ 4-7 A - 
95 a ome ‘ 
- : aint, oF te “ But if you bought ° bone 8 He aye am, had a 
purpose ; as it sells more anece, saree : ime and e oe Rney would show his pA 1 end vase end, a nee 
85 erente- are per -_< We e shop an Ymy of the animal's capacity for speed and endurance. 
95 ty service and satisfaction guaranteed. It’s the same e ° 
15 cash with a Crated weight 26 pounds. aan sell “just 2 peying — —_ aie A my Pmy > 
, ad op ogpewer Py “heenateeee culation statement with a pinch of salt. 
_ 9 ‘or themselves a . 
“- | i], SUCCESS SEED GRADER COMPANY, statement “the pedisree, that telle you what a tea & 
ic. way of speed and endurance. 
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REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 


Your customers like it because 
It is easily applied—a brush with 


It clings evenly to the surface—it 
does not rub off. 


It keeps their shoes looking trim 

and new and stylish. 
Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 


United Shoe Machinery Corporation, Boston 


J. K. Krieg Company, New York 


United Shoe Repairing Machine Company, Boston 


| "ts 


hscrteneiitihtinenntaeanineeineatiminans 





We make a line of Men’s me- 
dium Grade Welts at Popular 


Prices, carrying Goodyear 


Wingfoot Rubber Heels. 


Good Shoes 
of Good Value 


After January 15th we will carry a stock of 
our popular price sellers for immediate deliv- 
ery. We would like responsible retail mer- 
chants, in every city and town, to handle our 
line. We invite correspondence. 





LUKE W. REYNOLDS CO. 


FACTORY 
Brockton, Mass. 








SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S. Pat. Of. 


“The Kind That Sells” 





“RADCLIFFE” 


“DUDLEY” 
(Trade Mark) (Trade Mark) 
“YALE” “ 
(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. émicaco U. S. A. 
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WHEN SLIPPERED FEET GLIDE OVER SMOOTH 
WAXEN FLOORS, WHEN A DAINTY TREAD 
GOES DOWN THE AISLE OF THE THEATRE, 
THEN FOX SLIPPERS, PUMPS AND OXFORDS 
ARE MOST GREATLY APPRECIATED. 


THE SOCIAL SEASON IS THE FOX FOOTERY 
SEASON. AND THAT.SEASON IS NOW. 
FOX FOOTERY IS READY NOW TO GIVE ULTRA 
SATISFACTION TO WEARERS AND PROFIT 
TO RETAILERS. 


Charles K. Fox, Inc. 
Haverhill, Mass., U. S. A. 


BOSTON: 54 Lincoln Street NEW YORK: Marbridge 
CHICAGO: Great Northern Bidg. Bullding, Broadway & 
Mth St., Room 632 





Vol. 80, No. 12. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


tress of March 3, 1879. Subscription price $5.00 a year. 
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January, 
Step in at 93 Lincoln. We will 


try to make your call of real 
profit to you. 





6 1). CSS: 









ee 
ss 


~ 
Vv 


( 


—— 


Pe aod 
wean 


o— 
0 





AA i, 


a0 (a 
> ae 











IN STOCK 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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Good Shoes-at-a-Price 


The merchant who has been wondering 
how he can meet the insistent demand for 
shoes-at-a-price, without having shoes of 
inferior quality, will be glad to hear the 
good news. 


Meet the shoes-at-a-price demand, right! 


Tell your manufacturers to use 


VODE KID 


THE STANDARD KID CO. 
Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, Chicago, St. Louis 








Vode 


‘The Leather 
for Fine Shoes 
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The /uper cured the foreman. 
Ard ¢ i cued the way 
Thal the valeyman wrele we order 
That way cauving such delay. 


It called Ar leather counter, 
Which Alay an , fod te vay, 
Were mytly ylazey bel lo p/ 


They oftch Come "thal 


If if only called /er soe 
| the order or te | 


@ vheer would now be ready 
And heya be a whele lof better 


Copyright, 1921 
Rogers Fibre Co. 
Boston 
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STYLE 406 
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WIDTHS A-D 


Price $4.35 
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GRAIN COUNTER...... KID QUARTER LINING 


“Follow the Creighton Line” 
A. M. CREIGHTON LYNN, MASS. 





PTL J 





vas 











LPyr% Sr } 


~~ 
cri 










~ 
Ca 















—- 
» 












Mild 


Tr) 


























, Ly 





BOOT AND SHOE RECORDER January 14, 1922 























HOMME 0 A 


Make Your Store 
Children’s Footwear 


Headquarters: 





Patent Vamp, Field Mouse Top, 
Plain Toe, rn, Button, Pessy 


dial 


7521—3 to 8 
7522—1 to 5 No Heel 


Ta Kid, Ti Turn, Batton 
Pegey Last’ : 


st 
7542—3 to 8 
7543—1 to 5 No Heel 


The 3 W’s Lenox line is so com- 
plete that every footwear need 
for children from Infants to 
Growing Girls can be met. 


This standard line will rejuvenate 
any children’s department—put 
life and profit into each day’s 
sales. 

They’re IN STOCK, ready for 
immediate delivery in Infants’ 
Turys from 5 to 11—McKays 
from children’s to women’s in all 
leathers and styles—and wom- 
en’s Black Kid Comfort Turns. 


Try the 3 W’s 
Lenox Service today 


SOA RL 


ee 


Misses’ and Children’s Tan 
Tip Lace, Snap Last. 

7708—5 to 

7° 

77 





Weimer, Wright & Watkin Company 


Manufacturers 


35 S. Second St. Philadelphia, Pa. 
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“Foot Fitter” Announcement 






Effective immediately, we will accept orders for 
Black Calfskin “FOOT FITTERS” made up in 
styles No. 1, 2, 3 and 4, and Oxfords 01, 02, 03 
and 04. These styles have long been known 
by the names—Tom, Dick, Harry and Dick Bal. 















Black Calfskin “FOOT FITTERS” will be cut 
from one of the best known black Calfskin 
tannages in America. 










These shoes as well as our present line, will be 
built strictly in accordance with the established 
“FOOT FITTER” specifications, and nothing 
but the best obtainable materials will be used 


in their construction. 








They will be ready for February first shipment. 







y) 





Edmonds Ww, 
( FOOT- FITTER } 





Shoe Company 


ris Milwaukee Wisconsin 














BOOT AND SHOE RECORDER January 14, 1922 





# TRIPLE ‘wine? WELT (rr, pov stitching Outcle to In) 
THE ONLY COMPLETED STITCHDOWN 
Not a Theory but a proven fact. 
Proof : 
Nearly two million pairs made and used and not a single pair or half 


pair has ever come back to us with the outsole loosened or ripped, 
no matter how badly worn they have been. 





TRIPLE "Wirt WELT (127 nove stitching Outoe to Imcl) 
THE ONLY COMPLETED STITCHDOWN 
The only Stitchdown Shoes, Sandals and Oxfords made with the out- 


sole sewed on with a double row of Goodyear stitching. 
One row through the welt upper insole and outsole. 
One row through the upper insole and outsole, not going through the 





welt. 

TRIPLE “wit? WELT (12, nove stitching Outcl to Ince) 
. THE ONLY COMPLETED STITCHDOWN 

The only Stitchdown Shoes, Sandals and Oxfords made showing two 


rows of stitching on the bottom of the outsole. 





967 ATLANTIC AVE. 








TRIPLE *wirt? WELT (22, ows stitching Oxtcle to Isle) 
THE ONLY COMPLETED STITCHDOWN 
The only Stitchdown Shoes, Sandals and Oxfords made with the out- 


soles sewed on so that they cannot loosen up or rip, no matter how 
long they are worn. The outsoles stay on as long as there is any 
leather at all left to hold the stitching. Our Shoes, Sandals and Oxfords 
can be resoled by any cobbler anywhere, but we will resole if you 
desire. Send for list of styles and prices. 


See Styles and Prices on Opposite Page 


E. J. RAMSEY CO. BROOKLYN, N. Y. 
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Styles and Prices 


RAMSEYS SPRING 1922 


Patented Sandals—Ox fords 


bswaF 


PLUG OXFORD SALLY SANDAL 





SA ALS 5 8% 11% 2% 6% 
to8 toll to2 to6 toll 











No. O—Cherry Chrome, Oak Leather Sole..... $.80 $.90 $1.05 $1.55 $1.85 
No. 1—Black Chrome, Oak Leather Sole....... 80 .90 1.05 1.55 1.85 
No. 40—Cherry Chrome, Neolin Sole............ 75 .85 1.00 1.55 1.85 
No. 41—Black Chrome, Neolin Sole............ 75 .85 1.00 1.55 1.85 
SANDALS—BEST BEND SOLES 
No. 00—Cherry Chrome, Oak Sole.............. 980 1.05 1.20 1.75 2.05 
No. 01—Gun anal, EE: Si ga0-00006000000800 980 1.05 1.20 1.75 2.05 
No. 50—Che Genes, Tk Bele... .ccccccccce 980 105 1.20 1.75 £2.05 
No. 51—Gun etal Chrome, Elk Sole.......... 980 1.05 1.20 1.75 2.05 
— | ame an a SCNSC 6664-00-00 808 1.00 LK 4 = = a 
o. 53—Smo Deccccescccveseos 1.00 e e 
VENTILATED OXFORD No. 57—Tan Elk, Elk Sole.........--.ees200%: 1.00 1.15 1.35 1.85 2.15 
No. 14—Cherry Full Grain Coreen Oak Sele....1.00 1.15 1.35 1.85 2.15 
No. 02—Patent Leather, Elk Sole...........+-- 1.00 1.15 135 1.85 2.15 
PLU: XFORDS 
G 0 8% 11% 2% 
5to8toll to2 to6 
No. 20—Cherry Chrome, Oak Leather Soles.......... $85 a ~ 4 $1.10 $1.60 
No. 21—Black Chrome, Shoulder Soles............... 85 1.10 1.60 
No. 240—Cherry Chrome, Neolin Soles. pesesesccecceces -80 $0 1.05 1.60 
No. 241—Black Chrome, Neolin Soles.............+++++ 80 .90 1.05 1.60 
PLUG OXFORDS—BEST BEND SOLES 
No. 200—Che Cheeme, Oak Sole. ...ccccccscceccece 95 1.10 1.25 1.85 
No. 201—Gun Metal, Oak Sole........-.0ceceeeseeees 95 1.10 1.25 1.85 
No. 250—Che: Chrome, rrr 95 1.10 1.25 1.85 
No. 251—Gun letal Chrome, Elk Sole............++++ 95 1.10 1.25 £1.85 
No. 210—Tan Full Grain Lotus. ..............00eeee008 1.05 1.20 140 1.95 
No. 214—Cherry Full Grain Crystal..............+++- 1.05 1.20 1.40 1.95 
BAL OXFORDS—BEST BEND SOLES 
8% 1% 
5to8 toll to2 
No. 314—Cherry Full Grain Crystal, Oak Sole............ $1.20 $1.40 $1.60 
No. 354—Cherry Full Grain Crystal, Elk Sole...........+.+++ 1.20 1.40 1.60 
BAL OXFORD 
LADIES’ SPORT OXFORDS 
Outside Rubber Heel 2% 
No. 700—Cherry Chrome, Oak Sole....... 
No. 701—Gun Metal Chrome, Oak Sole... 
No. 740—Cherry Chrome, Neolin Sole... . 

No. 741—Gun Metal Chrome, Neolin Sole... .........seseseeecesecsecsece 1.85 
No. 714—Cherry Full Grain Crystal, Oak Sole. ..........-cccceseeeeceee 2.15 
LADIES’ SALLIE SANDALS 

Outside Rubber Heel bay ' 

No. 162—Patent Leather, Oak Sole, Sheep Lined... ........-..000eeceees $2.25 
No, 174—Cherry Full Grain Crystal, Oak Sole... ........sceeseeceeenceee 2.15 

BOY’S AND MEN’S VENTILATED OXFORDS 

Outside Rubber Heel atm Wh 

Se, GOO=—eewey ~Chemns, Gals “Gabe c dc dale cccccccccccccccccces $1.75 $2.00 

No. 914—Cherry Full Grain Crystal, Oak Sole................ 2.00 2.25 

SPORT OXFORD Note:—There were a few errors mad in prices adver- 


tised in issue of December 31st, corrected in this issue 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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BEECHTEX 


An Einstein fabric, is one of the 
means to please your customer. It 
is of fine texture and smooth kid- 
like finish, yet durable and non- 


F ootwear shrinking. Moisture cannot pen- 
etrate beneath its surface. 
that 


always  BRIGHTEX 


’ Another Einstein fabric, possesses 
salt sfies all the merits of Beechtex. Both 
can be cleaned instantly of all 

spots or mud-stains. Under ordi- 
your nary shoe cleaning compound 


neither will turn yellow. Send for 











customer _ book of sample swatches and com- 


plete details. 


Over one million pairs of shoes 
made of Brightex and Beechtex 
have been sold and worn without 
a single complaint. 


J. EINSTEIN, Ine. 


7-11 SPRUCE STREET 
NEW YORK CITY 
BOSTON, ST. LOUIS, CINCINNATI, MILWAUKEE, MONTREAL, BUENOS AIRES 
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og POSNER's 


SHOES & STOCKINGS 





To the Consumer—A 
Guarantee of Value 
Gives to the Dealer— 
a Guarantee of Value 
and Profit. 


BOOT AND SHOE RECORDER 





No. 0066 


An In Stock Style 


Excellent Quality 
Skilled Workmanship 
Attractive Styles 


Embodied in Our Spring Line 
of Shoes and Stockings from 
Tots to Teens. 


You may have seen the interest cre- 
ating quality of our line at the Chi- 
cago Convention. 2 


Progressive shoe merchants give a 
lot of attention to the shoe needs 
of young folks, and we know of 
no better way to attain leadership 
in selling children’s footwear than 
to feature the Dr. Posner line of 
which over 200 high grade, beau- 
tifully made styles are carried in 
stock—shoes that will delight par- 
ents and correctly fit little feet. 


DR. A. POSNER SHOES, Inc. 


Office and Stock Rooms: 140 West Broadway 


NEW YORK CITY 


FACTORY: BROOKLYN, N. Y., U.S. A. 
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Russia Perforated Bal. Broadway 
Last. Single Sele. With Goodyear 
Wingfoot Rubber Heel Attached. 


Russia Full Quarter Blu. 
cam Single Sole. With Goodyear 
Wingfoot Rubber Heel Attached. 


jo fetail \ 
f at : 


50 Bros 
Sole 
yy / Vingf 
Attach 
LQ SC 





QUALITY PARAMOUNT 
AT A PRICE! 


Many a dealer is seeing business walk 
out of the front door, because he has 
not ordered Corcoran Quality shoes 
to enter his back entrance. 


Your men customers are demanding 
quality at a price—and that price is 
$4.50 to $5.00. 


Satisfy and delight them with the 
greatest quality-price footwear on the 
American market—Corcoran shoes, 


built to retail at from $4.50 to $5.00. 








Boston Office: 


JOSEPH F. CORCOR! 


Room 302 146 Court Stre 


WHOLESALERS wripock 
DAY 
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GOOD FOR 
MANY A RE-ORDER 


Made with Goodyear Wingfoet Rubber 
Heels, built right of reliable leathers and 
materials. Also—Union Label on each 
shoe. Bals, Bluchers and Low Cuts. 
Combine Brockton high-grade workman- 
ship and Brockton style. 


These shoes are sold by respectable 
wholesalers thruout the country. If 
your supplier does not stock them, write 
us and we will give you the name of one 
who does. 
















Perforated Bal.’ 
Broadway Last. 
Sole with Good- 
Vingfoot Rubber 
Attached. 










Russia Full Quar- 
ter Blu. -Oxford- 
Cort Last. Single 
Sole. With Good- 
year Wingfoot 
Heel Attached. 













Boston Officé: 
207 Essex St. 
wrigockton, Mass. - | | Room 302 


DAY FOR SAMPLES 
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A REAL PRIZE, TOO, WHEN 
FOUND, IS THE 


Lundin SHOE 





POSSESSING UNUSUAL AND 
DISTINCTIVE INDIVIDUALITY, 
BECAUSE OF THE SPECIAL 
TOUCHES WE ARE ABLE, AS 
SPECIALTY MANUFACTURERS, TO 
GIVE IT, THIS MEN'S FINE DRESS 
WELT IS THE GREATEST TRADE 
BUILDER ON THE MARKET. 


If there is no Landin 
Shoe Dealer in your town, 
write for our proposition. 


LUND-MAULDIN Co. 


MANUFACTURERS 
SAINT LOUIS 
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Y our First Step 
In 1922 


Toward more 
Satisfied 


Customers! 














JANUARY 1922 








1S 
22 
29 








2 
9 
16 
23 
30 





3 
10 
17 
24 
31 
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Wherever you find a progres- 


_ sive shoe dealer you find 
STUNNING 


‘Siand@ad 


SPATS 


Rees 





Booth No. 11 at the 
N. S. R. A. Convention and 
Exposition, Chicago 


S. RAUH & COMPANY 





Make your’spat business count! 
Sell the world’s leading spat line. 


5,000 progressive merchants are 
enjoying worth-while profits and 

riceless prestige from the na- 
tionally - known reputation of 


STUNNING "Gfandard'sexrs 


NEW YORK 





310 to_318 SIXTH AVENUE 
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MEMBERS OF 
oo Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


Bert K. Drake Shoe Cw. Perfect Shoe Co. 
235 B.... © eae 2041 Atlantic Avenue 





BROOKLIN 
DEGER I Lire, ine. Dr. A, Posner Shoes, Iac. 
~ See sown 141 Roebling Street 
BROOKLYN 
Rogers & Davis 
pA 1615 Bast N. Y. Avenue 
BROOKLYN 
A. Garside & Son Strassburger-Stiles 
Webster & 7th Avenues 99 —, aed 
LONG ISLAND CITY 


Griffin White Co. ° 
DeKalb and Grand Avenues a 7 _ 


ANDRE w “GELLER 
240 Broadway 





BROOKL 
oo Grossman, Inc. 
72 


venue 
BROOKLIN 


Wm, Henne & Co., Inc. 


957 a . eons 


R. H. "Hoakine Ceo. 
39 6th Street 
LONG ISLAND OITY 
Horn Shoe Co 
145 Roebling Street 


BROOKLYN 
. 8. Kauder Shoe Ce, 
10 Leo Place 
BROOKLYN 
American Shove Co. 
166 ——— Street 


KLIN 
J. J. Lattemann Shoe 
Mfg. Co. 


st. a A oes 


Maetrich 1} yre & Co, 


242 ee a 


I, Miller ‘a a 1 gone, Inc. 


i —-- — 


Morse @ & “purt Co. 
Qariton Avenue 


BROOKLYN 
fe - & Tobias 
, =< Avenue 


Parisian “Shoe Co. 
226 Varet Street 
BROOKLYN 


Vorel-Miller 
4th — KR. - Street 


8. Waterbury & Son 
232 Th - 4 _— 


s. Well . a Co. 
879 DeKalb Avenue 
BROOKLYN 
Algier Shoe Co. 
188 Broadway, Cor. Bedford Ave. 


BROOKLYN 
Julius Altschul 
220 Varet Street 


BROOKLYN 
Kosak & McLoughlin 
14th Street & Governor Place 


LONG ISLAND OITY 
George W. Baker Shoe Co. 
848 Classon Avenue 
BROOKLYN 
Baker-Chandler Co., Inc. 
641-049 Lexington Avenue 


BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. Cousins 
869 DeKalb Avenue 

BROOKLYN 
John Cramer & Son 
199 Steuben Street 


BROOKLYN 
D, H. Chandler Shoe Co. 
166 Livingston Street 












22 January 14, 1922 BOOT AND SHOE RECORDER 








ROMPTITUDE in crystalizing the ever- 

changing good fashions in. women’s foot- 
wear is almost as essential as interpreting style 
correctly. 



















Probably no other accomplishment stands 
more strongly to the credit and repute of 
Brooklyn manufacturers than their prompt 
translation of new ideas into salable shoes. 












This requires finesse of judgment. It re- 
quires the most intelligent and responsive 
workmanship. It requires action. And for 
these Brooklyn shoemaking is known far and 
wide. 


Shoe Manufacturers Board of Trade 
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sCLOTH 


) ) THE IDEAL 


‘WHITE,SHOE CLOTH 














January 14, 1922 BOOT AND SHOE RECORDER 





SRS R MR 







































































No, 4—Russia Calf Lace Oxford. Perfor- 
ated Vamp, Tip and Lace Stay. Overweight 
Single Sole. Berkeley Last. 


Havana Brown Vici Blu. Oxford. Heavy Gallun’s No. 11 Russia No. 10 
Single Sole. Goodyear Wingfoot Rubber Heel. . Lace Oxford. Stub i mt Pinked and 
"Co ite’ Last — Heavy Sing Bole. “*Prize’’ 


The progressive merchant who demands in his merchandise high-grade 
material, snappy lasts of fine fitting qualities, and up-to-date syles, will 
find these qualities admirably carried out in BRENNAN “Shoes for 
Young Men and Men Who Keep Young.” 


Richards & Brennan Co. 


Shoes for Young Men and Men Who Keep Young 


Randolph, Mass. 
Boston Office Minneapolis Office N. Y. Office 


183 Essex Street Lumber Exchange Bldg. Marbridge Building 





19 
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Salesrooms, 75 South St. 


BOSTON, MASS, U.'S. A. 


produced has been 
more enthusiastically 
ceived by our customers. 

CABLE ADDRESS “TENRAB” 


Ce 


N° color we have ever 


= 
= 
=) 
= 
_ 
os 
= 
=) 
= 
Nn 
a 
< 
al 
—) 
i) 
_ 


The beauty and depth of the 
color—the silky texture and 
mellow feel of this fine calf- 
skin emphasize the quality 
of shoes made from Ace 
Red. 

Sample Ace Red and you 
will appreciate the charac- 
ter and “pep” it will put 


into your shoes. . 
“‘Maintains a Standard Reputation” 


Tanneries 


LYNN, MASS., U. S. A. 


J.S. BARNET & SONS, Inc. 





DBC DDC Dea Bed Dec Bed Dec Bd DK dK BK CK 
COE RE 
ESS SCI 
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At Your Service! 


<«nXSpe- 
DAY “"" Ww AADE-TO-ORDER 
SERVICE RESULTS 


NOT a Stock Proposition 


This is a new modern method of shipping 












This Is the Style your shoes in 7 days on receipt of your 
(Bal.) order, on lasts as shown herewith. These 
Made of shoes are constantly coming through our 


Fine Dark Tan Calf _ factory. 


Workmanship 
Most buyers are familiar with the fine 
workmanship and care taken in making 
our shoes. 


Leather and Materials 


Choice of These Lasts Top grade calfskin uppers—old fashioned 
Town Park Tanned Oak soles—Sole Leather boxes 
and counters—best twill linings—Every 
part of our shoes spells Q-U-A-L-I-T-Y. 


Cartons, Stamps and Labels 


Shoes shipped in your own cartons prop- 
erly labelled and stamped, if desired. 





Dwight 


T This trade-mark stamped on these shoes 
> means guaranteed solid throughout. 
All Are Priced to You 


Longfellow See These S - All Sizes, B, C and D Widths 


BOOTH No. 431 
cao,  -Rnexr-Saes-Ce: 


Expositi . 
January 9-10-11-12, Milford, Mass., U. S. A. 
1922 Boston Office: 135 Lincoln Street 
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This Is Number 
Five of a Series. 








The Practical 


“Practical — Avail- 
able, usable, or valu- 
able in practice or 
action.” — Webster’s 
Dictionary. 


HAVANA 
BROWN 











NEW CASTLE KID 


The real test of any upper leather comes in thé last- 
ing-room of the shoe factory. Few leathers can with- 
stand “pulling over” without showing light streaks on 
the toe cap. 


During this operation, New Castle Havana Brown Kid 
remains uniform throughout, retaining its true, orig- 
inal color. That’s because it’s Havana Brown from 
back to surface—clear through the skin—permanent, 
unvarying, everlasting. 


When New Castle Havana Brown finally reaches the 
packing room, no application of patent fillers or re- 
pairers is necessary. This demonstrates its value in 
action. 


From a practical standpoint, from an economic stand- 
point, choose New Castle Kid. 


Si udge it- by its users. 











NEw 


Boston 





Castte Learner Company, Inc. 
NEW YORK 


Montreal, Canada Chicago St. Louis Philadelphia 
and the principal Leather and 
Shoe Centers Everywhere 
FACTORY: WILMINGTON, DEL. 
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| | ONCENTRATION of our efforts has en- 
} abled us to offer that which the times and 
the trade require. 


° ° ° ° 


= Pas 


—hbest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


° ° o ° ° 





We are also able.to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















This illustration represents one of the ‘styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








J | FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


See our exhibit Booth 433, N. S. R. A. Convention 


\ and Exposition, Chicago, Jan, 9, 10, 11, 12, 1922. VA 
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No. 9090 


On the BOYLAN ELK 
LAST — a combination 
last of exceptional fitting 
qualities. A shoe of es- 
specially attractive ap- 
pearance. 


$ 5:29 





No. 6060 Me 
On the BAKER LAST— 


designed to combine 

style and comfort, 

adapted to men in all 

walks of life. 

Widths A-E Sizes 6-12 
No. 30 








Same in Black Vici. 


Widths B-E Sizes 6-12 No. 7070 
Same in Gun Metal 




















DARK TAN 
BOARDED CALF BLUCHERS 


WITH “SPRING STEP” RUBBER HEELS 
THE GENTLEMEN’S CHOICE FOR A WINTER SHOE 


IN STOCK 


A nice-looking, good-wearing shoe for winter weather. It’s 100% 
leather—no substitutes. The best of materials are used through- 
out. This shoe is stocked, so your order can be filled day received. 
tive “Baker’s Service” a trial! 





BOYS’ SHOES 


Have you seen our line of boys’ shoes? 
They are going strong. Send for samples. 


J. RALPH BAKER CO. 


BRIDGEWATER, MASS. 


NEW YORK OFFICE DETROIT BOSTON 
801 Marbridge Building 5 Rowland Building 183 Essex Street, Reom 305 
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7; 
CARRYING A Mh 
SOLID LEATHER ~ ON THE FLOOR 
\ FOR IMMEDIATE 


COUNTER, BOX . 
AND SHANK 1600—BLACK SATIN... ..$4.75 DELIVERY 


1610—PAT. COLT........ 5.00 
1620—GUN METAL...... 5.00 


W.T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
FOURTH STREET +: + PHILADELPHIA 


THIS WILL BE A POPULAR — 
STYLE FOR EARLY SPRING 
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“MARIENETTE”—STYLE D 491 


One Eyelet Co'onial Patent Leather Vamp, Tongue and 
Quarter; Green Kid Buckle, Heel and Binding. 


“DELMONTE”—STYLE C i111 


One Strap Single Button Pump, Patent Leather Vamp. 
Gray Ooze Quarter, One Inch Celluloid Military Heel. 


oat v3 
6 
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2) AAA A zn ST 
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Rivalry Between Quality and Beauty 


Reaches Sensational Achievements in 
Henne’s Fine Footwear 


Supreme confidence merited by their recognized quality and 


individuality, is responsible for the enormous: popularity of 
Henne’s exclusive footwear. 





Our newest models are the products of unceas- 
ing effort on the part of our designers and 
craftsmen whose aim ever is to enhance the 
appeal to the eye. 











Wm. HENNE & CO., Inc. 


Known Since 1875 for Quality 
BROOKLYN, N. Y. 
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USTOMERS of the United Last 

Company are not dependent on 

one source of supply at a point remote 

and out of reach. Ten factories make 

up the United group. Offices are main- 
tained in six large cities. 


The buyer of United Lasts not only has 
the benefit of the style cooperation in 
these six centres, but he can also call 


Display Rooms at 


Boston, 212 Essex St. 

Cincinnati, 803 Sycamore St. 

St. Louis, Advertising Bldg., 
Room 303 








ot 


on any or all of the ten factories with 
their model producing facilities. 


If one factory cannot make prompt de- 
livery the other nine are called upon— 
all with the idea of avoiding delay. 


We solicit the opportunity of showing 
you the advantages of the “United” 
service. 


Display Rooms at 


Chicago, Room 406, Wells Bldg. 
Philadelphia, 331 Arch St. 
Milwaukee, 10 Metropolitan Bldg. 


UNITED LAST COMPANY 


Boston, Massachusetts 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J HAVERHILL, MASS. MILWAUKEE, WIS. 


AUBURN, ME. NEW YORK, N. Y. 


CHICAGO, ILL. 


ST. LOUIS. MO. LYNN, MASS. 










































TWILLS 
DRILLS 
DUCKS 


EACH QUALITY STAMPED WITH ITS GUARANTEED WEIGHT 
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Kallman 


Guaranteed Weight 


SHOE LININGS 


GIVE you uniform quality 
in your production. 





FLANNELS 
GIVE shoes greater wear gprt sock 
and longer life. LININGS 


GIVE assurance that infe- TOP FACINGS 


riority will not creep into 
your production. 





BOM Seah, 


ATHENA CHROME KID 


Sole Distributors for 


CHAMPAGNE 








BLACK 3 

WHITE ane 

E : 

HAVANA | ? 

GREY and All the Newest 3 
Creations 





ALSO EBONY CABRETTAS IN BLACK AND COLORS 


Julius Kallman Company 


61-65 South Street, Boston, Mass. 


JULIUS KALLMAN CO., Cincinnati, O. A. M. ROBLEE, St. Louis, Mo. 
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NOW READY 


In Larger Quarters 












































HE recent addition to our production facilities enables us to 
offer a service which is sure to appeal to our friends among 
the dealers—yes, and to many more dealers whose friendship 

we hope to make during the coming year. 


Many live merchants in all parts of the country are finding Elco 
Shoes to be a most profitable and satisfactory line to handle. Their 
excellence of workmanship and quality of material put them in a 
class by themselves. 


We are, therefore, ready with a beautiful line on display for those 
dealers “who really care for select merchandise.” Our factory now 
occupies an entire building of four floors and allows for a production 
of fifteen hundred pairs of Turns daily. _ 


Call and examine these newest and smartest creations in fine turn 
feminine footwear. 


Elco Shoe Manufacturers, Inc. 


225-227 Cook St., Brooklyn 
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“We can’t show you any shoes 
made of imitation TONY RED. 
We won’t make them.” 


This is what a large manufacturer of men’s 
fine shoes told a customer who wanted to buy 
more TONY RED CALF, shoes than the 
manufacturer could supply. 











Most Manufacturers Who KNOW Won't Take 
Chances With Imitations of 


TONY RED CALF 


Reg. U. S. Pat, Off. 


E intend to protect all our customers who 
stand loyally for genuine TONY RED 


CALF to the limit of our ability. 


At the same time we urge all retailers who wish to 
be sure that they are getting genuine TONY RED 
CALF in their shoes, to write us for a list of manu- 
facturers using the true TONY RED. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH STREET, BOSTON M77‘ We 
P. A. HENRY & CO. tis DIP WOLFENSTEIN & SHANAHAN 
706 Broadway, Cincinnati, O. a. 39 SPRUCE STREET 
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YEAR ROUND 
PROFITS 


Dolgeville E-Z Felt Footwear is 
more than just a winter season 
line. It has a genuine year round 
appeal. It can be displayed each 
day of the year and build up a 
steady source of profits. 


Are you getting your share of 
this plus business by featuring 
Dolgeville shoes throughout the 
whole year? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 


DOLGEVILLE 


FELTSHOE 
| co 


DOLGEVILLE 


it 
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The courtesy shown us at the Convention was very gratifying; also the volume of orders taken. 
Stop hesitating. We can take care of you, if you send your orders NOW. 










































TH 


“THE ELAINE” 


WAT 


A DISTINCTIVE 


= A NEW SHOE CREATION FOR 
= RECEIVED WITH SPRING FOOTWEAR. = 
= POPULARITY. = 





TUT 
AU UMATTAAHAA 


To your discriminating trade, this example of fine Brooklyn shoemaking will always appeal. 
We have made our reputation. Let us make yours greater. Write or call to see us. 


DEGEN - LIPP, Inc. : 
Makers of , 


Women’s Best Turn Footwear 
New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 









































The Famous 


Weber 


Shoe forNen 






No. 967 

















ked Elk Go 
W HEN you quote seria oe Cait 
s 
Weber Union Duplex! Golf Fibre, Sole 
edge Fibre Heel 






Made Men’s Shoes to 
retail at $5-$9 you are 
offering your custom- 
er substantial value. 


New York Office, H. Harris, | WEBER BROS SHOE CO 


1328 Broadway, Marbridge Bidg. ' 
NORTH ADAMS.,.MASS 
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LEATHER 
SHOES 


A omehe line of 
Welts - Double Wells - Mc Kays ~ Turns 
in the following runs 
GIRLS’ BOYS’ 








MISSES’ YOUTHS' 
CHILD'S LITTLE GENTS’ 
INFANTS’ 














b tat C.K CE WE Bos 
we wi . Raw 


‘s O9 CASH REWARD ; 


i "STAR BRAND” ‘Shoes with this “STAR 











insoles. heels o unte: 
“STAR a A ‘woes aE. BETTER" : 








SEE IEA RT AED 
Certificate with every “Pair 











Write or Wire for Salesman 





“THEY SPEAK FOR THEMSELVES. 

































ROBERTS. JOHNSON & RAND 


MANUFACTURERS Branch of International Shoe Co. ST.LOUIS 
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Poll-Parrot 


A complete first quality line of 
solid leather shoes 


For Children 


45 HIS complete first quality line 
of Poll-Parrot Shoes is the 

latest addition to the famous 
Star Brand—a favorite fast-selling 
line of foot-wear among thousands 
of shoe merchants everywhere. 


S a member of the Star Brand 
family, Poll-Parrot Shoes 
possess every quality of lasting 

serviceability, modish appearance and 
desirable comfort that have always 
characterized Star Brand Shoes. 


HE advent of the Poll-Parrot 

line widens the possibilities 

for a greater and more profit- 
able volume of sales for you, enables 
vou to cater to a greater circle .of 
customers and makes it possible for 
you to make two sales where only 
one was made before. They offer 
to shoe dealers the prestige and the 
service that have come to make Star 
Brand Shoes famous. 


Shoes distinctive: 


No 


ws 
> 


~ I 
> 


Note carefully these five dominating features that make Poll-Parrot 








"ie, oe oe 
I. Superior All-Leather Quality 
High Standards of Workmanship 
Attractive Up-to-date Styles 

4. Easy, Well-Fitting Lasts 
Maximum Wearing Comfort 














Let the Star Brand salesman tell you about the Poll-Parrot line. 
A wire or letter will bring him. 

























































ROBERTS. J 


MANUFACTURERS 














OHNSON & RAND 


Branch of International Shoe Co. ST. LouIS 
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Timson Bros., Inc. 


The W onder Shoe 
of Standard Parts 








’ Pw A 
Y/; 


STANDARDIZE: 











_— ALL THE TIME te. s00 


Fine Vici Kid Blu. Ox- Fine Vici Kid Oxford. 
to : a, a Cat’s Paw Rubber 
Special, N un- : H Fiexible Good- 
ter, Foster Orthopedic For Regular Service — For Real Dependence yar We 6 oe 
Rubber Heel, Flexible $5.00 


Goodyear Welt. 85. to 


/ iia °° STYLISH and COMFORTABLE MODELS —_®isows' Vici" sath 




















HERE’S real profit and satisfaction in selling 

Timbro Shoes—all the time. Their quality is 
made certain by excellence of workmanship in 
assembling standard advertised parts. 


Send for sample order today, or write for one of 
our twenty salesmen to call. Let us explain our 
complete proposition and our agency service. 





No, 702 aoa ° 
Arch-0-Pedic Special You are sure to find it interesting and a means of No. 704 


7 Vici Kid Polish. ~~ Vici Kid Polish. 

5 Repeat 6.00 j . > Bnavesees $6.00 

Fiex ible Pe increased profit. Pie x ~ 
8 


Welts, Cat’s Paw Rub- 
ber Heels. x Rubber Heel. 


TIMSON BROTHERS, Inc. 620 Atlantic Ave., Boston, Mass. 


Creators of the famous Timbro Comfort House Shoes 
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NEW YORK 
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Diamond Shoe Co CaS 
a ane { 


Lin i —, a 


WT lineal! bet it 





% BROCKTON “Ul 


A, 





BLAZING THE TRAIL 


LOWER PRICES 
BETTER SHOES 


Again we are revealing a most impressive economy 
measure.- Overhead savings and a constantly busy fac- 
tory, as promising for 1922 as it was a fact in 1921, 
prompt less profit on volume sales. 


The prices are lower, the shoes will be better. Such 
features as you cannot see will be as many as those you 
will readily recognize. 

Ask for a new price list of 100 men’s and women’s 
stock numbers, which prove wonderful sellers in spite 
of the most strained purchasing conditions. Samples 


prepaid. 
$ 53 


Net 
Special 










TAN SCOTCH GRAIN—No. 480 
BLACK SCOTCH GRAIN—No. 481 
BROGUE LAST—B TO D; 6 TO 10 


DIAMOND SHOE COMPANY 


196 CHURCH ST., NEW YORK 
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UR many customers who 
ae have been with us for many 
years were agreeably sur- 
prised at the many new styles and 
patterns which we displayed during 
the shoe convention. 





To the many merchants that did not 
have the pleasure of seeing our new 
line and getting our new prices, we 
would suggest you send for our new 
illustrated catalogue, showing our ex- 
tensive In Stock Department. 


STONEFIELD-EVANS SHOE (0. 


ROCKFORD ILLINOIS 
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most satisfactory street wear 


All Shoes Shown Are in Stock—At Once Delivery 


“Wilaen Sewed Shoes 


are a light, airy, flexible footwear that gives 





Important Advantages of the 
Wilson Sewed Shoe 


Absence of all tacks, gives more comfort, 
longer life to hosiery. 

Will not spread or lose its shape. 

Flexible and non-squeaking. 

Eliminates wrinkled linings. 

No breaking down of box in toes. 

Permits use of solid heel seat for wood 
heels, as in a Welt. 

May be repaired satisfactorily. 

Assures better fitting qualities to patterns. 


we 
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~ 


vey ela 












ny 
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Rd ae 


w- cw¥ uw Kid, 
Hecl, A, B, nd D. 
W-233— | A Brown Kid. 


1%-inch Rubber a2 
$3.75 
. $4.50 


Now in Stock 


Heel, 








W-246—Black Satin, 
Louis Wood Heel, 


1%-inch Junior 
A. B and C.$4.25 





W-75—Black Kid, 
i, CM Mn cteWe bey bese ab enn 
W-125—Samie in Havana Brown 
ee cce< . .$5.60 


1%-inch Heel, A, 
$5.00 


W-255 ee 


2-inch Wood Heel, 
A. B and err . $5.25 





Founded 1878 








Brows. Vues Gawngaiaiy, 


First Successful Shoe Manufacturer in St. Louis 







AY 
Peat . 
¥ 














W-240—Black Satin, Sones. 2-inch Wood 
Bevse . -$5.50 


A, B and 





W-245—Black Satin, 
Heel, A, B and 
W-250—Black Kid ........... 








2-inch Wood 
.25 









W-248—Patent,.. | %-inch.. Junior 
Louis Wood Heel, A, Ss and C. . $4.60 
W-249—Gun Metal $4.60 
W-247—Kid 
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The High Water Mark of Footwear 


Down in the archives of the United States patent office at 
Washington, D. C., may be found the registration papers of 
a trade mark showing a band of red with the lettering, 
The B. F. Goodrich Rubber Company, Akron, Ohio. 


This mark and the government guardianship that goes 
with it is for our protection and for your protection too- 
The last thing we do in the making of a Goodrich rubber 
boot or shoe is to put on this red line around the top. 

It is the O. K. finish mark — our signature which if red- 
signed might well be coupled with the inscription — 


Yours For Better Footwear 





60,000 dealers and a host of users attest that you can rely 
Woman's Croquet on the rubber boot or shoe marked with the red line 
around the top, to the last ditch. 





Woman’s Empress 
THE B. F. GOODRICH RUBBER COMPANY 
Akron New York Boston Chicago Denver 
Kansas City Minneapolis Seattle 


Goodrich 


Hipress and Straight-Line 


Rubber Footwear 











BOOT AND SHOE RECORDER January 14, 1922 











1922 


Newest Novelty Designs to Stimulate 


Your Immediate Business 


In Stock TODAY 


A to C Widths 





Shipments 


made upon receipt 
of 


your order 


257X—Patent Vamp, Grey Suede Quarter, Baby Spanish Heel, $5.00 


All 
of these stock 
shoes 
are authentic 


spring styles 
256 X 


252 X 
anal 255X—Black Satin, Louis Heel........ 4.75 
252X—Black Patent, 9/8 Covered Heel.. 4.75 gseX— Black Patent, oos**** 475 
te Kid, Louis 


251X—Black Satin, 9/8 Covered Heel.. 4.75 254X—Whi 
253X—Gun Calf, 9/8 Covered Heel..... 4.75 260X—Black Patent Vamp, Louis Heel. 
259X—Black Patent Vamp, Covered Heel, 5.00 Gr Sued 

Grey Suede Quarter Strap, Lou 
250X—White Kid, 9/8 Covered Heel. .... 5.00 253—Same in Baby 5. Heel 


149 DUANE ST. MeLady Shoe @mpany —_NEW YORK, N.Y. 


OMENS NOVELTY SHOES 
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R. P. HAZZARD 
COMPANY 


factory has been running 
to capacity through every 





= > The Reason! 





Stylish, Dependable 
Footwear 
at popular prices 





One of many features 
of the Hazzard Shoe— 


Wingfoot Rubber Heels than ever. 
Popular Styles in Stock 
Catalog on Request. 


R. P. HAZZARD CO. 


GARDINER, MAINE 
Boston Office - ° - . - 119 Lincoln Street 





Our Line for 1922 is stronger 
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We McELWAIN Bs / 


TRAOE MARK 





The mark of BETTER shoes—well made— 
correctly priced. 


McELWAIN shoes will help you to build a 


bigger—more_ profitable—business. 





The new mark of strength and honesty in 
shoes. 


An unsurpassed trade - builder. 
Make it yours! 


E Ww 
y. 























ile, 
Sarre 











$500 
CASH REWARD 


and a 
new pair of shoes will 
be given to ple the wearer 


who Finds > paper in 
the heels Ne y, counrers 

« Ww ' 
insoles or ¢,°V’ ,¢ outsoles of 


any shoes ary made by us 
bearing this trade mark 


Mc ELWAIN HUTCHINSON € WINCH 
BO STON MASS 


INTERNATIONAL 
SHOE CO 





Our guarantee—your protection 


Feature it and gain the complete confidence 
of your customers. 


ACT NOW 


Here’s a two-fisted profit-making proposi- 
tion for you. 
A wonderful ALL LEATHER line—a co- 
operative advertising service—generous and 
unusual in scope. Keen merchants are con- 
centrating on McELWAIN SHOES. 

Why don’t you? 


WRITE OR WIRE FOR SALESMAN. 

















McELWAIN HUTCHINSON & WINCH 


590 Atlantic Ave., Boston 8, Mass. 
New York Office, Hudson and Reade Sts. 
BRANCH OF THE INTERNATIONAL SHOE CO. 


W BETTERSHOESS For LESS VAY 
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IN WHITE BUCK AND PATENT LEATHER 
VAUGHAN’S | IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY' SEWED SHOES 











TWO FACTORIES—CAPACITY 
5500 PAIRS DAILY 





DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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BOSTON 
183 Essex Street 


NEW YORK 
651 Marbridge Bldg. 


CHICAGO 
706 Security Bldg. 








IN STOCK 


No. 534—Brute Last. No. 4 Nor- 
wegian Brogue Bal, Square Wing, 
Rawhide Double Sole, Stitched Heel. 
A—7 to 11; B—6 to 11; O and 
D—5 to 11. 


Price $6.65 


No. 424—As above in Black Nor- 
wegian. 


Price $6.65 


No. 544—Buddy Last. Brown 
Norway College Bal, Rawhide Double 
Sole. A—T to ii B—6 to 11; 
Cc and D—5 to 


Price $5.65 


No. 434—Same as above in Black 
Norway. 


Price $5.65 


No. 588—Brute Last. No. 4 
Norwegian Brogue Oxford, Square 
Wing, ——, eaeee Sole, Stitched 
A—7 1; B—6 to 11; 

Cc ,* D—5 o 11. 


Price $6.15 


" No. 487—As above in Black Nor- 
wegian, 


Price $6.15 


No. 372—Patent ©. 8. Oxford, Fen- 
way Last, Flexible _ AA—6% 
to 11; A and B—6 11; O and 
D—5 to 11, 


Price $5.25 
No. 467—As above in Black Ivory 
Calf. 

Price $5.25 


No. 230—Women’s Patent Colt Ox- 
ford (Dance Last), Imitation Turn, 
Flexible 2. to 8; B, © 
and D—2% to 


Price $5.00 


No. 234—Stroller Last. Women’s 
P. C. Oxford, 10/8 Heel, A—4 to 
8; B, C and D—2% to 8. 


Price $5.00 











Makers of Fine Shoes 


THE DALTON COMPANY, Inc. 


BROCKTON MASSACHUSETTS 
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CANVAS FOOTWEAR: 
Lo aggre Values? 


SEASON 





CWur kshu bhaber 


Send for your copy of this important announcement. 


{ HIS is a partial reproduction of the first page of 
' an eight-page announcement showing styles and 
\ prices of the 1922 HOOD Canvas Footwear Numbers. 


With the irresistible demand for lower-priced mer- 
chandise, it will probably be necessary to sell your cus- 
tomers leathers made to meet the situation, the wear- 
ing qualities of which are as yet undetermined. Will 
it not often be more advisable to sell HOOD Canvas, 
upon which you may rest assured there will be no 
come-back, excepting expressions of satisfaction and 
long wear. f 


Se MLM TT CHQOVVOOOLYONOLUOOLIYONV,OOODAULLLOGUOOOULAAOOOOOOULNLSOOOOOUUL4A00000ON44000 )00040N400)0044044V00000N44°4N0000DOL4NNNO00bL4ANNENNOOOULALANORUOOULENANA0)OONNN4VEOR)QVONKLAQRNVOQOI4NANNON0)NNOULANANANOOUGNNANNOHULLNLIQNRQU)HNLANALQNQOUAULLAQNRNUULLIQAANUUUL 


HOOD RUBBER PRODUCTS COMPANY, Inc. 


WATERTOWN, MASS. 4 s| i 

o| | 
— Write us for name of nearest jj 4 
——S distributor on 2 | 


HMAUUENULLUAHINUHT ANN 
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STETSON SHOES 


MEN and WOMEN 


\ 


NNN = 


IN 
BOSTON 


HEN in Boston do not fail to 

visit our new offices on the tenth 
floor of the Little Building, corner of 
Tremont and Boylston Streets. This 
location is the most 
accessible one in Boston, 
being directly opposite the 
Hotel Touraine, and hav- 
ing direct connections 
with Subway, Elevated 
and Surface Cars for the 
North and South Stations. 





IN 
NEW YORK 






UR New York Offices, located in 

the Bush Sales Building on Forty- 
Second Street, between Broadway and 
Sixth Ave., will be found very con- 
venient by those of our friends visit- 
ing New York. On the 
fourteenth floor of this im- 
pressive building, in the 
heart of the hotel district, 
you will find a suite of 
well-appointed offices for 
your convenience. 





wy Oud 


-” 
- 
= on a 
PP el Re 
= nnd =v - 
— 7 ; “/ pd 
Se Mt 
if i ang 
‘ ? ea? 
x ea 
¥ 








@ 


TT TT TT TT TT nn 


Mn 


AANA NT 


THE STETSON SHOE COMPANY, Inc. 


&% SOUTH WEYMOUTH, 90, MASS. 
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MAAN A 
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No. 787—White “Eve Cloth,” Goodyear Welt 
Oxford, White Ivory Welt, Natural Sole, 12/8 
White Enamel Heel. On our 69X Last. 

Price $3.00 


A Complete Line of White “Eve Cloth” 
Welts and Turns to Retail at $5.00 


These shoes, and our other new styles—in leather—to retail 
at five dollars, will give you the opportunity to serve the 
public satisfactorily on an attractive price basis. The 
shoes we offer you to retail at five dollars conform to our 
approved standards of workmanship. 


Emery & Marshall Company 
HAVERHILL, MASS. 











































No. 702—White “Eve Cloth” Turn One S‘rap, 
10/8 Covered Military Heel. On our 61 Last. 
Price $2.85 
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You can learn this new, profitable and dignified 


profession in a short time 


There is need of many more surgeon chiropodists. To become 
one requires little investment in time and money. Many stu- 
dents earn while studying. The profession is one of the best 
paying and one of the most respected in any branch of medi- 
cine. The work is interesting and congenial. The hours are 
regular. The College now occupies a modern four-story build- 
ing, has laboratories, large clinics, dissecting room and all 
facilities for teaching. 


Teaching staff of celebrated physicians, surgeons, chiropodists, 
chemists and orthopedists. For Students, big gymnasium and 
social life while studying. Chiropody is now legalized in nearly 
every state in the union. 


Send coupon for particulars. 








ILLINOIS COLLEGE CHIROPODY 





1327 N.Clark St., 
CHICAGO 


Coupon for Information 
Illinois College of Chiropody, 1327 N. Clark St., Chicago 
Piease send me catalogue and full information regarding your courses. 
Name 
Street Address City and State 
Education 


Have vou previously made any study of the foot?..........seeeeeeeeeee 
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“Easy As Selling 


a Box of Biseuit” 


HAT’S the way Educators sell—especially on 
the repeats—and repeats are the biggest part 
of Educator business. 


No time wasted fitting. No lengthy indecision over 
styles. You just hand over the customer’s size. 


That’s the secret of the Educator’s quick turnover 
—and therefore, the secret of its most desirable 
profit. 


You can make a showing at once — and on a limited 
stock. Because our nine American Distributing 
houses can size in for you almost “over night.” 


OUR NINE AMERICAN DISTRIBUTING POINTS: 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Ine. 


10 High St., Boston, Mass. 
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the Creat National Shoe Weekly 
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A Convention of ‘‘Mixability”’ 


HE business battle of Chicago is over 

and, as is customary, one looks for an 
outstanding accomplishment in business 
betterment for the year. 


Of all the conventions, this one stands out con- 


spicuously as having no 
fundamental slogan to 
elevate it from being 
merely a convention. A 
dozen leaders and direc- 
tors, when asked what 
they got out of the big 
show that justified their 
coming to Chicago, were 
nonplussed enough to say 
that, as far as store bet- 
terment, they had ob- 
tained nothing specific- 
ally advantageous. This 
was due to the fact that 
directors usually give of 
their time and effort to 
the steering of the con- 
vention and are, there- 
fore, not active partici- 
pants in its benefits. To 
them the greatest advan- 
tages did not come. 


It was to the vast ma- | 


jority of small store mer- 
chants that the real prac- 
tical side of the conven- 


Open Forum and Style and Price 


Comparisons Are Things of Real 
Value to the Merchant 


style review. 








The 1922 Creed of 
The N. S. R. A. 


This master resolution is given for all mer- 
chants to use in their publicity and is referred 
to the Executive Committee for general and 
national distribution: 

The National Shoe Retailers’ Association, of 
which I am a member, in its eleventh annual 
convention, declares that it is keenly alive to 
the necessity of giving the consuming public 
utility, service and style at prices which will 
attract buying. Merchants from all parts of 
the country have gathered here to perfect them- 
selves in the economics of getting more shoes 
sold right, for no article of wearing apparel is 
so important in its functioning as footwear. 

No country on the face of the globe gives to 
its people so much in value and style in com- 
parison with the daily wage per person. 

Merchants are eager to serve and are them- 
selves students of every possible economy in 
production and distribution, and to that end 
assemble periodically—for better merchants 
come through merchant betterment. 

[If you want to make effective your convention 
visit use this copy as publicity in your town, for 
the public is interested in your doings in their 
service.—Editor’s Note.] 








tion was revealed. They seasoned their conven- 
tion feast with bits of debate and open forum, 
plus examination and comparison of prices and 
study of novelties, with a generous eyeful of the 


When one shoe merchant brings a steamer trunk 


full of ledgers to the con- 
vention for consultation 
with the Shoe Division of 
the Harvard Bureau of 
Business Research we 
begin to realize that the 
hurly-burly of conven- 
tion is but the froth on 
top of a lot of keen de- 
sire for business knowl- 
edge. 

Significant in many 
ways is the fact that any 
merchant who placed his 
orders in November and 
December was at no dis- 
advantage in so far as 
style was concerned, and, 
as a matter of fact, en- 
joyed the advantage of 
having his spring mer- 
chandise built well. 

There was no conspic- 
uous style appearing at 
the convention to sweep 
into the spring season 
and to justify the alibis 
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of the past three months that holding off buying 
was of style advantage because of the convention. 
Even in price no perceptible difference developed. 

There was no buying stampede at the Chicago 
convention for the precise reason that most mer- 
chants already had the makings of good spring 
stock on their shelves. 

There was some buying to sweeten up lines, and 
there was consistent and careful study of styles, 
prices and workmanship. 

Once again the statement is justified that, with 
each passing convention, the buyer is sharpened 
in his knowledge of shoes—their production, dis- 
tribution and price. 

A layman cynically passed the remark that the 
quarter-of-a-million-dollar cost of holding this 
convention would be added to the price of shoes, 
but we cut his logic down by the statement that 
in no other country on the face of the globe is 
there such a comparison test given to styles, work- 
manship and price under one roof, where the 
buyer can instantly detect economic advantages 
and seize them for the benefit of the public at 
home. Every cent of expenditure is justified if 
service to the public is improved and competition 
kept clean. 

In any one building housing 500 competing 
lines it is obvious that the lowest price wins, qual- 
ity and style considered. 

It is well to be both complimentary and critical 
in an editorial discussion of a great convention. 
Eleven of these annual events have now taken 
place and progress forward has been consistent. 
Great success might, however, make future con- 
ventions a trifle unwieldy. Stop the exposition 
and display part of the convention and it becomes 
top-heavy and the money-making feature is some- 
what apparent. 

No doubt the _ ideal 
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enough in its way, but let it be constructive until 
there is some other agency to give expression to 
a comparison of styles, interchange of ideas and 
mixability of friends. More than one merchant 
has brought out the fact that this convention was 
a Harry, Jack and Henry affair, for first names 
were the rule and not the exception. Merchants 
coming year after year to conventions become 
better acquainted, not only for the duration of 
the convention, but for interchange of methods of 
merchandising the year ’round. 

More letters are stimulated by personal friend- 
ships made in convention than would otherwise 
be sent on their mission of asking and giving 
advice. 

Truly the ability to mix stands out as the con- 
spicuous feature of this convention. Perhaps it 
is well that conventions come down to common- 
place things, and we advise the careful study of 
the text in this issue, especially the Open Forum. 

General Goethals said that the digging of Pan- 
ama Canal was no great problem, but rather a 
multitude of small details needing intelligent 
attention. 

The same is true of cycles of business. The 
upswing is to be slow and, let us hope, steady. 
Let each step forward be made on secure ground, 
so that there will be no need of two steps back- 
ward. 

The convention was in keeping with the times 
and can be said to have fulfilled its mission. 

We ask you to turn back to page 1 of the Edi- 
torial Section of this issue of the RECORDER and 
to study the creed of the National Shoe Retailers’ 
Association for 1922 and to use it in your news- 
paper and general publicity, for the intimate 
contact between you and your customer is a 

most valuable business 
asset. 





convention is on a fifty- 
fifty basis — convention 
sessions and exhi ditions 





One merchant took 
enough pains to bring his 
mailing list to Chicago, 








and displays. This great 
event might be put on 
a seventy-five-twenty-five 
ratio as far as the per- 
formance in the Coliseum 
was concerned, giving 
the major percentage to 
interest in the exposition 
and the 25 per cent to 
attendance and applica- 
tion to business sessions. 
No convention ever can 
come to 00 per cent effi- 
ciency, but the ideal is 
worth striving for. 
Criticism is well 








so as to send home some 
message to the public of 
his community. Is this 
not a tip to you to carry 
on the mixability you 
learned in convention 
by encourageing the 
tendency to mix between 
your store and_ the 
public? 

Nothing breeds confi- 
dence more quickly than 
this “mixability.” And 
confidence is what we 

- need to-day. 
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Resolutions Adopted By Merchants 


This master resolution is given for all merchants 
to use in their publicity and is referred to the executive 
committee for general and national distribution: 

The National Shoe Retailers’ Association, of which 
I am a member, in its eleventh annual convention, de- 
clares that it is keenly alive to the necessity of giving 
the consuming public utility, service and style at 
prices which will attract buying. Merchants from all 
parts of the country gathered to perfect themselves 
in the economics of getting more shoes sold right, for 
no article of wearing apparel is so important in its 
functioning as footwear. No country on the face of 
the globe gives to its people so much in value and 
style in comparison with the daily wage per person. 
Merchants are eager to serve and are themselves stu- 
dents of every possible economy in production and 
distribution and to that end assemble periodically, for 
better merchants come through merchant betterment. 

* * aa * 


Government Co-operation 


Be it resolved, That we reaffirm the action of this 
association in tendering its whole-hearted support and 
co-operation in enabling the government to secure 
reliable information concerning the distribution of 
footwear by retail shoe merchants, and we assert it 
will be found that footwear is being distributed as 
economically and efficiently as present industrial con- 


ditions will permit. 
* * * 


Taxation 


Be it resolved, That we commend the national 
government for the removal of the war excess profits, 
luxury and transportation taxes, thereby helping to 
reduce the cost of living to the great mass of the 
American public by lifting these excessive burdens 
from their shoulders. 

And we further commend the national government 
in the establishment of the long needed budget bureau 
as tending to exemplify the thought expressed by 
President Harding in his inaugural address of put- 
ting “more business in government and less govern- 


ment in business.” 
_ * * * 


Manufacturers’ Co-operation 


Be it resolved, That we appreciate the splendid co- 
operation given to this eleventh annual exposition by 








At Chicago Convention 


the shoe manufacturers of America. We recognize 
that this co-operation is fundamental to the success 
of the N. S. R. A. exposition. We pledge the active 
co-operation of the N. S. R. A. membership to further 
cement these friendly relations. 

We believe that through this co-operation, the en- 
tire industry, through its various branches—manu- 
facturing, wholesaling and retailing—and from the 
viewpoint of the buying public, has been elevated to 
its present pinnacle of success. 

* oe a * 


Manufacturing Relations 


Be it resolved, That it is imperative for the welfare 
of all branches of the shoe industry and the buying 
public that we strongly recommend to the members of 
the National Shoe Retailers’ Association, and all retail 
shoe merchants, the placing of their orders for staple 
merchandise sufficiently in advance of each season to 
enable the manufacturers to produce the necessary 
shoes to supply the country’s needs at the lowest 
economic cost through their ability to place their raw 
material needs without interfering with the law of 
supply and demand through the placing of tremendous 
aggregate orders at a date too close to the expectant 
date of delivery. 


* om * * 
Advertising and Civic Associations 
Be it resloved, That advertising is a potential force 
in the building of business, and that co-operative local 
effort is recommended on the part of members in gen- 


eral to renew the confidence of the public, in which 
fairness of prices and service are emphasized. We 


_ urge every member to become an active member in the 


better business bureaus and advertising clubs of their 
local community. 

Be it further resolved, That the members of our 
organization become affiliated with local, state and 
national organizations interested in public affairs to 
the extent that the business men should become a 
stronger factor in the affairs that vitally interest the 
business of this country. 

* + # *# 


Transportation 
Whereas, Existing agencies of transportation are no 
longer adequate to conduct the constantly increasing 
business of the United States; and 
Whereas, The growth of the country is being seri- 
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ously retarded, its prosperity diminished, and its pro- 
ductive energies largely wasted at the expense of the 
consuming public, because of such restricted trans- 
portation in conditions; and 


Whereas, The one fundamental remedy for the 
growth of prosperity of the people lies in the build- 
ing up of an interconnecting system of hard surface 
roads throughout our broad land; we recommend the 
continuance of the present method of governmental 
assistance to the various states for this purpose. 
We further approve of the readjustment of the 
freight rates of the country, enabling the railroads, 
when efficiently managed, to enter upon an era of 
expansion and improvement in our transportation. 


* * # 


Rubber Prices 


Be It Resolved, That the National Shoe Retailers’ 
Association reaffirm its policy favoring the change 
in the date of the announcement of price lists for 
rubber footwear from Jan. 1, which has been the 
custom for years past, to March 1. We recommend 
the work of the Rubber Committee in its efforts to 
retain this result during the years past and recom- 
mend its continued efforts. 


* - * * 


Relations Among Retailers, Manufacturers 
and Wholesalers 


Be It Resolved, That all matters affecting the 
welfare of retail merchants, such as open publicity 
distributed by one-cent mail and matter of similar 
nature, in their relations with wholesalers and manu- 
facturers, be referred to the National Shoe Retailers’ 
Association Conference Committee, and that imme- 
diate action be taken on any questions so referred 
to that committee. 


* + + 


Harvard Bureau of Business Research 


Be It Resolved, In view of the fact that investiga- 
tions showed that the accounting system of retail 
shoe stores was below the average of other basic 
industries, and that the Harvard Bureau, through 
its Business Research Bureau, has evolved a simple 
and comprehensive accounting system, has demon- 
strated to hundreds of our members who are now 
using this system, and has demonstrated at this 
convention by a most extensive exhibit of its work- 
ing, this association recommends to all of its mem- 





bers and to all retail shoe merchants at large the 
reporting of their annual statement in confidence to 
the Harvard Bureau of Business Research in return 
for which they receive this valuable system free 


of charge. 
We heartily recommend the work of Dean Cope-— 
land and his assistant, Richard Lennihan, and urge 
further complete co-operation on the part of shoe 
retailers with the Harvard Bureau of Business Re- 


search. 
* + * ~ 


International Relations 


Be It Resolved, That the reciprocal relations with 
brother shoe merchants of Canada be heartily en- 
couraged, for as time goes on the scope and develop- 
ment of the business of retail shoe merchants will 
become one of international concern to all shoe men; 
be it further 


Resolved, That official recognition be taken of the 
splendid attendance by Canadian retail merchants, 
who, by their presence at this convention, have 
attested their interest in the value of international 
co-operation; be it further 


Resolved, That we extend to all shoe merchants’ 
associations a hearty welcome at all times and will 
facilitate their association work by giving them all 
data from our records and experience for the better- 
ment of their organizations. 


* * * * 
Felicitations 

Be It Resolved, That this convention express to 
the Chicago Convention Committee, through its 
chairman, Mr. John O’Connor, its sincere apprecia- 
tion and heartfelt thanks for the splendid conven- 
tion and for the efficient and businesslike manner in 
which they discharged the important duties which 
devolved upon them, resulting in the largest, most 
successful and most enthusiastic convention ever 
held in the history of the shoe trade. We believe 
the result of the work of this committee is demon- 
strated by the large attendance and the promotion 
of business will have far-reaching effects in cre- 
ating a new and most prosperous condition, which 
will be reflected in greater activity in every branch 
of the shoe and leather industry. 

We also wish to express our deep appreciation of 
the hospitality extended to visiting shoe men, who 
came from all parts of the United States and Canada, 
by the civic and business organizations of the great 
city of Chicago. 
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A Bird’s-Eye View of Convention 


Surely the Greatest Comparison Center of the 
World, Insofar as Footwear Styles and 
Prices are Concerned 


On the last day of the convention the members 
decided to leave to the officers and directors the 
selection of the date and place of the next conven- 
tion. There had been a lengthy discussion as to the 
date—three available dates being before the dele- 
gates. The manufacturers of the country favored 
an earlier date (November). Some of the merchants 
favored a later date (in March) while others were 
strongly in favor of sticking to January. 

Manufacturers urged that November was the 
better month because orders placed then could be 
made in time for early Spring selling, whereas if 
orders were withheld until January, it would be 
difficult to make deliveries on time. 

The question will be decided at an early meeting. 


HICAGO’S great and historic Coliseum— 
second only to the Coliseum of Rome in 


fame—the Coliseum where presidents have . 


been made and presidential bubbles have burst, 
where some of the most notable gatherings in the 
world’s history have taken place, where industries 
of every kind and nature have presented national 
and international expositions, where event after 
event of greater or lesser significance follows 
another with clocklike regularity, week in and week 
out, stood still for a day. The boot and shoe manu- 
facturers of America fed its gaping mouth and 
filled its hungry maw with a brilliant display; then 
early on Monday morning, Jan. 9, 1922, came the 
members of the National Shoe Retailers’ Association 
from far and wide to witness this lavish exhibition, 
and declared it to be the distinct feature of the 
eleventh annual convention, which got off to a 
running start and in its powerful appeal to the con- 
science and sensibilities of America’s most repre- 
sentative merchandisers of footwear, pushed its way 
forward with steadily accentuating vigor until the 
curtain was rung down upon it on Thursday night, 
Jan, 12. 


Bigger And Better—Practically 


When the members of the N. S. R. A. stared with 
wide-eyed amazement upon the wondrously beauti- 
ful world’s shoe fair at Milwaukee last year, the 
thought ran through every mind, “Can this ever be 





excelled?” It was, this year, at Chicago. The boot 
and shoe industry of America has grown within 
the past year, and this alone made it possible to 
make the 1922 exposition “bigger and better” than 
any that have preceded it. Even the limitations of 
space imposed by the vast extent of the industry 
could not prevent the creation of the impression that 
wonderful strides have been made by it in a year 
fraught with vicissitudes and filled with obstacles 
that actually did handicap the progress of lesser 
industries. 


Not a Carnival of Expense 


Bigger? Yes! Better? Yes! The 1922 exposition 
may not have been quite so spectacular as that in 
1921, but in a strictly utilitarian sense, it surpassed 
any previous effort. This was as it should be. For 
this is no time for spectacles at the expense of 
utility, excepting insofar as beauty must be advanced 
as the hand-maid of usefulness. This is a time 
when, in the relations between manufacturers and 
wholesalers and the retail merchant, the utilitarian 
must make the spectacular subservient. 

This is true even of the relations between the 
retail merchant and his customer, for the hectic days 
of war prosperity, and the period of reckless ex- 
travagance which knows no master, are past. Sobered 
by the effect of unerring aftermath of war and post- 
war disregard of expense, these United States have 
volplaned back to earth to proceed along the firm 
and substantial ways to forget the acrobatics of the 
good old ship high in the air save in the sense that 
the experience has taught them the safer and saner 
course—the evener keel—rests on real bedrock and 
not the clouds. 

This was the theme upon which the 1922 N. S. R. 
A. convention discoursed: Business, not pleasure. 


Convention Veterans Present 


Ask any of the thousands of retail boot and shoe 
merchants of the United States who spent the week 
of Jan. 8 to 12 in Chicago and they will say 
that they came in self-defense. It was no:defense 
of self, so far as the person is concerned, but a 
defense of the structure upon which the business 
of each individual merchant has been reared. There 

(Continued on page 74) 
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Cc. K. CHISHOLM 
Newly Elected President of the N. S. R. A. 





“You are going to have my personal, in- 
terested effort in Nineteen Twenty-two,” 
says President Chisholm in his first mes- 
sage, as chief executive of the N. S. R. A. 
“I feel certain the N. S. R. A. is going to be 
bigger and better than ever. If I could 
get every member to get a member I would 
feel that I had done good work for the 
year. Each year’s progress has been 


consistent and steady—so let us all carry 
on.” —C. Kenneth Chisholm. 
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Overlooking that portion of the Coliseum which housed the St. Louis group display 


(Continued from page 72) 
were many absentees, of course, when one checks 
the roster of membership of the N. S. R. A. with 
the registration at Chicago this last week. 

It would be highly unfair to say that those who 
remained away were not the real merchants of 
America, but the “storekeepers.” It is true that the 
“storekeepers” generally were conspicuous by their 
absence. But it also is true that a great many real 
merchants were not present, for some of them are 
in a peculiar position with respect to attending con- 
ventions and expositions, for any one of a million 
reasons may arise suddenly to keep them away. 
Nevertheless, if one were to draw strict classifica- 
tions, it would be only fair to say that the men 
present at the convention in Chicago were the cream 
of American boot and shoe merchants. 


Display For Utility 


So the world’s shoe fair of 1922 was a strictly 
utilitarian exposition. The officers and directors of 


[>> >>> >> 
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the N. S. R. A., and the members of the Chicago 
committee, in determining the policy to be followed 
in arranging and conducting the exposition, were 
actuated by the need of the utilitarian rather than 
by the love of the spectacular. There were fewer 
feathers and frills, less atmosphere and aroma, and 
more “stone and cement” than at the 1921 conven- 
tion. The times demanded it, and the demand was 
satisfied. 

No better proof of this could be addyced than 
the testimony of actual orders for merchandise that 
began to be placed on hooks and in files in the 
exhibitors’ booths, on the desks of the telegraph com- 
panies, or which passed along long distance tele- 
phone wires within a few moments after the doors 
of the Coliseum were opened and a stream of humanity 
passed into doors on the morning of Jan. 9. This kept 
up in increasing measure until the broad expanse of 
the exposition floor was cleared on the closing day. 

There is perhaps nothing quite so interesting as 

(Continued on page 76) 
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Newly Elected N. S. R. A. V'ice-Presidents 







H. A. ROSENBACH ALFRED KATCHINSKI 
4 of Chicago of San Francisco 
First Vice-President Second Vice-President 
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Cc. E. WILLIAMS FRANK P. MEYER 
of St. Louis of Danville, Ill. 


Third Vice-President 





Fourth Vice-President and Director 
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JOHN J. SLATER 
of New York 
Elected Director for Three Years 


(Continued from page 74) 
to stand a vigil at the entrance of an N. S. R. A. 
convention-exposition and watch the crowd as it 
catches its first glimpse of “the big show.” If there 
should be disappointment, the countenance quickly 
gives it evidence. Satisfaction likewise is readily 
manifested. 

In the four days of the 1922 convention, it was 
apparent that the first impression was entirely 
favorable and proof was regularly and constantly 
at hand that those responsible for this year’s exposi- 
tion had planned and builded well. The man from 
the big city, from the average city and the small 
town alike were pleased. And following a typical 
example of each class—unknown to him—for a 
half hour or a full hour while he made the rounds, 
one could not help being impressed that each 
realized fully that here had been staged an exposi- 
tion designed to appeal to the business sense and 
judgment rather than the well known human love 
of “fine feathers.” 


Future Problems—Space 


The gaunt Chicago Coliseum alone could not 
suffice to accommodate all who demanded an oppor- 
tunity to display their wares at the 1922 convention, 
although it is one of the largest buildings in this 
country capable of accommodating an industrial 
exhibition. Thus it was necessary to add the space 
afforded by the Greer building adjoining, as well as 
the First Regiment Armory across the alley, and 
even this did not provide adequate space for all the 
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KENNETH WATERS 
of Buffalo 
Elected Director for Three Years 


concerns in the boot and shoe and allied and 
affiliated industries which spoke for room to receive 
customers and prospective customers. These three 
buildings were connected as a unit, and it is safe 
to say that in aggregate amount of floor space, no 
N. S. R. A. exposition ever held up to this time 
occupied such a vast area as that of 1922. 

The Coliseum proper, of course, was the center of 
attraction. Greer Hall and the Armory were by 
no means neglected by any convention guest, and 
the aisles and corridors at all times were crowded 
by merchants and. other guests. The Coliseum, 
however, was a magnet every afternoon at 4.30 and 
every evening at 8.30 o’clock, at which times the 
Correct Costume Revue was staged every day of 
the convention. This was a brand new feature, 
growing out of the maze of individual and group 
style shows which made the annual conventions at 
St. Louis in 1919, at Boston in 1920, and in Mil- 
waukee in 1921, particularly distinctive. 


A Place For Comparisons 


The booths of the hundreds of manufacturers: 
exhibiting at Chicago naturally contained every- 
thing that represented the latest and most modern 
styles and modes that America’s boot and shoe 
industry has developed for the immediate future 
of the retail merchandising trade of the country. 
But not until specific examples of each new develop- 
ment were presented in review on the great runway 
circling the Coliseum was it possible for the mer- 
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JOHN J. BAIRD 
of Columbus 


Elected Secretary-Treasurer and 
Director for Three Years 


chant guest to form a definite and concrete idea 
of correct footwear for spring and summer, and 
therefore it is not strange that, in general terms, it 
may be said that more shoes were “sold” in one hour 
on these occasions than in any one particular period 
in the entire history of the boot and shoe 
industry. 
Intensive Study of Styles 


From the opening selection by the big orchestra 
which presented the musical program during each 
of the Correct Costume Revues every afternoon and 
evening during the convention, until the closing 
number, the crowd of spectators which filled the 
spacious balconies of the Coliseum was held in rapt 
attention by the kaleidoscope of 200 models passing 
in review. They came in what seemed to be a 
never-ending stream out of the proscenium arch of 
a specially constructed stage at the south end of the 
balcony, and at intervals of fifteen or twenty feet 
sauntered around the mezzanine floor of the Coli- 
seum for the careful inspection of thousands of shoe 
merchants. 


Pretty Women—Perfect Feet 


The Revues were as delightfully entertaining as 
they were instructive in their character of living 
examples of what the trade of America will have 
to offer its customers in the coming season! Nota 
single element of that which constituted the shoe 
buyers of the United States in 1922 was neglected. 
More than 100 representative manufacturers par- 
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GEORGE SPANGLER 
of Chicago 
New Sécretary-Commissioner 


ticipated in this enterprise, which proved to be one 
of the most appreciated of all of the real “brass- 
tacks” features of the 1922 convention. 

As a great many merchants remarked at the con- 
clusion of each presentation of the Revue, “This has 
been worth all it cost to come here for the conven- 
tion.” Never before has the N.S. R. A. staged such 
an effective and worth-while feature.as this. If one 
could but mark down the mental observations of the 
merchants who witnessed it, and the mental orders 
placed while the Revue was passing, it is a moderate 
guess that here could be found the bulk of the busi- 
ness which American boot and shoe industry is 
transacting in the first part of 1922. 

Staged both as an entertainment and an education, 
the Correct Costume Revues at once took the place 
of some entertainment features and — business- 
building details of the 1921 convention at Milwaukee 
which proved to be distracting rather than helpful. 
There is nothing to criticize about these features 
last year. But profiting by the former experience, 
the N. S. R. A., through its Chicago convention and 
exposition committee, revamped the previous fea- 
tures into valuable helps for the merchant. The 
big problem of presenting something educational 
without detracting from the entertaining element 
was happily solved in the Correct Costume Revues 
at Chicago. 

Tiny Shows For Emphasis 


The individual style shows from which the big 
Revues of 1922 derived their origin were not by any 
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JOSEPH SENSENBRENNER 
of St. Louis 


Elected Director for Three Years 


means eliminated entirely. Since the manufacturers 
of various sections and communities maintained group 
displays as before, each presented something con- 
spicuous to attract as much attention as possible. 
When this was not done by groups, the individual 
exhibitor made it a point to concentrate attention 
at odd times apart from the big revue. St. Louis, 
New England, Brooklyn, Philadelphia, Chicago, Wis- 
consin, the Northwest, and other principal boot and 
shoe centers of the United States each had its 
special demonstrating features. 


Sessions Versus Style Shows 


It has often been said, during and following each 
of the national conventions of former years, that 
the exposition feature has an effect of distracting 
attention from the main issue—the business sessions 
—or that the manufacturers of the country have 
been imposed with a large burden thereby, and that 
on the whole, a strictly business convention might 
accrue the largest possible profit to those merchants 
who spend their money and devote their time to 
attending the conventions. 


Present Method Seems Good 


But at Chicago, in 1922, it was perhaps more 
apparent than ever before that the present system 
of conducting the annual conventions, with the ex- 
position and style revue features, is unquestionably 
the most satisfactory method, in every way, that 
has yet been devised to place the indelible mark of 
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FRED E. FOSTER 
of Chicago 


Elected Director for Three Years 


approval upon annual meetings on the part of the 
merchant, who, after all, is the real N. S. R. A. 


Women’s Small Sizes 


Much has been said about the complete manner 
in which Marshall Field & Co., Chicago, does busi- 
ness, but this is a new skin upon their belt: Finding 
numerous calls for very small sizes in womens’ shoes 
(although it has been said that the women of Chi- 
cago leave footprints that would not seem to war- 
rant such a decision on the part of the store man- 
agement) a wide stock was ordered and replenished 
as needs be many years ago. Quite recently, how- 
ever, this organization decided to tell their small- 
sized friends about it and opened a special section 
for women wearing shoes under 2 and over 8, and it 
proved to be greatly appreciated by both local and 
out of the city customers. 


Wrong Face—Right Name 


On page 20 of our Jan. 7 issue, wishing to pay 
tribute to the fine fight against a duty on hides made 
by Charles H. Jones, we planned to reproduce his pho- 
tograph, but achieved the impossible by using instead 
that of Werner S. Byck of Atlanta, Ga. Although the 
name beneath the photograph was that of Mr. Jones, 
the face was that of Mr. Byck. We apologize for the 
error. 
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A. B. CASPARI 
of Milwaukee 
Elected Director for Three Years 
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ELMER D. GILDERSLEEVE 
of Poughkeepsie, N. Y. 
Elected Chaplain for Life 


Other Directors are C. J. Mensch of Pitts- 
burgh and H. C. McLaughlin of Cincinnati 


Many Social Affairs for Women 


in shoes for their personal adornment they 

prefer letting the men worry. about the 
whys and wherefores of getting the kind of shoes 
into their shops that will appeal to them when they 
are ready to make their selections. 

So it happened that while the visiting shoe men 
from every corner of the United States and Canada, 
as well as some of our island possessions, were busy 
viewing, selecting and buying the new styles, their 
wives, sweethearts and daughters were being enter- 
tained and shown the sights of Chicago, the second 
largest city in the country. 


LTHOUGH the ladies are much interested 


Interested in Costume Review 


Every correct style revue on the runway at the 
coliseum was viewed by hundreds of women visitors 
intent on seeing the latest models produced by the 
manufacturers, and many were the exclamations of 
surprise, delight and wonder as each beautiful cre- 
ation of the shoemakers’ art was followed by one 
seemingly more beautiful. 

From remarks overheard following each revue its 
principal purpose—that of teaching the women of 








America the beauty of being correctly and harmon)- 
ously dressed from tip to toe—was accomplished. 
Every woman who attended these revues went home 
with very definite ideas as to the kind of footwear 
and hosiery that could and should be correctly worn 
with sport clothes, for street wear, for evening; in 
fact, for all occasions, day or evening. 


Informal Dance Monday Evening 


Monday evening many women attended the in- 
formal dance at the Hotel La Salle and again on 
Tuesday evening those who enjoy this form of amuse- 
ment danced at the formal affairs at the Congress 
Hotel and Annex, as well as at the Hotel Sherman. 

Everyone had much to say in praise of the char- 
acter of these particularly high-grade entertain- 
ments. 

Chicago’s stores offer great temptations for the 
woman shopper—and what woman could resist? So 
shopping tours were arranged which proved most 
popular. It need scarcely be said that Chicago boasts 
the most wonderful and the largest department store 
in the world, and not a single visitor missed the op- 
portunity to loiter in the various departments and 
view the exquisite creations shown for early spring. 

(Continued on page 81) 
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A Correct Costume Revue Model 


Beautiful footwear and hosiery were displayed 

daily by models at the Chicago Convention. 

It was one of the best-staged revues ever held 
under the auspices of the N.S. R. A. 
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(Continued from page 79) 

Tuesday afternoon in the ball room of Chicago’s 
newest and most beautiful hostelry—The Drake— 
situated on the Lake Shore away from the hurry and 
bustle of the loop district, a large card party was 
given. About 400 guests played bridge, 500 and 
bunco. A number was drawn by each table during 
the game, the corresponding number being a piece of 
silver as a prize for that table. 

As they entered the room each woman was given 
a number and during the afternoon ten numbers 
were drawn from a hat, the tenth number corre- 
sponding with the door number, which drew the 
prize—a beautiful silver basket. Prizes were do- 
nated by Chicago manufacturers and wholesalers of 
shoes and accessories. 

Music by the Drake Hotel orchestra was furnished 
throughout the afternoon, and at 4.30 the hotel 
caterer served the guests with delectable refresh- 
ments, after which the guests were shown through 
the hotel, a journey both enlightening and interest- 
ing. The party, which was in charge of Mrs. Frank 
King, was a huge success. 
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Looking down an aisle of the Chicago section 


A committee of Chicago women on Wednesday con- 
ducted tours through the Art Institute, where many 
enjoyable hours were spent in the galleries. There 
were also tours to the Columbian. Field Museum 
in its new home on the Lake Front, and hours were 
spent in viewing the wonders and beauties within 
its halls. These two treats alone were well worth 
making the trip to Chicago for those interested in 
things of this character. 

On Wednesday evening 800 seats were reserved at 
the Cort, Cohan’s Grand, Colonial and Princess the- 
atres to see “Nice People,” “Little Old New York,” 
“The Follies” and “The Woman of Bronze” respec- 
tively. It goes without saying that every woman in 
attendance at the National Shoe Retailers’ Conven- 
tion in 1922 enjoyed every minute of Wednesday 
evening. 

Thursday no special mode of entertainment was 
planned as every woman always has something spe- 
cial she wants to do or see at the last minute, and 
so the last day was spent in doing these special 
things and in visiting and saying farewell to old 
and new found friends. 
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New Window Trim Ideas Shown 


First Prize in Chicago Convention Contest Taken 
by Brooklyn Firm With Display of 
Women’s Pumps and Oxfords 


poses of the Window Trimming Contest, 

which was confined to exhibitors occupying 
the First Regiment Armory section of the Chi- 
cago convention-exposition, was a task beset with 
extreme difficulty, due to the strong and keen com- 
petition which was aroused among those entrusted 
with the actual work of the trims. Thus it was only 


poses of displays arranged for the pur- 


by Schoen Bros., of 


First prize window trim, won 
Brookiyn, N. 
after long and careful deliberation that the commit- 
tee of experts selected to judge the contest was able 
to announce its choice, which was made unanimous 
finally and accorded the honors in the following 
rank: 
First—Schoen Bros., Inc., 124 Atlantic 
Avenue, Brooklyn, N. Y. 
Second—Betty Shoe Co., Brooklyn, N. Y. 
Third—Society Maid Hosiery Co., 3-5 Fifth 
Avenue, New York City. 
Honorable Mention—C. & E. Shoe Co., Co- 
lumbus, Ohio. 
Honorable Mention—Jelly- Delaney Shoe 
Co., Lynn, Mass. 


Silver Cups for Winners 


Beautiful silver cups were presented to each of 
the winners and cards of honorable mention to those 
earning such awards, immediately after the decision 
of the judges was announced shortly after noon, 
Tuesday, Jan. 10. The cups and explanatory placards 
and cards of honorable mention were placed in con- 
spicuous places in the prize-winning displays, where 
they attracted a great deal of comment. It is con- 
sidered a tribute to the judgment of the jurors who. 
made the selections of winners that public opinion 
generally coincided with their verdicts, causing uni- 
form satisfaction. 

Those who served as judges of the Window Trim- 
ming Contest were: 

Herbert M. Tolles, vice-president, Sheldon School 
of Salesmanship, Chicago; Arthur D. Anderson, 
editor Boot and Shoe Recorder, Boston; James H. 
Stone, editor The Shoe Retailer, Boston; Leonard E. 
Meyer, Boot and Shoe Recorder, Milwaukee; H. M. 
Ryan, The Shoe Retailer, St. Louis. 

Mr. Tolles was charged particularly with the se- 
lection of the most praiseworthy trims from the 
standpoint of attention-getting value; Messrs. An- 
derson and Meyer, the artistic value; Messrs. Stone 
and Ryan, selling value. 


Women’s Shoes in Prize Window 


The winning trim of Schoen Bros., Inc., was de- 
signed and executed personally by N. Schoen, who- 
presented an unusually attractive display showing a 
wide range of ladies’ pumps and oxfords for formal, 
semi-formal, dress and street wear. Mr. Schoen em- 
ployed fixtures liberally and with exceptionally good 
taste, achieving symmetry in a most advanced form. 
It was a beautiful “window” in every respect and 
from every standpoint as viewed by the judges and 
convention visitors generally. 

The display of Betty slippers, which was accorded 
second honors, was arranged by Mrs. Chas. L. Smith, 
wife of the representative of the Betty Shoe Co. at 
the convention and exposition. It was designed to 
fit a small window and carried an unusually artistic 
appeal, being also a model of artistic simplicity, in 
which respect it went far beyond the best examples 
of similar window trims seen in actual practice. 
The Betty slipper trim furnished thousands of mer- 
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chants attending the convention with some new and 
valuable ideas of window treatment, and Mr. and 
Mrs. Smith were kept busy explaining details of exe- 
cution to interested visitors, not only before, but long 
after the silver cup indicative of second honors was 
placed on display in the trim. 

Something wholly unusual in eye-catching trims 
was that of the Society Maid Hosiery Co., which was 
accorded third honors. It was the handiwork of 
Richard D. Griffis, who, by the way, served as chair- 
man of the contest committee, a fact which was not 
revealed to the committee of judges until after the 
final selections were determined upon and made pub- 
lic. Mr. Graffis executed a setting of wondrous 
beauty, which was built around a wax figure that at 
first glance seemed to be garbed in a bathing suit 
which any woman would be proud to wear at the 
most fashionable of America’s elite beaches. Upon 
closer inspection it was found that the “bathing suit” 
was composed of hosiery of the novelty type, with a 
variety of colors blended in a most artistic manner. 
The effect was heightened by the liberal use of the 


The Philadelphia display in the Coliseum 





vari-colored hose in which this concern specializes, 
the numerous tones being exquisitely blended into. 
one another in a manner demonstrative of the highest 
type of the dyeworker’s art. 


The two trims which were awarded honorable men- 
tion ordinarily would have won silver cups for first, 
second or third prizes. The conspicuous beauty of 
the trims of the C. & E. Shoe Co. and the Jelly-De- 
laney Shoe Co. provided an enormous fund of ideas 
to merchants privileged to inspect them. The C. & 
E. trim featured “Shuekraft” sport oxfords, and was 
the handiwork of V. J. Miller and Fred L. Reed. 
That of the Jelly-Delaney company was arranged 
personally by E. L. Delaney. 


Trims Unusually Excellent 


This year the window trimming contest excited 
much greater interest than at any previous conven- 
tion, and all concerns competing in the event went 
to much greater length in striving to present “the 
most meritorious trim” of the exposition. 
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The Department of Commerce and Experts 


trom Harvard were Kept Busy 








Arthur B. Butman, chief of the Shoe and Leather Division of the U. S. Department of Commerce, 


brought a lot of charts showing what he is doing to help the industry 
? 


One merchant brought a trunk full of records, but it 
didn’t worry the men from the Harvard Bureau of 
Business Research 
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Brooklyn had what one man said was a “whale of an exhibit” 


At the right~is a detail taken from the window which 
won the second prize at the convention. It was trimmed 
by men from the Betty Shoe Co. of Brooklyn. The com- 
mittee which was responsible for the success of the contest 
was composed of the following: 

A. A. Kagley, president, Chicago Display Men’s Asso- 
ciation, honorary chairman; Richard D. Graffis, chairman; 
P. Appell, The Hub, Chicago; Fred H. Maxted, Hanan 
Stores; P. J. Bloecher, Chas. A. Stevens & Bros. Co., Chi- 
eago, and B. B. Voelkle, The Hub, Chicago. 
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Both the Cincinnati and New England displays were in the Coliseum. New England had an additional 
display in the Armory 
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Proceedings of the Convention 


Despite Diversions and Difficulties the Convention 
Functioned as a Great Forum on Matters 
of Timely Interest and Importance 
to the Merchant 


into action is an Herculean task. With 

over four hundred lines of footwear, ac- 
cessories, furniture and kindred lines on exhibi- 
tion it was difficult to get the attention of merchants 
diverted from the displays to the proceedings in the 
convention hall. 

Megaphone announcers from the orchestra pavilion 
in the center of the big hall, backed up by Harry A. 
Meyer and the members of the reception committee 
who circulated through the Coliseum, the Annex, the 
Greer Building and the Armory were all necessary 
to herd the merchants into the convention hall in 
order that the first session should have a representa- 
tive crowd. 


(q itto a a big convention business session 


Directors in Long Session 


From early Sunday morning until two o’clock Mon- 
day afternoon, with only short intermissions, the di- 
rectors were in almost constant session. Many great 
and weighty problems were before this body for their 
consideration. 

It was generally recognized that the great future 
of conventions and expositions held jointly and con- 
ducted on the present plan rested with the success 
of the 1922 meeting. 

For several years the association and the trade 
press have spoken of these get-together meetings as 
annual conventions and expositions. It is a grave 
question whether there may not be a reversal in the 
order of these words; whether “exhibition” may not 
become the first and leading word and convention 
the lesser of the two. 


Good Attendance at Meetings 


Certain it is that unless the program is to be made 
the paramount feature of the convention and pro- 
grams are arranged that will give the average-sized 
merchant the “real dope” he needs to guide him in 
the conduct of his business, some other plan of con- 
vention must be adopted if the National Association 
and the State associations which supposedly com- 
prise that body are to grow and exert the influence 
in retail shoe merchandising that the organization is 
capable of giving. 

The attendance was greater than the first day 


records of any previous meeting, and yet the conven- 
tion hall, with a seating capacity of approximately 
2000, was not at all crowded when the session opened 
and not much over half full when it ended. 

The merchants who did attend were enthusiastic 
and round after round of applause greeted the high 
spots in President Orr’s splendid address, which fol- 
lowed the invocation by the chaplain, E. D. Gilder- 
sleeve, and the address of welcome delivered by 
Joseph R. Noel, president of the Chicago Association 
of Commerce. Mr. Orr’s address, in part, was as 
follows: 

History of Past Year 


“Another year has passed since we met in con- 
vention assembled—a year of trial and tribulation 
for most of us, one where the compensations have 
been few and the heartaches many—a year of drastic 
liquidation, a hard year but an inevitable one fol- 
lowing the aftermath of the great world conflict and 
the consequent tremendous inflation of values which 
ensued. Thank God we have weathered it well. Ship- 
wrecks among shoe men have been few and far be- 
tween and it would seem as though we are now on 
a fixed price level with stocks fully liquidated and 
again starting out over less troubled waters. To 
1921 we say goodbye with small regret. To 1922 we 
say greetings with every promise of optimism, good 
cheer and with stout hearts and firm resolve that we 
will soon land again in the harbor of prosperity. 

“I want to give you a brief resume of what has 
taken place in the past year, in a sense render an 
account of my stewardship and then step back into 
the ranks, retaining the privilege of at all times giv- 
ing my best efforts and services to the N. S. R. A. 


What the N. S. R. A. Offers 


“We are much more compactly organized to-day 
than ever before; in fact, according to Mr. Robertson 
in a statement made to the Federal Trade Commis- 
sion, we are too well organized, but we don’t think 
so and we are never going to think so. We are going 
to keep on until every shoe man in America is en- 
rolled under the banner of the N.S. R. A. We cannot 
help but succeed. We have got too much to offer. 

“The benefits conferred upon the trade have been 








so concrete and so manifold that it must seem the 
part of wisdom for every shoe dealer to enroll under 
our banner. 

“The liquidation which has ensued the past year, 
while it has been of the most severe nature and 
worked a hardship upon us all, nevertheless has suc- 
ceeded in a great measure in removing the antag- 
onism felt toward us by the buying public, which 
reached its culmination when shoes reached their 
peak of prices. There still exists a rebellious feel- 
ing toward us, accentuated by the wide discrepancy 
existing between the price of hides and the price of 
shoes; the consumer feeling that shoes are still rela- 
tively high by comparison. It would appear that 
there is some justification for this; even we as re- 
tailers feel that shoes are still unexplainably high. 
The public does not realize that we are striving 
harder than any one to bring them down, but we 
being the point of contact with the consumer, he 
naturally vents his spleen upon us. 


Congressional Inquiry Mentioned 


“A commission was recently created by Congress, 
composed of members of the House and Senate, to 
investigate prices and endeavor to ascertain why 
such a marked difference exists between raw 
material and the finished product. This was to apply 
not only to footwear but to practically all com- 
modities. It is known as the Joint Commission of 
Agricultural Inquiry. Irving S. Paull is secretary and 
Congressman Anderson of Minnesota, chairman. 

“Mr. Geuting and myself recently appeared before 
them at Washington, presenting what data we had 
compiled at headquarters and convincing them that 
retailers as a whole were doing anything but profi- 
teering; in fact, we showed them that our net profits 
were so small the past year that it seemed to us we 
really enlisted their sympathy rather than their cen- 
sure. At any rate, for this committee I will say that 
they are approaching the matter with no antagonism 
toward dealers, but with a real desire to find what 
causes the terriffic differences now existing. 

“Mr. Paull is preparing a chart showing the proc- 
esses through which raw material passes before 
reaching the consumer. With a better understanding 
of the costs entailed by these processes, he can show 
what causes the high prices and leave a distinctly 
better feeling toward the retailer. Our reception by 
them was most cordial and our work in my opinion, 
quite constructive. 


Investigation Not Feared 


“The Attorney General has recently sounded a dis- 
cordant note and has ordered an investigation of re- 
tail prices. We certainly have nothing to fear from 
any such investigation. The only uneasiness that it 
may cause is that it may again place the public in 
a rebellious attitude that a year or so ago culminated 
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in a buyers’ strike, with its consequent curtailment 
of production and attendant disaster. 

“I have very reliable information from Washing- 
ton, however, that this is not done with any sinister 
motive, and that there will be no prosecution except 
where flagrant cases are exposed. I can assure them 
at Washington that they needn’t worry about the 
shoe men. What we need at the present time is a 
commission to show us how to make a profit. 

“Our relations with the manufacturer at this 
time, I am pleased to say, are amicable and satisfac- 
tory. The misunderstandings that existed between 
us from time to time appear to have been smoothed 
out. I believe that they have come to realize that we 
have no motive other than to make ours a better 
business, our people more prosperous and to place the 
retail shoe trade upon the highest plane of legitimate 
merchandising. They have learned that we are defi- 
nitely against unjust procedure of any kind, can- 
cellations, unwarranted return of goods or any mer- 
cantile abuses. Realizing this, they are looking upon 
our association with a more definite attitude of 
friendship, and I firmly believe that henceforth we 
can expect from them the fullest co-operation and 
the most united support. 


State Organizations Growing 


“Our State organizations have grown tremendously 
the past year and are a power to reckon with in 
almost every State in the Union. It is well to keep 
these alive and active. Under our system of govern- 
ment, the State is a sovereign power within itself, 
and drastic, unfair laws in State legislatures must 
be defeated by strong, intelligent organizations 
within the State. Thus far we have been able to do 
this, but we must not relax our vigilance as this 
danger is an ever present one. 

“T have had the finest of co-operation this year 
from State organizations and have received some very 
forceful, pertinent suggestions from State presidents, 
and I take this occasion to thank them for their co- 
operation and their support. It has been my good 
fortune to visit a great many of them this year and 
the welcome accorded to me and the enthusiasm 
shown have been most gratifying and have contrib- 
uted largely toward making my occupancy of the 
office of president one of the really pleasant and joy- 
ous episodes of my business career. 


Competition Is Cleaner 


“What has struck me most forcibly is the real 
brotherhood that appears to exist to-day among com- 
petitors, where formerly there was suspicion and 
enmity. At a recent meeting in Philadelphia, Mr. 
Foster said that in a meeting they had had in his 
city he suggested that they band together to help any 
merchant who was in distress, if he had overbought, 
help him move his goods; if business was slow, to get 
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behind him in every way to stimulate his business 
and to bring him up on a scale of prosperity equal to 
his fellow shoe men. 

“My friends, there is more religion in that thought 
than any sermon I ever listened to. It really looks 
as though the brotherhood of man is becoming a con- 
crete fact and that the retail shoe merchants were 
leading the way. 

“If I were to sound a note of warning at this time, 
it would be for local bodies to organize toward the 
curtailment of sales. Decrease in volume of business 
and deflation of prices have produced abnormal de- 
sires to unload, with the result that we have rushed 
into the papers with terrific advertisements announc- 
ing drastic cuts and in a sense completely lost sight 
of values. The public is so fed up on this literature 
that a legitimate, ordinary reduction in prices does 
not mean anything any more. 


Forced Sales Dangerous 

“For instance, a $12 shoe marked to $9.75 wouldn’t 
excite any comment whatever, and that is about as 
far as anyone could really afford to go if his mer- 
chandise were at all desirable. We are crowding this 
matter to the danger line, and there should be, to my 
mind, some concerted movement among local organi- 
zations toward the elimination of what is known to 
be a very great trade abuse and which threatens to 
work disaster to the man who is trying to unload his 
stock by legitimate, honest reductions. 

“I wonder sometimes if enough credit has been 
given in this association to the work of our Rubber 
Committee, headed by D. F. Sullivan of Fall River. 
It was through their efforts that the new prices on 
tennis goods were changed to date from Sept. 1 in- 
stead of Aug. 1, a very important change to retailers, 
as he was then permitted to make his arrangements 
for new goods after the season was over. Mr. Sulli- 
van has been endeavoring also to get the rubber 
prices changed from December to March, which 
would be a most excellent change for us. As a 
matter of fact, the rubber season is hardly started 
Dec. 1, and.no worse date could be imagined for us. 
If he succeeds in changing it to March, we will have 
accomplished a vast amount of good for the retail 
trade. Let’s get behind him and extend him every 
co-operation. 


Recommends N. S. R. A. Insurance 

“We are very fortunate also in having a high-class 
insurance company. Through them we are getting 
insurance below underwriters’ rates, with positive 
assurance of the best organizations in America. 
They have recently put on an intensive campaign 
and one of the features they embody in their contract 
is that the policy holder shall be a member of our 
association. So you see in extending their business 
they are strengthening our organization as well, 
thereby making what every contract and agreement 
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should be—one of mutual advantage to both parties, 
If you haven’t taken a policy with them, be sure to 
do so before you leave the convention. 

“The future of the association is rosy and bright. 
We have passed all agonies of the birth period. We 
are strong financially and numerically. We are look- 
ing forward to larger and better things. We believe 
that the day is fast approaching when ours shall be 
the largest trade organization in the world. We ex- 
pect the distinct and concrete advantages conferred 
upon our members up to this time will be multiplied 
and increased in great measure. We believe that at 
a not distant time practically every shoe merchant 
will join our association and attend our conventions. 
There never will be any diminution of effort on our 
part, there will never be anything followed but the 
finest ideals. We will hold our banner high, keep our 
motives pure, aim to make ours a better business; 
through the local influence of our members to make 
communities better, and through the united influence 
of our members to assist in placing American busi- 
ness standards at the highest peak of any in the 
whole world.” 

President Orr was followed by E. A. Stephens, pres- 
ident of the National Shoe Retailers’ Association of 
Canada. Mr. Stephens briefly described the Cana- 
dian association and expressed the hope that the two 
associations might get together, after which Presi- 
dent Orr announced the following committees: 


Committees Appointed 

Elections Committee—J. J. Baird, J. E. Wilson, 
W. S. Byck, C. E. Williams, H. E. Fontius. 

Nominations Committee—A. H. Geuting, O. H. 
Hassell, J. J. Baird, F. E. Foster, ©. C. Luedebuhl, 
J. J. Sensenbronner, Seaton Alexander. 

Resolutions Committee—C. E. Williams, A. Ka- 
chinski, W. W. Willson, W. S. Byck, Percy Hart. 

Then followed an intensely interesting and instruc- 
tive address by Melvin Copeland, Dean of the Har- 
vard Bureau of Business Research. 

“At the outset,” said Doctor Copeland, “on behalf 
of the Harvard Bureau of Business Research, I wish 
to express our sincere appreciation of the co-opera- 
tion that we have had during the last year from the 
National Shoe Retailers’ Association and from the 
retail shoe trade in general. In response to our 
request for reports on the cost of doing business, 
we received figures in full detail from 397 stores 
with aggregate sales of $76,489,000. This is the 
largest number of reports that we have had in any 
one year. Since this work was started, in 1911, we 
have received confidential reports from 1836 stores, 
some of them only reporting for one year, others for 
several years. 


Work of Bureau Described 


“When this research was begun, eleven years ago, 
it was novel and unprecedented. At that time no 
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comprehensive, organized effort had been made by 
any institution to collect detailed figures on operat- 
ing expenses in this or any other mercantile 
business. 

“Although we found a number of shoe merchants 
ready to help us out immediately, we encountered 
a good deal of inertia, distrust and even resentment. 
There were many shoe merchants who could not 
understand why a university should be prying into 
their affairs. Right here in Chicago in the summer 
of 1913 I had one shoe retailer ask me ‘Where we 
got off?’ and ‘Who was back of this thing, anyhow?’ 
Another wanted to know what ‘the nigger in the 
woodpile’ was. Another retailer of foreign birth and 
long, bushy whiskers, with a store located near the 
stockyards, when I began to explain my mission 
to him, suddenly decided that he could not under- 
stand English. I did not know his language, and 
so we didn’t make much progress. 


First Efforts Beset with Obstacles 


“A surprising number of retail merchants in this 
trade and in other trades, we have found, keep 
their records at home in the care of their wives. 
We also have had an almost interminable list of 
reasons why ‘my business is different.’ In several 
instances refail merchants have stated that they 
knew all about their businesses and that such re- 
search could not possibly be of any assistance to 
them. We have learned that this excuse is commonly 
the surest sign of camouflage for a man who is 
unwilling to admit that his records do not show 
accurately whether or not his business is losing 
money. One man nearly kicked me out of his store 
when I asked him how often he turned his stock. 
From the appearance of his store, it was not at all 
surprising that he should have been sensitive on 
this question. 

“Despite these obstacles and numerous others, we 
kept at the work because we had to have the data. 
We believed that the results were necessary for 
teaching purposes; they have proved to be invalu- 
able. The facts that have been collected regarding 
the retail shoe trade and numerous other retail and 
wholesale businesses have been of tremendous assist- 
ance in making our instruction more businesslike in 
the Harvard Business School, and the results also 
have been utilized in numerous other educational 
institutions. This year we have 466 students in 
the school, graduates of 146 different colleges. It 
is our aim to give these boys a practical training 
for business. To us it seems that we are fully justi- 
fied, therefore, in going to the shoe merchants and 
to other business men for real facts, and unless they 
give them, these business men have no ground what- 
soever for criticizing educational institutions as 
being too theoretical or impractical. Through this 
research we are offering business men an oppor- 
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tunity to help make the business education realistic, 
based on actual facts and current practice. 


Now Invading Other Fields 


“Since this research was started with the retail 
shoe trade it has been extended into other fields, and 
at various times we have collected simiiar data on 
the cost of doing business in the retail and wholesale 
grocery trades, in the retail hardware, jewelry and 
drug trades and in department stores. During the 
year 1921 we received detailed reports on operating 
expenses in 1920 from wholesale grocers with an 
aggregate volume of sales amounting to $643,949,000; 
department stores, $535,193,000; shoe retailers, $76,- 
489,000; retail jewelers, $13,780,000. This makes the 
aggregate volume of business on which the Bureau 
received reports for 1920, $1,269,411,000. In addi- 
tion to this part of the Bureau’s work, we have also 
received intimate, confidential information on prob- 
lems from a large number of bankers, manufacturers 
and other business establishments. 

“The retail shoe firms from which we obtained re- 
ports this last year ranged in volume of sales from 
$11,700 to $3,489,000. Among the reports on the cost 
of doing business in 1920, small stores, medium-sized 
stores and large stores were well represented. We 
had reports from 47 stores with sales of less than 
$30,000; from 64 stores with sales of over $250,000, 
and from a large number in the intermediary groups. 


Standard Classification Adopted 


“The adoption of the standard classification of 
accounts is steadily progressing. Ten years ago 
nothing like 397 stores could have given us figures 
that were at all suited for making comparisons. We 
have not made any effort to learn just how many 
stores are using the standard accounting system, 
but so far as we are aware few stores have dropped 
it after they once had it properly at work. New 
firms have been constantly taking it up, and even 
among the firms that have, not classified their ac- 
counts in full detail there are many that have 
adopted some features of the system. It has met 
the needs of many. small stores, and it also has 
helped to simplify the accounting problems of some 
large stores. 

“So far as the smaller stores are concerned, there 
is one feature of the accounting system that has not 
been given nearly the attention that it deserves. In 
this I refer particularly to the record sheets. During 
the first years of this research we found some re- 
tailers, not prepared to keep double-entry books, 
who were looking for a simple method of keeping 
their records. Through several years of study and 
experiment in this trade and in other trades, a sim- 
ple system of record sheets has been worked out 
that furnishes all the facts needed for filling out 
the standard profit and loss statement with a mini- 
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mum of bookkeeping effort. These record sheets are 
three in number. 

“First is the daily record sheet on which are 
recorded the items received on account, payments 
on account, individual items of expense and the cash 
sales in total for the day. The only entries on 
this daily sheet are for those items that every mer- 
chant must record, unless he is to follow a practice 
that is perhaps best typified by a retail grocer whom 
we found keeping his accounts on a slate from which 
he erased previous entries as soon as he needed 
more space. 


The Use of Records 


“The entries on this daily record sheet are trans- 
ferred to the monthly record sheet, which has a full 
set of columns for the different items of the merchan- 
dise accounts and expenses, and the totals on the 
monthly record sheet are summarized on the yearly 
record sheet, which provides for a complete record 
by months. . 

“In other trades where similar record sheets have 
been used, we have learned that it takes only a few 
hours a month to keep this entire set of records. 
This is the least that any merchant can afford to 
do for his business. 

“Although these record sheets are intended only 
for the smaller stores, a few large stores have util- 
ized them as convenient forms for making out com- 
parative summaries. Every merchant who is keeping 
double-entry books is advised to continue to use the 
double-entry system, but I believe there are still 
a good many shoe retailers not using double-entry 
books who would find these record sheets of particu- 
lar value. 

“The results of our investigation on the cost of 
doing business in 1920 were published in our recent 
bulletin, a copy of which, I assume, most of you 
have received. As is stated in this bulletin, the 
average cost of doing business in 1920, in the retail 
shoe stores from which we received reports, was 
26 per cent of net sales. This compares with an 
average of approximately 24 per cent of net sales 
in 1918 and 1919. As in previous years, the largest 
single item of expense was wages of sales force, 
which amounted to 9.7 per cent of net sales in 1920; 
buying, management and office salaries was the 
next largest item, 3.9 per cent; total interest, the 
third item, was 3 per cent, and rent was 2.6 per cent 
of net sales. 

Net Profit Low in 1920 


“A few days ago we received an inquiry from a 
firm operating several stores that took exception 
to our figure of 2.6 per cent of net sales for rent. 
This firm, which had an unusually high rent figure 
in each of its stores, doubted whether the average 
was less than 6 per cent or 7 per cent of net sales. 
The same question was raised regarding the 1919 
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figure for rent, and at that time we made a special 
investigation which confirmed our previous results. 

“From our experience in handling these reports, 
we are confident that the average of 2.6 per cent is 
a typical figure at the present time, although there 
are some stores with a much higher figure, the high- 
est expense for rent on the reports that were re- 
ceived last year having been 15.9 per cent of net 
sales. 

“The common figure for net profit in 1920 was 1.2 
per cent of net sales, over one-third the stores show- 
ing a net loss for the year. Small net profits and 
frequent losses were, of course, to be expected at 
a time when such a slump in prices occurred as in 
1920. It will not be surprising, furthermore, if the 
reports for 1921 also show frequent cases of loss. 


Losses Were Inevitable 


“The losses of 1920 and 1921, however, must be 
accepted as an inevitable part of war conditions, 
offsetting some of the more substantial profits that 
had been made during the preceding years of rising 
prices, and unfortunately we cannot hope to avoid 
occasional experiences of the same sort in the fu- 
ture. The period of 1914-21 is one to which business 
men will look back with especial interest for several 
generations to come. Our trade is one of the few 
retail trades of the country that has any record 
compiled of what has happened during these years 
of abnormal conditions. The value of this record 
will probably be appreciated more and more as time 
goes on, when it is desired to refer back to actual 
facts rather than to rely on vague hearsay. With- 
out minimizing in the least the value of up-to-date 
figures on the cost of doing business from the stand- 
point of store management, I believe that it means 
a great deal to the future of this trade to have a 
reliable record of experience to which to turn. In 
fact, this record may eventually come to have greater 
value than the dollars and cents that it now yields 
through the economics in operation to which it fur- 
nishes a guide. 


1922 to See Better Business 

“The year 1922 promises a substantial improve- 
ment in most lines of business. For two or three 
years we are likely to enjoy increasing prosperity.- 
It will, however, probably be a period of keen com- 
petition. In fact, the best guess that can be made 
at the present time is that for a period of ten to 
thirty years we are likely to have a general tendency 
toward declining prices, with occasional upward 
swings. The year 1920 probably marks the turning 
point from an era of generally rising prices to one 
of generally falling prices. This almost inevitably 
means keener competition. It means that economy 
in store management will be at an even greater 
premium than it was during the twenty-five years 
from 1896 to 1920, inclusive. 
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“Although the outlook for the immediate future 
is for a substantial improvement in business, never- 
theless we should not lose sight of dangers that 
seriously threaten our business prosperity. Business 
conditions in European countries apparently are to 
become much worse before they are better, and under 
existing political conditions on the other side there 
is practically nothing that this country can do. 
Any grant of credit, for example, would probably 
only make matters worse by postponing the time 
when the European countries will rehabilitate their 
finances and stop the issue of paper money that 
otherwise sooner or later must lead to general bank- 
ruptcy. In this country, furthermore, we should 
face frankly the danger of inflation. Apparently 
there is reason for grave apprehension that in order 
to speed up the return of business prosperity an 
artificial stimulus may be given through a renewal 
of credit inflation. The political pressure for ‘cheap 
money and easy credit’ is ominously widespread, not 
only among some of the farming communities, but 
also among business men. For 130 years there has 
been an almost continuous struggle between the 
advocates of sound money and those who sought 
‘easy credit and cheap money.’ 

“The renewal of the charter of the First Bank 
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of the United States, which rendered valuable serv- 
ice during the early years of our Republic, was 
blocked by the inflationists. The chief strength of 
the party that backed Andrew Jackson in his war 
against the Second Bank of the United States was, 
likewise, made up of those who chafed at the restric- 
tions on inflation. Some of the current arguments 
from political. quarters sound ominously like those 
of a century ago. If the Federal Reserve System, 
with all its admirable features, is subjected to poli- 
tical pressure that results in another period of heavy 
inflation in this country, it will be difficult, indeed, 
to preserve that system. If another period of infla- 
tion does start, it will be well for every individual 
shoe retailer, as well as for other business men, to 
realize from the outset that such prosperity is arti- 
ficial and short lived. It inevitably will be followed 
by another slump such as we have just been through. 

“The time to prepare for the slump is during the 
period of prosperity by keeping down operating ex- 
penses and especially by securing a rapid rate of 
stock-turn so that inventories will be at a minimum 
when the break in prices occurs.” 

George Spangler, new N.S.R.A. secretary, was 
then introduced to the audience, following which the 
session adjourned for the day. 


First “Brass Tacks’’ Forum Session 
Deals Largely with Styles 


The first open forum session was held Tuesday 
morning with A. H. Geuting of Philadelphia in the 
chair. It was “brass tacks” from start to finish. In 
opening the session, Mr. Geuting said: 

“Our purpose this year was to correct the criti- 
cisms of our former conventions, and that was that 
many men from the far distant points, smaller places, 
came to these conventions to get ideas on retailing 
from a technical point of view, and that they heard 
a lot of dry papers and went home and got very 
little information. Therefore, this year we are read- 
ing no reports of committees. We ask for no papers 
from anybody, and we decided to establish the old 
Roman Forum in the shoe business. 


The Answer to Any Question 


“Its purpose is to give you the answer to any 
question that you may have on your mind. I don’t 
care how small you are or how big you are, I think 
we have the talent in this room to answer any ques- 
tion you may wish to ask on the shoe question, and 
everybody is privileged to ask. 

“Shoe retailing is an art. You can’t engage in 
shoe retailing in a haphazard way. We have known 
fellows to get a good location, have a lot of nice 


plate glass, electric lights, beautiful front and then 
a nice sign. A great deal of study has been put to 
all these things, and they help, but they do not make 
a successful merchant. 


What Success Involves 


“Successful retailing necessitates an apprentice- 
ship. It necessitates real, hard thinking. Some- 
times you succeed for a period, but a real successful 
merchant who stays on the map has got to be a 
broad, constructive, educated man that has served 
his apprenticeship, and it is our purpose as the 
National Shoe Retailers’ Association to educate the 
merchants of the United States. 


Government Failed to Run Business 


“There is only one thing that I want to leave with 
you this morning. Government in business has been 
a failure. Anybody that knew anything about the 
War Industries Board and the work that we did 
down there found out that, whatever little idea he 
had that government should control things, it was 
effaced from his mind when he saw the cumbersome 
way, the inarticulate way in which they functioned. 
We believe that there is no law in the world that 
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can beat the fierce, keen law of competition that 
exists in the retail shoe trade. No government can 
write a law that will give the people a fairer deal 
than the keen competition of the shoe retailers 
among themselves. If they can prove collusion in 
any line of business, where they are trying to regu- 
late the price by understanding, then I say the De- 
partment of Justice is absolutely right to proceed and 
break it up. But as long as business is keenly com- 
petitive, it cannot be a profiteering business. That 
is a thing that cannot exist. 


No Shoe Trade Conspiracy 


“Profiteering only exists where people get to- 
gether and organize a monopoly or have an under- 
standing, and our only undérstanding is to keep 
the track open and the man that runs the hardest 
gets there first. If his wind holds out he becomes 
a successful retailer. The trouble is with many 
shoe retailers—they lose their wind on the way and 
we have a good deal of wreckage. 

“That is about all I have to say on the subject, 
and we will open this morning on the styles propo- 
sition. The subject is ‘Footwear Styles, Present and 
Future.’ I am going to just make a few remarks on 
that to open the subject. 


Where Styles Are Born 


“Until a shoe retailer learns that styles are not 
created on the Rue de la Paix, that styles are not 
arbitrarily set in factories, that styles cannot be 
dictated, that styles grow in the minds of the people 
by some subtle way of suggestion, crystallize by 
some unforeseen suggestion here and there, he will 
never get the style question exactly right. 

“To illustrate that, I want to say just a few words. 
Take, for instance, the Sally Sandal. I suppose there 
were hundreds of thousands of Sally Sandals sold 
last year. It was a short-lived style. Some people 
made money out of it; some people will lose money 
on it. You make money out of it if you are quick 
on the trigger and have the goods and quit. You 
lose money on it if you wake up too late, and, when 
the thing is over, you have your shelves filled with 
the shoe the people are through with. 


The Birth of Sally Sandals 


“The strong man on the stage, as you have seen 
him pictured, wore these Grecian sandals, cutout 
boots, and then esthetic dancing came in. The Gre- 
cian gown was worn and the girls started dancing, 
and, instead of using the regulation ballet slippers, 
they started to wear slippers with very flat heels in 
patent leather—a sort of go-between between ballet 
dancing and the bearfoot step. All of a sudden 
you see a little bob-haired girl on the street with 
the balle€ slippers on, such as she wore in the class. 
A fancy is taken; the other little girl wants to wear 
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them, and the first thing you know there is a craze. 
That is cause and effect, nothing mysterious. All 
you have to do is watch it in your store, get with 
your people, learn what they say; are they getting 
tired of high heels? Take a warning. When your 
customers come in and say, ‘My feet are beginning 
to hurt. It is the high heel. Haven’t you got any- 
thing else that is good-looking?’ Be sure and get 
that customer’s psychology, and the first thing you 
know you are setting style in your town. 


Study the Tastes of Your Home Folks 


“It is wrong to feel that these things come from 
somewhere and somebody has the power to tell you 
what to buy. You yourself in your store are the 
very best arbiter of styles in your community. 

“Of course, color schemes enter into it. You want 
to know whether it is going to be a gray season, a 
brown season—you can make up your mind that 
when they have worn brown for a couple of seasons 
they are going to wear something else. 

“If you watch that movement, the psychology of 
your customers, you will find that you will be a 
better stylist and you won’t be so dependent upon 
the judgment of other people. Learn to study these 
things out for yourselves. Fundamentally, that is 
the way style is originated.” 

Mr. Kinhgot (Milwaukee, Wis.): What will be 
the best style for spring in women’s shoes? 

Mr. Percy E. Hart (New York City): In answer- 
ing this question it depends entirely on the grade of 
shoe that you carry. What is the best style for spring 
is rather a hard order. - 

Mr. Kinhgot: Shoes in price from $6 to $10. 


Patent Best for Spring 


Mr. Hart: I should say, right off from the start, 
that the leather would be patent leather, the best 
seller for spring, from the present indications. The 
style as advocated by our committee in October 
would be in the nature of a low-heel, strap patent 
leather, A-1 seller for spring. 

Mr. Kinhgot: What do you think of gray suede? 

Mr. Hart: Good for the spring, both high- and 
low-heel strap effects. 

Mr. A. Katschinski (San Francisco): Do you say 
gray in combination with patent leather, or all 
gray? I think you should elaborate on that. 


Gray Better Than Gray and Patent 


Mr. Hart: I'd give the preference to all gray and 
then gray and black. 

Mr. Williams (St. Louis): I’d like to ask one of 
your vice-presidents what will predominate for 
spring, oxfords or straps, and in what percentage. 

Mr. Chisholm (Cleveland): That is rather a large 
order, too. My judgment on the thing is that there 
will be about 70 per cent oxfords. 
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Mr. Meyer (Danville): It is all according to what 
you call spring. I would say that January, February 
and March, 65 per cent would be oxfords, but I 
would say April, May and June it would be 85 per 
cent straps. 

Mr. Fontius (Denver): Are you thinking of both 
welts and turns, or just citing welts or turns? 


Straps Should Be Turns 


Mr. J. Slater (New York City): Oxford ties, very 
few turns; strap slippers, all turns. Some very few 
light imitation turn welts will be sold. Proportion 
not within 20-80. That is my judgment. 

Mr. A. B. Caspari (Milwaukee): What color will 
prevail in oxfords—women’s tan oxfords? What 
will be the proper shade? 

Mr. Slater: I would say a medium dark shade. 
The light shades have not gone as well as we thought 
they would a year ago, and there will be a tendency 
in oxford ties, especially toward the darker shade. 
I wouldn’t say the same thing on straps. 


Buckles Versus Buttons 


Mr. Barton (Buffalo): What percentage on strap 
slippers would buckles or buttons play for spring 
on goods that retail from $10 to $15? That is, for 
strap slippers, in the various materials. 

Mr. Slater (New York City): You mean buckles 
on strap slippers and buttons on strap slippers? 

Mr. Barton: On turns and light welts. Then, an- 
other question is, the percentage on low heels for 
college girls and high school girls. 

Mr. Slater: In my judgment, buckles on the low- 
heel strap slippers are preferable to the button. The 
button on the high heel lends itself and is more 
elegant and looks better than the buckle on the high 
heel, but the low heel doesn’t look well, the foot 
doesn’t show itself off when you put a button on the 
very low-heel strap slipper. There will be some 
sold. I would say 35 per cent to 65 per cent. 


Broad Straps on Welts 


Mr. Williams: How many buckles on the shoe 
itself, one, two or three? 

Mr. Slater: I think New York will go to one or 
two buckles with broad straps on the welts. 

Mr. Shoelang (Rockford): Will the brilliants or 
beaded ornaments be on the straps—which will be 
best? Will the brilliant button or the beaded pre- 
dominate on the strap shoe in turns and high heels? 

Mr. Alexander (Wheeling, W. Va.): I can only 
answer that from a country town, Mr. Chairman. 
My business is staple and style stuff. I would say 
beaded, decidedly. 

Mr. Shoelang: I don’t mean on the slipper, I 
mean the slide over the button. Will you use a 
beaded button or the brilliants? 

Mr. Alexander: Beaded. 
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Mr. Meyer (Danville): I would say on one-strap 
slippers that a brilliant ornament for evening wear 
is correct; looks very much better than the beaded. 
If you want straps, and want one strap or two straps 
with beads on them, that is the dope. You mean a 
brilliant buckle that slips over the strap, over the 
button. You want a brilliant ornament. 

Mr. Condon (New York) : Women’s sport oxfords— 
which is going to be best, patent trim, black kid 
trim, and how much patent leather should be on 
the patent trim? 


Sport Styles Discussed 


Mr. Meyer: In black and white, certainly, patent 
will be the best. The reason is that you can clean 
them off. You take dull straps on the white—they 
are too hard to clean. Paint your combination shoe, 
wash off your patent and you’ve got a clean shoe. 
At the present time they are favoring a lot of big 
saddles on the shoe. A big saddle on a sport shoe 
is, to my notion, a right thing. 

Mr. Williams (St. Louis): Will there be a black 
tip on it also? 

Mr. Meyer: No, not with a saddle. I’d put a white 
vamp and a patent leather saddle and I’d have a 
black heel on it. 


The Future of Saddle Straps 


Mr. Condon: Will tan trimming be better than 
black? 

Mr. Meyer: We are talking about what is the ma- 
jority percentage of sales. I should say, while we 
are filled up with black and white, we all sold them 
last year till we got tired of them. I’d say that black 
and white in sport oxfords will be the style. They 
are pretty; black and white suits are pretty, and 
they are pretty because they can easily be taken 
care of. 

Mr. Caspari (Milwaukee): What about saddle 
straps on men’s oxfords for summer? In tans and 
blacks. 

Chairman Geuting: Let’s see if there are any 
more women’s questions. 

Mr. Weil (Youngstown, Ohio): Will the golf ox- 
fords, saddle straps and sport combinations be good 
for spring—rubber soles? 


Golf Oxfords Good 


Chairman Geuting: Very good. 

Mr. Logan (Fort Worth): Are women’s shoes and 
boots out for good? If so, how long before they will 
come back? 

Mr. Byck (Atlanta): Just about as soon as you 
have sold them all off for about 65 cents a pair and 
have converted the rest into straps which you can’t 
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sell on account of the high heels and the pointed 
toes and the long vamps, then they are coming back. 


Goring Also Advocated 

Mr. Johnson (Denver): I’d like to ask about the 
style trend for side gore shoes. 

Mr. Slater (New York): I think side gore shoes 
for the spring are very good—excellent. There will 
be a great many on the market. I don’t think, in 
the cheap grades, that gore shoes will go very well, 
because you can’t put the workmanship in to bring 
out the effect that you want. 

Mr. Byck: I make the suggestion that if you put 
in both the high and the low grades you are going 
to kill your higher grades. Play your better shoes. 

Mr. Saddler (Peoria): I heard someone make a 
remark that style is created by the women them- 
selves and the girls, and here we are spending a lot 
of time trying to find out what sells in New York 
and so on. My opinion is that what you sell in New 
York you cannot sell in Peoria and Texas. 


Different Towns—Different Styles 

It is good to get a little opinion of it, but I have 
been twenty years a business man in other lines and 
started in the last fifteen months in the shoe busi- 
ness, and my opinion is that the shoe men kill the 
style before it gets into the stores. That is nine- 
tenths of the trouble. Each and every one has to go 
according to his town. What Mr. Meyer can sell in 
Danville, the other fellow cannot sell in Iowa, and 
last year all the manufacturers told you to buy black 
and they are asking for brown. It is just like the 
chairman said, you have got to use and sell what the 
people want and you have got to pretty near use 
your own judgment nine times out of ten. 


What About Heels? 


Mr. Meyer: The greatest thing about a shoe is its 
heel. Why hasn’t somebody said something about the 
Louis or Spanish heel?  _ 

Mr. Fontius: On young ladies’ shoes, in straps, 
welts, the flat heel, eighty, ninety. On Louis heels 
it seems to be a great tendency in our part of the 
country to leave the Baby Louis and go back to the 
Louis, or about 15/8 or 16/8. 

Mr. Meyer: What about the Spanish heels? 

Mr. Fontius: We sell hardly any Spanish heels 
at all. 

Mr. Caspari: I think we ought to have more in- 
formation about the color of tans. I remember a 
year ago everybody talked light-colored tans. They 
were selling in New York and they would not sell in 
other parts of the country. Mr. Slater said dark 
colors. How dark are they? : 

Mr. Geuting: He said medium. 


Aprons on Men’s Sport Shoes 
Mr. Caspari: My former question was on men’s 
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shoes. How about brogues? Will the saddle straps 
go or just wing tips? 

Mr. Byck: Imitation. 

Mr. Adler (New York): It looks as if brogues and 
wing tips will go, both imitation wings and stitched 
wings and perforated wings. Nothing in the saddle 
or ball straps. Aprons on sport shoes. Both short 
and long wings. 

Mr. Geuting: Mr. Adler runs about fifteen men’s 
stores in New York and is a great authority. You 
have got a wonderful opinion there. I will back that 
up, too. 

Mr. Meyer: I think we ought to know whether 
Baby Louis heels are going to be good or Spanish 
low heels are going to be good. Have we had Baby 
Louis heels long enough? How high do you want 
your Louis heels? I would like some information on 
that myself. 


Tendency Toward Higher Heels 


Mr. Caspari: In my section they are tired of Baby 
Louis. They want an inch and five-eighths or an 
inch and three-quarters. 

Mr. Langston (Texas): I would like to know what 
per cent of the heels will be sixteen-eighths and 
lower? 

Mr. Geuting: I would like to say this: Normally 
speaking, in the business a low heel ought to be a 
straight heel and we introduce the Louis heel, and 
when the Louis heel became too low it was not a very 
attractive heel and they are getting a little tired of 
the low Louis heel. The tendency is back to about 
a 15/8 or 16/8 Louis heel. I think there is still a 
great demand for an inch and five-eighths or an inch 
and three-quarters Louis heel, but there is a great 
tendency that they will be vacated to what is known 
as a low Spanish heel. 

Mr. Roose (New Hampshire): Don’t you think it 
depends a great deal on a man’s turnover in his busi- 
ness? If he makes quick turnovers he is all right on 
his Spanish Louis heels. If he has a slow turnover, 
he had better be a little careful. 

Mr. Geuting: I would say so. I think the Spanish 
heel ought to be kept to the low heel. 


Black Satins Are Staple 


Mr. Vail (Springfield): How about black satins? 

Mr. Chisholm: We are anticipating good business 
on black satins. We think they are going to remain 
good. We think they are more or less staple. There 
is just one thing I want to say in connection with 
that—this heel question: I do not believe that the 
Spanish heel thing is quite understood and I think 
what a good many of you men want to know about a 
Cuban covered heel, the straight heel, not a breasted 
one. That seems to be the very popular thing that 
is coming very soon, and in satins we think that it 
will predominate, with satins and ballets. With the 





BOOT AND SHOE RECORDER 





low Cuban covered heel. Around from 8/8, 10/8 up 
to 12/8, with, I think, a little preference toward the 
8/8 heel. You understand what I mean by a Cuban 
heel, not breasted—the old standard heel, straight 
heel. 


Whites for Women 


Mr. Caspari: What is going to be the big thing in 
white shoes for summer for women? 

Mr. Hagan: I think it is a safe bet that we are 
going to sell more canvas oxfords than any other. 
For style proposition, I am in favor of white kid 
straps. 

Mr. Caspari: You said oxfords. 

Mr. Hagan: For white canvas, yes. 

Mr. Geuting: No straps for white canvas? 

Mr. Hagan: Not in welts. I don’t see them. 

Mr. Geuting: You don’t believe in a strap turn? 

Mr. Hagan: White canvas straps in turns, but I 
mean for style shoe—kid. 

Mr. Caspari: As to white in sport, how will the 
sport canvas with a leather trimming sell against the 
plain canvas oxford? 

Mr. Hagan: There will be more sport oxfords 
worn by young girls on the streets than ever have 
been worn any other season. I would say that sport 
low shoes are going to be your great big bet. 


Vamp About 314 Inches 


Mr. Bell (Toronto): I would like to ask for an 
opinion on the fore parts of shoes? I mean by that, 
what the prevailing length of vamp may be and as to 
whether the toes are going to be rounded or pointed 
or what they are going to be? 

Mr. Kahn: I say that the fore part of the shoe 
should be a medium toe and the vamp about three 
and a half inches. That will be a good staple seller. 


Men’s Styles Reviewed 


Chairman Geuting: I would like to ask Mr. Chis- 
holm, who is a pretty good men’s judge, good on 
men’s styles—my brother thinks he is the best in the 
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country—to give a brief outline of what he thinks 
will be good for spring on men’s shoes. 

Mr. Chisholm (Cleveland) I think that question 
has already been answered. We think the tans, me- 
dium color, will be the thing, not light, not too dark. 
We all understand what four-shade means. I think 
the big seller will be a little bit darker than four. 
The style last at the present time for the narrow 
square seems to have the calf ball straps and saddle 
vamps are gone. We will sell some brogues, wing 
tips, both imitation and with the regular tip. Sad- 
dles, these that we call the instep saddle effect, .we 
are going to sell a good many. We anticipate selling 
a good many rubber-soled sport effect shoes, and not 
all rubber-soled, either. Two-toned, but we are not 
forgetting that just the one color with that instep 
saddle will sell well, too. We imagine that we are 
going to sell a good many plain toe shoes, particularly 
in the sport effects. The wider French toe in our 
locality seems to be falling off somewhat and we are 
going to the more conservative round toe with a little 
swing to the last, you know, with some style to it. 
Black shoes seem to be coming back. We think that 
we will sell, perhaps, this coming season, 30 per cent 
of our sales low shoes in black, and we are making 
a good many of them, putting as much style in them 
as we do in the tans. 


All Whites Absolutely Safe 


Chairman Geuting: Mr. Hart has the impression 
(from Cammeyer’s New York, Fifth Avenue store) 
that we have perhaps made too strong a recommenda- 
tion to you along certain lines, and he wants to sound 
a little note of warning on womens’ sport shoes. 

Mr. Hart: I want to sound a note of warning on 
canvas or buckskin, colored trim sport shoes. If 
there is anv money lost, you will lose it on that kind 
of shoes. You will'never lose any money on white. 
You can buy whites till the cows come home on sport 
shoes. 

Mr. Chisholm then assumed the chair and the sub- 
ject of sales cost was taken up. 


Cost of Securing Sales Is 
Discussed by Experts 


Mr. Katschinski (San Francisco): I want to tell 
you what we do. You gentlemen find this in business, 
I think: That at the end of the year when you take 
up your inventory you find your losses greater than 
you ever anticipated. Your reductions are greater. 
I’ll tell you what we do. From experience, we started 
about seven or eight years ago, and every month 
wrote off for depreciation one-half of one per cent of 
our sales. As the style trend changed more fre- 
quently, we found out that we had to add to it, so 


to-day every month we write off as a reserve 3 per 
cent of our sales. 

Now that will protect you against your losses at 
the end of the year because you know your losses 
are going to average about 3 per cent of your sales; 
you can thereby add that to your cost of merchan- 
disé and protect yourself at the end of the year. The 
Government will demand this of you, of course: 
When you take your inventory, your reductions are 
put in. Against that the Government will demand 
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that you throw back to your credit that reserve which 
you have built up, but you have protected yourself 
against an unusual loss, against an unlooked-for loss 
and a greater loss than you anticipated, and your 
profit at the end of the year will thereby be greater. 


The Cost of Selling Shoes 


Mr. Hirschman (Salt Lake City): I’d like to know 
what the selling expense per man is for salesmen. 

Mr. Katschinski: The expense of doing business 
on the Coast is larger than any place in the United 
States, according to the Harvard Bureau. The aver- 
age of expense in San Francisco is around 29 per 
cent. I believe the salesmen’s salaries in San Fran- 
cisco will average 9 per cent or over. Our selling 
expense is very very high in San Francisco. 

Mr. Roose: I have a report on fifteen stores here 
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on the selling expense from 1916 to 1920. I have 
9.6 per cent for 1916-1917. I have 7.9 per cent for 
1918. I have 10.2 per cent for 1919, and 10.4 per cent 
for 1920. I don’t want to tell you 1921. 

Mr. Hart: I think 7 per cent is about the top on 
a percentage basis for New York City. Other stores 
will work on a straight salary and p. m. basis, will 
average about the same, no higher. I imagine the 
expenses of salespeople in New York are lower than 
on the Coast. 

Chairman Chisholm: There is some difference as 
to whether you are selling men’s shoes or women’s 
shoes. I’d like to hear from Mr. Adler on that. 

Mr. Adler (New York): Our selling expense will 
be about 714 to 7% per cent, including the manager 
of the store, who does quite some of the selling. 


Caution Advised in Changing 
Basis of Salary 


Mr. Katschinski: I will leave a little thought with 
you, digressing just a trifle. I spoke to Dr. Cope- 
land yesterday for the reason that San Francisco 
was thinking of changing their compensation sys- 
tem, of putting the men on a flat commission basis; 
in other words, 64% per cent in men’s shoes and 
74% per cent in women’s shoes, we will say, and per- 
haps 8% per cent in children’s shoes. We were 
thinking of acting that way in unison. 

I spoke to Dr. Copeland on that question and his 
warning was this, and I will tell you it’s worth while 
thinking about: “Look out for any drastic changes in 
your compensation system when competition is so 
acute, because you must get out of your men all that 
you possibly can when competition is acute, but to 
offset that,” he says, “do this: Raise the standard, 
make everything possible for them so that they can 
sell more shoes. Eliminate the slow man, make the 
fast man go faster. Give him all that you can give 
him instead of cutting him down,” and there’s a lot 
of thought to that, particularly when competition is 
so acute now with the condition of business. 


Flat Salary Basis 


Mr. Williams (St. Louis): The store that I repre- 
sent, gentlemen, pay their men on a flat salary basis. 
It is a system that we have followed in that store 
for 47 years, and we didn’t see fit to change it during 
the war, and as you know, all of you gentlemen who 
have that kind of a basis, your war salaries had to 
gradually climb and climb in order that your men 
might live and pay their rentals. 

The war is now over, business is going on the 
down grade in volume, you have lowered the prices 


of your shoes, but you still have with you these good 
old men whom you had for years, many of them whom 
you raised their salaries to a war salary, and it is the 
hardest thing in the world, gentlemen, to call a man 
up and tell him you’ve got to reduce his salary, for 
the reason that he has accommodated his living ex- 
penses, as we do ourselves, to the salary that he is 
now drawing, and he will have to change the house 
in which he lives or the apartment and get a cheaper 
one. His wife is wearing a little better hat and a 
little better dress and some of them have accumu- 
lated flivvers. 


Can Salaries Be Reduced? 


Now what are you going to do with him? It isa 
burning question, gentlemen, what you are going to 
do with this payroll in your stores, this war payroll, 
and it is one that you are going to have to climb that 
hill this year, and I think this is a most important 
question to be discussed here. 

Just what I am going to do, gentlemen, I will 
frankly say my hands are in the air. The men that 
work for me I have grown up with them from boy- 
hood, I am interested in their welfare. If I can 
afford to pay them enough to have an automobile I 
want them to have it, and I would like every man 
in my employ to live in just as good a house as I do, 
but there is that physical impossibility to grind out 
of the retail business an executive’s salary for every 
man that works for you. 

Now I think you’ve got to take this back home with 
you and work it out yourself. I don’t believe the 
National Association or this Forum can tell you what 
to do in your home store. Local conditions are going 


. 
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to govern. I do know one store in the city that I 
come from, St. Louis, a very large department store, 
not our largest, who, they say—and I think it is true 
—fired practically their entire help on a Wednesday 
night and hired them all back over again on a new 
basis on Thursday morning. 

Now you know they had a 100 per cent dissatisfied 
force, and we can’t run our stores, gentlemen, with 
dissatisfied help; so it is a most serious question, 
gentlemen, which we must work out individually for 
ourselves with this thought: That the compensation 
for the sale of shoes at retail has got to come down to 
fit the gross selling price of your footwear. Un- 
doubtedly that is true. That is an economic question. 


Salary Plus Percentage 


Mr. Steifel (Memphis): We have given this sub- 
ject. considerable thought, and a year ago as we 
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would hire new help we hired them on the basis of a 
small salary and a pretty fair percentage. In other 
words, we explained it to them that we are going to 
put you in business for yourself. You are in busi- 
ness. If we make money you are going to make 
money. If we lose, it is no more than right that you 
lose. We talked to them from a strictly business 
standpoint. ‘ 

Now we have found that it is working successfully. 
We have told them that on dull days, ordinarily, when 
stores have dull days, you should work up a personal 
following enough to pay you a pretty fair salary. 
During the very very busy month you should put 
away some of that money and have it for the times 
when you are not going to be so successful in your 
pay. When you are not as successful and you are 
not making money, neither are we. You can’t expect 
us just to pay you or to lose more on account of sales. 


Merchant Hasn’t Sold Himself 
To Public, Says Mandel 


The Tuesday afternoon session was featured by 
interesting addresses and a discussion of the then 
proposed change in the date of the convention, later 
followed by a vote on the subject in open session. 
Second Vice-President A. H. Rosenbach presided at 
the session and introduced the first speaker, D. F. 
Kelly, general manager of Mandel Bros., big Chicago 
department store. Mr. Kelly said: 


Public Improperly Educated 


“The difficulty has been that we have not sold 
our business to the public. By that I mean to say 
we have always considered that everything pertain- 
ing to our business was our own affair and that we 
had to keep it to ourselves. We all know that in 
days gone by if the average merchant would go into 
the store of a competitor he was not welcome there. 

“We must secure the confidence of the public, and 
how can we best do that? We can best do it by 
being willing to give of our time and of our means 
when occasion requires to any civic matter in our 
towns. J 

“The day, as I said to you when I talked to you 
in the Sherman House two years ago—lI think it 
was—where the average straw boss in a store or any 
sort of an establishment can domineer over the help 
and have them feel that they have no interest in 
the business whatever, has gone by. The employe? 
who attempts that sort of thing to-day isn’t going 
to get very far. 


Value of Proper Compensation 
“The man that is big enough and broad enough 


to pay his people what they are entitled to is the man 
that is going to give the right kind of values and 
the right kind of merchandise to the public. He is 
going to win back the confidence that some of our 
stores have lost due to a misunderstanding on the 
part of the public. We will no longer be charged 
with ‘profiteering’; we will be able, through the as- 
sistance and with the assistance of our own people, 
to make it clear to the public that there are phases 
of business that they know nothing about; that we 
must of necessity have a fair margin of profit, we 
must make allowances for the terrific losses that 
everybody sustained in the last few years; we must 
be able to continue to pay a living wage, but, on the 
other hand, I do say that we have been most extrava- 
gant in the matter of handling our business, and I 
think that the National Shoe Retailers’ Association 
should standardize the method of training their 
people. 

“It shouldn’t be necessary, every time you hire 
a new man, to put him through a school and teach 
him, as we do in the dry goods business, everything 
that pertains to our business. We are working now 
and trying to standardize methods of training our 
people and so schooling them in what they should 
do in the matter of selling that it will be possible 
for us to reduce the terrific cost of selling shoes, 
selling clothes, selling other things. 

“You know, it takes just as long for a man or 
a woman to sell a pair of shoes, and perhaps longer, 
than it does to sell a suit of clothes, and the price 
is only a small part of the cost of a good suit of 
clothes. 
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“But all of that adds to your overhead; all the 
extravagant things we have been doing in the way 
of supplying fancy boxes and fancy things of all 
kinds, and features that are really not essential 
should gradually be done away with. We should 
give the very best possible values to the public. We 
should carry a limited number of styles sufficient 
so that we will have enough to be able to serve people 
when they come to our stores, and they will not 
have to go to our competitors, and we should have, 
above all, a standard method of training people so 
that they will understand that they are a part of 
the organization, that they know exactly what is 
expected of them at all times, that they are working 
for your interests and, in working for your interests, 
they are working for the public interest, and vice 
versa. 


Wages Should Be Kept Up 
“Gentlemen, the outlook for the future is with 
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you and with no one else. It is my belief that we 
must believe in optimism, we must be optimists; 
but we must shape our affairs in such way that 
optimism will spell nothing more nor less than good 
business. If we are going about croaking and stating 
that there is no business, we are not going to have 
any business. The people about us are going to be 
disheartened. 

“Personally, I believe firmly in keeping wages up 
to the fullest possible point. I am speaking now 
of the people in the sales end of the business; in 
the manufacturing end, the wages have been ter- 
rifically high. I am not qualified to talk intelligently 
on that subject, but I am a firm believer in good 
wages paid to good people, and have them with you 
all the time, and that being the case you can afford 
to pay them, perhaps, more than indifferent help 
would be, and especially if they are properly 
trained.” 





Retail Salesmen Want. to Co-operate 
Says Boston Man 


The next speaker was W. H. Morgan of Boston, 
president of the Boston Retail Shoe Salesmen’s Asso- 
ciation. He said: 


Co-operation the Keynote 


“The very first purpose of the Boston Retail Shoe 
Salesmen’s Association is to co-operate with our 
employers and all interested in the selling of shoes. 
We believe that it is to the advantage of our em- 
ployers that we, as their co-workers, should give 
more and better service to customers. We believe 
that it is to our mutual advantage to raise the stand- 
ard of fitting shoes, to know what we ought to know 
about salesmanship, materials, shoemaking and all 
things that concern our work. Our association tries 
to help the members in all these things. By acquaint- 
ance with each other, by friendships and by mutual 
aid all are helped to do their duty better. This 
is certainly to the advantage of our employers as 
well as ourselves. 

“Our association has secured the confidence and 
recognition of our employers because we are organ- 
ized to co-operate with them. We get together, ‘talk 
over selling methods, listen to speakers on our Edu- 
cational Committee’s program, and I can honestly 
say that our members have increased in ability and 
loyalty and general efficiency. These are certainly 
desirable things for any store. 


Must Keep Abreast of Times 


“The retail shoe salesman, like the merchant, must 
keep abreast of the times. So we believe in co- 


operagion—¢o-operation among ourselves and with 
our employers. 

“We have a Bureau of Information to which the 
merchants can apply for salesmen and get the right 
kind. We indorse only those men who have proved 
their worth. Not only Boston shoe merchants, but 
those outside the city and State are constantly call- | 
ing on the association for men. This year we are 
working out an even more clearly defined plan for 
our Employment Bureau. 

“Three of our members have recently gone into 
business for themselves and are making good. Three 
others have been made buyers and two assistant 
buyers. Five have been made managers and three 
assistant managers. Several have been put in charge 
of their departments. Over thirty men were last 
year placed in better positions through the Boston 
Retail Shoe Salesmen’s Association. 


Educational Meetings 


“The association is a great force for good in an- 
other important way—in education. We help in 
personal development and in increasing knowledge 
of our profession. We have met once a month since 
organized in 1914. One entire year’s meetings were 
given over to the study and discussion of leathers. 
We had special lectures by authorities in the differ- 
ent materials—splendid, practical talks they were, 
too. Then we held a series of meetings devoted to 
personal salesmanship, with a Harvard professor 
as leader. 

“To sum up in conclusion, we are endeavoring to 
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do two big things—to improve ourselves and thus 
to benefit the business of the stores in which we 
are employed. 

“There is one thing more that we would like to 
see much improved. This is the human side of the 
relationship with our employers. After all, we are 
going through life but once, and why not secure all 
the happiness possible? This can be obtained only 
by good understanding of each other and by recog- 
nizing that we are all human. Let the heart as 
well as the head enter into our work and our contact 
with each other, from the standpoint of both the 
employer and the salesman.” 

The Wednesday morning session, Chairman 
Chisholm presiding, was devoted to advertising and 
store rent. 
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Mr. Geuting: What do you think is the proper 
percentage of your gross sales to advertise? 

Mr. Willson: This year ours was about two and 
four-tenths. I believe that varies. It is according 
to the location and your competition and the kind 
of business you have. In looking over the various 
reports I find it runs sometimes from a very small 
fraction of one per cent., according to the report 
of the Harvard Bureau up to, I believe, six or seven 
per cent in some instances. It would seem to me that 
you ought to spend probably two per cent on the 
average and three per cent might not be too high, 
although that depends, again, upon your business. 

Mr. Sebel (Mt. Vernon, IIl.): How would you 
limit, according to the volume of sales? -~ 


How Much Do You Need for 
Advertising? 


Mr. Willson: That is what I always take into con- 
sideration. 

Mr. Sebel: On a fifty thousand dollar business, 
what should the percentage be? 

Mr. Willson: We have been going on the basis of 
around two and a half per cent. With a fifty 
thousand dollar business it may be in certain sec- 
tions you would have to spend more. I have in 
mind a store doing a volume of not over a hundred 
thousand in a smaller town and we spend there a 
little more than two and a half per cent., but we have 
other stores where we spend less than two and a 
half because the volume-is quite large and two per 
cent on the total volume makes quite a good sum 
to advertise with, so it varies. 


Over 5 Per Cent For Advertising 


Chairman Chisholm: There are different classes of 
business. There are the cheaper lines of shoes that 
are advertised, sometimes more or less is spent on 
it. We'd like to have somebody down there who 
is spending perhaps 5 per cent on his total volume, 
or up to that or more, if we’ve got anybody here, 
give us his views why he is spending that much 
money in advertising. Is there anybody here who 
is spending as much as 5 per cent on his volume 
of business? 

Mr. Percy Hart (New York): If I could only keep 
my advertising expense at 5 per cent, I’d be very 
lucky. The rates in New York City I believe are 
very much higher than any other city in the country. 
Of course, we have a tremendous population there 
but they make you pay for it. Our system of adver- 
tising is a question of a monthly budget. We 
approximate the volume of our sales and accordingly 


designate—at the present time we are designating 
6 per cent as an advertising appropriation for that 
month. If our advertising manager can give us 
enough publicity to show us less than that amount, 
why we will take it. 

Also, if our sales increase more than what we 
approximate them for, why the percentage accord- 
ingly is lowered. If we don’t do what we think we 
are going to do, itis higher. It is a question entirely 
of volume of business. We are willing to spend for 
this coming year to keep our appropriation, 6 per > 
cent of our gross volume of sales. 

Mr. Caspari (Milwaukee, Wis.): Is it good policy 
for an advertiser, right now or as times have been, 
reduction of priees, to advertise a $10 or $12 or $15 
shoe at regular prices? Without a cut. In every 
paper you see today you see a $15 shoe cut to $9.75, 
a $12 shoe cut down to $7.95. Unless you’ve got 
something to give away you can’t get any results 
out of it. You can’t advertise a $15 shoe today at 
$15. You’ve got to sell it at a reduced price and 
nine times out of ten the $15 shoe they advertised is 
nothing more than a $10 shoe at $9.95. 


“Leaders” Instead of Reduction 


Mr. Willson: My personal opinion is that it is 
wrong for shoe men generally to advertise a $10 
selling for $7 or $8. If in your town or city every- 
body is advertising shoes, $12 $15, marked down, 
if you should come out with one at $12 and it hadn't 
been marked down and you couldn’t sell them s0, 
you probably couldn’t get a great deal of business. 
I have found and I have talked to other people that 
do a lot of advertising, and when they put out 
leaders, instead of advertising the $10 shoes alto- 
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gether or the $5 shoe altogether, they advertise the 


$6 or $7 or the $8. That seems to get the people into * 


the store. 

If your salesmen are smart enough they can put 
it across when they come into the store. If they only 
want to buy a $5, that is another thing to go into 
consideration. It may be well to mention that you 
carry shoes from $5 to $10 and advertise a $7, I 
believe we will accomplish more on even prices than 
we will on $6.50 and $7.50. I think $6, $7 and $8 
for the average retailer in the United States is going 
to be pretty good selling. 


Two Sides to Advertising 


Chairman Chisholm: I think that answers the 
question pretty well. 

There is another one that I think is pretty 
important in advertising. That is that we are going 
into a time and a season that seems pretty hard. 
We are all trying to cut our expenses. I am going 
to ask Mr. Geuting whether he thinks it would be 
a good thing in looking over our overhead to cut 
down our advertising or would it be suicidal to do 
that, Mr. Geuting? 

Mr. Geuting: That is a pretty hard question. I 
have always been an advertiser. I believe in adver- 
tising. I believe if you’ve got a good thing and 
you’ve got good service to back everything you say, 
then advertising is a good thing. If you just lean 
on advertising and don’t have your service, don’t 
have your store and your goods up to the adver- 
tising, it is a slap in the face and your advertising 
brings you disgrace. 

Advertising is a two edged sword. If you back 
it up it is going to cut in your favor. If you don’t 
back it up it is going to cut against you. The whole 
thing in merchandising, as I see it, back of the 
advertising is, don’t lean on your advertising. If 
you haven’t got a good thing to advertise and your 
store isn’t meritorious and your goods meritorious, 
it is dangerous to advertise. Don’t tell the fact 
that you’ve got a bad store or bad shoes or poor 
prices or high prices, it is a bad thing to advertise 
it because it will go against you, but if you’ve got 
good stuff and have laid your foundation right and 
you’ve got the real service, by Jove you can’t adver- 
tise it too much. 

Mr. Hooper (Indiana): I would like to know the 
proper way to advertise a small store in a large city? 


A Canadian Observation 


Mr. St. Ledger (Toronto): I run a chain of stores, 
small stores, in the city of Toronto, Canada. We 
advertise every Thursday in a hundred line space 
and advertise a special price on one line of men’s 
goods, one line of ladies’ goods, at popular prices. 
For instance, two weeks ago we made a run on men’s 
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goods or welt boot, sideliner at $4.95 a pair. In our 
four stores we sold about six times as many as we 
ordinarily would do on a hundred line space. That 
hundred lines in Toronto, Canada, a city of 600,000, 
costs us $79 for each paper. We find it pays to 
advertise small stores in big cities as long as you 
don’t advertise too often in the same week. We 
advertise it for Friday, Saturday and Monday 
specials. 

Mr. Morgan (Boston): I don’t think that question 
was answered whether or not it is advisable to 
advertise in times of depression or poor business 
as well as prosperous times. My observation has 
taught me that most merchants in a policy of 
retrenchment cut out advertising. 

Now it is a very much mooted question whether 
or not it would be more advisable to advertise in 
times where we have no business than in prosperous 
times when we don’t really need to advertise. I 
would like to have that question answered. 


A Go-Getter From Memphis 


Chairman Chisholm: I think I will call on Mr. 
Steifel of Memphis to give us his idea on that. 

Mr. Steifel (Memphis, Tenn.): Mr. Chairman, our 
policy is to go after it all the time. We never stop 
whether it is good or bad. If it poor business we 
spend money to try and get it when business is quiet. 

Mr. Geuting: I think this is an important question 
that we ought to have before us. There is a lot of 
advertising done which might be called social adver- 
tising or charitable advertising, such as program ad- 
vertising for different churches and different schools 
and colleges and card parties and things like that. We 
are besieged all the time with advertising of that sort. 
We charge it up to charity, but I’d like to get an ex- 
pression of how you handle that and what you think 
of it. 


The Charity Advertising 


Mr. Sebel (Mount Vernon): Advertising of that 
nature is referred to our Chamber of Commerce. They 
must bring in an order from the Chamber of Com- 
merce before any of our merchants entertain any of 
those local advertisers. Church affairs or programs 
or lodges or fraternal orders have got to be O. K.’d 
by the Chamber of Commerce. 

Mr. Hamilton (Council Bluffs): I can answer the 
gentleman’s question on this charity advertising. We 
have a merchants’ association. We have a secretary, 
and no merchant belonging to that association will 
patronize any of the charity or church programs or 
any other thing of that nature until it has been passed 
on by the advertising board of the Association and 
O. K.’d. As the result, most of them are refused the 
O. K. and we don’t have to spend much money in 
that line. 





BOOT AND SHOE RECORDER 





Mr. Willson (Boston): In Boston one time we were 
infested with that kind of advertising, and through 
the Chamber of Commerce and its secretary, as has 
been outlined, we are pretty well rid of it. It is wast- 
ing money, as a rule, to spend your money that way. 
It had better be spent in newspapers or something 
more constructive. 


A Monthly Average 


Mr. A. Katschinski: We have not used a program 
advertising in forty-one years of business. We con- 
centrate almost entirely on newspapers. We are large 
users of space. I use in a year about $40,000 or 
$45,000 worth of newspaper advertising. We are not 
cutting down our advertising now. We usually base 
it on the past year. If the sales of July of 1921 was 
$100,000, I will spend in July of 1922 $3,000, and in 
that way it gives me an idea as to how much I want 
to spend. 

There is one thing in which I think merchants 
make a mistake, a great many of them. That is the 
sort of cuts that they use in their ads. After going 
and spending good big money in a newspaper, they 
make their ad worthless and useless by using any old 
kind of cut that they can pick up. 

A man appears to me as very foolish to spend 
$100 for an ad and not go to an illustrator, if nec- 
essary, and have a cut drawn which exemplifies the 
shoe and will not nullify the effect of the ad. That is 
so usual and so frequently done. The advertising out 
our way, you have seen a lot of it run in the paper, and 
I think you see very good advertising come out of the 
State of California. In Los Angeles and San Fran- 
cisco there is good, clean advertising done. A lot of 
white space is used, a lot of white space is allowed 
around the ads, and of course we all know that is 
very valuable. 


Advertising Makes Confidence 


In our own store we start—it may be quite usual 
in the shoe business—our July sale with a space 
about 6 x 18 in.; our opening ad was this year, and 
we do not use prices. We just announce the sale, dem- 
onstrating that advertising is a matter of confidence 
entirely. We do that because we run our sale for about 
six weeks and we feel this way: If we would start 
out by running prices immediately, we would soon 
run out of prices, but after being in business forty- 
one years, we have the confidence of the people, and 
for the first ten days of the sale we ran nothing but 
announcements of our sale and we have very, very 
successful sales. 

Mr. Johnson (Denver): May I ask one question to 
get the sentiment of direct-by-mail advertising? 


The High-Cost of Direct Mail 


Mr. Geuting: I will answer that, Mr. Chairman. It 
is pretty expensive nowadays to advertise direct by 


January 14, 1922 








, mail. You cannot send a letter out for less than 5 


cents, and if you have a mailing list of, say, 1000 or 
2000, 5 cents a letter makes it $100, and it is generally 
considered expensive advertising, more expensive than 
newspaper advertising, and yet depending upon your 
locality and depending upon the conditions of your 
clientéle, it sometimes is very good. 

We sometimes send out a circular to—for instance, 
we advertise a policeman’s shoe—to policemen. We 
got out a circular and letter and sent it directly to 
3500 policemen and it was very successful. 

Now there was a case that we could not very well 
reach by newspaper advertising. We thought we'd 
make a direct appeal to the policemen and we suc- 
ceeded in it. Those are matters of judgment. I do 
not think that you can lay down any rules on it. Some- 
times it pays and sometimes it doesn’t. 


The Value of Letters 


Chairman Chisholm: To my own mind I believe 
there is no advertising done that is quite as effective 
as direct advertising. If it were possible for any of us 
to make a personal appeal to every possible buyer in 
our individual cities, I think that would get you more 
effect than anything else. I think the next nearest 
way to doing that is by what you call mail advertising. 
That is so very expensive that it is almost prohibitive, 
but I believe there is a way of doing direct advertis- 
ing by letter through your newspaper, that you can 
write a letter if you wish and appeal to different sec- 
tions or different classes of people. Take your news- 
paper, have a space of about; we will say, 12 in., 
double six, and write a letter in that just as though 
you were writing an individual letter, and tell the 
people you are writing this letter “To You,” and that 
will appear, we will say, once a week or twice a week 
or three times a'week. You are getting it for a nom- 
inal amount, and if the letter is cleverly written, very 
interestingly written, I think it is only a question of 
time when you will get your direct mail advertising 
over to your customers through the newspaper. 
Whether that will appeal to any of you or not I do not 
know. I hope it will. 


Bill Posters—Are They Good? 


Mr. Melgrain (Indiana): I would like to know about 
bill posting advertising in the way of results and 
expense. 

Mr. Willson: It would seem to me that bill posting 
advertising would be one of the means of linking up 
with your newspaper advertising. I do not believe 
ordinarily that you could depend upon it alone, but if 
you are doing newspaper advertising, and then you 
have some billboards throughout the country around 
your town, and the people read the paper and they 
are riding along on the street car or the train and 
see your advertising. 

To illustrate this, around Cincinnati, you will find 





14, 1922 








on looking from the train, bill posters advertising the 
Potter Shoe Co., and when you get into town you see 
the advertisements in the newspapers. 


Concentrate Your Advertising 


Mr. Katschinski: I think if a man is going to 
weaken hi’ advertising—he will if he puts his money 
in billboards, money in mail, money in newspapers, he 
will weaken something. My idea in advertising is 
this: To concentrate in one particular way of carry- 
ing on advertising. That is what we do and there you 
have strength. 

I say that if you are an advertiser, and you believe 
that in your particular district the newspapers are 
best, concentrate on newspapers and do not-stop to put 
a little here and a little there. Before you get finished 
you have nothing. Out there the only time we use 
billboards is when we open a new store. We digressed 
just a little from our regular method of advertising 
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and tied up for two years, and after a year we bought 
our way out of the billboards. I believe billboards 
are best for national and not for local advertisers. 
That is my opinion. 

May I say this? Mr. Woolfelt, out our way, has a 
system in reference to letter writing which may inter- 
est you and a lot of you may be doing it. I under- 
stand Mr. Geuting does. His employees in San Fran- 
cisco and Los Angeles—of course it is a high-grade 
trade—must keep the names of the customers whom 
they wait upon and attempt to make them personal 
trade of their own. Each man in the store has a sep- 
arate carton of his own in which he keeps the names 
of his customers, and he is obliged and ordered every 
two months to get a letter into the hands of his cus- 
tomers, thereby keeping that customer in contact with 
the man and in contact with the store. I leave that 
with you as a thought which may be worth while 
using. 


Percentage of Sales to Be 
Applied to Rent 


Chairman Chisholm: What do you consider a fair 
rental basis, what percentage? 

Mr. Roose: We run a medium price specialty store, 
men’s and women’s. I am very well satisfied to write 
a lease of a certain amount, whatever I think is equit- 
able to the landlord and myself. 

Chairman Geuting: You know this rent proposition 
is one that is going to be a very troublesome question 
and it is apt to change the trend of business. Land- 
lords and real estate men generally are crowding the 
merchants all of the time for more rent, and smart 
merchants come along and figure that they can do 
things that a mediocre merchant can’t do and they are 
paying more rents all of the time. 

The Harvard Bureau, however, shows that there are 
lots of people doing business at a rental basis of 14% 
per cent, and there are some that are paying a rental 
of as high as 15 per cent, ahd the general proposition 
is, as I understand it, that if you have got a store, and 
it is costing you 10 per cent for rent, you have got a 
lemon. You must keep your rental basis down to as 
near 5 per cent as possible to be a good money maker. 

Mr. Nebe (Atlantic, Iowa): Let’s go to a subject on 
which we can agree. I live in a town of 5200. I don’t 
do $100,000 but I don’t miss it very far, and we have 
a rent of three-quarters of one per cent and pay 5 
per cent for advertising. 

Mr. Willson: I would advise you to be very careful 
and not fall for these high rents which the landlords 
ask. There is going to be a change. If you must 
keep that location, make it for only three years, be- 


cause later on you are going to get it for less money. 
If you hook yourself for ten years and things slide off, 
you are going to be up against it as time goes on. 


Not More Than 5 Per Cent For Rent 


Chairman Geuting: I will just make this final state- 
ment on rent, if there is no further discussion on it. 
No man ought to pay over 5 per cent for rent, and 
it is perfectly possible to get your stores on that basis. 
Of course, the thing must be taken into consideration 
that, for instance, you’ve got a store on State Street 
and you want to be a State Street merchant and you’ve 
got your room and you feel you could do well and the 
man asks you to pay $35,000 a year. If you could 
figure that eventually that store would make a big 
lot of money for you and you could get a 21-year 
lease, it’s a question you’ve got to consider for a long 
pull, 

Most of these expensive locations are entirely de- 
pendent upon a long pull. They make it in the end; 
a lease like that in the end might be a very profitable 
lease because if you had the opportunity of doing a 
million ‘dollars’ worth of business you’d have your 
rent at 3% per cent, even though the first year it 
might be 10 per cent. That’s a consideration. 

Mr. Meyer: May I ask a question? Haven’t prop- 
erty values gone down in the last year in your city 
as well as mine, the same as farm land? Property 
values in my city have been assessed less than last 
year. Our rent oughtn’t to be any more, it ought 
to be a little less. 
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Mr. Meyer (Danville): I might ask what is the 
opinion of whether to put a lot of shoes in a window 
or a few shoes. I have seen windows trimmed that 
looked like a tenement settlement in a big city. I 
have seen windows trimmed that looked like a summer 
seaside resort in the winter time. Now, what’s the 
idea? Is the idea good to put a great many shoes 
in your window? Or to put three or four styles? 
Or is it according to the size of your city? 

Mr. Redline (Buffalo): I think that depends largely 
on what class of shoes and what class of people you 
are selling. If you are handling an exclusive line of 
shoes and you cater to an exclusive class of people, 
of course they don’t want to see a window crowded 
all full. That same applies when you cater to a class 
of people who want a cheap line of shoes. They want 
to see a good deal for their money. 

Mr. Meyer: May I ask you what kind of trade 
you cater to? 

Mr. Redline: I cater to a medium class of trade 
and I don’t have my windows too full. 

Mr. Meyer: I’d like to ask somebody who sells a 
great many ladies’ fancy shoes. 

Mr. Sebel: I do. I have two large windows. 

Mr. Meyer: Do you put your fancy shoes in the 
front or back? 


What Goes Into the Foreground 


Mr. Sebel: Background, always. 

Mr. Meyer: I think it’s the tinsel and color of the 
circus that gets the crowd, and I think you ought to 
put the staples in the back and your fancy shoes in 
the front. 

Mr. Scoggins (Houston, Tex.): I believe that the 
windows are the same as an illustration in an adver- 
tisement. If you are going to emphasize class, you 
use white space. If you are going to emphasize class 
in a window you use few shoes. If you are going 
to advertise cheap stuff, you crowd it. The same way 
in sales. At the beginning of the season you empha- 
size class and new stuff. Consequently, you dress your 
windows lightly. To close out, you crowd them. At 
the opening of the season you use backgrounds to 
conform with that season,—panels, flowers, etc. That 
is our way of working. 

Mr. Adler: There are just as many different minds 
and classes of people all over the United States as 
there are ideas on any one subject and no matter 
where we are located, as long as our windows are clean, 
fascinating and attractive looking; if we have empty 
windows, we draw a certain class of trade, if we 
crowd our windows, we draw another class. If we 
put sales on, we draw people looking for bargains. 
It is very hard to say what kind of window is best. 

Mr. Willson: You should have the kind of window 
that will do the most business. That you’ve got to 
study out yourselves. I have had some stores where 
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we can put in a lot of shoes and get the business. 
To thin those windows out we will not get the business. 
We are there for business so we study the proposition 
and if it takes more shoes, we put them in but never 
is our intention to put them in so that you can’t 
see all of the shoes. 


Shoes Should Be Formed . 


Mr. Katschinski: Out in California it is just as 
Mr. Adler says (I wouldn’t go as strong as he did) 
in our own particular store we are situated well, as 
far as location is concerned, right in the best location 
in San Francisco, about. We carry men’s, ladies’ and 
children’s shoes, ranging in price from $5 to $12. 
We make a practice to keep our windows clean, our 
shoes well formed. We make a practice of having 
fancy backgrounds in our windows because if you are 
on a busy street, actually your windows are a better 
advertisement and a better puller than your ads. 

We have very frequently scenic effects in the back 
of our windows. We use lamps (we have a medium 
priced store, bear that in mind), we use tables at 
times, but we always at all times try to have rep- 
resentation of the different grades which we carry. 
We have our men’s shoes on one side and on the back 
of the men’s window we use that for boys. On the 
other side we use the ladies’ and on the back of the 
ladies, we use that for children’s shoes. 


Don’t Overcrowd Windows 


Our windows are very deep windows. Of course 
we can afford it. Our store, though 25 feet wide, is 
207 feet deep. We use three floors inside of the 
store: The basement for the men’s, main floor for 
the ladies’ and the mezzanine for the children. 

We do not overcrowd the windows themselves but, 
to repeat again, we usually have representation of all 
—not all styles but as many styles as we can get in 
without crowding the windows. A medium priced 
store, and we have a fair representation at all times. 

Mr. Parmer (Jackson): Do you believe in putting 
the prices on every shoe in the window? 

Mr. Katschinkski: We do that. People may differ 
with me. Mr. Hart may not, in an extremely high 
grade store, but the medium price store, we are not 
ashamed of our prices; we put a price on every shoe 
we sell. 





What Fixtures Are Best 


Mr. Fay (Springfield): I’d like to ask about fix- 
tures; nothing has been said about fixtures. Do you 
think glass fixtures are more preferable than any other 
kind? 

Mr. Geuting: My opinion is that glass is cold, that 
you want to keep your windows warm, attractive. 
There is a fascination about wood, nice colored wood 
fixtures, soft colors that will attract the customer. 
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Glass and marble and things like that are cold and I 
don’t think they are good for window fixtures. 

Miss Crosby (Denver Dry Goods Co., Denver): A 
few words on trimming windows. I think shoes should 
be displayed alike. If you are showing low-heeled ox- 
fords, I think there should be three or four styles of 
jow-heel oxfords and the proper hose to go with it. 
If you are showing fancy styles, I think the hose should 
be shown with them and I think you should trim your 
windows often and show just one kind or one style. 

Mr. Hayes (Sioux City, Iowa): Yes, I passed a shoe 
store here in the city and I noticed several elegant- 
looking shoes in the window. I walked inside and in- 
quired for a certain shoe in the window, a fancy look- 
ing beaded shoe, and inquired for a six. He had none 
except the one in the show window. I asked for an- 
other number. He had some, he must have bought 
some samples some place and he had only a few of 
them. Is it a good idea to do that sort of thing? 


Display What You Have In Stock 


Chairman Geuting: I think that is poor business. I 
think that man should display what he has in stock. I 
think, of course, there are a lot of tricky stores around 
that make a point of drawing a customer in from the 
window for extraordinary prices or extraordinary 
styles and when they get them inside they depend upon 
the salesmanship to shift the stock that they have. 
That is one way of doing business, but I don’t think 
a first-class merchant indulges in putting shoes in the 
window that they haven’t got in stock. 

Chairman Chisholm: Our time is going along pretty 
fast. Here are two items, “The budget system of pur- 
chasing” and “Turn-over.” I think they intermingle 
and we are going to talk of those two subpects as one. 
I’d like to hear from Mr. Byrn on “Turn-over.” 

Mr. Byrn (Kansas City): Speaking of turn-over, it 
is owing to the class of business that a man does. I 
think if a fellow gets a turn-over of three times, he 
is doing very well. Some cheaper stores I understand 
turn their stock more, but naturally it’s been harder 
the past year on account of a good many merchants 
being stung with undesirable styles from 1920, and 
they have had to carry over to liquidate, not being de- 
sirous of taking too big a loss. 


How to Get Turnover 


Chairman Chisholm: I am going to ask Mr. Hart 
how he figures his turn-over. The thing is—what do 
you do, how do you do it? That is what we want to 
know. How do you get your stock turned over? Ex- 
plain that to us. 

Mr. Hart (New York): How to get business? 

Chairman Chisholm: That will help. 

Mr. Hart: Advertise. Mr. Chisholm is asking me 
how many times I’d like to turn my stock. Well, of 
course we'd like to turn it as many times as possible. 
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It is a question entirely of what the volume of business 
and the inventory will show. In determining that it 
is a question of taking your total volume of sales and 
your inventory, not the inventory at the time you take 
stock, but your monthly inventory will give you an 
average for the twelve months. Dividing that into the 
total business will give you your stock turn-over. Of 
course we all like to have a stock turn-over as much as 
possible, at least three and four times. 

- Mr. Biegel (Pittsburgh): Do you mean if you have 
a stock of $500,000, you should do a million and a half 
business? Is that what you mean? 

Mr. Hart: No, if you have an average stock of 
$500,000 you won’t have $500,000 at all times of the 
year. In your dull seasons you’d have less than 
$500,000 and in big seasons, more. The average month, 
the stock per month, divided by twelve, divided into 
your gross sales will give you your turn-over, and if 
your average stock is $500,000, you should do at least 
a million dollars and a half. 

Mr. Willson (Boston): Retail or wholesale? 

Mr. Hart: The cost of selling. 

Mr. Willson: That isn’t the way the Harvard people 
figure it. 


Budget System Good 


Chairman Chisholm: I want to say a word or two on 
that myself. Here are three items, “Disposing of un- 
desirable merchandise,” “Budget system of purchas- 
ing” and “Turn-over.” It all means one thing. 

Now, what I want to say to you is, the way to get 
your turn-over. It is all right enough to say you should 
get so-and-so, but what I really want to get over to 
you is to try to explain to you a way of doing it. 
There are so many of us that don’t get it over. Some 
of them perhaps only once, some three or four times, 
some ten times. We'd all like ten times or twelve 
times if we could. 

Now, to my mind, the way to get that turn-over is 
to make a budget system of your buying and know 
what you are doing. Your undesirable goods is what 
prevents you from getting your turn-over. By getting 
a budget system of buying and watching it, you won’t 
have very many undesirable goods. If you let your 
merchandise stay in your store too long, it gets very 
undesirable. That keeps you from having your turn- 
over. If you watch that and the minute that you have 
made up your mind that you’re stung, unload and un- 
load quick, and don’t be afraid to take the gaff. That 
is the idea that I was trying to get over. We all know 
that it would be nice to get three times or four times 
or ten times turn-over. 

Now, I would like to have somebody down in the 
audience there, if we have anybody that gets a three 
or four-time turn-over, just to explain how he is able 
to do that. Does he watch his undesirable goods? 





BOOT AND SHOE RECORDER 








Has he got a budget system of buying? It is his sys- 
tem of doing it. If he is getting a five or six-time turn- 
over, we'd like to hear from him, because that may 
give some of us a good idea that are only getting a once 
or twice turn-over. 


Figures Sales In Pairs 


Mr. Lee Reineberg (York, Pa.): Last year I turned 
my stock three times. I don’t know how successful I 
will be this year because I take my inventory on the 
first of February instead of the first of January, but 
I believe that the most successful way of getting a 
turn-over is to figure your sales and your purchases in 
pairs and not in dollars and cents. Fluctuating values 
these days do not permit of that, because if you are 
figuring on last year’s prices 6n your turn-over, you 
can’t get the same results this year unless you are 
figuring on sales and purchases by pairs. 

The way to get a three-times turn-over naturally 
would be to have at no time more than a four-month 
supply of shoes on hand and in the process of making. 
In that way we will get a three-times turnover in pairs 
at least that may be more in dollars and cents due 
to the declining market at the present time. 

Mr. Willson: Mr. Chairman, I believe this ques- 
tion of turn-over is one of the most important ones to- 
day. My advice to you, gentlemen, and to myself, too, 
because I am one that hasn’t turned as often as I 
should; otherwise, I’d have made more money: Don’t 
try to buy all the shoes that the salesmen of the manu- 
facturers have to sell. Instead of buying, perhaps, 
ninety-six pairs to a style, it may be well to buy sev- 
enty-two or forty-eight, and then place another order 
three or four weeks later for thirty-six or forty-eight 
pairs more. Keep them coming into your store twelve 
times a year. I am going to buy this year twelve 
times. I am going to buy during the twelve months 
at least twelve different periods, so as to have the 
goods coming in at all times. I am going out after 
four times turn-over and I believe that after the first 
six months is over I am going to begin to hit it, and I 
hope to hit three the first six months. 

Let us not get all the merchandise on to our shelves 
all at one time. We have been doing it in the past 
and I bet if to-day you men could lay your figures on 
the table, most of you are carrying too much merchan- 
dise. From what I have been able to find out, that 
seems to be the complaint. You buy a shoe to-day 
at $5, and in four weeks or ten weeks, perhaps, it has 
gone off a little bit. Those are market conditions over 
which we have no control. Why buy three or four 
or five months in advance? The manufacturer, in my 
opinion, will be just as well off in the end to have 
business coming in all the time than to try to make 
all the shoes in three or four or five months out of the 
year. It is better for everyone. 

Mr. Thomas (Texas): I represent a small store, 
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away down in the sunny South, in Texas. My check- 
ing this past year on the turn-over proposition is very 
unsatisfactory. I can come nearer telling you men 
how I failed to get a turn-over than I can how I got 
a proper turn-over. But I believe that I am on the 
right track and I believe that when I solve the problem 
along the line that I am working that I wilt eventually 
accomplish a proper turn-over in my department. 


Sales Departmentized 


I keep my sales departmentized every day now, upon 
a ticket on which it states whether it is a man’s 
shoe or a man’s oxford, whether the sale represents 
a@ woman’s shoe or a woman’s slipper, whether it is 
hosiery, findings—in fact, we have in an ordinary shoe 
store about nine or ten different departments. 

Every night the sales are posted to those different 
departments. The next morning the totals of the 
sales of the day before are placed upon my desk and I 
know exactly the different departments that are do- 
ing the business. Last year my hosiery department 
showed a volume of business of $10,000. on an invest- 
ment of $1,500. Can you beat that? But I wouldn’t - 
dare tell you my turn-over in some of the other de- 
partments. 

The truth that was revealed to me was startling. It 





‘almost scared me out of my boots, and it made me de- 


termine that there are certain lines in my shoe store 
that must be eliminated entirely or else we must do 
more business for the amount of investment that we 
have in these departments. 

So the great thing, gentlemen, it seems to me, is for 
us men to know where we are doing the business and 
strengthen those departments and cut down the in- 
vestments in the departments where you are not doing 
the business. 


Deplores “Open” Advertising 


Mr. Hamilton: Gentlemen, I want to speak on a 
practice that has crept into the manufacturers and 
jobbers of this country that I believe is very harmful 
to the retailer. It is what I call open advertising, un- 
sealed advertising with cuts and prices that go through 
the mail. Every one of you get them on your desk 
every day, from one to ten, and before you have seen 
them, every postmaster, every mail carrier that has 
come in contact with them has read them. 

He sees on there a cut of a brogue oxford, priced 
at $3.15, and of course the jobber or manufacturer 
says that that is a very good shoe. He goes home, and 
his wife has just paid you $9 or $10 for one that the 
punching is the same, and he can’t tell the difference, 
and he asks her, “What’s the matter?” and the only 
conclusion is that you are a robber. 

That thing ought not to be. If a piece of adver- 
tising is worth sending out, it is worth sending out in 
the right way. 
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Governor Allen Describes Workings 
Of Industrial Court 


(Wednesday Session) 


The session was opened with the Star Spangled 
Banner and the loyalty of the shoe men of America 
was clearly evident in the swelling strains of that 
familiar hymn. The first speaker of the afternoon 
was Dr. Lewis S. Mudge, a prominent minister of 
Philadelphia. He chose as his topic “The People 
Problem.” “Everybody is up against the people 
problem because we all have to do with people,” he 
said. 

“It makes no difference what business you are 
in, what occupation you are in, you are up against 
people. You must give the person to whom you are 
trying to sell confidence in yourself. The two great 
reasons why the people problem is great to-day is 
to answer ‘Who I am’ and ‘Where I live.” Dr. Mudge 
gave four rules for solving the people problem: 

“The first is the rule of the heart. You must trust 
your fellow man if you are going to get along. 

“The second is the head rule—understanding. 
Take the other fellow’s place. Try to see it from his 
viewpoint. 

“The third rule is the tongue rule. Whenever you 
are tempted to say anything ask three things, ‘Is it 
kind?’ ‘Is it true?’ ‘Is it necessary?’ 

“The fourth is the life rule. Every one of us is 
going through life and we are going to be for a 
blessing or a cursing. Let us get our lives clean 
that wherever we go we may send abroad sweetness.” 

The next speaker, Governor Henry J. Allen of 
Kansas, received a great ovation when he stood be- 
fore the audience at the speaker’s table. The chief 
theme of Governor Allen’s talk was the industrial 
court which was established in Kansas through his rec- 
ommendation. Governor Allen stated “The same need 
that challenges us for the disarmament of nations 
challenges us for the disarmament in the industrial 
controversy.” 

In the opinion of Governor Allen the wide spread 
between raw materials and finished products is due 
not alone because of the increase in wages of the 
individual but because of the multiplicity of the 
number of men required to do the job. “So I would say 
that in every adventure of business that which has 
loaded us down with the largest problem of living 
has been due to that poisonous doctrine set loose 
by the president of the American Federation of La- 
bor when he said, “The fight is to keep what we won 
during the war.’ 


Industrial Court Described © 


“There is only one way to get back to normal and 
that is through the declaration of the doctrine of 


an honest day’s work for an honest day’s pay. 

“In Kansas we think we have accomplished some- 
thing in the stabilization of industrial life and com- 
mercial life and productive life through the indus- 
trial court. 

“I think most of you yet remember two years ago 
when we had the general coal strike in the country; 
Kansas was hit very hard. There was suffering in 
homes, there was danger of suffering in hospitals, 
school houses had closed and we were up against it. 

“Then I went to the Supreme Court of my State 
and asked if the Supreme Court would turn over to 
the State under the direction of a receivership all 
the mines in order that the State might proceed to 
produce coal to relieve the public from the danger of 
freezing. I will never forget the look of mild sur- 
prise that came into the face of the chief justice 
of our court, an admirable public servant, who has 
been upon the court for thirty-five years, and he 
said, ‘Well, Governor, upon what allegation do you 
want to turn over these mines to the State?’ 

“I am no lawyer, so I said, ‘Well, Judge, whatever 
allegation you think would work.’ 


The Origin of the Court 


“You know men have been kind enough to give me 
credit for considerable courage in reference to the 
coal mining episode. I want to tell you that the 
first credit for courage belongs to the Supreme Court 
of my State, which did not hesitate to do a needful 
thing merely because it was a thing that had not 
been done before. 

“And after they had turned over all the mines to 
the State under a receivership, I went for a week 
pleading with the miners to go back to work, offer- 
ing them various compromises which I thought would 
be acceptable and holding before them the picture of 
suffering and of death that must ensue if they in- 
sisted in their determination not to mine any coal 
and not to let anybody else mine any coal. 

“And in justice to thousands of them, I think half 
of them, they came to me out of my audiences say- 
ing, ‘We’d like to go back to work. We don’t want to 
be held responsible for the suffering that you portray, 
but unless Alexander Howatt, the president of the 
district, gives us his permission to go back to work, 
we dare not go back.’ 

“That was the spirit of American independence I 
found in that 100 per cent organized district. 

“Up to a month ago there had been thirty decisions 
in the Kansas Court of Industrial Relations affect- 
ing working conditions and wages and of those thirty 
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decisions twenty-nine of them have been accepted 
both by the employers and the employees as being 
entirely just and satisfactory. Show me a court 
that works any better than that. 


“The Kansas Court of Industrial Relations gets 
away from arbitration which has failed for more 


than forty years in the United States. Arbitration— - 


what is it? Well, when you, representing capital 
and I, representing labor, fall out as to working con- 
ditions or wages, this is what we do to get arbitra- 
tion. You choose a man who represents capital, I 
choose a man who represents labor, and the two 
select a man who is the umpire and he may do one 
of three things. He may join your side and get a 
partisan decision in favor of capital, he may join 
my side and get a partisan decision in favor of labor, 
or he may dicker back and forth and get a dog fall. 
That is what they generally do. 


Public Fully Protected 


“But into the consideration of that board of arbi- 
tration there never comes any concern for the party 
whose interest is chief at stake in an essential indus- 
try, the party of the third part, the general public. 

“So we have gotten away from arbitration and have 
gone to adjudication. What is the difference? Ar- 
bitration is the effort on the part of men who are 
selfishly interested to agree upon a program for 
themselves, the two of them. Adjudication is an 
effort of impartial judges, under the pledge of a 
righteous government to secure an adjudication 
which has within it no interest except the interest 
of justice to labor and justice to capital and justice 
to the general public. 

“And so we have appointed out there under the 
law a Court of Industrial Relations of three men 
who are charged with the serious business of pass- 
ing upon industrial controversies, who are given the 
task of keeping a survey of industrial situations 
and the cost of living and the conditions of living 
and of doing to every man whether he be employee 
or employer or a member of the general public that 
which is just in reference to all the facts in the 
case. 


The Right to Work—Or Loaf 


“Now I think the most frequently uttered misrepre- 
sentation of the Kansas law is that it takes away 
from a man his God-given right to quit work. Now 
manifestly, obviously, if the Kansas law had sought 
to take away from any man his right to quit work, 
then the Kansas law would have no business upon 
the statute books of any modern state. The Kansas 
law does not seek to do this. On the other hand, it 
very carefully points out in its context that every 
man shall be given the right to select his own em- 


ployment and to cease it at his will. It says to this 
man and to this body of men, ‘You may quit work 
whenever you wish and go on about whatever enter- 
tains you elsewhere, but after you quit you shall not 
come back here to-morrow with your pockets full 
of dynamite in order to keep this man who wants to 
continue on the job from working.’ 


“The law holds that the right to work is just as 
sacred as the right to loaf and that it is the busi- 
ness of government to protect both men in their nat- 
ural inclinations touching that matter. And it holds, 
moreover, that collective bargaining is a just and 
reasonable process through which men, running 
industries and groups of employees, may get together 
for the sole use of the labor contract. * * * 


Fair and Just Wages 


“What is a fair and just wage? It is a living 
wage plus enough to enable a laboring man to give 
to himself and to his family some of the benefits of 
modern civilization plus enough to enable him to, 
with reasonable frugality, build a safeguard against 
sickness and old age, and so having made a survey 
of the cost of living, they made an award for these 
carmen which interpreted the idea of industrial 
wages of the Industrial Court as to the subject of 
a fair and just wage. 

“The carmen accepted it and said, ‘That is just.’ 
Then the officials of the railway company accepted 
it, said ‘That is just,’ and then peace and order 
and prosperity existed in that district which had 
been the subject of three disastrous strikes and then 
the other crafts in the railroad accepted the award 
of the Industrial Court to the carmen as a basis upon 
which they adjudicated the wages of all of the 
crafts in that industry. So there came to the situa- 
tion order and prosperity. 


What the Court Accomplished 


“The first year of the Industrial Court compared 
with the last year without it: The last year with- 
out it there was an average of thirteen and one- 
half strikes a month, the average number of work- 
ing days for the miners 141 days for the year. The 
first year of the Industrial Court, no strikes ex- 
cept those that had been called by Howatt to fight 
the law, for which he is now paying the penalty in 
jail. Average number of days working, 290. -In pro- 
duction—why, when we established the Industrial 
Court, Alexander Howatt said, ‘If you set up this 
thing, all the miners of the Kansas district will move 
out of the State.’ Five hundred of them went away, 
but those who remained produced for the first year 
of the operation of the Industrial Court, according to 
the official statement of the State Mining Engineer, 
900,000 tons of coal more than the larger number 
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had produced the year before. And the smaller 
number had collected in wages $4,000,000 more! 


The Golden Rule Paramount 


“I believe as you all believe in a thing that is 
American, and hear me, I haven’t any patience with 
the man who doesn’t know the American thing. 
When I see a man who isn’t able to distinguish 
between that that is American and that that is 
foreign, I put him down as a man who is hopelessly 
ignorant, or has other troubles that remove him from 
the field of legitimate consideration. 

“We are building in this country a great problem 
and a great expression of civilization and we’ve got 
to build that expression around the rule of equity 
between men and the sooner we begin upon the 
problem and hitch our ultimate decision to the belief 
that the government is capable of justice to all men, 
the sooner we do that, the sooner we have begun the 
creation of an American program. I thank you very 
much for the very kindly reception and attention 
you have given me.” 


Thursday Morning Session 


In the absence of Fourth Vice-President Charles 
E. Williams, who was scheduled to preside Thursday 
morning, A. H. Geuting occupied the chair. Mr. 
Williams was busy with the resolutions committee, 
of which he was chairman. 

Before proceeding to the topic of the day, Chair- 
man Geuting asked for a rising vote to determine 
whether or not the open forum idea should be con- 
tinued and made a feature of future conventions. 

Practically the entire audience arose in favor of 
the proposition. 

The topic of the morning was the efficient store. 
The subheads were “Accounting,” “Cash vs. Credit,” 
“Sales Efficiency,” “Intelligent Co-operation With 
Your Competitor,” “Best Methods of Compensation,” 
“How to Accomplish Co-operation and Loyalty 
Among Employees.” 


Greeting the Customer 

E. M. Thomas of Ennis, Texas, opened the dis- 
cussion with a plea for better efficiency and a more 
whole hearted greeting of customers who enter the 
store. “There is nothing that has more pulling 
power than being met by a salesman with a smile 
on his face,” he said. 

The attitude of sales people occupied a consider- 
able time and it was generally conceded that the 
successful sales person must wear a smile, wear it 
naturally and the smile must be the reflection of 
intelligence. 


Adjustment of Complaints 

On the question of adjustment of complaints, Mr. 
Geuting said that his concern goes on the assump- 
tion that the sales people when they meet and talk 


with customers are representing A. H. Geuting, the - 
head of the house. This is impressed upon the 
sales people. 

The next discussion was on cash vs. credit. Mr. 
Caspari of Milwaukee, stated that he does a very 
large credit business. They have little trouble with 
collections, but he would like to do a strictly cash 
business if he thought it possible. Mr. Langenberg 
of Appleton, Wisconsin, who does a cash business 
says that so far he has not gone broke doing a 
strictly cash business. Mr. Hutchinson of Athens, 
Ohio, said that within the last two years he had 
changed his business from credit to strictly cash 
and to overcome the approval business, he had each 
person taking shoes on approval, sign what was 
virtually a promissory note. He has increased his 
business from year to year and last year lost less 
than five dollars in uncollectable accounts. On the 
whole the men who are doing strictly cash business 
are satisfied and are not considering going back to a 
credit basis. 


How to Get Co-operation 


Mr. Newahl of Altoona, pointed out that the 
United States Government and the State of Penn- 
sylvania, through investigation, have come to the 
conclusion that there is not enough scientific 
thought given to the selling of retail wares. He gets 
the co-operation of his help by making them under- 
stand that the store is as much the business of the 
sales people as it is of the owner. By giving them 
fair and just treatment he secures their full 
co-operation and best thought in the conduct of the 
business. 

Thursday Afternoon Session 


After President- Orr announced the official staff 
for the ensuing year, E. A. Stephens, president of 
the National Shoe Retailers Association of Canada, 
addressed the gathering in a fraternal spirit. He 
said that the Canadians, to show their appreciation, 
had searched the wide world over. getting ivory from 
Africa, ebony from South America and fine silver 
from Ontario, with which to fashion the gavel for 
C. Kenneth Chisholm, newly elected president and 
forthwith Mr. Stephens made the presentation. 

President Chisholm, in acknowledgment, said he 
was born in Canada and lived there until about 
twenty years old. He expressed the hope that the 
two National Associations would be in closest har- 
mony year after year. 

Then followed presentation by A. H. Geuting of 
a silver cigarette case to ex-President Orr, the 
traveling president of the N. S. R. A. 

Retiring Directors Robert H. Johnston of Denver 
and Allen H. Meadors of Nashville, Tennessee, were 
presented loving cups and thus concluded the 
convention. 
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Principles and Prosperity 


HE measure of prosperity which will be at- 

tained by any man or firm during 1922 will 

undoubtedly depend upon the principles 

inculeated in his business and the firm- 

ness with which he adheres to those principles. 
There is a vast difference be- 


early in life discovered that certain business prin- 
ciples when adhered to would bring success. It 
has been the constant care of his successors to 
tenaciously adhere to those principles. We have 
proven their truthfulness and under no conditions 

would we depart from them. 





tween principle and policy. Poli- 
cies may change and should 
change as conditions require. 

A man may do a credit busi- 
ness for many years and then 
there may come a time when it 
is wise to change his policy and 
do a strictly cash business. 

A manufacturer may proceed 
for years on the policy of selling 
the great bulk of his merchan- 
dise from four to six months 
previous to the date of delivery 
and then seem to see the wisdom 
of a change in that policy to a 
system of four to six weeks’ de- 





THIS WILL BE A LUCKY 
YEAR FOR MEN WHO 
WORK 


Try to be a headliner; try- 
ing will not harm you and it 
may do you good. Until you 
attempt more you will not 
accomplish more. 
first word in your cost mark 
be W. O. R. K. Get a lantern, 
go out and get business. 
if necessary. 
Big men keep in touch with 
things that teach. 

D. D. Bryson, 
St. Paul, Minn. 


Work nights 


Any man with ordinary intelli- 
gence who would build a busi- 
ness on these principles would 
surely succeed and his success 
would be measured by the con- 
centration, the energy and per- 
sistency with which he con- 
ducted the business of his choice. 

“The first fundamental is to 
know what people want and the 
next is to give them that thing 
and not an imitation of it.” 

One of the leading shoe manu- 
.facturers of the country has sold 
more pairs of shoes in 1921 than 
in any other year in the history 


Let the 








livery. 

These changes of policy are 
dependent on circumstances and have nothing 
whatever to do with the underlying principles 
which determine the fundamental conduct of the 
business. 

Principles are everlasting, unchanging and go 
on forever. Establishing a business merely on 
policy is like building a house on the sands, while 
a business erected on ever enduring principles is 
as a house built on a foundation of stone. Floods, 
storms and winds may come and in their severity 
they shake the structure, but it endures and ever 
goes ahead. 

A director of one of the world famous retail 
establishments of the country only a few days 
ago said that 1921 was far larger with that con- 
cern than 1920, “The founder of this business 





of the business. The year has 
been prosperous for this concern 
and as their books close very few losses are shown 
on account of failures among their customers. 
Here, again, the adherence to right principles 
established when the business was founded and 
adhered to throughout the year has brought pros- 
perity when many other concerns in the same 
field of endeavor have fallen by the wayside or 
have limped along, supported by some outside 
agency. 

All through last year this concern told their cus- 
tomers that prices of shoes were too high and 
other manufactured articles as compared with 
raw materials and constantly advised conserva- 
tive buying, but not altogether buying of con- 
servative shoes. They reaped the reward which 
goes inevitably with square dealing. 
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Attractive front and interior of Mode-Art Shop, Portland 


Mode-Art 


Portland’s Newest Shoe Store 
Roy Turnham Does Not Fear the Future 


By NAOMI SWETT 


INK Norwegian marble is used on the attrac- 
tive exterior of the new Mode-Art Shoe 
Shop at West Park and Morrison Street, 

Portland. The same rare marble is used as a base 
for an attractive exclusive model show case within 
the store, well up toward the front. As for the 
rest, let the reader picture luxurious furnishings in 
warm tones of brown and mulberry, against mahog- 
any and ivory woodwork. The Mode-Art Shop at 
once appeals to the seeker of novelty shoes. Ivory 
tinted ceilings are paneled in mahogany beams, and 
ivory walls finished in mahogany woodwork. Hand- 
some mural decorations, classic in subject, and 
warm but subdued in tone, blend artistically with the 
two-toned wall finishings. A soft, thick carpet in 
warm brown, in salt and pepper design, forms a 
pleasing note of harmony for the dainty individual 
fitting chairs of brown wicker, upholstered in mul- 
berry velvet. Settees of the same design add an in- 
formal note to the delightful little shop. 


New Idea in Display Cases 


Markedly “different” is the exterior, which con- 
tains a center display case quite unusual, and de- 
signed especially for the Mode-Art. Instead of run- 
ning this center case the full height of the other 
display windows, the designers, Roy L. Turnham, 
store manager, and H. D. Mills, of Seattle, district 
manager for the Northwest system of Rosenbush 
chain stores, conceived a practical deviation from 
the standard. By cutting the case down to the height 
of an ordinary interior show case, they have enabled 
the window shopper to come right up to the case 
and look down into it or view it from a front or side 
angle if desired. Blue embroidered linen valances 
with the monogram “M. A.” complete this exceed- 
ingly attractive novelty front. 

The Mode-Art is one in a chain of stores operated 


by Al A. Rosenbush & Co. of Boston, Mass., whole- 
sale shoe dealers. Mr. Al A. Rosenbush, president 
of the corporation, is recognized as one of the pio- 
neers in the shoe game, which in addition to its 
wholesale operations follows a chain store system 
rather unusual, operating most of the chain stores 
under different names. 


From Stock Boy to Merchant 


Five years ago Roy L. Turnham came into the 
employ of the Tacoma branch as stock boy. He at 
once developed unusual abilities for salesmanship 
and store management, receiving further training 
in the Rosenbush system of retailing under the man- 
agers of various other chain stores in different 
cities. Less than two years ago Turnham was 
appointed manager of the Boston Shoe Store at 
129 Fourth Street, and now, in addition to conduct- 
ing this store, he has been appointed manager of the 
new Mode-Art Shop, which has made an instant ap- 
peal to the seekers of novelty shoes. During the past 
year Turnham has served as secretary for the Ore- 
gon Retail Shoe Dealers’ Association and in this 
capacity helped to build up a closer fellowship be- 
tween the retailers of the State. 

The standardized selling prices of Mode-Art 
shoes are $5.75, $6.75, $7.75, $8.75 and $9.75. The 
biggest volume of business is done on the $7.75, 
$8.75 and $9.75 shoes. Women’s and children’s 
shoes only are handled at the Mode-Art, where the 
slogan “Prompt and Courteous Service Always,” 
wins a loyal clientéle. © 


The Floorman’s Job 


On a properly conducted floor a customer should 
be on the mind of the floorman from the time she is 
escorted to the chair until she is going out of the store 
with a package. 
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Atter-Holiday Business Good 


Many Evening Slippers Sold for New Year’s 
Celebration—Gift Money Used 
to Buy Shoes 


merchants was found to be 

of a healthy variety the first 
week after Christmas. Practically 
all stores report business brisk and 
a demand for better-class merchan- 
dise prevailed throughout the week. 
The contributing elements responsible 
for the increased volume of sales was, 
first, the gift money received at 
Cnristmas time and the other a de- 
sire to “step out” in new foot attire 
on the last day of the old year. The 
demand for dress slippers has been 
heavy. Black satin in both plain and 
beaded effects were sought enthusi- 
astically. Some silver-brocaded slip- 
pers were also being bought. Gold 
was slack in the demand and didn’t 
share the popularity of the first two 
mentioned types. 

From all indications the hotels ex- 
pect to serve more guests this year 
than ever in the history of their exist- 
ence. Reservations are impossible to 
get at any of the hotels, and this de- 
mand has been reflected in the busi- 
ness of the retail shoe merchants. 

The alert retailers, immediately 
after Christmas, changed their win- 
dows to attract the New Year’s revel- 
ers and they were rewarded for their 
trouble. Ornaments have been bought 
freely, the rhinestone buckles having 
first choice in the call. 

The staple business has held up 
well during the week, and many mer- 
chants report sales on their regular 
lines as better than fair. The prac- 
tical gift idea, which more than ever 
before was practised this Christmas, 
proved a boon to the retail shoe busi- 
ness. 

Reports from the stores to the effect 
that they have received more gold in 
payment for shoes than they have re- 
ceived during the entire year bore out 
the fact that gift money was spent for 
practical gifts. There still remains 
the unsolved problem of what is the 
best seller. This condition remains 
unchanged, as no particular type 
stands out as the one best bet. Of 
course, patent leather, perhaps, shares 
a slight prestige over the rest of the 
field but this is not phenomenal. 

Some few calls are being had at the 
downtown stores for gray, and no few 
pairs are observed on the streets. So 
far as the buying of the men’s and 
children’s lines are concerned, little 
hesitancy is felt in placing this busi- 
ness as soon as the opportunity pre- 
sents itself, as no radical style change 
is feared in this direction. 

Up to this time no serious slashing 


7 HE business of the retail shoe 


of prices has occurred. No severe 
mark-downs are anticipated, and what 
sales are conducted will be on odds 
and ends to clean up the stocks. 

The Saturday Christmas business 
was heavy in all stores. Although the 
dollars and cents volume was under 
1920, the number of pairs disposed 
of had a tendency to run ahead of 
the previous year’s figures. Inven- 
tories have not started in some of 
the stores, but all expect to have this 
detail completed during the coming 
week, before they depart for the con- 
vention, which will attract a large 
delegation from St. Louis. 


U. S. Rubber Branch Holds Sales 
Conference 


C. P. Melton, manager of the St. 
Louis house of the United States Rub- 
ber Co., stated that the entire sales 
force of this territory would be 
brought into the house for a confer- 
ence during the first week in Janu- 
ary. Melton also stated that he would 
attend the N. S. R. A. Convention in 
Chicago, where his company will have 
an unusual exhibit. 


Carthage Shoe Factory to Increase 
Employees 


The William Kaut Footwear Co. of 
Carthage, Mo., has just recently re- 
ceived sufficient orders from St. Louis 
and Chicago to insure operations of 
their factory at an output of 1000 
pairs per day up to July 1. The in- 
creased number of orders makes it 
necessary for the firm to add to its 
present working force. The factory 
has a capacity of 1800 pairs per day. 


G. W. Brown Will Establishes Pension 
Fund for Needy Employees 


The will of George Warren Brown, 
chairman of the board of the Brown 
Shoe Co., which was filed recently in 
the Probate Court, left one-half of 
his large estate to his widow, Mrs. 
Betty Bofinger Brown, and the other 
half to many benevolent and educa- 
tional purposes and to relatives and 
others, and included a bequest of 
$300,000 for the Y. M. C. A. for use 
as part of a fund for acquisition or 
construction of a downtown building 
for the purposes of the association. 
Almost all of the bequests were of 
stock of the Brown Shoe Co., totaling 
5660 shares of the common stock and 
2100 of the preferred. 
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A trust fund under the guidance of 
the directors of the Brown Shoe Co. 
is to be created, with 500 shares of 
common stock as the foundation for 
a pension fund for needy, aged or 
infirm employees of the company who 
have served at least thirty years. In 
the will hope was expressed that the 
company will add to this fund. 


Convention Exhibitors to Be Guest of 
Retailers’ Association at Next Meeting 


The exhibitors which comprise mem- 
bers of the St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Association 
will be the guests of the St. Louis 
Shoe Retailers’ Association at their 
next. meeting, held the third Wednes- 
day in January. No definite announce- 
ment has been made as to the meeting 
place, but it is expected this infor- 
mation will be forthcoming shortly. 


Business Conditions Unchanged, Fed- 
eral District Report Shows 


Conservatism and economy are 
holding down the volume of commodi- 
ties going into consumption, the 
monthly report on general business 
conditions in the Eighth Federal Dis- 
trict, published by the Federal Re- 
serve Bank of St. Louis, states, fol- 
lowing the assertion that, fundament- 
ally, business conditions. have not 
changed in any material manner in 
the last thirty days. 

Purchasing on the part of the mer- 
chants has been curtailed by the de- 
sire to enter the inventory period 
with as light stocks as might be safely 
carried. Unseasonable warm weather 
has also reacted adversely upon sales 
of seasonable merchandise, as heavy 
clothing, fuel and holiday goods. 

“As has been the case for a num- 


. ber of months,” the report continues, 


“the public is laying stress on qual- 
ity and values and there is a distinct 
feeling that on certain commodities 
the full extent of declines has not 
taken place. Where readjustment has 
progressed sufficiently far to bring 


values to levels approximating those * 


familiar prior to the war, there is no 
great difficulty in moving goods. Com- 
petition continues keen in all lines, 
and special effort is being made to 
reduce costs of doing business in or- 
der that goods may be placed on the 
market at lower prices, in certain 
lines, notably boots and shoes, dry 
goods, clothing and in a lesser degree 
hardware and furniture. 


Slow Down in South 


“In southern sections of the district 
the wholesale and jobbing trade 
slowed down somewhat in November, 
due in a large measure to lower prices 
of raw cotton. Sentiment, however, 
on the whole is optimistic and pro- 
ducers are selling their cotton on all 
advances in the market, but are dis- 
posed to hold for a price. 














iw 


“ ree rt 


oreo 


le 
r, 
S 
ry 


ll 


3- 





January 14, 1922 


“According to retailers, the holiday 
demand centered in a more marked 
degree than ever before in necessi- 
ties and moderate priced goods. Per- 
sons making gifts were selecting use- 
ful articles rather than luxuries. 

“Business of retailers throughout 
the district received market stimula- 
tion through the flurry of holiday 
shopping which commenced early in 
December. Daily sales reports of the 
big stores disclose that, while the 
number of units purchased ran well 
up to those of former years, the aver- 
age size of purchases was smaller.” 


FORECASTS MEN’S STYLES 


Lund-Mauldin Official Sees Good 
Future for Boarded Leathers 


Wylie Creel, vice-president of the 
Lund-Mauldin Co., as well as style 
impressario, has outlined what in his 
opinion will be the prevailing fashion 
in men’s shoes for spring, 1922. Creel’s 
viewpoint on the style situation is as 
follows: 

“As to styles for the coming season, 
it is my opinion that Scotch grains 
have had their day, though they may, 
and probably will, continue to sell to 
some extent in the East, especially in 
college towns. Norwegian veals it 
seems will continue good, though 
hardly as strong as they have been. 
Boarded leathers, both black and 
brown, I believe, will be very good, 
especially for fall. The business on 
patent leathers does not seem to go 
far beyond the dancing pump and full 
dress shoe. They have been talked 
about considerably during the past 
season, but they are not in evidence on 
the street. 

“As to color, the mahogany shade is 
easily the most in demand. Tanners 
are getting away from the extremely 
dark shade of mahogany and with 
pleasing effect. The lighter tone of 
mahogany is richer and livelier look- 
ing. The tan of the lighter shade is 
attracting little interest. There is 
some business being done on this 
color in extremely high grade shoes. 

“The styles and patterns are ton- 
ing down considerable. The wing tips 
like the Scotch grains, seem to be 
passing. Perforations will continue in 
good demand, but smaller. There also 
seems to be a slowing up of medallions 
on the tips. 

“Sport shoes made of smoked elk, 
lotus calf and other leathers, with 
apron effect, will be, in my opinion, 
very good. 

There is no decided demand for any 
one type of last. Shoes are being 
sold over a wider range of lasts to- 
day than ever before. Long-drawn- 
out lasts are dead. The demand is for 
a shorter forepart. The extremely 
wide shank last is quite strong at 
present, but I cannot see any reason 
for it enjoying any long life, on ac- 
count of the fact that it is conducive 
to falling arches.” 
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CHICAGO 


Post Holiday Business Holds Up Well 


New Rubber Prices a Surprise 
and Disappointment to 
Many Merchants 


HE after Christmas business 
in retail stores has held up 
surprisingly well. Between 

Christmas and New Year stores 
were busy; in fact, the cash register 
rung more often during this week 
than at most any other time during 
the fall and winter season excepting 
possibly the ten days immediately 
preceding Christmas. 

The demand for evening footwear 
apparently showed no recession and 
merchants of the better grade stores 
were able to clean up on this class of 
footwear to an unexpected degree. 

The weather continued cold and 
consequently the demand for goloshes 
showed no abatement. It has only 
been a question of getting merchan- 
dise to meet the demand in this un- 
sightly yet popular article of foot 
covering. 

For street wear oxfords were the 
leaders and brown took precedence over 
black in volume of pairs sold. Both 
brogueish types with flat heels and 
heavy soles and the more conservative 
type of oxfords sold readily in the 
women’s section of both exclusive re- 
tail stores and shoe departments of 
the big department stores. 

Women’s boots sold very good in 
the medium and lower grade stores 
and were sold to some extent in the 
higher grade lines but as a rule it 
took salesmanship and argument to 
change a woman’s ideas from low 
shoes to boots. 


In the Men’s Stores 


‘In exclusive men’s stores and in 
men’s sections of family stores and 
departments high shoes have sold 
more readily than oxfords, although 
there has been a continuous demand 
for heavy swaggerish oxfords in both 
medium shades of tan and in black. 
Grained and boarded leathers have 
had the preference in the demand. 
The plainer leathers have sold readily 
in boots and in conservative models of 
oxfords. 


Total Volume of Business 


In several stores that have already 
completed their inventory the records 
show that more pairs were sold during 
1921 than during the previous year. 
Very few stores however show a 
larger volume of actual business 
transacted based on dollars and cents. 
The average price per unit has been 
from 25 to 35 per cent less than dur- 
ing the previous year; consequently, 
it would require an immense increase 
in the number of pairs sold to show 
an actual gain in dollars and cents. 


The experience in outlying stores 
is about on a parallel with the loop 
stores. In certain sections of the city 
where business is done upon payrolls 
in manufacturing plants and the 
stockyards, volume has been consid- 
erably curtailed on account of unem- 
ployment. 

During December, however, a dis- 
tinct upward trend was noticeable in 
stores located in these sections of the 
city and the nearby suburbs. 

From all indications stocks in re- 
tail stores have been pretty well liqui- 
dated both as to price and quantity. 
Future buying, therefore, will be de- 
pendent upon the merchant’s vision 
of what he expects to do in the future. 
There is every indication that most 
merchants will continue the policy of 
hand to mouth buying or at any rate 
he will not anticipate his needs for 
many months in advance. 


Goding Shoe Company Makes Its Bow 


Starting January 1 the J. W. Car- 
ter Chicago Company is to be oper- 
ated under the name of the Goding 
Shoe Company. This change in the 
name of the firm was made to facili- 
tate the handling of its Chicago busi- 
ness and there has been no change in 
the interests or management of the 
business. Besides their sales office 
at the factory on Chicago Avenue, 
the company will maintain an office 
at 504 Security Bldg. The downtown 
office will be in charge of M. A. 
Phelan. 


Rohn Shoe Manufacturing Company 
Opens Chicago Office 


The Rohn Shoe Manufacturing 
Company of Milwaukee, making a 
line of popular priced dress welts for 
men and boys has opened a sales of- 
fice at 701 Security Bldg., Chicago, 
to care for their trade in Illinois, In- 
diana and Michigan. The office is in 
charge of J. D. Shepherd. Mr. Shep- 
herd is not a stranger to the mer- 
chant in these territories. He was 
formerly with the Huntington Shoe & 
Leather Company and later conducted 
a jobbing business on his own account 
in Chicago. 

Several salesmen will be put in the 
a to thoroughly cover the Rohn - 
ine. 


In the Wholesale District 


The first week of the new year as 
is usual was quiet in wholesale houses 
so far as actual sales and shipments 
were concerned. Several of the larger 
houses are sending their men to their 
territories while others will not start 
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their men on their regular trip until 
after the National Convention. 

Immediately following the Milwaukee 
Convention merchants began buying 
but were not much interested before 
that event took place. This year will 
probably see a repetition of that con- 
dition. 

Quite a little murmur has been 
heard among the manufacturers and 
wholesalers of the Middle West be- 
cause the Nationa] Association of Re- 
tail Merchants holds its convention in 
January. ; 

Since styles have been changing sv 
rapidly both manufacturers and 
wholesalers have found it impossible 
to sell the usual volume of business 
in the late fall months for delivery 
in early spring. Even on the more 
staple merchandise the shoe traveler 
is very frequently greeted with these 
words: “I do not care to buy now, I 
will see you at the National Conven- 
tion.” 

Occasionally, say the traveling men, 
a merchant keeps his word and lives 
up to his promise but more often he 
does not. It would mightily please 
the manufacturers and wholesalers if 
the annual convention could be held 
in November rather than January. 

H. F. C. Dovenmuehle & Son Co., is 
celebrating its golden anniversary, the 
business having been established fifty 
years ago, in 1872. 


Collections Better 


The spurt of business which seems 
to be pretty general over the country 
during the latter half of December 
and the first ten days in January has 
materially helped collections in Chi- 
cago wholesale houses and shoe fac- 
tories. 

Special price sales are by no means 
an innovation since there has been a 
continuous string of them throughout 
the year, but at the same time, the 
sales announced in early January have 
apparently stimulated business and 
the money thus gained has found its 
way into the wholesale houses and 
factories. 


New Rubber Price List a Surprise 


Merchants all over the country ex- 
pectantly awaited the announcement 
of the new rubber footwear prices 
promulgated as heretofore on Jan. 1. 
To most merchants the new price list 
was a sad disappointment. Substan- 
tial reductions in rubber footwear 
prices had been looked forward to and 
were expected. The declines, how- 
ever, were slight and by no means 
uniform, the average decline being 
about 8 to 10 per cent. 

C. A. Eldredge, manager of the 
Chicago Footwear Branch of the 
United States Rubber Company, in 
speaking of the new price list said: 
“The new prices on rubber footwear 
more nearly represent the cost of pro- 
duction and distribution in each par- 
ticular item than any previous price 
list ever announced. 
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“Each article was figured as an 
item by itself. The larger articles 
containing the most material show the 
largest reduction and the smaller ar- 
ticles containing the least material, 
show the least change. This is due 
to the fact that material prices have 
shown considerable decline while la- 
bor prices and costs of transportation 
are no lower. Distribution costs, 
which include packing, shipping and 
selling, really show an increase rather 
than a decrease. 

“Merchants and wholesalers were 
both expecting a more marked decline 
on jersey goods but as each item was 
figured on a basis by itself it would 
have been impossible to have made a 
further decline in this class of rubber 
footwear without adding onto the 
price of some other class. 

“On the whole the new price sched- 


- ule just out shows that on an average 


rubber footwear prices for 1922 are 
just about 25 per cent higher than 
they were in 1913. When rubber foot- 
wear is compared with other commo- 
dities it will be readily seen that prices 
show less comparative increase than 
most any other article of wearing ap- 
parel. This is not due to the fact 
that the rubber company arbitrarily 
made its prices 25 per cent higher 
than 1913 prices but because raw ma- 
terial conditions, labor conditions and 
transportation conditions have 
brought about this state of affairs. 
Prices were figured with a short 
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pencil and it is going to require a 
large volume of business garnered in 
in an economical way in order to show 
a profit. 


Shoe Travelers Install Officers 


The new officers of the Chicago 
Shoe Travelers’ Association were fov- 
mally installed at a special meeting 
held for that purpose at the Palmer 
House, Saturday, Jan. 7. 

The retiring president, Joe Kalisky, 
acted as installing officer. In assum- 
ing the office of President, George 
Harrison made a very brief talk in 
which he pledged his best efforts to 
the upbuilding of the organization 
during the coming year and asked the 
support of each member to that end. 

The reports of the officers for the 
year show the association to be in an 
exceedingly healthful condition both 
as to membership and finances. The 
total membership at the end of the 
year of active members in good stand- 
ing is 488, which is about a 12 per 
cent gain for the year. 

During the year some exceedingly 
heavy drains have been made upon 
the treasury and yet the net balance 
is about equal to that of last year. 

The association starts on the new 
year with a bright future before it 
and an enthusiastic bunch of workers 
and the end of 1922 will beyond a 
doubt show a large increase in mem- 
bership. 


MILWAUKEE 


Buying More Liberal Than Last Year 


Fair Orders Placed by Milwaukee 
Merchants at Chicago—Trade 
Regaining Equilibrium 


OW that the National Conven- 
N tion and Exposition is over, 
and the Correct Costume Re- 
vue has more or less definitely set- 
tled in the minds of boot and shoe 
merchants what they want to put on 
their shelves and in stock for spring 
and summer, the loca] trade is re- 
gaining its equilibrium from the up- 
setting events of the last four to 
six weeks. First came the holiday 
rush, then the inventory period, and 
shortly after the beginning of clear- 
ance sales, the great national gather- 
ing in Chicago. It has truly been a 
hectic month for the shoe trade. 
Buying Moderately Liberal 
Orders placed by Milwaukee mer- 
chants at the Chicago convention for 
spring merchandise were of a liberal 
scope and almost invariably larger 
than those placed for the spring of 
1921. As a matter of fact, buying 
at the Milwaukee convention a year 
ago was conservative, but it appeared 
brisk in view of the period of non- 


buying preceding that event. All 
through the year dealers bought only 


what they deemed certain they could 


‘market readily. 


Policy Gradually Changing 

This “hand-to-mouth” buying policy 
worked out well save in one respect, 
and an important one. Purchases 
generally were disposed of before the 
season was fairly under way, and 
dealers rushed into the market almost 
at the same time to get fresh stocks. 
The result was that factories were 
swamped in a moment and many deal- 
ers were able to get only a small 
part of requisitions delivered. The 
curve of boot and shoe factory opera- 
tions in 1921 shows probably the 
sharpest peaks and valleys in the 
history of the industry, due to this 
fact. It now appears that the policy 
of buying for consumptive needs only 
is gradually changing. 

Situation Definitely Better 

The reason is that the situation is 
definitely better, and business is not 
subject to the radical ups and downs 
of the last two years. While local 
dealers probably will not consent for 
a long time to return to the old- 
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fashioned way of buying far ahead 
and doing more or less speculating on 
future demands, nevertheless the ten- 
dency is to place orders for future 
delivery in more moderate quantity. 
This undoubtedly is going to help 
smooth out the rough spots in the 
life of manufacturers in 1920 and 
1921. The benefit is the dealers’ as 
well for by getting away from ultra- 
conservative buying they will run 
much less risk of getting caught short 
of merchandise at exactly the moment 
the goods are needed most. 


Decries Unwise Attacks 


Boot and shoe dealers everywhere 
in this country find themselves hear- 
tily in sympathy with Charles Henry 
Mackintosh, president of the Associ- 
ated Advertising Clubs of the World, 
who, in an address before the Rotary 
Club of Beloit, Wis., said frankly that 
destruction of public confidence in re- 
tail merchants by unwise attacks, 
even by men high in governmental 
affairs, must cease before business 
can resume a normal stride and the 


wheels of industry again revolve with - 


former smoothness and efficiency. 
Speaking of the unfounded indictment 
of retail merchants generally by the 
Attorney General of the United 
States, Mr. Mackintosh said: “It is 
extremely unfortunate that a mem- 
ber of President Harding’s cabinet 
should increase the public resistance 
to buying at this time. Rotary Clubs 
should make themselves heard and 
suggest to the President that busi- 
ness will be best served by avoiding 
such publicity until the facts have 
been ascertained. There are a mil- 
lion and a half retail merchants in 
the United States and I call it abso- 
lute folly to think that these could 
be organized into any combination in 
restraint of the law of supply and 
demand.” 


Miss Weinbrenner Weds 


Miss Kathryn Weinbrenner, daugh- 
ter of Mr. and Mrs. Albert H. Wein- 
brenner, Milwaukee, was married 
Jan. 5 to Walter F. Kieckhefer at the 
Congregational Church in Wauwa- 
tosa, the residential suburb of Mil- 
waukee, where the Weinbrenner 
family resides. It was one of the 
principal society events of the holi- 
day season. 


Plans Large Shoe Section 


The Friede Clothing Co., Sheboy- 
gan, Wis., has purchased the Otten 
Block at Eighth Street and Center 
Avenue, now occupied by it and the 
Vogue Boot Shop. At the expiration 
of the Vogue Shop’s lease, the struc- 
ture will be entirely rebuilt into a 
single store and a complete boot and 
shoe section installed. The building 
is 45 x 120 ft. in size and two stories 
high. The Friede company operates 
department stores at Wausau and 
Antigo, Wis., and opened’ in Sheboy- 
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gan in 1916. The leading lines in 
each are clothing and shoes. 


Gerhardt Becker Passes 


Word has been received in Mil- 
waukee of the death of Gerhardt S. 
Becker, formerly a widely known tan- 
ner here, and for twenty years a 
prominent leather manufacturer in 
Europe. Mr. Becker’s father founded 
the Gerhardt Becker Tanning Co. in 
Milwaukee in 1860 and on his death, 
the son became president and general 
manager. However, upon the acquisi- 
tion of the property by other in- 
terests, the son went to Europe in 
1900 and never returned to America, 
having been successful in establish- 
ing a profitable tanning business at 
Frankfort. Mr. Becker was born in 
Milwaukee in 1866. 


Boost Near-East Relief 


Several Milwaukee industries of 
national prominence helped materially 
to make the holiday season a happy 
one for destitute people in Armenia 
through the Wisconsin headquarters 
of the Near-East Relief. The Wey- 
enberg Shoe Mfg. Co. contributed 
fifty pairs of men’s shoes; the Rich 
Shoe Co., 155 pairs of women’s shoes, 
and the Phoenix Knitting Works, 500 
pairs of stockings and 1400 children’s 
knit bloomers. At the same time the 
Milwaukee Chapter of the American 
Red Cross received fifty pairs of 
shoes for the children of disabled 
veterans through a fund collected by 
W. A. Weidner, manager of G. R. 
Cummings, Jr., & Co., at Milwaukee. 


Increase Capital Stock 


The authorized capital stock of the 
Northwestern Shoe Co., 87 Huron 
Street, Milwaukee, has recently been 
increased from $20,000 to $50,000 to 
accommodate the growing volume of 
business. James Johnson is presi- 
dent, and C. W. Johnson, secretary 
and treasurer. 


Tannery Loss Adjusted 


Fire insurance adjusters have com- 
pleted their work of inspecting the 
ruins of the Milwaukee plant of the 
American Hide & Leather Co., at 
658 Commerce Street, and have ad- 
justed the loss at $1,034,600. The 
claim on use and occupancy insur- 
ance has not been settled so far. The 
claim is for $500,000, or 100 per cent. 
It is expected that the erection of the 

proposed new plant to cost about 
$650,000 will be undertaken immedi- 
ately after the insurance adjustments 
are out of the way. 


Change in Waukesha Store 


R. L. Benjamin, of Benjamin & 
Nehs, one of the most prominent re- 
tail boot and shoe concerns of Wau- 
kesha, Wis., retired Jan. 1 to engage 
in the fire insurance business in the 
same city. Mr. Benjamin and 
Charles A. Nehs formed a partner- 





115 


ship and opened their store at 423 
Main Street on July 5, 1905, succeed- 
ing the Robinson & Irving Shoe Co., 
in the employ of which both had 
been for about eight years. Mr. Nehs 
will continue the business alone. 


To Make Leather Mats 


The Milwaukee Leather Mat Co. is 
the style of a new corporation which 
has been organized at Milwaukee 
with a capital stock of $35,000 to en- 
gage in the manufacture of leather 
mats and other leather specialties and 
novelties. The incorporators are C. 
Lenske, George C. and W. E. Holz. 


OFFICERS ELECTED BY WIS- 
CONSIN TRAVELERS 


President, Frank J. Larkin, Free- 
man Shoe Co., Beloit, Wis. 

Vice-President, J. H. Leunberger, 
Beals-Torrey Co., Milwaukee. 

Secretary-Treasurer, Max H. Ten- 
scher, V. J. Schoenecker Boot & Shoe 
Co., Milwaukee. 
~- Members of Board of Governors— 
Hans Meding, Weinbrenner Shoe Co., 
Milwaukee; Charles Roussy, Rich 
Shoe Co., Milwaukee; Ed Murray, 
Beals-Pratt Co., Milwaukee, and 
Richard Sherington, Pontiac Shoe Co., 
Pontiac, Mich. 

These officers and directors were 
elected at the year-end meeting of 
the Wisconsin Shoe Travelers’ Asso- 
ciation, held Dec. 30 at the Plankin- 
ton Hotel, Milwaukee. Friendly con- 
tests for vice-president and for gov- 
ernorships featured the election. Mr. 
Larkin and Mr. Tenscher had no 
rivals for office. Following the ballot- 
ing, Frank H. Taylor, Marathon Shoe 
Co., Wausau, the second candidate for 
vice-president, had the election of Mr. 
Leunberger made unanimous. Officers 
will be installed at the January meet- 
ing, to be held in Milwaukee, and a 
fine program of entertainment is 
promised for the occasion by the new 
staff of officers. 

One of the features of the meeting 
was the decision to instruct the dele- 
gates to the national shoe travelers’ 
convention at Philadelphia in Janu- 
ary, to seek the 1923 convention for 
Milwaukee. The delegates were told 
to pledge that if Milwaukee is so 
honored, she will entertain the na- 
tional convention in “the accustomed 
style of Milwaukee.” 

After the dinner, which preceded 
the business meeting at the final 
gathering of the year, Phil A. Grau, 
executive director of the Milwaukee 
Association of Commerce, addressed 
the travelers, urging them to become 
missionaries for the “much-needed 
propaganda of less politics and more 
business in the legislatures of the 
country.” He was accorded great 
applause and was tacitly given the 
pledge of the members to become such 
missionaries. ; 

“Who has a better opportunity to 
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do good for his city, his country and 
his company, than the traveler,” ex- 
claimed Mr. Grau. “It has come to 
a time when there is a crying need for 
the patriotism of peace, equal to the 
patriotism we developed during the 
war. It is largely up to men such 
as you, in such a business and activity 
as you follow, to accomplish the need- 
ful. 

“We must go out and set up the 
guards against insane legislation 
which not only threatens to tax busi- 
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ness to death, but to restrict the right 
to make contracts unti] there cannot 
be any business done. The need is 
for fewer lawyers and politicians, and 
more business men with business 
brains in the halls of our legislatures. 

“I charge you also, gentlemen,” 
concluded Mr. Grau, “that loyalty to 
your country and your city is hardly 
more important, in a sense, than 
loyalty to the institution you repre- 
sent. I say to the man who is not 
loyal to his house, that he cannot 


LOS ANGELES 
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efficiently sell the goods of that 
house. You can’t sell if you aren’t 
sold, yourself. If you can’t be loyal, 
get out.” 

Mr. Grau said that he could not 
say anything more as to 1922 busi- 
ness than that it will be just exactly 
what the business men, including the 
salesmen, make it. He thought that 
here also the traveler has an oppor- 
tunity; namely to get people to see 
the doughnut, instead of keeping their 
eyes on the hole. 


A Wet Christmas in Los Angeles 


Business Wonderfully Stimulated by 


Christmas this year, at least 

the shoe men enjoyed it for 
it stimulated their business won- 
derfully. About ten days of inter- 
mittent rain sent the public scurrying 
into the stores for wet weather ap- 
parel, and rubbers of all kinds and 
descriptions were in active demand. 
Oxfords enjoyed renewed popularity 
and are now selling about as well as 
strap patterns. Business has picked 
up considerably during the last day 
or two, and an atmosphere of bustling 
activity characterizes the shoe stores. 
Everybody is getting ready for in- 
ventory and is offering some attrac- 
tive pre-inventory specials. 


I OS ANGELES enjoyed a wet 


Van Degrift’s Exchange Department 
for Holiday Felts 


Van Degrift’s have renewed their 
annual post-holiday offer to exchange 
any felt slipper brought in, any make, 
description or size, no matter where 
bought, and their store is thronged 
with people the week after Christmas 
investigating this unique offer. 


New Officers Elected for L. A. Shoe 
Retailers’ Association 

At the annual meeting of the Los 
Angeles Shoe Retailers’ Association, 
held Dec. 21, the following officers 
were elected to serve for the year 
1922: Charles R. McWilliams, presi- 
dent; Fred L. White, vice-president, 
and Alfred E. Adams, secretary- 
treasurer. Board of directors: F. W. 
Heidel, W. A. Innis, P. A. Jesburg, 
A. B. Young, Fred L. White and 
Charles R. McWilliams. 

Mr. McWilliams, besides being pres- 
ident of the Los Angeles Shoe Re- 
tailers’ Association, is vice-president 
of the California Retail Shoe Dealers’ 
Association, chairman of the Shoe Re- 
tailers’ Convention to be held in June 


Change in Weather— 
Oxfords Popular 


in Los Angeles, and president of the 
Los Angeles Shoe Travelers’ Club. 


California Convention Committee Per- 
fecting Plans for Next June 


As chairman of the Los Angeles 
convention details Mr. McWilliams 
will call a meeting within a very 
short time to complete arrangements. 
Mr. Alfred E. Adams, member of 
the committee, is at this time ill with 
pneumonia, or the meeting would have 
been held before this. It has been 
decided to eliminate the display booths 
which have previously been a feature 
of these conventions, but the com- 
mittee will be glad to work in con- 
junction with the traveling men and 
make reservations for them in the 
way of sample rooms, should they so 
desire. 


Shee Travelers to Hold All-Day 
Session 

The annual meeting of the Shoe 
Travelers’ Club on Thursday, Dec. 29, 
will be an all day affair. The meet- 
ing will be held at 11 o’clock in the 
morning at the Angelus Hotel, at 
which the general election of officers 


will take place. After business is 
concluded all members will adjourn 
to a lunch provided by the club. Dur- 
ing the afternoon entertainment of 
various kinds will be furnished. 
Prominent on the entertainment pro- 
gram are Walter Hiers of the Famous 
Players-Lasky Co.; T. Roy Barnes, 
Famous Players-Lasky Co.; Adolph 
Menjou of the Metro Film Co.; Harold 
Lloyd of Lloyd’s Comedies; Daniel 
E. Jones of the All Year Club, and 
E. L. Olsen, professor of elocution 
and public speaking of the University 
of Southern California, as speakers. 
Also, there will be a real honest-to- 
goodness jazz orchestra. The day will 
wind up with a banquet at 6:30 and 
everybody is guaranteed a good time. 


Many L. A. Shoe Men to Attend 
Convention 


Arrangements have been completed 
to charter a special car for the shoe 
men going to Chicago from Los 
Angeles to attend the convention in 
January. Nearly all the retail shoe 
men are either going or will be repre- 
sented and the number of traveling 
men going will swell the total con- 
siderably. 


DETROIT 


Winter Weather Increases Shoe Sales 


Christmas Business Better Than Expected 


HE weather conditions fa- 

- vored the shoe retailer in De- 

troit for Christmas. Cold 

and snow increased sales of shoes 

and galoshes. Spats were also sold 
in increased quantities. 

Christmas slippers were sold in 

satisfactory volume in some stores, 


while in others the report given out 
is that sales were only fair to mid- 
dling. Felt slippers sold in large 
numbers, the more expensive leather 
lines not keeping pace with the 
records of former years. 

Business following the Christmas 
holidays was exceptionally good in 
many stores. This was due to the 
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seasonable wintry weather. There 
was also the usual after-Christmas 
exchanging, but sales of shoes in- 
creased appreciably. 


High Shoes Being Forced Out 


Drastic cuts on high cuts are be- 
ing featured by many of the larger 
Detroit shoe stores in an effort to 
unload high-cuts that have become 
passé in style. In one store lines 
sold formerly as high as $18 were be- 
ing offered at $2.98 per pair, with a 
further cut of a dollar anticipated. 
They were undesirable styles and 
colors, broken sizes, Louis heels, but 
the leather in them was of the very 
best. They were displayed on tables 
throughout the department. The fact 
of the matter is, they were out of 
place in the department in which they 
were offered. Odds and ends on tables 
in a high grade women’s shoe depart- 
ment are never a good advertise- 
ment for the department. Where 
there is a basement department or a 
medium grade department the “off 
lines” from the better grade depart- 
ment might better be offered. 


Many January Sales of Shoes 


Although December was marked 
by a number of “going-out-of-busi- 
ness” sales it is likely that there will 
be more January sales than in former 
years. In spite of the low condition 
of stocks there will be many cut 
price offerings. 

Before the end of the year, in fact, 


immediately following Christmas 
Day, a number of stores of various 
types, some handling shoes ex- 


_ clusively or as a department, began 
their sales, some announcing a week- 
end sale, others a clearance sale. 

R. H. Fyfe & Co., are featuring a 
Pre-Inventory Sale which is drawing 
satisfactory crowds. 

The Queen Quality Shoe Store is 
having a “Gigantic Shoe Sale.” Three 
prices are advertised, $3.85, $5.85 and 
$7.85. 

The Royal Shoe Co. offers a “Shoe 
Cut” in which the average reduction 
amounts to about $2.50 per pair, 
Arch Preserver Shoes being: included. 

Elliott-Taylor-Woolfenden Co. are 
offering all lines at a “Quarter-Off 
the Regular Selling Prices.” 

Dr. A. Reed Cushion Shoe Store 
offers from 10 to 20 per cent reduc- 
tions. 

The Newark Chain stores are also 
advertising cut prices. 

These sales were all in full swing 
before the opening of the new year. 


Look for Better Business 
in 1922 


The shoe business was as a whole 
unsatisfactory during the year 1921. 
A demand for lower prices from all 
sources, together with a reduced buy- 


BOOT AND SHOE RECORDER 


ing power among some classes, made 
the shoe customer hold out for a re- 
duction, in many cases where the mer- 
chant could not secure it from the 
wholesaler or manufacturer. In a 
great many stores, however, the 
women’s business has proven more 
satisfactory than the men’s, but the 
losses taken on freakish and faddish 
lines in the women’s department have 
made them less profitable than the 
men’s, dollar for dollar of business. 
Reports on unemployment show 
that there has been a great improve- 
ment in working conditions in and 
around Detroit. The consensus of 
opinion as expressed by retail mer- 
chants is that business will gradually 
improve with the growth of the year 
and that by late spring a near-normal 
condition will probably prevail. 


Charles C. Becker Dies 


Detroit lost one of her pioneer shoe 
merchants when Charles Becker died, 
Dec. 14. Mr. Becker was in the 
prime of old manhood when stricken 
in the Statler Hotel, where he was 
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looking over samples for the coming 
season. Five minutes after the grim 
reaper called Mr. Becker had given 
his last order. He leaves a wife and 
married daughter to mourn their loss. 

Mr. Becker was born in Brighton, 
Mich., coming to Detroit in 1886, 
when he opened a shoe store on West 
Grand River Avenue. He has opened 
several new stores since, but a few 
years ago moved to 209 Gratiot Ave- 
nue, closing all the others. His wife 
will continue the business for the 
present. 

Mr. Becker was an active member 
of the Detroit Retail] Shoe Dealers’ 
Association, and high up in Masonic 
circles. 


Admission Free 


In letters a foot high the an- 
nouncement, “Admission Free” is 
made on a banner over Epp’s store, on 
Gratiot Avenue. This is undoubtedly 
a bid for the attention of the many 
men who loiter in this vicinity. This 
firm is closing three of their four 
stores in Detroit. 


PORTLAND 
Activities Planned by Oregon Retail 
Shoe Dealers’ Association 


State Convention to Be at Roseburg—“Better 
Than Expected” Is Report on 
Holiday Trade 


the Oregon Retail Shoe Deal- 

ers’ Association is to be held 
at Roseburg, Feb. 21 and 22. Such 
is the announcement made by J. L. 
Zingleman, newly elected secretary of 
the association. “These dates and 
the place have been chosen,” states 
Mr. Zingleman, “because it has been 
reported that the Oregon State Re- 
tailers’ Convention is scheduled to 
occur at the same time and place. 
Our outline for the coming year shows 
an active campaign for increase in 
membership, both in the city and 
throughout the State.” The following 
members were appointed to act as 
delegates to the National Convention 
in Chicago, Jan. 9, 10, 11 and 12: 
Mr. Will A. Knight of the Knight 
Shoe Co., Mr. H. Bruck of the Good- 
year Shoe Co., and Mr. James Law- 
rence of the Meier & Frank Co. 


How. Williams Was Elected 


George D. Williams, manager of 
the Florsheim Shoe Co., was elected 
president of the Oregon Retail Shoe 
Dealers’ Association when he wasn’t 
looking. Attestation as to Mr. Wil- 
liams’ popularity may be gleaned 
from the fact that though he was 
unable to attend the meeting of the 
election of officers he was nevertheless 


T HE annual state convention of 


nominated and elected president of 
a live group of retailers. “I’m sure 
that I would have refused the honor 
had I been present,” smiled Mr. Wil- 
liams. “For I scarcely have time to 
attend meetings. But now that it’s 
done, I’m going to hold down the job 
to the best of my ability.” Regarding 
the holiday season, as felt by the 
Florsheim Shoe Co., Mr. Williams re- 
ports, “Until about the fifteenth of 
November our business held up fairly 
well. December was quiet until the 
last two weeks before Christmas, 
when a much better trade developed 
than we had anticipated. During De- 
cember we did especially well on tan 
cavaliers at $8.50. We did very little 
with felt slippers. Our best selling 
oxfords are in grainy leathers, 
broguey styles, black, and priced at 
$10.” 


W. J. Harbke Disapproves of 
Forced Sales 


Mr. W. J. Harbke, of the Phillips 
Shoe Co.’s chain system stores, re- 
ports holiday trade brisk during the 
final shopping week. “December 
business was slow, and we looked for 
complete disappointment for holiday 
shopping, but towards the last things 
took a sudden spurt and we had all 
we could do to wait on the trade.” 
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Mr. Harbke speaks emphatically 
against too many forced sales, saying 
that it disorganizes business and off- 
sets any possibility of standardizing 
prices. “The public has the idea that 
if they wait a little while prices will 
be still lower, and as much as it is 
in their power to do so, they will 
postpone buying. If merchants would 
fix up their windows, throw away 
their old show cards and make new 
ones with straight prices, people 
would settle themselves to the idea 
of stabilized prices.” Mr. Harbke 
further states that whenever he gets 
in new goods people are always well 
pleased and willing to pay the price, 
but that as soon as it is necessary 
to put out goods at clear away prices 
they are far harder to dispose of. 
“I believe that a great deal of blame 
for the present reluctance of the 
public to buy is the fear that each 
day the unemployment situation may 
get worse. People who already have 
good positions are afraid to spend 
for fear that they may be next to 
lose them. Steady employment will 
do more towards improving business 
conditions than anything else. 


Greenfield’s Do Publicity Stunt 


Probably the biggest publicity stunt 
in the history of Portland shoedom 
occurred when the Greenfield Shoe 
Co. co-operated with the popular 
movie play, “Molly O,” starring Mabel 
Normand, and gave as a prize for 
the most perfect foot in the city of 
Portland a pair of I. Miller silver 
brocade slippers, valued at $50. A 
new cutout model with a rhinestone 
buckle was introduced in the prize 
slippers, which were size 4-B, man- 
ager J. L. Zingleman’s conception of 
the perfect size. The day following 
the close of the contest the new model 
slipper was featured in the display 
windows of the George L. Greenfield 
Shoe Co. in patent and black kid at 
$13.50 and in brocade cloth at $16, 
the latter an exact duplicate in style 
of the prize winning slippers. Re- 
garding general business conditions, 
Mr. Zingleman says, “Conditions in 
the Northwest are much the same as 
the country over. Buying has been 
rather timid from the merchant’s end. 
Dealers are now beginning to realize 
that they must keep their stocks low 
in order to be in a position to buy 
the new styles as fast as they come 
in. This means that they must buy 
a few shoes and sell them and then 
get something new. The wheel of 
fashion is turning too fast and the 
momentum of new styles is too great 
for the buying capacity of the public.” 


“Keep Up Standards,” Says 
MclIlhenny 


Mr. W. E. Mellhenny, of Mc- 
Ilhenny’s, Inc., states that the in- 
creasing demand for cheaper shoes 
is working a hardship on those stores 
who have featured high grade goods 
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only. He further says, “I don’t be- 
lieve that we standard dealers who 
have worked years to build up a 
reputation for selling good shoes only 
should throw away the results in 
confidence created by our efforts.” 
Mr. MclIlhenny recommends to the 
high grade dealer as a policy to sit 
tight until the public readjusts itself, 
which, he thinks, will not be long. 
“Cheap shoes will not give satisfac- 
tion,” he says. “And when the public 
has had their fill of them they will 
stand solid for better grades.” In 
volume of sales McIlhenny’s have done 
as well in 1921 as in 1920, though 
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owing to price declines the volume in 
dollars and cents has been less, 

Two new faces in the personnel of 
the Greenfield Shoe Co. are those of 
Andrew Irwin Howard, former man- 
ager of Tieburg’s, Portland, and L. W. 
Davis, formerly with Rosenthal’s, of 
San Francisco. 

John Dellar, retailer of shoes for 
the entire family, is now settling down 
in his new home in the Pittock Block, 
where new high grade lines are being 
added to his hitherto popular line of 
footwear, to meet the demands of the 
trade that comes to Upper Washing- 
ton Street shops. 


LOUISVILLE 


Louisville Merchants Reorganize 


HE principal news of interest 
in Louisville is the reorgan- 
ization of the old Louisville Retail 
Shoe Association, which plans to meet 
regularly in the future and to try to 
do something. The old organization 
was formed in the fall of 19138 and for 
several years was active, with a mem- 
bership of over thirty. Prohibition 
made it hard to get the members out, 
as the boys generally had a bit of a 
frolic on meeting nights, and believed 
in good dinners, with a bit of liquid 
refreshment. After prohibition at- 
tendance fell off badly; it was hard to 
get the members together even at out- 
ings, and finally things went from bad 
to worse and there was not a single 
meeting held from November, 1920, 
until December, 1921. 

At this meeting J. C. Hero, ex-presi- 
dent of the old organization and presi- 
dent of some of the earlier associa- 
tions, was elected president, and Roger 
Dougherty was elected secretary- 
treasurer. The slate was cleaned and 
all past dues wiped out. 

This association in 1919 handled the 
first style show attempted by the re- 
tailers, it being a one-night affair, 
with thousands unable to get in. That 
showed the merchants of Louisville 
that the public was interested in style, 
and in the spring of 1920 the Retail 
Merchants’ Association of Louisville 
handled a nine-day style show suc- 
cessfully, carrying on the work started 
by the shoe men. 

There has been some difficulty in 
keeping up interest in the organiza- 
tion due to the fact that some of the 
larger members and department store 
men have failed to attend the meet- 
ings, and in some cases have been rep- 
resented by assistants who had no 
power to take action. However, some 
of the larger men have pledged their 
support to the new organization. 

Already plans have been announced 
for inviting the National Shoe Re- 
tailers to come to Louisville for the 


be extended at the National Conven- 
tion in Chicago in January. The 
Louisville Convention and Publicity 
League has agreed to support the shoe 
merchants in handling the convention 
and necessary hotel accommodations 
have been promised. The Jefferson 
County Armory, one of the largest 
coliseum type buildings in the coun- 
try, is available for displays or ex- 
hibits of merchandise. 

Louisville shoe merchants are show- 
ing quite a great deal of interest in 
getting the new organization away to 
a flying start, and it is believed that 
from now on things will run more 
smoothly. Some years ago the local 
association was instrumental in form- 
ing a State body, with the aid of some 
of the National field men, but the 
State organization held its one and 
only meeting at Louisville and then 
proceeded to blow up, as the country 
retailers couldn’t be interested. 

.Harry Schutz, of the Walkover shop, 
recently stated that he had gotten 
tired of being treasurer of the local 
and State associations, and had closed 
both bank accounts by writing out 
checks for their balances and giving 
them to one of the charitable organi- 
zations of Louisville, as the local had 
not met in over a year, and the State 
body had not met for about three 
years. 


Rain Held Back Holiday Business 


Holiday business with the Louisville 
retailers was rather poor as a result 
of heavy rains on Dec. 22 and 23, when 
almost three inches of rain fell, it 
rained almost continuously for forty- 
eight hours or more. This killed off 
hosiery, slipper and general retail 
business and had everyone kicking. 
However, on Dec. 24 the weather was 
good and the merchants made up a 
considerable amount of the lost volume. 
Evening slippers have been especially 
good. The bad weather created a bet- 


1928 convention. The invitation will ter demand for heavy shoes and rub- 
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bers than experienced for some time, 
men’s stores doing especially well. 


Retailers Protest Daugherty State- 
ments 


Ben Kaufman, of the Kaufman- 
Straus Co., as president of the Re- 
tail Merchants’ Association, Louis- 
viile, wrote a letter to the Louisville 
Times a few days ago, which was pub- 
lished in a protest against the state- 
ments made by Attorney-General 
Daugherty, in Associated Press dis- 
patches from Washington, relative to 
retailers’ combines, trade organiza- 
tions, etc. Mr. Kaufman in defense 
of the merchants stated that in his 
years of experience in retail business 
he had never known of a case where 
retailers endeavored to combine on 
prices, and that such a policy was im- 
possible in view of the competition for 
business, and the fact that if any one 
group demanded an unfair profit there 
would be outside competition estab- 
lished at once to undersell such a 
group. 

Louisville retailers were especially 
disgusted with this attempt of the 
Attorney-General to discredit the re- 
tailer, who has borne the brunt of all 
price criticism since the outbreak of 
the war. Newspapers have always 
played such stuff on their front pages, 
and when protests were made they 
would argue that it was news and that 
they couldn’t do other than run it. 
However, for the past few months the 
retailers, jobbers and manufacturers 
of shoes have all been operating on a 
very narrow margin of profit, and it 
rather hurts to be named as profiteers 
under such conditions. Noel Lyons, 
of Byck Brothers, in discussing this 
subject, said: “On staples profits have 
been very small, and naturally every 
retailer must get a fair profit on his 
perishables in order to break even. 
One out J. & M. line of men’s shoes, 
costing $10.50 to $10.75 for fall, we 
cut prices 20 per cent recently from 
$15, making the sale price $12. Show 
me how anyone can make any money 
on that sort of basis. And still 
Daugherty figures that the shoe re- 
tailers are profiteers.” 


Clearance Sales Starting 


Immediately following Christmas 
the local retailers started in advertis- 
ing sales in a big way and for the 
next few weeks there will be plenty of 
them; in fact, every known variety of 
sale will be used now, in order to 
clean stock, as some stocks are not as 
low as they should be, and with mar- 
kets dropping steadily, retailers do 
not wish to carry over much stock. 
Buying so far has been light, some 
houses not having purchased as much 
as 25 per cent of their spring require- 
ments. However, Louisville merchants 
plan attendance on the Chicago con- 
vention in numbers, and plan to place 
their orders then. In view of the con- 
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ditions existing in the shoe factories 
to-day the retail merchants feel that 
they will have no trouble in getting 
stocks. Again they plan to buy light 
and often for spring, which should 
mean that there will be no stuffing of 
the factories with rush business all to 
be delivered at once. 


City to Co-operate with Business 


Louisville business interests are se- 
curing better co-operation from the 
new mayor, Huston Quinn, than any 
mayor that Louisville has ever had. 
The new mayor has been holding con- 
ferences with leading business men 
representing the various business or- 
ganizations, or trade bodies, and get- 
ting their angles on a few of the city’s 
needs. Incidentally it has been an- 
nounced that the 1922 tax rate in 
Louisville will be $2, there having 
been some talk of advancing over that 
level. 

Harry Young, of H. P. Selman & 
Co., is smiling happily, and reports 
that business as a whole has been 
fairly active. Much depends on the 
clean-up sales of the next few weeks 
as to what kind of shape the season 
will close in. However, Mr. Young is 
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fairly well satisfied with holiday busi- 
ness and with the year as a whole. 

The shoe department at the Kauf- 
man-Straus Co. has done a very excel- 
lent business this fall, having been 
pushed since the Sorosis line was 
taken on, and the company reports an 
increase of 35 per cent in sales in dol- 
lars and cents this fall as compared 
with last fall. 

News was received from Lexington, 
Ky., a few days ago relative to the 
death in Munich of Simon Wolf, 57 
years of age, of the Wolf-Wile & Co. 
department store at Lexington, Ky. 
Mr. Wolf had been a Lexington mer- 
chant for over thirty years and was 
visiting in Europe at the time of his 
death. He came to Lexington from 
Owensboro and was a native of Ba- 
varia. Last summer he attended the 
Rotary convention of the international 
organization in Scotland. 

The Baynham Shoe Co.’s depart- 
ment in the United Clothing Co. store 
at Lexington, Ky., was completely de- 
stroyed by a fire which wrecked two 
buildings, causing a loss of about 
$300,000, all of which was well covered 
by insurance. The Baynham depart- 
ment had been in operation only for a 
few months. 


CLEVELAND 


. Holiday Trade Was Good ° 


Measured Up Well with Business 
Done in Previous Years— 
Petot Lowers Prices 


XECUTIVES of one of the 
BK largest department stores in 
the city of Cleveland reported 
that the holiday trade for the year 
that has closed was much better than 
a year ago. They also say that as com- 
pared to previous years the volume of 
business done and the money taken in 
during the annual shopping season 
for gifts measures up to the average 
good year. This does not take into 
account the two years in which ab- 
normal wages and abnormal buying 
were features. 

Halle Bros. enjoyed the best holiday 
trade in the history of the store, which 
is one of the old-established ones in 
this city. This establishment handles 
only the best grade of goods, and 
throughout the holiday season and the 
days immediately preceding Christmas 
the floors were crowded with shoppers. 

The Higbee store is another depart- 
ment establishment that reports an 
extra good run of business. This 
store reports that more useful and 
staple goods were purchased for 
Christmas gifts than in the past. 

The May Co. and the Bailey Co. also 
reported that in all their departments 
business had been very good and that 
here again the shoppers had exercised 


more discriminating care than they 
appeared to in the past. 

The reports from the leaders in the 
retail trade is generally accepted as 
evidence of an improved condition in 
this city, although there has not been 
a radical change for the better. One 
of the largest factories in the city 
announced just before Christmas that 
one thousand men would be returned 
to work with the start of the new year. 

The shoe departments in the stores 
aforementioned enjoyed as nice a run 
of business as did the other depart- 
ments. 


Lower Shoe Prices in Petot Stores 


C. E. Petot, head of the Petot Shoe 
Co., which conducts a string of stores 
in some of the livest cities of America, 
has announced that after Feb. 1 the 
prices for all shoes in his stores will 
be $5 and $6. No shoe will be sold 
for a higher price in any of the stores 
in the various cities. 

At the same time Mr. Petot an- 
nounced that he would place his first 
shoe store in Cleveland. It will be 
his twelfth store and it will be lo- 
cated in the Hippodrome Building, 
which is in the heart of the downtown 
shopping district. 
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The store is now occupied by the 
Elmer L. Volkmor shoe store. The 
rental has been raised to such a figure 
that Mr. Volkmor, who has a store in 
Superior Avenue, not far from the 
Euclid Avenue location, did not care 
to meet the new terms imposed by the 
landlord. Mr. Volkmor’s lease on the 
premises does not expire until August, 
at which time Mr. Petot will take pos- 
session. Some time will be spent in 
remodeling the store both inside and 
out. The new store will be opened 
about Sept. 1. The large pillars that 
stand in the front of the store will 
be taken out and the front will be 
widened three feet. The display win- 
dows will correspond with those of 
the other Petot stores. The interior 
will be handsomely furnished and the 
new store will be quite an addition to 
those already in the city. 

The 1922 schedule of prices for 
shoes in the Petot stores compares to 
$6 and $7, which were the figures for 
the year 1921. The peak prices were 
reached in 1919, when the consumer 
was charged $8, $9 and $10. 

The reductions put in effect for 1922 
represent a reduction of 40 per cent 
in prices for 1919, and in the face of 
such a move, merchants here are re- 
calling with some bitterness the ad- 
verse publicity that is being given the 
retailer by the national administration 
in Washington. The reductions made 
by Petot about corresponds to what 
has been done in the matter of lower- 
ing prices by other dealers. 


New Juvenile Department 


The Halle Brothers, proprietors of 
one of the largest department stores 
in the Middle West, will in the early 
spring establish a complete juvenile 
furnishing department on the fifth 
floor of the building that is occupied 
by the company. 

Juvenile shoes will be taken from 
the second floor and other juvenile 
furnishings that are scattered about 
the building also will be gathered 
under one roof. When the stock is 
assembled the mother may take a child 
of either sex, from infancy to 14 years 
of age, to the fifth floor and there pur- 
chase a complete outfit without once 
using the elevator to gather up dif- 
ferent parts of the child’s wardrobe. 

E. H. Aymar, manager of the shoe 
department, is pleased with the de- 
cision. When the movement takes 
place he will have twice as much space 
for the display and fitting of boys and 
girls’ shoes as he now has under his 
control. He intends to carry twice 
the amount of stock that he now does. 
In addition, the space that will be 
made vacant in the second floor shoe 
department will be utilized for expand- 
ing the business in adult shoes. 


Sales of White Goods 


Several of the stores report that the 
advance sales of footwear for use in 
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the South during the winter have been 
sufficient to indicate the volume will 
be about normal. 

Several managers of the old-estab- 
lished stores here report that they 
have purchased about the normal 
amount of such goods for sale this 
winter and that they have seen enough 
of the trade to indicate to them that 
they did what was right. 

What is left over will sell readily 
in the summertime anyway, and the 
managers of the stores who bought 
heavily figure that by having the mer- 
chandise on hand they will pick up 
business that otherwise would have 
gone elsewhere. 


The Stone Shoe Co. Uptown Location 
to Cater Exclusively to Women 


By William Robertson 


Beginning a retail shoe business in 
1864 by constructing a one-story build- 
ing on the Superior Avenue frontage 
of an alley that had been abandoned, 
the Stone Shoe Co., 312 Euclid Ave- 
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nue, now conduets one of the largest 
retail shoe stores in Cleveland. 

The company removed from its 
lower Superior Avenue location thirty- 
one years ago. At that time it had 
2500 square feet of floor space. 

Now the establishment has three 
floors, containing 22,000 square feet. 

E. A. Clark, president, has just an- 
nounced he has leased a store room at 
1327 Euclid Avenue to take care of the 
retail shoe trade in the upper Euclid 
Avenue district. In this store women’s 
shoes will be sold exclusively. 


To Hold Euclid Location 


Mr. Clark laid stress on the state- 
ment his company has no intention 
of ever abandoning the store at 312 
Euclid Avenue. 

Other officers of the company are 
E. E. Frey, vice-president and treas- 
urer, and G. S. Mouat, secretary. 

Van Aken & Strock, 6523 Euclid 
Avenue, were the brokers in the new 
lease. S. E. Dettelbach of Goakes & 
Dettelbach, represented the Euclid 
Building Co., owner of the property. 


CINCINNATI 


Clearance Sales Bring Unusual Volume 
of Business 
Low Prices the Chief Factor 


public has responded to the 

offerings of the local retail 
shoe merchants from the beginning 
of the usual semi-annual clearance 
sales, is indeed quite gratifying. 
Merchants are exceptionally pleased 
to find that with the proper price 
placed on the merchandise the public 
is accepting everything from eight- 
inch lace boots carrying Louis heels 
to the latest strap patterns carrying 
the Spanish Louis heel. 

During the holiday shopping sea- 
son an unusual number of merchan- 
dise orders were sold by the shoe stores 
and larger department stores here, 


T's way in which the buying 


_ and to a surprising extent these orders 


are being used extensively in the pur- 
chase of footcoverings. Practically 
every day of the new year thus far 
has been a busy one for the large 
downtown stores. And although 
prices have been reduced to such an 
extent in the sale offerings, as to 
result in very small profits, retailers 
are quite pleased over their oppor- 
tunity to clean their stocks of many 
slow moving lines. Good values in 
eight-inch black kid boots with Louis 
heels are being offered as low as 
$2.95. Of course, they have moved 
well at this price. 

At the Queen Quality Boot Shop 
black and brown lace boots in Cuban 
heels are being sold at $4.95. Kid 


boots with Louis heels, according to 
Manager Wright, have moved ex- 
ceptionally well at $2.95. Mr. Wright 
also reporis a satisfactory business 
throughout the holiday season and for 
the first two weeks of the new year. 
The Potter Shoe store has been 
doing an extraordinary volume of 
busines in all departments. During 
their phenomenal clearance sale, which 
is offering to the consumer shoes at 
greater reductions than is usually the 
case, their store has been crowded 
virtually all of the time. Extra 
clerks have been added to take care 
of the customers. Men’s shoes at $5 
and $6 values are being offered at 
$2.85; $8 to $15 values are being 
offered at $6.85. They include Scotch 
grains, plain brown calfs and black 
cordovans. In the ladies’ lines styles 
from $9 to $12 are being sold at $6.85, 
and values from $12 to $15 at $8.85. 
The full run of styles, including the 
latest patent leather strap effects, are 
being offered at the reduced prices. 
The Smith Kasson Co. is giving the 
public the opportunity to secure ex- 
ceptional values in its Economy Base- 
ment. The newest in lace oxfords and 
straps are seen at $3.98 to $8.95. 
Boots are priced from $2.98 to $8.95. 
The volume of business centers around 
$4 and $5 prices. This concern has 
offered practically its entire line of 
men’s shoes at reduced prices; grouped 








a @& wt be et CCU a Ot ete OO Oe te hk oe am ast @n oe 


from ersmom os me eo mA ef 


fe 











January 14, 1922 


into three classes: $4.90, $6.90 and 
$9.90. In the clearance sales, men’s 
high shoes, of course, make the greater 
portion of the business. 


Silk Wool Hose Become Popular 


Brown and gray silk-wool hose are 
becoming very popular in the Queen 
City. The young ladies are wearing 
them with brown oxfords in street 
attire. More wool hose are being seen 
this winter than was expected by some 
of the astute merchants. And, like- 
wise, fewer spats are being worn here 
than was expected by ‘these same 
merchants. However, a better run on 
spats is looked for during the colder 
days of February and March. 
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Krohn Fechheimer Employees Stage 
Xmas Celebration 


The second annual Christmas cele- 
bration by the employees of the 
Krohn-Fechheimer Shoe Co., held on 
the afternoon of Dec. 22, proved to 
be one of the finest manifestations 
of Christmas spirit, as well as or- 
ganization spirit, ever experienced 
among the larger factories of the in- 
dustry. The celebration was held in 
the fitting rooms. Besides having an 
enormous Christmas tree and a Santa 
Claus who distributed gifts to all, a 
vaudeville show, including twelve 
numbers, was staged under the direc- 
tion of M. Witham, E. Murphy, and 
E. Kimmick. After the program was 


MINNEAPOLIS 


121 


completed, refreshments were served, 
and dancing then held full sway. The 
whole affair was completely staged 
and financed by the employees. Of 
course, the officers of the company 
were invited. 


Rubber Heels on Youths’ Shoes 
Increase 


It is interesting to note that the 
local branch of the Goodyear Tire & 
Rubber Co. reports it is estimated 
40 per cent of misses, youths and little 
gents shoes are being equipped with 
rubber heels. E. Furstenau stated 
that all of the children’s factories in 
his territory as using rubber heels 
extensively. 


Holiday Business Satisfactory 


ITH several of the leading 

retail stores reporting bet- 
ter business since Christmas than 
in November or December, and a gen- 
erally satisfactory response to pre- 
inventory and other sales, the post- 
holiday slump’ which some dealers 
have been expecting seems not to 
have materialized in Minneapolis. 

Evening slippers especially have 
been in big demand, in black, silver 
and gold, indicating that there is to 
be a considerable social season re- 
gardless of alleged hard times. 

There is a belief among many of 
the retail shoemen that the high boot 
for women is an historica] relic, that 
it is doomed to extinction. This, com- 
ing from a city situated as far north 
as Minneapolis, should have a mean- 
ing of national interest. However, 
this has been an unusually mild 
winter, so far, and it is a question in 
the minds of other dealers as to 
whether many women won’t go back 
to the boot when real twenty below 
zero weather comes. Hosiery busi- 
ness in nearly all the stores has been 
exceptionally good, with a steady in- 
crease ‘in woo] and silk and wool. 

One retailer expressed the opinion 
that the Baby Louis heel would soon 
disappear. “It will be either the full 
Louis, for evening wear, or the Cuban 
and straight heel for other occasions.” 

Napier’s Booterie, one of the fore- 
most shops for women’s high class 
footwear, will have its sixth semi- 
annual sale the first of January, 
starting Jan. 7. This is one of the 
few establishments that have weath- 
ered the’ past six months without a 
sale, according to Mr. Jackson, man- 
ager. The last event of this kind 
took place last August. 

The L. S. Donaldson Company’s 
shoe department recently closed its 
pre-inventory sale after doing a very 
good business, according to Mr. 


in Twin Cities 

Schaeffer, manager. “The response to 
this sale was really better than I had 
anticipated, basing my calculations 
on the amount of business done in 
November and December,” he said. 

The Poppe Boot Shop, which also 
carries a high grade of women’s 
shoes, recently staged a “One-Dollar” 
sale which proved very successful. 
The sale is a variation of the half- 
price sale, with the advantage of a 
catch name which has a powerful ap- 
peal. During the event the store of- 
fered two pairs of any shoes in stock 
for an even dollar more than the 
regular price of a single pair. In 
this way, a customer buying a pair 
of $10 slippers could for one more 
dollar, or a total of $11, obtain two 
pairs of the shoes. 


William Maurice Ellenstein, four- 
teen-year-old son of Max Ellenstein, 
president of the Midwest Shoe Co., of 


Minneapolis, is dead as a result of an 
accidental shooting. He was instantly 
killed on Dec. 8 by the accidental dis- 
charge of a rifle. William was known 
to many of his father’s friends in the 
shoe trade. Besides his parents, he 
is survived by one sister. 


Definite decision as to the date of 
the 1922 convention of the Minnesota 
Shoe Retailers’ Association is wait- 
ing the announcement of the date of 
the next national convention, accord- 
ing to D. D. Bryson, president. It 
was tentatively decided recently to 
hold the State meeting sometime in 
July, but the possibility that the na- 
tional covention may be held in late 
summer or early fall has made this 
date only tentative. It was expected 
that the board of directors would get 
together while at the Chicago con- 
vention and make the final decision in 
the matter. 


COLUMBUS 


Brighter Outlook for the Year 1922 


ITH the figures of the year 
W 1921 just fresh off the 

books, merchants feel that 
the year just passed compares fa- 
vorably with 1921. The first part of 
the year of 1920 business was very 
good, while during the last half of 
1921 and the first six or seven months 
of 1921 business was at a low ebb, 
and from this time on until the year 
just closed trade had been on an 
upgrade, ‘and its predicted business 
will continue to go upgrade until nor- 
maley is reached. 

Merchants feel that the unseason- 
able weather which has prevailed in 
this city most all the fall months had 
considerable to do with keeping the 
sales down, whereas a year ago their 
biggest month was in November, on 


account of the several heavy snows 
which prevailed. Any bad weather 
which may come the next three months 
will give an added boost to the year 
1922. 

The first of January brought forth 
clearance sales on the remaining 
stocks of boots and odd lots of low 
shoes. From the prices which were 
placed on these goods one would think 
that we had turned back to’pre-war 
times, when it was a very common 
sight to see high-grade footwear dis- 
played at prices from $2.50 to $5. 
Very high-grade kid boots with Louis 
heels and welt soles at $2.50 to $2.98 
were sold by one of our leading mer- 
chants in one of his morning special 
sales, which are held from 9 to 12; 
it is needless to state that every pair 
was sold. 
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The MostValuable SHOE FRANCHISE. 





Men’s “Ground- 
Gripper” Boot 


(Also comes in Oxford) 
The “Daddy"’ of cor- 
rective shoes. Six dif- 


ferent leathers, and 
white canvas. 





Men’s Golf 
Oxford 


Tan Deerskin. Soft, 
sturdy, flexible. No 
box. Special officially 
approved rubber soles 
that give the needed 
swing and hold with- 
out spikes or knobs. 





Children’s 
“Ground- 
Grtppers” 


(Boots and Oxfords) 


Start little feet on 
the right road, Last 
an active youngster 
twice as long as or- 
dinary footwear. 








| 


—o, 
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IN THE WORLD 


is soon to be given to ONE store (and one 
ONLY) in every city in which we do not now 
have a selling agent. This is made possible by 
recently increased production. 


The store receiving this franchise may or may 
not be the largest shoe store in town. But it 
will be a store in which QUALITY is under- 
stood and appreciated—a store with vision to 
recognize the difference in money making ad- 
vantages between a staple standard line and 
the uncertain “novelty game.” 


It may be your store! 


Your real problem is not “Shall I carry a line 
of Health Shoes?” but “What Health Shoe will 
pay biggest and give quickest turnover?” 


Ground Grippers have always led the world in 
the Health Shoe class—the product of the 
largest exclusive manufacturer of Health 
Shoes in America. And now attractive STYLE 
has been added to these famous shoes—a fact 
which will soon be extensively advertised in 
such publications as The Saturday Evening 
Post, Ladies’ Home Journal, etc. 


There are now SIXTY NUMBERS in the 
“Ground-Gripper” line to help you meet the 
increasing demand for a Health Shoe of genu- 
ine quality, and to quicken your turnover. A 
few of these numbers are illustrated here. 
Write or wire AT ONCE for our Exclusive 
Franchise proposition. 


Ground-Gripper Shoe Co., Inc. 
144 Brookline St., East Lynn, Mass. 


(Largest Exclusive Manufacture of Health 
Shoes in America) 


ROUND 


RIPPER 


WALKING . SHOES 


4 


Py 


Imitated But Never Duplicated 





“Type 2’ 
Women’s (Modi- 
oom Blucher 
xford 
One of a number of 
smart new * d 
Gripper’’ Models. Also 
comes in Boot. Choice 
of five leathers and 

white canvas. 





“Type 3” 
Women’s One- 
Strap Pump 


No handsomer shoe 
than this ever stepped 
along the Avenue or 
graced a sunny Park- 
way. Yet it’s, oh, so 
comfortable ! 





Women’s Golf 
Oxford 


Tan Deerskin. Also 
Smoked Deerskin with 
Calf Apron. Special 
corrugated rubber 
soles. An all-round 
sport model with more 
“zip” and ‘“‘go’’ than 
has ever before been 
built into a woman's 
shoe, 


THE ORIGINAL NATURAL LINE FLEXIBLE SHANK 


HEALTH SHOE FOR 


ALL THE FAMILY 
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The Saturday Evening Post carries our advertisements regularly, 
thus popularizing “Arnold’s Glove Grip Shoes” and stimulating 


demand for styles in stock. 


advertising for success. 





Keep your store in line with our 


A STRONG SELLING STYLE 


This shoe in the two numbers described below, enjoys well- 


merited popularity. 


It “takes” with a large number of men 


who seek shoes possessing features that favor the feet as well 


as cover them stylishly. 











GLOVE ~GRIP 





I) 


SHOES 








M 


Cc, 


T 





pulling it down. 


odel 467—The Panama. Whole 


Quarter Blu. Glazed Kangaroo. Half 
Rubber Heel, AA-A, 7-11; B, 6-11; 
$7.15 


D, B 6-11, Price........ 


Glove-Grip feature which adds to fitting 
quality, and comfort. 
sentative of the 


They are repre- 
Arnold standard of 
workmanship which is of an unvarying 
high quality. Lacing an Arnold “Glove- 
Grip” shoe lifts the arch instead of 
This shoe cannot be~ 
duplicated by any other manufacturer. 
Get the original and only Glove-Grip. 
You will not be satisfied with imita- 
tions. 


M. N. ARNOLD SHOE COMPANY 


IN 


Model 468—The Panama Combina- 
tion. Whole Quarter Blu. Tobacco 


Brown Kid. Half 


Rubber Heel. 


AAAA-AA and AAA-A, 7-11; AA-B 


AA-B, 
~ I OCK 6-11; A-C-B-D, C-B, 5-11. Price, 
$7.75 


hese shoes have the “ARNOLD” 


Our plans call for extended public serv- 
ice through Arnold agencies during 1922. 
Therefore, we are especially interested 
at this time in hearing from dealers 
wishing to enjoy the benefits of co- 
opefating with us in the distribution of 
our product. Write for in-stock cata- 


logue and particulars. 


NORTH ABINGTON, MASS. 
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“Queen Quality” Boot Shop, 32-34 W. 34th St., New York City. 
Chairs by the American Seating Co. 


THE LAST WORD IN SHOE 
STORE SEATING 


In the course of fifty years as manufacturers 
of shoe store seats we have gone through the 
stages of: 

(A) Perforated or Plain Veneer Settees (Benches) 

(B) Upholstered Settees (Benches) 


(C) Conventional Four-Legged Chairs. (Many still cling 
to this “antique” extravagance.) 


(D) Pedestal (Stationary or Revolving) Chairs 


This experience totaling forty-five years finally led us six years ago to develop and 


adopt exclusively 
ASCO INTERLOCKING SHOE STORE CHAIRS 


We had to sell this improvement to the public. 
In spite of the general depression the sales of ASCO Interlocking Shoe Store 


Chairs continue to increase. 

The reason may be explained to prospective users of Shoe Store Seating by con- 
sulting almost any and every exclusive manufacturer or dealer in shoes—you’ll 
find 95% of all stores built in the past five years using ASCO Interlocking Chairs. 


AMERICAN SEATING { OMPANY 


General Offices, 1016 Lytton Bldg., CHICAGO 


Room 601—119 W. 40th St., New York Room 302—69 Canal St., Boston 
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Ready 


for 





Re. ~* oy Brown Russia 
’ ’ r 
Welt, 14/8 Cuban Heel....... e175 


Immediate 


Shipment 





Write or Wire Your 
Order To-Day 


No. B-487—Havana Bro Ki 
Oxford, 223 Last, Goodyear wae 
12/8 Walking Heel ......... $5.85 





SIZES AND WIDTHS 
BABA cccccces 4% to8 
YS VPP eer rss 4 to8 
ME V5 wcnctelecds 3% to8 
BD cceccvagees 3 to8 
@ cccccccccece 2% ws 
WD iascdeceseces 2% to8 














No. B-488—Medium Brown Russia 
Calf Oxford, 229 Last, Welt, 9/8 
Square Military Heel ........ $5.45 


Terms: Net 30 Days 
Write for Stock Catalog 


C. P. FORD & CO., 





Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 
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IN STOCK 
Six Popular Styles 





No. B-479—Patent Leather vy 
Pump, 222 Last, Goodyear Welt, 14 
GUGEOL . vcsckscsstnacce $4. 


No. B-467—Black Satin Strap 
Pump, 215 Last. Turn, 14/8 Ba 
Louis Wood Covered Heel..... 85. 





No. B-476—Black Ooze Strap Pump, 
205 Last, Welt, 14/8 Leather Ba 
i bee . ce esccucciioneeen $5.2 
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hn SHOE FIXTURES 
For Your 
SALES WINDOWS 














A fixture for every purpose necessary 
to help you establish effective display - 
in your window. 











You can rightfully expect maximum results from your 
window when you use the fixtures we make. They are the 
net result of 38 years of specialized catering to the needs of 
the retail merchant. 


Our service is a tangible ‘‘professional’’ service that brings 
results. 


The illustrations on this page give you an idea of the fix- 
tures with which it is possible to arrange your effective display. 


Our catalogs completely describe the various styles and 
sizes of plateaus, stands, window tables, 
dividers and backgrounds we make. Of 
course you will want a copy! A postal 
will bring one. 


Catalogue. 


HuGH Lyons & COMPANY 


Lansing . ... Michigan 


Salesrooms: 
New York Chicago 
35 W. 32d St. 232 S. Franklin St. 
Boston 


52 Chauncy St. 





“Make Buyers out of Passers-by” 
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“H and E” 


NOVELTIES 


FOR AT ONCE DELIVERY 


THE BEST BET FOR 
A QUICK TURNOVER 


























No. 136—Silver Cloth ‘‘Vincent’’ One Strap, 16/8 Louis 

‘Heel. Widths AA, 4-8; A, 3-8; B, 2%-8; ©, 2-8. No. 137—Gun Metal Calf Shirley Three Strap, Center 

PU sna tctecesswcessecevvcesesessdespedneceens $7.00 Brass Buckles, Ouban Heel, AA, 4-8; A, 8-8; B, $076 
eG, AOU £..65.40005 ass abeemnsagheseaensan 78 


No. 135—Black Patent Leather Shirley Three 
Center Buckles, Cuban Heel, AA, 4-8; A, 3-8 
C, 2-8. Price ......+.. eCecccvvcccceesesenccsoes 


Strap, Brass 
; B, 2%-8; 





“Every Shoe a 
Business Builder’ 


’ 











No. 131—Black Patent Leather Three Strap with Black 


Suede Saddle, Junior Louis Heel, Diamond Perforation on 
Vamp. AA, 4-8; A, 3-8; B, 2%-8; ©, 2-8. Price. .$5.75 
No. 132—Black Suede Three Strap with Black Patent 
Leather Saddle, Diamond Perforation on Vamp, Junior is 
Heel. Gined 26 above, PUNO. 0.6c6cccde ccvsévceves 





No. 138—Squirrel Gray Suede Vogue One Strap, Full 
Louis Heel. AA, 4-8; A, 3-8; B, 2%-8; ©, 2-8, $6.28 
Deliveries February 1-10. 

No. 139—Same as above with Junior Louis Heel, $6.28 


Deliveries February 1-10. 


No. 140—Gray Nubuck Vogue One Strap, Louis Heel. 
Sizes as above for No. 188. Price......ssessseess $6.00 
Deliveries February 1-10. 

No, 141—Pat. Lea. Vogue One Strap, Louis Heel, Per- 
forated Vamp. Sizes as above for No. 188. Price. .85.35 
Deliveries February 1-10. 

No, 142—Same as 141 with Junior Louis Heel. 95.88 


Deliveries February 1-10. 





The very best materials and workmanship are 


~ 130—Black Satin C. 8S. One Strap, like above. 5.25 

‘9 ee ee eee eee ee ee ee ee eee ee eee ee ee 2 Ld ° 

Ne. 120--Bleck Kia C. &. One Strap, Perforated Strap clearly revealed in thesé values. Buy what the 
eer Be 8.81 O28. Prices ee ee reese BO68 other fellow doesn’t have. Order early—now. 


HopKINS AND ELLIS HAVERHILL, MAss. 
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WHITE CANVAS 


AND 


BLACK SATIN 
NOVELTIES 








No. B-555 
No, B-375 Code—‘‘MABR”’ 
Code—"‘ BETTY” White Canvas Sport Oxford 
White Canvas Oxford Patent Trimming 
12/8 Military Heel IN-STOCK 12/8 Military Heel 
Widths Sizes wes Sizes 
© and D 2% to8 B, D 2 to 8 
Imitation Turn, Stitched Tip, Five : P Imitation TORR .cccccecds 00 
Byelets, Cord ‘Lace....... $1.75 We have now ready to mail an 


attractive looseleaf catalogue of 
our distinctive line. Ilustra- 
tions of timely styles (fabric 
novelties) put up in a neat, 
practical form for ready refer- 
ence. Send us your name if 
not already on our mailing list. 


ANNAHSON 
SHOE CO. 








B-770—Black Velvet Turn One B-710—Black Satin 2 Strap, 16- 
next tet a BoD. ae Finished _ oh, 
u ee A. » » ‘ she W . ° a 
 preptienende wate tits: ‘ea'56 ES a rcncinroviep ivotion $3.35 


























EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 














J 
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active yg your Car 


will be increased by 


DEJONGe ART MAT 


cA Distinétive (ated Paper 


I; BRINGS out every detail of the illustration, and is so beautiful in 
appearance that it produces accurately the distinétion and quality of 
your merchandise, or the aspects which make the merchandise salable. 

DryonceE ¢e4rt -Mat is a dull-coated paper that prints type and 
illustrations with an even effect on every page and in every copy. 
Ink never spreads on DrjoncE Art -Mat. Many printers find that 
it decreases the cost of make-ready. 

Many of the finest automobile, hardware, furniture, jewelry, depart- 
ment store,and shoe catalogs have been printed on this paper. It is 
also being used with great success in architeétural and real estate 
publicity. The finest dank brochures have been printed on -Art -Mat. 

Whether you need a circular or a catalog, ask your printer about 
Dryonce <Art Mat. If he cannot supply you, ask us. 


LOUIS DEJONGE & CO. 


eeeceooeeeoeeeoe oe eo see eeoeeeee2200004% CeOeee2e00800" 
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Lawrence Leathers 


are 


Reliable Leathers 


White Nubuck 
for 
White Shoes 


especially 
Sport Models 


during 


Spring and Summer 


1922 





A. C. Lawrence Leather Company 


161 South St., Boston, Mass. 


NEW YORK CHICAGO ROCHESTER PHILADELPHIA 
CINCINNATI ST. LOUIS MILWAUKEE 
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The Cleopatra 
As Illustrated Above 
IN STOCK 


AN exquisite turn shoe typical 
of Morgan Grossman crafts- 
manship and value. 





Now available in gray buck quar- 
ter with patent vamp (as shown 
above )—all patent leather or all 
black satin in 48 pairs upwards; 


widths AA to C. 


Made with the Semi-French toe and with either 


a 12/8 or 16/8 heel in wood Cuban or Louis. 
THE PRICES: 
Patent Leather ....... $7.25 
Black Satin .......... 7.00 
Patent Vamp, Gray Buck 
GUBTOEE ciccccccceces 8.00 


The Cleopatra is of a style and quality sure 
to attract the most discriminating trade to 
your store. 


MORGAN GROSSMAN 
TURN SHOES OF CHARACTER 
BROOKLYN | 
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Beaded oe Ornaments , 


an 
Buckles 
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There are many authorities 
who regard the plain pattern 
shoe as in the best taste al- 
ways. Hence the permanent 
popularity of the pump and 
colonial. The use of an 
artistically designed beaded 
buckle, such as that shown 
here, on such a shoe gives it 
an exclusiveness that means 
much to the fastidious wo- 
man. This is but one of 
many original designs of our 
creation. 


AHH UH 





May we send you a sample se- 
lection? 


French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 
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No. 1109/5 Butterfly 
buckle. Full beaded 
design for straight pumps and 
colonials. Made in all color 
combinations. 
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IOUT 





EU ORONO On ORE 





GROVER 


“Soft Shoes for Tender Feet’’ 


TURNS AND WELTS 
iE 











Two Timely Specialties 
THE GROVER NATURE’S WAY SHOE 


Flexible Shank, Model 187—Approved by the Y. W. C. A. 


THE GROVER FOOTARCH SHOE 


Stiff Arch-Supporting Shank of Tempered Steel 


J. J. GROVER’S SONS COMPANY 


LYNN, MASSACHUSETTS 


Boston Salesrooms , New York Salesrooms 
80 BOYLSTON ST. 47 WEST 34TH ST. 















The Shoe of the Hour at the 
Price of Today 


The “Warmer” Bal—IN STOCK 


For the First Turn of the New Season get acquainted 
with the popular “Warmer” Bal. Purchase a few pairs 


“WARMER BAL”—No. 892 = now while the cold weather is on—then prepare for next 


Men's 10 Inch Plush Lined Bright Colt b . 

Bal, Single Sole, Brass Nailed, Heavy Season by ordering early. 
Plush Insole, Full Gusset, 

A Deep Plush of Extraordinary Wearing 

Quality is Used for Lining this shoe. 


: LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE 
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MILWAUKEE CHAIR C@ 


LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MINNEAPOLIS 


MILWAUKEE 


INDIVIDUAL CHAIRS 


} add Comfort and Distinction to the Up-to-date Store 


Add that comfort and distinction to the up-to-date shoe store 
which pleases men and women customers while being fitted. 


We can help you solve your problem of “getting more busi- 
ness” by re-equipping your store with individual chairs and 
fitting stools. Your customers will reward you by advertising 
your store to their friends, for they like to shop in surround- 
ings pleasing to the eye. Big city shoe shops prove this. 


Write for “Directory to Store Chairs of the Better Kind.” 
This interesting booklet contains illustrations of many attrac- 
tive designs made popular by the nationally known shoe shops. 


FOR OVER AHALF CENTURY 
Fine 


CHICAGO -* NEWYORK ~* SEATTLE 
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UST because shoe laces 


are a small item is no 


«J reason for not getting the 
most for your money. 

There’s quality and _ service- 
ability back of every pair of 
Sure-typ Laces that will bring 
satisfaction to your customers 
and profit to yourself. 





Tue HuTMACHER BRAIDING Co. 


Braiders of Good Shoe Laces 
PATERSON. N. J. 


There’s a wholesale “Sure-typ’’ distributor in 
your district. If his salesman has not reached 
you yet, write us for his name. 
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BE PREPARED 
FOR NEW BUSINESS 


WRITE FOR COPY OF 
BULLETIN 133 


Illustrating newest designs 
in Buckles for Footwear 
Season of 1922 


Including popular %4 and | inch sizes 





Size % Inch 





To meet the changing needs of footwear 
manufacturers we have designed an assortment 
of new buckles in % and 1 inch sizes and are 
in position to give prompt delivery service. 

These buckles, created especially for the 
season of 1922, are illustrated in Bulletin 133. 
just off the press. We shall be pleased to send 
manufacturers and jobbers a copy upon re- 
quest, as well as free samples of buckles in 
which they are interested. 


NORTH & JUDD MFG. CO. 
NEW BRITAIN, CONN. 


BRANCH SALES OFFICES 


New York St. Louis 
127 Duane St. 608 Victoria Bidg. 
San Francisco 
326 W: Melecn St. Postal Tel. Bidg. 
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= common with every other larze manufacturing organiza- 
tion, we have various problems to solve. 


There are many little problems, incidental to the manufacture 
of Harrisburg shoes. These we straighten out—careful leather 
buying, correct style selection and skilled workmanship have 
eliminated all difficulty in producing women’s good footwear. 


But our biggest problem—the one that requires daily and week- 
ly solving—is to keep at a high level the confidence between 
our shoe merchant customers and ourselves. For this confi- 
dence—this trust in us—is the real foundation of the Harris- 
burg Shoe Manufacturing Co. 


There are many little ways in which this bond of confidence 
may be weakened—the slightest letting down in quality—a 
wrong style—a few poorly made shoes—a delayed shipment 
or so, and doubt replaces confidence. 


So we strive all the time to keep our quality high, our prices 
medium, and our service to the shoe merchant the best kind 
of service, and in doing this we naturally produce good foot- 
wear—sell it at a sensible price and make deliveries exactly 


as promised. 


If you enter with us into the sale of Harrisburg Shoes for women and 
children, we will do our part to bring you success. 


Che Rarrishurg Shoe Mfg. Co. 


of Harrisburg, Pu. 
WOMEN'S GHOES MISSES SHOES CHILDRENS SHOES ~ 
OF VALUE 
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PERSHING WELCOMES FOCH TO AMERICA-> 
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RECOGNITION OF “STERLING” WORTH 


In war or trade, the men or merchandise that lead the 
field are not only “made of the right stuff” but have 
earned a world wide recognition of their quality. Pre- 
eminent in the shoe industry are the two great leaders 


SterlingColt Sterling Kid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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Hosiery 


In Mercerized Lisle 


For Men 





HE bulk of the men’s hosiery business is done in 
mercerized lisle half hose. We offer a well-chosen 
assortment of excellent sellers to retail at all prices. 


E especially recommend our number 306, a strong 

mercerized sock at $2.40, and our famous number 
E 325, at $6.50, an imported mercerized sock with a reputa- 
tion for fine workmanship and excellent wearing qualities. 


PON a few numbers such as these a successful men’s 
hosiery department can be built. : 


Emery & Beers Company, inc 
Sole Owners and Wholesale Distributors of “ONYX” ° 
Broadway at 24th St. New York 


Chicago Philadelphia Boston Buffalo San Francisco 
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All Russia Calf Polish—Pony Cut, Turn Tan Russia Calf Button, Regular Cut, Turn 
Patent Leather Button—Dull Kid Top, Turn 


|! 





Fairy 1151— Fairy 5S—No Fairy 51—No 
Wedge Heel Heel, D, 1-5. Heel, D, 1-5. 
seeeres 30 $1.80 
Fairy i251— Fairy 105 — Fairy 151 — 
Spring Heel. C-D, Wedge Heel, CD, Wedge Heel, D, 3- 
8%-11 ....82.85 BB ccccece $1.75 GB. seccccce $2.15 








Three Surefire Hits ae 














TRADE MARK 
In Children’s Shoes for which there is an immediate call. They meet 

the needs of every retail shoe merchant, because they are models in 
universal demand, and Fairy shoes have merit in quality, in work- 
manship, in style and in price. They are carried in stock. 


GRIEB SHOE MANUFACTURING CO. 
309 ARCH ST., PHILA. 











ae 4 a 3 a a ee) 
MLL foe MELLEL ELLA AL AAAS 


eseome Griffin _—— 


= 


c > r ~ " : 
tesy “id A COMPLETE OUTFIT | sane hg A eo OUTFIT | 

— ol te | 
STERLING DRESS] N( LADIES. POLISH > nite KITS LOTION CREAM| LADIES. MEN SHINGAND PRESERVING 





.SHOOKIT BLAC SAND CHILORE ue _ SHOOKIT , L BROWN SHOES 
GRIFFIN GRIFFIN 
STERLING LOTION CREAM 
SHOOKIT Complete Shoe Shining Outfits that SHOOKIT 


contain really practical equipment, 


Including Polishes, 


For Black Shoes For Tan or Brown Shoes 


CONTAINING 3 CONTAINING 
1 Bottle Sterling Dressing. Real Bristle Wood Back Brushes and 2 iin Races neti 
1 Box Sterling Paste. Daubers and Polishing Cloths. A sure- Bristle Polishing Brush. 
: — — Brash. fire seller for your findings case—and 1 Bristle Dauber. 
1 Canton Flannel Pelishing a wonderful value—tastefully cased. 4 Canton Flannel Polishing 
Cloth. Cloth. 
$9.60 Per Dozen $9.60 Per Dozen 





There are no better or better known dressings for all shoes than Griffin 


GRIFFIN MANUFACTURING COMPANY, Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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Scientific and Practical Tests 
Determine Superiority of 
LARKIDE 







CIENTIFIC tests, although governed by inflexible laws, 

often prove a thing quickly and accurately. When prac- 

tical tests succeed in backing up scientific experiments, the 
actual worth of a product is usually established. 


Larkide, the Ultimate Sole, by a series of scientific and prac- 
tical tests, has been proved superior to top-grade fibre, leather 
or rubber soles. Results attained brought out the fact that 
Larkide stood first in wear-resistance, waterproof and non- 
cracking qualities. 


A summary of the tests is given in a valuable booklet—“The 
Ultimate Sole.” This brochure also tells why prominent 
manufacturers and merchants favor the use of Larkide Soles. 
A copy is yours for the asking. 


THE LARKIDE COMPANY 


OFFICE 20! DEVONSHIRE ST., BOSTON 
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There is a widespread demand 


Lacing Hooks 





A man is so composed that he can 
almost disintegrate as a social being 
with the breaking of a-few threads 
4nd the loss of a button. 


E WANTS HIS LACING \HOOKS 
AGAIN. 

“Give me back My lacing hooks,” 

demands the Man About Town of the 

Salem Evening News. He is a plump 

fellow, with a bump for statistics, 

and he writes: 

“It takes an average of three min- 
utes to thread tp a pair of hookless 
shoes. This, in a year, provided you 
don’t change your shoes but once a 
day, amounts to 1095 minutes, or 
18 1-4 hours a pear. 

“If a man lives 50 years, it means 
wasting 912 hours in lacing your 
shoes. That means that the average 
man spends 38 days of his life lacing 
up his shoes, if he has to thread the 
laces through eyelets once a day. 
“Givé us back our lacing hooks” 


Nucy WOULDN'T BE BOTHERED 
BY LACING BOOTS, 

But the young lady, who types in 

the corner, mildly says’ “How silly 

»f you men folks. Why. I just stepped 





today. 
sca]? 












in*> a pair of pumps and there I ar 
‘ty shod “"t you great big - 
+ fur ~ litt 


Specify Lacing Hooks on 1922 footwear 


Insist on having what you want 
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F ost-Convention 
Displays of Bates Shoes 


MMEDIATELY after the close of the 
Chicago Style Show, next week, dupli- 
cates of the complete line of Bates Styles 
for Spring as displayed at the Convention 
will be shown at once in the principal shoe 
centers of the country. 


They will include the feature styles as 
selected and bought by leading retailers 
while in attendance at the N. S. R. A. Con- 


vention. 


In the large cities the line will be shown 
by members of the Bates sales staff. 


In Boston it will be exhibited at the 
Company’s offices, 183 Essex Street 
(Room 301). 


Sce this remarkable Bates line at Booth No. 4, Coliseum, 
Chicago; also in Room 650, Palmer House, Chicago. 


Send for the new Catalog of our 18 special-feature In- 
Stock Styles. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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Are not 


612 


612H 
1612H 

614 

614H 


Your 1614H 





214 


214H 
1214H 

216 

216H 


Shelves 1216H 








752 
Hts 
HAGERSTOWN SHOE 771 


T2A6 


& LEGGING co., Inc. 726H 


746 
HAGERSTOWN 720 
MARYLAND, U.S. A. eaor 


McKAY SEWED 


STITCHDOWN 
7a2n 
723H 
2732 
7320 
762 
731 Tan Lotus Pump 


5-8 8%-11 11%-2 2%-8 
Patent Instep Strap, wide 
toe, wedge 1.15 1.35 
Patent Instep St . wide 
toe, heel ° oe 1.35 1.50 1.75 





Patent Instep Strap, Eng. 
toe, heel 





1.50 1,75 
Mahogany Instep Strap, 
wide toe, wedge 1.10 1.30 
Mahogany Instep Strap, 
wide toe, heel 1.30 1.45 és 
Mahogany Instep Strap, Spring 
Eng. toe, heel 1.45 1.70 
Mahogany Ox. wide toe, 
wedge 1.20 1.40 
Mahogany Ox. wide toe, 
hee: 1.40 1.60 
Mahogany Ox. Eng. toe, 
heel 1.60 1.90 
Black Kid Ox. wide toe, 
wedge 1.25 1.50 
Black Kid Ox. wide toe, 
heel 1.50 1.75 
Black Kid Ox. Eng. toe, 
heel 1.75 2.00 
Tan Lotus Sanda! 90 1.00 1.15 1.50 
Tan Lotus Sandal, heel 1.30 1.65 
Mahogany Elk Sandal 90 1.00 1.15 1.50 
Black Calf Sandal 90 1.00 1.15 1.50 
Smoke Sandal 90 1.00 1.15 1.50 
90 1.00 1.15 1.50 
White Sandal 95 1.05 1.20 1.60 
Tan Lotus San. Hy. sole 1.00 1.10 1.25 1.60 
Patent Sandal 1.10 1.20 1.35 1.75 
Patent Mary Jane 1.00 1.10 1.25 1.65 
Tan Lot. Ox. imt. tip, lined 1.00 1.10 1.25 1.65 
Tan Lotus Ox. imt. tip, heel 1.80 
Bik. Ox. imt. tip, lined 1.00 1.10 1.25 
Tan Lotus Ox. imt, tip 95 1.05 1.20 1.60 
Mahogany Elk Ox, unlin. 95 1.05 1.20 1.60 
Tan Lot. Ox. imt. tip, 
Narrow toe 1,75 











Stock No. 192 


screw, Granger last. 











Tan Waterproof Veal Balmoral, cloth lining, half 
bellows tongue, three soles, fair-stitched, standard Shoemakers 
Stock, 6 to 12, EE, FF. WILTON MAINE 


FARM BALMORAL 


The materials used in this line are 
selected with the one view of making the 
best possible working shoe at any price. 


The uppers are made from Tan Water- 
proof Veal leather, which is especially 
tanned for us in a combination tannage 
and waterproofed by our own process. 
The result is a leather of fine close texture 
remarkable for its softness, flexibility, 
wearing power and its resistance to water 
and the action of barnyard acids. 


G. H. BASS & CO. 
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Outdoor Beauties 


Poise is born of the assurance that one 
is well dressed. To dress well, one must 
give attention to every detail. 





The Diamond Brand Fast Color (Visible) 
Eyelet is a style detail not to be ignored. 


United Fast Color Eyelet Company 
Boston, Massachusetts 
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Sold all over the World 


COLORED PEVEE KID 


The exceptional uniformity of. the 
raw. material used in tanning COL- 
ORED PEVEE KID results in a most 


uniform product. 


LRA AED) TM IT gly RRS FEO 


Produced in a beautiful brown shade 
with a full, rich color. The smooth 
tight grain ‘and. its’ extra good feel - 
makes* COLORED .PEVEE » KID. a 
very. desirable leather to ‘have in’ 
your men’s and women’s fine qual- 2 
ity footwear. ~ 


4 ASE ie Tee ee. 


Demanding Pfister & Vogel leathers 
to be used in the manufacture of 
your shoes, gives an assurance of 


identified quality. 


2d se 


ao 


vey 


PFISTER & VOGEL LEATHER CO. 
Milwaukee, Wis. Established 1847 





COANE MS LOOM BPAY 
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Leather Trade Spotty With Unusual 
Demand for Fine Calfskins 


Glazed Kid Manufacturers Also Report Good Business 
During December—Demand for Patent 


spite of the customary dull- 

ness at this period of the 
year. There have been larger sales 
of calf leather than would have been 
looked for and mostly in the finer 
grades, which would indicate that 
there are still numerous manufactur- 
ers of fine shoes who are busy. The 
annual reports of some of our larger 
shoe companies also show that the 
volume of medium grades of shoes is 
much larger than a year ago. One of 
our leading shoe centers reports the 
making of a greater amount of shoes, 
although at less valuation. 

The year 1921 will go down into 
history as one of the most difficult 
tanners have ever experienced in this 
country. It was a year in which large 
stocks had to be liquidated with much 
attendant loss. Never before were 
banks in a position to dictate in such 
a manner as to the disposal of stock, 
and the il] effect of such compulsory 
financing is likely to be felt for 
months to come, Much of the leather 
which was sold at ridiculously low 
prices meant serious and distinct loss 
to some one. It is believed that the 
greater amount of this bargain leather 
has been disposed ‘of and the tanner 
is to-day quoting prices which will 
yield a profit on the leather now com- 
ing through the works, or else he 
does not care for the business. 

The advancing tendency of the hide 
market has been reflected in the firm- 
ness of tanners and leather mer- 
chants, and it is a safe assertion that 
leather has reached its lowest ebb in 
the matter of price for at least many 
months to come. 


Calf Leather Demand 


There have been fair sales of calf 
leather, especially of the finer tan- 
nages and gelections. The top grades 
of colored chrome calf are quoted 
around 45c. Some leather is held even 
higher, but the general market quota- 
tion is 40c., with 40c. for the medium 
selections and 30c. to 35c. for the 
lower grades. Some poorer selections 
brought from 20c. to 30c. per foot. 


TT site continues spotty in 


There was a fair call for suede fin- . 


ishes at 60c. and 65c. to 70c.- per foot 


for the top selections. There are good ._ 
grades of suede on the market at ~: 


from 45c. to 50c: per foot. 


Expected to Pick Up Soon 


Call for Side Leather Moderate 


The call for side leather is mod- 
erate with shoe manufacturers buy- 
ing rather close to their needs, and 
some of them are fairly well supplied 
with leather bought at a price during 
the past few months. The best grades 
are quoted at from 22c. to 28c. per 
foot for full grain chrome colors. 
There is a fairly active call for the 
waterproof and heavier leathers. Elk 
is in good demand at 20c. to 22c.; also 
calf, veal and kip at from 20c. to 24c. 
White buck side leather is quoted all 
the way from 25c. to 40c., although 
the genuine white buck brings from 
60c. to 80c. for the best. 


Good Demand for Kid 


Manufacturers of glazed kid re- 
ported December a good month and 


the close of the year found most of 
them busy. There is a good call for 
the finer grades of kid—the top se- 
lections bring from. 60c. to 80c. per 
foot for colors. The medium selec- 
tions show a range of from 380c. to 45c. 
or lower, and poorer skins, which are 
fairly well taken up, bring from 30c. 
downward, according to quality, 


Patent Leather Less Active 


There has been some falling off in 
the call for patent leather, although 
it is expected that this trade will pick 


<up in the middle of the month. - Pat- 


ent leather is more generally used in 
the domestic trade than a year and 
two years ago. 

The sole leather market is showing 
some improvement over a few months 
ago, with prices firmer. 








Comparative Leather and Hide Prices 


Upper Leather (price per foot) is 
Pre-War Peak To-day 
Calf, suede, top grade ....... $0.32 a “es $1.40 a e974 $0.60 a $0.70 
Calf, smooth, colored, top grade.. .28a 1.40 a . 40a 45 
Calf, smooth, black, top grade... .26a 4 1.30a rie , 86a .40 
Side leathers, colors, top grade.. .18a .22 -T6.a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 - -20 ays, .26 
Genuine buck ......0cccccvees% 45a .60 1.40 a Le 60 a * .80 
White buck, top grade (side lea.) .28a .80 90a 1, 25a. .40 
Elk, heavy  pneeapapinetamate 24a .26 65a .70 22a .24 
Kid, colors, best fancy ......... 35a 40 140a 1.65 0a .80 
Kid, colors, top grade .......... 28a  .30 1.85 a 1.60 60a .75 
Kid, black, top grade .......... 28a .80 1.36a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1,10 35a .50 
Kid, medium, black ......... So | a 60a 1.00 25a .40 
Kid, ‘cheap ........ PS eee FD 06a 12 20a .386 a ae 
Chrome patent sides ........... 25a .30 85a 1.05 35a «45 
ress pee 40a .55 1.40.a 1.60 Oe 85 
Sole Leather (price per pound) SRO, 
=, SIRES DORE, o.4. 2 ob evicsosecee 82a. .83 56a .58 80a «32 
RRR Oe re ---8 86 BOQ ws 45a «50 
No. i ee RT pore 38a 39 92a .95 63a .60 
No. 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 :60a .65 
No. 1 oak bends, finders’ use. -a 48 1.15a 1.25 70a 80 
Raw Hides and ‘Skins (price per pound) 
: (1918 Av.) 
Native steers, as used in sole 4 
Hees harness, etc. ........ oe ABR 52a .55 jee 8 16% 
Texas steers, for sole a 
Wienibet go 60006 on genea be eees a. eT. vee & 6 
Light native cows, tor side upper 
Pe Peer rege 8” ATH a ae 18%a «14 
——. cows, for light sole 
Cre Tee Ope -a ,17% oH a ooo ~.12% 
Noo’ 1 buffs for heavy upper and : 
“ << leather Gs Se PLES Kos PR a .15 45a .50 08a  .08% 
0. 1 Chicago calfskins for 
fine calf leather ........:.... +. AT% 80a 1.02% 10a ..17 
me for u per leather ......... «++ a. 16% 65a 80 08a .16 
Bs Ain for hemlock pale ; 
sgt recees cic “ ee a- 80 A2a «46 14%a .15% 
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A Profitable Market 


Women demand above everything 
in overshoes a neat appearance and 
a snug fit. The special upper, the 
new last to match the latest and 
popular types of leather shoes place . 
the “U. S.” Empress in great de- 
mand. 


There is a profitable market for the 
“U. S.” Empress if you have the 
exact size and last they want. Have 
you all the appropriate sizes and 
lasts of the “U.S.” Empress to cash 
in on these profits? 


United States Rubber Company 


When ondering leuther shoes 
always specify 


Spring STEP 
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Big Demand for Women’s Arctics 


Winter Weather with Snow and Ice Largely Responsible 
for Rush by Fair Sex on Buckle Arctics. And Then 
They Are Stylish. Rubber Quotations 


cold and snow, the public, 

especially its feminine por- 
tion, decided on buckle overshoes. 
They decided for the most part simul- 
taneously and made a veritable rush 
on retail shoe stores the country over. 
Not only the women folks, but misses 
and children joined the arctic brigade. 
Retail shoe merchants found that they 
needed extra pairs and made an im- 
mediate demand on their jobbers and 
manufacturers. 

The story is well told in the follow- 
ing remark by a Boston rubber job- 
ber, who said on Jan. 4: “If I had 
5000 cases of women’s four-buckle 
arctics, I could sell them in five min- 
utes. The demand seems to come 
from everywhere—the West as well 
as the East—from large and small 
cities. The gaiter fad has hit the 
West bigger than it ever hit the East, 
and it has hit the East in big shape.” 

Another jobber reports a similar 
condition on six-buckle arctics. The 
ladies have decided that it is no 
longer fashionable to expose their 
lower limbs to the cold winds without 
some covering besides shoes and 
stockings, and so they have decreed 
that this season arctics are “the 
proper thing,” but the ultra fashion- 
ables court the breezes just “a wee 
bit” by rolling over their arctics tops, 
in a “puss-in-boots” style. This cuff 
effect is rather swagger, is much 
neater, and not so liable to cause the 
wearer disaster in the way of a fall. 
The cuff brings to mind the fancy 
lining idea, and this may soon make 
its appearance. Black arctics are by 
far the most worn, but browns are 
also in good demand. A novelty in a 
woman’s arctic was recently noted. 
This had a plain straight front and 
was buckled in the back with two 
fasteners. 


A T the first touches of winter’s 


The Factory Situation 


At the factories, all is activity. The 
looked-for snowstorm has arrived, and 
the manufacturers are doing a lively 
business on repeat and “sizing-up” 
orders. Salesmen are now out with 
the new 1922 rubber prices and are be- 
ginning to take orders for next sea- 
son—1922-1923. New samples are 
gotten out each spring after the re- 
sults of the previous winter’s sales 
and tests have been analyzed. Rub- 
ber footwear manufacturers test their 
products in actual service as much as 
does the tire maker, and while ad- 


justments are not so common, nor so 
extensive, they are watched - very 
carefully. Commencing with the late 
spring, production proceeds at an in- 
creasing rate until the peak is reached 
in December, unless the winter is 
heavy, when the peak is postponed un- 
til January or early February. There 
may be a shortage this winter, on ac- 
count of the shut-off production early 
last winter, and the fact that most of 
the manufacturers worked off what 
surplus stocks they had in the rainy 
spring. 


“Wear Rubbers,” Says Doctor 


In the Cleveland Plain Dealer of 
Nov. 29, Dr. Royal S. Copeland, 
New York Commissioner of Health, 
had an article calling the attention of 
the public to the advisability of wear- 
ing rubbers in wet weather. This 
advice would make a good talking 
point in the rubber advertising of re- 
tail shoe merchants: 

“There is no better way to acquire 
a nasty cold than to go through the 
day with wet and cold feet. 

“No person, no matter how well 
and husky he may consider himself, 
can afford to take this chance. It is 
dangerous to work under such condi- 
tions. 

“I do not believe it is a calamity 
to get your feet wet. So long as you 


A woman’s six-buckle 
sore, black fleece 


arctio—fsine light 
lined. Made 
United States Rubber Vo. 





are walking briskly and keeping up 
good circulation, wet feet are of little 
consequence. But when your stock- 
ings are wet and your shoes soaked, 
you are sure to be chilled when you 
settle down to the routine of the day. 

“T believe every one should have a 
pair of good rubbers. I am not in the 
overshoe business and do not recall 
at this moment that I know a soul 
who is. My advocacy of rubbers, 
therefore, is not selfish. But if you 
want to ‘put a crimp’ in the doctor 
business—which is my business—buy 
a pair of rubbers and wear them 
whenever the sidewalks and ground 
are wet. 

“Fair woman! A word with thee! 
You don’t like rubbers because ‘they’re 
homely things and ruin the looks of 
the feet.’ Don’t you believe for a 
moment that your charms are hope- 
lessly hidden if you wear rubbers. 
There are plenty of ‘toe rubbers,’ san- 
dals’ and ‘slip-ons,’ which give protec- 
tion to the sole of the shoe without 
material change in the appearance of 
the foot. My observation leads me to 
believe that there is hardly a mud hole 
deep enough to endanger the female 
heel. The ‘bottomless pit’ might be 
traversed with safety, so high are 
some modern heels. 

“I beg of you to keep your feet 
warm and dry. You will be less in 
danger from colds, influenza, catarrh, 
bronchitis, pneumonia, earache, and 
mastoid involvement.” 


Rubber Quotations 


Para—Up-river, Ib. ......... 23 @ 
Up-river, coarse ..3......4++ 15 @ 
SENN: BED ale scccciwese 21 @ 

IalemG, COMTER 2... ccc cscs 11 @ 

Caucho, ball, upper....... 14 @. 

Caucho, ball, lower........ 12%@.. 

SP 004562 09004066000 «48 @11% 

@.. 

@ 

@ 

@ 

@ 

@ 

@ 


er 


Plantation—First latex, crepe 21 
Brown crepe, thin, clean..... 1 
Brown ore. SEs + «000.2 

“No 2. 1 


*Centrals—Corinto .......... «+ @13 
— i Arereeeas ait @13 
TD cccacesseet 0% @12 
~ , aaa @13 


*Balata, Panama ......... .. @40 

CHORE; GOS .ccccccccce 68 @70 
African— 

“‘Benguella, No. 2.......... 8 @10 

Kassai prime black........ 16 @.. 

Kassai prime, red......... 12 @13 


*Nominal. 
Scrap Rubber 
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Shoe salesmen often say that the Goodyear Wingfoot Heel 
on a shoe is a real help to them in selling. This is so be- 
cause the Goodyear Wingfoot Heel is known everywhere 
for its quality. It wears longer and it keeps its cushioning 
resilience throughout its life. There is no satisfactory 
substitute for Goodyear Wingfoot Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 


Perfectly designed for street wear, outing service, and athletics 
generally, the new Neolin-Wingfoot Sports Bottom has all the 
standard qualities of Neolin—durable, waterproof, comfortable 


WINGFOO 
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FAILURES 


Boston.—J. D. Larkin, Modern Shoe Co., 
shoes, reported Harry T. Talty, ap- 
pointed trustee. 

Chelsea, Mass.—G. Bozylewicz & A. 
Surek, ‘‘Polish Shoe Store,” shoes, re- 
ported involuntary petition in bank- 
ruptcy filed 

Haverhill, Mass.—J. P. Galvin, women’s; 
McKay and Turn slipper manufactur- 
ers, reported made an assignment to 
J. H. Ryan, and D. J. Cavan. This 
follows long extension. He expects to 
pay about 10 cents on the dollar very 
shortly and another 10 cents within 
three or four months if possible. 

Frank W. Mendum, children’s shoe 
manufacturer, reported voluntary 
petition in bankruptcy filed, listing 
liabilities at $948.83 and nominal 
assets $60. 

Tuscumbia, Ala.—J. D. Mitchell, shoes, 
etc., reported adjudged a bankrupt. 

Portland, Ark.—Bain-Adams Co., shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Bristol, Conn.—Andrew Mertellite, shoes, 
reported petitioned into bankruptcy. 

New Haven, Conn.—Chapel Boot Shop, 
Inc., shoes, reported attorneys have 
notified creditors that store is under 
attachment and they are unable to 
raise money to take care of pressing 
past due obligations. No definite 
schedule of assets and liabilities is at 
present available. 

Marion and Beaver Dam, Ky.—D. O. Car- 
nahan, shoes, reported has filed a 
petition in bankruptcy. 

Toccoa, Ga.—Edward Macy, shoes, etc., 
a by nee at A petition in bank- 

Listed assets spout $10,000 
= liabilities about $21,000 

Atlanta, Ga.—Eiseman’s, Inc., shoes, etc., 
reported embarrassed. 

Fitzgerald, Ga.—Abrams Dry Goods Co.., 
shoes, etc., reported petitioned into 
bankruptcy. 

Valdosta, Ga.—Mrs. Esther Bono, shoes, 
etc., involuntary petition in bank- 
ruptcy filed. 


Macon, Ga.—M. Luts & Sons, shoes, 
ete., reported ie into bank- 
ruptcy. 


Savannah, Ga.—A. Slan, shoes,etc., re- 
ported petitioned into bankruptcy. 
Reported assets $11,000; liabilities, 
$66,000. 

West Point, Ga.—Lee Stein. shoes, etc., 
reported petitioned into bankruptcy. 

Chicago, Tli—M. Sherman (34 8S. Wells 
Street) (650 S. State Street) shoes, 
reported petitioned into bankruptcy. 

Pittsburg, Kan.—George Koury, shoes, 
etc., reported filed petition in bank- 
ruptcy — debts at $10,654.31 
with assets of $5,204. A 25 per cent 

dividend — on all debts proven 

Ind.—Alexander 


Dee. 15, 19 
Indianapolis, Deutsch, 
shoes, etc., reported emba 
Detroit, Mich.—Medbury Shoe Co. (Bron- 
stein & Maskin) shoes, reported eti- 
tioned into aekruaer: reported re- 
ceiver appointed. Offering to com- 
promise at 20 per cent. 
St. a Mo.—Walter C. Herbst, shoes, 
ported an involuntary petition in 
Denkruptey filed. An application for 
the appointment of a receiver was 
denied by Judge Faris, who directed 
the trustee to tiepose of the assets. 
B. B. Shoe Co. (Eli Brody) shoes,, 
reported offering to compromise at 
20 per cent. 
Hoboken, N. J.—Louis Goldstein, shoes, 
reported offering to compromise at 
50 per cent. 
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Newark, N. J.—Nathan Kapnek, (222 
Prince Street) shoes, reported peti- 
tioned into bankruptcy. 

Canisteo, N. Y.—Jesse R. Ford, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Poughkeepsie, N. Y.—J. Rosman, shoes, 
ete., reported receiver appointed. 
Rockingham, N. C.—E. Thomas, shoes, 
ete., reported petitioned into bank- 

ruptcy. 

Grand Island, Neb.—L. A. Bloom, shoes, 
etc., reported adjudged bankrupt. 
Cleveland, Ohio—John F. Rezac, shoes, 
etc., reported is in financial difficulty, 
and through his attorney, is offering 

creditors 45 per cent settlement. 

Youngstown, Ohio—Harry Reinitz, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Syracuse, N. Y.—S. Burdick & Sons, Inc., 
shoes, etc., reported creditor asking 
that receiver be appointed to continue 
the business and preserve it for the 
—— of all the creditors. The court 
has not zt handed down a decision. 
as liabilities are ro at $579,542 
and assets at $570,5 

McKeesport, Pa. aor Reiter, 
etc., reported embarassed. 

Philadelphia, Pa.—N. Love & Son (4252 
Main Street) shoes, reported peti- 
tioned into bankruptcy. 

New York City—Broadway  Baoterie, 
shoes, reported an involtintary peti- 
tion in bankruptcy’ fifed ~ inst 
Alexander Levy and .Jack eppa 
trading under the above style.. The 
liabilities said to be $20,000 and 
assets $7,500. 

Salvatore Casale, leather findings, 
reported assigned to Samuel Gold- 
stein. 

Brooklyn, N. Y¥.—Samuel Rosen, shoes, 
as ey petition in bank- 


ru 
me J. Mintz, shoes, reported in- 
er petition in bankruptcy 


shoes, 


Abraham Diamond, also known as 
Al Diamond, shoes, reported involun- 
tary petition in bankruptcy filed. 

New York City—Charles Morris, retail 
jobber and exporter of shoes, reported 
raised his previously reported offer 
of 20 per cent cash settlement, and is 
now offering creditors 40 per cent, 20 
per cent in cash and the ance in 
unsecured notes signed by Morris. 

Louis Kaufma Inc., shoes. 
ported petition oy ‘pankruptcy “fied. 
Emil Kaufman, Inc., shoes and 
sandal manufacturers, reported in- 
volun tition in bankruptcy 2. 
The liabilities said to be a $17,0 
and assets estimated $10,000. 

Palette Fierman, Boston 
Cut Price Shoe Store, reported an 
- # of 20 per cent in cash is being 
offered to creditors. 

Central Falls, R. 1—James Weisman, 
shoes etc., reported involuntary 
petition in bankruptcy filed. 

Dublin, Texas—Rosenberg Bros., 
etc., reported in bankruptcy. 

Saratoga, Texas—H. Sternberg, shoes, 
etc., reported embarassed. 

Suffolk, Va.—M. Rubenstein, shoes, etc., 
reported offering to compromise at 
20 per cent. 

Sheridan, Wyoming—Louis Jacobs, shoes, 
etc., — petitioned into bank- 
rup tey 

Wineeen, Manitoba—Thomas Ryan & 
Co.,. ‘Ltd, wholesale shoes. _ reported 
offering to compromise at 50 per cent. 

Toronto, Ont.—Consumers,.Boot Shop, 
shoes, reported assigned. 


shoes, 


Montreal, P. Q.—George Davis (Strand 
Shoe Store), shoes, reported offering 
to compromise at 25 per cent. 

Home Shoe Co., Ltd., shoes, etc., 

reported offering to compromise at 

50 per cent. 

J. M. St. Onge, shoes, 
asking general extension. 


CHANGES 


Boston—Otis Gooch Co., leather, nesta. 
rated with authorized capital of 


Standard Leather & Findings Co., 
Inc., leather and Saaogs. incorporated 
with authorized capi of $30,000. : 

Lynn, Mass.—Nathan Gass, aaaiee rem- 
nants, succeeded by Eagle Sole 
Leather Co. 

New _ Bedford, Mass.—Champegny & Le 
Blanc, retail shoemen. Charles Le 
Blanc sold his interest in the firm to 
his partner, Joseph D. Champegny. 
All of the employees will continue on 
with the firm, but Mr. Le Blanc, after 
an extended trip to Florida with Mrs. 
Le Blanc, will open a store of his own 
on Purchase Street. 

Hardy, Ark.—W. T. Cope & Son, shoes, 
etc., will move to Monette, Ark. 

Helena, Ark.—Solomon’s Shoe_ Store, 
shoes, sold out to Jiedel & Rothschild. 

Fort Morgan, Col.—Crouch Bros., shoes, 
etc., succeeded by Peyton-Reinert 
Mercantile Co. 

Chicago, Ill.—Cantilever Shoe Stores, Inc., 
shoes, capital increased to $50,000. 
Detroit, Mich.—Geko Company of Detroit 
shoes, incosperated with authorized 

capital of $50,0 

Brooklyn, N. , pa“ ‘Barber Shoe Co., in- 
coprorated with $50,000 capital. E. & 
J. Garofalo, = 

Bordentown, . J.—Samuel Morsilli, 
shoes, etc., left town. 

Long Island City, N. Y.—S. Barber Shoe 
= oo eee with capital of 

New York City—Everlift Shoe Heel Co. 
incorporated with capital of $25,000. 

John Ferraro, 36 nton Street, 
shoes, reported sold out. 

Rochester, N. Y.—Hand Craft Children’s 
Shoe Mfg. #20,000, incorporated with 
capital o: 

Clevelaas Shin's arabek, a suc- 

eeded by oo Shoe Stor 

Paulding, Ohio—E. E. Cramer, hoes, re- 
ported sold out to J. M. Betz. 

Reading, Pa.—Shapira & Co., ~~ etc., 
reported sold out. 

Memphis, Tenn.—Levi-Solomon Shoe Co. 
wholesale shoes, recently commence 
Hr here; authorized capital, 


Brandon, Vt.—The Neshobe Syndicate, 
Inc., has given notice of dissolution 
to the Secre of State. The notice 
is signed by F. E. Rogers and John 

Buttles ot the board of directors. 
with Arthur L. Buttles of Bran- 
don, * organized the corporation on 

1915, to deal in boots and 
shoes, rubber and leather 8, cloth- 
ing, woolens, leggins, and men’s fur- 
nishings. It was capitalized at $10,- 
a = which $3,0 was actually 
pa 

Burlington, Vt.—The —_ Bartlett Shoe 
Co: has filed with the Secretary of 
State an affidavit of voluntary disso- 
lution. The obligations of the com- 
pany have been discharged and its 
assets divided among the stockhold- 
ers, according to the affidavit...The 
affidavit was drawn on Dec. 27 before 
A, L. Sherman, master in chancery, 
and is signed by F.. W. Whitcomb 
and B. H. "Badaer of Burlington, both 
members of the board of directors. 


reported 
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NATHAN D. DODGE SHOE CO. 


NEW YORK CITY \ 
110 Duane Street 215 sh Shetdley Bldg Ateey Bldg 179 a Lincoln St. 
WM. M. ANDERSON, Manager = H. Manager R. A. CILLE . Manager 



















Style X536 — Code 
*‘Palomar,"’ Patent 


Style X516 — Code 
“Carl,”” Glazed Kid Sou- 
venir, 8/8 military heel, 
widths AA-O, Price $3.75 
Carried at Montgomery 
only. 


Style X551—Code 
““Dora,’’ Imported Silver 
Cloth Thetis, 17/8 Span- 
ish Louis heel, widths, 
AA-C. Price ....#4. 
Carrie@ at New York and 
Newburyport. 

Style X552--Code 
*“Fanny,’’ Imported Silver 
Cloth Isabel, with center 
strap, pearl buttons, 
widths AA-C, 17/8 Span- 
ish Louis heel. Prive 


Carried at New York only. 
Style X553—Code 
“‘Autumn,”” Brown Ooze 
Calf Thetis, brown buck- 
les, 17/8 Spanish Louis 
heel, widths AA-C, Price, 


Carried at Newburyport 
only. 


Siyle X491 — Code 
“Vivian,” Glazed Kid 
Lorraine, jet center buck- 
les, 17/8 Louis heel, 
widths AA-C. Feiss 


Carried at San Francisco. 


Style X484—Code 
“‘Francis,’’ Dull Calf Isa- 
bel, 7, Louis » 
widths AA-D. . 
$3.75 
Carried at Boston, New- 
buryport and Chicago. 


Style X456 —-Code 
“Kate,” Dull Kid Mary, 
jet beaded, 14/8 Louis 
heel, widths AA-D. _ Price 

$5.00 


Carried at San Francisco, 
Kansas City, Newburyport, 
Boston and Montgomery. 


Style X542—Code 
“‘Peachy."’ Patent Chrome 
Lorraine, brass buckles, 
14/8 Louis heel, widths 
AAC, Price .....$4.75 
Carried at Chicago only. 


MONTGOMERY 
105 Bibb Street 
N. WHEELER, Manager 
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IN STOCK 


Style X545—Code 
*“Clara,’’ Dull Calf Loer- 
raine, three strap, nickle 
buckles, 17/8 Louis heel, 
widths AA-C. PrtiTS 


Carried at Ohicago only. 
Style X55 4—Code 
“‘Nigger,”’ Black Satin 
Lorraine, jet center buck- 
les, 17/8 Louis heel, 
widths AA-C. Price, 

$5.75 
Carried at Kansas City 
only. 


Style X55 5—Code 
‘‘Julia,’’ Black Ooze Calf 
Lorraine, jet buckles, 17/8 
Spanish Louis heel, widths 
AA-C. Price .....$5.50 
Carried at Ka 


sas City. 





Style X530 — Code 
‘Tira,’ Patent Chrome 
Lorraine, buttons, 17/8 
Louis heel, widths AA-C. 
Price ....cescecses 5 
Carried at Kansas City 
only. 


Style X441-Code 
“Brownie,”’ Brown Ooze 
Calf Mary, 18/8 Louis 
heel, widths AA-C. Price 


Carried at Kansas City. 
Style X458 — Code 
“Edith,”’ 

Mary, 14/8 Louis. heel, 
widths AA-C. Price 


Carried at Boston only. 


Style X470—Code ‘‘An- 
nie,” Dull Calf Mar- 
garet, 12/8 Baby Louis 
heel, widths AA-D. Price 

$3.75 
Carried at Newburyport. 
Style X471—Code “‘Nel- 
lie,” Glazed Kid Mar- 
garet, 12/8 Louis heel, 
widths AA-D. rie 


Carried at San Francisco, 
Newburyport, Kansas City 
and Montgomery. 

Style X476 — Code 
‘*Adelaide,”” Black Satin 
Margaret, 12/8 8 
heel, widths et 


Carried at Newburyport 
and Boston. 


Style X477—Code 
“Emily.” Black Satin Ger- 
trude, jet beaded, 17/8 
Lonis heel, widths AA-D. 
Dule® _cecececeeese 50 
Carried at San Franci 
and Newburyport. 


NEWBURYPORT, 


CHICAGO 
310 Lees Bldg., 19 So. Wells St. 
A. H. HOPKINS, Manager 





Style X535—Oode 
“‘Champion,’’ Patent 
Chrome Sandal, 12/8 mili- 
tary heel, widths AA-C 
Pric® cccccocccces \° 


ce 
Carried at Newburyport 
only. 


Style X47 3—Code 
“‘Rena,’’ Glazed Kid Isa- 
bel, 12/8 Louis heel, 
widths AA-C. Price, 


Carried at Kansas City 
only. 

Style X488—Code 
“‘Priscilla,’’ Black Ooze 
Calf Isabel, 12/8 Louis 
heel, widths AA-C. Price, 
. $3.25 
Carried at Newburyport, 
Boston, San _ Francisco, 
Kansas City and Mont- 
gomery, 


Style X431—Code 
“Bsther,”’ Black Satin 
Margaret, jet beaded vamp 
and strap, 17/8 Louis 
heel, widths AA-D. Price, 

$5.75 


Carried at Newburyport, 
Montgomery, Kansas City, 
San Francisco and Chicago 
Style X432—Code 
“‘Charlotte,”’ Black Satin 
Margaret, jet beaded vamp 
and strap, 12/8 Louis 
heel, widths AA-D. Price, 

25 
Carried at Montgomery, 
Boston, Kansas City, San 
Francisco and Newbury- 
port. 


Style X485 — Code 
“Tracy.” Imported  Sil- 
ver Cloth Isabel, 14/8 
Louis heel, widths AA-C. 
PERSO ccccccceces 
Carried at New York 
only. 
Style X494—Code 
‘‘Lena.’’ Dull Calf Isa- 
bel, perforated all 
around, 14/8 Louis heel, 
widths AA-D. Price 
84.00 


Carried at Newburyport 
and Montgomery. 


Style X546—Code “‘Ave- 
nue,”’ Patent Chrome The- 
tis, jet buckles, 13/8 mil- 
itary heel, widths AA-C. 
SED cweccokesces #4. 
Carried at New York. 


Style X515—Oode 
‘*Douglas,’’ Patent Chrome 
Kathryn, grey suede trim- 
ming, 14/8 Louis heel, 
widths AA-C. Price, 


00 
Made on our latest round- 
ed toe last. Carried at 
Montgomery only. 














Occasions 





MASS. 


770 Mission Street 
SOLLY SCHWEITZER 
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‘Constant Comfort’ 











Americas Best Comfort Shoe 







































In Stock Styles-Ready fo Ship 





CONSTANT IN QUALITY 
_CONSTANT IN COMFORT 
CONSTANT IN SERVICE 


This policy has been consistently fol- 
lowed in the past and will be followed in 
1922. Our supremacy is due to having 

_ definite standards of quality, fair treat- 
COMBINATION LAST’ ment and good values. In the future you 
378 Dee Fee hes with plein to. will find them the same as in the past. 

» GC, D.... 


No. 477—Same shoe 
Both In Stock. A, B . 83.35 





No. 478—High Grade 


Our line has been improved. New lasts and 
new numbers have been added. Our new 
combination last makes a very beautiful shoe 










oe AyD. — and is an excellent fitter. If in Boston this 
ing AA-beel seat, A week call at our office, 139 Lincoln Street, and 
instep, B ball. look over our line. “Jim” Carroll and “Al” 


Minshall will be in attendance and you are 
assured of a cordial reception. 


No. 238—High Grade 
Black Kid 8” Polish 
13/8 Cat’s Paw Rub- 
ber Heel, 








‘No. 285—High Grade Black 
Kid Two Strap Pump, 12/8 
MOTE cccocccececttoets $3.10 
No. 217—Same shoe 
with Imitation tip. “ 
Cc, No, 282—Same pump 
DD ccccocsvt 84.25 in a one strap. .$3.00 
a | In Stock. A, B, 
c, D. 




















Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn Saaxgtuzs corres. zen steer 6) Maine 





























ww 
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The National Hotel Chairman 


Charles F’. Maxwell Is in the Circle, Boys— 
An Earnest N.S. T. A. Worker 


In the above circle you may look 
at the features of one of the best- 
known salesmen nationally, Charles 
F. Maxwell. Mr. Maxwell resides in 
Brockton during the summer, but 
prefers Florida in winter. 

“Charlie” has many good qualifica- 
tions. In the first place, he has won 
high prestige as a salesman. He 
knows the men’s shoe game thorough- 
ly, having been connected with men’s 
eastern lines for fully twenty years. 
At present he is traveling the great 
Central West for the Hurley Shoe Co., 
Rockland, as well as for Reynolds, 
Drake & Gabell Co. of North Easton. 


The Maxwell Bill 


As a parliamentarian he is a past 
master, having served his apprentice- 
ship as moderator up among the same 
Berkshire Hills which inspired the 
vice-President of.the United States. 
“Charlie” is of a serious turn of mind 
and is always in éarnest in everything 
he does. He particularly strives to 
be of real service to the shoe traveler, 
in testimony of which his good work 
as national chairman of hotels during 
the past year stands forth promi- 
nently. He is now interested in push- 
ing a bill through the State House, 
to be known as the Maxwell Bill—the 
boys will hear more of this a little 


later. 
A Fluent Talker 


That he is a fluent public speaker 
one has but to recall his many ap- 
pearances at the Boston Shoe Trades 
Club and the conventions of various 
organizations. “Charlie” has held 
many offices in shoedom, among which 
have been the presidency of the Bos- 
ton Shoe Travelers’ Association and 
vice-presidency of the Boston Shoe 
Trades Club. 


Enjoys a Good Cigar 


We have not. yet consulted the re- 
cording angel as to his possible fail- 
ings, but we do know that, outside of 
shoes, he does enjoy a good cigar and 
an evening at home while buried deep 





Harding Lauds Travelers 


In a recent message sent by 
President Harding to the Omaha 
Chamber of Commerce, in con- 
nection with an entertainment in 
honor of traveling salesmen who 
work out of Omaha, the head of 
the nation said that it was his 
hope that traveling men “will 
continue in the coming year the 
splendid work for American 
business and national confidence 
which -they have always con- 
ducted in the past. It has long 
been a conviction with me that 
no group of men do more to 
spread the spirit and sentiment 
of optimism than do these am- 
bassadors of business, as I like 
to call them. 

“I hope and firmly believe that 
the efforts which they and many 
others are putting forward are 
going to bring about a vast im- 
provement in the national busi- 
ness situation in the coming 





year.” 








in the mazes of some historical or 
philosophical treatise. As “light read- 
ing” he enjoys Roberts’ Parliament- 
ary Rules of Order or Hoyle on 
Whist. The absorption of large doses 
of this mental food doubtless accounts 
for “Charlie’s” precision and exact- 
ness in details. 


155 





With all of “Charlie’s” years on the 
road and as a student, he is a young 
man, as the picture above testifies. 
Time has dealt kindly with him, as 
he comes from sturdy New England 
stock, which mellows and improves 
with age. 


W. F. Prather in Boston 


W. F. Prather of Baltimore, who 
carries the line of Frederick S. Peck, 
Worcester, and that of the Maryland 
Shoe Corporation of Baltimore, was 
a visitor in Boston during the first 
week in January. Mr. Prather was 
looking around and sizing up the sit- 
uation, also collecting his samples for 
the coming season. He is prominent 
in the Baltimore Shoe Travelers’ Asso- 
ciation and in all other shoe trade 
activities. 


Ross King Is in Chicago 


Ross King of Nettleton fame re- 
turned to Chicago on December 16. 
After a few days in that city he pro- 
ceeded to Janesville, Wis., for the 
holidays. Mr. King was a resident of 
Janesville for many years and has 
relatives and hosts of friends at that 
point. During the National Shoe Re- 
tailers’ Convention at Chicago, Mr. 
King was found at his office in the 
Security Building, 189 W. Madison 
Street, Room 1108, where he has a 
full line of samples of the Nettleton 
company’s product on display. 


Fairfield Is a Sportsman 


Harold Fairfield completed his trip 
in Canada and the Northwest and 
visited the Nettleton factory just be- 
fore Thanksgiving. He did not tarry 
there long, but “heat it” for Alfred, 
Me., where he planned to chase cot- 
ton-tails and put salt on partridge 
tails for recreation. 
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CEDAR CLIFF SATINS 


The Practical Quality of Cedar Cliff 


Cedar Cliff is superior not only on 
account of the quality of raw materials 
used, but in the way it is manufac- 
tured. Great care is taken in the 
preparation of all materials used so as 
to insure their wearing qual- 

ities. 


You can buy Satins with 
greater confidence if you 
know they are made by 
Cedar Cliff. 


The Cedar Cliff 
Silk Company 


251 Fourth Ave. 
New York 
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Felix Moccasin Men 


Last September R. B. Packham as- 
sumed the management of sales for 
his concern—the Felix Moccasin 
Co. of Marlboro, Mass., of which R. L. 
Felix is the founder. Mr. Felix has 
charge of the manufacturing end of 
the business. Mr. Peckham made a 
recent call at the Shoe Traveler De- 
partment of the RECORDER and re- 
ported as follows on the sales force 
for 1922: 

“I have four tried and true sales- 
men covering various territories, as 
follows: Guy H. Cummings, Maine, 
New Hampshire and Vermont; Mark 
D. Emerson, Rhode Island, Connecti- 
cut and New York; William Bell, the 
southern states of Missouri, Louisiana 
and Texas, and the other ‘good fel- 
low’ is Mrs. William Lusigman, who 
travels Massachusetts. 

“In the last seven years it has been 
necessary to increase our plant four 
times, until to-day we are producing 
125 pairs of hand-sewed moccasins 
daily. Mr. Felix started in a very 
humble way about ten years ago. His 
‘factory’ was his back shed, but he 
soon outgrew these quarters. Besides 
the men’s and women’s line, there is 
the ‘Kiddiemox’ for the little folks, 
of which I am especially fond. Last 
November we opened a Boston office at 
82 Lincoln Street.” 

Before becoming associated with the 
Felix Moccasin Co., Mr. Peckham was 
buyer for the Arthur A. Williams 
Shoe Co. 


North of the Rio Grande 


Henry Bosworth of the Nettleton 
company’s sales force pulled in under 
the wire just in time to eat his 
Thanksgiving turkey at home in 
Syracuse. He was “on the job” dur- 
ing the salesmen’s conference and the 
designing of the new samples at the 
Nettleton factory in December. Hen 
advises that he came through his trip 
in the Southwest without being “held 
up,” “snake bit” or “wrecked” and 
that he kept strictly north of the 
Rio Grande. 


Berner on Pacific Coast 


Saul Berner, coast representative 
for Krohn, Fechheimer Co., Cincin- 
nati, after spending several weeks at 
the factory, where he assisted in get- 
ting out his new samples, is once 
more on his territory, the Pacific 
Coast, calling on his trade. 


Walker Salesmen Confer 


On December 29 and 30 a conven- 
tion of the entire sales force of Wil- 
liam H. Walker & Co. was held at 
the Statler Hotel, Buffalo. Salesmen 
from the various territories attended 
and found on both days a complete 
program arranged for them. Enter- 
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tainment features were a_ theater 
party on the evening of December 29, 
following an informal dinner of the 
salesmen, and the next night a big 
dinner of all the employees and wives 
of the married men was held in the 
ballroom of the Statler Hotel. The 
dinner was followed by entertainment 
and dancing. 


Averell in Nevada 
George Averell, a well-known travel- 
ing salesman on the Pacific Coast, has 
made arrangements to assist R. H. 
Drew with the Thomson-Crooker Shoe 
Co.’s line in California and Nevada. 











Harry H. Reipley, who travels for 
the L. B. Evans Son Co. and who 
was very busy greeting customers 
at Booth 72. N.SRA. Conventwn, 
Chicago, Jan, 9-12 








Rowalt on Pacific Coast 


Curt Rowalt, son of Fred Rowalt, 
who represents the Weber Shoe Co., 
is this season assisting H. O. Winslow 
with the Douglas Shoe Co. line of 
Brockton, Mass., on the Pacific Coast. 
Curt has traveled with his father in 
this section of the country and is 
well known among the retail mer- 
chants. His brother, George, is now 
assisting T. J. Cunard, representing 
the Emerson Shoe Co. of Brockton, 
Mass., in Pacific Coast territory. 


H: W. Barie in New York 


Hiram W. Barie of the A. E. Net- 
tleton Co., after attending the sales- 
men’s conference at the Syracuse fac- 
tory during the week of December 12, 
returned to his home in Detroit on 
December 16, where he spent the holi- 
day period. Mr. Barie attended the 
National Shoe Retailers’ Convention 
at Chicago, January 9 to 12. Mr. 
Barie is now in New York City vis- 
iting his customers. 
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Almost Broke Record 


“Tom” Johnson, salesman in the 
Southwest for the A. E. Nettleton Co., 
also a prominent Goo Goo, returned 
to his home in Boston in ample time 
to enjoy his Thanksgiving turkey. 
Mrs. Johnson accompanied “Tom” 
on the major portion of his trip, and 
perhaps it was partly due to her 
cheering presence that “Tom” stood so . 
near the top of the list in volume 
of orders taken. 

When trains are late and orders 
come hard there is nothing like the 
cheery wife to bolster up one’s cour- 
age and make life worth while. 
“Tom” attended the Nettleton sales- 
men’s conference during the week of 
December 12, and his presence re- 
sulted in the usual number of samples 
on Barrister lasts, corded imitation 
tips and box-stitched edges, as well 
as some real “doggy” styles, “guaran- 
teed,” says “Tom,” “to knock ’em 
cold on sight.” 


McGavock Is a Barn Builder 


Spence McGavock completed his trip 
through the South and reached the 
A. E. Nettleton factory on Decem- 
ber 9. Aside from Spence’s regular 
duties connected with sample design- 
ing during the December conference, 
he has had many important engage- 
ments at Fred Dyer’s Shop and Goet- 
tel’s Haberdashery, Syracuse. He re- 
turned to his country home, near 
Nashville, December 16. Spence made 
a specialty of building barns last fall. 
It is seldom that lightning strikes 
twice in the same place, but it cer- 
tainly got two McGavock barns at 
different times during the fall of 1921 
and the new ones are nearing comple- 
tion. Before leaving for home Spence 
told the Syracuse folks that he had 
wired his negro boy, John, “he was 
starting for home and to chain up the 
dog.” We don’t know whether there 
is any connection between this pre- 
caution and Mr. Dyer’s “snappy” 
creations, or what. 


Goldsmith at Essex, Boston 


Gordon Goldsmith of the Maryland 
Shoe Corporation of Baltimore, Md., 
has been stopping at the Essex Hotel, 
Boston, where he is showing his line 
of samples at Rooms 308-310. Mr. 
Goldsmith also represents the K. M. 
Stone Importing Co., New York, and 
Phillips Cram Corporation. He is 
very ‘strong on the question of reci- 
procity and has much influence with 
legislators at Washington. Of late 
he has been exerting his efforts for 
opening up the gates to foreign busi- 
ness at the earliest possible moment. 
Mr. Goldsmith’s good work has been 
felt in the shoe business all over the 
United States. 
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Comfy Profits are | Daniel Green) 
Just Beginning Gee 


PATEN 


Cr RISTMAS has come and gone, but Daniel .Green 
Comfy sales have not stopped, by a long sight. 
ee en ee ) td Write for our Green 


Dealers who look on Comfys as a holiday line only are Book, which  de- 
scribes our national 


issi » of the bigg i a a 
missing one of the biggest sources of profit that is oper advertising for 1922 
to them. 3 and the merchandis- 
, - , ‘ ing helps we give you 
Daniel Green advertising goes right along steadily to boost Comfy sales. 
throughout the year. This is no longer a one-season busi- 
ness—but an all-season profit-producer for the dealer who 


gets in line with our advertising. 


The next few months, full of cold, wet days, are big days 
for Comfy dealers who keep Daniel Green Comfys on 
display. Don’t make the mistake of cutting your prices 
and sacrificing your post-holiday stock. Display Comfys 
in your windows and in your store, and watch your sales 
grow. 1922 will be the biggest Comfy year ever. known. 


Daniel Green salesmen are now on the road with the 
1922 line of genuine Comfys and quality Boudoirs. 
If you wish to place your order before you receive 
our salesman’s advance notice, let us know and we 
will put you in touch with him at once. 


Daniel Green Felt Shoe Company 


New York Salesrooms: General Offices: 
116 East 13th Street Dolgeville, N. Y. 








Daniel Green 
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Ferrers Showing in Boston 


Charles C. Ferrers is keeping open 
house this month at the Boston office 
of the Jelly-Delaney Shoe Co., Room 
212, 139 Lincoln Street. He has been 


CHARLES C. FERRERS 


At Boston office of Jelly-Delaney 
Shoe Co., 139 Linooln Street, 
Room 212, during January 


kept on the jump so far, welcoming 
his many friends and explaining to 
them the merits of the big misses’, 
children’s and growing girls’ lines of 
the fine welt shoes of the Jelly-De- 
laney Shoe Co. Says Mr. Ferrers: 
“These shoes are solid leather and, 
moreover, they are all ready to ship.” 
It was not so very long ago that, 
instead of being salesman, Mr. Ferrers 
was buyer of the children’s shoe de- 
partment of the Jordan Marsh Co., 
Boston. 


Elwell in Boston 


Halsey Elwell, who calls on the 
trade in Boston and other New Eng- 
land cities, took part in the Nettleton 
sales conference during the week of 
December 12. Halsey was brimfull 
of new ideas and had many valuable 
suggestions to offer in the designing 
of the new samples. He returned to 
his hme in Newton Centre, Mass., 
the ewening of December 16 and can 
be fojund during business hours at 
his office and sample room at 183 Es- 
sex Sjtreet, Room 710, Boston. 


Garfield Was at Chicago 


Herjry Garfield came to the Syra- 
cuse factory from his territory to be 
present at the A. E. Nettleton Co.’s 
salesmen’s conference and to take 
charg of the sample designing during 
the wkek of December 12. Mr. Gar- 
field visited a few customers in the 
large eastern cities before January 1 
and then jumped to the N. S. R. A. 
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convention, Chicago, January 9 to 12, 
where he was found at the Nettleton 
company’s exhibit at Booth 10, Colli- 
seum Building. Mr. Garfield makes 
his home in Syracuse and can be found 
during business hours at his office in 
the Nettleton factory. 


Hawkins with Hilliard & 
Tabor 

H. F. Hawkins became a member of 
the hustling sales force of Hilliard & 
Tabor, Inc., on January 1, and is now 
in his old territory, Indiana, with 
headquarters at Indianapolis. Mr. 
Hawkins is a Boston man, but about 
seven years ago assisted in starting 
the Indianapolis branch of the United 
States Rubber Co., and covered the 
retail trade of Indiana for them with 
a line of rubber footwear, Keds and 
felt slippers. Before going to In- 


H. F. HAWKINS 


Who travels Indiana for Hilliard 
é& Tabor, Inc. 


dianapolis he was affiliated with the 
Boston branch of the United States 
Rubber Co. and prior to that he sold 
shoes in the East for Rice & Hutch- 
ins, Inc. 

Mr. Hawkins has a thorough knowl- 
edge of shoes and is a keen observer 
on country-wide trade conditions. He 
recently made a call at the office of 
the RECORDER and stated that business 
in general in his territory is showing 
a slight improvement. “We are get- 
ting back to normal,” said Mr. Haw- 
kins; “I do not look for a big boom, 
but for a more or less stable business 
for 1922.” 


Hobin Sells Coffin Shoes 


John Hobin has become affiliated 
with the sales force of the George E. 


Coffin Shoe Co., Lynn. He will travel 
among big cities. He was for 16 years 
with Wichert & Gardiner. 


Beasley Salesmen 
Enthusiastic 

Salesmen of the Beasley Shoe Co. 
who are in Lynchburg for a sales con- 
ference have been given a trip through 
the manufacturing plant on Kemper 
Street, recently purchased by the 
Beasley company from the Fritz- 
Richards company. When the sales- 
men go back upon the road they will 
carry for the first time samples manu- 
factured by the Lynchburg plant. 

R. P. Beasley, president of the com- 
pany, reported that, after visiting the 
factory, his men were most enthusi- 
astic about the business expansion. 
General indications throughout the 
Southern territory covered by the 
company point to a successful year 
for 1922, Mr. Beasley said. 


Lovely Makes Business 
Forecast 


George J. Lovely, who travels New 
England for the Dalton Shoe Co., 
Brockton, is a student of the stock 
market and its effect upon the shoe 
business. From his deductions he 
makes a forecast which is encourag- 
ing—namely, that the fall of 1922 
will be a good one for the wide-awake 
retail shoe merchant, wholesaler and 
manufacturer. 

George was right on the job at the 
Babson Night, January 4, when “The 
Business Outlook for 1922” was the 
subject of an address by Roger W. 
Babson at Tremont Temple, Boston. 
He had his paper and pencil in hand 


GEORGE J. LOVELY 


Who travels New England for Daiton 
Shoe Co. 


and will, at his leisure, compare notes 
with the world-famous statistician. 
George J. was at his Massachusetts 


: home for the holidays, but is now on 


the road with some brand-new crea- 
tions for spring, 1922. 
(Concluded on page 194) 
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Two National F avorites 
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Van 











HEN you order 

shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 





DyKe 


The Approved Brown 


















BARNET LEATHER CO., Ine. 


He eadquarters 


81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 
N. E. Selling Agent 


). eS a 
Van 


Ruba 


Boarded Red Flat 


















BARNET LEATHER CO., INC., OF MASS. 





98-100 South St., Boston, Mass. 


““7AN DYKE” 

calf and “ Van 
Ruba” calf are among 
the 1o BARNET 
LEATHER CO, 
Inc., specialties ia 
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supports the waist— 


‘“_-s9 the Master Futkorset Shoe 
supports the arch.” 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from 
arch discomforts, it helps weak 
feet become normal, it prevents 
fallen arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees 
of Fashion. The stylish lines of 
the various models and the elegant 





materials used in their manufac- 
ture cannot help but please. the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and re- 
peat sales that have attended the 
stocking of this shoe in hundreds 
of high class shoe stores throughout 
the country have proven our shoe 
sales-builders. If you have not 
stocked it, you have overlooked a 
certain seller. It is made in both 
high and low models. Send in your 
order at once for a trial dozen. 





THE FUTKORSET 
SUPPORTS THE FOOT AS— 











e on exhibit at Booths 139 
tH at the N. S. R. A. Convention. 





A CORSET 


F Futkorsét and Maid of Honor suU UPPORTS |. 








fail to see them. 


ITTEVENS COMPANY 


SHOEMAKERS 
ATI, O. 


Reg. U. S. Pat. Office 
Trade Mark 
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Change the Ornament and 


You Change the Style 


6958 — High grade 
rhinestone strap orna- 
ment. Will completely 
conceal the button. 


- 

6957 — Rhinestone * 
strap ornament, espe- 
cially suitable for 
center of % in. strap. 


Sell your customer on this Idea 


Just a hint as to the popularity of shoe ornaments, at the time 
. aiaitiia eee of selling shoes, is most likely to put another profit in your cash 
Po ee = “a register. Women are quick to see the advantages offered by a 
pendants, Attaches to ~ change in shoe ornamentation and add two or three different 
strap by loop on back. ornaments to their footwear purchases. This all means extra 
money to you. “Dalco” designs are unsurpassed in originality, 

workmanship or variety. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 
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“TS The Claridge | 


Shoe and Leather Men Are il 
Entertained at the Claridge 


IGNITY, comfort and the 
excellent cuisine, which are 
outstanding features of the Clar- 
idge, have been supplemented by 
still another, which is the danc- 
ing of Mr. Jack Cifford and 
Miss Hazel Allen at Tea and 
Supper daily. q 
Ernest Hussar’ s famous orchestra : 
also helps to make the shoe and 


leather men’s stay at the Claridge 
enjoyable. 


HOTEL CLARIDGE 


BROADWAY aé 44th STREET 
NEW YORK. 
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REED STYLES 









Reed Exclusive 
Footwear 

















is synonymous with rapid = 
turnover and increasing —— 
profits. 








The timeliness of each 
model, the care in crafts- 
manship make the appeal 
that insures the sale. 
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Operating Costs Decrease with 
the Sale of Ensign Shoes 


When you sell Ensign Welts for Boys, you 
sell Better Service—and when re-sale times 
come around, salesmen’s time is saved be- 
cause of the continual selling Ensigns have 
performed during use. 


THE ENSIGN SHOE CO. 
Belfast, Maine 














Stock No. 200 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, English Last, 
Oak Outer Sole, Springstep Rub- 
ber heel. Widths, C and D. 
Sizes, | to 5. 


Price $3.25 


STOCK 











REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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BRANDED OR UNBRANDED 


"FOR MEN AND WOMEN 
STOCK STYLES READY TO SHIP 


Price $5.25 


B-538—Winsor Last. Our Mirror Patent Oxford. 
Light Weight Construction. Flexible Sole. AA- 
D. Code Word—Crystal. 


B-548—Same shoe as above in Gun Metal Calf. 
Code Word—Comet. 


' ¢ Price $6.00 
Price $5.25 ; Stock No. 861—Bal, Tony 
ae red Calf. Perforated 
' throughout. Fancy center 
Stock No. 100—Women's Tony Calf Welt Ox- perforation in tip. Goodyear “Wingfoot” rubber heel. 
ford—a rich ‘red shade with four rows €lose “Vogue” last. Heavy single sole. 
stitching throughout. Fancy center perfora- Stock No. 871—Style like No. 861, P & V No. 104. 
tion in tip. Carries the popular 10/8 heel. Perforated throughout. Fancy center perforation in 
Last Code Widths tip. Goodyear “Wingfoot” rubber heel. 13 iron 
135 Peach AA-D single sole. On “Our Advice” last. 


(Send for Catalogue) 


Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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General Business Tone Will Be 
Healthier in 1922, Says Babson 


About Half of Basic Industries Have Already Turned the 
Corner and Remainder Will Follow, 


N increasing degree of pros- 
perity for most of the coun- 
try during 1922, based on his 

theory of cycles in business, is pre- 
dicted by Roger W. Babson, statisti- 
cian. Speaking on Jan. 4 before a 
large Boston audience, Mr. Babson 
explained the cycle theory and by 
logical deduction showed what he be- 
lieved to be the future of the coun- 
try’s business during the next few 


years. 
“Business,” he said, “travels in 
cycles. Each one of these cycles is 


divided into twelve distinct periods. 
Every business cycle, like the seven 
lean and seven plentiful years of 
Egypt, starts with prosperity, large 
wages, large profits and these very 
things breed inefficiency. The em- 
ployer goes to Palm Beach. The 
executive spends more time at his 
club. And the wage worker slacks 
on his job. No period of prosperity 
ever lasted more than a couple of 
years, without leading into a period 
of inefficiency, which is always caused 
by declining prices. Inefficiency leads 
to dishonesty. We cover up our mis- 
takes; we put our good apples at the 
top of the barrel; we use substitutes 
instead of genuine goods, until it is 
only a step to a period of dishonesty 
and declining stock prices. These are 
the periods which 1920 witnessed. 


The Period of Crime in 1921 


“In 1921, we came into Period 4, 
which is always known as the crime 
wave period. Here in Boston, it was 
illustrated by the Ponzi episode; in 
Chicago by the baseball scandals; 
throughout the entire country by 
auto thefts, mail robberies and other 
forms of crime that accompany de- 
clining commodity prices. After the 
crime wave immediately follows ‘the 
period known for its lack of confi- 
dence. Lack of confidence always 
develops into unemployment, and so 
the year of 1921, through which we 
have just passed, began with the 
crime wave and ended with lack of 
confidence. This brings us up to the 
beginning of Period 5, noted for its 
lack of confidence and general un- 
employment. 

“We are now in Period 6, when the 
real estate situation is so upset. Dur- 
ing good times, we hear much about 
the shortage of homes, yet statistics 
prove that more homes have been 


Declares Statistician 


built during these past good times 
than ever before. The fact of the 
matter is that John and Mary are 
no longer content to live with the 
old folks. They must have an apart- 
ment or home of their own, so there 
is a division of homes, and more 
homes are necessary during prosper- 
ous times; but when we get into a 
period of unemployment, the reverse 
takes place. Mary and John go back 
to live with the old folks, or the old 
folks go to live with Mary and John, 
so we have the period of declining 
real estate values. 


Real Estate Prices Tend Downward 


“During the next six months, 
therefore, we will see the ‘For Sale’ 
sign on the front of many little cot- 
tages and the ‘For Rent’ sign in many 
apartment house windows. 

“Then, we begin to turn the corner 
and come to Period 7, which will be 
the next period which we shall enter 
and will be the first step forward on 
the better half of the cycle. Period 
7 is noted for increasing thrift, the 
increase in the amounts of money in 
the saving banks. These two factors 
loom larger during periods of depres- 
sion than during periods of pros- 
perity. Efficiency increases. The em- 
ployer spends less time at Palm 
Beach. The executive spends less 
time at the club, and every worker at 
the bench gives greater time and 
value for his money. These are the 
signs of the eighth period of the 
cycle—greater efficiency. 


Religion and Business 


“Following the eighth period, we 
have a most interesting period, known 
as the period of increasing religious 
interest. This is one of the signs of 
the turning of the tide and a period 
which we will reach in the course of 
twelve months. Religious interest 
brings faith and displaces fear; hope 
takes the place of discouragement. 
Everyone goes out Monday morning 
with a desire to help the other fel- 
low. That period soon brings us into 
Period 10—the period of resumed buy- 
ing and increased commodity prices. 
It is then only a step to Period 11— 
activity in all lines, and general em- 
ployment. Then we are back at the 
end of the cycle, with high money 
rates, increased wages and large 
profits. Past experience proves that 
every cycle has been divided into 


these periods. They have always fol- 
lowed in the same order, although 
they have extended over varying 
periods of time. 

“As I have said, we are now in 
Period 6, which suggests that we have 
not yet turned the corner entirely, 
but that we will turn the corner in 
1922 and that the next period will be 
a step on the upper rounds of the 
ladder. Past experience shows some- 
thing else. It shows that all ‘indus- 
tries are not hit at the same time. 
It shows that industries are hit in 
certain definite rotation. For instance, 
the first merchants to feel. the effects 
of the recent depression were Tiffany; 
New York, and Sloan, the rug people. 
Their business went to pieces in the 
early part of 1920, two years ago, but 
these two merchants are the first to 
feel the effects of the better times 
and Tiffany recently recorded some 
very good business. One of the first 
industries to feel the effects of the de- 
pression was the: silk* industry—the 
industry that catered to the rich. 


Shoe Industry to: Be Better 


“Food products were the second in- 
dustry to feel the effects of the. de- 
pression wave. After fapd, the shoe — 
and leather industry was hit. We 
had that pair of shoes tapped. The 
next clothing and then the packing 
and meat industry. These have now 
turned the corner—they are all. look- 
ing upward. The following have not 
yet turned the corner—paper, build- 
ing materials, railroad equipment, 
iron, steel, coal and oil. The in- 
dustry, which at the moment is at the 
lowest ebb, and which has gone down 
the most and has shown no sign of 
looking better is the meat and pack- 
ing industry. 

“Woolen and cotton, and clothing, 
have all turned the corner. The next 
industry to turn the corner will be 
paper, then building material, then 
railroad equipment, then iron and 
steel, then automobiles, and then coal 
and oil. 


Tide to Turn This Year 


“Five basic industries have turned 
the corner. Six have not turned the 
corner, suggesting very strongly that 
the tide will turn in 1922. 

“A business depression starts in 
some section of the country just the 
same as a storm wave does and New 
England was the first hit—two years 
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ago, January, 1920. This depression 
started in Connecticut and at the 
same time, a similar depression 
started in the State of Mississippi. 
These two waves worked westward 
and northward and united in Ohio. 
Two years ago, the center of depres- 
sion was New England and a year 
ago, it had moved to Ohio, and to-day, 
the center of the depression area is 
Iowa. Des Moines is the bluest city 
in the country to-day and the corn 
belt is that area which is suffering 
the most. New England has turned 
the corner. 1922 will be a distinctly 
better year for New England than 
1921, because this storm wave is 
moving westward. California has not 
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yet been hit. The Pacific Coast is 
still prosperous, but California wil] 
be hit when New England is again 
enjoying prosperity. California will 
be the sad spot in 1922 or 23. 

“A study of the past, therefore, 
shows most conclusively, that these 
areas of prosperity and depression 
move across the country just as storm 
waves; that the present business de- 
pression has passed its worst in the 
East, is now centered in the corn belt 
of the Middle West, and is moving 
toward the Pacific Coast. For the 
country, as a whole, 1922 will average 
about as 1921, but for New England 
business should be distinctly better in 
1922 than in 1921.” 





NEW YORK 


Prices Cut to Get Volume 


And No One Seems to Know Much 
About the Style Trend 


ORE cheerful reports on the 

current volume of retail busi- 
ness came from the shoe merchants 
in this vicinity in the week following 
Christmas and during the opening 
week of the new year. It is true 
that volume was stimulated consider- 
ably by price cut sales, particularly 
among the high class dealers. In 
the Upper Fifth Avenue section the 
best grades of women’s shoes for- 
merly selling around $18 a pair were 
offered at figures below $10, showing 
as drastic price reductions, even for 
clearance sales as have been evidenced 
since the slump in values began. Un- 
like the great sales of 1920, however, 
the stocks offered at the new low 
prices, were, in the main, extremely 
small. The style changes also are 
said to have influenced some of the 
drastic price cutting in women’s 
shoes, the best trade showing a ten- 
dency toward plainer models than 
those that have been in vogue for 
some time past. 

Specific style trends are still 
avoided in retail discussions. Lead- 
ing retail merchants here, who in 
the past have been known as keen 
judges of future styles, profess to 
have formed no definite opinions be- 
yond the fact that they expect plainer 
styles to prevail. 


Probably Plainer Effects 


John Slater of J. & J. Slater sums 
up his views on the spring style ques- 
tion as follows: “I feel sure that 
the trend is toward plainer effects 
and better shoes.” In common with 
any other local retail merchant, Mr. 
Slater feels that a popular reaction 
against the great amount of low- 
grade footwear that has been offered 
in the market here, already has be- 
gun and that the trend from now on 


will be toward the higher grade 
shoes, with the drive for low prices 
of minor importance. 


Men’s Shoes More Active 


The men’s shoe trade is more ac- 
tive than many retail merchants an- 
ticipated at the beginning of the sea- 
son, and, although price cuts in this 
division are fairly common, some of 
the largest and best known retailers 
of men’s footwear have stood pat on 
their initia] prices and report a con- 
stantly growing volume of business. 


Planning for Big Dinner 
Further plans for the dinner of 
the Allied Shoe and Leather Trades 
of Greater New York were consum- 
mated at a meeting of the committee 


‘under the chairmanship of Percy E. 


Hart, on Jan. 14. Indications point 
to an attendance of more than 1000 
shoe and leather men at the big 
dinner. At the time of this commit- 
tee meeting eighty-three reservations 
were in hand, although invitations 
have not yet been issued. The com- 
mittee is considering a list of na- 
tionally known speakers to address 
the dinner, but as this is written, had 
not made definite decisions. 


Big Addition to Coward Store 


With the addition of a five-story 
and basement building at the corner 
of Greenwich and Murray streets, in 
the downtown section of New York, 
the Coward Shoe Company lays claim 
to having the largest shoe retailing 
establishment in the world. It is 
probable that before the recent addi- 
tion, the Coward establishment was 
not surpassed in extent by any other 
shoe store. The concern also is 
erecting another addition on Murray 
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Street adjoining the new building, in 
which will be established some heavy 
shoe making machinery for the pro- 
duction of sgecial shoes for cripples, 
etc. 

The concern now occupies a series 
of buildings, stretching from Murray 
Street to within a few feet of War- 
ren Street on Greenwich Street, and 
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running back more than half way 
through the block. 

In connection with the new building 
an interesting bit of old New York 
history comes to light. The basement 
of the building on Murray Street ex- 
tends half way under the street, by 
virtue of a right granted by one of 
the Georges in colonial days. 





BROOKLYN 


High Grade Shoes Selling Better 


Considerable Proportion of New Orders Call for 
Sports Footwear—Prices Some- 
what Lower 


OMEN’S high-grade foot- 

wear is coming into its 
own again, if the augmented busi- 
ness that has flowed into the Brooklyn 
factories in the weeks immediately 
preceding and following New Year’s 
can be used as a gage. The in- 
creased volume of business, according 
to some manufacturers, was beyond 
expectations. 

Prices on Brooklyn-made_ shoes 
have undergone some readjustments 
since the wage cut granted the em- 
ployers by the Board of Arbitration 
on Dec. 1. One manufacturer reports 
having cut his prices’ as much as 
$1.50 per pair, but his case appears 
to be extreme. The reduction result- 
ing directly from lower labor costs 
is said to average less than 50 cents 
a pair. The remainder of the price 
cuts on shoes comes from lower 
prices for some leather, notably calf- 
skins, and from lower prices on lin- 
ings and other findings. Injected also 
is a sacrifice of profits in some cases, 
to get business started again. 


Sport Footwear in Demand 


A considerable proportion of the 
new orders called for sports shoes, 
bearing out the predictions made 
some time ago that this field would be 
large during 1922. Rubber soled 
shoes form a large part of the new 
sport business and early orders, in 
one case at least, call for more leather 
than fabric shoes. According to 


Frank Grossman, of Julius Grossman, 
Inc., grain leathers in saddle and ball 
strap effects with rubber soles look 
good for spring, judging from pres- 
ent orders. 

The first week in January saw an 
exodus of manufacturing executives 
from Brooklyn, toward Chicago, Al- 
though the manufacturers guarded 
their samples carefully and were ret- 
icent about revealing them before 
the style show, it was hinted that the 
new models to be used to express the 
highest in Brooklyn art of shoemak- 
ing would “make them sit up and 
take notice.” It was also stated that 
combination leathers would form a 
good part of the Brooklyn display, 
principally black patent vamps with 
grey suede or ooze quarters and tan 
calf vamps with beige or other soft 
shades in ooze quarters. 


Combination Strap-Vamp Ornament 
the Latest 


A new idea in the way of a strap 
and vamp combination ornament is 
being advanced by Edward E. Kahn 
Co., of Brooklyn, who reports a very 
unusual demand for this item for the 
spring trade. This consists of beaded 
shoe ornaments which attach both to 
the strap on the shoe and the throat 
of the pump, and are made in various 
designs and bead combinations. They 
also report that clients are making 
inquiry for ideas in ornament effects 
for the coming season. 





LYNN 


Novelty Dress and Sport Shoes 


Prettier Shoes Than Ever Will Adorn the Feet 
if Lynners Have Their Way 


ITH many novelties Lynn 
starts the year. Among 
them are gored shoes, two-tone 
pumps, sport oxfords, stitched 
trimmed pumps, Grecian strap pumps, 


garden party shoes and other light 
and dainty creations. 

Over a new last, and according to 
a new pattern, the new gored pumps 
are made. The last has extra meas- 


171 


Where toBuy 


Women’s Shoes 














WOMEN’S McKAY 


Slippers and Boots 
of Character 
HARRISON-LOCK WOOD D CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 













Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
end for Catalogue 
MAID-RITE FELT SLIPPER O©O., 


ne. 
35 York St., Brooklyn, N. Y. 











E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Havechiil: Mass. 


ae Office 
Rice Bidg. Reem 406 











FERN & POOR CO., Ine. 
Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








—— of Hand Turn Novelties } 
In All Leathers and Satins and 
On All the Latest Lasts, 
Inquiries Promptly 
Answered. 
Samples on Request. 
Felstiner-O’OConnell 
Shoe Co., ye 
41 Washington 
Haverhill, 






Boston Office, $2 Beach St. 











Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Masa, 


207° Booen. Steet 


| Where toBu 


Ballet Slippers 






























Ballets in Stock 


Child’s Sul... ei -81.25 
Misses’ 11%-2.. i= 
ya 2%-7.. 1.35 






Aaverhill, Mass. 
















172 








Where to Buy 


Women’s Shoes 








nea 





Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 








==Harding Shoe Co., Inc.=-= 


Makers of Women’s Turn Shoes Specialise 
ing in High Grade Novelties 


NEW YORE 
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WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 
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172 Washington St. Haverhill, Mass. 
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urement around the top, so that the 
pumps will slip onto the foot easily 
when fitted in the retail store. This 
extra measurement may be had by the 
use of an “instep increaser.” The 


pattern man has to allow for this ex- 


tra measurement when drafting his 
new patterns. 


Gored Pumps Need Extra Flexible 
Soles 


Also, the new gored pumps should 
have an extra flexible bottom. Some 
manufacturers use a special selection 
of soles in order to get the desired 
flexibility of the bottom. And if the 
pump is turn-made, as many of them 
are, the heel seat should be nailed 
after the shoe is turned, not sewed 
before the shoe is turned, so that the 
shoe may be turned without stretching 
the upper too much. 


Some New Gored Pumps 


Mr. Mahoney, sales manager of the 
George E. Coffin Shoe Co., expresses 
the opinion that the gored pump 
should be made in fine styles, for the 
better grade trade only. He points 
out that it is an expensive shoe to 
make, comparatively speaking, be- 
cause it must be made with care to 
get it right. 

His own samples, by the way, show 
gored pumps of suede and satin, in 
black, brown, gray and white, and 
also of patent leather. 


“Sportanwalk” Shoes 


That sport shoes have come into 
common use for street wear is the ob- 
servation of Frank Terhune of V. K. 
& A. H. Jones & Thomas Co. So he 
calls them “Sportanwalk” shoes. In- 
cidentally, he has one excellent ex- 
ample of this new class of footwear. 
It is an oxford of calf, a red-brown 
hue with a glossy finish. The sole is 
of rubber with golf discs. The vamp 
is plain, except for a tip of fancy 
design made by a line of stitching. A 
host of shoes of this type for street 
or for sport wear are being made in 
various Lynn shops. Some already 
are in stock. The new styles are of 
elk leather, white or pearl, with 
aprons of brown calf. Also white 
buck leather and white fabrics with 
brown calf trimmings are used for 
these new shoes, combining sport and 
street styles. As for the bottoms of 
these shoes, one firm reports that its 
orders call for 50 per cent leather 
and 50 per cent fiber soles. 


Garden Party Styles 


Of white kid and calf leather, white 
fabric, suedes and satins in blacks 
and colors and patent leather are the 
garden party shoes made. In one 
way they may be considered a refined 
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sport shoe, such as might be worn to 
a dance at the country club. These 
shoes are made in plain pump pat- 
terns, with trimmings made by fancy 
stitching, one-strap styles, fastening 
with fancy buttons and of Grecian 
strap styles. One of these shoes, 
which may be worn on the street, as 
well as at the country club, has a 
patent leather vamp, a gray suede 
quarter and strap, a patent leather 
inlay on the quarter and a covered 
Louis heel. 


“Lynn Maid” Welts 


The Smith Shoe Co., a new concern, 
starts the new year by building up 
an excellent stock of popular style, 
popular price shoes which they call 
the “Lynn Maid” line. One of these 
shoes selling just now is a brown 
calf oxford of the winter sport style. 
It has a waterproof midsole. Also the 
company is building up, for delivery 
when the season opens, a line of white 
leather and white fabric shoes and 
sport shoes. Fat ankle boots with 
stout soles are among the staples in 
its stock. 


Lynn Notes 


Quite a group of Lynners went to 
Chicago to see the styles, to sense 
the minds of shoe merchants and to 
sell shoes. 


More all-leather heels are being 
used on Lynn shoes than ever before. 
The fashion of low heels is one rea- 
son for this. Besides, a skilled work- 
man can put a handsome finish on an 


‘all-leather heel, and that adds to the 


style of the shoe. 


The remodeling of plain pumps into 
strap styles by merchants, wholesale 
and retail, goes on, for C. R. Whit- 
tredge & Co. continue to make plain 
and fancy straps for the purpose. 


A line of sport shoes is being car- 
ried in stock at the Creighton factory. 


Sole Leather Quality 
Improves 


According to a Lynn sole cutter, 
sole leather is coming better than 
ever. The leather is better tanned. 
The fiber is more compact. Not only 
should it wear longer, but it will hold 
stitches better. So shoes should wear 
better. 
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LYNCHBURG 


Boot Stocks Being Carried Over 


Shoe Merchants Fear That Wool Hose Vogue 
and Open Winter Will Leave 
High Shoes on Shelves 


ITH the arrival of the new 

year, special sales of foot- 
wear were announced by many 
Lunchburg stores, some through the 
press, some through displays in store 
windows. Many styles of low shoes 
are being shown at special prices— 
tan walking oxfords, patent sandals, 
dress pumps in satin, kid, patent and 
suede, with many novelty styles in 
combinations. 

Of the stores offering special values 
in shoes for women, G. A. Coleman 
Company has two windows, one priced 
$6.98, another $5. The Quality Shoe 
Store has a window marked $7.85. 
Footwear at several prices is. shown 
in the windows of Gilmer’s and the 
two Baldwin stores. The only show- 
ing of special values for men is a 
display of $6 offerings by J. E. Wood. 


Winter Abnormally Warm 


Continued abnormally warm 
weather through the month of De- 
cember so cut down the sale of high 
shoes that with January well under 
way many shoe merchants of Lynch- 
burg have given up hope of dispos- 
ing of any large part of their stock 
of boots. Men as well as women have 
stuck to their low shoes through the 
season and seem likely to weather the 
winter without purchasing any high 
shoes. 

The December just passed was the 
third dryest in the fifty years on 
record at the Lynchburg weather sta- 
tion and the one bad spell that oc- 
curred shortly before Christmas was 
of such brief duration as not to re- 
quire any extra foot covering. 

Heavy wool stockings, that are be- 
ing worn both by men and women in 


increasingly large numbers, have 
helped reduce the demand for high 
shoes. The vogue among both sexes 
of low shoes and heavy wool hose is 
in full sway and is likely to continue 
until warmer weather brings back 
sheerer stockings. 


Shoes for Governor 


Shoes which Governor-elect E. Lee 
Trinkle, of Wytheville, will wear 
Feb. 1 when he is inaugurated Gover- 
nor of Virginia in Richmond have 
been sent to him as a gift by the 
Smith-Briscoe Company, of Lynch- 
burg, where they were made. The 
shoes, which are size fourteen, have 
been pronounced a good fit by the 
next Governor of the Old Dominion. 


New Craddock-Terry Factory Open 


When the workers of the Crad- 
dock-Terry Company returned to work 
Jan. 2, 1922 after a ten days’ vaca- 
tion, the first they had received since 
the company resumed operations in 
the early spring of 1921, they took up 
their work on pieces that had been 
cut in the new central factory re- 
cently leased for five years from the 
creditors of the Jobbers Overall 
Company. Cutting departments for 
the four C.-T. factories in Lynchburg 
have been centralized in one wing of 
the new plant in which cutters went 
to work a few days ahead of work- 
ers in other departments in order to 
get a good start. Meanwhile, equip- 
ment is being installed as rapidly as 
possible in a second wing of the fac- 
tory which will be devoted to the 
manufacture of shoes for women. 





PROVIDENCE 


Merchants See Better Year Ahead 


More Stable Business Conditions to Prevail, 
Is Opinion of Retail Merchants 


LMOST immediately after 

Christmas, clearance sales got 
under way in several Rhode Island 
shoe and department stores with 
many good values at reduced prices. 
As January, after the Christmas rush, 
is regarded as being naturally quiet, 
divers merchants believe in further 
price reductions to keep their stock 
moving, and.as low as. possible.. Some 
have placed their. orders for spring 
footwear to less than 50 per -cent of 
their estimated needs. 


Prospects in the retail trade for 
1922, as seen by divers merchants in 
practically all Rhode Island cities, is 
for a twelve-month better on the 
whole than 1921: Retail merchants 
here have taken, in 1921, the small- 
est net profits on which they could 
do business, they assert. Any decline 
in prices must originate with the 
manufacturer, whose reductions the 
retail merchant can pass on to the 
customers. The other factor capable 
of bringing about reduction of com- 
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modity prices, if any, is lowered 
freight rates in the opinion of others. 
Optimism prevails, with many an- 
ticipating more stable business con- 
ditions, and prices little changed. 


Dress Slippers Elaborate 


Below the bottom line of the skirt 
in the various ball rooms, evening 
slippers of late have appeared, be- 
ing elaborate with straps or buckles, 
and gorgeous with beading. Gold and 
silver brocaded slippers and silver 
cloth pumps with Louis heels seem 
quite popular, as do black satin slip- 
pers with the cutaway pattern. A 
new black satin slipper displayed at 
Gladding’s is trimmed with brocade, 
while some are artistically orna- 
mented with rhinestones. 


Employment Increasing 


With the beginning of 1922, unem- 
ployment in Rhode Island continues 
to show a steady, though slow, de- 
crease, according to a report given 
out by the Labor Department. Paper, 
printing, lumber and textile estab- 
lishments took on more hands re- 
cently, while railroad repair work 
and other divers industries reported 
a slight reduction of employees. 


Association Meets January 25 


The initial 1922 monthly meeting of 
the R. I. R. D. Association 
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scheduled for Jan. 3, has been post- 
poned to Wednesday evening, Jan. 25, 
at Boston. The local directors de- 
cided to combine the January meeting 
with the Massachusetts Association 
on that date when an interesting 
“after-convention” get-together will 
be held. Secretary Roy S. Whitmore 
urges all members to plan on being 
in Boston on the above date. Notices 
will be mailed each member later. 


Walter Callender Dead 


Walter Callender, head of the Cal- 
lender, McAuslan & Troup Company 
(Boston store), died Dec. 30 at his 
home, 1509 Westminster Street. Mr. 
Callender, one of the best known 
merchants and leading citizens of 
Providence had been in failing health 
for some time and the news of his 
death was received by his many 
friends, relatives and business asso- 
ciates with deep sorrow. He is sur- 
vived by two sons, John A., of New 
York, and Walter R. Callender, now 
active head of the Boston, store here. 
His wife died in 1882. Mr. Callender 
was president of the Callender Mc- 
Auslan & Troup Co., vice-president 
of the Puritan Life Insurance Com- 
pany, treasurer of the Boston Store 
Land Company, director of the Na- 
tional Syndicate Trading Company of 
New York. He was a member of the 
Providence Chamber of Commerce 
and many other local clubs, lodges and 
organizations. 





HAVERHILL 


Good Business Secured at Chicago 


Buying Begun at Chicago Will Be Continued, 
in the Opinion of Haverhill 
Manufacturers 


EMBERS of Haverhill shoe 
manufacturing concerns 
which exhibited at- the Chicago 
Style Show returned to Haverhill feel- 
ing much encouraged over the business 
situation for the coming season. They 
report much interest on the part of 
visiting merchants in the styles shown 
by Haverhill concerns. Not only that, 
but they say that excellent orders 
were received from the footwear sam- 
ples shown. In short, a good volume 
of buying was started at the show 
which Haverhill manufacturers feel 
sure will be followed by a large addi- 
tional business during the next few 
months. Prices were an important 
factor in the business obtained, yet 
Haverhill’s reputation for excellence 
of style and quality “brought home the 
bacon,” so to speak. 
Factories in this city are taking on 
a businesslike aspect. They will be 
in steady operation during the next 


few weeks getting out goods for the 
Easter trade. 


Men Who Represented Haverhill at 
the Show 


Representatives in charge of Ha- 
verhill exhibits at the Chicago Show 
included members of several leading 
concerns as well as their salesmen. 
Charles K. Fox, Inc., makers of “Fox 
Footery” in women’s turn slippers, 
were represented by L. H. Downs, 
J. J. Berlin and C. L. Parker. Emery 
& Marshall Co., manufacturers of 
women’s welts and turns, by Fred S. 
Marshall and Charles L. Marks. At 
the booth of Hazen B. Goodrich & 
Co., manufacturers of women’s turn 
slippers and men’s slippers, Frank P 
Lord and George W. Langdon looked 
after the visiting trade. Hopkins & 
Ellis, makers of women’s novelty 
turns, were represented by Messrs. 
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Charles P. and John D. Ellis and H. 
C. Marxmiller. The Hannahsons Shoe 
Co., makers of novelties in white can- 
vas and satin in turns and McKays, 
were represented by L. W. Stock- 
bridge, Lawrence J. Ewing, E. A. 
Hawkins and J. R. Sells. The Rick- 
ard-Claremont shoe companies had a 
joint exhibit of women’s welts and 
turns in charge of E. M. and J. D. 
Rickard and W. C. Manss. H. E. 
Lewis, Inc., showed a line of women’s 
fine turns in charge of H. C. Lewis 
and F. C. Emery. Many other houses 
not exhibiting at the show were repre- 
sented at hotels and sample rooms in 
the shoe district. All make good re- 
ports concerning the business secured. 


Buying from In-stock Departments 


Owing to the conservative plans of 
shoe merchants generally as regards 
buying, Haverhill manufacturers are 
paying special attention to the devel- 
opment of in-stock departments at 
their factories, where certain styles 
of footwear are carried for at once 
delivery. Several concerns which have 
not previously maintained in-stock de- 
partments are planning to do so. It 
is the opinion of Haverhill manufac- 
turers that the facilities of these in- 
stock departments will be taken ad- 
vantage of by merchants the present 
year to a greater extent than ever 
before Many will this year carry 
limited stocks and replenish these 
from factory in-stock departments 
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from time to time as goods are re- 
quired. This policy is one which is 
different from the methods of buying 
as known by Haverhill manufacturers 
in past years. However, local concerns 
adapt themselves to changed condi- 
tions. They will be ready by speeding 
up of production or maintenance of 
in-stock departments or both to re- 
spond to their customers’ needs 
promptly and satisfactorily. 


Mexico a Good Trade Field 


Latin America has always been a 
fertile trade soil for Haverhill-made 
footwear. During the past few years 
there has been a considerable recession 
in this class of trade. Now conditions 
are more nearly approaching normal 
and Haverhill manufacturers are pre- 
paring to resume business relations 
with Cuba, Mexico and South Ameri- 
can countries. Mexico particularly is 
just now offering some excellent op- 
portunities for the selling of Haver- 
hill shoes. There are well-established 
representatives in that country who 
are capable of handling Haverhill- 
made lines. These men have a thor- 
ough knowledge of the language, con- 
ditions which govern the marketing of 
shoes, and in fact all necessary busi- 
ness details. A letter recently re- 
ceived by a local manufacturer from 
a customer in Mexico states that con- 
ditions there are very good, with a 
large sale of American shoes there, 
and sales are increasing rapidly. 





BOSTON 


This Is Mark-Down Season 


Clearance Sales Now in Full Swing. 
Attractive New Shoe Styles 
Shown at Hotels 


HE New Year was ushered in 

with zero weather which had 
a decidedly bracing effect upon 
business. High shoes built on con- 
servative patterns, and for heavy 
wear sold well—so did oxfords, wool 
hosiery, gaiters, and arctics. A pop- 
ular style of arctic wearing seems to 
be the cuff effect. Young women, 
especially, like this turned-over-top 
style immensely and much prefer it 
to the straight flapping, unbuckled 
fashion of last year. Skates are 
everywhere sold by the retail shoe 
merchant and appear in the windows 
by themselves, or attached to skat- 
ing boots. 


Sport Shoes Displayed 


Sport windows, displaying knitted 
goods, wool stockings, heavy shoes 
and figures arrayed for winter pas- 
times have a stimulating effect on the 
business of those stores so displaying. 
And quite in contrast, and yet very 


effective, are the Palm Beach win- 
dows, showing the snowy white 
models in buck or canvas, with and 
without rubber soles and many 
heavily trimmed as to saddle strap 
and tip. Some shoes in white buck, 
trimmed with wine colored calf, gave 
a pretty color touch—black and white 
trims were the most in evidence; some 
tan and white and green and white 
came in for good attention. 


Some Special Offerings 


One of the very first stores to offer 
special prices was the Regal Shoe 
Store, Summer Street, which started 
one week before Christmas, and 
marked down its shoes to $4.80, $5.80, 
$6.80 and $7.80, formerly $7.50, $8.50 
and $9.50. Announcements of these 
prices were made on big signs, printed 
in black and yellow and covering a 
large portion of the window. The 
sale is reported to be highly satis- 
factory. 

Hanan & Son started with the New 
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Children’s Shoes 

















Jie BER FOOTWEAR CO. 
<” War haclurercs 

INDIAN MOCCASINS, BOOT SOCKS 

FOOT COMFORI SLUMBER SI IPPERS 


lam 


1, OSWEGO. N-Y. 








Soft Soles and Moccasins 
Ask your Jobber for our 
Goode. We DO NOT sel) 
the retail trade. 

Neweomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 











‘Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /tr Cotalog 


AH.Mortin® . 


Meher ROCHESTER NY — 











“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, WN. Y. 
Boston Office, 181 Essex Street 











Ready to Ship 
Infants’, Be 
Women’s ed 
CONSOLIDATED 
SHOE CO. 
Lancaster, Pa. 








IN-STOCK 


Popular Priced Stitch- 
—— 


SAMPLES Sen 
ROCHESTER.N.Y. 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Standard Shoe Materials 
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MAX H. BERGER 


Manufacturer of CUT Soles 
From the Best Tannaged Leather 


Men's outer soles and Grained inner soles 
Men’s grain counters 
Men's and women’s underlifts 


MAX H. BERGER 
12 Everett St. Brockton, Mass. 





New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 

Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 























Boggs & Cobb, Inc., Boston, Mass. 











COATED GEM DUCK 
ADHESIVE person th CLOTH 
Rubber and Lea 
Dry Foot wade” 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
006 Soune Se. 


Formerly Walpole Shoe Supply Co 





T. W. GODSOR, Pres. 
Ww. G. DONALD, Vice-Pres. 
JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $50""" Yr° 


Tanneries at Danvereport 
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Year to offer 2500 pairs of men’s and 
women’s shoes “at emphatic price 
reductions.” One of the big offerings 
was a men’s cordovan shoe, which 
formerly sold as high as $20, at $9.85. 
Other’ shoes in men’s and women’s 
sold at $12.40 and $15.00. 

The men’s, women’s and, children’s 
shoe departments of A. Shuman & 
Co. are conducting an annual reduc- 
tion sale’ at a 15 per cent discount. 
On many lines the 15 per cent dis- 
count is in addition to previous $3 and 
$4 reductions. The 15 per cent is 
deducted, from original price ‘tickets 
at time of purchase. 

The women’s shoe department of 
Jordan Marsh Co., in connection with 
its 71st birthday sale, sold a woman’s 
lace boot, in a variety of styles and 
leathers, but not all sizes, formerly 
priced at $10 to $12.50 at $6.85; a 
woman’s black satin strap pump, 
nearly all sizes, formerly at $8.50 and 
$9.00 at $6.25; woman’s chocolate 
brown calf oxford, formerly $8.50, 
at $6.45. 

At the automatic basement of 
Filene’s, women’s shoes have been 
sold as low as $1.00, and some black 
sample shoes in high and low models, 
with military, Louis, and a few low 
heels, went quickly at $2.95. 

Arthur Wallace has been selling an 
orthopedic shoe with flexible arch at 
$5.00. These are black kid boots and 
tan calf oxfords. 

The All America Shoe Shops, and 
Willson’s Shoe Shop, are offering a 
business shoe in tan calf for women 


at $7.00. 

At the Walk-Over Shops, 170 
Tremont Street, 378 Washington 
Street, and the Roxbury store, a 


men’s evening dress shoe, in an 
exceedingly good grade of patent 
leather, soft and glove like, and 
especially constructed for dancing, 
sold at $8.00. 

At J. L. Esart Co.’s, a sale of 
Johnston & Murphy and Banister 
men’s shoes, formerly sold at $16, $18, 
$20 and $22, in wax calf, velour calf, 
Russia calf, Vici kid, Scotch grain, 
shell cordovan, high and low, single 
and double soles, were offered at one 
flat price of $13.50. This sale started 
on January 3. 


Men’s Snappy Styles 


Thayer McNeil Co.’s men’s depart- 
ment is having a good sale on its 
stormproof boot, made of heavy calf- 
skin, waterproof, with double welt 
and extra heavy double viscolized sole, 
and this department is also pushing 
the sale of imported wool hose; also 
silk, and some unusual sport styles. 

Filene’s Men’s Shops are advertis- 
ing their winter sport equipment for 
the masculine portion of the com- 
munity with an attractive ad in the 
daily press. The sport wardrobe is 
itemized, as follows: “Cap, muffler, 
shirt, sweater, suit, coat, gloves, sox, 
and sport shoes.” “If you’re snow- 
shoeing,” continues the ad, “you will 
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want high moccasins of oiled cowhide, 
$7.00; if you’re skiing, you'll want ski- 
boots with sole and heel, $13.50. And 
a pair of four-buckle overshoes for 
$5.00 will be mighty handy for all 
sorts of things.” 


New Shoe Store 


George H. Wirth, formerly with 
the T. E. Mosely Co., has severed his 
connections with that firm, to go into 
business on his own account as the 
Geo. H. Wirth Company, fine foot- 
wear for women, misses and children, 
272 Boylston Street. The building to 
be occupied by this new store is being 
renovated and put in up-to-date con- 
dition—the opening of this new store 
will be about March 1. 


SALESMEN MEET 


President William H. Morgan Tells 
About Chicago Convention 


The January meeting of the Boston 
Retail Shoe Salesmen’s Association, 
which will be held at Dupont’s Res- 
taurant, with dinner at 6.30 p. m., was 
postponed from Jan. 9 to 16, so 
as to hear the full report of the Chi- 
cago Convention from President W. 
H. Morgan. Mr. Morgan was a dele- 
gate and at one of the convention’s 
round table stressed the importance 
of a National Association of Retail 
Shoe Store Salesmen, and laid the 
foundation for a Chicago association. 
Mr. Morgan’s talk at the N. S. R. A. 
Convention was in part, as follows: 

“The very first purpose of the 
Boston Retail Shoe Salesmen’s Asso- 
ciation is to co-operate with employ- 
ers and all others interested in the 
scientific selling of shoes. We believe 
that it is to the advantage of our 
employers that we, as their co- 
workers, should give more and better 
service to customers. 

“We believe that it is to the ad- 


‘vantage of the entire industry to raise 


the standard of shoe fitting, to effect 
a better knowledge of salesmanship, 
materials, and shoemaking and mer- 
chandising. By acquaintance with 
one another, by friendships and 
mutual aid, all are assisted in per- 
forming their duties better. 

“Our association has secured the 
confidence and recognition of our 
employers, because we are organized 
to co-operate with them. We get 
together, talk over selling methods, 
listen to talks on educational subjects, 
and through these methods, I can 
honestly say that our members have 
increased in ability, loyalty and gen- 
eral efficiency. The retail shoe sales- 
man, like the merchant, must keep 
abreast of the times. 

“We have a bureau of information 
to which the merchants can apply for 
salesmen and get the right kind; we 
indorse only those men who have 
proved their worth. Three of our 
members have recently gone into busi- 
ness for themselves and are making 
good. Three others have been made 
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buyers and two assistant buyers. Five 
have been made managers and three 
assistant managers. Several have 
been placed in charge of depart- 
ments.” 


Educational Programs 


“We have met once a month since 
organizing in 1914. At each and 
every meeting we have educational 
programs covering every point in shoe 
construction and shoe merchandising. 
Last year we had the pleasure of of- 
ficially co-operating with the Retail 
Shoemen’s Institute in conducting a 
round table for retail shoe salesmen. 
These round tables were held weekly 
for a year and were based on the 
training course of the institute. I 
cannot give too strong testimony of 
the benefits everyone of us derived 
from these round table meetings. If 
merchants could know how valuable 
the work the Retail Shoemen’s Insti- 
tute is doing they wouldn’t lose a day’s 
time in having round tables in every 
store and in every city. 

The meetings of our association are 
open to our employers and the trade 
press. To sum up, we are endeavor- 
ing to do two big things: to improve 
ourselves and thus to benefit the busi- 
ness of the stores in which we are 
employed. 


Improve the Human Element 


“There is one thing more that we 
would like to see much improved—that 
is the human side of the relationship 
with our employers. After all, we are 
going through life but once, and why 
not secure all the happiness possible? 
Let us understand one another. Let 
the heart, as well as the head, enter 
into our work and our contact with 
each other, from the standpoint of 
both the employer and salesman. 

“In Boston we have the support of 
our employers in these endeavors, and 
we bespeak for all retail shoe sales- 
men everywhere the same support and 
the same measure of co-operation and 
loyalty between employers and sales- 
men.” 

Hon. John Jackson Walsh was the 
speaker at the Jan. 16 meeting of the 
salesmen, and Wilma Erlich, profes- 
sional entertainer, gave readings. 


Sample Rooms at United States 


Room 11—George H. Shotthafer, 
showing line of Hirth-Krause Shoe 
Co. 


Room 16—George Gregory, showing 
line of Cahill Shoe Co., Cincinnati. 

Room 15—J. A. Chambers, showing 
line of Lund-Mauldin Co., St. Louis. 

Room 9—D. L. Teitelbaum and Ed 
Ried, showing line of Rosenwasser 
Bros. 

Room 20—W. J. Wichgar, showing 
line of Cincinnati Shoe Co. 

Room 22—J. D. Carter, showing 
line of Bona-Allen, Inc., Buford, Ga. 

Room 28—F. A. Schieffer, showing 
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line of A. H. Weinbrenner Co. 

Room 29—William Yuells, showing 
the line of Paragon Slipper Mfg. Co., 
Brooklyn, N. Y. 

Room 17—A. F. Hoffman, showing 
line of Albright-Stanley Shoe Mfg. 
Co., Inc., Reading, Pa. 

Room 538—C. H. Fargo, showing 
line of Fargo & Hallowell Shoe Co., 
Chicago. 

Room 50—E. E. Leatherbury, show- 
ing line of Century Shoe Co. and Ma- 
cungie Shoe Co., Macungie, Pa. 

Room 54—W. K. Urquhart, showing 
line of the Little Falls Felt Shoe Co. 

Room 58—J. H. Burrows, Little 
Falls Felt Shoe Co. 

Room 270—Mr. Wolff, Miller, Hess 
& Co., Akron, Pa. 

Room 59—F. W. Moritz, vice-presi- 
dent of the Janke Shoe Mfg. Co., Mil- 
waukee. 

Room 61—A. B. Rothschild and 
Henry Isaacs, showing line of Repub- 
lic Felt Slipper Co., Brooklyn. 

Room 64—A. G. Spivey, showing 
line of Graham Bros. Shoe Co., Park- 
ersburg, W. Va. 

Room 250—F. Zuber, showing line 
of Crescent Shoe Co., Reading, Pa. 

Room 114—M. E. Douglas, Rohn 
Shoe Mfg. Co., Milwaukee, Wis. 

Room 110—Roger Whipple, show- 
ing line of Hagerstown Shoe and Leg- 
ging Co.; William Heiber of William 
Heiber & Sons, Inc., Rochester, N. Y. 


Sample Rooms at Essex 


Rooms 26-28—J. A. Schwingle, 
showing line of Blum Shoe Co. 

Room 32—M. Glass, showing line 
of Fein-Glass Co., New York. 

Room 70—Phillip Green, showing 
line of Green Bros., Lynn. 

Room 436—Sol J. Waxelbaum, 
showing lines of Gregory & Reed and 
Hopkins & Ellis, Lynn. 

Rooms 116-118—N. Rosenberg and 
E. M. Spears, showing lines of H. 
Jacobs & Sons, Brooklyn and South 
Norwalk. 

Rooms 116-118 — H. Zeckendorf of 
Brooklyn, N. Y. 

Room 168—Leo Goodkind, showing 
line of Lucille Slipper Co., New York. 

Room 174—F. H. Loeb, showing line 
of Nonpareil Shoe Co., Inc., New 
York. 

Rooms 180-182—A. M. Rosenfield 
and S. Goldberg, showing line of S. 
Goldberg & Co., Jersey City. 

Room 208—Frank Perry, showing 
line of Hoag & Walden. 

Room 226—Paul Mendelson, show- 
ing line of Progress Shoe Co., New 
York. 

Room 228—Phil Green, showing 
line of Green Bros. Shoe Co., Boston. 

Room 268—H. V. Lane, showing 
line of Moore-Shafer Shoe Mfg. Co., 
Brockport, N. Y. 

Room 276—F. S. Woodruff, showing 
line of Bancroft-Walker Co., Boston. 

Rooms 308-310—Gordon Goldsmith, 
showing lines of Maryland Shoe Mfg. 
Co., and Phillips-Cram Corp. 
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Engraving and Printing 














COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 
Tear out this ad and mail for de- 
tails of our Special Printing 
Service for the Boot and 
Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 


6 Beacon Street Boston, Mass. 
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Miscellaneous 

















Perfection Pneumatic 








Arch Cushion 
eS 


ELASTIC TIP COMPANY 
a Boston, Mass., U.S. A. 














The 
cleanser for 
shoes and fabrics that 

LEAVES NO RING 
Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of The Bleecker Co. 

Hempstead, N. Y. 
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Shoe Ornaments 








A CLASSIC 
AN ART WO 


SHOE BUCKLES | 


DETACHABLE STRAPS 


ell SHOE BEADING 
seaceo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


'S MYRTLE AVE BROOKLYN N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. J 











M. B. MARTINE, Ine. 


Shew Reom—130 W. 42nd Street 
Office— 148-152 Duane Street 


NEW YORK, N, Y. 
SHOE B , AND 
EVER iG iN SHOE ‘OR- 
NAMENTATION, IN C LU DING 
BEADING 














BEADED 
BUCKLES 


AND NOVELTY 


PARISIAN BEADING WORKS CO. 
4™& WALNUT STS., PHILADELPHIA 














DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Room 314—W. F. Prather, showing 
line of Frederick S. Peck, Worces- 
ter, Mass. 


Room 368—B. M. Brewer, showing 
line of C. S. Marshall Co., Brockton, 
Mass. 


Room 132—J. Liebert, showing line 
of Krohn, Fechheimer Co., Cincin- 
nati. 


S. J. Weinberg and Arthur Sachs, 
showing the Sachs Bros. Felt Shoe 
Co.’s_ line, New York, will show 
throughout entire month of January. 


Cheery New Year’s Greeting 


Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, wishes the trade a happy 
New Year on a post card, which shows 
him seated at his desk in the office 
of the New England Shoe and Leather 
Association. The face of the card is 
devoted in part to a message from 
Vice-President Calvin Coolidge, which 
is headed: “Cheer Up—1922 is Here!” 
and continues: “Official reports indi- 
cate that the coming year will be one 
of progress in business prosperity. In- 
dustrial conditions are reaching a 
stable basis. The foundation is being 
laid for the power of increased con- 
sumption, which means increased pro- 
duction. The people are paying their 
debts and are ready to invest their 
money in profitable enterprises. The 

edays of depression have been passed. 

The days of prosperity are at hand. 
They will be the portion of those who 
face the new year with courage and 
confidence.” 
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A New Year’s Party 


A New Year’s party was held on 
Dec. 31 at the plant of the A. R. Hyde 
& Sons Co., East Cambridge. This 
good time was given by the manage- 
ment to the factory employees. Dur- 
ing the proceedings, A. R. Hyde 
addressed the employees, and among 
other remarks said he was very proud 
to think, in spite of the poor reports 
from all over the country in regard 
to the past season, that the company 
was able, by constant plugging, to 
keep the factory running overtime 
for the past six months. 

George Barkin, salesmanager, also 
addressed the employees and said that 
business has opened up for the com- 
ing season very strongly. He said that 
he felt their product would be sold up 
in a short space of time, so that the 
employees could be assured of steady 
work for the entire year. 

J. Supple, on behalf of the em- 
pPloyees, thanked the firm for the 
manner in which the employees are 
treated; he added that in all of his 
shoe factory experience, he had never 
come into contact with a firm where 
the employers and the employees co- 
operated so well. 

Following the addresses a vaude- 
ville program was given by the em- 
ployees and later dancing; an em- 
ployees’ orchestra furnished the music. 


Sylvan M. Barnet President 


Sylvan M. Barnet was elected presi- 
dent and chairman of the board of 
directors of the Barnet Leather Co., 
Inc., at a meeting of the directors on 
Dec. 28. 


ROCHESTER 


Jules S. Bache Favors Sales Tax 


Present Method of Taxation Will Prevent 
Development Work, Declares Expert 


PEAKING before the Rochester 
Ad Club, Jules S. Bache, finan- 
cier and tax expert, declared that 
our present methods of taxation 
means ultimately the reduction of the 
business world to the deadly level of 
mediocrity. 

“The larger fortunes of the coun- 
try now taking refuge in the tax- 
exempt investments cannot be counted 
on to foster enterprise. Great de- 
velopments which are in the least bit 
speculative will become impossible 
and the result on business and, worse 
yet, on the laboring man employed by 
business, will be inevitably deporable. 

“A change in the method of raising 
the huge sums which the Government 
will require for many years to come 
is inevitable. What else is there to 
change to except the sales tax?” 

Mr. Bache said that he entered 
upon a study of the tax situation 


four years ago and became convinced 
that a sales tax would lead to the 
lightening of the burdens which were 
stifling business. He interested a 
number of Washington men in the 
question with the result that Senator 
Reed Smoot took up the movement 
and at the last session of Congress 
presented a bill for a 1 per cent sales 
tax on goods, ware and commodities. 

The sales tax idea at first met with 
much opposition, Mr. Bache said, but 
this opposition was largely based on 
misunderstanding and the movement 
has grown in popularity until demand 
for the passage of the sales tax bill 
is now coming from all parts of the 
country. 

“The sales tax as contemplated in 
the Smoot bill will raise one and a 
quarter billions of dollars and no one 
will even feel the payment of that 
sum,” said Mr. Bache. “By making 
the tax a tax on all turnover, includ- 
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ing services, and all business turnover 
except the transfer of capital assets 
the Government could raise three bil- 
lion dollars a year. We could collect 
a sales tax with less than half of 
the present tax collecting staff at 
Washington and the process would be 
painless; would bring to the Govern- 
ment a steady monthly income, would 
put the business of the country where 
it knows its tax overhead each day or 
each month and where the results 
cannot be changed in Washington 
four years later.” 


Merchant Indorses New Shoe 


An unusually enthusiastic indorse- 
ment of the “Twin Arch” shoe, in- 
vented by Joseph P. Byrne, former 
president of the National Shoe Travel- 
ers’ Association, has been received by 
John Kelly, Inc., its maker, from S. 
J. Jeffs, orthopedic shoe man with 
the Tumel Shoe Company of Seattle, 
Wash. Mr. Jeffs writes: 

“I will state, since writing to you 
last, that I have tried the oxfords on 
customers of mine, and they have 
pronounced them the most satisfac- 
tory shoes they have yet put on the 
foot. I feel that it will be a most 
successful shoe and you should feel 
proud of it; in fact, I may say that 
it is the only shoe of its kind now 
built in the United States, and I 
don’t see how it will be possible for 
anybody, or any manufacturer, to 
construct a shoe to any better ad- 
vantage for the aid and help of the 
——- of the foot and body in gen- 
eral. 

“The inside plate for the long arch 
of the foot, which is the weaker part 
of the foot, is certainly wonderful in 
its construction. The plate which you 
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have inserted in the center, or a little 
from the center, is also wonderful for 
people with Morton’s disease or a 
Morton toe. It will be a great help 
in correcting that condition and giv- 
ing aid in general, not only to the 
foot and limbs, but the body as well.” 


Many Special Sales Held 


There are many special sales in 
Rochester just now. Gould, Lee & 
Webster are holding their annual sale 
of women’s evening and party slip- 
pers. Prices range from $5.85 for 
slippers that formerly sold for $8.50 
to $9.85 and $10.85 for silver and 
brocade slippers that formerly were 
$12.75 and $13.85. William Pidgeon, 
Jr., has reduced every pair of shoes 
in the store and is conducting his 
tenth annual stock taking sale. In- 
cluded in the sale are all types of 
orthopedic footwear—Dr. Reed’s 
Cushion sole, Arch Preserver, Ground 
Gripper and Trupedic. 


Now With A. S. Kreider 


M. S. Jacobson, formerly sales 
manager of the Levinson Shoe Com- 
pany, has accepted a position with 
A. S. Kreider Co. and will cover the 
jobbing and big city trade from coast 
to coast. His headquarters will be 
in the Kreider factory at Annville, 
Pa. 


A Proud Father 


James G. Bennett, manager of the 
Eastwood State Street store, is re- 
ceiving the congratulations of his 
friends on the birth of a daughter, 
born on the day after Christmas. 


BROCKTON 


Increase in Shoe Shipments for 1921 


Brockton Hangs Up a New Record in Spite 
of Generally Poor Business Conditions 


ROCKTON shoe factories 

shipped during 1921, 631,536 
cases of shoes. This is a gain of 
20,530 cases over 1920. The value of 
shoes shipped from Brockton during 
1921, taking the average wholesale 
price as $6.50 per pair, totals $102,- 
624,600. The average price per pair 
of $6.50 represents a lower average 
than 1921, when the figure was $7.25 
a pair. Brockton manufacturing con- 
cerns which have been identified with 
the better grades of men’s and 
women’s footwear, as a rule, have 
continued and will continue to work 
along these lines, thereby maintain- 
ing the prestige which Brockton has 
so long enjoyed as regards quality 
and style in men’s and women’s welt 
shoes. 





Shoe Shipments by Parcel Post 


During the year 1921, 486,900 pairs 
of shoes were shipped by parcel post 
as compared with 465,150 pairs in 
1920. The shipments by truck were 
34,500 cases for 1921 as compared 
with about 25,000 cases for 1920. Shoe 
workers employed in Brockton fac- 
tories have shown an increase the past 
year, the number being approximately 
12,300 as against about 11,500 in 1920. 


Pushing In-Stock Shoes 


During the past twelve months and 
for the twelve months to come the 
stock departments of Brockton fac- 
tories have been and will be busy 
places. During the past year mer- 
chants have utilized the in-stock de- 
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Where to Buy 
Ballet Slippers 


25% Cash Discount 


From the regular 55c. 
list on thirty pair case 
lots. 

Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 
































Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, 8-11, $1.30; 
11%-2, $1.40; 2-7, $1.50. ve 
No. 1233, White Ballet, 8-11, $1.55; 
11%-3, $1.66; 2-7, $1.75. 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 


B Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 


BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 














[ Where to Buy 


Men’s Shoes 




















CRAIG -REED & EMERSON INC. 
BROCKTON MASS 


~ 


fol _—_ 
[UNION SHOE CO.] 


BROCKTON MASS. 























$1.35 

















INFORMATION fs: 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read : 
—and learn. : 














Women’s “w::" Oxfords 
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$2.75 






WHERE can you match them at near this 


price > 


Fine Mahogany Side Leather 
Splendid Leather Soles 
Armstrong Rubber Heels 


Meet the call of the times with the best values possible. 
IT IS TO PROFIT. 


Write Your Wholesaler 


To-day for Samples. If He Cannot Supply You We Will 
Refer You to Our Nearest Jobber. 


Globe Shoe Company 


Women’s Welts and White Canvas McKays 


Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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partments of Brockton factories to an 
extent never known before. This was 
due, of course, to the hand-to-mouth 
method of buying which prevailed in 
practically all parts of the United 
States. That this condition will con- 
tinue during the coming year is prac- 
tically a foregone conclusion. 

Brockton manufacturers, therefore, 
will increase the facilities of their in- 
stock departments as a means of 
promptly supplying the needs of their 
trade. 

Brockton has an enviable reputation 
in prompt shipments of men’s and 
women’s welts from factory in-stock 
departments. Manufacturers intend 
to maintain and enhance this reputa- 
tion during the year 1922. 


Increase in Women’s Shoe Production 


Women’s welt footwear has made a 
substantial growth as regards produc- 
tion in Brockton factories. This will 
undoubtedly be continued during 1922 
in response to an increased demand 
on the part of merchants. Women’s 
welts made in Brockton factories are 
particularly well suited to the every- 
day use of women, both for street as 
well as semi-dress and sporting activi- 
ties. Style and quality are well 
blended in the women’s welts which 
are now so important a part of the 
output of Brockton factories. Not 
less than seventeen concerns in this 
city are now making both men’s and 
women’s welts, with others to come. 


Influence of Sport Footwear 


Development of men’s and women’s 
sport footwear for production in 
Brockton is an outstanding feature of 
the local trade. The influence of this 
class of goods is seen in the samples 
that were exhibited at the Chicago 
show, also in the regular lines of 
street footwear for spring and sum- 
mer. There is a broadening of toes, 
lowering of heels and smart effects in 
perforation, all representing the sport 
ideas as adopted for street wear. 
Comfort, as well as style, is empha- 
sized in the made-in-Brockton every- 
day shoes as a reflection of sporting 
footwear. 


Shoe Man Elected President 


At a special meeting of the Brockton 
Chamber of Commérce directors, Her- 
bert L. Tinkham, treasurer of W. L. 
Douglas Shoe Co., was elected presi- 
dent of the Chamber for 1922. Mr. 
Tinkham, who has served as vice- 
president for the past year, succeeds 
in the presidency Fred F. Field of 
Field & Flint Co. C. Chester Eaton, 
of Charles A. Eaton Co., is one of the 
vice-presidents chosen by the Cham- 
ber for the coming year. Shoe manu- 
facturers on the board of directors 
for the Chamber for 1922 include C. 
Chester Eaton, F. F. Field and Her- 
bert L. Tinkham. 
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Walk-Over Men Elect Officers 


The annual me ting and election of 
officers of the Walk-Over Shoe Sales- 
men was held in the Walk-Over Club 
in this city with an attendance of 37 
members. Ernest H. Carr was chosen 
president to succeed Chester Taber, 
who has filled that office for the past 
five years. Walker Baker was chosen 
vice-president, with Raymond Jack- 
son, treasurer and recording secretary. 
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George H. Wilkins, senior salesman of 
the George E. Keith Company, was 
made an honorary member of the or- 
ganization. 


_Shoe Men in City Government 

In the make-up of Brockton city 
government for 1922 the shoe trade is 
well represented. Out of 28 members 
of the Brockton City Council five are 
shoemakers and one a shoe artist. 


SYRACUSE 


Henry W. Cook Takes Issue 
With Ford 


HE December issue of the Net- 

tleton Association News con- 
tains an interesting article regard- 
ing Henry Ford’s statement on shoe 
prices. We reprint below the state- 
ment accredited to Mr. Ford, which 
appeared in the Boston News Bureau 
of December 17, together with a let- 
ter written to Mr. Ford by Henry W. 
Cook, president of the A. E. Nettle- 
ton Co.: 

FORD ON PRICES 


(Copyright, 1921, by International 
News. Service 


Detroit—Henry Ford says busi- 
ness could be made good and cost of 
living reduced but for short-sighted 
greed of manufacturers and mer- 
chants who persist in clinging as near 
war prices as possible. 

“A clerk in a shoe store, after he 
had waited on me to-day, asked me 
when business was going to pick up,” 
said Ford. “How much would you 
charge a man worth $100,000 for a 
good pair of shoes?” I asked. “About 
$13,” replied the clerk. “You sold 
the same pair of shoes before the 
war, didn’t you, for $6?” The clerk 
said that was correct. “Well,” I re- 
plied, “business will pick up as soon 
as you cut the price of those shoes 
to $7.” 

“There is no sense in present 
prices,” continued Ford. “I have com- 
pelled everybody who sells material 
‘to me to sell it at pre-war prices or 
a little more. When I cut the price 
of my car a year ago I refused to 
pay more than I am paying now for 
materials. That is what the public 
should do—refuse to buy at present 
prices. The thing can be done. Be- 
fore the war I was told the best place 
in Detroit to buy beefsteak was at a 
little German meat shop in the out- 
skirts. I bought a T-bone steak and 
it proved so tender it could almost be 
cut with the back of a knife. The 
German charged only 18 cents a 
pound, while other dealers were get- 
ting 45. I asked the German why he 
charged so much less. ‘This is a 


Hungarian neighborhood,’ he replied, 


and those Hungarians will not pay 
more than I am charging.’ I learned 
that a wholesaler, knowing the situa- 
tion, was selling to the German lower 
than he charged other retailers, en- 
abling him to make a profit. Manu- 
facturers and merchants can cut 
prices if they want to. 

“When I determined to cut the price 
of our car the man who was then 
treasurer told me I had reduced the 
touring car to less than cost of pro- 
duction. ‘If you think so,’ I replied, 
‘I will cut just $10 more.’ And I did. 
He figured we stood to lose $18,000,000 
on cars already in stock, and I do not 
know how many more millions during 
the year. We did not lose anything. 
We made money. 

“That is the way I believe in run- 
ning a business. I cut the price when 
we were selling all we could make. 
But if prices can be cut, I believe 
always in cutting them. It is good 
business sense. 

“Steel mills are running only part 
capacity, though every railroad needs 
rails. We need rails on the Detroit, 
Toledo & Ironton. But so long as 
rails are more than $40 a ton we 
shall not buy a rail. We'll use the 
ones we’ve got until they are worn 
down to wires before we will pay more 
than $27 or $28.” 


THE RETORT COURTEOUS 


Mr. Cook’s letter to Mr. Ford 
follows: 

“If you are correctly quoted in the 
Boston News Bureau of Saturday 
morning, December 17, I know you 
will be glad to have a statement of 
a few easily understood facts with 
reference to fine shoes, as it is very 
evident that you know nothing of 
the fine shoe business. If everyone 
wanted to pay the Ford price for an 
automobile there would be no market 
for :Packards; if everyone wanted to 
pay $7 for shoes there would he no 
market for Nettleton shoes. 

“Fine shoes are not made to sell at 
a price—on the contrary, they are 
made with a determination to produce 
the very best product possible, then 

(Continued on page 193) ~ 
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MEN’S AND WOMEN’S 


South Shore Styles 


Ready to Ship 








S-72 


Men’s Russia Regular Oxford. 
Park Square Last. Medium Brown. 
Carries Goodyear Wingfoot Rubber 


Heel. 
A-D, 5-10). 
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We are large users of these heels. 


The shoes produced in our factory possess sterling characteristics. Their 
style can be relied on to gain customers for you and their quality to hold the 


customers which they win. 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
: CHICAGO OFFICE: 
NEW YORK OFFICE: FAST WEYMOUTH, MASS. __ ,,,cHICAGO oFrici 
We shall exhibit at the Chicago Convention and Style Show, January 9-12 
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PROCESS 


THE “FILET” 
No. 25—Brown Kid with Brown Ooze 
Collar. Junior Louis Covered Heel, Beaded, 
$5.00 
No. 26—Same shoe without heading. $4.50 
Sizes: A, 4-8, 4%-8; B, 8-8. 4-8, 4%-8; 
3-8, 4-8, 4%-8 


“RITZ ONE STRAP” 

No. 33—Black Satin, Full Louis Covered 
Heel, Rhinestone Button............ $4. 
Sizes: A, 4-8; B, 3%-8; C, 3-8, 

. 32—Same with Jr. Louis Heel. $4.35 


Change of Policy 


Any number of pairs, in any 
width, or any number of widths 
at prices listed. Continued re- 
quests from our customers have 
convinced us that this service is 
necessary. 





ORDER THE SIZES THAT YOU WANT 
Terms: 2% 10 days; net 30 





“THE THREE STRAP” 
_. 34—Black Satin, Full Louis Covered 
Tt ccccccsecccevecesébbesegbons $4.35 


nS a, ae 
ee Stitch, 12/8 Heel. 
85. 















No. 30—Same in 
Black Kid . $4.25 


No. 28—Same in 
Brown Kid with Rub- 
ber Top Ra . 85.00 


B, 84-8: C, 8% -8; 
D.' 3-2. 





“SCOTTY” 
No. 22—Soft Scotch Grain Calfskin, 10/8 
Heel, Fair Stitch ....---+ceseeeeeee $3.50 
Sizes: B, 4-8; C, 3%-8; D, 8-8. 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 


BOSTON OFFICE: 405 Rice Building. 
FACTORY: 13 Wormwood S&St., So. Boston, Mass. 





AXITAX SON 70\ 10\ 1 70\5/0\1 00. (0\1/8\. O\ OVO ON OTN ON O\TON 
=a 
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NEW YORK OFFICE: Room 1205, 110 W. 34th St. 




























“PALAIS ROYAL” 


No. 31—This Season’s Smartest Style tn 
Black Ooze Calf only.........+.+++. $5.00 


Sizes: A, 4%-8; B, 4-8; C, 2%-7. 





“MARY” 
No. 23—B'ack Ooze Calf, Full Louis Cov- 
ered Heel, Beaded $5.00 
No. 24—Same style in Black Satin, Beaded, 


Sizes: A. 4-7%: B, 4%-7; C, 4-7. 


No. 37—Brown Kid Five Byelet Oxford, 
Me@ium Toe Last ....ccccccccccces $3. 50 
Sizes: A, 4%4-8; B, 3%-8; C, 3%-8; 

D, 3-8. 


In Stock January 15 
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95% 


Said the Clutches on Pro- 
gressive Finishers Still Oper- 
ate Satisfactorily After Five 
Years’ Use. 


Progressive clutch suprem- 
acy again proved:—at least 
95% of the answers we re- 
ceived to a questionnaire 
sent to repairmen who have 
used Progressive Finishers 
for five years or longer, say 


the clutches are still O. K. 


am: im 


vo a —= = 





A clutch that will stand up 
through five years of con- 
tinual service is a good 
clutch. All the rest of the 
Progressive Finisher is 
characteristic of the 
clutches—it’s good. Good 
for your shop! 


PROGRESSIVE 


SHOE MACHINERY COMPANY 


MINNEAPOLIS, MINN. 
U.S. A. 








The Time of New 


Resolutions Is Here— 
make yours safety first 


MPLE protection against loss by 

fire will keep your mind free from 
anxiety during the day, and contribute 
much to peaceful slumber at night. 


We Have a Special Policy that Pro- 
vides Greatest Protection at 
Lowest Cost. 


The matter of business insurance is most 
vital té you and merits closest investi- 
gation. Write us today to show you how 
to save money in buying insurance and 
still be covered to the fullest extent. 


“Save the Saving” 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 99% of which are 
locally owned 
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Novelty Stitchdown Shoes 
for Children 





Mahogany Lotus Two Strap Pump, stitchdown, 
best oak outsole, solid leather throughout. 
Same style with patent leather Epssncntct vamp 
with grey calf quarters—or in all patent leather 
or in all tan Lotus, 


These \eeeen may be had either in Buckle or 
Batton 


5 to 8 8% to 11 11% 60. 


$1.20 $1.40 $1.60 


We also carry a complete line of sandals, ox- 
fords, play shoes and other novelty stitchdowns 
of the better kind. Samples sent upon request. 
Order Community Stitchdowns from your job- 
ber. If he hasn’t any, send us immediately his 
name and address. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 














122 
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RIGHT PRICES- RIGHT STYLES - RIGHT SERVICE 


BOOTS «4 OXFORDS 


For Immediate Shipments 


















No, 486. Price $3.75 


Patent Jazz Oxford, Plain Toe, Good- 
your Welt, 7/8 Heel, Sport Last. AA 
to 


No. 353. Price $3.75 


Cocoa Calf Oxford, Imitation Tip, 
White Fair Stitch, Imitation Welt, 
11/8 Rubber Heel, Princess Last. A 
to D 


No. 896. Price $4.75 


Nine Inch Black Kid Lace 


Kid Tip, a a 11/8 Heel, 
Princess Last. A 





No, 897—Same style in Brown Kid. Fa : 
No. 489. Price $3.25 Price $5.50 No. 782. Price $4.00 
Patent Three Buckle Strap, Imitation 
Rlack Scotch Oxford, Tip, Goodyear Tip, Goodyear Welt, Princess Last, 
Welt, White Fair Stitch, 7/8 Rubber 11/8 Heel. AA to D. 
Heel, Sport Last, Black Rinex Sole. A No. 439—Same in Black Kid. 
to D. Price $3.75 


WIRE YOUR ORDER TODAY 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer c. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. , 
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ASK THE MAN WHO HAS SEEN THEM 


SPORT SHOES 


Wherever you are, it will be necessary for you to sit up and take 
notice of the coming demand for Sport shoes this Spring and 


Summer. 
We have been the leaders in patterns of this nature for sometime. 


For your own good, don’t go too far in covering yourself before 
you look through our line. 
It is the one big line of the country. 











ASK THE MAN WHO HAS SEEN THEM——___ 


WAHL NaaS SVH OHM NVYW JHL 3SV 


The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. 














ASK THE MAN WHO HAS SEEN THEM 





USMC CORK INSOLES | 


for MEN and WOMEN 











NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 















UNITED SHOE MACHINERY CORPORATION - : BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - - ° 
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a shoe lace that outwears 


by months ordinary laces 
stays tied and never looks shabby 


¢ 


THE CORDO-HYDE PROCESS 


is exclusive and it is impossible to make a lace its equal 
without the “Cordo-Hyde” material and method of manu- 
facture. 





























The counterfeits can resemble “Cordo-Hyde” somewhat 
in appearance—but not in service, and as proof of this 
we ask that you make the test in your own shoes. 






The shoes you sell will be better shoes if they are equipped with 
“Cordo-Hyde” Laces. 


The majority of manufacturers are willing to put “Cordo-Hyde” 
Laces in the shoes you order if you ask for them. 


Lace Division 


O. A. Miller Treeing Machine Company 


Massachusetts 


LC 









Brockton 





/ 















Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. 






APPROVED BY 
MEDICAL MEN 







SHOE CO. 
1156 No. Main St. 


Retafis, $2, $3.50 Brockton, Mass. 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf— 


Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
Boston, Mass., U.S. A. 


106 Beach St. 





Buyers’ Easy Reference Directory 












Wood Sole 
Boots and Shoes 
Full Oil Grain Leath- 
er, Waterproof Sole 
Highen Buc 

ign-cu ui 

‘once ovate $2.25 
High-cut Boots. 4.25 
Riemer’s Steel 


Rims for Sole 
and Heel ... 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 














a. 








ee 


No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 
foliage, including vase 
as illustrated, each, $1.75. 
per dozen, $18.00. 

Write for -* SPRING La 
ALOG No. with illus 
tions in Saline of Artificial 
Flowers, Plants, Vines, 


MAILED FREE FOR THE 
ASKING. 


Frank Netschert 
61 Barclay St. 
NEW YORK, N. Y. 








CAB BOUDOIRS—In Stock 


ORDERS SHIPPED DAY RECEIVED 








Black, Rubber 
Heel ....#1.10 
Red ....... 1.20 
TRB ccccese 1.20 
Dark Brown. 1.20 
WE cceces 1.25 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 











id 


Correct Footwear for Children 






Increase sales in your Infants’ Shoe 
Department by putting this moccasin 
on your shelves. We make this from 
grade leather in tan, smoked and 
Pearl elk, with extra fine, 
flexible, non - sieving sole 
and spring heel. 

footwear ~ children that 
can be mad 






bn esi Send for. pri 

Style en or prices and infor- 
Dark Tan Elk mation on our entire line 
for at once delivery. for every member of the 
Made to retail for family. 

about $3. 


‘THE FELIX MOCCASIN COMPANY, 
MARLBORO ‘Indian Moccasin Makers’’ ss. 





wil have to 
and then wait for experience to show if 
truth. 


tions sell “just a horse 
culation 








BLOODED-STOCK 


were baging a horse and he was just a horse you 
for granted the things the owner said. 
if he had spoken the 


But if t a horse of blooded-stock that had a 
7 ers to take the man's word for it. 


i 
Fie (pedieree would show his ancestry and race, and, give you 


of the animal's capacity for speed and 
It's th same in bu ny So: publica- 
oon — and fave’ to take thei their cir- 
stalaniant. wile © pand of eas 


The Boot & Shoe Recorder is blooded-stock. An A B C 


statement is the igree that tells you what to expect in 
the way I Ay and endurance. 
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1922 


Promises to Be a Big Sandal Year 


WE HAVE THEM—ENGLISH SANDALS—FROM A TO Z 

















Infants’, Childs’, Misses’, Girls’, Men’s Welts and Turns 
Don’t Miss the Evans Standard Line When in Chicago 


AT THE CONVENTION 
Booth No. 72 


HARRY H. RIPLEY 


THE L. B. EVANS’ SON CO., 


ALSO PALMER HOUSE 
Room No. 535 
FRANK D. BROWN 


Wakefield, Mass. 















VAD 


‘Best Shoe Jor The Least Money _ 


ROAMER 
LAST 
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| Three to Four Weeks’ 
Delivery 








Ladies’ Tan Side Sport Oxford, Ma- 
hogany Side Apron Strap Perforated, 
Imitation Straight Tip and Medal- 


lion. Carries Goodyear Wingfoot 
Rubber Heel. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


. FACTORY . BOSTON OFFICE 
72 Lincoln St. 
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_2Z-S OTT TG 
7 HOTEL a 
OPPOSITE SOUTH STATION Gs 5 EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 
There are advantages to gain by visiting the eastern market center, take a look at the good shoemaking al- 


ways on display, in sample rooms, and i 
’ . 8, get better acquainted with sources of production by visiti facto- 
ries within a short ride of “the hub.”” On a visit like this you want to stop at a leading hotel, ,* that 


means the “ESSEX. 
THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(9626S SOF FS FSSESESEESESEEEEEERESZEEE een 






















Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


HL. A. FREELAND 

















Manufacturer 
Established 1806 ROCHESTER, N. Y. 
Made into Catalog on request 
STRAP EFFECTS OR CENTER VINE STRAPS A salesman in every State 





Mr. Retailer—Send at once a pair or two of your old stock 
with style desired and you will be astonished at the com- 
plete change in your shoes without detection. This is an 
opportunity to help flourish your spring business. 


WAVERLY SHOE TRIMMING CO. 
151 Vanderbilt Ave., Brooklyn, N. Y. 

















UP TO THE MINUTE QUALITY AND STYLES 
IN STOCK FOR IMMEDIATE DELIVERY 










SAMPLES AND ATTRACTIVE PRICES SENT ON REQUEST 

2903—Patent Leather Cleo, 268 : ye y es eel. 
Spanish 16/8 Heel. Sizes Sizes 3% to 8 D Widths. 
3 to 7. O Width. *  2797—Same in Black Kid, with 

2863—same in Black Ooze. 7 o Width. “ 


2694—Same with Baby Louis 
2828—Same in Gun Metal. Heel. 83% to 8 D Width. 


LEXINGTON SHOE COMPANY 


33 ESSEX ST. HAVERHILL, MASS. 
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FOR 


No, 1455—Tan Scotch Grain 
Sport Oxford, Mahogany Apron 
and Back Stay, Golf Rubber 
Sole and Heel. Aberdeen Last. 


BIG SEASON AHEAD 


SPORT SHOES 







No. 2307—Smoked Elk Sport 
Oxford, Russia Calf A 
and Back Stay. Golf Rubber 
Sole and Heel (unlined pat- 
tern). Haig Last. 






183 Essex Street 


Here are two winners in these popular shoes for sport wear. The coming Spring and Summer 
will see more of these shoes worn than ever before for Golf, Street and Outing Shoes. Order 
NOW and be ready when the call comes. 


Poole & Johnston, Ine. 


BROCKTON, MASS. 


(Campello Sta.) 
New York 
433 Marbridge Bldg. 


Chicago 


Boston 
407 Security Bldg. 








Who Says It’s a “Cinch” 9 
To Fit Pumps 5 


If it were, no shoe man would be more successful 
than another. Avs it is now it is mostly a matter 
of experience and a judicious use of ““GILCO 


SPECIALTIES.” 


SHOE RETAINERS 


stop that annoying slipping at the heel—wearing 
out of costly hosiery—complaints that pumps 
don’t fit. 

They Are Quickly and Easily Attached without 
the use of tools—without stitching. 

Practical and Profitable to You. And January 


is the month to buy them in. 





Every first class jobber carries the “GILCO” line 


If your jobber can’t supply you 
WRITE US FOR CATALOGUE 

















Price $1.75 per dozen pair. 
Colors: Black, White, tan and gray. 


Sold for 25 cents Everywhere. Ask your jobber 
for them. The “Gilco” line is known as a 
money maker by alert shoe dealers everywhere. 


“Need Any Straps?” 


E. T. GILBERT 
“MFG. CO. 


228-36 South Ave.. Rochester, N. Y. 








SPECIALTIES 


Make the findings depart- 
ment More Profitable. 














We are extensive users 


of these heels. 
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This Is THE Line for Quick Sales 


and Repeat Business— 





One of our latest and best. 


SAMPLE 
No. 3911 


Men’s Russia Calf Oxford 
with new pattern sport 
cuff, on our No. 129 last. 


Whitman & Keith Company 


New York 


Boston 


Designers and Makers of Men’s and Women’s Fine Shoes 
Brockton, Mass. Chicago San Francisco 
YIMewys Yee UU fue fc wee 


yee) 


yee) 





Prices: 
ballets: 
misses, 11% 
to 2..81.50 
girls, 2% 
to 8..81.60 
boudoirs: 
2% to 8, 
$1.40 
red and 
brown, 
$1.50 


Ballets made only in kid. 
leather counters, hand 
turn, skilled workmanship, 
selling .strong also for 
gymnasium use. 


Orders filled immediately. 


Salem Shoe Co. 


Salem, New Hampshire 










BALLET SLIPPERS 


AND BOUDOIRS 








Buying in Balk 


Grocers used to display their wares by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers. often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk.”” Like the old-time grocer’s cus- 
tomers, they frequently received as much 
refuse as “‘coffee.” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 


tity. Its records are audited by the A. B. C. 
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(Continued from page 181) 


sold at a price that will return a fair 
and reasonable profit to both manu- 
facturer and retailer. 

“Our business, and we make noth- 
ing but the finest shoes it is possible 
to make, is more than 100 per cent 
in pairs—the unit of production— 
ahead of one year ago. Men are buy- 
ing Nettleton and other fine shoes as 
a result of actual experience. They 
find them to be the best investment in 
footwear they can possibly make. 

“T understand that you use a Pack- 
ard car in preference to your own 
make. If this is because you are a 
man of taste and appreciate and enjoy 
the fine things in motor cars and pos- 
sibly wearing apparel, you would en- 
joy Nettleton shoes and find that you 
could afford to pay the price charged 
for them. 

“May I venture to hope that some 
day you may have that pleasure?” 


Pumps in Good Demand 

The winter sales of indoor boots and 
pumps has been the biggest in many 
years. The numerous social functions 
have served to increase the demand 
for all kinds of pumps. Straps have 
been selling very big, browns and 
blacks being. the preferred colors. 
Satins have been holding their own, 
but have not been as popular‘as the 
leathers and suedes. 

The big demand for pumps has re- 
sulted in a corresponding slump in 
the sale of women’s high shoes. 
Dealers, however, look to this style to 
sell more rapidly this month and 
next. 


Rubbers Moving Well 

The demand for rubbers and over- 
shoes has been the biggest in the his- 
tory of the city. Some of the dealers 
have been forced to renew their stocks 
of overshoes several times. 

All kinds of hosiery sold big 
during the holiday season, and 
while the high priced kinds were 
not in as great demand as last 
year, the more moderately 
priced sold fast. 

All dealers predict a big sale in 
grays for women during the spring. 
Many are ordering large stocks of 
gray pumps and boots for the spring 
season, for the trend of the buying 
has been to that color, 

Protest Entered Against Sale 

Action of F. E. Bolway & Sons, 
jobbers, in putting on a retail felt 
slipper sale at the height of the holi- 
day season, brought a protest from 
dealers, which was filed with the State 
association. 





Sample Rooms Moved 
The local sample rooms of the Endi- 
cott Johnson Co. have been moved 
to 22 Wiggins Block. which is at Fifth 
and Vine Streets. W. W. Wallace is 
in charge. 
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BUFFALO 


Retail Stocks Believed Low 


Christmas Trade and Winter Weather Com- 
bine to Help Clean Shelves 


FTER a holiday business that 

was far from disappointing, 
shoe dealers are looking forward 
more hopefully at the start of the new 
year. 

Snow came finally, after a long pe- 
riod of open weather, and helped 
boost the business to which the holi- 
day season had also brought an im- 
petus, augmenting it with a more brisk 
business in rubbers and overshoes. 

Dealers have been chary of buying 
too much stock in advance. But whole- 
sale representatives were looking for 
better business after the first of the 
year, when, it is believed, the confi- 
dence of the dealers will be increased. 
Then, too, their Christmas trade 
made large depletions in their stock 
and even the most cautious must of 
necessity make replenishments. 

The demand for low-cut shoes still 
remains strong in the city. A shoe 
that is meeting with considerable pop- 
ularity among women is the patent 
leather oxford. Oxfords in dark 
brown are also proving popular. 


Merchants Elect Officers 


The annual election of the Buffalo 
Retail Shoe Dealers’ Association was 


held Wednesday evening at the Hotel 
Iroquois. It was an election in which 
there was no contest, outside of that 
for the directors. Candidates for the 
various offices had been unanimously 
nominated. They were as follows: 
Fred Kimball, president; Frank De 
Line, first vice-president; O. F. La 
Reau, second vice-president; J. Meyer, 
third vice-president; Clarence Lanich, 
secretary; A. Nordcliffe, assistant sec- 
retary. 

Candidates for directors were: 
Frederick Becker, W. E. Weigand, 
K. W. Watters, Max Harrison, 
Charles Thiele, E. E. Eickel, John 
Leader, C. A. Zittel, Harry Bullett, 
John Maier, C. Barton and W. W. 
Spragge. Candidates for out-of-town 
directors were unanimously nomi- 
nated. They were John Dick, Tona- 
wanda; Fred Siddon, Niagara Falls, 
and Oscar Loosen, Lockport. 


Many Attend Chicago Show 


A large delegation of shoe dealers 
from here attended the national con- 
vention at Chicago. A special car, 
bearing some twenty of them, left 
here Sunday night, arriving in Chi- 
cago Monday.morning. A delegation 
from Rochester, headed by William 
Pidgeon, Jr., accompanied the Buffalo 
party. 





A Shoe Trade Library 


One Similar to That of General Electric Com- 
pany Would Be Big Help to 
the Industry 


HALL a shore trade library be es- 

tablished? There’s a need of such 
an institution. Much wisdom of the 
shoe trade is assembled day by day, 
but the day after it goes to waste 
for lack of a library in which to 
store it. 

The General Electric Co., one of 
the most progressive concerns in the 
country, is building up a splendid 
library of the literature of electricity. 
Or rather it is building up a chain of 
libraries, for it has libraries in its 
several factories as well as at its 
headquarters in New York. — 

Doubtless, for the shoe industry, it 
would. be best to have a chain of 
libraries in the important centers, 
both the manufacturing and the mer- 
chandising centers. 


Assemble the literature of the 
trade, and use it as a basis for 
common knowledge, and there will be 
less misunderstandings among shoe 
men as well as a more substantia 
development of the great industry. 


FIT THE LACES, TOO 


Fit laces to shoes. Loose bowknots, 
flopping from shoes are not as pretty 
as they might be. And to thrust the 
tips inside the boot top is a crime, 
for the metal tip may wear a hole in 
the stocking, and the skin, too. So 
put a long lace into a fat ankle boot, 
a middle size lace into a medium 
ankle boot and a shorter lace into a 
boot for a slim ankle. 
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(Concluded from page 159) 


Barnett on Coast 


William H. Barnett, represents 
C. H. Alden Co., manufacturers of 
men’s and boys’ fine footwear. “Bill” 
was more than pleased with the way 
the retail merchants took to his line, 
and stated that upon finishing he ex- 
pects to have written the largest 
business he has ever received in this 
territory. Several new lasts and pat- 
terns have been added to the line this 
season, among them a new brogue and 
a new English last which proved to 
be two of the biggest sellers. 


Yukovitz Sells Diamond 
Shoes 


Henry M. Yukovitz has made con- 
nections with the Diamond Shoe Co. 
to cover New England territory. His 
acquaintance through this section is 
extensive, and his knowledge of the 
shoe business is very thorough, hav- 
ing been gained through factory, re- 
tail store and road experience. Mr. 
Yukovitz started with the factory end 
and worked in different departments 
for eight years. For five years he 
conducted two retail shoe stores in 








Heels May Be Clamped On 


Alfred J. Deschene, a Marblehead 
shoe man, has invented a method of 
inserting spring fasteners into rubber 
heels in such a manner that the heels 





$0.90 to $3.00 per pair. 


BOOT 


RHINESTONES 


“STRAP BUTTON SLIDES” (illustrated). Many 
other styles, all white stones, or white in combination 
with jet, emerald, ruby, sapphire, etc. Prices from 





HENRY M. YUKOVITZ 


Who covers New England for the 
Diamond Shoe Co. 


New Bedford, Mass., he then sold out 
to go into the wholesale shoe busi- 
ness, where he remained for three 
years. Later on he decided that he 
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would put the North American Shoe 
Co.’s Brockton product on the retail 
market, and after a short time spent 
in that connection became affiliated 
with the Sporwin Shoe Co, 





WANTED TO PURCHASE 
CASH PAID 


Cop dno dam ce quis Gate f ene oe 
other merchandise. wil 
send a"raprsetaive to iovaania ‘and mae ode 
upon 


Kalter ¢ Cerf. Mercantile Co., Inc. 
591 Beeqéwar me. Pe City 














4 retail Swe Se F235 or 
Cy - — 


‘eee 2 our ‘opectaity. 
and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
NK WALKER, arockiya 








FRA 
610 Broadway, aeee lyn 
Phone Stagg 1 





The NEW YORK EXPORT 


PURCHASING CORPORATION 


515-517 Broadway 
New York City, N. Y. 


ae’ | eae Arey a } FOR 
BUY ire Stocks { CASH 


Entire Stocks 








may be clamped onto shoes. They will 
not come off in walking. But, by 
manipulating the fasteners by hand, 
a heel may be detached from the shoe. 
So a man may change his right heel 
to his left shoe, and vice versa, for 


the purpose of evening up the wear 
on the heels. 

The Royal Detachable Heel Co. of 
Salem has been incorporated with a 
capital of $25,000 to make heels with 
the new fasteners. It plans to start 
manufacturing early this year. 











Groping in the Dark 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 
figures were unreliable. 


In six years the Audit Bureau of Circulations 




















PIN VAMP ORNAMENTS, a wide range of styles. 
Small and medium sizes... .#0.65 to $1.75 per pair 
Larg@er sizes. ......seeeeeee $2.00 to $5.00 per pair 


Finest quality stones, non-tarnish jewelry settings. 
Assortment sent on approval. 


W. K. CHANDLER, INC. 
125 SUMMER ST. BOSTON, MASS. 











has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods 
this organization is able to supply just the data 
an advertiser needs. The darkness is dis- 
pelled and the bright light of verified facts 
takes its place. Space buyers no longer find 


it necessary to grope in the dark. 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 
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-FOR SALE 





LINE WANTED 











mi 
aa 
Nir 





FR 
‘Hi 
BP 








SHOE STORE 
CHAIRS 
SETTEES 






WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








OR SALE—Wholesale shoe business 
dealing in Misses’ and Children’s 
lines of shoes, sandals and felt slippers. 
Old established firm doing a large busi- 
ness in the City and Country. Good 
volume of mail order trade. Apply to 
JONATHAN B. COOK, 208 South La 
Salle Street, Chicago. 





SHOE FACTORY FOR SALB— About 
35,000 sq. ft. space. Located in live 
town few miles from Boston, excel- 
lent shipping facilities, plenty desir- 
able help. Building equipped with first 
class power, light and heating plant, 
blower, sprinkler system, shafting, main 
belting, etc. Will be sold at very attrac- 
tive price. CHAS. G. CLAPP COMPANY, 
294 ashington St., Boston, Mass. 








SHOE STORE FOR SALE 


Shoe Store for Sale of 42 years 
standing good business for some 
live-wire. Reason for selling, want 
to retire Bethlehem, Pa. Address 
D.44, care Boot & Shoe Recorder, 
127 Duane St., New York, N. Y. 




















| Wood Fixtures 


Ask for Catalog “‘L.” 
Window Vv 






Ask for jes. 
Write us about 
and 


NEW YORK SHOW ROOM 
0 West 36th Street—Just Bast of Broadway 













WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


pamring on grins ont of bastnans? 


pO ee 
I. OLENICK 


418 Broadway, New York. Tel. 9581 Canal 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. - 


BLACHER 


166 Pulaski St. Brooklyn, N, Y. 
Phone Wil rit fo 














FOR RENT 


FOR RENT—Desirable shoe department 

in separate room of department store. 
Fixtures complete. Will rent complete. 
Live Southern Illinois town of 10,000. 
Address D-25, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








HELP WANTED 


SHORT SIDE LINE—For Texas anid 
Oklahoma. Must be strong values, 
direct from manufacturer flooring live 
numbers. Boys’ popular priced welts 
preferred. Have established trade on 
Men’s popular priced welts. Address D-32, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





FACTORY LINES WANTED — Short 
lines, Infants’, Children’s, Misses’, 
Women’s popular price Turns and McKays 
for Western Missouri and Kansas. Have 
established trade. Address D-1, care 
Boot & Shoe Recorder, 207 South St., 
Boston, le 





INE WANTED — Experienced Shee 
Salesman desires line of low priced 
Men’s and ies’ welt shoes for Cali- 
fornia. Give full particulars. Address 
D-19, care & Shoe Recorder, 207 
South St., Boston, Mass. 








EXPERIENCED SALESMAN 
WANTS LINE—! have estab- 
lished trade in Pennsylvania, 
Southern New York and Ohio. 
Have covered this territory for 15 
years with Men’s and Women’s 
High Grade Shoes. Am open for a 
proposition for this coming season. 
Best of references furnished. Ad- 
dress D-42, care Boot & Shoe Re- 
=— 207 South S&St., Boston, 
ass. 














WANTED TO PURCHASE 





WANTED— Manager for a shoe store 
in a Massachusetts city of 18,000 
population. Married man preferred. Ad- 
dress D-21, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—Manager and Salesman for 
Shoe Department. Excellent oppor- 
tunity. References as to ability and 
integrity required. THEDIECK DE- 
PARTMENT STORE CoO., Sidney, Ohio. 





LEADING DEPARTMENT STORE in 
Florida carrying Women’s and Chil- 
dren’s Shoes only, desires the services of 
a good all around Shoe Man, Buyer, Man- 
ager and Advertiser, one who can handle 
better trade, who can hold and create 
new business. He must be a hustler and 
a live wire. State salary, experience and 
reference. Address D-40, care Boot & 
shee Recorder, 207 South St., Boston, 
ass. 





POSITION WANTED 


SHOE MANUFACTURERS—I have been 

connected in an executive capacity 
with a Women’s high grade shoe factory. 
I have supervised the purchasing and 
production, and am thoroughly capable of 
taking charge of the credit and accounting 
end. My concern has dissolved, and I 
would be pleased to hear from a firm in 
the metropolitan district or out-of-town. 
Address K-548, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 








LINE WANTED 


EXPERIENCED SHOE SALESMAN— 

Selling the best New England States 
trade, is open for a line from factory. 
Address D-28, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED — Retailers surplus _ stocks. 
Slow sellers. Broken sizes. Shoes- 
Oxfords-Pumps. Felts. Canvas Oxfords- 
Pumps. Tennis. No quantity too small. 
Address D-31, care & Shoe Recorder, 
207 South St., Boston, Mass. 





MISCELLANEOUS 








SHOE DEALERS 
If In the market for a real felt 
line see 


“FELTIES Ac our, soot 


FELT CITY SLIPPER CoO., 
Doigeviile, N. Y. 
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page per issue: 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





Space 1 time Ttimes i13times 26times 62 times 1.25. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


insertion. 
cents. 





$3.00 $2.50 When advertisers d answers to come in 
office, twelve words must be allowed in each advertise- 
6.00 5.00 ment for address. When advertisers desire replies for- 
9.00 7.50 warded direct to their address, each word of the 
; w must be counted in the advertisement and paid for accord- 
12.00 10.00 ingly. Answers to ads must be sent: under letter postage. 


Payment in advance is required, except when regular advertisers, a8 amounts are too small to open accounts 


SITIONS WANTED—Four cents per word for each 

Minimum amount accepted, seventy-five 

For other “‘Want” advertisements, seven cents 

er word for each inserti 

ds under this heading will be received up to 

noon, on Friday of week preceding publication te. 
esire care of this 


ion. Minimum amount accepted, 

















SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








WANTED—Big League Salesman. With acquaintance and trade with large 
retail buyers to sell Bench Made Turn Novelty Slippers and high grade Chil- 
dren's Footwear—direct factory connection. Proposition a real one for 
capable producer. Give full particulars in first letter. Address D 33, care 
Boot & Shoe Recorder, 207 South St., Boston, Mass. 











WANTED 


Cincinnati representative Ladies’ Shoe Factory, needs the services of high class 

salesman with established trade in States of Kentucky, Tennessee and Alabama, 

with following that In addition to what factory will turn over, amounting to 

$65,000.00 per year, will total at least $100,000.00 per year. Salesman must have 

the best of reference. Drawing account and commission. Address replies C-650, 
care Boot & Shoe Recorder, 810 Second Nat. Bank, Cincinnati, O. 











SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C- care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














S ALESMEN WANTED—To sell old 

established line of Infants’, Children’s 
and Misses’ turn shoes and sandals in 
Ohio, Indiana and Michigan, as a side 
line, on commission. Only live shoe 
salesmen with established trade will be 
considered. Address with reference. 
Lock Box 186, Orwigsburg, Pa. 


HE FOLLOWING TERRITORIES 

OPEN for your wide awake, willing 

to work salesman—Eastern Pennsylvania, 

Northern Iowa, Southern lowa, North 

Dakota, and other not mentioned terri- 

tories. EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin. 


THE FOLLOWING TERRITORIES 
OPEN for energetic salesmen: Min- 
nesota, Iowa, Kansas, Indiana, Oklahoma, 
Michigan, Arkansas, Texas, Tennessee, 
Missouri, Nebraska. North and South 
Dakota. Regular or side line, 6% com- 
mission. Address D-37, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 














WANTED 


A MAN TO LOCATE RETAIL 
SHOE STORES 


A shoe manufacturer operating 
retall stores in the largest cities 
throughout the United States de- 
sires the services of an experienced 
man capable of negotiating leases 
and fitting up stores. 

State age, experience, and where 
sald experience was obtained in 
first letter which will be considered 
confidential. 

Address 0.24, care Boot & Shoe 
secereen, 207 South S&t., Boston, 

ass. 











WE WANT NINE 
SALESMEN 


with established trade to sell 

“Foot Prints” shoes in the fol- 

lowing territories: 

A_man_ living in Omaha or Des Moines to 
work Nebraska and lowa. 


A man living in Baltimore or Washington 
to work Maryland, West Virginia and 
Virginia. 

A_man living in Pittsburgh to work West- 
ern Pennsylvania. 

A_man living in Philadelphia to work East- 
ern Pennsylvania. 

A man to work Louisiana and Oklahoma. 


A man to work Kentucky, Northern and 
Eastern Tennessee. 








? 
Do You Want A 
GO-GETTER 


Salesman 


HE SAYS, “I’m going to sell 

SHOES if | have~to get a 
territory that takes me from Alaska 
to South Africa.” A 25 year old 
veteran, working in a large shoe 
factory for experience, he’s taking 
a vocational course to learn to sell 
shoes. You can’t keep a man like 
that from selling shoes for some- 
body—it might as well be you. 
He has an academy and business 
college education. if you want him 
Address D-18, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 














SALESMEN WANTED 


SALESMAN with shoe knowledge wanted 

for Ohio, Indiana, Illinois, Eastern 
Kansas, Nebraska and. Pacific Coast. 
Men's Welt Dress Shoes. E. B. PIEPKEN- 
BROCK & SONS, Manufacturers, 
lubuque. lowa. 











ALESMEN to sell short line of 
Infants’ and Children’s Low 
Cuts and Infants’ First Step Turns 
in high and low grade, to the 
Wholesale and large Retall trade 
on commission. Give reference 
with application. Address D-35, 
Care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











A man to work Northern Illinois, Wi i 
and Northern Michigan. 

A man to work Montana, Idaho and Wyo- 
ming. 

A man to work Utah, Nevada, Arizona and 

New Mexico. 

Our line consists of infants,” child's, 
misses’ and young women's shoes made in 
our various associated factories. Welts, 
turns and McKay all carried in stock for 
immediate delivery in our distributing ware- 
house in the heart of a children’s shoe pro- 











‘ducing district. We also make to order in 


case lots. Will pay a liberal commission to 
good salesmen. In your first letter, which 
will be strictly confidential, give us a com- 
plete reference, whom you have sold shoes 
for, how long, your annual sales, territory 
which you covered and your age. Address 
Sales Manager, -_ 


Consolidated Shoe Company, Inc. 
19-21 N. Water Street 
Lancaster, Penna. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisefienit-” 





EXPERIENCED man and a hustler for 
MICHIGAN, INDIANA and Northern 
ILLINOIS to represent our line exclusive- 
ly. Qualifications: Must have the person- 
ality to approach the best class of buyers. 
Must have at least some following in the 
territory, and able to furnish highest 
references as to character and ability. 
To represent ROCHESTER’S _ leading 
factory line of Juvenile shoes. In letter 
of application give all possible detail in- 
cluding age. Address H. H. FREELAND, 
Manufacturer.. Established 1896. 
Rochester, N. Y. s 


—_ 








Tyo SALESMEN WANTED for 
Haverhill ._ line ‘women’s turn 
slippers. Strictly commission basis, 
6%. © Territories Southern States 
-East of Mississippi River. Address 
D- care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


 « 
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SALESMEN WANTED 








Several Choice 
Territories Open 


For 
Live Wire Salesmen 


Our combined lines enable our 
travelling salesmen to book the’ 
bulk of the merchants’ business in 
shoes to retali at $5.00, $6.00, $7.00, 
$7.50 and $8.00. The Ogden line 
consists of SIX High Grade Calf 
Skin shoes at $4.85 and Six Oxfords 
at $4.50. Our Franklin Fox line 
consists of FOUR shoes at $3.50 
and Four Oxfords at $3.35. Our 
salesmen devote their entire time 
and energy to the selling of our 
combined lines and we credit them 
with their regular commissions on 
all mall orders received from their 
territory. The Ogden line is made 
in but one leather, in a High Grade 
Calf Skin, but in Dark Cherry Red, 
Tan and Black colors. Lasts and 
patterns right up-to-the-minute 
and both lines solid leather through- 
out. If interested mail immediate- 
ly information concerning territory 
desired, sales this year. Season 
opens January 16th. Address 
OGDEN SHOE COMPANY, Mil- 
waukee, Wis. 














SALESMEN covering out-of-town shoe 

stores to carry a side line of rhine- 
stone ornaments. Address K-546, care 
Boot & Shoe Recorder, 127 Duane St., 
New York, 


ALESMAN WANTED — Experienced 
live wire salesman to carry our in- 
Stock line of children’s novelty turn shoes. 
Sizes 1 to 11. Openings, Middle West and 
Southern States. We pay 7% commission 
and pay it prompt. FLEXIBLE SHOE 
CO., Rochester, N. Y 











ANTED 

Salesman to carry Cincinnati line popular 
priced women’s turns, both dress and comfort 
styles, retailing at from $5.00 to $8.00 on 
a five per cent commission basis in the fol- 
lowing territories: Ky., Tenn., Ala., Okla., 

Miss., La., Ark., and Texas. Send full par- 
ticulars and references in first letter. = 
dress replies C-700 Boot and Shoe 

= ® Second National Bank Bidg., cincinnat!, 

hio. 








SALESMEN WANTED 








W ANTED HIGH GRADE SALES- 
MAN for City of New York. 
Representing line of Men’s Fine 
Shoes made in Chicago. A good 
opportunity for man who can 
show successful record. Address 
D-41, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, III. 











Salesmen handling ladies’ shoes in the 
Central and Western States; we offer a fine 
opportunity to make money in carrying our 
line of ladies’ silk and novelty Hosiery of the 
better grade, especially adapted for Shoe 
Departments on commission basis. Give 
references and state territory you cover 2 
first letter. Address D-39, care Boot 
Shoe Recorder, 189 West Madison St., one 
cago, Ill. 














WANTED SALESMAN who is calling on 
Retail Shoe Trade in the following 
territory: South, South West and West, to 
carry a short but good line of Ladies’ soft 
Sole Slippers and other Slippers, on a 
commission basis. Address P. O. Box 
152, Winooski, Vermont. 





WANTED—A few side line salesmen to 

sell the celebrated C-Saw Welt Line 
of Children’s and Misses’ Shoes. The 
most flexible welt shoe ever manufactured. 
Some good territory open for high grade 
men who sell the best class of trade. No 
others considered. C-SAW SHOE CoO., 
INC., Rochester, N. Y. 





T° SIDE LINE TEN — “In-Stock” 
numbers of Home Ease Black Kid 
Flexible McKay Comfort Shoes and Slip- 
pers on a 6% commission basis. Acquaint- 
ance with trade necessary. Western New 
York and Pennsylvania. Kentucky, 
fouthern “a Wisconsin, Illinois except 
Chicago, an other territory open. 
BRANDAU SHOE CO., Detroit, Mich. 





WANTED—Live wire salesmen with an 
established following with the shoe 
and findings trade, to handle our 
patented Gilco Shoe ‘Retainer and other 
items. Liberal commission. E. T. GIL- 
BERT MFG. CO., Rochester, N. Y. 








6% COMMISSION 


Salesmen, working small territory 
close, wanted in many sections to 
sell manufacturer’s in-stock line of 
Misses’, Children’s’ and_ infants’ 
Turn Shoes. Growing Giris’ sizes 
are now being added. We also 
make and stock about sixteen 
styles of Old Ladies’ Comfort 
Shoes. This is a successful factory 
whose output is being increased 
constantly to meet the demands of 
a rapidly growing business. Ad- 
dress D-43, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











Send all replies to Boot & Shoe Pecorder, 207 South St., 
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Kistler Lesh & Co., Inc., Boston.......... 188 
Larkide Company, The, Boston........... 141 


Lawrence, A. C., Leather Co., Boston..... 130 
New Castle Leather Co., New York City... 22 
ro & Vogel Leather Co., Milwaukee, 


Tee eee EOe COC EC CeCe CeO eee eee eee ee. 


a = Carl E., & Co., Inc., Detroit, 


BEE, cccoccesccesccccccccceccecose 127, 128 
Standard Kid Co., Boston........ eseccccce 3 
MISCELLANEOUS 
Atlantic Printing Co., Boston...........++- 177 
Stacker. _— New we Clg... seeewe oo 


eanenes 4 a | Preg, co Boston. ...0.00..178 
Dejonge, Louis, & Co., New York City....129 
Tetiess Mutual Fire Ins. Co., Fitchburg, 


Pececccccccocccoccceccooceseseoose 84 

Hooper Printing Co., Boston........... cooktt 
otel Claridge, New York GF. ccccccccess 164 
Hotel Essex, Boston..........+.++. easecoes 190 


Dllinois College of Chiropody, Chicago, Ill. 49 
Kalter Cerf. Merc. Co., Max, New York... .195 
ae York + ot Purchasing Corporation, 


PPITTTITITITI TTT TTT TTL 195 
tia Pein ce Sadiater 177 
Tolman Print, Brockton, Béetececée 177 
University Electrotype Foundry........... 177 
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FINAL CLEAN-UP 


4000 Cases Left 
BRITISH HIP BOOTS 





Select Your Own Sizes 7 to 11. Solid Cases $1.°° 


Per Pair 
Assorted Sizes to the Case..............- $1. 
Each Case Contains Sizes 7 to 12 Per Pair 


As Long As They Last; First Come First Served 
Also Full Line of Army Goods 


Terms Net 30 Days, F. O. B. New York 


SURPLUS TRADING COMPANY 





394 Broadway New York City, N. Y. 
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| Crawford Arch-Supporting Shanks 





Help Sales Along 


A= E of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 


| 
right into the shoe—fitted between the inner a 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- rreeaang 
port to the arches and ease to the foot. It Cincinnati 
cannot abrade the skin. Haverhill 
Johnson City 
| HE finished, fashioned and fitted shoe is a 
intended for the foot only. Any appli- ce ll 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. New York 
1 ar oe 
Many people in your city have been dissatis- Philadelphia 
fied with arch-supporting appliances. They Rochester, N. ¥. 
will appreciate a line of shoes built with Craw- oy a 
. juls, 0. 


\ 





’ 





| \ 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 





| 
(BAC 


LOCKING SHANK TO INSOLE 





Ja 
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COMFORT SHOES 


All Ready to Ship 


An Assortment That Will Satisfy Most Demands 




































Stock Style X 1938 


Fine Black Kid, Hand 
Turned, Rubber Heel. 
Sizes 8 to 8; D and E. 


Price $3.85 


Stock Style X 1946 
Same as above with Kid 
Tip. 













Stock Style X 3438 
Black Kid Seamless, Pol- 
ish, Turned, Cat’s Paw 
Rubber Heel. 
Sizes 3 to 8; B. 


Price $3.00 





Stock Style X 3437 


Black Kid Polish, Turned, 
Cat’s Paw Rubber Heel. 
Sizes 3 to 9; ED. 


Price $2.75 
Stock Style X 3434 
Same as above in Plain 

Toe. 


Stock Style X 3436 


Black Kid Bal, Turned, 
Sizes 3 to 9; BE. 


Price $2.35 












Stock Style X 125 
Black Kid One-Strap, 
Turned. Cat's Paw Bub. 
ber Heel. 
Sizes 3 to 8; BD, ~ 
Price $1.85 














Made to satisfy as all Parker Holmes Shoes 
are made. Priced very low in proportion 
to the quality that’s built into them. 


Parker, Holmes & Company 


“The House That Helps’’ MASS. 








BOSTON 






















Vol. 80, No. 18. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, N 
York, N. ¥. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. 
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THE HUTMACHER BRAIDING CO. 
Braiders of Good Shoe Laces 
Paterson, N. J. 








The Stiffened Braid 
Forms the Tip! 


FS ATURAL TIP” Shoe Laces 
are made from fine, highly 
mercerized yarn of exceptional 
strength—so they look like silk. 


The small, permanent “Natural Tip” is 
formed by stiffening the braid on the in- 
side. The tip retains the same color as 
the balance of the lace and there is no 
metal to scratch or to tear stockings. 


These laces are making a decided hit 
with the public—they are easy sellers— 
and the cost is no more than ordinary 
laces. 


For Sale by Findings Jobbers 
Everywhere 


January 21, 1922 
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BLACK ROYAL KID 


FLEXIBLE McKAY......... 14/8 COVERED HEEL 
WT Ss 6 oon nes hos awescagearen PRICE $3.85 


Same in 17/8 FRENCH COVERED HEEL 
STYLE 387 PRICE $3.85 


“Follow the Creighton Line” 


Ly 
















A. M. CREIGHTON LYNN, MASS. 





TNE AT BAI SER é SS 
MN 


Z 
My 











SAANAAS WA 


WW 









4 BOOT AND SHOE RECORDER January 21, 1922 















A NEW KID! 


White— PURE— White 





Born of the best genuine chevrettes 
available, fostered and developed 
by G. Levor & Co., Inc. at 
Gloversville, N. Y. 1920-1921. 
Introduced for censure, July, 1921, 


now holding full membership in the 
Society of Good Shoes. 


Invite him to call on you—he wears 
well. 








G. LEVOR & CO., Inc. 


Tanners 
NEW YORK — GLOVERSVILLE — BOSTON 


ARTHUR S&S. PATTON LEA, CO., St. Louis GEORGE W. NEWMAN, Cincinnati 
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NOWN TO THE WORLD as 

an exemplification of highest 
quality in children’s footwear. Our 
thorough system of distributing 
these brands through the shoe 
wholesale distributors from coast 
to coast gives the retailer twenty- 
four hour delivery in most instances. 


Write us for the name of our nearest | 
distributor. 


THE JUVEN CORDPEBTION Bt 


Manufacturers 


Ne 


oth 
, net 





Factories 
Carthage, Missouri. Aurora, Missouri. 


“The Quality Is Higher Than 
the Price” 
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most in appearance and promise of wear. 


looks of the shoe. 


value that makes the sale. Specify them 
orders. 


Boston, Massachusetts 










HE shopper has a keen eye. She knows merchandise. 
Naturally, she buys the kind of shoe that gives her 


Diamond Brand Fast Color Eyelets add immeasurably to 
the appearance of a shoe during its sale and during its life- 


“S=, time. The VISIBLE EYELETS protect the lace and the 
surrounding leather. They never chip or spoil the good 


J Diamond Brand Fast Color Eyelets contribute the extra 


United Fast Color Eyelet Co. 


“ 


in your shoe 






































~_ 
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== =| 
2 = 
= Style Shoes for Stout Women = 
2 = 
= TRADE MARK = 
= = 
= —fit the type of foot for which they are intended. The first sale = 
= is made quickly, and the succeeding sale is simply a matter of = 
= having the correct size and style = 
=| Consider the retailers of Women’s cepted shopping centers to obtain a = 
= Wear— shoe that really fits. = 
= They realized that full-formed women This accounts for the remarkably suc- = 
= could be better fitted in apparel de- cessful business built by Seafried = 
= signed to meet their particular require- Bros. of 2811 Girard Ave., Philadel- = 
= ments. phia. Their yearly sales of STYL- = 
= ISH STOUT OUTSIZES runs well = 
= That stout women appreciate real fit- into six figures; an unusual volume = 
= ting service is proven by the number for a store located some two miles = 
= of apparel shops featuring “stouts” ex- from the business center. = 
= clusively. = 
= The beautiful and exclusive Radcliffe = 
= STYLISH STOUT OUTSIZES of- Stylish Stout Boot Shop, in the Se 
= fer the retailer of footwear still greater “Loop” district of Chicago, is the re- = 
= possibilities, for sult of the owner's success with the = 
= a garment tight at the shoulders line in his NORTH AVE. store. = 
= can be altered, but a boot too They, as well as a number of = 
= small at the top requires a others, whose volume runs into = 
= “gusset,” which means a patched tens of thousands, started with = 
2 shoe. an opening bill of 18 or 24 pairs. = 
= The woman who has heretofore worn May we start you with one or two = 
= misfits will travel far from the ac- dozen pairs? = 
= A Catalogue and Price List Will Be Sent Upon Request = 
= Rochester, N. Y. = 
= } 506 Security Bldg. = 
= (ailenge Ollee: 105 w, Medison St = 
Should You Wish a STYLES Should you need a 
244 AAAA, We IN 12 EEEEE, we have 
Have it In Stock. STOCK it In Stock 








Ass 
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Thousands and Thousands 

of Pairs of Colored VICI 

KID Shoes Uphold This 
Statement 





These shoes were made from our regular run 
of colored VICI KID—by a number of repre- 
sentative shoe manufacturers. They were sold 
in the regular way and worn day in and day out 
by their purchasers. 





Not One Complaint of Fad- 
ing Color or Poor Wearing 
Service Has Been Made 





On the other hand some of our customers have 
told us of colored VICI KID shoes which have 
been given hard service for two years, during 
which time the color has not faded. 


V/ she 





So much for the wearing tests—Now what of 
the factory results? 


They are just as assuring and unvarying in their 
sum total. 





Cutters Almost Invariably 

Say That Colored VICI 

KID Is As Easy To Cut 
As Black VICI 





In a number of factories colored VICI KID has 
done away with the necessity of “match mark- 
ing’ thus saving directly in time and trouble. 





Managers of Stock Depart- 

ments Say It Is Easy To 

Match “ Sizing Orders’’ 

With Colored VICI KID 
Shoes 





Nit 


——— 
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color uniformity 
always sought 
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(COPY) 


The Krippendorf Dittman Co. 
Cincinnati 
Robert H. Foerderer, Inc. 


Philadelphia, Penn. 
Gentlemen : 


and have always used it with great satisfaction. 


leather which we have ever used. 
Yours very truly, 





December 2oth, 1921. 


Replying to your inquiry, would say, as you know, we have been 
large purchaseds of your colored leather for a number of years past 


It has cut economically and made a good shoe and best of all, it 
has run much more uniformly in shade than any other colored 


THE KRIPPENDORF DITTMAN CO. 
(Signed) Carl H. Krippendorf. 











As VICI KID colors run so uniformly it is sim- 
plicity itself to give the customer the same run 
of color in his original order as his “‘sizing”’ or- 
ders come in. 


Many retailers will instantly appreciate the impor- 
tance of thi 





VICI KID Is So Colored 
and Finished As To Pre- 
serve the Grain and Hold 
Down the Color 





here never has been any other 


In VICI KID the color is struck through—from back 
to front—and then so finished that the color stays 


put. 


We invite correspondence from all shoe men who are 
interested’ in the many advantages afforded by 
VICI KID, aa will gladly inform retailers where 
oon may obtain shoes made from the genuine) 


* It should be strictly borne in mind that the only VICI KID is made 
solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
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SALE RESULTS 
are absolutely certain 
with— 












$13,600.00 Auesbry _— 
46,000.00 Kerrie wie’ °° 
45,000.00 tert Seo 
12,000.00 Noes one 











The T. K. Kelly Sales System 


MINNNEAPOLIS U.S.A. MINN. 





bh 
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No. 461.. KID JULIET, ‘ee 
sense toe, % rubber heel. D, E 
No. 208. PLAIN TOE KID 7INCH and EE, 462 last $2.15 No. 404. KID SEAMLESS POLISH 
POLISH. 12/8 rubber heel, C, D, 10/8 rubber heel, C to E, 40 last. 
E, 20 last $3.00 $3.00 





















No. 272. KID SANDAL, Opera Toe, 
12/8 leather heel. C, D and E, 
27 last $2.25 







No. 465. KID 7 INCH POLISH, 
commonsense, plain toe, % rubber 
heel. D E and EE, 46 last $3.00 


No. 463. KID BAL, (lower top), No. 454. KID STOCK TIP BAL, 
commonsense toe, % rubber heel, No. 206. KID OXFORD, 12/8 rub- medium toe, 9/8 rubber heel, E and 
46 last $2.60 ber heel, C, D and E, 20 last $2.40 EE, 45 last $2.60 


FOR REGULAR SALES 


For regular sales throughout the year, nothing is more dependable than a well-chosen 
line of comfort shoes. Gardiner Qu Comforts—hand-lasted, with heels nailed by 
hand, and made from standard materi will build up such sales for you. We offer 
twenty-six styles, all in stock, Juliets, oxfords, boots fe | sandals. Write for catalog. 


m: H. K. GARDINER COMPANY 


680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 

































NUBUCK 


REG. U.S. PAT. OFF. 
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rs time to be thinking of 

the great white season 
and, hence, of White 
Nubuck, the leather mak- 


ing white shoes practical. 


The unusual service that is 


* inherent in Nubuck makes 


it especially desirable for 
Sport Styles where stren- 
uous wear is certain and 
tone demanded. 


Base your White Shoe 
business on Nubuck. Your 
manufacturers know it and 
will be only too glad to 
comply with your prefer- 
ence. 


A. C. Lawrence 


Leather Company 


161 South St., Boston, Mass. 


NEW YORK, CHICAGO, ST. LOUIS 
PHILADELPHIA, CINCINNATI 
ROCHESTER, MILWAUKEE 
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MEN’S AND WOMEN’S 


“South Shore Styles” 


Ready to Ship 








S-94—Women’s Medium Russia Ox- 
ford. 156 Last. Lace Stay. Imita- 
tion Ball Strap. 9/8 Heel. Rubber 


top lift. 


Price $5.00 


The achievements in shoemaking, great as they have been, have never dimmed 
the glory acquired by “South Shore Styles.” There is character in these shoes 
which creates and maintains retail sales at profitable prices. 


Send for Catalogue of all ready to ship styles. 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
NEW YORK OFFICE: EAST WEYMOUTH, MASS. 105 "won Madcon Stee 


We shall exhibit at the Chicago Convention and Style Show, January 9-12 







FJ] 
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N\onf 


Men’s 








Goodyear . 
Wingfoot 


# SA Oe — | 


U. S. ARMY ) 
OFFICERS BLUCHER 


All Leather Construction 


Full Grain Veal Uppers 


Natural Finished Heavy Oak | 
Soles | 


$3.50 


Less 5 Per Cent 10 Days 


Goodyear 
Wingfoot 
Rubber 
Heels 























NOW IN STOCK 
In Dozens Only 
Packed, Sizes 6 or 7 to 8, 9, 10 or 11 








Stock No. 737—Same as above without 
fibre slip. 





Pri 
“ Write for our Spring Catalog giving full 

$3 35 description of entire line of J. C. M. ALL 
~ LEATHER Shoes. 


Less 5 Per Cent 10 Days 


J. C. MOENCH SHOE COMPANY 


CENTRAL OFFICES—117-119 Beach St., BOSTON 
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Sea dull Gre 








Beltian Blue 


Beezje Blue 
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Ip addiliey b Maple Brow 
het Focw obo edlage 


Shdoight Blue Beauly Brewa 


vo? 























Mavana Brew 
Light Brew © 


“hampa ne 
Thre cit 
Brenze 











Oscar Scherere*Bro., Inc. 
€9 Spruce SENew York City 
= Factory-Newark,N.J. , 
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2 SUBSTANTIAL interest in the 
F944 affairs of the individual merchant 
is largely responsible for the successful 
marketing of Lynn footwear. The same 
measure of faithful service and prompt 
attention is accorded each order, great 
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ne or small. 
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HENNESSEY 








WHITE BUCK WELTS 
far GROWING GIRLS. 
MISSES and _ 

CHILDREN 
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Consequently, the factories of Lynn are . 
today running vigorously. Mutual good 
feeling between manufacturer and mer- 
chant is ever conducive to high quality, 
correct style, and thorough workmanship. 
































~ COMPANY //f Tiner 
WELTS /\\ 
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ARMORTRED 


The Heel That Adds a Finishing Touch 














ARMORTRED HEELS—look well—wear better 
ARMORTRED HEELS—add character to many shoe lines 


Avsioreail Babies he QUABAUG take 














These ARMORTRED Sfort Soles and Heels have the 
same character and quality as ARMORTRED Heels 


uabaug Rubber Co., no. Brookfield, Mass. 
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“WORTH WAHILE” 
MEN’S STYLES 











Mahogany Calf Bal 
Copley Last 


With Goodyear Wingfoot Rubber Heel 
Price $4.75 
NOT IN STOCK 
MADBP TO ORDER 
FOUR WEEKS DELIVERY 














All materials are selected with eare and by economical 
methods of manufacture we produce high quality 
men’s footwear at moderate prices. 


DOHERTY BROTHERS 
AVON, MASS. 
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eo &S 
WORKERS UNION 


-TUNIO AM 


Factory 








Are Your Sales Limited? 














The absence of this stamp on footwear automatically 
limits its sale. 


For several million Union workers uphold the principles 
of labor loyalty by demanding the imprint of the seal 
which represents their fellow associates in a kindred in- 
dustry—the stamp of the Boot and Shoe Workers’ Union. 


If your store seeks the trade of the skilled artisan, the best 
way to bring his money your way is to display Union- 
made footwear. ' 


FEATURE THE UNION STAMP 
IN YOUR LOCAL ADVERTISING 


Boot and Shoe Workers’ Union 


The Union that has an agreement with manufacturers 
settling all wage differences by ARBITRATION. 


246 SUMMER STREET BOSTON, MASS. 
COLLIS LOVELY, Gen'l Pres’t CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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Trade Mark Registered 








HOUGH each new season _‘ First—It needs neither paint nor 
ushers in varied patterns for spray. 


the cutting and assembling of up- 
per leather in white footwear, the Second—It has made - white 


soles remain unchanged. shoes staple. 


VaucHAN’s Ivory SOLE LEATHER 
enjoys a reputation of long stand- 
ing, due to three qualities: 


Third—It costs no more than 
other good sole leather. 


Insist on Vaughan’s in your future orders. 


TOTTI 


GEORGE C. VAUGHAN 


PT) Nfs AT EA 
PEABODY, MASSACHUSETTS 


Es] 





Fairy 100—Wedge Heel, 
ce 8-8 
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Nowadays Wise Merchants Sell 
| Bleecker’s Shoes for Men and Women 


Now in Stock in All Lasts and Patterns 


Men’s Finest Tan Side; made over the newest 
snappy last. Shoes that are full of “Pep.” 


B-C-D Width 6/10 


Oxfords, $3.35 
Boots, $3.50 


Always Ready fo Serve 


\\ 
Awa tania: \y vlabenalatclalatslaly lal efetaleteDolst-letalale feletebebelele 


3 CKER SHOE. CO. Inc: 
THE LIVE WIRE HOUSE: 


' ' i yyyey 
Splists "GT ginalors. f HVUVCUI pearors :: 


129.149 DUANE ST. NEW YORK CITY 2 
Seen Office—214 Essex St. Philadelphia Office—119 South 4th St. 














TRADE MARK 





ALL WHITE CALF Betton. 
REG. CUT TU 


SHOES FOR OCCASIONS 


pect Cerone esse 8 the long line of Fairy shoes for little folks 
st Sa hg a carried .in stock, will be found the proper foot- 
$2.35 wear for the street—for the house—or for the 

party. No matter what class it may fall in, the 

shoe under this brand will be found correct in 
style—in quality—in workmanship—and in value. 


Let us send you a stock list. 


patry ose ses 15.0135 |  ©RYTEB SHOE MANUFACTURING CO. 


309 Arch Street Philadelphia, Pa. 
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—and still another 
editor says:— 


“The absence of lacing hooks on men’s 
shoes has been the cause of much 
annoyance. The endeavor, many times, 
to find an eyelet hole leads to harsh 
thoughts and “unladylike” ianguage. The 
coming back of the hooks are in line with 
reason and common sense, and will do 
much to improve the disposition of man- 
kind. Minutes count in the a. m., when 
shoes are being laced, and the hooks save 
not only time but patience.” 

—Lynn Review 


Look for the lacing hooks on samples 
shown you for 1922 


Insist on having what you want! 























fae 
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Don’t Lose Bathing 
Shoe Sales 


sell 
R A U H — High 
Quality Bathing 
Shoes 


All wanted colors and materials. 
Exclusive Rautex soles. 


Send for Samples 


S. RAUH & CO. 


310-318 Sixth Avenue _< 
New York City 








January Is a Good 
Month to Sell In 


If your shoe stocks are complete and you 
can fit every customer. But if your stocks 
are low—you need Gilco 


SHOE RETAINERS 


They increase low shoe sales—Make 
large sizes fit—Stop that annoying slip- 
ping at the heel—Are quickly and easily 
attached without the use of tools or stitch- 





i 
= 
= 
= 


Ing. Price $1.75 per dozen pair. 
Colors: Black, white, tan and 


gray. . 

Sold for 25 cents everywhere. E. T. Gilbert 
Ask your jobber for them. Prac- 

ile O tical and profitable. Mfg. Co. 


Every first class jobber carries the 

“Gilco” line. Send for illustrated folder Roch N. Y 
SPECIALTIES of other Gilco Specialties. If your job- ochester, IN. I. 

Bede Che Gedings depestment ber can’t supply you, give us his name. 


More Profitable. 























Bd dT TSA PTT DHRU MAUL HT TUT ATTA PPOL OHTA TATE 
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COMPENSATION 


You get the ordinary stitchdown a little 
cheaper than “RAMSEY’S THEY 


CANNOT RIP” but you lose more in 
the end as you have to make good to your 
customers and all your additional profit is 
gone and a great deal more besides. 


RAMSEY’S 
P 


THEY CANNOT RI 


The Only Completed Stitchdown”’ 


TRIPLE ‘*wr:” WELT 


Double Row of Goodyear Stitching Holding Outsole to Upper 
Single Row of Stitching Holding Insole to Upper 


NOT A THEORY BUT A PROVEN FACT 


Here is the Proof: Nearly two million pairs made and used 
and not one pair, nor a half pair has ever been returned with 
the outsoles loosened up or the stitching of the outsoles ripped. 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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“Onyx” @& Hoste 


Reg VSPet. Orrice — 


for Immediate Delivery 


450 Women’s “ONYX” Heavy weight, ingrain, full 
fashioned all silk hose. Black, cordovan, African 
brown and russet. Sizes 8-10. 1%, doz. boxes. 
PUP A. cvdcnsccencedcchesseneeen ‘, .$28.00 


110 EX Women’s “ONYX.” Full fashioned silk hose 
with extra, extra outside lisle top. In black only. 


Sizes 814-1014. % doz. boxes, per doz... $26.00 


M 30 Women’s “ONYX” Milanese silk hose with pat- 
ented full fashioned knitted foot. Black, African 
brown, grey and polo. Sizes 814-10. 1%, doz. 
PET UEE occcseeéccacesnacsesee $36.00 


Emery § Beers Company, mc 


Sole Owners and Wholesale Distributors 
of “Onyx” Hosiery 


BROADWAY AT 24th STREET NEW YORK 
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MAHOGANY McKAY 
All Mahogany. Milo Button. Imitation tip 
with medallion. Fancy perforations. 
R2849—Child’s, 8 . a. oO, D.. 2.20 
+ +m a ed 11% to 6, D... 
R2851—Y. , 2% to 7, zs, 0, D.. 335 
English Last 
R2851%—Y. L., 2% to 7, B, ©, D. 2.65 


AS ABOVE IN GUN METAL 


R2845—Child’s, ° 
R2846—Misses’, 1% to 2, a D. 
R2847—Y. , 2% to 7, B, 6, D.. 
English Last 
R2848—Y. L., 2% to 7, B, O, D... 


GUN METAL GOODYEAR WELT 


All Gun Metal. Milo Button. seney per- 
ations. All solid — 
1631—Child’s, 8% igh 11 


1832—Misses’, 11 

1633—Y. L 

SAME IN PATENT 

R4627—Child’s, 8% to 11, 
R4628—Misses’, 11% to 2, 

R4629—Y. L., 2% to 7, B, 





All Solid! 
All Salable! 
All Satisfactory! 


It pays to carry a stock of these smart low 
cuts, which can be conveniently sized up at any 
time from the big stock we carry in Chicago. 


They bring repeat sales and customer satisfac- 
tion.—All solid! All salable! All satisfactory! 
—that tells the story. 


All solid construction, with leather coun- 
ters, solid leather heels and one piece leather 
innersoles, combined with splendid workman- 
ship and best of materials, priced right, are 
features that make these classy designs BIG 
SELLERS anywhere. 


For Young Folks’ Shoes of Every Kind 


sINBAC 


Send for New Spring Catalog 


Our new spring catalog, showing the best 
and biggest line Sinbac has ever offered, is now 
on the press. A postal today brings you an 
advance copy. 


SINBAC 
“felt Fos 


Chicago il. 


Sinsheimer Bro. & Co. 
211-15 W. Monroe St. 
CHICAGO 
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Crawford Arch-Supporting Shanks 
Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner — 
and outer soles and locked to the insole. It Achem, Ue. 
preserves the shape of the shoe and gives sup- Gian 
port to the arches and ease to the foot. It Cincinnati 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is = 
intended for the foot only. Any appli- Milwaukee 


ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y 
San Francisco 
St. Louis, Mo. 


a 


LOCKING SHANK TO INSOLE 
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STETSON SHOES 


BOSTON OFFICE C9 NEW YORK OFFICE 


LITTLE BLDG. BUSH SALES BLDG. 
Cor. Tremont and Boylston Sts. 130 West 42nd Street 


Factory: SOUTH WEYMOUTH, MASS. 


BOSTON:—When you are in Boston do not fail to visit our new Offices which we are now occupying 
on the tenth floor of the Little Building, at the corner of Boylston and Tremont Streets, the most accessible 


location in Boston. 


NEW YORK:—The Bush Sales Building, conveniently located on Forty-Second Street between Broadway 
and Sixth Avenue, houses our New York Offices and Salesrooms, a suite of well-appointed offices in the 


heart of the Hotel district. 


THE STETSON SHOE COMPANY 


INCORPORATED 





Want Bigger Profits in 1922? 








secret of bigger profits? It’s simply this: getting into 

big volume .with proven, , staple .merchandise which 
satisfies and meets the popular demand of the majority of 
customers. 


S URE—every shoe merchant does! But what is the real . 


More dealers know this secret than ever. For already, almost 
before the season, there is an astonishingly big call for just 
-such goods—the Wobst Slippers shown No. 600—Genuine Glazed Vici 
. : Kid Comf ; 
here. Exceptionally neat, durable and sur- ther }— and’ Rubber Heels, 
prisingly low-priced—these numbers answer Sh ent i. od _ ro — 
every shoe merchant’s desire for big-volume, cept with two strape.@1.75 ‘Net. 


d No. 602—G 
long-profit sales. Kid Oxford with 
and Rubber Heels. ..$2.00 Net. 


Send Today for Sample Dozens 
WOBST SHOE CO. 


ANKLE STRAPS Viiet 
Leather insole and & 4th 
McKay sewed soles. lilwaukee, Wis.,. fgrs. 
Unusual value. 

Sizes 11%-2, Heel...$1:75 Net 

Sizes 8%-11, Wedge... 1.60 Net 


Sizes 5-8, Wedge i 45 Net 
Also Two Button Instep Straps for Dealers who Prefer Them. Trade Mark 
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Sell Russell’s 













Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy 
— Pac. Natural shape affords every freedom to the 
‘oot. 


The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible “pal” for the growing 
lad. 





IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 


Write for Dealers Price and 
Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 



























In November 
we predicted— 


stock, so you are assured of 
quick delivery. 


139 South St., Boston, Mass. 














@eec vu &@ A 


WHITE BUCK 


and 


i . WwW 
[cae thee lathes in. PATENT LEATHER 


for 
Spring Shoes 


C. D. KEPNER LEATHER CO. 


212 W. Lake St., Chicago, Il. 
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We specialize in shoes for men—to retail at $5 to $9. 


We specialize also in making them very unusual 


values at these prices. 


WEBER BROS. SHOE Co. 
NORTH ADAMS, MASS. 


" New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 











ASK THE MAN WHO HAS SEEN THEM 


31 











ASK THE MAN WHO HAS SEEN THEM. 





SPORT SHOES 


THE ONE BIG LINE OF THE COUNTRY 


Wherever you are, it will be necessary for you to sit up and take 
notice of the coming demand for Sport shoes this Spring and 
Summer. 


We have been the leaders in patterns of this nature for sometime. 


For your own good, don’t go too far in covering yourself before 
you look through our line. 


It is the one big line of the country. 


The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. 


WH N3aS SVH OHM NVI FHL ¥SV 








ASK THE MAN WHO HAS SEEN THEM: 
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“Yes, here’s your size— 


and that’s all there is to an Educator Shoe sale! 


No wonder the retail shoe dealer says “Thank Heaven” when an 
Educator customer comes in. 


Because he doesn’t have to spend expensive salesman’s time in try- 
ing on and fitting—doesn’t risk the customer’s satisfaction — just 
hands out a highest grade staple article that he knows—and his cus- 
tomer knows—is exactly what the customer wants. And the lim- 
ited stock that he needs to carry—for he can “size in” every day— 
cut down his overhead, too. 


Every Educator customer cuts sales cost, cuts overhead expense, 
znd by his example—for the Educator habit is catching—speed up 
turnover. And the turnover on Educators already is greater than 
on any other shoe made. 


Our Nine American Distributing Points 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 

Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Inc. 


10 HicH STREET - Boston, Mass. 


FDUCATOR 
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Let’s Get the Big Idea First 


Then We Can All Go Ahead in Business Betterment 


during the early weeks of January that 

does not mean good for the relations of 
man with man within the industry during the 
year 1922. We hope that clear-headed executives of 
associations, as well as members generally, will 
think twice before issuing ultimatums. 

Let us hope that we are all through with that 
“washing of dirty linen in public,” as has been fre- 
quently the case in months gone by. The tanner 
taking a crack at the manufacturer and both hitting 
at the merchant and he in turn smashing every head 
that appears above the line of his own ideas. It 
is all wrong—it gets us all nowhere. 


[eatin is much, too much, hot blood aroused 


There is not a man with an economic turn of mind that 
does not believe that each and every part and parcel of 
the shoe and leather industry is doing its hardest to give 
every cent’s value in merchandise and service—because 
competition is burning out the greed of unwarranted profits. 


There is not a man but can be convinced that 
salable stocks from tanner through manufacturer 
to merchant are at a low ebb—the old and out- 
of-style stocks not considered by us, nor by the 
public. Then some sort of a common footing is pos- 
sible for every branch of the trade. 

Early in the game of association work the mer- 
chants took as their slogan “All for one, one for all,” 
and by fraternal utterances pledged co-operation 
with other branches of the trade. Look at the motto 
now! 

Once the conference committee sessions of manu- 
facturers and merchants were in themselves mutual 
benefit associations with more powerful resolutions 
and style decisions than the major organizations. 

When we emphasized that word mixability we laid 
our hopes that a fresh term for co-operation might 
come into general use in spirit and in utterance. It 
is time for the Athos, Porthos, Aramis and d’Artag- 
nan of industry to hold out their hands as manu- 


facturer, wholesaler, salesman and merchant in a 
renewed cry, “All for one, one for all!” 

You might ask why all this emphasis on the spirit 
of a thing—what is back of it? Precisely this— 
Senator Moses said at the New York banquet last 
week that the sign in the Senate was no longer 
“E Pluribus Unum,” but “Passing the buck.” How 
much passing has been done with tremendous harm 
to public confidence in business? How much longer 
is it to go on? 

Sectionalism is on the increase in politics when 
an agricultural bloc can dictate for an entire coun- 
try legislation good for only a few. The business 
fight is in circles of evil. One section of the country 
sees no good in the competition of the other and 
lets fly the malicious gossip injurious to that divi- 
sion The same tactics are communicated within in- 
dustries, as we have said before—the passing of 
the buck is the country’s biggest indoor and outlawed 
sport. 

Travel up and down the length of the country 
and you find that individually the shoe or leather 
man is the best sort of a man to meet. He goes 
out of his way to do you a favor. But when speak- 
ing collectively of some other branch of the trade 
he wags a wicked chin. These things hurt business, 
associations and eventually individuals. Let’s cut 
it out. 

We hope that every merchant, manufacturer, 
wholesaler and traveling man will read this issue 
of the RECORDER with a balanced mind. In it you get 
a survey of the manufacturer’s problems and a very 
intimate touch with the merchant himself. Probably 
no editorial feature in any business paper offers so 
much in constructive vein in one issue. You also 
get the traveling man’s idea of what he can do. 

Better times will never come if the spirit of indus- 
try is in one group maliciously directed against the 
craft next ahead in the order of distribution or in 
any process from the hide-puller to the seller over 
the fitting-stool. Instead of resolving to resolve— 
let us promise to perform. 
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Eighteenth Annual Convention of the National 
Boot and Shoe Manufacturers’ Association 
A Serious Convention Hard at Work on 1922 Problems 


of the annual convention of the National 

Boot and Shoe Manufacturers’ Association 
—simple because business in hand was expedited 
as if in a board of directors’ meeting and powerful 
because 90 per cent of the shoe production of the 
country was represented. Attendance, therefore, is 
measured by production capacity, but likewise by 
concentration on the subject discussed. As the 
eighteenth annual event it was unanimously given 
the title of a Sol Wile convention, because of the 
retirement of that upstanding servant of the in- 
dustry. 

It was fitting in the first business of the associa- 
tion meeting at the Hotel Astor, Jan. 17 and 18, 
that a telegram from the dean of the shoe manufac- 
turing industry and a founder of the association 
should be read. In it Mr. Reed paid tribute to Sol 
Wile and credited to him the commendable present 
position of the organization in these words: “The 
association has as its cardinal principle the promo- 
tion of the best interests of all, the consumer as 
well as the producer, and in no event would trespass 
upon the rights of anyone, whether a member or 
an outsider, and now after all these years and at 
a time when the association has grown in strength 
and influence far beyond our most enthusiastic ex- 
pectations, well may each and every one be con- 
gratulated in that at no time has there been even 
a suggestion nor has there been the slightest sus- 
picion that this association has varied from its 
foundation principle or overstepped the line between 
the lawful and wrongful association.” 


Opened by Frank R. Briggs 


President Frank R. Briggs opened the Tuesday 
morning session with the business of incorporating 
the association under the laws of New York and, 
to cover the regulations as to directorate, the con- 
vention elected Perley G. Flint of Brockton, Mass.; 
Frank X. Kelley of Rochester, and Robert Wise of 
Cincinnati to the board. 

President Briggs read his annual message and was 
followed by Sol Wile in his valedictory report as 
secretary. Henry J. Utz of Rochester paid his re- 
spects to Sol Wile in a letter which was then read. 
The report of Herbert P. Gleason showed the treas- 
ury in a satisfactory condition. 

Formal speaking was the order of the morning 
sessions on both days of the convention, so Harry C. 
Spillman of the Remington company and an inspired 


G ct the ann and power marked the opening 


orator spoke on the new and current age of develop- 
ment of man-power. He said, “If you could multiply 
your man-power, perfect your sales organization and 
your working men to a point where they would be 
measurably as good as the merchandise you sell you 
would be helping them to think, develop and become 
prosperous. The great word of the day is ‘together’ 
—it is what we need to-day; buyer and seller to- 
gether; producer and consumer together; capital and 
labor together; states of the nation, cities of the 
states, unions and nations of the world, shoulder to 
the wheel in loving labor, together.” 

He was followed by Col. Sanford E. Thompson of 
Boston, who made an analysis of methods in shoe 
manufacture, using as his comparatives time studies 
of the making of shirtwaists. 


Getting More Shoes Sold Right 


Probably the most graphic feature of the entire 
convention was the presentation and display of pub- 
licity matter for newspapers, business papers, gen- 
eral magazines and store windows as reported by 
Herbert T. Drake, chairman of the special committee 
having in charge the bringing before the public 
dressing the feet and getting more shoes sold. A 
goodly portion of one session and a further discus- 
sion on the following day was given to the subject. 
He was ably seconded by I. B. Spafford, president 
of the Spafford company, Boston, who addressed 
the association on the topic of “Stimulating a Mar- 
ket.” The high lights of his speech are as follows: 


Tie Up Style Articles 


“Closely co-operating with manufacturers of other 
articles of dress and instituting promotion work 
with retailers, particularly department stores, will 
make it possible to tie up the sale of one article with 
the sale of another. To state it simply: a woman 
has a new gown of a certain shade and she wants 
hosiery to correspond. Why not arouse in her mind 
the necessity for having shoes of the proper shade 
or the proper style? That is, to carry on an educa- 
tional campaign to the public, influencing their de- 
mand for styles, colors, materials and lasts, and to 
thereby stabilize. Also, through co-operation with 
the jobber and dealer, to have them stock the foot- 
wear that the public will buy because of the con- 
sumer influence, which is the plan I am about to out- 
line to you—to reduce the number of patterns, lasts 
and colors, utilizing variations in materials, which 
all means a reduction of waste. 

(Continued on page 38) 
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Resolutions Adopted by Manufacturers 
At New York Convention 


Protest Date of Retail Convention 


$s HEREAS, during the past several years 
it has become definitely evident that 


the present date of exhibit of manu- 

facturers at the National Shoe Retailers’ Asso- 
ciation Convention is a menace to the industry, mainly 
because it is uneconomical, as it defeats stabilization 
of price; secondly, through the withholding of normal 
ordering it creates factory unbalance, and through 
traveling or other expenses adds to the cost of. over- 
head, and as it also crowds production into an absurdly 
short period of time, and brings about the general 
chaos attendant upon necessary late deliveries, and 

“WHEREAS, members of this Association as indi- 
vidual manufacturers through contributions to the ex- 
hibit side of this Convention have become the main 
support thereof, and 

“WHEREAS, the Directors of the National Shoe Re- 
tailers’ Association, in conference with committees of 
the National Boot and Shoe Manufacturers’ Associa- 
tion, having become cognizant of the existing evil and 
having failed to convince the main body of the Na- 
tional Shoe Retailers’ Association of the necessity for 
a change of date of this exhibit; therefore be it 

“Resolved, that your Conference Committee be em- 
powered to prepare a plan of procedure to remedy this 
evil to the industry at large, preferably relieving 
manufacturers involved in the National Shoe Retailers’ 
Association Exhibit of the incongruous position of 
contributing to their own penalization.” 


Reduction of Freight Rates 

Having considered the necessity of the revision of 
freight rates, a matter now pending before the Inter- 
state Commerce Commission, and brought to its at- 
tention by the Transportation Committee of the Na- 
tional Shoe Wholesalers’ Association, it is recom- 
mended that this Association co-operate with the Na- 
tional Shoe Wholesalers’ Association to secure a reduc- 
tion in the freight rates on shoes before the Interstate 
Commerce Commission, and that the secretary of this 
association be instructed to get into communication 
with the transportation committee of that association, 


which has the matter in charge, to the end that this 
Association may aid in the proper presentation of the 
matter. 


Conference Board Endorsed 


A proper valuation should be placed upon the activ- 
ities of the National Industrial Conference Board and 
its research work as it relates to industrial and eco- 
nomic matters, and it is recommended that there be a 
continuation of co-operation with the Board by the 
members of this Association, and that there be con- 
tributed, and the treasurer of this Association is au- 
thorized to pay out of the funds of this Association 
to the National Industrial Conference Board the sum 
of $1,000 for the year 1922. 

After having considered the work of the Credit Bu- 
reau of the Association, it is recommended that the 
president of the Association, the chairman of the Com- 
mittee on Trade Resolutions, and the secretary, with a 
selected number of credit men of the members, be ap- 
pointed by them to constitute a committee to confer 
with existing credit agencies as to methods, ways and 
means of obtaining, to the end that the best results 
may be had in continuing an exchange of credit infor- 
mation by the mémbers of this Association, and that 
that committee réport at the next meeting of the 
directors. 


Appreciation of Herbert Hoover 


“RESOLVED, That the National Boot and Shoe Manu- 
facturers’ Association of the United States hereby rec- 
ognizes and expresses its cordial appreciation of the 
effective way in which Hon. Herbert Hoover, Secre- 
tary of Commerce, has met the various problems con- 
nected with the foreign and domestic commerce of the 
United States, and is particularly appreciative of his 
action in establishing the Shoe Commodity Division 
for the special benefit uf our industry.” 


For Interchangeable Mileage 


“RESOLVED, That the National Boot and Shoe Manu- 
facturers’ Association, in convention assembled in the 
city of New York, hereby places itself on record as 
strongly urging the issuance of an interchangeable 
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mileage ticket, good over all the railroads in the 
United States. Be it further 

“RESOLVED, That the views herein expressed of the 
National Boot and Shoe Manufacturers’ Association be 
sent to the Chairman of the Interstate Commerce Com- 
mission, with the request that they be given careful 
and serious consideration at the present hearings on 
the general reduction in railroad rates.” 


On Near-East Relief 


“WHEREAS, The latest reports from the Near East 
show continued intense suffering among the peoples 
of Armenia and various countries who are the surviv- 
ing victims of massacres and deportations of the Great 
War, and 

“WHEREAS, American philanthropy is all that stands 
between these people and certain starvation, and the 
Near East Relief is incorporated by the United States 
Congress to provide for these people until they can be 
made self-supporting, therefore be it 

“RESOLVED, That the National Boot and Shoe Manu- 
facturers’ Association of the United States, meeting 
in New York, Jan. 17, 1922, having heard the presen- 
tation of their splendid humanitarian work, recom- 
mends we give our unqualified indorsement to the Near 
East Relief, its chartered organization of the Amer- 
ican Government, pledging our moral and financial 
support to this work, and urging our friends every- 
where to do likewise.” 


Headquarters in New York 


It is recommended that the headquarters of the As- 
sociation be moved to New York City, and that the 
president, secretary and treasurer-elect constitute a 
committee on the selection for same, and a suitable 
time for removal. 

The eighteenth annual convention of the National 
Boot & Shoe Manufacturers’ Association executed a 
strong set of resolutions pertinent to the present and 
future conditions of the trade. As a matter of busi- 
ness the Association incorporated with an increase of 
directors to thirty-three—eleven to serve one year, two 
years and three years, respectively. 


Emphatically—Free hides 


“The demand for lower prices is the outstanding fea- 
ture at this time both in the wholesale and retail 
markets for many lines of merchandise. Trade in 
general cannot reach anything like normal volume 
until the dollar of the farms and the workingman will 
purchase its equivalent in the comforts and necessi- 
ties of life. This situation should control the tariff 
policy of the Congress toward this industry and 
should be reflected in the bill now in preparation in 
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the Senate. Protection is the wise policy of the Re- 
publican party, and the shoe trade, in common with 
every other industry, is entitled to share in its benefit. 
But a most unusual condition confronts us. The value 
of the products of the farm and the incomes of the 
workers in consequence of part time employment have 
shrunken to such an unusual degree that extraordinary 
measures for relief seem to be required. For this 
reason, the proposal of the Finance Committee of the 
Senate to put a tax on hides, and increase in this way 
the cost of leather and shoes and check the downward 
trend of prices, is wholly out of harmony with the 
spirit of the times and the needs of the people. Such 
action would inflict irreparable injury on the trade and 
would seriously and unnecessarily burden the people. 


“The shoe manufacturing industry of the United 
States is not an infant industry. On the contrary, it 
is the largest, most highly developed and efficient in- 
dustry of its kind in the world, and has for genera- 
tions supplied the people with good shoes at low prices, 
It is the natural desire of its members to continue the 
policy which has produced these results. It will, how- 
ever, be impossible for us to do this if we alone of all 
the manufacturing nations of the earth are singled out 
and compelled to carry the burden of taxes on our nec- 
essary raw materials. It is the earnest and universal 
desire of all members of this and the allied industries 
that the Congress shall take no action that shall hin- 
der or prevent the continued world-wide supremacy 
that we have achieved through so many years of pa- 
tient industry and intelligent enterprise. 

“Let it be clearly understood also that we ask no 
favors that we in return are not willing to grant to 
others. If not shut out of the markets of the world 
by a tax on our necessary raw materials, we will con- 
tinue to provide for this country the best and most 
desirable shoes, and at the lowest prices current in any 
market in this or any other country. 

“If, as provided in the Fordney Bill recently passed 
by the House, no protection is to be afforded our manu- 
factured goods, importations of certain special vari- 
eties of both leather and shoes will undoubtedly occur, 
and hardship will result to manufacturers and some 
loss of employment to American workmen. Many 
manufacturers believe these losses will be offset many 
times by gains in foreign business, but whether or not 
this proves to be the case, these losses can be endured 
and are small when compared with the disastrous con- 
sequences which would result from a tax on hides. 

The National Association of Boot and Shoe Manu- 
facturers, representing more than 90 per cent of the 
production of boots and shoes manufactured in the 
United States, assembled at its regular annual meeting 
does, therefore, most respectfully and urgently peti- 
tion the Senate Finance Committee to continue hides 
and skins of all classes on the free list. We believe 
the schedules of the Payne-Aldrich Bill to be just to 
the industry and fair to the consuming public, and 
the re-enactment of its schedules at this time to be the 
wisest public policy. 
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OSCAR C. DAVIS 
of Brockton 
Vice-President 


(Continued from page 34) 
Arousing Shoe-Consciousness 


“And, then, more far-reaching is this big educa- 
tional campaign to the public, arousing shoe-con- 
sciousness: Proper shoes for the occasion and for 
different attire; shoes suited to weather the seasons. 
In creating this shoe-consciousness we arouse the 
interest of the public in their shoes as a serious 
consideration, as in other articles of dress; the same 
consideration that a man takes when he buys a shirt 
or a particular style or color of tie. 


Earmarks of Sincerity 


“This could be done. With this idea in mind we 
first started out to evolve a comprehensive plan 
embracing the very best methods of merchandising 
this idea. In its evolution we have the co-operation 
of the leading newspaper authorities, magazines, 
business papers and others whom we have asked to 
participate with us in the form of an advisory com- 
mittee. 

“The purpose of this campaign is to sell more 
shoes and to stabilize the shoe industry. The prov- 
erbial two pairs of shoes which a man buys during 
the year must be increased and it can be increased, 
but it must always be borne in mind that to increase 
it we must first educate him and arouse within him 
shoe-consciousness. There must be—and there are 
—good, valid reasons directing him in the purchase 
of his footwear. I think that at a meeting which we 
held some time ago one manufacturer expressed it 
very well. He said, ‘I am heartily in favor of such 
a plan, provided it rings true and bears the ear- 
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marks of sincerity.’ That cites exactly the tone of 
this whole plan.” 


Unrest at Distribution 


The “Unrest Toward Cost of Distribution” was 
covered by A. E. Dodd, manager of the Domestic 
Distribution Department of the Chamber of Com- 
merce of the United States. The high light of his 
address was: 


Every Person Is a Consumer 


Too seldom is it remembered that every distributor 
is a consumer; that every dealer in hardware buys 
food and clothing, and that each of these, while 
receiving what are called high prices for his own 
goods, is spending these same earnings in supplying 
his needs for other commodities. How, then, can it 
be charged with any show of reason that it is in the 
interest of any distributing class to maintain high 
prices when it is so clearly evident that they can 
gain nothing even if they are successful? 

Quite recently the Supreme Court of the United 
States handed down a decision in what is known 
as the hardwood lumber case which pronounces the 
collection of production and price statistics illegal 
and in violation of the Sherman Act, when this 
collection of statistics is used for the control of 
production and the maintenance of high prices. Be- 
cause of this decision we are left in the air to deter- 
mine when or in what manner these statistics may 
be gathered without the danger of being charged 
with using them for an illegal control of business. 
We may well ask to be instructed how business men 
shall proceed to collect the vital facts of their affairs. 
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Knowledge of Production Needed 


If there is an over-production or an under-produc- 
tion of a commodity in common use and necessary 
to the supply of the United States, the effects of 
this over-supply or under-supply will be felt more 
or less disastrously by every inhabitant of the coun- 
try. And if we must not know what is the condition, 
how are we to teach ourselves a means for preven- 
tion of these recurrent periods of distress? 


Here is a subject on which you and all other trade 
associations may unite to reach a solution. If the 
Sherman Law contains elements which are inimical 
to the regular operations of commerce and if an 
irregularity in one branch of business is reflected 
in all business, you may well unite to secure a cor- 
rection of these elements. We know to-day that one 
of the most difficult operations for an individual or 
a group to undertake is to corner the market—let 
us say in wheat. Yet this is mere child’s play as 
compared with the effort which would be required 
in order that wholesalers or retailers should combine 
successfully to maintain high prices for the com- 
modities in which they deal. 


A knowledge of business facts, quantities pro- 
duced, quantities in stock, quantities consumed and 
the various prices through the succeeding steps: of 
distribution are as necessary to the uninterrupted 
prosperity of the United States as is the knowledge 
to an automobilist that a train is approaching a 
crossing which he wishes to traverse. 

The morning of the second day was opened by 
the topic of constructive co-operation between Gov- 
ernment and industry in the address of A. B. Butman, 
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chief, Shoe and Leather Division, Department of 
Commerce, and to supplement the subject Mr. Harrup 
of the Western European Division of the Depart- 
ment of Commerce told of international and eco- 
nomic conditions. 


Co-operative Competition Ahead 


Frank S. Farnum as chairman of the Trade Rela- 
tions Committee presented an interesting subject, 
“Co-operative Competition,” and went further along 
in telling how to do it. Frank C. Rand of the Inter- 
national Shoe Company read a paper on progress in 
readjustment and the future of the shoe industry. 

Magnus W. Alexander of the National Industrial 
Conference Board gave a treatise full of the com- 
mon sense of economics. 

The tariff subject came in for its share of debate. 
The outspoken leader of the Free Hides Campaign, 
Charles H. Jones, stuck to his guns for free hides, 
free shoes and free leather with the result that the 
resolution as passed was emphatically for free hides, 
but not expressive of the other two clauses. 

The campaign for general publicity was put into 
the hands of a committee which will have funds 
sufficient to make a new survey of the possibilities 
of such a campaign over a period of three years’ 
co-operative effort by merchants, manufacturers and 
other factors in the industry. 

The Nominating Committee, headed by H. P. Glea- 
son, presented its report and the subsequent election 
was made unanimously. 

The greatest social event in the entire shoe indus- 
try is undoubtedly the annual banquet of the Na- 
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tional Boot and Shoe Manufacturers’ Association. 
It draws the leaders in manufacturing and in retail- 
ing to New York, so that under one great fellowship 
the major production and distribution forces of the 
shoe world get together. 

President Briggs opened the festivities and desig- 
nated ex-President John S. Kent to present in fit- 
ting language the testimonials of the association in 
honor of Secretary Sol Wile. The honorary secretary 
for life was given a handsome embossed and illu- 
minated sheepskin book bearing the respects of the 
association, also a gold medal struck off in his honor 
and $3,000 in Liberty Bonds. 

The speakers at the banquet were up to the mark 
set by former great nights, some of which held Theo- 
dore Roosevelt, William Howard Taft and Warren 
G. Harding. Senator George H. Moses of New Hamp- 
shire did not mince words as to his condemnation 
of the agricultural bloc, and Douglas Mallock wound 
up the evening with wit and verse. 


Officers for 1922 
President—Frank R. Briggs, Boston, Mass. 
Vice-Presidents — Charles H. Jones, Whitman, 

Mass.; John R. Garside, Long Island City; E. J. 
Bliss, Boston; Oscar C. Davis, Brockton; John C. 
McKeon, Philadelphia. 

Honorary Vice-Presidents, who become such by vir- 
tue of having served as Presidents—Hon. Aaron §S. 
Kreider, Hon. John S. Kent, Edgar P. Reed, Rochester, 
and J. Franklin McElwain, Boston. 

Treasurer—Herbert P. Gleason. 

Secretary—J. D. Smith. 





Counsellor and Delegate to the Chamber of Com- 
merce of the United States—Hon. A. S. Kreider of 
Annville, Pa.; J. Franklin McElwain of Boston. 

Chairman of the Conference Committee, John C. 
McKeon; chairman of the Committee of Trade Rela- 
tions, Frank S. Farnum; chairman of the Committee 
on Legislation, Hon. A. S. Kreider; chairman of the 
Membership Committee, John G. Holters; chairman of 
the Committee on Resolutions, Hon. John S. Kent; 
chairman of the Committee on Federal Relations, 
John W. Craddock. 


Board of Directors 


Frank R. Briggs, Boston, Mass.; Charles H. Jones, 
Whitman, Mass.; Elmer J. Bliss, Boston, Mass.; John 
C. McKeon, Philadelphia; John R. Garside, Long Island 
City, N. Y.; O. C. Davis, Brockton, Mass.; Herbert P. 
Gleason, Newark, N. J.; A. N. Blake, Lynn, Mass.; 
Hovey E. Slayton, Manchester, N. J.; A. J. Sweet, Au- 
burn, Me.; Mark W. Selby, Portsmouth, Ohio; Herman 
E. Lewis, Haverhill, Mass.; F. A. Miller, Columbus, 
Ohio; John G. Holters, Cincinnati, Ohio; A. M. 
Creighton, Lynn, Mass.; Frank S. Farnum, Brockton, 
Mass.; Robert E. Smith, Chicago, Ill.; Herbert T. 
Drake, Rockland, Mass.; Frank C. Rand, St. Louis, 
Mo.; Emil Weil, Brooklyn, N. Y.; Frank Payne, Mil- 
lersburg, Pa.; Raymond P. Morse, Brooklyn, N. Y.; 
Fred L. Emerson, Auburn, N. Y.; Henry W. Cook, 
Syracuse, N. Y.; John A. Bush, St. Louis; E. P. Haz- 
zard, Gardiner, Me.; Oliver E. De Ridder, Rochester, 
N. Y.; Milton S. Florsheim, Chicago, Ill.; Walter J. 
Booth, Milwaukee, Wis.; Perley G. Flint, Brockton, 
Mass.; Frank X. Kelley, Rochester, N. Y.; Robert 
Wise, Cincinnati, Ohio. 
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An Appreciation of Sol Wile 





HE National Boot & Shoe 
Manufacturers’ 
Association of the United 

States makes record in this tes- 
timonial of its appreciation of 
the long and faithful service of 
Sol Wile, secretary since its or- 
ganization. 

To the duties of his office he 
brought notable ability, untiring 
devotion and unfailing courtesy. 
We cannot estimate the value of 
his services to our industry. For 
seventeen years he has given the 
best that was in him to the work 
of our association. 

As one of the organizers in 
the early years, he stood at the 
helm in uncharted seas and kept 
his course toward high ideals 
and sound business principles. 

In the placid waters of peace, 
or the overwhelming waves of 
war, his wisdom, courage, pa- 





tience and patriotism have al- 
ways been a tower of strength to 
the organization which he so 
faithfully served. 

We sincerely regret that his 
plans for the future call for re- 
tirement from the business he 
now holds. We respect his de- 
sire for relief from pressing du- 

. ties and responsibilities. 

We recognize the allurement 
of a more leisurely life. The 
ties that have bound us are loos- 
ened but not broken. We are his 
and he is ours, gripped by bonds 
of memory and respect and af- 
fection. We pray God’s choicest 
blessings may be his through a 
future of peaceful, fruitful, gold- 
en years, rich in accomplishment 
and mellowed with content. 
NATIONL BooT AND SHOE MANU- 

FACTURERS’ ASSOCIATION. 




















Grand Rapids to Have New Boy’s Shoe Factory 


Howard F. Johnson, former general manager of the 
Rindge, Kalmbach & Logie Shoe Co., Grand Rapids, 
has purchased all machinery and equipment of the 
R. K. L. Co., and incorporated on Jan. 1 the Howard 
F. Johnson Shoe Co., of Grand Rapids, for $150,000. 

Mr. Johnson will make a special line of boys’ Good- 
year welts, on which he will use nothing but Celluloid 


Chrome Sole, which is a special patent of his own. 
All shoes will be made under the Howard Brand. 
The method of distribution will be through side 
lines salesmen, as there will only be four shoes. 
Mr. Johnson’s shoe experience consists of fourteen 
years with the George E. Keith Co. of Brockton and 
five years as general manager of the R. K. L. Co. 
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Healthier Production in the Future 


Keynote of Annual Message 


of President FRANK R. BRIGGS 


E find ourselves standing in the gateway 
of a new era. During the past year, 
sub-normal conditions threatened on 

every hand. Many problems and complications 
retarded the progress that had been hoped for, and we 
watched the rebirth of faith with anxiety. Yet progress 
there was. The revival has been slow, but reassuring, 
and looking forward we can visualize the improved 
conditions that are bound to follow. 


Basis of Prosperity 
It was a common statement from all sides during 
the war period, that rising prices were the cause of all 
economic troubles. Now, during the readjustment 
period, we have heard that lowering prices impover- 
ished our farmers, reduced production, causing un- 


employment. It is probably true that neither high: 


prices nor lowering prices were at the root of the 
matter. Neither are responsible for prosperous or 
non-prosperous times. It is clearly defined that pros- 
perous times coincide with an abundant demand for 
abundant production of all grades of commodities, and 
that non-prosperous times (broadly speaking) by lack 
of consumption, resulting in sub-normal production. 
But behind lack of consumption, what must we seek? 
The difficulties of trade and industry during the past 
year have been due, not to inability to produce; not to 
any scarcity of labor or materials, but largely to lack 


of confidence. Until the process of readjustment gave 
promise of a reasonable normal balance in the rela- 
tions of labor to capital, of industrial worker to food 
producer, of distributor to consumer, confidence was 
withheld, and each interest suffered in turn. In conse- 
quence, the country experienced frozen credits, lower- 
ing prices, “dumping,” capital unable to bear the 
burden, labor unready to face the facts. The effect of 
this education in economics, will surely be an eventful 
coordination of effort and mutual understanding, that 
will insure the confidence of consumers, encourage 
producers to function, and stimulate capital to re- 
newed activity. 


Invaluable Industrial Service 

Too much cannot be said in this connection, of the 
tireless efforts of the distinguished Secretary of Com- 
merce, Mr. Hoover, to arrange ways and means for co- 
operating with business governmentally so far as 
seemed consistent. To that end, the good intention of 
that department and the organization thereof are such 
as to make it appear that much valuable assistance will 
be given to the industrial world, both as to policy and 
service, guidance and information, of a kind and form 
most likely to be effective. 

In seeking to establish general policies for the De- 
partment of Commerce, Secretary Hoover called to 
Washington during the earlier weeks of this adminis- 
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tration, a great many business men—both as repre- 
sentatives of associations and as individuals—to get 
the benefit of their judgment and advice in regard to 
the developing of machinery in the Department. of 
Commerce, and getting the results of the Department’s 
activities back to industry. Your president attended 
one of these conferences by invitation of Secretary 
Hoover, which was for the purpose of obtaining a 
schedule of collective action. 

Many think that industrial readjustment is one of 
the best things that could have happened to the United 
States, in that it means the end of a long period of 
production regardless of production costs, and that re- 
building on the old foundation, upon the basis of 
economy, will be much healthier for the future of all 
industry. 

Economy and Thrift 


In our own field we have appreciated that only 
through economy and saving can we again get down 
to the bed rock foundation upon which solid business 
and real prosperity are established. The reckless 
extravagances of recent years, which have reflected 
the uncurbed tastes and public expenditures of the 
period, bid fair to be abandoned with a resultant much- 
needed relief from over-burdensome taxation. 

We have seen the first economic groups to suffer in the 
recoil, among the first to come back. because leather 
and shoes are basically a by-product of agriculture, the 
associated shoe industries were amongst the first not only 
to bear the shock of the — but also oe show signs of 
some recovery. The general liquidation and final arrival 
at replacement values by the allied shoe industries as a 
whole—aided by the practice of strict economy, elimina- 
tion of wasteful abuses, and the world wide superiority of 
American products—is sufficient evidence of the ability of 
the shoe industry to hold its already established place in 
the front rank of world industry. The principles of in- 
dustry, thrift, high courage and sound practice, have with- 
stood the stress of these troublous times and will carry us 
through just as far as we stand by them. 

The allied shoe and leather industry is complex and 
decentralized and the unity so far achieved in its many 
branches is measured not by huge, highly organized 
“trust,” but by the forward-looking vision, the pro- 
gressive spirit and the co-operative endeavor mani- 
fested in its associations of makers and distributors 
of shoes, leather and findings. For this reason there 
is no collusion, no monopoly in the manufacture and 
distribution of shoes. 

Here is an industry. where profiteering could not live or 
survive. Through the highly competitive conditions exist- 
ing in the producing and distribution of foot the 
intelligent buying sagacity of the great public ‘of the United 
States, who are always keen and eager to get value received, 
assures to the great American public the best shoe value 
represented in American shoe production, that the world 
affords. 

During the year the opportunity of establishing 
through conference the policy of friendly approach 
with others of the allied industry, has been the means 
of bringing about helpful co-operation. It is a pleas- 
ure to add in this connection that further progress is 
being made which bids fair to accomplish for the 
future, much that is constructive. 
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Criticism has been offered, and to some extent it 
still continues popular to discuss the price of shoes. 
However, little attention has been given to the analysis 
of the true conditions governing the cumulative cost 
of shoes, over the long road traveled from the hide or 
skin, to the finished shoe and delivery to the wearer. 


A Sound Economic Principle 


It has clearly been demonstrated by well informed 
economists, that the more cumulative is the trans- 
portation and labor contained in an article, the smaller 
can be its per cent reduction from the peak, while the 
lesser the transportation and labor involved, the 
greater can the rise be from bottom, and reduction 
from peak. This is well borne out by the economic 
law that prices of raw materials move first and 
farthest, that the price of a manufactured article hav- 
ing a high labor content, of necessity moves more 
slowly than raw material, while retail prices move still 
more slowly and less violently than either the manu- 
factured article or the raw material from which it is 
made. 

And right here I would like to say a word of the 
difficult position of retailers of shoes in this period of 
transition. There has been so much criticism (much 
of it unjustified), that the public owes a considerate 
hearing to those who have conducted their business 
honestly under the very trying conditions of deflation. 
Retailers generally have been condemned as a drag on 
business recovery, because of an alleged refusal to keep 
pace with the drop in values. However, now that re- 
tail stocks at the old prices are pretty generally 
liquidated or repriced, it is fair to expect for the future 
that wholesale and retail price levels will parallel each 
other, and that the same economy in retail operation 
that producers have effected in their business, will in- 
sure increased production, the greatest distribution, 
and the best values that the trade can provide. 

In a broad way, it should be understood that what 
we regard as a “normal” price level depends not upon 
the return on capital, either for manufacture or dis- 
tribution, but upon the attitude of labor, which repre- 
sents by far the greatest factor in commodity costs. 
So long as labor does not willingly recede from its 
position, it becomes necessary to await the effect of 
time and conditions, which will bring abeut a new 
angle of thought and a better balance between all 
branches of business. 

A fair wage is finally determined by economic con- 
ditions, such as the relation of buying power to pro- 
duction, and production to sales; and it would appear 
that the hope of the future is in the process of educat- 
ing employees and the public to an understanding of 
the truth. A recognition of these facts is necessary 
in order that labor may realize its responsibility and 
part in attaining a well-balanced equilibrium, which is 
the final arbiter of prosperity. Certainly everybody is 
interested in establishing that state of equilibrium 
which keeps everybody working, distributing and con- 
suming on a basis of capacity production. 

Yet, while we are gradually achieving equilibrium in 
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domestic conditions, what of the conditions that effect 
the foreign markets for American footwear? 

These conditions are both political and economic, 
and so long as exchange keeps international trading 
from expanding, we are likely to wait with what 
patience we possess for the renewal of a mutually 
profitable trade. 


Careful Exporting in Future 


The American shoe is supreme throughout the world 
in fit, style and worth. The desire for America’s 
product is universal, but high dollar exchange is likely 
to rob us of our supremacy in the field by stimulating 
other nations hungry for trade, to fill available 
markets at favorable prices with their nearest ap- 
proach to our standards of production. 

However, the case is not hopeless. We have not lost 
our foothold. With the guidance of our Department 
of Commerce and its able head, we shall avail our 
selves of our opportunities and re-establish ourselves 
as. conditions develop; and, in the meantime, we have 
world markets which for generations have been open 
to the development upon which we have only started 
in recent years. 

I speak of foreign markets not with undue pessimism 
or thoughtless optimism, but with the conviction that 
we should have them to insure the full and economic 
employment of American labor and equipment for pro- 
duction. America expanded to serve the world in its 
crisis; but after all its unhealthy expansion has passed, 
there still remains a capacity for service, which we 
must find means to employ. 

We have the preeminence of American footwear; 
we have the world’s desire for American shoes; and 
even a war weary world will translate its wants into 
purchases if we can bring our costs within its ability 
to buy. We must relieve business by encouraging the 
reduction of governmental expenses as fast as expedi- 
ent; we must regard customs tariff as not wholly of 


January 21, 1922 








domestic concern. The tariff is domestic only as far 
as Americans alone establish its rates of duty; but it 
becomes an international matter with each and every 
import and export transaction. 

We must protect American labor against “dumping,” 
so called; but having done that we must remember 
that the world is a customer who must sell as well as 
buy, and a wholly selfish policy may send business to 
others to whom a “one way” policy is less important. 
The tariff is not political; it is economic. There are 
many who feel that a new era has arrived, and the 
matter of tariff has ceased to be wholly a political 
question; and has become an economic one requiring 
experience, breadth of vision, and comprehension of 
all plans of our intimate relations as well as industrial 
conditions at home. 

This is a period when all expenses and overhead 
charges are being rigidly examined and reduced to the 
lowest point consistent with efficient organization. It 
is a period when costs are being critically studied in 
all branches of the industry. It is a period when 
simplicity is fast becoming the watchword of the hour. 

The future progress of our industry depends on 
those engaged in it; upon their optimism, cheerfulness 
and business ability. With this in mind one must not 
lose enthusiasm, the great motive power of business. 
Enthusiasm guided by sound reasoning, has been our 
pathfinder of the past, and will be for the future—not 
enthusiasm to the extent of extravagance, but rational, 
reasonable thought and effort. That is the spirit 
for us to follow, within the limits of law and ethics. 
Anything less is pessimism, which can only result in 
retarding progress and causing all affected by it to 
cease to function, cease to buy, cease to sell, cease to 
do business, and consequently to operate normally. 

It has been proven that the men of the boot-and shoe 
industry represent a co-operative, competent body, 
working for the advance of their trade, and with 
normal, sincere effort, success in the future is assured. 








A National Plan for Selling More Shoes 


By HERBERT T. DRAKE 


Perhaps it is a new order of things for me to 
assume the réle of a prophet in these unsettled times, 
but when prophecies are based on tangible facts and 
conditions which, it is safe to say, are universally 
recognized in the industry, prophecy assumes an- 
other name—foresight rather than hindsight. 

Only in a few instances is the shoe business any- 
where near normal. There are a few sections where 
manufacturers have enjoyed a readjustment of labor; 
there are a few sections, on account of this, where 
manufacturers have been able to get their outputs 
nearly up to normal, which has allowed them a low 
overhead, and these few factories are busy. But, 
on the whole, as conditions now exist on the other 
side, and the general feeling that has existed some 


time relative to high prices generally in the industry, 
very few of us are operating anywhere near normal 
production. 


Getting More Shoes Sold Right 


Now, what can we do to help the situation? Each 
of us pursues a method of merchandising, advertis- 
ing and ‘other forms of promotion work in an en- 
deavor to increase our sales. One manufacturer 
advertises shoes and talks about their style, quality, 
how much superior they are to his competitors; an- 
other manufacturer adopts similar claims and per- 
haps exploits his price and believes that he can give 
as good a value or better value than can be found 
elsewhere; but, gentlemen, do these methods help 
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the industry as a whole and sell any more pairs 
of shoes? No, and for a very good reason. 

There is an underlying principle of merchandising 
which we have overlooked. In addition to these 
highly competitive methods, which will always exist 
and bring results individually, we must arouse in 
the minds of the public a desire to have more pairs 
of shoes, and to give the serious consideration to 
their footwear that they do to other articles of dress 
—in other words, shoe consciousness. 

This method of procedure and discussion of a 
means to stimulate a market which will bring our 
factories more to a point of capacity is the impor- 
tant subject before this convention to-day. 


A Worthy Work of Promotion 


There are many and various ways of exploitation— 
on the one hand, direct; on the 
other hand, indirect. Taking the 
first for example. Exploiting an 
article of public consumption di- 
rectly through various forms of pro- 
motion work, or educating the pub- 
lic to an existing condition which 
subconsciously arouses or creates in 
the mind the need of such an ar- 
ticle. The same indirect method is 
usually followed upon educational 
lines. 

Other ways of exploitaton are in- 
dividually, as, for example, the firm 
which sells its own or particular line 
of products. On the other hand, we 
have collective exploitation, such as 
an organization or association, which 
action is carried on for the common 
good of all, arousing within itself a 
community of interest broad in its 
scope; its strength lies in its unity 
of action. These are the two key- 
notes as fundamental principles in 
the plan we are presenting to you 
this afternoon—indirect, or educa- 
tional and collective, or association exploitation. 


Make Public Shoe Conscious 


The indirect method of exploitation through edu- 
cating the vast American public to shoe-conscious- 
ness. To bring forcibly to their minds their neglect; 
their primitive ideas regarding this article of dress, 
and thereby accomplishing a great good for the in- 
dustry by creating a buying habit for proper shoes— 
to arouse shoe-consciousness—a properly clad foot 
is a social and business asset, a change of shoes is 
health-giving, a well-shod foot is the hallmark of 
character. This indirect method of education leads 
at once to the means to be adopted. At once there 
is a recognition on your part of the strength of col- 
lective action in such a stupendous undertaking. 

It is needless for me to elongate upon the woes of 
the shoe industry. We, all of us, have our particular 
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problems which are magnified in their importance, 
but if we were to compare notes we would find that, 
generally speaking, the same problems exist through- 
out the entire industry. How much more intelligent 
it would be for us all to get together for. the common 
good, knitting the industry into a spirit of unity, 
and arousing within ourselves a community of inter- 
est from which we will all benefit. I am sure, gen- 
tlemen, that you will all appreciate the necessity 
of some such action, particularly after we explain 
to you more in detail the plan we have to offer. 

The evolution of this idea I know you will be 
interested in, and I will relate it to you briefly from 
its small beginnings. 


Dress Up All Along the Line 


Last spring I read a paper in New York before 
the Executive Committee, the sub- 
ject of which was the dressing up of 
men and an awakening of interest 
on the part of men in their foot- 
wear, and its relation to more pairs 
being consumed and consequently 
more production. A committee was 
appointed at that time to work out 
ways and means of getting facts to- 
gether and formulating a plan of 
nation-wide exploitation as a means 
of stimulating sales. 

President Briggs appointed a 
committee, with myself as chairman. 
The committee met on several occa- 
sions, discussed the matter from all 
angles and, as a result, after calling 
in at one time a group of the best 
merchandise and publicity advisers 
of the country, we are now ready to 
show you a plan that, we believe, 
meets the needs of ‘the situation in 
its many ramifications. It has been 
developed step by step; every con- 
tingency provided for by which the 
retail stores from coast to coast, 
from Canada to the Gulf, will be linked up with this 
broad and comprehensive movement. 

The plan, as now completed, embraces men’s, 
women’s and children’s footwear. It includes the 
shoe industry as a whole. It brings together the 
many interests and, through education, arouses a 
latent consciousness in footwear, a consciousness 
fully aroused in their minds in other articles of 
apparel. 

Except during the boom period, footwear has been 
sold principally on a price basis. To-day, more 
forcibly than any time in the history of the industry, 
both manufacturer and retailer have been forced to 
make price the paramount issue. This reacts against 
the tanner, the last-maker and all who contribute 
to the industry. Generally speaking, shoes have been 
looked upon as an article of utility rather than as 
a part of correct dress. 
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An Item of Correct Dress 


We believe it is possible to change this public atti- 
tude and increase pair sales by educating the public 
to know more about the kind of shoes they should 
wear and when to wear them. To create in the 
minds of the public a viewpoint that their footwear 
is a particularly conspicuous article of dress and 
that, as such, it merits some thought. 

In successful operation this plan will benefit every 
branch of the industry. We all should participate. 
The more far-reaching its benefits, the more univer- 
sal its support, the less it costs any individual or 
firm to support it. 

Therefore, step by step the plan has been shown 
to various groups in our industry and has met with 
such hearty approval that your president directed 
the committee to have the complete plan demon- 
strated to the members of this convention. 


Right Selection of Shoes 
I make this brief explanation of what has been 


done since its inception because there are some 
members here to-day who, perhaps, may not have 
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known that such a step has been contemplated. 
Yet I don’t suppose there is a man in this room 
but has asked himself why it is that we en- 
counter the existing prejudices in shoe buying, not- 
withstanding the fact that shoe prices have come 
down 40 per cent in reduction. To my mind, it is 
simply because that, for years, people have thought 
principally of price. Price and a multitude of 
styles. 

Do not mistake me; do not confuse style with 
the right selection of shoes. A man may wear what 
he thinks is a stylish shoe, yet it may be the most 
inappropriate shoe, or, further, may be in such a 
deplorable condition that the style cannot be recog- 
nized. 

Think of an industry which, with its allied busi- 
ness, represents three billion dollars, proud as we 
may be of it, yet year after year we overlook the 
importance of educating the public to intelligent 
selection of footwear, as in other articles of dress. 
Take a walk along Main Street in any city or town 
in this country and observe for yourself our shoes 
as they are worn and being cared for. 





Fundamental Conditions are Now Good 
Better Values Must Be Given to the Consumer 


By FRANK C. RAND, International Shoe Co., St. Louis 


HILE the fundamental 
conditions which under- 
lie our trade are good and 

would seem to indicate that the 
turn for the better is near at hand, 
there are, however, still many rea- 
sons why we should all be prudent 
and conservative. The purchasing 
power of the masses has been 
greatly reduced and the lower price 
of farm products seriously affects 
business and calls for lower prices 
for all manufactured articles. This 
condition must lead to severe com- 
petition, smaller profits and, what 
makes for real prosperity, better 
values to the consumer. 


Must Practise Economy 


Greater efficiency must come with 
this keen competition and with it 
will come a gradual decrease in 
cost and a saving due to a more 
economical production. The manu- 
facturer in all lines must strive to give all that he 
possibly can in the way of values. The masses must 
practise economy, and those who labor must realize 
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that they, too, must give as much 
as possible for the wage received. 
This is all for the better and it does 
seem that we are slowly moving 
into a healthy and enduring posi- 
tion. 

Deflation of prices in the shoe 
and leather industry has been se- 
vere and in many cases we are 
back to pre-war price levels. The 
shoe industry for over a year has 
been concerned with putting its 
house in order, and ours is, I be- 
lieve, the first great industry to do 
so. In some industries further de- 
flation and adjustments will no 
doubt be made in both wholesale 
and retail prices. At this time all 
threatened advances should be re- 
sisted and not encouraged. 


Stability to Be Desired 


Stability in prices and values is 
to be desired. Just as soon as the 
consumers of America can purchase what they re- 
quire at cost plus a fair profit—that is to say, receive 
real value, whether in shoes, automobiles or food— 
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just so soon will business be normal and prosperity 
come to all. 

We have heard much and read more about the 
so-called “buyers’ strike”; but in my judgment there 
was no “buyers’ strike. The American people 
were rightly protesting against inflated values that 
were unsound and refused longer to be held up. 
The shoe manufacturer who has not sold shoes in 
fair quantity during the past twelve months has 
failed to do so either because he could not or would 
not put the correct prices on what he had to offer. 


About Same Number of Pairs 


In good years and bad the consuming public wears 
about the same number of pairs of shoes. Our years 
of big sales are the result of the mental attitude 
of the retail merchant who conceives the idea that 
he can increase his profits by large purchases at 
prices which he hopes may advance. Over-stocking 
of this kind by the retailer increases the production 
of the manufacturer but does not increase the con- 
sumption of the public. Under such a plan the result 
is that too large purchases one season or one year 
are followed by a season of liquidation and decreased 
purchases. 

At times speculation in merchandise, wholesale or 
retail, may temporarily prove profitable and swell 
beyond the proper and normal point of volume of 
earnings for that year; but in my judgment no one 
has enough wisdom to always buy at the bottom 
and sell at the top. If this be true, then the officers 
of a corporation, whether large or small, should 
regard their obligations to their stockholders as a 
sacred trust and should realize that they have no 
moral right to take long business chances, which 
are not supported by sound, conservative and proven 
business policies. Does it not, therefore, follow that 
the interests of your stockholders and mine will be 
best served and best protected by buying merchan- 
dise when we need it and in quantities measured 
only by the actual demands of the trade? 


Fallacy of Price Guarantee 


One of the greatest fallacies that has sprung up 
in the past few years has been the unsound principle 
of guaranteeing prices. What economic law is there 
which justifies you or me to sell merchandise and 
take all the risk if prices decline, enjoying none of 
the profit if they advance? Is it not true that by 
guaranteeing prices you have stimulated the sale of 
merchandise beyond the conservative point and have 
induced your customer to buy more than he needs 
because his purchases were made with a feeling of 
safety and not based on actual needs? Guaranteeing 
prices creates fictitious values and tends to support 
prices and keep them up when the market for raw 
materials may have radically declined. 

Permanent growth in any business comes from 
continuous, uninterrupted earning through bad years 
and good ones, and the soundness of any business 
may be measured by its service to society. 
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An Exchange of Values 


Business is now and always has been an exchange 
of values, which implies a moral quality, the quality 
of fair play. From a practical standpoint the busi- 
ness man realizes, not merely that honesty is the 
best policy, but that integrity in the conduct of 
affairs is only a reflection of the true, strong forces 
of nature. He sees that the delivery of a true arti- 
cle, the exaction of a fair return for what he sells 
or does is in keeping with the natural processes and 
that a man gets back only the equivalent of what 
he gives out. 

I believe that if we are to get the greatest good 
from our customers we must, in turn, give to them 
the best that is in us. This theory, ideal, or what- 
ever you may call it, works in a practical way. I 
do not feel that you or I are warranted in continuing 
in business if we can justify our course only by 
the fact that we can make a living out of our busi- 
ness. The world does not owe us a living except 


_ as we earn it. Therefore, I like to feel that there 


is a bigger, a better, a higher motive in our indus- 
try than the mere accumulation of dollars. I like 
to feel that we are spending our lives in the produc- 
tion of something which is a genuine help to others. 


J. Dudley Smith Elected Secretary 
to Succeed Sol Wile 


HE new secretary of the National Boot and 

i Shoe Manufacturers’ Association is J. Dud- 

ley Smith of Boston, Mass., who has been 
New England representative for the Tanners’ 
Council since its organization in 1917. 

Mr. Smith was born in Mobile, Ala., in 1877. At 
an early age his family moved to Knoxville, Tenn., 
where he received his education. In 1896 he located 
in Chattanooga, where he entered the Southern Rail- 
way service, and in 1901 was transferred to Wash- 
ington, D. C., to a more important post. In 1907 
Mr. Smith was appointed secretary to the late Con- 
gressman Sylvester C. Smith and remained in that 
position until he entered the Government service, 
where he had charge of a department in the office of 
the Superintendent of Public Documents. 

During his residence in Washington, Mr. Smith 
took a course in law, graduating from Georgetown 
University with the degree of LL.B. and was admitted 
to practice before the courts of the District of Co- 
lumbia. Prior to accepting the position with the 
Tanners’ Council, Mr. Smith maintained a law office 
in Washington and in connection with it also con- 
ducted a “quiz” course for the purpose of preparing 
the law students for their written examinations. 

While connected with the Tanners’ Council in Bos- 
ton, Mr. Smith built up a very wide circle of friends 
among; the shoe and leather trades, who wish him 
well in his new position. 
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The Value of Co-operative Competition 


By FRANK 8S. FARNUM 
Chairman of Arbitration Committee 


UCH water has run over the dam since our 

last annual meeting. 1921 was a difficult 

year for the shoe industry, but as a whole 
we passed through the crisis sound and solvent, an 
altogether creditable showing, everything consid- 
ered. The staggering losses resulting from the 
shrinkage in inventory values are now behind us. 

Last year we had two big problems on our hands: 
one, to liquidate our inventories, the 
other to discourage unfair business 
tactics on the part of those mem- 
bers of the trade who refused to 
live up to their contractual rela- 
tions. The first one was solved 
necessarily by the individual manu- 
facturer himself, but we believe 
that the action of the aSsociation in 
providing a Bureau of Arbitration 
and the consequent publicity which 
was given to it had some effect at 
least in stabilizing conditions. 

At any rate I think we will all 
agree that the moral tone of the in- 
dustry is higher than it was twelve 
months ago. Mistrust has given 
way to confidence. 

From the very nature of things 
last year the majority of shoe man- 
ufacturers were on the defense. As 
an industry we were fighting pri- 
marily for solvency. To-day with 
inventories turned into cash or ac- 
counts receivable, our decks are 
cleared for action. 1922 is to bea 
fighting year. Of no mean proportions are the prob- 
lems which we face to-day. 

I have been asked to take as a subject for my re- 
port, “How Our Organization Can Best Serve the 
Industry; or, Co-operative Competition.” I think of 
the two the latter is the more accurate, for I am sure 
you will agree with me that the shoe industry is en- 
tering into the most intensive competition of its en- 
tire history. How can it be otherwise when the 
capacity of shoe manufacturing plants in the United 
States is approximately 1,750,000 pairs of shoes per 
day and the average production is about 977,000? 

As I see it, the two big problems which confront us 
as individuals to-day are: 

1. To reduce costs by increasing our efficiency, and 

2. To turn our accounts receivable into cash. 

Although our association has done much in the past 
of a constructive nature, I believe that our biggest 
opportunity for service lies just ahead. It is claimed 
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by experts who have made an exhaustive study of the 
situation, “that the shoe industry has progressed 
more slowly than most others in the last twenty years 
except in the development of machinery. Research 
work is practically unknown, thorough analysis is 
lacking, yet both must be employed to co-ordinate 
the units of an organization manufacturing a product 
involving as many complexities as does the shoe in- 
dustry. 

As margins of profit decrease or 
disappear altogether, the necessity 
for accurate knowledge becomes all 
the greater. Rule of thumb meth- 
ods are fast passing into the dis- 
card and the manufacturer who re- 
lies too largely upon precedents or 
hunches in the development of his 
policies will be taking a hazardous 
chance, as without doubt we are en- 
tering upon an era of the survival 
of the fittest. This being the case, 
it behooves every member of this 
association to take a more active 
personal interest than ever before. 


Correct Cost Figures 


Costs must come down. Efifi- 
ciency must be the means to that 
end and Edward N. Hurley, while 
serving on the Federal Trade Com- 
mission, made the statement that 
“intelligent cost accounting lies at 
the basis of efficient management.” 
He further went on to say that if 
lack of system resulted merely in the elimination of 
the inefficient it might be regarded as an economic 
benefit, but it reacts disastrously on the efficient 
manufacturer as well. 

Arbitrarily making a price may result not only in 
a direct loss to the manufacturer, but an indirect loss 
by reason of the demoralizing influence in establish- 
ing a false price for future business. The public at 
large does not benefit in the long run through prices 
which do not represent a living profit to an industry. 


A Uniform Cost System has three distinct uses: 


1. To show profit and loss, preferably monthly, by lines 
and by departments. 

2. To determine the efficiency of departments, methods 
and men. 

3. To establish selling prices. 


In this connection I might add, however, that a 
Uniform Cost System in an industry does not mean 


Ea] 





St 





Ss he 4 4 & he 





Pe oO 


— 


‘are wm 


ma | wee St 


Ww ww 


was Soy Ge FF wa Be FG 








January 21, 1922 


uniform costs or prices, but would mean fair and 
competitive prices. 


Competition for Inefficiency 


The worst competitor that we have to face is the 
manufacturer who has no accurate knowledge of 
his costs and the best way we can protect ourselves 
is to help our weak competitor to become more effi- 
cient. The signs point unmistakably to an era of 
consolidations and this Association can best serve 
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the industry by helping its weaker members to be- 
come successful rather than by permitting them to 
be swallowed up in some industrial combine. It 
is of great importance to the manufacturers of any 
industry that they agree on the fundamentals of a 
cost practice, that all the elements of cost are in- 
cluded in their calculations. 

It has been proved in other lines that production 
costs determined by uniform practice improve trade 
conditions to an appreciable degree. 























The Veteran of Our Tariff Fights— 
Charles H. Jones, Boston 


be a decline in our leather industries or higher costs 
of leather products to consumers, or both. 


duction of animals for meat or dairy pur- 

poses in the United States. Animals are 
not produced for their hides alone and the varia- 
tions in the price of the hide has little influence on 
the rate of cattle production. 

Most of the hides produced in the United States 
are sold by the producer on the animal, and not as 
hides, but as a part of the animal, the price being 
largely determined by the value of the meat of the 
animal. The hides taken off by packers comprise, 
roughly, two-thirds of the domestic supply and hides 
sold by cattle producers amount to a very small part 
of the total. In 1920, 8,608,891 cattle hides were 
taken off in slaughter houses and only 3,567,400 on 
farms and ranges. For ten years country hides have 
averaged 32.3 per cent of domestic production. 


(CO tuctio hides are a by-product of the pro- 


A Duty on Hides in Relation to Cattle Production 


The hides of cattle amount to only about 6% 
per cent of the weight of the animal. The increase 
which might come from a higher price for hides 
can amount to only a small part of the total value 
of the animal. Weekly fluctuations in the prices of 
live animals often amount to more than the total 
price of the hides. A duty of 2 cents per pound on 
hides would be equivalent to about 12 cents per 100 
pounds on the live steer. 


Over One-Third of Our Cattle Hide Supply Is 
Imported 


During the ten-year period, 1911-1920, the imports 
of cattle hides have averaged 39.20 per cent. With 
a steadily declining production of cattle the propor- 
tion of hides imported must continue to increase if 
leather production is to be maintained. To secure 
hides in the world market, which is generally free, 
the American buyer must compete with world de- 
mand. A tariff would tend to direct the raw hides 
to other markets which are free. The result would 
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World’s Supply of Hides Decreasing 


The amount of hides in international trade has 
declined in recent years. Cattle production is de- 
clining in several countries that have been the 
largest surplus producers of hides. If world con- 
sumption continues at the present rate a world short- 
age must soon be made up by the use of leather 
substitutes. 


Use of Leather Substitutes Is Increasing 


The use of substitutes for heavy leather is increas- 
ing. As the cost of leather increases, the use of 
such substitutes will probably increase to make up: 
the needed supplies. This tends to place a limit 
on the price advance of hides and leather. Conse- 
quently the price of hides may not advance greatly 
as a result of a duty being placed on them. 


The Packers Dominate Position in the Hide Market 


Since two-thirds of the domestic hides are taken 
off by packers, and they also control about one-third 
of the tanning industry, they are in a position to 
be the dominant factor in the hide and leather mar- 
ket. At any given time they have a large part of 
the stock of hides under their control and are in 
a position to sell or withhold them from the market 
as they choose. The packers also control a large 
part of the imports of hides from South America. 


Returns to Producers from Duty on Hides 


Since the average cattle hide weighs about 65 
pounds, a duty of 2 cents per pound would represent 
an increase of $1.30 per animal. The producers of 
two-thirds of the domestic hides would get this 
increase only when included by the packer-buyer in 
the price paid for live cattle. The producers of 
country hides would receive only such part of the 
increase as might be reflected in the current hide 
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market. An increase in the price of country hides 
would increase the available domestic supply, if the 
increase was sufficient to encourage cattlemen to 
save the hides of animals dying from accident and 
other causes. The animal loss from the waste of 
such hides is variously estimated to be from 1,000,000 
to 2,000,000 annually. 


Cost of Tariff on Hides to Leather Consumers 


A duty on cattle hides would return a custom 
revenue of about $16,000,000, assuming that the im- 
ports continue to equal the average of the ten-year 
period 1911-1920. This does not allow for a draw- 
back on hides made into leather for export. Exports 
of sole leather have declined from 82,961,220 pounds 
in 1919 to 14,058,984 pounds in 1921. 

The increased cost of raw hides before going into 
leather would include the increased price to domestic 
producers plus the revenue on the imported hides. 
Together these items amount to about $30,000,000. 
Previous census reports show that the relation of 
cost of materials to value of leather produced in 
the past has been as 1 to 1.25, indicating a 25 per 
cent advance in the cost of leather over the cost of 
hides and tanning materials. This ratio of advance 
would increase the cost of leather to about $40,- 
000,000. The increased cost of leather products can 
only be approximated. Assuming that 5 pounds of 
green hides are required for each pair of shoes 
made, an increase of 2 cents per pound would be 
10 cents on each pair of boots and shoes made. 


January 21, 1922 











In 1919, 329,528,900 pairs were produced. An in- 
crease of 10 cents per pair on this number would 
represent an increased cost of $32,952,890. 

The present large stocks of cattle are in the hands 
of packers, tanners and importers, and any increase 
in price resulting from a duty would immediately 
add to the value of these stocks. The return to the 
hide producer would of necessity be reflected only 
in the prices of current production after the duty 
was applied. 

Whether the increased price of hides would be 
partially or wholly reflected in the price of live 
cattle by the packer-buyers is open to question. 
The common practice of buying cattle on the basis 
of meat value alone would lead to the conclusion 
that the packer might or might not add the increased 
value of the hides to the price of the animal as he 
chose. 

Since the packers have about one-third of the hides 
under their control in their packing storehouses, and 
more in the tanneries which they control, and yet 
others under their control in South America, their 
control of the situation is evident. Cattle production 
needs stimulation, but the increased return from 
15 per cent on 6% per cent of the weight of the 
animal is so small as to be of no importance as a 
means of increasing cattle production. The cost 
to consumers of leather products could more than 
offset the increased return to hide producers, even 
if all the increased price was passed on to the pro- 
ducers, of which there is no assurance. 








Three Remarkable Surveysot BusinessConditions 


In our issue of January 28, we will feature John C. McKeon’s paper on Trade Con- 
ditions from the viewpoint of women’s shoes, Henry W. Cook from the viewpoint of 
men’s shoes and Hon. A. S. Kreider on the clean-up of stocks and the future outlook. 


J. F. McElwain Retires 


J. Franklin McElwain, who served as president 
of the W. H. McElwain Company of Boston from 
1908 until its merger in May of last year with the 
International Shoe Company of St. Louis, has re- 
signed his position and temporarily, at least, has 
retired from the shoe and leather industry. 

The official announcement of Mr. McElwain’s re- 
tirement reads as follows: “Announcement is made 
from the offices of the W. H. McElwain Company 
that Mr. J. Franklin McElwain, president of the 
company since 1908, has asked to be relieved of the 
responsibilities of the position and that his request 
has been reluctantly acceded to by the interests now 
owning the control of the company. Mr. McElwain 
goes south on an extended vacation with his family 
before assuming further responsibilities. 


“Few men in the shoe and leather industry have 
been more in the public eye in recent years than 
Mr. McElwain as a prominent war worker, a 
president of one of the largest shoe manufac- 
turing companies in the United States and as 
a past president of the National Boot and Shoe 
Manufacturers’ Association his name figured fre- 
quently in newspapers and business publications 
and almost invariably was linked with all movements 
which promised to advance the interests of the trade 
at large. The announcement that the company for 
the building up of which he was largely responsible 
was to be merged with the International Shoe Com- 
pany of St. Louis came as a bolt from the sky last 
May. 

Mr. McElwain’s plans for the future have not been 
announced. 
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Chicago 
Gets Next 
National 
Convention 
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Frank B. 
King 
President 
Elect. 


National Shoe Travelers’ Association 


Pledge to Develop Style, Service and Man Power for 
the Betterment of the Shoe Business of 
Merchants and Manufacturers 


vention of the National Shoe Travelers’ 
Association will carry with them on their 

next selling trip a: new outlook on the business 
situation and new faith in the foundational strength 
of the American footwear industry. An optimism of 
the practical variety, backed by the utterances of vet- 
erans with many years of experience covering every 
section of the country during good times and bad, 
furnished the background of much constructive dis- 
cussion of the traveling man’s problems of the present. 
Two outstanding ideas crystallized at the sessions 
of this convention bid fair to bear fruitful results by 
way of advancing the welfare of the individual travel- 
ing salesman as well as making for better business 
for the manufacturer and retailer. First, from the 
report of the Styles Committee, there was evolved the 
idea of the N. S. T. A. members making a special 


[ ) reation of to the eleventh annual con- 


study of footwear styles with particular reference 
to advancing the cause of correct shoes for every 
occasion. 


Correct Shoe Campaigners 


The traveling men are sold on the idea that what 
they and every other organization in the trade should 
do from now on is to encourage in every legitimate 
manner a better understanding in the trade and by 
the consumer of what kind of shoe ought to be worn 
for various occasions in-our everyday life. Just as 
no well-dressed man at a formal social affair would 
think of wearing a lay-down collar and tan oxfords 
with full evening clothes, so it appears there is no 
reason why convention should not prescribe the cor- 
rect shoe in the mode for each phase of a day’s activi- 
ties. A pump pattern when an oxford or boot is the 
proper thing and vice-versa is believed to be a bad 
condition of affairs which every knight of the grip 
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Elected Vice- 
President 


DAVE DAVIS 
Re-elected 
Treasurer 


will be studying seriously with a view of doing his 
bit toward remedying in an educational way. 
Speeding Up Efficiency 

Second, the thought was forcefully expressed 
throughout the various convention activities that the 
membership of the N. S. T. A., collectively and indi- 
vidually, desires to earnestly co-operate with the 
manufacturers at all times. The opinion was frank- 
ly expressed by one of the members that often much 
of the delay in deliveries was not the fault of the 
manufacturer but the result of careless detailing of 
the order by the salesman and the applause with 
which this explanation of a problem, vexatious all 
along the line, was received by the convention evi- 
denced a resolve of the delegates to render an in- 
tensively better service to both their principals and 
their customers. 

The Convention opened on the roof of the Bellevue 
Stratford Hotel, on Monday and closed Wednesday eve- 
ning with the annual banquet. 


Chicago Wins Next Convention 


Chicago was selected as the next convention city. 
The annual election of officers resulted in the follow- 
ing: 

President, Frank B. King, Chicago. 

Vice-president, Frank J. Weber, Cincinnati. 

Treasurer, Dave Davis, Chicago. 

Secretary, T. A. Delaney, Boston. 

The retiring officers were accorded the thanks of 
the Association for their hard work during the past 
year. President G. J. Nichols was especially com- 
mended for the way he handled the convention, every 
detail of the program being completed on schedule 
and with ample opportunity for all who desired to be 
heard. 

Philadelphia a Great Host 


The Philadelphia Shoe Travelers’ Association came 
in for much praise for the manner and kind of the 
local arrangements. There was ample entertainment 
for everyone including the ladies and an especially 
satisfying feature was the noon-day luncheons in a 
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room adjoining the convention hall. From the open- 
ing of the sessions in the morning until adjournment 
for the evening’s entertainment, the delegates did not 
need to go even to another floor in the hotel. Every 
member of the local organization worked hard to make 
the stay of the visiting delegates a pleasant and profit- 
able one. Chief among the Philadelphia travelers 
who worked hard for the success of this conven- 
tion were William F. Schoell, secretary of the local; 
James F. Scanlon, I. F. Oberfield and C. R. McClel- 
land. Mrs. George Drysdale, as chairman of the 
ladies’ entertainment, won the gratitude of the visit- 
ing ladies for the enjoyable outings to the city’s 
places of historic interest, the shops and for the 
luncheons and theater parties which rounded out a 
full three days’ program. 
Association Achievements 

Reports of the several standing committees showed 
that the Association had been very active during the 
year looking after the interests of the members. The 
secretary reported that claims amounting to consider- 
ably in excess of $3,000 had been satisfactorily ad- 
justed by the headquarters office in Boston for mem- 
bers. These claims were mostly baggage and trans- 
fer and commission claims. 

The Legislative Committee’s report decried the pres- 
ent methods of income tax collection and urged the 
organization members to take advantage of every op- 
portunity for bringing about less cumbersome tax 
regulations. This committee can be credited with hav- 
ing had much to do with the passage in 41 states of 
legislation permitting the traveler on the road to cast 
his vote at state elections. 

The Railroad Committee is still trying hard to get 
interchangeable mileage regulations through at re- 
duced rates. 

The Hotel Committee reported a number of instances 
of claims by members for overcharges, in every case ' 
satisfactorily settled. 


Style Report By Travelers 


The Style Committee reported that it found Paris 
continues to exert great influence on American fash- 
(Continued on page F) 
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Wholesalers See Better Business 
Just Ahead 


Optimism Manifest at Annual Meeting of National Association 
in Boston—Shelves Clear and Prices Fairly Well 
Stabilized, Is Genera] Opinion 


ONSERV- 
i ATIVE opti- 
mism was the 


keynote of the an- 
nual meeting of the 
National Shoe Whaole- 
salers of the United 
States, held Jan. 17 in 
the Copley Plaza Hotel, 
Boston. First stressed 
during the address of 
the retiring president, 
E. M. Scattergood of 
Philadelphia, it cropped 
up again and again 
during committee re- 
ports and in addresses 
by prominent mem- 
bers. 

In opening the ses- 
sion, Mr. Scattergood 
declared that the pro- 
cess of readjustment 
had reached a_ point 
where business could 
go forward with confi- 
dence provided no at- 
tempt were made to 
provide unhealthy 
stimulation. “I be- 
lieve,” he said, “that 
prices of shoes have 
reached a point where 
the consumer is tempt- 
ed to buy, that there 
will be no decided drop 
in prices in the near 
future and that the 
shelves of the retail 
shoe merchant are 
fairly well cleared of 
old stock.” 

Mr. Scattergood also salers’ Association. Mr. 
urged the co-operation 
of members with the Committee on Agricultural In- 
quiry of Congress, expressing the hope that informa- 
tion gathered and interpreted by this committee would 
result in lowering the cost of distribution in this coun- 
try and do away with the present wide spread between 
the prices of raw materials and those of finished 
products. 

Speaking in a similar vein at the dinner which fol- 
lowed in the evening, Harry I. Thayer, president of 
the Tanners’ Council, declared that inventories all 
along the line had been reduced considerably and that 


I. E. DOOLEY 
Newly elected president of the National Shoe Whole- 
Dooley is a member of the 
Henegar-Dooley Shoe Co., of Knoxville, Tenn. 


the wholesaler could 
look forward to busi- 
ness at a profit during 
1922. European con- 
ditions, however, he 
pointed out, must be 
taken into considera- 
tion. Stabilization of 
currency values is very 
important, heurged, 
ascribing the present 
condition of affairs 
very largely to the fact 
that business men 
abroad cannot plan 
their business proce- 
dure, because they do 
not know from day to 
day what may happen 
to the value of their 
money in the financial 
markets of the world. 

“It matters not,” he 
said, “on what basis 
values are stabilized. 
The important point is 
that money prices must 
not fluctuate.” 


Want Freight Rate 
Decrease 


Various commit- 
tee reports urged the 
adoption of a standard 
size for shoe cartons, 
the reduction on a per- 
centage basis of the 
freight rate on shoes, 
the advisability of ar- 
ranging a specific date 
for a hearing before 
the Interstate Com- 
merce Commission to 
be attended by mem- 
bers of all branches 
of the trade; and a resolution that the charge to 
customers, now being made on parcels post ship- 
ments be continued. 

The report of the rubber committee, headed by I. R. 
Fisher, of Nathaniel Fisher & Co. of New York, re- 
ported that steps had been taken to persuade the rub- 
ber companies to give a premium on orders placed 
early, in the shape of a special discount, and to in- 
crease the net discount. He pointed out that there 
had been no decided increase in the price of rubber 
products, in which statement he was borne out by 
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Charles Barnes of the United States Rubber Co., who 
quoted figures showing that rubber footwear reached 
its peak price in January, 1920, at which time it 
showed an advance of 43 per cent over the price pre- 
vailing in 1913, whereas other commodities classed as 
basic necessities showed increases at the peak rang- 
ing from 105 to 237 per cent. 


Rock Bottom in Rubber Industry 


He said it was estimated that in 1922 raw materials 
entering into the construction of rubber footwear 
would be purchased for 22 per cent less than in 1913. 
This decrease was due, entirely, he said, to the big 
drop in the price of rubber, as material other than 
rubber was expected to show an increase over 1913 of 
about 70 per cent. He argued better business from the 
fact that rock bottom had been reached in prices, and 
from the additional fact that stocks in the hands of 
both wholesaler and retail merchant are light. 

In connection with the report of the legislative com- 
mittee, it was predicted that more attempts to put 
through legislation similar to the Caulfield Bill would 
be made. In fact, it was stated by one member that he 
had definite word to the effect that Caulfield is plan- 
ning to introduce the same bill again in the New York 
Legislature at the earliest possible opportunity. It 
was urged strongly that members be on their guard 
against freak legislation of all kinds—particularly 
those grouped under the euphonious title of “Pure 
Shoe” bills. The proposed duty on hides also must be 
fought vigorously, it was asserted. 


Resolutions Adopted 


Resolutions adopted just prior to the report of the 
nominating committee urged a horizontal decrease in 
freight rates as a stimulant to business; recommended 
that the Commercial Law League be approached with 
the idea of securing a decrease in the percentage 
charge now made for collecting of from 15 to 10 per 
cent; urged that in the event of fraudulent bankruptcy 
proceedings, any creditor who can prove fraud be 
given a prior claim on the bankrupt’s assets in order 
to reimburse him for the money spent in tracking the 
fraud to earth. 

It was further resolved that the association favor 
the removal of tax exemption from all State, municipal 
and Federal securities which are now tax exempt; that 
the duty on hides and leather be fought on the ground 
that it is uneconomic and detrimental to the public 
welfare without any compensating benefits for the 
class such duty is designed to help; that only suffi- 
cient duty be favored on shoes as will equalize the dif- 
ference in costs here and the cost in other countries 
which may ship shoes into the United States. A fur- 
ther resolution was passed regretting the retirement 
from active business of Daniel P. Morse, head of 
Morse & Rogers of New York City. 


Knoxville Man President 


Officers elected were as follows: 

President, I. E. Dooley of Knoxville, Tenn.; vice- 
presidents, Herbert E. King, Glenn C. Wharton, E. 
Walter Smith, Frank Mayo, Eli Weil and M. Good- 
man; secretary-treasurer, Louis M. Taylor. These of- 
ficers, with the following members, constitute the ex- 
ecutive committee: 

H. C. Dovenmuehle, George B. Long, A. J. Goldwa- 
ter, A. H. Berry, W. N. Sloane, E. C. Thayer, O. H. 
Fithian, P. F. Melheim, W. Lee Brand and D. L. 


January 21, 1922 


Aronson. Ex-officio members of the same committee 
are E. F. Carpenter, Irving R. Fisher, T. Garrison 
Morfit and Charles W. Terhune. 


SHOE TRAVELERS 

(Continued from page D) 
ions. In the judgment of the committee Spanish, Ro- 
man and Grecian effects with American touches will 
have strong place in the spring merchandise. 
As for colors, the recommendations included light 
and medium grays in solid colors and in combination 
with patent. A wide variety of sport effects is ex- 
pected to follow later with of course a good white 
season anticipated. 

The association in adopting the report of the Reso- 
lutions Committee went on record as favoring a sea- 
sonable break from low cuts to high shoes in the 
belief this would work to the best interests of the 
entire industry. 

Resolutions were passed requesting the manufac- 
turers and jobbers to select their salesmen from among 
the membership of the Association. Also urging the 
membership to put forward the candidacy of traveling 
men for election to state offices and legislative bodies. 

A strong appeal was telegraphed in behalf of the 
Association direct to President Harding, at Washing- 
ton, urging the repeal of the surcharges on Pullman 
tickets. 

Conforming to a special resolution on amendments 
to the Constitution, the new president will appoint a 
committee of three to study needed changes and repo 
at the next convention. . 


Increased Compensation By Work 

When the question was raised by one of the delegates 
as to the advisability of an organized effort being 
made to bring about increased compensation for shoe 
travelers, the discussion brought many members on 
their feet to declare that nothing could be gained by 
such a campaign and that it was up to the individual 
salesman to cover his territory 100 per cent and to 
give his line all that was in him thereby insuring him- 
self a certainty of increased compensation. It was 
pointed out that any increase in commissions neces- 
sarily had to be figured by the manufacturer into the 
cost of his product and that by increasing the cost 
of merchandise it was not made any easier to sell. 

It was remarked that the American Hotel Associa- 
tion has an active Betterment Committee anxious to 
co-operate with the Shoe Travelers. 

All in all, it was one of the busiest and most satis- 
factory conventions ever held by the N.S. T. A. There 
were one hundred and twenty-five registrations and 


* virtually very affiliated local was represented by two 


or more delegates. The harmony with which the busi- 
ness of the convention proceeded shows the great 
strides forward made by the National in recent years 
and no experienced convention builder could have im- 
proved upon the local arrangements, which is the com- 
pliment paid the local committee by one visiting del- 
egation. 
Stanton Made Life Member 

With all the business of program and entertainment, 
the delegates did not forget to pay tribute to Fred M. 
Stanton, of Boston, who was the first secretary of the 
National organization and who gave a great deal of 
his time to its perfection in the early stages. He was 
elected by acclamation to life-time honorary member- 
ship. 
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Hands across the line—in shoe fellowship. Merchant-Editor Fegan staged this unique picture. He shep- 


herded the shoe flock before the RECORDER camera. 


R. A.; E. A. Stephens, president Canadian N.S. R. A 
A. H. Geuting, N. S. R. A. Standing—left to right—Warren F. Fegan, ex-Presi 


Seated, left to right—President C. K. Chisholm, N. S. 
.; ex-President James P. mat N. S. R. A.; ex-President 
en 


t Canadian N. S. R. A.; 


Howard Blachford, secretary Canadian N. S. R. A.; M. S. Chisholm, director Canadian N.S. R. A.; A. Levy, 
director Canadian N.S. R. A.; T. Warren Jupp, treasurer Canadian N. S. R. A. 


A Significant Episode in Canadian-American Fellowship 


R. E. A. STEPHENS: Mr. C. K. Chis- 

M holm, president of the National Shoe Re- 

tailers’ Association of the United States 

of America: We feel that we cannot let this op- 

portunity pass without in some way recognizing the 

high and honorable position to which you have been 
just elected. 

As a Canadian boy, we are greatly attached to 
you. As N. S. R. A. members we bear a fraternal 
kinship. As national brothers we acknowledge the 
business courtesy extended to us at all times. 

It is with these feelings in mind that we, as Cana- 
dians, would like to show in some tangible way our 
appreciation of you. 

In our efforts to select a suitable gift we have 
searched the wide world over, penetrating the heart 
of Africa and securing there ivory, the forests of 
South America from which we selected ebony, and 
the wealth of the mines of Cobalt, Ontario, have 
yielded the finest-silver, which not only binds the 
materials used in this token but also has the greater 


significance of binding associations of country to 
country. 

We feel confident that your members have chosen 
the right man to grace the president’s chair of your 
association for 1922, possessed as you are of the 
same high qualifications as your past presidents 
have had. 

It is, therefore, with great pleasure that we ask 
our first president to present you with this gavel 
and trust that you will use it at all times in the dis- 
charge of your official duties. 

Signed on behalf of the National Shoe Retailers’ 
Association of Canada; 


E. A. Stephens, President; 
Howard C. Blachford, Secretary; 
J. Warden Jupp, Treasurer; 
Warren T. Fegan, Past President. 


’ Presents President Chisholm with beauti- 
ful gavel, properly inscribed. (Applause.) 





BOOT AND SHOE RECORDER 


January 21, 1922 


Nothing but golf and sport shoes are sold here 


A Bit of Cape Cod in the Sunny South 


Hyannis, Mass., Merchant Opens 
Unique Store in Miami, Florida 


clusively identified with Cape Cod. F. Burton 

Buck, retail shoe merchant, chose Hyannis, 
Massachusetts, for his footwear home many years 
ago, where in the atmosphere of old New England’s 
quaintness, a good-sized business has flourished on 
distinctive shoe creations. The tourist trade was an 
especially strong feature of the Cape Cod store, and 
as this developed, it furnished to Mr. Buck an in- 
spiration to extend his activities Southward. 

And so, during the past December, with the 
Hyannis store surrounded by cold and snows, a spe- 
cialty sport shop in a summer environment for tour- 
ists and Miamians, was opened at 44 North Bayshore 
Drive, Miami, near Elser Pier, on Biscayne Bay. The 
stock is composed of high grade golf and other types 
of sport shoes. Mr. Buck’s original ideas in footwear 
have been carried out and the feet are carefully and 
accurately fitted—in fact, Buck’s Boot Shop is the only 
store of its kind in the South—and one can but admire 


U ‘ctus recently, Buck’s Boot Shop has been ex- 


its novel features. Mr. Buck writes: “I cater to par- 
ticular people, who want shoes of individuality and 
not duplicated by everybody—originality in design, 
high grade workmanship and durability—characterize 
my merchandise. The best class of trade from the 
hotels, apartments, clubs and golf courses, patronize 
our shop. I am receiving many compliments on this 
store—the tourists tell me that they have been waiting 
for just such an establishment.” 


Home-Like Atmosphere 


The front of this store is partitioned from the 
stock room by oak panels and draperies of green and 
gold capped with Cape Cod windmills. The ladies’ 
reception room and fitting parlor is richly decorated 
with draperies, rugs, mirrors, Colonial scenes on 
walls, and shades. Electric lighting and ornamenta- 
tion is further carried out by candle sticks grouped 
on the walls and chandeliers, decorated with hand 
painted scenes on parchment oval shades. 
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The convention in session. One of the open forum sessions 


Interpreting the Convention for All 
Merchants 


Recorder Merchant Editors Cover the Big Show and Scoop 
the Country in the Greatest News-Beat of 
Any Business Publication 


ANY said, “It can’t be done!” 
M Others said, rather magnanimously, 
“Well—maybe—let’s see!” 

Still others said, “They may be able to sell 
shoes, but let ’em stay out of the newspaper busi- 
ness!” 

And there were quite a few who said, “Let the 
experts do it; the amateurs ought to stick to their 
own finittin’.” 

But despite all of the boosts and knocks, they 
did it! 

The merchant editors of this, the post-convention 
number of the BooT AND SHOE RECORDER, made good 
with a crash! 

& * * * 


The record of the eleventh annual convention of 
the National Shoe Retailers’ Association, as set forth 
in the following pages, from the pens of fifty or more 
of America’s leading boot and shoe merchants, to- 
gether forms one of the most intimate and inspira- 
tional volumes that has yet been written of the great 
industry which we are honored and proud to rep- 
resent. 


The interpretation of this, the most influential and bene- 
ficial annual gathering of America’s boot and shoe mer- 
chants, by the representative men of the business, makes 
new history in the boot and shoe trade. 

Likewise, it marks a distinct achievement in the 
annals of American newspaperdom. 


* * * * 


Who could best interpret the great national con- 
vention for the benefit of those who could not attend 
its sessions? 

Who? The men who week in and week out write 
the pages of the BooT AND SHOE RECORDER and thus 
compile the “bible” of our trade, keeping it up to 
date by their weekly surveys of its progress. 

No doubt they could do it very well, and most sat- 
isfactorily. 

But is it not infinitely better to have those who, 
day after day, create rather than write the history 
of this trade set down their impressions, in their 
own words, according to the dictates of their own 
consciences, from the highways and byways, where 
they are wont to gather at convention time? 

Of course, it is! 
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Certainly no one could better or more completely 
and intimately report the success of the wonderful 
Chicago convention than those whose very hearts and 
souls were wrapped up in it. © 

The editors and publishers of the Boor AND SHOE 
RECORDER knew full well that “it never was done 
before,” and we knew as well that it would be a 
Herculean effort to accomplish it, when we projected 
this unique and epoch-making idea of engaging repre- 
sentative retail merchants from every section of the 
United States to write the real report of the 1922 
national convention. 

We builded better than we knew! 


* * % * 


“Write what you see and hear,” we commanded 
those whom we honored with the invitation to serve 
as a “Merchant-Editor” of this issue of the Boot AND 
SHOE RECORDER. Then we pinned a handsome badge 
on the breasts of each and sent them forth to “cover” 
the convention just like professional newspaper re- 
porters. 

“Well, we know that every single one of our 12,000 
subscribers would give a whole lot to be sure of sit- 
ting in with this great crowd, but, of course, they 
can’t—so go out and give them the benefit of your 
own experiences,” is how we addressed our “re- 
porters.” 

There wasn’t a single string attached to any of 
the Merchant-Editors. They were given far-reaching 
liberties, such as no ordinary newspaperman enjoys. 
They were told to “write their heads off.” They were 
admonished to praise or blame, so long as they stayed 
within the limits of the libel laws. 

They were not confined to the precincts of the busi- 
ness meetings of the convention, or the walls of the 
Coliseum, the Greer Building, or the Armory. They 
were sent where “the gang talks it over’—in hun- 
dreds of smoke-wreathed rooms, at the LaSalle, the 
Sherman, the Palmer, the Congress, or a score of 
other places where conventioneers like to congregate. 
Even the Pullman smoking rooms, where “good fel- 
lows get together,” were named as precincts where 
our Merchant-Editors might get impressions. Where 
else could the shoe man’s annual show and meeting 
be dissected from the shoe man’s own angle than in 
this free and congenial atmosphere? 


To. | | 


And the reports they brought back! No city editor of 
any great metropolitan newspaper could be prouder of his 
staff than we who were so fortunate as to be assigned to 
“handle” their “stuff.” 

They’re a great’ lot! Would that we could hire 
them to work for us day in and day out, seven days 
a week, fifty-two weeks in the year! 

Of course, even Rockefeller couldn’t buy their ser- 
vices 365 days a year. They’ve got to run their own 
stores! There’s no money in the newspaper business, 
like there is behind the cash register of a modern 
and well-governed shoe store. 

Every one of them was worth a whole year’s pay, and, of 
course, we feel like millionaires that we were privilegd to 
“buy” their services just for the pleasure they got out of it, 
and the service they thus were able to render their 
fellow-merchants who couldn’t get to Chicago. 


Yet there were some who said, “It can’t be done!” 
But listen not to them! Just read over the follow- 
ing pages if you don’t believe it. 
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Good for Both Big and Little 
Merchants 


There was a time when the announcement of the 
coming of a national convention meant to the “little 
fellow” in the small towns of the country just that 
the boys will get together from the big towns and 
have a good time, or that, if anything was to come 
out of it all, the big fellow would get the benefit. 
The result was that the little fellow was always con- 
spicuous by his absence. I can hardly help saying 
that maybe this is the reason why he is one of the 
little fellows, and is apt to remain one of this caliber 
and class. 

Nevertheless, I believe the events at Chicago have 
justified the boast that the N. S. R. A. has finally 
struck a happy medium whereby the sessions are of 
the greatest advantage possible to the little dealer 
as well as the big fellow. We have never before 
attained this most desirable state of affairs. I would 
say that the 1922 convention was the best-balanced 
business congress that the retail boot and shoe trade 
of the United States has ever produced. Not too 
much stress was laid on the shoe feature, and the 
entertainment program was not too heavy to be dis- 
tracting, as in most cases before this year. Actual 
business conferences, which rightfully should be the 
predominating thing, were made the foremost point, 
and here we have the reason why the opinion is 
unanimous that this has been the biggest and best 
convention of them all. 

Rubbing elbows with the big fellow, talking to him 
man to man, getting the benefit of the good advice 
which his experience has instilled in him, the little 
fellow gets something out of a national convention. 
There is a good reason why the big fellow is big, 
and if the little fellow can learn for nothing at these 
conventions how it is done, the time and money he 
expends to come to them represent an investment 
that will pay him big dividends, if he will only apply 
this knowledge properly. And it will eventually 
make him one of the big fellows who then can teach 
other little fellows to become big. Nothing will ac- 
complish this so well as the Open Forum, which we 
inaugurated this year with such glowing success. 


Vai 


Columbus, Ohio. 


* * * * 


We Have Arrived—Going Strong 


The thought predominating in my mind in review- 
ing the events of the convention is that it is unques- 
tionably the most constructive meeting the boot and 
shoe merchants of America have ever been privileged 
to attend. It has been made so mainly by the intro- 
duction of the Open Forum idea, which, in my opin- 
ion, is without doubt ‘the most valuable device that 
could be invented to make our national conventions 
of the utmost assistance to those who spend their 
time and money to come to them. 

We retail shoe men of the United States have ar- 
rived somewhere. We have been going to conven- 
tions for eleven years and we always have gone back 
home with a distinct impression that we have bet- 
tered ourselves in some substantial manner. But 
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I venture to say that no man leaves the Chicago 
convention of 1922 without feeling that this has been 
the most worth-while meeting of all. 

Not a single instance have I heard at Chicago this 
year where a dealer expressed even a suggestion of 
disappointment over any feature or group of fea- 
tures; on the contrary, nothing but praise has come 
from the visiting merchants. This has not been 
fulsome praise, but, if I am any judge of human 
nature, it has come from the heart. 

When those who came to this convention go home 
and meet their fellow-merchants in their towns and 
cities or in neighboring communities, I am sure they 
are going to make those who did not or could not 
come mighty sorry. It is not the entertainment nor 
the splendid exposition that arouses this feeling. It 
is the simple fact, simply stated, that the average 
shoe dealer has got more out of this convention than 
any other yet held. This is going to be the inspira- 
tion to the stay-at-homes to resolve now that they 
will not miss any future convention if there is any 
way at all for him to get there. 


Ler 


San Francisco, Cal. 
* * * * 


Open Forum Idea the Best Ever 
Devised 


To my mind the 1922 national convention will be 
remembered most clearly by the recollection of the 
immeasurable value of the Open Forum. The estab- 
lishment of this feature has been accompanied by 
such wonderful results that it should be perpetuated 
as an institution. 

Ask any boot and shoe merchant who took advan- 
tage of the opportunity to sit in at these round table 
conferences, and I venture to say he will tell you 
frankly that this stands out over and above anything 
else as the most valuable part of the convention. 

My hope is that as the good word concerning the 
Open Forum is spread among the dealers of the 
country through the BooT AND SHOE RECORDER and in 
other ways, the dealer who is wont to stay at home 
will make up his mind that there is something to 
his advantage in going to the convention. I am sure 
that the round table conferences have made boosters 
out of the thousands who participated in them. 

I know merchants who came here for the first time 
to any convention with a chip on their shoulder and 
an attitude meaning “I dare you to interest me,” who 
are going back firmly resolved never to miss any 
future convention. 

A new standard of convention values has been set 
by this great meeting in Chicago. A new faith has 
been created which will make men come again, year 
in and year out. Our splendid national association 
has justified its existence as it never did before— 
and I say that fully conscious of the fact that its 
works have been such that it never has required 
a defense. 

True service to the membership has reached its 
zenith in the 1922 convention. 


Philadelphia. 
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The Common Meeting Ground for 
All Branches 


The Chicago convention has proved conclusively 
that it is absolutely essential that every element of 
the boot and shoe industry be brought together at 
this time in order to clear the highway of its progress 
from impediments. Did you ever stop to think that 
only an organization like the N. S. R. A. could func- 
tion to this end? 

There is no other means of getting the manufac- 
turer, the wholesaler and jobber and the retail mer- 
chant together on common ground as these national 
conventions. Makers and jobbers realize full well 
the big advantage they derive from our annual meet- 
ings, and the merchant is gradually becoming con- 
scious that he is the one who really is deriving the 
greatest advantage. 

All of the various elements which compose the 
great boot and shoe industry each has its own organ- 
ization, but they function only to a certain limit. 
And the same is true of the local and State asso-" 
ciations of the retail trade. The national conven- 
tion furnishes the vehicle in which we all get a 
seat and ride to the destination, which is a bigger 
and better industry and a larger and more profitable 
trade. 

The time is past when the N. S. R. A. must plead 
with the retail shoe dealers of this country for 
recognition. This convention demonstrates that the 
live wires—the bed-rock upon which our trade rests 
—have reached the point in organization work where 
the man who stays out of the association and away 
from the convention is doing himself an injustice, 
not us. The degree of the injustice in the past 
varied with the value of the annual convention, but 
at Chicago in this year of 1922 the value has been 
so illimitably large that the injustice has grown 


into a veritable mountain. 


New York City. 


* * * * 


Convention Appealed to Rank 
and File 


It strikes me as a remarkably valuable thing about 
the Chicago convention that its appeal to the rank 
and file was much greater than ever before. A na- 
tional convention should be for the average mer- 
chant, and not for the exceptional merchant. It 
is commendable that the 1922 gathering was ar- 
ranged so that the dealer from a town of 1500 people 
would derive as much real benefit as the merchant 
from our great centers of population. 

The one thing responsible for this very desirable 
state of affairs is the introduction of the Open Forum 
idea. It is here that the dealer, no matter how big 
or how small, can get up and tell his troubles and 
always find not alone a sympathetic ear but a helpful 
tongue and a helping hand. 

I venture to say that the Open Forum has put 
props under many a weak structure by way of heart- 
ening a sick body and easing an unhappy mind. 
We have all had our share of grief in the last two 
years, especially, and I firmly believe the courage 
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Directors of the National Shoe Retailers Association 


of the American boot and shoe merchant at the 
close of this wonderful convention stands far and 
away above that existing at its beginning. 

The exposition and the entertainment at this con- 
vention were more of a character to produce actual 
value to members of the N. S. R. A. than in past 
years, because pleasure gave way to business. But 
if I had my way about it, I would set some definite 
restrictions so that if a member is found roaming 
around the show or in the sample rooms at hotels 
during the period when the Open Forum is in ses- 
sion, he should be yanked out bodily and brought 
to the round table. That may seem like extreme 
measures, but I’ll wager that those so forced would 
be thankful for it after sitting in on only a single 
session, and after that it would not be necessary 
to use force. 


Uv: 4~p 
Yr ‘ ZS y 
Ge o- WY, Nye 


Atlanta, Ga. 


= * * * 


Discussion of Practical Subjects 


Invaluable 


Acknowledging that every member profited by see- 
ing the exposition and by the intimate contact this 
convention enabled him to have with the manufac- 
turer and jobber and travelers, yet I feel that it 
was alone worth every penny it cost to come to 
Chicago to be privileged to hear and participate in 
the discussions on the floor of the convention, espe- 
cially during the Open Forum. 

If I were to dissect the entire convention as a 
whole and pick the best part of it, I should say that 
the assembly room on the second floor of the Coli- 
seum during the round table discussions furnished 


the most interesting, instructive and helpful features 
of all. 

The discussions of styles, how the dealer should 
invest his money properly, how he should run his 
store, how he can do business at a reasonable profit, 
how he can improve himself and his store system to 
make net profits and not alone gross profits—these 
and the many other points brought under the micro- 
scope of the Open Forum have been worth all it 
cost every convention visitor. 

Now that we have made an excellent start toward 
a real interchange of ideas, let us continue to have 
a full, free, frank and open discussion of our prob- 
lems at every succeeding convention. Many a mer- 
chant has come to former conventions with his heart 
burdened, eager to get his troubles “off his chest,” 
and gone home without the desired relief. I feel 
that any dealer who took advantage of his opportuni- 
ties at this convention, who made the best of his 
chance, will return home enthusiastic over the good 
it did him and the future conduct of his business. 
And he will come back next year, and every year 
after that, knowing that he is going to get the help 
and the inspiration that will make his business better 
and make him a better business man. 


Milwaukee, Wis. 


* * * * 


Enough Ideas Absorbed for Whole 


Year 
From the standpoint of educational value, no 
N. S. R. A. convention yet held can rank with that 
of 1922 at Chicago. There is an enormous quantity 
of good things which these meetings developed to 
take home and apply to our own business, not only 
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to-morrow and the next day, but the whole year 
through. It should leave a strong and abiding im- 
pression upon American shoe merchants. I cannot 
help thinking that the influence will go beyond those 
fortunate enough to be here. Unconsciously or 
otherwise, we who spent those four profitable days 
in Chicago are going to put new pep into the mer- 
chants who remained at home. There is plenty of 
it to go all ’round. 

I was interested by the discussion on the question 
of changing the dates of the convention to some other 
period of the year. I am opposed to making it any 
other time but the early part of January and I know 
most other merchants will agree with me. It may 
be that the manufacturers might be better suited if 
the convention were held at some other time, but do 
not forget that there is no time like this to strike the 
great body of merchants. 
They have just finished a 
strenuous fall and holiday 
season; unloaded their 
great burden of inventories 
and year-end readjustments, 
and they are ready for a 
little rest and recreation. 
Besides, they are beginning 
a new year and need the 
help which a _ convention 
gives to get set for the 
year. 

The inspiration of a con- 
vention at this time is in- 
valuable, too. We don’t 
want to meet in spring, 
when Easter trade absorbs 
our time, nor in mid-sum- 
mer, when everybody gasps 
for a breath of cool air, or 
in fall, when the new sea- 
son and the holidays con- 
front us. We must also re- 
member that our State and 
territorial associations must 
have a place on the calen- 
dar. Let us leave well 
enough alone and continue 
to hold our national con- of 
ventions a week or two 
after a new year is born, more merchants can attend. 


¢ 


Costume Revue Source of 
Inspiration 


I would not miss another national convention un- 
less it were to become physically impossible to do 
so. This has been a wonderful inspiration to me. 
I feel that it has meant dollars and cents in my 


pocket. No one who has never attended one can 
really appreciate how much it means. 

The national convention has inestimable value in 
that it brings merchants from every corner of the 
continent to a central meeting place, where we from 


ROBERT H,. JOHNSON 
Denver, Col. 


For national service to shoe merchants as a director 
N. 8. R. he was presented a loving cup 
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the West can interchange ideas with you from the 
East, and the man from the South may compare notes 
with his brother from the North. Different sections 
encounter different needs, and by getting together in 
this manner a great many difficulties can be ironed 
out and many problems solved. We all get a better 
understanding than we had before of our business, 
and a clearer conception of what we can do to reach 
the ultimate. 

In meeting and talking with dealers from other 
sections I have learned a great deal about the shoe 
business. It has been possible to inspect, almost at 
a glance, the best and latest productions of the indus- 
try through the exposition. 

It has’ been a thought of mine for a long time that 
our trade is running into danger by putting too much 
emphasis upon the orthopedic shoe. We have got 
to be careful not to over- 
work this specialty or some 
day we are going to suffer 
by a marked reduction in 
business volume in pairs. 
Footwear is a style proposi- 
tion and, while we will all 
agree that there are enough 
customers who need ortho- 
pedics to keep this part of 
the industry flourishing, I, 
for one, mean to keep on 
pushing the style shoe. 

The low shoe is without 
doubt the “best bet” that 
has ever come to us to make 
volume. It has got to re- 
main the big thing in the 
shoe trade if we are going 
to keep business active and 
out of the rut it was in six, 
seven and ten years ago. If 
the attempt is made to re- 
popularize boots, we are all 
bound to suffer from stag- 
nation. Nothing keeps up 
consumer interest like the 
classy merchandise offered 
in low-cuts in the last few 
years. The pump and ox- 
ford in the beautiful styles 
of the present have sweet- 
ened the shoe trade and 
kept it freshened: constantly. 

I was not struck so much with these thoughts as 
when I witnessed the Correct Costume Revue and 
found that much emphasis was placed on boots. I 
hope the great body of shoe merchants will not get 
the idea that they must forget the low-cut and go 
back to the boot. I don’t care how nicely made the 
boot may be, it can never approach the slipper or 
oxford in its appeal to the women. I am sure the 
women of this country do not want to go back to 
the daily task of lacing up 8, 10 or 12 inches of 
uppers when they can step into a beautiful low shoe 
in an instant and find themselves well shod. 

I am glad to see that merchants are paying more 
and more attention to the hosiery end of the business. 
I am a firm believer in making hosiery a very impor- 
tant part of every boot shop, for the stocking is an 
essential part of footwear and, under present style 
conditions, will always sell with shoes. In depart- 
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Diversity in Style 


Costume Revue Snaps 


A cross-section of the style shown on the runway was taken by Merchant-Editor Scoggins of Krupp & Tuffy, 
Houston, Tex. The camera was set up so the calcium lights shot across the runway. As the girls went by 
Editor Scoggins gave the signal and the photographer did the rest 


ment stores I believe it is now almost necessary that 
the hosiery section be joined with the shoe depart- 
ment to get the best possible results in merchandis- 
ing either or both. The continued popularity of 
the low shoe is going to be a boon to the development 
of the hosiery end of the shoe business. 

In the not too distant future I hope the trade will 
offer something to supplant the present galoshes. It 
is the jarring note in an age of style in women’s 


apparel. I have seen at this convention some fine 
examples of the Russian or Cossack boot, and the 
thought strikes me that here is a suggestion of 
something that will serve the purpose of the arctic 
and at the same time be beautiful to see and wear. 


Th Cait Geet 


Denver, Col. 
* + * #& 


Making Better Merchants Every 
Year 

It has been my privilege to attend all of our eleven 
conventions and I have always carried away many 
good things that have helped me and our business. 
This convention is no exception to the rule. The 
opportunity to mix with men in the same line of 
business from all parts of the United States is the 
greatest and from this come inspiration, encourage- 
ment, confidence, ideas and a new determination to 
play the game a little better. 3 

The displays by the leaders of the trade are always 
worth while and prove more helpful than is generally 
appreciated. It places the buyer in a position to buy 
more intelligently. It is a big help to the smaller 
merchant who does not have the opportunity to visit 
the big markets frequently. 

The Style Revue shows the possibilities of good 
style in shoes that please the customers and leads to 
a more satisfactory business for the shoe merchant, 
manufacturer and the leather dealer. 

These conventions the past eleven years have done 
two big things: 


First, developed the retail shoe merchants to the 
position where they are better merchandisers of shoes 
than ever before, to the benefit of the consumer, the 
manufacturer and to themselves. 

Second; it has educated the public to the value of 
good shoes and more attention has been given to the 
dressing of their feet, in both shoes and hosiery, to the 
point where the men, women and children of the 
United States are the best shod people of the whole 
world and at very reasonable prices. 

We must maintain this wonderful position, it can 
be still further promoted by these annual events, pro- 
viding great care is exercised by all in the proper 
conduct, since the idea is good and worth-while. 

Yours for the Twelfth Annual N.S.R.A. Convention, 


W. W. WILLSON, 
Boston. 


* * * *% 


Broader Fellowship the Big 


Issue 

I think the best thing that we get out of the con- 
vention is a closer acquaintanceship and a broader 
fellowship between the retailer and the manufacturer 
and also the salesmen, who, of course, are the media 
through which we get acquainted. It helps a good dea! 
to bring us together in such a way that we have more 
confidence in one another and therefore makes it a great 
deal easier for the retailer to carry out his business 
and connect it direct with the manufacturer. Of course, 
it also gives us a chance to acquaint ourselves with 
the prevailing styles and customs and it is a great 
guide in our buying whether or not we buy at the 
convention. The merchant goes home with a lot of 
new ideas that he can give out to his buying public 
and this in turn helps to create better feeling between 
the buying public and his merchant and also helps 2 
good deal to enthuse the public and to really give them 
more confidence in their own local merchants, 


LGB inne 


Iron Mountain, Michigan. 
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Greatest Sport Year 
Is Before Us 
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Merchant-Editor Tuffly of Krupp & Tuffly, Houston, Tex., puts emphasis on both hosiery and footwear for 
sport. Just a few to catch the eye on the runway 


Saw Novelties Bought for Quick 
Delivery 


I want to comment on the most wonderful styles, 
the new creations, blending of colors, combinations of 
patent and satins, cutouts, patents. I want to say a 
word or two in regard to the runway style revue. In 
regard to the styles it will enable the merchant to 
increase his sales for the fact the styles are entirely 
different from anything we have had, causing more 
sales of shoes to the same customer. There also was 
a tendency toward buying of novelties for at once 
delivery. Grey suéde, patent trimmed, the nude suéde 
trimmed in patent, satin black satin, Parisian pattern. 
Patent leather seems to be the best buy with the 12/8 
and 14/8 heel in oxfords and one and two straps. 


Merri \WU-ZHeb 


Nashville, Tenn. 


* * 


Learns a Lot About Hosiery 
Styles 


My impression after seeing the show in Chicago 
makes me feel even stronger on this point, that for 
spring, 1922, plain silk stockings will be taboo, espe- 
cially so when being worn with sport shoes. I believe 
that silk stockings of the fine light weight textures 
will be worn but will be made-to imitate the heavy 
wools women have been wearing, such as rib stockings 
and fancies; in fact, if any one having good taste will 
just study one of our modern girls dressed up in sport 
clothes and see how clumsy a perfectly plain silk 
stoeking looks in comparison with the rest of the outfit. 
The number of silk stockings with Paris clocks in the 
show seem very, very clumsy and unpractical. In 
anticipating a demand for this sort of stocking we 
would consider it much better taste to use only those 
with just a suggestion of a clock, nothing noisy or 


= C( bu 2 


Boston, Mass. 


A Good Place to Do Spring 
Buying 


The attending of the convention in January serves 
for the buyer of the department house two purposes; 
one is that he meets his fellow buyers and their 
exchange of ideas is undoubtedly of great benefit to 
any buyer, and second, if the buyer cares to he can 
do all of his late spring buying at the convention 
without going to the East, thereby lessening his ex- 
pense, also the time taken away from his business. 

We alse frequently find that the department house 
buyer interests his general merchandise man to make 
these trips with him which gives him a splendid idea 
of the shoe business and it is a general rule that the 
merchandise man is not very well acquainted with shoe 
conditions. 

The Chicago Convention in point of lines shown and 
attendance is undoubtedly the greatest gathering of 
shoe men that the world has ever known. The open 
forum of the convention where all members discuss 
different points is a very wonderful thing and the 
writer has noticed in the 1922 convention that there 
has been more argument from the.rank and file of the 
shoe men than ever before where the small man can 
express his ideas and in his opinion there have been 
some wonderful suggestions made by the small dealers. 
There has been another serious problem which has 
confronted the department manager and that is how 
to take care of the tremendous mark-downs when styles 
of shoes change rapidly. This has been discussed 
with different men that have been met and the writer 
feels that he has derived a great deal of benefit. 


ae) 
aA. <_< +S 7 
Little Rock, Ark. 


* * * * 


Too Much Confusion to Buy 
Properly 


Looking at this convention through the eyes of 
the small town merchant brings to my mind the 
confusion in the biblical story of the Tower of 
Babylon. To one not accustomed to the crowds. whe 
has always enjoyed freedom of movement and ex- 
pression, living in God’s free fresh air and working 
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Our Three Star Reporters 
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Il. Morse of Lowell, Mass.. for bring- Mrs. Ouida Crosby of the Denver Dry Elmer D. Gildersleeve of Poughkeepsie 
ing his store managers in a body to the (foods Co., Denver, Col., for being the N. Y.. for being a devout leader in the 
convention and giving them an educa- most beautiful member of the Honorary spiritual uplift of the shoe fraternity 
tion in the greatest school of ideas Staff and alert to the ambitions of He has preached the gospel in the 

the N. S. R. A. convention wonen in the development of style in Quaker Church for 46 vears and has 


footweai 


in a building which we at least keep clean, these 
immense crowds, these hundreds of displays, these 
innumerable models, this air, the filth of these build- 
ings confused one to a point of distraction. One 
finds that they cannot intelligently buy, what you 
have bought, what you have seen becomes so con- 
fused that your mind is a blur. These things and 
the over anxiety of some of the manufacturers’ rep- 
resentatives to sell, making it in many instances 
difficult to leave after looking at a line, tend to de- 
feat to a great extent one of the true purposes of 
conventions, because after one or two encounters 
with one overzealous salesman it is with consider- 
able timidity that you proceed further in an attempt 
to compare lines and prices. But, with all of its 
faults, I feel that I have outlined them not in a spirit 
of antagonism but with a desire and the hope that in 
their expression some good may come. It is still the 
most wonderful trade convention of its kind in 
America. It is a truly democratic convention, for 
what could be more democratic than the way we 
have all rubbed shoulders and elbows with the mer- 
chant princes of our trade? These men, whose names 
and reputations are so well known in the retail 
world have proven it is the reason of their strength 
in their free exchange of business methods and 
ideas. They are giving and have given in open 
forum knowledge only acquired after long years of 
business experience and experiments, years of per- 
sonal application to the problems that confront us 
and which they have successfully mastered. All 
this and the personal touch of common interest mani- 
fested to us has made this a truly wonderful con- 
vention. I do not feel that these men were not al- 
ways willing and anxious to inculcate in this our 
craft desire and ambition to be bigger and stronger 
merchants than we are or have been, but never was 
the time so ripe and never the desire so keen or the 


sold shoes for over fifty 


possibilities so much appreciated as they have been 
during this week. We have just passed through two 
very trying years preceded by four years of very 
unusual business, years that did not demand the 
careful supervision and untiring effort which we 
have found so necessary during this latier period. 
We are still walking on thin ice looking in all direc- 
tions for guidance which we have to a very marked 
degree been able to secure here at this convention. 
Freedom of discussion, the attendance at open 
forums and the interest displayed at the Bureau of 
Business Research conducted by Harvard Univer- 
sity; these things to me represent the greatest 
possible good that could be or ever has been de- 
rived from this or any preceding convention. The 
displays of models and footwear have been magnifi- 
cent, truly an education in the wonderful manufac- 
turing and retail possibilities of our craft, and | 
feel personally that conventions of this nature are 
the only possible means by which merchants in small 
communities can be awakened to their own short- 
comings and the wonderful possibilities that lie be- 
fore them and that any expenditure of time or money 
they may make in coming to these conventions is re- 
paid a thousand times over. 


OM Bcky 


Antigo, Wisconsin. 

* * & # 

The Making of Friends An 
Invaluable Asset 


What brings me to the convention more than any- 
thing else? Well, to be candid, to meet my friends. 
Now the first thing that struck me coming early was 
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to go in the lobbies of the hotels to find that the 
cloak men, suit men and the jewelry men had given 
way to the shoe men. The lobbies of some of the 
hotels in Chicago make one think he is in Boston, 
and one notices particularly the good fellowship ex- 
isting among these boys just before the battle. No 
matter how strongly their lines may compete it is a 
gentlemen’s game and they are all pals. By Monday 
morning the lobbies are crowded. They are coming 
from all directions, and the registration booths are 
doing a fine business. The first day, given over to 
getting the lay of the land and the men wander 
around aimlessly looking for familiar faces and 
familiar lines. Occasionally warm greetinys are ex- 
changed, but after all one of the main things that 
brings the crowd is to meet old friends. Groups are 
formed of fellows who train together and one hears 
“What are you buying?” or “Where do you find it?” 
Groups that are always together are one of the 
noticeable things. You can always find the same 
three or four fellows “pal-ing” together. While we 
are all interested everyone comes here to learn, see 
what the styles are, compare values, the social fea- 
ture, the friendly feature, is the big thing to so many 
of us. Those who have been coming to the conven- 
tions the last eight or ten years, get together and 
compare business for last year and talk about what 
we intend to do next year. This is what brings a 
great many people. This is the strongest feature. 


Iowa City, Iowa. 
* + * 


A Decided Tonic for the 
Discouraged 


What value is the N. S. R. A. Convention to a shoe 
retailer of a city of 200,000? The extent of such 
cannot be easily estimated nor can any one fail to 
realize its impress. He is first impressed with its 
vast membership coming from all parts of the coun- 
try. A program which covers every phase of the 
craft, the discussion of which clarifies certain mat- 
ters vital to the successful operation of the store. 
These discussions, both as addresses and open forum 
meetings, take up and treat fully the most minute 
details and one gets from first-hand experience a 
solution to his problems. The shoe craft is not only 
a great industry but a service which is being sought 
by those who in former years gave no considera- 
tion. The information gathered at the convention 
expressing its power over what in former years ap- 

peared to be insurmount- 
The con- 
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acter and honesty, the re- 
ward for effort, encourages 
everything that will build 
up a permanent brother- 
hood with the highest mo- 
tives. The manufacturers’ 

exhibits are carefully con- 
ieee, HA sidered and become an in- 
in spiration, especially to some 
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shoe dealer whose opportunity for seeing the vari- 
ous grades which he cannot see in any other 
way. In summing up the convention value I would 
say it broadens a shoeman’s horizon, permits him 
to see the possibilities, enlarges his vision, he 
catches a glimpse of greater attainments, of success 
and usefulness. He will no longer be content to a 
small circle of inefficiency but seek to enforce the 
very principles so clearly brought in the convention. 
The convention is a lighthouse, a friend to those who 
would rise, a tonic for the discouraged, a wise coun- 
selor to all; it is the expression of American shoe 
men which includes and is dependent for sound ex- 
pansion of every shoe interest, and I may say the 
shoe journals are the silver-tongued orators whose 
clarion call is—‘‘Let’s go Forward!” 


Gloom e 


Memphis, Tenn. 


* * 


Learned Window Trim 


What I learned the most from the convention— 
particularly window trims, the way to run your busi- 
ress and the advertising department and how the 
big merchants advertise. The window trimming con- 
test appealed to me most, also the displays of shoes 
in the booths and the exchange of ideas with sales- 
men and dealers, the different ways they sell, and 
was particularly well impressed with the courteous 
treatment by the men in the booths even though you 


did not buy. 


Wilkinsburg, Pa. 


= * * * 


Merely a Recreation 


I didn’t come to the convention to buy my stock 
for the coming season as we have already bought 
most of our goods, that is, for the needs, we would 
have them early. We, wife and I, attend these con- 
ventions merely as recreation. We meet our Kansas 
friends and renew friendships with people which we 
have met from all over the United States at previous 
conventions. It is well worth any merchant’s time 
and money to attend these national conventions and 
rub elbows with other merchants, hear their griev- 
ances, etc., and see if it is in line with our opinion. 
We must co-operate with 
the manufacturer. He is 
interested in the displays 
as a means of checking 
himself up on his previous 
buying, satisfying himself 
that what he has bought is 
right. 
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Big Help to the Little Fellow 


Taking the Chicago convention as a whole, I feel 
that it has represented progress in the direction of 
giving the boot and shoe merchant in the smaller 
communities of the United States the advantage that 
is due him in national organization work. We have 
all realized that the little merchant represents the 
great big factor in the retail shoe trade, for numeri- 
cally he is the strongest of any class forming the 
retail constituency. He deserves attention at our 
national gatherings and I think that we are getting 
to the point where we are going to keep him coming 
year after year, now that we have shown him that 
our business sessions are arranged with a particular 
view to his benefit. 

There is a tremendous advantage also in the ex- 
positions of our annual conventions to the small town 
merchant. By coming to the convention the little 
merchant finds spread before his eyes a complete and 
comprehensive showing of every conceivable kind of 
merchandise. There is no other way in which he 
can get this great advantage. The manufacturers 
and jobbers, of course, go to the small merchant, but 
there are definite limits to what they can bring to 
him in the way of samples and limits as well upon 
the number of factories that can go to him and make 
it pay because the orders necessarily are limited. 

At a convention show the small town dealer is 
able to make and draw comparisons between lines, 
styles, etc., which it is not possible to do in any 
other way. 

In short, by coming to the convention, the little 
fellow profits in innumerable ways that help him 
tremendously in conducting his business all the year 


through. 
Vsti Vaile 


Kokomo, Ind. 


Inspiration a Thing of Great 
Value 


The inspiration growing out of a national conven- 
tion is something of great value. Personally, I like 
to come to them, meet the fellows, renew old friend- 
ships and form new ones, get the other fellow’s slant 
and go home a better citizen, a better merchant and 
better equipped in every way to achieve our ambi- 
tions. This applies to the dealers from the big 

towns as well as the ham- 
~ lets. I know that even if 
I happen to be doing a big 
a |Sme business in a big town I 
a\ PROMENADE || have much more to learn, 
a~ and the little dealer’s 
W.E. RUSSELL 
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him, we from the big cities 
are only too glad to give 
- : him the benefit of it. 

. Me: The Open Forum idea is 
immensely practical and 


beneficial. Something like 
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this has been needed to get down to bed-rock. It 
has opened up a great many lines of new thought, 
and has enabled merchants to thresh out problems 
by a crossfire of questions and answers. Here we 
can all put in an oar and help the good old ship of 
boot and shoe retailing up the stream. After the 
forum we get together in some corner in smaller 
groups and go into an even more intimate discussion, 
which enhances the inspirations received on the con- 
vention floor. 

So far as buying is concerned the annual conven- 
tions furnish. an ideal facility. I know lots of men 
who came to Chicago with practically nothing bought 
for spring, and they made this the major buying trip 
of the season. There is no better “sample room’”’ in 
the world than the exposition. It gives you every- 
thing that is worth while and the greatest selection 
of stuff it is possible to accumulate for the benefit 
of the retail trade at a time when the merchant is 
not only in the mood but smack up against the neces- 


sity of buying. 


* + + 


Worth While for Styles Alone 


If a convention visitor were interested only in 
styles and nothing else, he could not profit more 
than by attending these annual meetings and the 
show. I have attended every convention in the last 
eight or nine years. Coming from Washington, nat- 
urally I am deeply interested in styles, for national 
capital shoe trade is “style” business. 

Speaking of styles, I came to Chicago with the 
idea that sport merchandise is giong to be a distinct 
feature and my observations here lead me to believe 
that my impression is correct. This show has pro- 
duced a wonderful array of sport goods and any 
dealer who has not quite made up his mind as to 
what he wants and what the public is likely to pick, 
could not have done better than to come to Chicago 
and find out. We have a big clientele in Washing- 
ton for sport goods and I find that some excellent 
notes have been introduced by the industry for 
spring, which seem bound to make this class of mer- 
chandise move even faster and in larger volume 
than ever before. 

In turns it looks to me as if low heels, broad 
straps and buckles are going to catch the eye of 
customers this season. There are some wonderful 
ideas in patent and gray combinations which have 
a great appeal even to the 
hardened sensibilities of 
the old timer in the shoe 
business and these ought to 
hit the spot with the cus- 
tomer. 

The convention has served 
a great many purposes 
which will exert possibly an 
even greater good influence 
upon the American boot 
and shoe business than con- 
ventions in former years. 
Just think if there were no 
annual conventions? An- 
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swer that question to your own satisfaction and you 
will have the best reasons possible to find why every 
shoe merchant in the country ought to come. 


Much More Practical than Usual 


No shoe dealer who attended the Chicago conven- 
tion and got right into the heart of things can help 
being impressed as I was that it was “the biggest 
and best” ever held. We like to say that, of course, 
after every convention, and it is true, too. But I 
was particularly impressed that the 1922 meeting 
was more practical in every way than previous con- 
ventions. This was due largely to the way each 
subject was discussed from the convention floor by 
the members themselves. It is a much better way 
than to fill up the programs of the business sessions 
with a lot of speakers, who stand before the members 
for hours at a time, read off what they have written 
and go their way. Mind you, I am not disparaging 
the set-speech idea or any of the splendid speakers 
who addressed this convention. But I do say that 
the open forum idea was better in comparison with 
the old way. 

We all know that while listening to a speaker, no 
matter how expert he may be, we hear only his per- 
sonal views and opinions. While he is talking, we 
are constantly making mental reservations and some- 
times opposing his views because our own experience 
has demonstrated fallacies, but we have no chance 
to “come back” at the speaker. Even when there are 
discussions following such addresses, we do not get 
a good chance to get things off our chests, for by 
the time the speaker is finished a lot of the meat of 
our own views has fled from the mind, and even if 
we make notes during the address we are lost. Such 
is not the case when we can jump up at will and 
take issue with someone else’s ideas or add something 
to what another participant in the open forum has 
expounded. 

For this reason I would call this convention the 
most practical ever held. 


Jee B Mtathen, 


A Little Bit of History 


In the first place we organized in 1911, which 
was my birthday—July 11, 1900. At the close of the 
convention banquet the 

‘in last thing I said was, “I 





' Business wish the organization 
15Go00 IN might have just as many 

\ cry ] birthdays as I had.” Up 
ta to that date I had had 5, 


and now I am 76. 

“Andy” McGowin was 
elected president. Brother 
Hagen made the address 





JVBYRNG welcoming him to the plat- 
OVRNSAS CITT, form. 
— The whole organiztaion 


is growing and growing 
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rapidly. It reaches out not only to the entire United 
States but is making an impression on the other 
countries and will be international, which can be 
seen by the number of Canadians here. The accom- 
plishments of the National Association at Washing- 
ton have been invaluable to the fraternity. Mer- 
chants who have never shaken hands before have 
learned during these eleven years to call their fellows 
brothers. 

The battle at Chicago was punctuated with photog- 
raphers’ shot and powder. I have seen associations 
grow from the small nucleus of a few men to big 
service institutions fighting for the rights of the 
merchants. I am a strong organization man. I have 
never missed a meeting of the Chamber of Commerce 
of the United States, of which I am one of the foun- 
ders, and I have been councellor, representing my 
section every year up to date. Have been 56 years 
in Y. M. C. A. work. I have been on the platform in 
my church 42 years without an exception, unless ab- 


sent from the city. 

Chore. A Lelirban-a- 
Poughkeepsie, N. Y. 
~ 


* * * 


Convention Getting a Trifle 
Unwieldy 


This is a very sane convention in that they haven’t 
tried to outdo the preceding convention and waste 
and spend money lavishly to no account. There 
seems to have been an effort to put the convention 
on a constructive basis, eliminating the great ex- 
pense that has occurred heretofore. 

I do think the convention is getting too large to 
accomplish real constructive results. I think more 
could be accomplished if they went back to first 
principles and held a convention of strictly retail 
shoe men. This, its seems to me, should last about 
two days and should embrace a discussion of the re- 
tail problems of the day. 

I think the National Retail Merchants’ Association 
should be very careful that they do not allow this 
annual convention to become a money-making propo- 
sition and thereby lose sight of the real benefits to 
be accomplished by an association of this kind. 


LG Ghul 


Boston. 
* * * * 


Hosiery Revue Given High Praise 
I put in hosiery when my store was first opened 


eight years ago and it 
has now developed to 20 






per cent of the business. { 6ST a) 
One of the most interest-  /COMENTO 
ing of all the features \ HAD! 
that I have seen here is 

the Boot and Shoe Re- 

corder correct hosiery 

revue. It shows very 

clearly the great possi- 

bilities to be derived 

from the sale of hosiery 2 Pe MNER, ces 
in connection with a DAYTON, OHIO 


shoe store. 
(Continued on page 62) 





62 BOOT AND SHOE RECORDER 


(Continued from page 61) 

I speak from experience, having put in a hosiery 
department when I first opened my store eight years 
ago and the increase from year to year has been 
really wonderful in view of the competition I had 
to start with in the way of other stores carrying hos- 
iery. The show here should impress on any retailer 
the possibilities of the hosiery department. Once it 
is tried out there is no doubt they will continue to 
carry it and find it a very profitable department. 


UPREler, 


Wahpeton, N. D. 


* #*# * * 


Value of Style Well Impressed 


I brought my seven managers on here—six man- 
agers and my general manager. My first impression 
was the style revue of the ladies’ costumes and shoes, 
fine costumes and fine shoes, wonderful styles in 
shoes and, as my general manager said, and it im- 
presses me the same way, these styles in shoes make 
us realize that we must go home and get more snap 
into our shoes, or in other words, they make us think 
our stocks are no good at all. It shows us (which 
is another good feature) that this coming year the 
manufacturers are going to do their utmost to make 
it a style year rather than price, which is a 
thing well worth coming out here to find out. It 
helps us over some of the problems, too, because 
price is worrying us at the present time. 

My viewpoint is mainly from the financial stand- 
point. The next thing that impressed me were the 
meetings in the Association hall. The talks on how 
to dispose of merchandise and the best way to com- 
pensate the sales force. We got some great ideas 
from them. Mr. Wood spoke on it and we heard 
others speak on it. We had each been given by the 
Massachusetts Retail Dealers’ Association, which 
meets Jan. 25, one subject. My subject comes up 
Wednesday morning, “Disposing of Undesirable 
Merchandise.” My general manager was given the 
subject of “Compensation of the Sales Force; Best 
Methods of Paying the Sales Force in 1922.” Got 
some excellent ideas on these topics. 

Was impressed with the large crowd and particu- 

larly the enormous and 

rn wonderful exhibits. 

Cr) ng Lectured for six 

vif 7\, | To Look months _ throughout 

A ar tiem small cities of New Eng- 

So land to get the attend- 

ance at the _ Boston 

show. Traveled about 

500 or 600 miles with 
Anderson. 


i Lowell, Mass. 
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Good Place to Buy Extreme 
Novelties 


The man who has waited until after this show 
will be just a little ahead of the fellow who 
bought early on his extreme novelties. The persona! 
contact with the manufacturers and the impression 
that you get in meeting these manufacturers face tv 
face gives you a better idea of their personality and 
a more friendly feeling. 


4 


A ° 
President of the Newark Shoe Retailers, 
* * + 


And the Canadian Merchants, 
Too, Turned In and Helped 
Edit the Convention 


Canadian boot and shoe merchants went to the 
National Convention of 1922 at Chicago in large 
numbers, for the first time in the history of these 
annual gatherings. There always has been, of 
course, some representation of the Dominion’s foot- 
wear trade at the previous conventions, but it seems 
that this time brought a climax of the full apprecia- 
tion of the value of these gatherings. 

Two years ago when the convention was held at 
Boston, as many as twenty dealers from the Do- 
minion were present. A year ago at Milwaukee this 
number had increased to thirty-five or forty. This 
year three carloads came across the international 
boundary to foregather with their brother trades- 
men of the States, to sit down in conference with 
them, discuss our problems, which are mutual irre- 
spective of boundary lines separating great nations, 
and to derive information that will make us better 
merchants and make our business more profitable, 
an end that all of us seek. 

We have received a mighty cordial welcome and 
the sincerity and warmth of the greeting extended to 
us by our*brethren of the States has made our hearts 
doubly glad. We have been .particularly pleased 
with the hospitality shown us. I may say that we 
of the Dominion are perhaps more fortunate than 
you of the United States in certain respects having 
to do with certain kinds of hospitality, and we would 
like to be granted the opportunity of exhibiting our 
kind of hospitality, which we know is not possible 
in view of the additions made comparatively recently 
to the law of the land here. You must “Say it with 
flowers,” while we still 
are able to enjoy the 
company of some of the 
good old souls like John 


and Hiram Walker, a few — R-~¢ 
of the Scottish chiefs, Beats auc\_$ ? 


RECORDS 
and others whose names \Beconos 


id others oe 
still live in our history, WA 








but have been banished 
from yours. 

But that is beside the { , 
point. We are here prin- 
cipally for business, and = “«rare« h ; 
pleasure and enjoyment ~ 
is a side issue to those 
who are earnest students 
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of ways and means to improve ourselves in a strictly 
business way. We deem it a high privilege to be 
invited to join you in these sessions and to be able 
to make a complete survey of the American boot and 
shoe industry in so practical a manner as that pro- 
vided by this wonderful exposition with its complete 
and broad presentation of all that goes to make up 
this great trade. 


Toronto. 


The Opportunity Comes to Look, 
Listen and Learn 

“Look, Listen and Learn!” 

I think that this best 
expresses the purpose of 
our coming to this great 
national convention of 
the American boot and 
shoe’ industry. The 
splendid exposition 
gives us the opportu- 
nity to “Look.” The in- 
teresting educational 
and inspirational busi- 
ness sessions provide 
the means to “Listen 
and Learn.” 

The Canadian trades- 
men who have come to 
Chicago for this occa- 
sion are present for the 
more selfish object of 
learning than the un- 
selfish purpose of buy- 
ing goods. I am sure 
we can be pardoned for 
not being buyers in the 
same sense and to the 
same extent that the 
merchants of the States 
are. We are under 
some great handicaps. 

Do you realize that when all elements and condi- 
tions are taken into consideration, the Canadian 
merchant pays a penalty of approximately 50 per 
cent in order to handle and deal in footwear made 
in the United States? 

In the first place we have got to pay a duty of 30 
per cent on every dollar’s worth of American goods 
brought into the Dominion. In addition there is an 
excise tax of 4 per cent. On top of it all, there is 
the further disadvantage of the difference in money 
exchange rates, which amounts to anywhere from 
6 to 10 per cent, depending upon the fluctuation of 
exchange. Then there are a few other factors, some- 
what lesser in importance, which bring the total dis- 
advantage to nearly half the price of the merchandise. 

This is not the fault of Americans nor of Canadians. 
It is a condition that simply exists. Probably the in- 
creasing spirit of brotherhood between us eventually 
is going to iron out these difficulties and leave fewer 
peaks and valleys in the financial and commercial 
relations. I am in hopes that conventions such as 





Merchant Editors Buckley of Houston and Thomas of Ennis, Tex. 
—the long and the short of it on the famous Honorary Staff covering 
the convention 
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these, in this industry and the others, some time will 
be able to reach out to exert influences that will 
change the condition so that we can have true re- 
ciprocity. At present it is as if a barrier separates 
us when, in fact, our ordinary relations know no 
barrier. 

Let us be thankful, however, that the commercial 
barrier, unpleasant as it is both to you and to us, 
does not exist with respect to our personal relations. 





Toronto. 


No need exists, of course, of entering a de- 
fense of the boot and shoe merchant of Can- 
ada because he as a 
class is unable to buy 
merchandise made _ in 
the United States as 
freely as he certainly 
would buy if it were 
not for the fact that 
tariffs, tax laws, ex- 
change rates and the 
like have virtually 
placed a premium of 50 
per cent on the handling 
of goods made in the 
States in the Dominion. 
It is hot because we do 
not want to, but be- 
cause it is physically 
impossible so to do. 

Naturally, the boot 
and shoe merchant in 
Canada gives the goods 
manufactured by the 
boot and shoe indus- 
tries of Canada the pref- 
erence. You sell Amer- 
ican goods in America, 
as you should do. The 
business men of any 
country naturally pre- 
fer to sell the merchan- 
dise produced therein, if only to meet the demands 
of the respective nationalists. There we find true 
loyalty. None can feel otherwise about it. 

Disregarding the fact that it costs us 50 per cent 
more to sell goods made in the United States than 
those made in Canada, I deem it a privilege to point 
out that the boot and shoe industry of the Dominion 
has been growing by leaps and bounds in recent 
years. It is perhaps true that so far the growth has 
probably not been sufficient to enable the entire re- 
tail trade of the Dominion to supply its require- 
ments. Nevertheless, the productive capacity is 
steadily being increased to keep pace with home de- 
mands. 

No one will deny that Canada is making just as 
good boots and shoes as the United States. The 
styles which our manufacturers are offering the re- 
tail trade are just as good; in many respects they 
are more appropriate, for none can sense the trend 
of popular demard so well as the manufacturer who 
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is part and parcel of a people to whom he caters. 
After all, style is the result of the thought of a great 
many people, and no one nation is able to lay claim 
to the origin, strictly speaking, of “the style.” Do 
not all look to Paris for the key-note of the novelty? 

It is no disparagement of the American boot and 
shoe industry to say that we of Canada who have 
come to Chicago for this wonderful convention and 
exposition have not seen anything new that our own 
manufacturers are not already producing and plac- 
ing in the retail merchant’s hands for marketing. 
There is absolutely no reason why this should not 
be so. 

And as to prices—shoe for shoe, dollar for dollar, 
there is no appreciable difference. We have in- 
spected some goods here that cost probably a bit 
more than the same quality, style and class can be 
placed on merchants’ shelves out of Canadian-made 


factories. 
HiLE RA 


Toronto. 


* *% nn * 


' Cordial Thanks to U. S. Merchants 


The boot and shoe merchants of Canada desire to 
express their cordial thanks to their fellow merchants 
of the United States for inviting them to participate 


in their deliberations and giving as freely as they — 


take our own ideas. 

This eleventh annual convention of the National 
Shoe Retailers’ Association is unquestionably the 
most profitable that has ever been held, from our 
viewpoint. This is substantiated by the expressions 
made to us voluntarily by all merchants of the States 
with whom we have come in contact. 

‘The N.S. R. A. is now international in scope, for 
the participation in its deliberations by the mer- 
chants doing business beyond the confines of the 
United States has grown from year to year until now 
it is no longer a “national convention,” but a “North 
American convention.” No doubt, eventually it will 
be called an “international convention” rather than 
a purely “national” one. The growing participation 
by members of the industry and trade in foreign 
countries other than those on our own continent, 
give a truly international aspect to these occasions. 

Let me therefore express the hope that the annual 
convention will become international in name as well 
as in scope. 

I believe that no one is more mindful of the dis- 
tinct privilege it is to us of Canada to be able to be 


Collections Made by Telephone 


Schloss Bros., Indianapolis, Ind., have found a col- 
lection department with collector who calls in re- 
gard to overdue accounts a waste of time, energy and 
money. Instead they use the telephone for overdue 
accounts. After the statement has been sent out 
and reasonable time has passed for customer to pay, 
the man in charge of this department calls by tele- 
phone reminding the debtor that the account is past 
due. Before he hangs up, he usually extracts, in 
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with you than we truly are. You of the States are 
merchandisers who are setting the pace for the rest 
of the world. We can learn immeasurably from 
you. At the same time whatever benefit you may de- 
rive from our own experiences is yours. We are 
grateful to you for letting us learn, and we have 
been quite as open-minded about giving you what- 
ever benefit there may be in the advice we can give 
you. 


si - 
a Mioenctos hf 
1/4 
X \ 


Toronto. 
%* * %* 


Open Forum Made Good Impression 


It strikes me that there is nothing quite so valu- 
able to the boot and shoe merchant who attends these 
conventions as the “open forum” of the 1922 meet- 
ing has proved to be. 


The expositional feature is wonderful. The Cor- 


-rect Costume Revue likewise is a feature that no 


one connected with the retail boot and shoe trade 
could afford to miss. But from a strictly business 
standpoint nothing has impressed us from Canada so 
much as the good we have ‘derived from the heart- 
to-heart talks and discussions on the convention floor. 

We from Canada have been simply amazed at the 
cordial welcome that has been extended us. Do you 
know that no finer compliment could have been paid 
to us than the open heart you have exhibited to us? 
Our hearts swelled with pride and gratitude to find 
that our presence was responsible for the hoisting of 
the Union Jack, side by side with the Stars and 
Stripes. Truly we of Canada and you of the United 
States are coming closer and closer to one another. 

Speaking for myself as well as all who came here 
with me, I may truthfully and sincerely say that the 
ties that bind us of the two nations together have be- 
come cemented firmly and that in the future we are 
going to feel more at home among you than we ever 
have before. This is not an entirely new spirit. It 
has been developing and growing for years. Now it 
has reached a stage where we may feel that there is 
something real, a true fullness, about the fraternity 


existing between us. 


Ottawa. 


diplomatic manner, a promise to pay on certain date, 
which date he marks on the account. If the customer 
has not paid by that time, he again calls, reminding 
him of the promise. This continues, each time the 
store representative becomes a little more insistent 
and before long the account is settled. One can 
readily understand that this method would have ef- 
fect when they consider a man owing a bill of 
$10.00 fearing each time the telephone rings he is 
going to be reminded of it. Of course the matter 


must be handled in a way that the customer cannot 
take offense. 
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The Open Forum in Conventions 


nual convention of the N. S. R. A. it was 

unanimously voted to make the open forum 
a prominent part of succeeding national conven- 
tions. When the question was put by the chair 
every man in the hall was on his feet immediately 
and a loud round of applause followed the an- 
nouncement of Chairman Geuting that the open 
forum would be continued in future conventions. 

Men like these meetings, they breathe the spirit 
of democracy and self-government. They provide 
a means of open-minded discussion of the prob- 
lems which every merchant is facing in his indi- 
vidual business. No man is perfect nor has any 
one individual store reached the ideal in store 
management or store system, but each live wire 
merchant is doing some one thing better than the 
average. He has concentrated his thought and his 
efforts to perfect some particular part of the 
machinery which makes his store an outstanding 
institution in his community. Some merchant has 
specialized on an accounting system and from his 
‘explanation other merchants are enabled to bet- 
ter their system. 

Some merchant has solved the problem of get- 
ting approvals back into his store on time and 
other merchants can copy that system. Another 
man has converted his business from credit to 
strictly cash and has done it without losing the 
confidence and good will of his credit customers. 
Here, again, is an idea which other merchants can 
take home with them, and implant in their own 
stores. 

Some man has solved the problem of salesmen 
co-operation. He has realized that his sales peo- 
ple are human like himself. He has put particu- 
lar stress on the “co” part of co-operation. He is 
giving his salespeople a voice in the business and 
has brought them to a realization of the fact that 
success is mutual, that unless the store succeeds 
the salespeople cannot succeed, and if the sales- 
people succeed the store is sure to win success 


I N the last open forum session of the 1922 an- 


also. The plan which he has used of having his 
own heart right and having it beat in unison with 
that of his salespeople is a thought that many mer- 
chants could take home and put into practice in 


their own business. 
Another merchant explains how a customer 


record showing size and width, style, etc., enabled 
him to serve his customers, even though they were 
located three-fourths of the way across the conti- 
nent from him. * * * * 


INSPIRATION TO BETTER MERCHANDISING 

From such gatherings comes an inspiration to 
do things in a bigger and a better way. They 
engender the spirit of “I can” and “I will.” They 
strengthen the moral fiber and arouse men to the 
responsibility that rests upon them to better 
serve their community and teach the lesson of 
better merchandising through merchant better- 
ment. 

Set speeches and prepared addresses by big 
men—men of national prominence—are well 
worth while to broaden the horizon and give mer- 
chants a wider outlook on the great affairs of the 
world which must necessarily affect their busi- 
ness in a more or less direct way. Merchants lis- 
ten to these addresses, they enjoy them and they 
gain worth-while enlightenment from them, but 
as a matter of fact the average man attends a con- 
vention, either state or national, for the purpose 
of gaining information that he can use directly 
in the perfection of his service to the public and 
that will in the end enable him to make sure of a 
reasonable net profit on the time and capital in- 
vested in his business. 

The open forum previous to this time has been 
looked upon as a sort of a side show, a space filler, 
arranged for the benefit of the small town mer- 
chant. This year it proved the big attraction and 
hundreds of merchants freely expressed their 
opinion that the open forum was the most valu- 
able part of the convention sessions. 

(Continued on page 66) 
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The Men’s Style Situation From the Viewpoint 
of a Chicago Shoe Traveler 


men’s shoes sent a questionnaire to their 
Chicago representative to get a line on the 
development of new style ideas in men’s shoes as 


reflected in the National Shoe Retailers’ Convention. 

There were seven questions covering lasts, patterns, 
leathers, colors, prices, volume of business and men- 
tal attitude of merchants at the show. 


; LARGE New England manufacturer of 


Mental Attitude of Merchants 


Should this Chicago representative have devoted a 
whole page in answering the last question he could 
not have better sized up the situation. 

The next sixty or ninety days will undoubtedly see 
many failures and many firms will settle with their 
creditors on the basis of 50c. on the dollar or less, 
but, the merchants who took their losses. early are 
really in a pretty pleasant frame of mind. With clean 





The questions are so pertinent and the answers 


seem to so clearly and plain- 
ly define the actual situation 
that we herewith reproduce 
the questionnaire in its com- 
pleted form as it was re- 
turned to the manufacturer. 

It would be very easy to 
spill ink enough to cover 
several pages on the topics 
taken up by the question- 
naire. A great deal more 
might be said on new lasts 
and another chapter could be 
written upon the older lasts 
that are going into the dis- 
card and on some of the old- 
er lasts that are holding 
their own. 

The elimination of ball 
straps might have some com- 
ment. The limitation of 
wing tips to certain types of 
sport shoes is equally perti- 
nent while the prevalence of 
the saddle or apron on both 
street and sport shoes is 
worthy of mention in con- 
nection with patterns. The 
straight line blucher effect is 
also more in evidence than 
in former seasons. 

When it comes to prices 
there is practically no limit 
to what might be said. The 
factory which sent out the 
questionnaire makes a medi- 
um high grade of dress shoes 
and the Chicago representa- 








to 


PLEASE ANSWER THE FOLLOWING 
QUESTIONS 


. New Lasts. 


Modification of square French toe, little 
wider than formerly. 

Modification of old custom last with 
rather full outside swing; medium short 
forepart. 


. New Patterns. 


Square throat pattern, vamps extending 
well back toward the heel, medium perfora- 
tions, straight tips, no medallions, soft and 
box toe. Stitched heel seat and flange heel 
on modified French last. Regular pattern 
on modified custom last. 


. New Leathers. 


Strong tendency toward plain smooth-fin- 
ished calf both soft and highly glazed finish. 
Fewer grain and boarded leathers for 
spring. Tans predominate over black. 


. New Colors. 


Medium and medium light shades of Rus- 
sia in better grades, dark brown in lower 
grades. Light tans and fawn in outing and 
sport goods, Dark shades in kid and kan- 
garoo. 


. Prices. 


Bull’s eye $7.50 to $8.50 retail for real 
shoes. Big demand for dressy shoes to sell 
at $5.00 and $6.00. 


. Volume of business being done. 


Many orders, some of them for sizable 
quantity, but mostly smaller orders. 


. How do dealers feel about this year? 


Faith and hope for the future. Merchants 
who have taken their losses are optimistic. 
Merchants from rural communities say the 
public is complaining of prevailing prices. 








stocks and no surplus mer- 
chandise they are in good 
condition to meet the wants 
and needs of their customers 
and are looking forward to 
a healthy though not unduly 
large volume of business. 
That the public is not sat- 
isfied altogether with shoe 
prices is not news but it is 
true nevertheless and it is 
going to take shrewd, well 
informed merchants and 
salespeople to satisfy the 
public that prices are fair. 


(Continued from page 65) 

The small town mer- 
chants mingle with their 
brothers from the big cities 
and the exchange of ideas 
is beneficial to both. All 
the brains in the shoe busi- 
ness are not confined to the 
Fifth Avenue, the State 
Streets and the Washington 
Streets .of the big cities. 
Some of the finest merchan- 
dising ideas expounded in 
the convention came from 
the merchants of the me- 
dium and_— smaller-sized 
cities of the country. 

Here is a suggestion to 
the officers of the N: S. R. 
A. and the committee which 
will have in charge building 
the program for the 1923 








tive in answering the questionnaire of course took this 
into consideration. 

Undoubtedly the bulk of the men’s shoe business for 
spring and summer will be done on shoes ranging in 
price from $5.00 to $8.50 and it should be borne in 
mind that the public is expecting real honest-to-God 
shoes at the higher price named. 

There are of course many lines of shoes that could 
not be sold at these prices or any place near it but 
the rank and file of the public, especially in the smaller 
communities and the outlying districts of the larger 
cities, are expecting good shoes at fair prices and 
unless they are satisfied with prices they will continue 
to buy only what is absolutely necessary. 


convention: sixty days previous to the convention 
send a letter to every member of the organization 
asking them to outline the questions they would like 
to have discussed at the convention and then desig- 
nate some merchant, manufacturer or other agency 
to answer that question in an open forum session. 

* * * * 


STYLE DISCUSSION 
Forthcoming styles present a problem to which 


every merchant is looking for an answer. The open 
forum discussion of styles always brings forth ideas 
and opinions from the big style leaders that the 


rank and file of merchants can put to good use in 


their own buying programs. 
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Cincinnati Shoe and Leather Club Entertains 
Manufacturers 
Trade Leaders Advocate Market Advertising 


departing for the national convention, the 

members of the shoe and leather trade in 
the Cincinnati market got together 100 per cent, 
and showed the usual spirit of cohesive co-operation 
in the form of a testimonial banquet tendered by 
members of the Cincinnati Shoe and Leather Club 
to the shoe manufacturers of the Queen City. More 
than two hundred tradesmen gathered around the 
festive board to partake of a sumptuous spread and 
to listen to interesting talks by trade leaders. 


QO: the evening of January 5, just before 


Dickerson Is Toastmaster 


Walker T. Dickerson, president of the Shoe and 
Leather Club and vice-president of the P. Sullivan 
Co., acted as toastmaster. He recited in a most inter- 
esting manner the history of the club and its activity 
in civic and social movements. So marked has been 
the development of the club that its members felt 
they must entertain someone, so accordingly, as re- 
lated by Mr. Dickerson, they decided to revive the 
old pre-war custom of entertaining the manufactur- 
ing brethren of the Cincinnati market. At the same 
time the occasion was most propitious for lending 
emphasis to the spirit of unity that exists in this 
market. Thus going upon the theory that: “He 
who blows not his own horn, his horn will not be 
blown,” the toastmaster introduced as a symbol of 
the occasion the horn which is shown at the top of 
this page. This horn was taken to the Chicago con- 
vention, and it was blown hard throughout by every 
shoeman from the Queen City. 


Charles Petot Praises Market 


Following his remarks, Mr. Dickerson introduced 
one of the leading shoe retailers of the country, 
Charles E. Petot of Cleveland. Mr. Petot stated 
that he had recently visited practically all of the 
larger shoe markets, both in the East and West, 
and that he had found no market in better condition 
from a production standpoint than the Cincinnati 
market. His observations lead him to believe that 
3rockton, during the few weeks, has been the busiest 
center in the East. He praised the standard of 
quality that Cincinnati has consistently maintained, 
and he stated that whenever he bought shoes in Cin- 
cinnati he always felt certain that the shoes would 
come to his stores just as he had seen them in the 
sample. 

Mr. Petot is one of the largest buyers in the coun- 
try, and it is a credit to the Cincinnati market to 
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have him make this state- 
ment. Mr. Petot stated fur- 
ther that the trouble in the 
industry to-day is that when 
a retailer places an order he 
does so with the fear that 
someone else will come along 
and offer the same shoes at 
a lower price. He strongly 
advised against jockeying of 
prices on the part of the 
manufacturer. He denounced 
most emphatically the action 
recently taken on the part of 
the Department of Justice in 
announcing that it would in- 
vestigate retail prices, thus 
poisoning the public mind to the extent that sales 
are seriously affected. 


Stands Strong Market Advertising 


Edgar Bettman, prominent Cincinnati manufac- 
turer, presented a comprehensive plan for a national 
advertising campaign on the part of the Cincinnati 
manufacturers, emphasizing the advantages to the 
public in the wearing of Cincinnati quality footwear 
over the slapstick variety now being produced in 
various centers where the only thought is to produce 
cheap footwear regardless of the comfort and wear- 
ing qualities of their product. 

As illustrative of his point, Mr. Bettman stated 
that recently he was in an automobile used-car sales- 
room when a prospective buyer entered and stated, 
“I would like to see a first-class used cheap car.” 
The quick response from the salesman was, “So 
would I, brother.” 

Continuing further, Mr. Bettman said: “This 
should really be the response to the public when 
the average person goes to a shoe store and asks 
to see a good cheap shoe. 

“Cincinnati has been too modest. We must educate 
the public. Cincinnati can do it. Cincinnati can 
alter the stream of the misled public’s thought and 
direct it into the right channels through a combined 
advertising campaign outlining that cheap shoes ulti- 
mately cost more than good Cincinnati shoes. 

“One example—the $5 shoes of to-day will prob- 
ably give not more than three months’ wear, or an 
average of 514 cents a day. An $8 shoe can reason- 
ably be expected to wear five months, while a $10 
shoe will wear six months, all figuring about the 
same cost per day, so that the actual cost of better 


UNCLE TILL BUSH 
Cincinnati’s oldest shoe 
traveler. At the age of 
eighty he is still blowing 
Cincinnati’s horn. He was 
among them at the bi 
convention. Uncle Til 
traveled for 42 consecu- 
tive years without miss- 

ing a trip 
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shoes is ultimately no greater than the slapstick 
kind, to say nothing of the greatly increased comfort, 
shapeliness and style that better shoes afford.” 

Herbert N. Lape, secretary and sales manager of 
the Julian & Kokenge Co. and chairman of Cincin- 
nati’s Group Display at the annual convention of 
the National Shoe Retailers’ Association next week 
in Chicago, spoke interestingly on “Shoe Merchan- 
dising,” as applied to the Cincinnati industry, and 
said, in part: 

“The one thought uppermost in the minds of Cin- 
cinnati manufacturers seems to be the desire to show 
the merchants throughout the United States that 
Cincinnati makes the most salable shoes of any 
shoe center in America. They have consistently 
made these shoes for years, until a reputation has 
been established that no other shoe center can ap- 
proach. 

“There may be shoe centers making a greater va- 
riety of circus shoes than does Cincinnati, but when 
it comes right down to the real bread-and-butter line, 
such as is the basis of success of any large retail 
establishment, Cincinnati stands alone on shoes that 
sell day after day. 

“It is almost impossible to find a successful retailer 
in any part of the country who is not now handling 
Cincinnati-made shoes, and the healthy growth of 
the industry has been brought about largely because 
merchants feel that they are getting their money’s 
worth when they place an order in this center. 

“Cincinnati has had less labor trouble than any 
Cincinnati factories have been able to keep their 
other shoe center in America, due to the fact that 
employees constantly at work and their organizations 
together, thereby assuring an equal standard of mer- 
chandise which has, in turn, caused merchants to 
feel that if they bought a shoe in this market and 
were pleased with it they could have every confidence 
in placing future business, knowing that the shoes 
would come equally as good as the original shipment. 

“Quality ever has been paramount in Cincinnati- 
made shoes and they have never lacked style and 
other selling features.” 

Arthur D. Anderson, editor of the Boot and Shoe 
Recorder, Boston, who has just made an extensive 
tour of the shoe industry of the country, covered 
general conditions in his interesting address. He 
said: 

“This is the time for facts to be winnowed, the 
wheat carefully preserved and the chaff thrown 
away. The public has sensed real values and the 
entire shoe industry has put its house in order, it 
being about the first great industry to do so. 

“The coming year is going to be a stiff one, for 
business competition will settle some of the problems 
that arbitration has muddled. It is a mighty good 
thing to get out into the agricultural country to get 
a realization of the fact that a low price on farm 
products is the most serious thing affecting business. 

“Our industry depends upon two sorts of demands: 
one for footwear for utility and the other for the 
pleasure that novelty luxuries afford. Contrast the 
farming community, if you will, with many cities. 
The cities can be said to be fairly prosperous even 
at this time. The city income being greater per 
capita tha nthe farm income, makes you begin to 
realize that the city wage scale and price standards 
are lifting city people by the bootstraps. The bal- 
ance between the city and the country must be more 
nearly equalized. 
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“There is actually a realignment of industry taking 
place the country over; sections of the country which 
at one time had almost an exclusive monopoly in 
the production of certain manufactured goods have 
been undergoing a scattering process. Industries 
are being given new homes all over the country, 
when you find excellent furniture made in North 
Carolina, cotton piece goods in Georgia, shoes in 
New Orleans, farm implements in Texas, and even 
fine silks over a coal mine in Pennsylvania.” 

The evening was brought to a close by a short 
expression of appreciation and thanks by John G. 
Holters, president of the Cincinnati Shoe Manufac- 
turers’ Association. 

Those manufacturers who attended the dinner 
were: E. Auer, Irwin Krohn, George Vollman, John 
Holters, F. X. O’Brien, William Cahill, Tom Cahill, 
James Hughes, Walter Feder, Mark Feder, Robert 
Wise, Charles Phillips, John Sullivan, William Sulli- 
van, Val Duttenhofer, Jr., Clifford Duttenhofer, Max 
Hirsch, Carl Krippendorf, Carl Duttenhofer, Milton 
Adler, Myron Wolf, Samuel B. Wolf, Edgar Bettman 
and Charlie Hogan. 


Oregon Convention—February 21-22 

The annual convention of the Oregon Retail Shoe 
Dealers’ Association will be held in Roseburg, Feb. 
21 and 22. 

J. L. Zingleman, newly elected secretary, states: 
“A brief outline for 1922 shows an active campaign 
for increased membership, both in Portland and 
throughout the State. Conditions in the Northwest 
are not any different from those in other parts of 
the country. Buying, from the merchant’s stand- 
point, has been rather timid. Most of the merchants 
realize that they must keep their stocks low in order 
to be in a position to buy the new “fies as fast as 
they appear. They must keep themselves in such 
shape that they are open for new buys at all times. 
In order to do this, they must buy a few and sell 
them and then get something new. The wheel of 
fashion is turning too fast, and the momentum of 
new styles is too great for the buying capacity of 
the public.” 





Takes Advantage of Visiting Conventioners 

Indianapolis is a city where conventioners flock, 
and never a month goes by without bringing car- 
loads of out of town people to the city. Many ener- 
getic merchants have made it a point to bring these 
people into their stores whether they are sold or not. 
Marott Shoe Shop is a store that never fails to greet 
the conventioner by window display and newspaper 
advertisements. Recently a teachers’ convention was 
held and daily ads during the entire week were 
headed with: 


“WELCOME, INDIANA TEACHERS! 


“This store invites you to make free use of 
its conveniences. Use our telephones, rest 
rooms, parcel checking—ALL FREE.” 


To the out of the city guest, this accommodation 
will not go by unnoticed and when these accommoda- 
tions have been made use of several times during her 
stay, she feels a certain “at home” comfort when in the 
store, and many are the customers made in this 


manner. 
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First Seattle Juvenile Shoe Store Wins Success 


By Lawrence W. Pedrose 


the Boys’ & Girls’ Shoe Store of Seattle, 

Wash., has proved an unqualified success, 
according to its proprietors, H. G. Jacobsen and 
J. E. Jenson. The establishment was opened Decem- 
ber 1 as the Juvenile Shoe Store, but due to the fact 
that there was a Juvenile clothing shop in the city 
and the new name has greater clarity for advertising 
purposes, it has been chaged to the Boys’ & Girls’ 
Shoe Store. 

Mr. Jacobsen has been in the retail shoe business 
in Seattle for many years. He formerly conducted 
the Quality Shoe Store, in the Nerth End suburb of 
Ballard, now owned and operated by Pincus Bros. 
After selling the Ballard store, Mr. Jacobsen desired 


LTHOUGH started only a few weeks ago, 











boys’ the sizes up to 5%. Low shoes are more popular 
than high shoes, due to the mildness of Puget Sound 
winters and the popularity of wool hosiery. For its 
feminine trade, footwear for the growing girl is spe- 
cialized in. At the present time the demand seems 
mostly to be for two-strap oxfords in patent leather 
and brown calf. “If you watch the girls and young 
women on the Seattle streets, this winter, you will find 
more than half of them wear low shoes. The former 
favor patent leather, the latter brown calf. What is 
being worn is the true pulse of trade for the retail 
shoe man. We are a modest establishment and handle 
the better grade of medium-priced footwear. If we 
had an exclusive trade that paid high prices, we could 
sell style, devote our time to pushing the new modes; 
but our trade is a medium-priced one, with styles 
already popularized, and we must study what 
is being worn. 

‘We find young mothers to be our best 
customers and boosters. Catering to their 
trade places responsibility on the salesmen, 
for generally the young mother does not have 
a knowledge of values and takes the sales- 
man’s advice. She almost always is prideful 
and wants shoes to be good looking as well 
as have wearing qualities. She won’t con- 
sider a shoe that doesn’t look good, no matter 
how good its wearing qualities; also, if she 
has bought a good looking shoe that doesn’t 
wear satisfactorily, she won’t come back. 

“We feel the patronage of young mothers 
is so important, we are clipping the birth 
notices in the newspapers and working up 
a mailing list from them for next year. We 
know that if we win the mother’s patronage 
when her baby is a year old, and continue to 








Mr. Jacobsen and Mr. Jenson, proprietors, in the vestibule of their Juvenile 


Shoe! Store 


to get into the downtown district with an exclusive 
men’s shoe store, but upon looking over the field, de- 
cided there was not room for another such establish- 
ment. He thereupon turned to the exclusive boys’ 
and girls’ shoe store idea, With Mr. Jenson as a 
partner, he opened the present shop on Pike Street 
between Third and Fourth Avenues. 

Jacobsen and Jenson are both Scandinavians. Be- 
sides the general juvenile trade, they are working up, 
with encouraging success, the Scandinavian trade. 
The only newspaper advertising done thus far has 
been ten column inches weekly in the local Norwegian 
language paper. A mailing list has been made from 
the circulation lists of the language newspapers, and 
the store sends out circulars each week to these lists. 

“It has been possible to check back accurately upon 
the results from the newspaper advertising and the 
circularization, and both have proved efficient business 
getters,” says Mr. Jacobsen. 

The Boys’ & Girls’ Shoe Store is the first exclusive 
boys’ and girls’ shoe shop in Seattle. Its novelty 
brought it a large amount of free advertising at once. 

The Kreider line of shoes chiefly is carried. In 
girls’ shoes the sizes up to sevens are carried; in the 


give her satisfactory service, we shall have 
her trade until that baby has outgrown our 
shoes.” 

A clever advertising plan which Mr. Jacob- 
sen will try out soon is a guessing contest for children. 
A huge shoe will be obtained for display in one of 
the stores show windows. Prizes will be given children 
who guess closest to the number of square inches in 
the surface and lining of the shoe. Each contestant 
will fill out the name and address of his parents as well 
as give his own name and the figure he guesses. Sub- 
stantial prizes in cash or merchandise will be given. 
The names will furnish a live list for circularization 
and, it is believed, will be worth several times over 
the cost of running the contest. 


Building a Personal ‘Trade 


Maurice Rothchild, Chicago, give their salesmen 
every co-operation practical in helping them estab- 
lish a clientele. One method they use that has been 
found to bring returns is the salesman’s card en- 
closed in each package that leaves the store, although 
it may be old goods left to be delivered. 

“R. E. Jones was the salesman who served you,” 
the card reads. “If his service pleased you, kindly 
call for him when you are next in our store.” 
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SAN FRANCISCO 


Semi-Annual Sales Season 


President Katschinski Tells California Mer- 
chants About N. S. R. A. Convention— 
Also Corrects Some Misstatements 


Philadelphia Shoe Stores, 
* president of the Retail Shoe 
Dealers’ Association of California, 
visited the Chicago convention and 
on his way home visited the lead- 
ing cities of California and gave the 
various retail shoe merchants the in- 
formation that he learned at the con- 
vention. This gave them an oppor- 
tunity of discussing, with their presi- 
dent, the latest tips regarding styles, 
etc. 

The San Francisco daily newspapers 
gave considerable space to Al. Kats- 
chinski’s comments on the statement 
of U. S. Attorney-General Daugherty, 
made late in December, regarding re- 
tail merchants’ combinations and high 
prices. Prefacing his remarks by the 
statement, “I am under the impression 
that the Attorney-General was either 
misunderstood or misquoted,” Mr. 
Katschinski told, in detail, the distinc- 
tion that exists, for the trade, between 
farmers’ hides and packers’ hides, and 
concluded by quoting comparative 
prices of shoes in the spring of 1920 
and in the spring of 1921. 

Most of the San Francisco shoe 
stores are holding their semi-annual 
sales. They are practically a unit in 
reporting that the holiday trade was 
good. Many of the proprietors of 
shoe stores and departments, as well 
as buyers, are now in the East. 


A L. KATSCHINSKI of the 


Eastward Bound Buyers 


Harry Gibson, manager of the shoe 
department of the White House, was 
one of the first shce men to leave for 
Boston and other Eastern points. He 
was especially interested in the meet- 
ings of the N. S. R. A. style exhibits. 

Carol S. Wills, proprietor of the 
shoe department, City of Paris, 
planned to be in the East for four 
weeks when he left to attend the Chi- 
cago Convention. 

C. H. Wolfelt, of the Bootery, C. H. 
Wolfelt Co., left for Chicago on Jan. 9. 
He planned to continue his journey to 
New York after the Chicago conven- 
tion in order to complete the opening 
of his firm’s Fifty-seventh Street 
studio. While in Chicavo Mr. Wolfelt 
planned to devote part of his time 
to his new Chicago store. 


Store Chatter 


G. O. Allen of the C. H. Wolfelt 
Co., manager of the San Francisco 





Bootery, returned from the opening of 
the Chicago store in time to eat his 
Christmas turkey at home He and 
Mr. Wolfelt were both present at the 
opening on Nov. 4. The San Fran- 
cisco Bootery. is holding a successful 
semi-annual sale. 

H. A. Ballentine, manager of the 
Hanan & Sons shoe store, left early in 
January for the Chicago convention 
and points in the East. He planned 
to return before the close of the month. 
Meanwhile the Hanan store is holding 
an attractive semi-yearly sale. 

H. Marks, manager of the down- 
stairs section of the Emporium shoe 
department, left .i: time to attend the 
Chicago convention. He planned later 
to visit New York and Boston. 

Will O’Connor, formerly of the Phil- 
adelphia Shoe Co., who resigned his 
position in order to become manager 
of the Emporium shoe department, has 
now left that establishment. He has 
been succeeded by T. J. Jarrell, who 
has been with the department for the 
past year. He left on his initial buy- 
ing trip East on Jan. 15. O. Wagner 
is Mr. Jarrell’s assistant The Em- 
porium has been holding a series of 
successful sales. Its annual ‘Big Day” 
caused a large amount of money to 
be turned over. 

Peters Bros., the Regal Shoe Store, 
Rosenthal’s, the Royal, Baker’s, the 
Frank Werner Co., and most of the 
city’s other shoe stores, including those 
in the outlying sections, are all hold- 
ing their semi-annual sales and most 
of them report good business. 


A Record December 


W. Russell Werner of the Frank 
Werner Co., is enthusiastic over the 
net returns for the firm’s December 
campaign: “We give you $2 for your 
old shoes.” Throughout the whole 
month the Frank Werner Co. allowed 
$2 on any pair of old shoes brought 
in, the money being deducted from the 
cost of a new pair. The old shoes 
were mended by the company and 
were turned over to various charitable 
organizations, which distributed them 
to the needy. 

“December was the biggest month 
in our history,” declared W. Russell 
Werner. “I am frank to con‘ess that 
the ‘two - dollars - for-your-old-shoes’ 
helped. Our clientele greatly in- 
creased during the month. Here’s the 
angle: Only one-third of our sales 
were on the $2 rebate basis, but some 
of our regular customers took advan- 
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tage of the offer and it brought in a 
large number of new purchasers. 
During the last few days of the month 
we were not able to wait on all the 
people and had to turn many of them 
away. Many of the shoes on which 
we made the $2 rebate were not really 
old. Some of them had only been worn 
once or twice, had been bought else- 
where, and had been discarded be- 
cause they did not fit. This gave us a 
chance of fitting new customers and 
we naturally tried to send them away 
satisfied. The idea originated with 
Frank Werner, and we were pleased 
to hear that it has since been success- 
fully used elsewhere.” 





Store Opening February 1 


Progress is reported on the new 
store of the Frank Werner Co., in the 
new Alexander Building. The open- 
ing will take place on February 1 as 
scheduled. 





Encouraging Business Reports 


The two Walk Over shoe stores in 
San Francisco and the Oakland store 
of the firm are holding their semi- 
annual sales. Speaking of business, 
H. J. Brisbin, manager, said: “Busi- 
ness has picked up wonderfully both 
in San Francisco and in Oakland dur- 
ing the past few weeks. We are meet- 
ing with great success in handling our 
‘Orthopedic’ and our ‘Princess Pat’ 
shoes. It looks as if the public has 
realized the fact that we are here. 
At first everyone did not know where 
to find us.” Mr. Brisbin added that 
Christmas merchandise orders had 
been very largely sold. 

The Florsheim-Schaefer Shoe Co. 
reports excellent business both through 
the holiday season and also during 
its present semi-annual sales. 


Employees Association Successful 


Max H. Sommer of Sommer & 
Kaufmann says that the S. & K. 
Employees’ Association “has brought 
about a mutual co-operation between 
individuals, departments and_ store 
officials. This ha~ been accomplished 
by the elimination of friction and the 
constant promotion of harmony and 
good will.” 

According to Mr. Sommer the asso- 
ciation has had the support of the 
heads of the firm since its inception. 
A liberal contribution was made from 
the treasury to form the nucleus for 
a sick fund. Sixty per cent of a mem- 
ber’s salary constitutes his sick benefit 
and 6 per cent of the member’s al 
lotted weekly benefit represents the 
monthly dues which he is assessed. 
The maximum weekly benefit is set at 
$15. Up to date the sum of $2,560.85 
has been paid out in sick benefits. 
The annual meeting was held recently 
at the Market Street store of Sommer 
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& Kaufmann and brought out an en- 
thusiastic gathering. The directors 
elected for the coming year were: 
William Brown, J. J. Pugh, L. E. Gar- 
ren, J. I. Wouthwick, A. F. Buermann, 
C. M. Cheney, W. V. Howe and J. H. 
Webster. The annual report of the 
secretary showed the assets to be 
$1,514.20. A committee of ways and 
means was appointed to promote so- 
cial activities during the coming year. 
“The Measure Stick,” the house organ 
of Sommer & Kaufmann, is one of the 
chief accomplishments of the em- 
’ ployees’ association. 


_ 


A New Shoe Store 


Much admiration was aroused by 
the new Los Angeles Bootery which 
was opened on Jan. 3. The many 
friends of the firm. lived up to the 
admonition, “Say it with flowers.” On 
the first day the place looked like a 
florist’s. The store, which is beauti- 
fully fitted up and equipped, is on 
West Seventh Street, near Flower, a 
district which during the past few 
years has become the home of the 
city’s best establishments. 
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A Business Change 


E. P. Lerner, formerly of the Regal 
Shoe Store, El Paso, Tex., has bought 
out the establishment of the Deering 
Bros. Co., Sacramento, Cal. 


New Petaluma Factory 


Secretary Kerrigan of the Peta- 
luma, Cal., Chamber of Commerce, is 
in receipt of a telegram from a Massa- 
chusetts firm in which they accept the 
chamber’s proposition relative to a 
shoe factory building at Petaluma and 
intend to open a factory in Petaluma 
as soon as possible. The factory for- 
merly operated by Nolan & Earl has 
been closed for several months. 


Music and Shoes 


Messrs. Hoone & Wetmore have 
opened a combined music and shoe 
store in the Albany Hotel, Albany, 
Ore. Hoone was for.15 years super- 
intendent of one of the large shoe fac- 
tories in Massachusetts. Prof. Edwin 
Wetmore is a musician of Albany. 
Hoone is Wesmore’s father-in-law. 
He and Mrs. Hoone recently visited 
Albany and decided to remain. 


PORTLAND 


Portland Oregon Merchants Express 
Opinions on Styles and Business 
Conditions 


HE problem that the shoe re- 

tailer, and especially the 

shoe manufacturer, has to 

deal with to-day is that which 

every mother meets in raising her 
children. 

“Should we give them what they 
want, or what we think is good for 
them?” 

As far as Portland retailers are 
‘oncerned, here are their views. 
These excerpts are from direct quo- 
tations given to me during recent in- 
terviews during the past few months, 
neluding the current month. 

Mr. Mark Goldstein, proprietor of 
two Model Boot Shops: “From $7 to 
$10 is the popular selling price, and 
he higher priced shoes are moving 

little slowly. Little or no demand 
for men’s high grade shoes.” 

Mr. O. E. Krausse, of Krausse 
Bros., wholesale shoe dealers: “The 
flooding of the markets with over- 
tocks that have been sold at much 
ess than manufacturer’s costs has 
helped to create a general depression 
n the shoe business.” 

Mr. O. H. Fithian, Fithian Barker 
Shoe Co., wholesalers: “The factories 
making high priced shoes do not work 
ull time, while those making cheap 
hoes are working overtime. The 


American public is going to dictate 
what it wishes to pay for shoes.” 

Mr. H. Bruck, of the Goodyear Shoe 
Co.: “We are now conforming to a 
policy of three selling prices, $4.95, 
$7.45 and $9.45.” 


Mr. M. Goodman, of Goodman 
Bros. Shoe Co., wholesalers: “A great 
many of the popular shoe stores are 
now featuring men’s $5 shoes, possi- 
bly due to the fact that trade on 
men’s shoes has been quiet for some 
time. For women, local jobbers are 
now unable to fill the demand for 
novelty shoes.” 


Mr. J. L. Zingleman, of Greenfield 
Shoe Co.: “People are beginning to 
feel that they want lower prices on 
shoes. The American public is go- 
ing to dictate what it wishes to pay 
for shoes and manufacturers will 
have to meet its wishes. The year 
1921 brought its own special prob- 
lems, chief among these the change of 
styles and prices. We must have clean 
stocks in order to buy right for 1922. 
We have cut down our profits to the 
lowest possible minimum, just enough 
to cover overhead expense.” 

Mr. Wm. H. Staiger, of Staiger’s: 
“T believe that for the benefit of the 
shoe trade there must be some differ- 
ent types of street shoes brought into 
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manufacture, as sales have been cut 
down considerably since black came 
in, women limiting themselves to one 
pair. Sport oxfords are now being 
overdone and something else must be 
devised to take their place.” 

Mr. W. E. Mcllhenny, of Mcll- 
henny’s: “There is now a demand for 
cheaper merchandise. I don’t believe 
that we standard dealers should 
throw away the results of years of 
work in building up a reputation for 
selling fine shoes, but should sit tight 
until the public readjusts itself, which 
won’t be long. Cheap shoes will not 
give satisfaction.” 

Mr. A. J. Harbke, of the Phillips 
Shoes Co. Chain store system: “I feel 
that by forcing sales, merchants have 
a tendency to make the public be- 
lieve that if they will wait a while 
prices will be cut still lower and will 
postpone buying. Whenever we get 
in new goods people are always will- 
ing to pay us our price and seem well 
pleased. Anything that is thrown on 
the market as out of date is one of 
the hardest things to dispose of to- 
day at any price.” 

Mr. J. L. Zingleman, of the Green- 
field Shoe Co., in a later interview, 
adds to his above remarks: “The 
wheel of fashion is turning too fast, 
and the momentum of new styles is 
too great for the buying capacity of 
the public.” 

When I made my summer rounds 
among the shoe trade, the general 
consensus of opinion was expressed 
somewhat as follows: “Business is 
pretty slow right now, but as soon as 
fall rains set in, things will pick up.” 

Came fall, with rains long delayed. 
Business was set back several weeks. 
Then came rains, but not much busi- 
ness. “We are looking for the holi- 
day trade to make up for what we are 
losing now,” was the general report 
in most shops. Came the holidays, 
but dealers were frank to admit that 
they did not get the business that they 
expected and desired. Many are now 
beginning to think that spring busi- 
ness will be good and many frankly 
state that there is a general tendency 
existing that ought to be grappled 
with somehow, either in the manu- 
facture of more or less novelties, and 
all agree in the stabilizing of prices. 
Some say more sales, more cuts; 
others decry the sales and cuts as the 
death of the industry. 


Shoes of Fishskin 


There is always “something differ- 
ent” being devised for dainty fem- 
inine feet. This time, it is related 
that the scales of fashion are turned 
in favor of the poor fish whose out- 
side adornment is for a while per- 
petuated in a novelty shoe for milady. 
Fancy shoes of snakeskin have also 
made their appearance in the novelty 
class. 
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MILWAUKEE 


Merchants Clear the Decks for Spring and 
Summer Business 


Milwaukee have made excel- 

lent progress in purging 
their stocks of broken lines, : “old 
stuff,” and other merchandise that 
has been carried over and is to be 
put out of the way to clear the decks 
for spring and summer business. 
Clearance sales instituted as usual at 
the beginning of the new year have 
aroused a good response, especially 
among people who have formed the 
habit of waiting to buy until dealers 
mark down prices. There are, of 
course, a great many other people 
who are regular customers, now tak- 
ing advantage of attractive prices. 
A feature of this year’s mid-winter 
clearing sales is the absence of pub- 
licity that would tend to a demor- 
alization of prices or prejudice the 
immediate future of orderly and reg- 
ular boot and shoe merchandising. 


B i and shoe merchants of 


Future Outlook Good 


Milwaukee factories have resumed 
production on a heavy scale after the 
holiday interruption and inventory 
period, and generally speaking, they 
are operating at full capacity. Most 
factories carried large unfilled orders 
into the new year, and this volume 
has been materially swelled by the 
orders booked at the national con- 
vention and exposition in Chicago 
last week. In this respect the local 
factories fared even better than at 
the 1921 convention which was held in 
Milwaukee. The attitude of the re- 
tail trade as manifested in orders 
placed at convention time is much 
more favorable than it was a year 
ago. 


Rubber Goods Scarce 


The relatively heavy demand for 
storm rubbers in the last half of De- 
cember left the Milwaukee retail 
trade in a condition of acute short- 
age with respect to these goods. At 
the same time, the call so far in 
January has been of even a higher 
order than before, while supplies have 
been replenished only to a_ small 
extent. Inventories show that at the 
close of the year stocks of all rubber 
footwear and specialties were prob- 
ably smaller than has ever been 
known before, save probably during 
some period of the war when dealers 
not alone had nothing to speak of on 
hand, but were unaple to get fresh 
supplies. At present deliveries of 
rubber goods are fairly prompt but 
factories find it necessary to trim 
orders to make the visible supply go 
around. 





Rebuild Export Fences 


Manufacturers of Milwaukee, espe- 
cially boot and shoe factories, which 
formerly enjoyed an enormous foreign 
business, have laid the foundations 
for an active campaign to revive 
export connections. The Milwaukee 
Association of Commerce has in the 
past year rebuilt its foreign trade 
committee into a_ well-organized 
bureau, which is in charge of Joseph 
J. Blommer, who also is traffic mana- 
ger. “We are now prepared to re- 
build our export fences, so to speak,” 
said Mr. Blommer. “Foreign trade 
opportunities are plentiful, and with 
improvement in the financial position 
and stability of exchanges, I believe 
we may expect good results from 
our new campaign.” George F. Mayer 
of the F. Mayer Boot & Shoe Co., is 
one of the most active workers in the 
foreign trade committee. 


Menzies Output Growing 


George P. Utley, president and 
general manager of the Menzies Shoe 
Co., Fond du Lac, Wis., in a talk 
before the Rotary Club of that city, 
said that their output has reached ap- 
proximately 3,000 pairs a day and 
the pay-roll is in the neighborhood 
of 500. Mr. Utley said the company 
will not be satisfied until it has 
doubled the present output, and that 
the present outlook was so good that 
this appears likely in the not too 
distant future. 


Popularize Ground Grippers 


Dr. H. L. Kemp, of the Ground 
Gripper factory at Grippertown, 
Mass., spent a week in Milwaukee at 
the local Ground Gripper Shoe Store, 
411 Grand avenue, and made many 
friends for the line by advice given 
a large number of people who have 
difficulty in getting a proper fit with 
ordinary staple goods. The Milwau- 
kee store has always been one of the 
largest business producers of the 
group and is steadily increasing its 
volume, in which Dr. Kemp’s visit 
helped very materially. 


A View on Prices 


E. M. Ogden, president of the 
Ogden Shoe Co., Milwaukee, in a 
statement concerning the boot and 
shoe industry of this city, said: 
“Further immediate reduction of 
prices of footwear is improbable. The 
only possibility is in lower-priced 
labor. This, when it comes, is more 
than likely to be absorbed in the 
higher cost of leather. Prices prob- 
ably will neither advance nor decline 
in the near future to any appreciable 
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extent. The industry has set its house 
in order and is ready to help mate- 
rially along in the improvement of 
general conditions.” 


A New Corporation 


Articles of incorporation have been 
filed in behalf of Stein Bros. Hide & 
Fur Co. of Milwaukee, which is capi- 
talized at $100,000 of preferred stock 
and 1,000 shares of common stock 
without par value, to deal in hides, 
skins, furs, leather, etc. The incor- 
porators are McRea Smith, E. C. 
Rosenberg and Joseph Eder, all of 
Milwaukee. 


Madison Concern Expands 


Max Kaplan, 1347 University ave- 
nue, Madison, Wis., a widely known 
retail dealer in men’s clothing, furnish- 
ings and shoes, ‘has admitted Louis 
L. Kailin as a partner. A new store 
building estimated to cost $35,000 is 
under construction at University 
avenue and Orchard street and will 
be ready about April 1. After the 
removal the business will be operated 
as The Toggery Shop, and all depart- 
ments will be materially enlarged. It 
is intended to make the shoe section 
especially attractive and a distinct 
feature of the business. 

Reviewing the tanning and leather 
industry of Milwaukee, August H- 
Vogel, vice-president of the Pfister 
& Vogel Leather Co., comments as 
follows: 

“The process of liquidation which 
started in the tanning business early 
in 1920 continued until the spring of 
1921, when hides and calfskins were 
sold at the lowest recorded figures 
since December, 1907. From that 
period forward, hides have steadily 
advanced, both in the domestic and 
foreign markets, present prices for 
packer native cows having advanced’ 
about 100 per cent and calfskins about 
30 per cent since that date. Present 
prices, however, are still about 30 per 
cent below those ruling in 1913 for 
hides, and 10 per cent less for calf- 
skins. 

“During the first six months there 
was a brisk demand for colored calf 
and kid for women’s shoes, with little 
activity in the men’s shoe lines. The 
reverse has been true the last few 
months, there being a good demand for 
work shoes and semi-dress shoes, and 
only a limited demand for women’s 
shoes. Colors and patent leathers still 
have the preference, and this is likely 
to be the case during next season’s 
business. 

“The glove industry has suffered as 
the result of the mild winter of 1920, 
and equally high temperature in 1921. 

“Harness and strap have been in 
small demand, owing to the large 
quantities of leather and harness car- 
ried over from the war period, and 
conditions in this line are improving 
slowly. It is safe to predict that busi- 
ness in leather and allied industries 
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will show a gradual improvement in 
1922, as surplus stocks have been ma- 
terially reduced. 

“Leather and shoes have always 
been important export articles and 
any improvement in European politi- 
cal and economic conditions would 
promptly be reflected in increased 
demand for these products. 

“The tanning industry, like many 
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others, suffered severely by the ex- 
treme deflation in its raw material 
and corresponding drop in leather 
prices. It is to be hoped that congress 
will give its hearty support to the 
many constructive measures so ably 
presented by President Harding in his 
latest message, and thus assist in 
bringing renewed prosperity to our 
country.” 


CLEVELAND 


Merchants are Buying Cautiously 


Volume of Purchases Indicates That They Are 
Looking for Better Business in 
the Present Year 


buying cautiously, but they 

are opening their pocket- 
books to an extent which indicates 
that they are banking heavily on a 
gradual improvement of business in 
the present year. 

The average merchant will tell you 
that he expects things to be running 
more smoothly in the present year 
than they were in 1921. There will 
not be so many radical things happen. 
There will not be periods of extreme 
dullness followed by a little spurt in 
buying. They are arguing that the 
volume of business will continue in a 
smooth and more even tenor through- 
out the year. 

What the Cleveland merchant is 
looking for particularly is the lower 
priced shoes. He wants the models 
that will sell for around five dollars. 
Six and seven dollar shoes also have 
great favor with the average mer- 
chant who is catering to the general 
run of trade. 

Then there are the few merchants 
who cater to persons with pocket- 
books that are well filled, who are 
ready to purchase higher priced shoes 
and these merchants have purchased 
a large part of their shoes for the 
spring trade. They figured that there 
would not be any new reductions in 
this class of shoes and they bought 
at the usual time in order to have 
goods on the shelves early in the 
season. 

The merchants who specialize in 
medium priced shoes have in some 
instances made most of their pur- 
chases for spring, but the most of 
them are yet to go into the market. 
Price considerations have held them 
back, and unless conditions are deceiv- 
ing many merchants from Northern 
Ohio who attend the convention in 
Chicago starting Monday, January 9, 
will make up for lost time in the 
matter of increasing their inventory. 


They Traveled in Style 


The delegation of Cleveland and 
Northern, Ohio, shoe merchants and 


CC ‘raving cat merchants are 


salesmen left this city Sunday night, 
January 8, for the annual convention 
of the National Retail Shoe Dealers’ 
Association, which was held in Chi- 
cago on January 9 to 12. 

The delegation traveled in three 
special cars, which departed at 11.30 
p. m. over the New York Central. It 
was one of the largest Cleveland 
delegations that ever attended the 
annual conclave of dealers. 

True, some in the party were from 
Northern Ohio cities, like Akron, 
Massillon, Canton, Ashtabula and 
other surrounding cities, but most of 
the members of the delegation were 
from this city. In addition to those 


_ who went on the special, many more 


left earlier in the day and some de- 
parted early Monday morning for the 
gathering. 

Cleveland merchants worked hard 
and faithfully in order to get a rep- 
resentative gathering from this city 
and Northern Ohio at the convention. 
Circular letters were mailed to deal- 
ers in Cleveland and many Ohio cities 
and towns, inviting them to attend 
and to go from this city. 


Want Cheaper Mileage 


Members of the Cleveland Shoe 
Travelers club want cheaper mileage. 
They want the 5000 interchangeable 
mileage book restored. They are 
tired of transportation regulations 
that were put into effect during the 
war and they are working hard for 
the restoration of pre-war conditions 
in this field. 

For some time the members of the 
local club -have been writing letters 
and sending telegrams to their sena- 
tors and congressmen, and at their 
last meeting they voted to send E. F. 
Buzek, their secretary and treasurer, 
to the national gathering of the shoe 
travelers in Philadelphia. Mr. Buzek 
goes committed to support the 
national association’s program for 
lower mileage and he also will 
advance the desires of local travelers 
for improved conditions in hotels. 
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Prediction for Spring Sales 

Charles E. Petot, head of the Petot 
Shoe Co., which has headquarters in 
this city, talked interestingly the 
other day about his plans for the 
sale of goods in the spring and also 
about models, which, in his opinion, 
the dealer should have on his shelves. 

Petot believes that among shoes for 
men one of the best sellers will be a 
mahogany colored plug oxford in the 
French toe, which is destined to come 
back with a rush in the new season. 
The narrow square toe is going to be 
popular with the men, as it is also 
with the women. 

In the women’s models, he is bank- 
ing on selling in his stores the apron 
effect model, which comes in tony red 
and Van Dyke shades, carrying a 
10/8 heel. 

There is another model that is ex- 
quisite in appearance and is certain 
to attract the attention of the women 
as it is displayed in the show window. 
This model has a long narrow square 
toe, carries a 13/8 heel and comes in 
the Van Dyke shoe. 

A model that is expected to attract 
much attention with patrons of the 
Petot stores is a pump with side gor- 
ing and a four bar open front effect 
which comes in patent leather and 
black satin and is another beauty 
model. The same model is carried in 
cuban heels. 

Mr. Petot says he has not laid in 
for spring a single pair of high 
heeled shoes for the simple reason 
that he does not know what to pur- 
chase. 

One strap effects in patent leather 
with 12/8 covered heels is going to be 
another good seller, in the opinion of 
Mr. Petot. The pattern must be one 
strap and open wide at the front so 
as to show the instep and display the 
fancy hosiery that is the delight of 
every woman who is a good dresser. 

The turn types are coming in for a 
good season and tan welt oxfords in 
various heights of heels will be the 
big sellers, according to Petot. Fol- 
lowing in volume will be the one strap 
patents. Patent welt oxfords with 
10/8 heels are going good, provided 
they are snappy patterns. 

Women are going in for sport 
oxfords early in the spring and will 
commence buying them after Easter. 

A. V. ABERNETHY. 


Michael Daragan Dead 


Danbury, Conn.—Michael Daragan, 
the oldest living retail shoe merchant. 
of this city, died Jan. 6, after an ill- 
ness of about three years. Mr. Dara- 
gan, who was ninety years of age, had 
been a resident of Danbury for sev- 
enty-one years. He established a re- 
tail shoe business here fifty-five years 
ago, continuing in business until the 
last few years, when he retired.from 
active participation in the store’s. 
management. His son-in-law, William 
D. Lane, who was long associated 
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with Mr. Daragan in the shoe busi- 
ness, became manager upon Mr. Dara- 
gan’s retirement. 


A Custom Shoemaker 


Mr. Daragan was born in Ireland 
and as a boy of fourteen began the 
study of the shoemaker’s trade in his 
native town. There was no machinery 
for the production of shoes in those 
days and the man who could make a 
complete shoe was considered a me- 
chanic of no little ability. Mr. Dara- 
gan spent five years as an apprentice 
at his trade. In August, 1851, with 
the other members of his family, he 
came to the United States, and four 
months later located in Danbury and 
this place has been his home since 
that time. 


Entered Business in 1851 


Shortly after locating in Danbury, 
Mr. Daragan entered the employ of 
Reed & Benedict, then a leading firm 
of shoe merchants in the village, in 
the capacity of shoemaker, many of 
the shoes sold in the store being 
manufactured upon the premises. He 
remained with that firm until 1860, 
when he took a position with Dan- 
iel Benedict, who was engaged in a 
similar line of business. He con- 
tinued in the employ of Mr. Benedict 
until 1867, when he established his 
own business at 209 Main Street. He 
remained in the same store during the 
entire time of his career as a mer- 
chant, and the business is still in the 
same location. 


Respected by All 


During his many years of business 
activity Mr. Daragan naturally 
formed a wide acquaintance among 
people of this city and neighboring 
places and he was held in highest 
esteem by the hundreds of people 
who knew him. He established an 
enviable reputation for business in- 
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tegrity and many of his patrons were 
regular customers at his store for 
nearly half a century. He was one 
of the few men engaged in the re- 
tail shoe trade who had been in con- 
tact with the evolution of shoe man- 
ufacture from the time of hand man- 
ufacture to that of-the invention and 
general adoption of modern machin- 
ery and mechanical processes in the 
production of footwear. 


Public Spirited Man 


Mr. Daragan served two terms as 
a member of the board of burgesses 
when Danbury had the borough form 
of government, and was twice elected 
a justice of the peace. 

He is survived by one brother, 
Richard Daragan; one daughter, Mrs. 
William D. Lane, and six grandchil- 
dren and one great-grandchild. 





Keeping Open House 

The National Shoe Pattern Serv- 
ice, Inc., designers and makers of shoe 
patterns, have just opened a shoe 
pattern shop in Cincinnati at 424 East 
Eighth Street, with a complete force 
of experienced and efficient men, who 
will be pleased to demonstrate their 
product to visitors. They announce 
that through their branch office in the 
Marbridge Building, New York City, 
they will keep in touch with “Up-to- 
the-Minute Styles.” 





Crooker Writes from Calcutta 


Harry W. Crooker, the Boston shoe — 


manufacturer, who is making a tour 
of the world, was last heard from by 
local friends from India. He writes 
from Calcutta as follows: “This is no 
place for an American shoemaker, as 
99 per cent of the natives of India go 
barefooted, and 99 per cent of the 
other 1 per cent use only wood or 
straw soles, with straps across the 
toes.” 


SALT LAKE CITY 
Wet Snowstorm Increases Sale of Rubbers 


Demand for Shoes Only Fair—Robinson Bros. Company 
Decides on New Location—Local Shoe Men 
Well Represented at Convention 


ALT LAKE CITY is experi- 
S encing at this writing the best 

weather of the season from a 
shoe merchant’s standpoint. Wet 
snow has fallen steadily for 48 hours 
and it is still coming down. This is 
causing a big demand for rubbers but 
shoe sales are only fair. It is believed 
that this is largely due to the unsatis- 
factory industrial situation. There 
is a lot of unemployment and many 
of those who are at work are econo- 
mizing. Things are likely to be even 
worse during the next two months, but 


after that there is no doubt going 
to be a change for the better that will 
be permanent. 


Robinson Bros. New Location 


The Robinson Bros. company, one 
of the oldest and best known in the 
city, will be located in the basement 
under the “Telegram” after Feb. 1, 
Mr. Arthur Robinson, president of 
the company, told the writer the other 
day. Mr. Robinson said the floor 
space would be almost as large as that 
which he has at present. It will be 
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the policy of the firm to “sell good 
goods and sell them close,” said Presi- 
dent Robinson. 


Off to the Convention 

Among those who had made 
arrangements to visit the big conven- 
tion before these notes were written 
are Herbert Hirschman and Earl C. 
Brown of the Hirschman Shoe com- 
pany; Arthur Robinson of the Rob- 
inson Bros. Shoe company. Ralph 
Featherstone of the Walker Bros. 
company, and Manager Collinson of 
the Keith-O’Brien company. Others 
expect to be present but had not 
decided definitely when these notes 
were written. The railroad company 
has granted a rate of a fare and a 
half return. 


Work Shoes at $2.50 
The Bell Sample Shoe parlors are 
offering men’s work shoes at $2.50 a 
pair. This is not due to a “Clear- 
ance” sale but to a good “buy,” ac- 
cording to the company’s announce- 
ment. 


Florsheim’s Change Interior 

The interior of the Florsheim com- 
pany’s store here has been changed. 
The shelves have been lowered so as 
to leave a dark green background of 
a few feet between the stock and the 
ceiling. The bay shelves have also 
been taken out and the mirrors ex- 
tended down to the floor. The win- 
dows have been altered and the whole 
of the interior repainted. These 
changes have added to the already 
smart and exclusive appearance of the 
store. 


Speicher Incorporates 

. Speicher’s Economy Shoe Co. has 
filed articles with the Secretary of 
State. The capital is listed at $50,- 
000, divided into $10 shares. The in- 
corporators are E. E. Speicher, H. D. 
Farrington, Percy Walker, W. O. Uh- 
strom and Dan B. Shields. 


McKendrick’s Have Good Month 


Jack McKendrick, head of the Mc- 
Kendrick Shoe Co., had a good month 
in December, an appreciable gain 
being noted. Mr. McKendrick, when 
asked for his opinion regarding 1922, 
was very optimistic. He says it is 
going to prove a good year. 


Big Comfy Sale 

F. W. Staiger, manager of the shoe 
department of the big Auerbach com- 
pany, has been selling lots of slippers 
during the holidays. He purchased a 
large stock of ladies’ felts to retail at 
$1.10, and by properly presenting the 
proposition to prospective purchasers 
through the medium of the press he 
found himself soon sold out. He says 
he believes he could easily have dis- 
posed of 2500 more. 
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Fourteenth Street, New York, Begins 
to Come Back as Retail Center 


Street, which is regaining some 
of the prestige as a shopping 
center that it enjoyed a few decades 
ago, the Signet Shoe Company is 
playing a conspicuous part. This com- 


r’: the regeneration of Fourteenth 


leather-covered chairs, 56 on either 
side, giving a seating capacity of 112 
persons. 

One of the chief features of the 
store is the large street display win- 
dows, which are deeply recessed and 





Front of New Signet Store on Fourteenth Street 


pany recently opened one of the best- 
equipped shoe stores in the city on 
the old crosstown street that up until 
the last year or so has been consid- 
ered “dead.” The location is a few 
doors east of Fifth Avenue. New sub- 
way lines and improvements in the 
street, however, have brought back 
some of its former glory. 

The new Signet store is located on 
the ground floor. The interior is fin- 
ished in American walnut. Stock 
cases, which with the reserve space in 
the basement will hold about 9000 
pairs of shoes, run from the floor to 
the ceiling, with four set-in display 
cases ranged on the side walls. Un- 
der these display cases are canted 
mirrors for the customers’ use and 
behind them storage space for dis- 
play fixtures, etc. 

Considerably more than half of the 
store is devoted to the salesroom for 
women and the remainder to the men. 
Dividing the two is a walnut and 
frosted-glass divider which gives 
great privacy. Hosiery and accessory 
cases are at the front, and the office 
and cashier’s desk at the back. 

he selling space is equipped with 


give a vast amount of space for the 
showing of shoes. In addition to the 
regular window floor there is a shal- 
low sub-floor, set in slightly above the 
street level, giving additional display 
space. 

The store is manned by E. J. Nestor. 


manager; five salesmen, a hosiery girl, 
cashier and porter. 





McLaren Reports Good 
Business 


William McLaren, connected for 
many years with the Rice & Hutchins 
Chicago Company, representing their 
interests on the Coast, in California 
and Nevada, reports unusually good 
business at the present time. 


George J. Thorne Dead 


George J. Thorne, who for many 
years represented Johnston & Murphy 
on the Pacific Coast, passed away in 
Los Angeles the latter part of No- 
vember. 


Winer with Diamond 


W. S. Winer represents the Dia- 
mond Shoe Co., New York City, man- 
ufacturers of men’s and women’s foot- 
wear, is covering western Pennsyl- 
vania and eastern Ohio for his firm, 
with a full line of samples on display 
at his Pittsburgh office, 708 Lyceum 
Building. Mr. Winer says that busi- 
ness has been very good for immedi- 
ate and spring demands, and expects 
a still larger spring business. 





Straus with Krohn Fechheimer 


B. I. Straus, who has been in the 
retail shoe business, has become as- 
sociated with the Krohn Fechheimer 
Company of Cincinnati. He will act 
as assistant to Lou Brown, who covers 
Cook County, around Chicago. 
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| BARGAIN BASEMENT BUYERS: 


JOBBERS: 
RETAILERS: 


ALL 
READY TO 
SHIP 





Stock No. 497—W omen's brown side Stock No. 1002—Women’'s dark brown 
oxford, brogue, McKay sewed, rubber side oxford, McKay sewed, rubber heel, 
heel. Sizes: 3-7 and 3-8 imitation brogue, medalion tip. Sizes: 

Price $2.25 3.8 and 4-8 D; 2%-7, 3-7, 3-8 and 4-8 C 


Price $2.25 











Stock No. 1601—Genuine black vici kid 
one strap comfort slipper, rubber heel, 
McKay sewed, cushion inner sole. 
Sizes: 2%-7, 4-7, 3-8, 4-8, 4-9. 


Price $1.25 


Stock No. 5°5—Genuine black vici kid Tell Us Your 


7% inch boot, McKay sewed, cushion 


inner sole, rubber heel Sizes: 3-7, 4-7, W 
4-8. ants 
Price $2.10 


Stock No. 134—Women's black Cab., 


Stock No. 510—Same style in oxford plain toe, comfort Bal, rubber heel, Mc- 
Sizes: 3-7, 3-8. Kay sewed. Sizes: 4-9, 5-8. 
Price $1.75 Price $1.25 


BALTER SHOE COMPANY 


135 Essex Street, Boston, Mass. 
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Write or Wire 
for 
Sample Cases 


Terms 
Net 30 Days 





a No. 900—Women's genuine black 
ci kid turn —, rubber heel, steel 
pol Sizes: 3 %-8 


Price $1 .66 


Boudoir.. Sizes: 3-6, 3 


Price $ .85 


Orders Shipped 
Same Day 
as Received 





Stock No. 445—Women's brown calf, 
od heel boot, er sewed, me- 
dalion tip. Sizes: 3-7, 3%-7, 3%-8. 


Price $2.25 






Stock No. ~ a wg» black Cab. 


BOOT AND SHOE RECORDER 


If You are Looking for Shoes “At a Price” ~ | 
Pay Particular Attention to This “Advt.” 





Stock No. 964—Little gents’ tan blucher, 
McKay sewed, rubber heel, Nature last. 
Sizes: 9-13%, 10-13%. 


Price $1.60 






Stock No. 448—Women's olde Cab., 
McKay sewed boot, medalion tip, rub- 
re heel, medium toe. Sizes: 4-9, 5-9, 


Price $1.75 


Stock No. 541—Same as No. 448, with a 
narrower toé, military — heel. Sizes: 
2%-6, 4-8, 3-9, 4-9, 5-9, 6-9. 


Price $1.75 


Stock No. 449—Same as No. 448, wad in 
black. Sizes: 3-8, 4-8, 4-9, 5-9 


Price $1 ‘65 


Stock No. 441—Same as : 541, onl 
black. Sizes: 2%-6 6 % 7 - , 5-8, 4-9. oe 


Price $1. 65 


BALTER SHOE COMPANY 


135 Essex Street, Boston, Mass. 


w 
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A Frofitable Market 





Women demand above everything 

in overshoes a neat appearance and 
f a snug fit. The special upper, the 

new last to match the latest and 

popular types of leather shoes place 
: the “U. S.” Empress in great de- 
| mand. 


es 





There is a profitable market for the 
“U. S.” Empress if you have the 
exact size and last they want. Have 
you all the appropriate sizes and 
lasts of the “U.S.” Empress to cash 
in on these profits? 










Se da dad te Om = as hh 


United States Rubber Company 












NM hen ordering leather shoe 
always specify 
“U.S.” 
SPrinc-STEP 
RUBBER HEELS 
They help 


sell the 
shoe 
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Current Events in Rubber Trade 


Shortage in Four Buckle Gaiters. 
Good Sized Orders. 
and Wholesale Houses. 


Salesmen Sending in 
Much Activity at Factories 
N.S. R. A. Con- 


vention Stimulates Canvas Business 


HE new year has started off 

I at a lively pace. Rubber 

salesmen are out with the 
new rubber price lists and are send- 
ing in good-sized orders. The wheels 
of factories are busily turning day 
and night—one wholesale house, 
whose business, like that of many 
others, came in very late, had so much 
to attend to that it did not start on 
inventories until Dec. 31, and then 
had to work all the next Sunday and 
Monday holiday. 

While there is a growing demand 
for the women’s six-buckle arctic, the 
the big seller of the moment is the 
women’s four-buckle arctic. The mar- 
ket seems to be very short on these 
gaiters and the big arctic-producing 
cities of the East are getting orders 
from every section of the country 
where gaiters can be worn in the 
winter time. And not only is there 
a shortage on gaiters, but on rubbers 
in general. As a rule, the retail shoe 
man in his stock clearances has not 
included rubbers in his liquidation; 
there have been comparatively few 
mark-down sales on rubbers, and in 
comparison with leather shoes and 
hosiery, the quan- 
tity is almost a 
negligible one. 


Gaiter Business 
Staple 
Said a_ well- 


known Eastern 
rubber man: “The 
gaiter business 
to-day is staple. 
The ladies have 
decided that the 
gaiter is the 
proper companion 
of the low shoe 
and woolen stock- 
ing, and this com- 
bination will be in 
vogue for at least 
some few years. 
I was very agree- 
ably surprised at 
the rush orders 
which we have on 
the four-buckle 
gaiter for women. 
The retail shoe 
merchant finds 
that it is a good 
and comfortable 
fitter, especially 


for the stout women. I have been 
getting orders on th‘s style from Chi- 
cago, St. Paul, Minneapolis and all 
over the West.” 

The manufacture of rubbers for fall 
has already commenced, and not with- 
out much previous planning and fore- 
casting as to toes, heels and other 
style earmarks, as before production 
can be intelligently begun, the styles 
of leather shoes for the coming season 
must be studied. 

The Canvas Shoe Demand 

On canvas shoes for spring, 1922, 
factories have been working as early 
as last August and September. Or- 
ders already received at the factories 
on canvas indicate that 1922 will be 
the biggest canvas season manufac- 
turers have ever had. A great many 
buyers of this type of footwear at- 
tended the N. S. R. A. Convention and 
as a result they have evidently made 
up their minds that they want more 
eanvas shoes this year than last in 
order to satisfy the sport clothes ten- 
dency of the public. 


Rubber Shoe Tabulation 
The following tabulation will give 


k aE: % 4s 





A suggestion for @ rubber boot trim which can be easily arranged by a painted 
background. Presented by the United States Rubber Co. 


somewhat of an idea of the scape of 
the rubber footwear line: line gum 
shoes, sandal and storm, made in men’s, 
women’s, boys’, youths’, misses’ and 
children’s styles; heavy gum _ shoes, 
made in men’s, boys’ and youths’ for 
those engaged in occupations such as 
policemen, and postmen; lumbermen’s 
overs, heavy uppers with or without 
heel, with leather tops attached, for 
woodsmen and lumberjacks, to be 
worn as a shoe with a heavy woolen 
sock; pacs, heavy 4, 5 or 6 eyelets, a 
rubber shoe worn the same as the 
lumbermen’s used by miners, work- 
ers in creameries, farmers; rubber 
boots in all varieties, for the city la- 
borer, garage man, fisherman, hunt- 
er, children, and workmen in many 
industries; arctics and gaiters, light 
dress overshoes for city wear; heavier 
varieties with rubber as well as cash- 
merette tops for farm and country 
use. 





VULCANIZED OR UNVULCAN- 
IZED? 


“It goes without saying,” says the 
India Rubber World in its January 
issue, “that the 
suggestion that 
shoes could be 
better shod with 
unvulecan- 
ized sheet than 
with molded 
soles, attracted 
instant attention. 
And as there are 
hundreds of tons 
of unvulcanized 
sheet available in 
the United States. 
such shoe soles 
were at once cut 
and put into serv- 
ice. 

“Beginning at 
the beginning, 
the repair men 
were disgusted 
with the product. 
It was difficult to 
sew through, 
would not hold 
nails or pegs, and 
did not lie 
smoothly. As to 
making a work- 
manlike edge fin- 
ish, that was an 


(Continued on 
page 109) 
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A Quiet Leather Market 


Holiday and In-Between Season Cause of Slower 4 
Trading—Prices Are Firm, However, and 
Tanners Look for Good Business Fol- 


HILE the upper leather 
market has been reported 
as rather quiet the past 

week, there has been more activity 
in sole leather and tanners have al- 
ready made some sales for the coming 
year at the prevailing market quota- 
tions. This is beginning the year with 
more confidence than was evident at 
the beginning of last year. There is 
still a strong demand for joblots and 
the cheaper grades of sole leather, 
but it is evident that the joblots are 
being pretty well cleaned up, and tan- 
ners are not in a position to cut prices 
on the leather now coming through 
the tanneries. 


Market on Stable Basis 


In the upper-leather market the 
conditions are more favorable than 
a year ago at this time, inasmuch as 
tanners at that time faced a falling 
market, which is not the case now. 
The bargain lots of upper leather 
have been fairly well cleaned out, the 
liquidation process is over and the 
market is considered to be on a stable 
basis. Leather buyers appear to rec- 
ognize this, and are beginning to en- 
ter the market accordingly. There 
is a greater difference between the 
cost of hides and finished leather than 
there was before the war, but this is 
easily attributable to the greater cost 
of doing business to-day, and these 
greater costs are the result of causes 
well known to the trade. The outlook 
on the whole is satisfactory, and tan- 
ners and leather dealers have a feel- 
ing of confidence as regards the busi- 
ness of 1922. 


No Change in Calf 


There is renewed interest in calf 
leather, although not much business 
is expected around the holiday season 
and the first of the year. It is ex- 
pected, however, that bigger business 
will develop after the Chicago conven- 
tion is over. Business will, of course, 
depend upon the attitude of the retail 
merchants, but judging from indica- 
tions, tanners are expecting more ac- 
tive buying after the middle of the 
month. There is virtually no change 
in prices. Full grain colors of the 
standard tannages are moving in fair- 
ly regular quantities, and prices are 
practically the same as during the 
past few weeks. Top prices for 
smooth-finished full-grain colors is 
45c. per ft., medium 40c. and lower 
grade 30c. Blacks bring from 3c. to 


lowing the Conventions 


5c. lower per grade. Snuffed colors 
range from 20c. upward. The best 
finishes of suéde leather bring any- 
where from 55c. to 65c. per ft. and 


some of the best is still held at around ~ 


70c. 
Side Leather Active 


There has been a fair-size business 
on the various side-leather tannages 
—full-grain colors of the best finishes 
bring all the way from 22c. to 30c. per 
ft. Snuffed sides range from 18c. to 
25c. in better grades. There is a good 
call for the waterproof and heavier 
tannages, including elk, veal and kips, 
the prices ranging from 20c. to 28c. 
There are still some bargain lots avail- 
able at under 20c., but these are fast 
disappearing. This business will keep 
steady so long as the manufacturers’ 
heavy footwear continue at their pres- 
ent pace. 


There is not much of any change in 
the demand for glazed kid. This 
leather has been one of the bright 
spots in the upper leather market for 
some months, and should show still 
further improvement, as the manufac- 
turers making women’s shoes get 
busier. Prices have shown little or 
no change during the past few weeks. 
The best grades of colors are quoted 
at from 70c. to 80c., 40c. to 60c. for 
medium and downward on the cheaper 
grades, according to quality. There 
is a better demand for lower grades 
of the kid leather than there was 
some months ago. 

Patent leather business has been 
rather quiet for the past two weeks, 
but this should pick up before the end 
of this month, and the time of year 
is also approaching when the export 
business in patent leather improves. 











Comparative Leather and Hide Prices 


Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ....... $0.32 a $0. oy $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade.. .28a 1.40a 1.50 40a .45 
Calf, smooth, black, top grade... .26a 38 1.30a 1.40 35a 40 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade.. .16a _ .20 65a .90 20a .26 
ES PPE 45a .50 1.40a 1.60 60a .80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a 40 
CY CE ocscccawenescee 24a .26 65a .70 22a = .24 
Kid, colors, best fancy ......... 35a 40 1.40a 1.65 70a .80 
Kid, colors, top grade .......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a _ .70 
ee, WOME, GEROED on ccccccces 20a .24 -70a 1.10 85a .50 
| 18a _  .22 60a 1.00 25a  .40 
OS er 06a .12 20a .86 act ap 
Chrome patent sides .......... 25a .30 85a 1.05 35a «48 
Patent colt, top grade ......... a oe: ws 70a .85 
Sole Leather Gquiee | per sountd 
DEE EEG Baw csdccbaveevcee 22a 33 56a .58 30a _ .82 
ME ko bicebsonseamehibaw ew és eo Mee was 45a .50 
Bk, 2 LED cdweunescnecase 28a =—«.39 92a .95 53a —-.60 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use. — Sa 1.15a 1.25 70a 80 
Raw Hides ont Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ ack Se 52a  .55 ott J 
Heavy Texas steers, for sole 

eS Re err #2 io ae ee ae 
Light native cows, for side upper : 

PEE -cncascuneendaanenneae -.a 17% wet 2a 13%a i =«.14 
Branded cows, for light sole 

REE n.d6nceddesddeonncaanens -a 17% a & 
No. 1 buffs for heavy upper and 

Sl EE cna cceaneneoence a we 45a  .50 08a 08% 
No. 1 Chicago City calfskins for 

Gime GREE TOREREE 2c cccccccces & 2% 80a 1.02% 10a_ 17% 
Kips for upper leather ......... -a .16% 65a .80 08a .16 
B. hides, for hemlock sole 

BE cdc ths coretasivwns on -a 80 A2a AG 14% a .15% 
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Illustrating the Flexibility 
of New Way Shoe Shelving 


HE above illustration is of our standardized shoe 
shelving, made in both wall and center types with 


adjustable, reversible, interchangeable shelves. Dis- 
ylay section has plate glass hinged door, and interior is fitted with 
three 10-inch adjustable plate ¢g ghese shelves. Lower part of display 
has hinge d mirror door adjustable to any angle. 


This shelving can be taken down and moved seetion by section without injury, 
and owing to its standardized features, can be added to at any time with 


uniform results. 


The fact that it is possible to buy this product at an extremely low price—a 
price which compares favorably with cheap “built-in” types which are not 
interchangeable and lack flexibility, makes the purchase of “New Way” sec- 
tional, interchangeable shelving positively the best buy on the market from 
the standpoint off economy ond service. 


Our complete Catalogue “A Standardized Shoe Store” will be 
sent you free upon request, without any obligation whatever. 
It contains information of interest to every shoe dealer. 


GRAND RAPIDS SHOW CASE COMPANY 


GRAND RAPIDS, MICHIGAN 


anadian Manufacturers: JONES BROS. & CC., LTD.. Toronto, Canada 
bra LUTKE MANUFACTURING COMPANY, Portland. Oregon 
NEW YORK CHICAGO CLEVELAND ATLANTA 
1465 Broadway at 42nd St. 215 South Market St. 1113-1114 Ulmer Bide. 703-704 Candler Bldg. 
KANSAS CITY DALLAS HONOLULU. HAWAII 
606-697-608 Ridge Bldg. 705 Insurance Bldg. Harrison Bldg. 
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‘*Billy’’ Noll Himself 


One of B. S. T. A. Old Guards in 
the Ring 


O the young and to the old, 
here is a face as familiar as 
the call for an early break- 

fast to a famished traveler. “Billy” 
Noll is one of the old Gibraltars of 
the shoe trade, having packed his first 
samples fully thirty years ago to extol 
the virtues of the shoes made by Na- 
than D. Dodge Shoe Co. He repre- 
sented this house for some years, but 
to-day all manufacturers and superin- 
tendents from ocean to ocean seasonly 
await the coming of “General Billy,” 
dependent as they are on him for the 
real and genuinely true situation of 
the Foster Rubber Co. heel business, 
as related by a veteran trail blazer of 
the Cat’s Paw for all mankind—from 
infants to old age. 

Speaking of old age and cripples— 
Billy has more than once fitted out 
the latter with can tips to prevent 
skidding, as T. A. D. can testify. 

Billy is one of the old gang in past 
association work, classifying with 
“Old Man Paige,” “Gagey”-“Oakey”- 
“Pop” Wright, Irvin Rankin and 
Harry Ripley, but he never grows old. 
Why? He comes from the real old- 
fashioned, New England stock, and 
kicks just as far as the young fellows. 


A National Figure 


As a national figure, the Statue of 
Liberty is not better known—he is the 
one who issued the original call for 
the first meeting for the formation of 
the N. S. T. A., and generously do- 
nated a copy of the original call to 
the office of the N. S. T. A., which now 
is prized among its treasures. 

As a financier, he is a wonder. For 
21 years, without opposition, he has 
been re-elected to the secretary-treas- 
urership of the Boston Shoe Travel- 
ers’ Association, and watches the 
funds as fiercely as a bloodhound 
guards its victim. 


One of the big things “put across” 
by Mr. Noll was the mortuary fund. 


A Genuine Bostonian 


At the National Convention Bill is 
a figure until he starts on how Bos- 








CLARK BROWNING 


Coast Representative for Vollman- 
Lawrence Co. of Cincinnati 








ton does it, and as he is a genuine 
Bostonian, he is apt to “rampage” a 
little on its praises. And once “get” 
Bill on By-Laws and Constitutions, 
Roberts is as the starlight to the 
noonday sun. 

The picturesque side of Billy is 
seen at outings with his little satchel 
of antique vintage, but therein is con- 
tained the funds of his collections for 
dues and feeds. To escape Bill’s due 


bills is but to die—then he relents and 
humanity’s side is shown—for not B® 
member of the Boston Shoe Tr ’ 
Association who has passed t 
Unknown has not been remém@ere 
by flowers and his personal attendance, 
and many a big and sorrowful tear 
has our enormous-hearted Billy shed 
when nature has paid its debt to 
mother earth: Tender in feeling, big 
in mind, generous in criticism, kindly 
in thought, liberal in news and friend- 
ly to all is Bill’s make-up. 

But his other side has some “taints” 
and some you should always get him 
away from. Don’t ever let him try 
to tell you the shortest way to make 
a station or when a train starts, if 
you are in a hurry, for you will lose 
the train. 


Billiards Are His Hobby 


Billiards are his hobby, and Hoppe, 
the Wizard, has but an infant’s chance 
at some of the novel tricks he can pull 
over, but it is merely a pastime to Bill 
—not a business. 

In his younger days he thought 
himself a pitcher, but having been 
batted out of the box so often, he was 
fanned out from the Salesmen’s 
League. William Noll was born Nov. 
12, 1855, and if you gaze at the ring 
you must take off your hat to a real 
young fellow. 


CLEVER SALESMAN- 


SHIP ESSENTIAL 


Gene Murphy Preaches the 
Doctrine of Good-Will, 
Success, Justice and In- 

creased Production 


Says Gene Murphy, who represents 
the Menihan Company at 1232 Fourth 
Avenue, Oakland, Cal.: 

“With 105,000,000 pairs of feet to 
fit in the United States, there is a dis- 
tinct duty on the part of each shoe 
merchant, and each retail shoe sales- 
man to see that they are properly 
fitted, and that a profit is made com- 
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All Ready to Ship 


Get your order in at once on these live numbers 
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Orders filled same day 


No. 770. Price $4.00 
Patent Two Buckle Strap Peggy, Imita- 
tion Tip, White Stitching, White Fair 
Stitch, Goodyear Welt, Broadway Last, 
13/8 Heel. 
AA to D 


No, 480. Price $3.50 
Peters White Reignskin Oxford, Stitched 
Imitation Tip, White Ivory Sole, 7/8 
Rubber Heel, Goodyear Welt. 
AA to D 


as received 


No. 431. Price $3.50 
Peters White Reignskin Oxford, Stitched 
Cord Tip, Leather Sole, 11/8 Ivory Rubber 
Top Heel, Goodyear Welt, Princess Last. 
AA to D 


No. 784. Price $4.10 
Cocoa Calf Blucher Oxford, Tip, White 
Fair Stitching, Goodyear Welt, Princess 
Last, 11/8 Rubber Heel. 
AA to D 


¢ 


No. 745. Price $3.85 
Patent Oxford, Tip, Goodyear Welt, White 
Fair Stitch, 7/8 Rubber Heel, Sport Last. 
AA to D 


No. 466. Price $3.50 
Peters White Reignskin Oxford, Stitched 
Imitation Tip, Leather Sole, 13/8 Ivory 
Rubber Top Cuban Heel, Goodyear Welt, 
Tremont Last. 
AA to D 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


Cc. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 





January 21, 1922 


mensurate with the service rendered. 
That’s co-operation. 


Confidence Being Re-established 


“During the period when the de- 
mand far exceeded the supply, in every 
line, salesmanship was forgotten. 
Both commercial and retail salesmen 
remained, but with disuse their finesse 
was forgotten. If a manufacturer, or 
a retailer, had a manufactured article 
there was no need of a clever sales- 
man to present it attractively, the 
buying public was hungry for it and 
snapped it up immediately. However, 
this time has passed and we are now 
living in an era when clever salesman- 
ship is an absolutely necessary thing. 
Never has it been so necessary, not 
alone to increase the sales, but to re- 
store the confidence of the buyer. This 
is particularly true of the retail shoe 


L. E. BINGELL 


Who covers Pennsylvania for 
Excelsior Shoe Co. 








trade. Public confidence was shaken; 
the retail merchant’s faith in the man- 
ufacturer, the manufacturer’s faith in 
the tanner, the tanner’s faith in the 
seller of hides. However, thanks to 
co-operation and an absolute proving 
of ourselves, this confidence is being 
re-established. 


Survival of the Fittest 


“The phenomenal increase in the 
number of traveling men, many of 
whom were mere order-takers, exclu- 
sive shoe stores, and shoe depart- 
ments, within the last four years, is 
proof of one thing. It was easy to 
sell the public shoes. From now on, 
however, shoe selling will be in the 
hands of the man who knows how, or 
at least makes it a feature of his busi- 
ness. Perhaps what we have gone 
through has merely been a “sweating- 
out” process, a case of the survival 
of the fittest. 

“It is true that at the present time 
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conditions are unusual, and more or 
less unsettled; but there is no rea- 
son why any merchant should be at 
sea regarding them. Any up-and- 
coming merchandiser thoroughly un- 
derstands the importance of printers’ 
ink as an advertising medium, yet 
many a one totally disregard the im- 
portance of trade journals, and from 
these he may keep closely in touch 
with conditions as they are all over 
the country, not only in his immediate 
locality. Then, of course, there are 
the retail clubs that aid much where 
an exchange of ideas and viewpoints 
is concerned, to say nothing of the 
opportunity to associate with one’s 
confréres. 


High Ideals Necessary 


“There is no element in the shoe 
business so conducive to uncertainty 


CLARK B. ROWLEY 
Recently elected Secretary of the 
R. A. TF. 8. B. 


as gambling on the salability or life 
of a style. There are dreamers and 
doers. A mixture of a little of each is 
apt to be a very successful business 
combination. In other words, the com- 
mercial man who plans and thinks in 
advance has high ideals, common sense 
and the courage of his convictions, is 
bound to land right side up any- 
where, at any time, ready to co-op- 
erate with you for your success and 
profit. 


Travelers’ Work Important 


“As traveling salesmen our oppor- 
tunity to co-operate with the merchant 
is increased by the tidings we can 
bring of good or evil; perhaps it is 
greater than with any other class of 
men. We penetrate every nook and 
cranny of our beloved country, a fact 
our Government was not slow to rec- 
ognize during the war, when calling 
upon us for secret service work and 
other aid. 








Good Shoe 
Bottoms 
Protect Your 
Customers 


Your standing in the favor 
of your customers depends 
upon the quality of the shoes 
you offer them. Winter or 
summer they will patronize 
the shoe merchant whose 
shoes wear best and protect 
them in all kinds of weather. 
Give your customers the 
best value in long wear and 
protect their health by in- 
sisting on “Rock Oak” bot- 
toms on all the shoes you 
order. 


Rock Cak” 
Trade Mark Reg. U. S. Pat. Off. 


Many manufacturers have 
made “Rock Oak” sole leath- 
er standard in their fac- 
tories. They know that the 
“Rock Oak” stamp means 
quality shoes. Your manu- 
facturer will be glad to co- 
operate with you in putting 
“Rock Oak” bottoms on 
your next order. We will be 
glad to help you in this. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 
Chicago St. Louis Boston 














FIELD 
SHOE 








Specification No. 1309: Trench shoes, metal- 
lic fastened, three soles, cowhide in bends, 
flesh out, unlined. Heel plates, toe plates, hob 
nails, forepart and heels. 


Specification No. 1310: Trench shoes, metal- 
lic fastened, three soles, cowhide uppers, bends, 
flesh out, unlined. Hob nails forepart and 
heels. Heel and toe plates. 


Specification No. 1323: Trench shoes, welts, 
double soles, cowhide bends, flesh out, unlined. 
Hobs in forepart. Heel plates. 


Specification No. 1324: Trench shoes, metal- 
lic fastened, three soles, cowhide bends, flesh 
out, bark or chrome tanned, unlined. Hob 
nails foreapart and heels. Heel plates and toe 
plates. 


Specification No. 1351: Trench shoes, metal- 
lic fastened, two soles and outside tap, cow- 
hide uppers, 75% trim, chrome, unlined. Hob 
nails forepart and heels. Heel plates and toe 
plates. 


Specification No. 1352: Field shoes, metal- 
lic fastened, double soles, cowhide uppers, 75% 
trim, grain out, chocolate color, unlined. No 
plates, heel or toe. 
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All These Shoes 
Are NEW 


shoes for sale in this manner makes it 

possible for even the smallest retailer in 
the’country to purchase direct from the gov- 
ernment according to his needs and at the 
sane time the larger operators will have an 
opportunity to bid for 10,000 pair lots or for 
the entire MILLION PAIRS—since considera- 
tion will be given to bids for the ENTIRE 
QUANTITY. 


T's War Department in offering these 


Here then is an unusual opportunity for both 
small and large buyers. Send in your bids. 
Note the closing date is Feb. 6th. 12:00 o’clock 
Noon (E. T.) 


Mark Your Envelope 


“SEALED BID SALE” 
on Shoes—Feb. 6, 1922 


January 21, 1922 
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ACT NOW. DON’T DELAY. OF- 
FER WHAT YOU ARE WILLING 
TO PAY FOR WHAT YOU WANT 
TO BUY. Successful bidders will 
be promptly notified. Checks will 
be promptly returned to unsuccess- 


ful bidders. 
TERMS OF SALE: 10% (ten per- 


cent) of the amount involved in 
cash or certified check must be 
sent with each bid unless the total 
amount of bid is $250.00 or less in 
which case the entire amount must 
be sent with bid. Balance of bid 
is payable at signing of contract in 
Bankers’ Acceptance or irrevocable 
Letters of Credit payable in not to 
exceed four months. All bids must 
be for goods “as is” and “where is” 
f. o. b. point of storage. 


SAMPLES of shoes may be seen at 
any of the following addresses: 
Army Supply Base, Boston, Mass.; 
Army Supply Base, Ist Ave. & 59th 
St., Brooklyn, N. Y. Candler Ware- 
house, Atlanta, Ga., 1819 West 
Pershing Road, Chicago, IIl. 


ALL BIDS SHOULD BE SENT 
TO: Chief, Surplus Property Divis- 
ion, Room 1402, Munitions Building, 
Washington, D. C. 

Details as to description, sizes, 
widths and quantities have been 
compiled from best information ob- 
tainable and are approximately cor- 
rect. The Government, however, 
does not guarantee that the goods 
will conform in every way to this’ in- 
formation. 





At OMAHA, Neb. 
Total 1,725 prs.; sizes 6% to 12; larger proportion 
n sizes 8% to 10%; widths C, D and B. Packed 
in cases. Minimum bid considered, 1,725 prs. 





At CAMP PIKE, near Little Rock, Ark. 
Total 5,894 prs., as follows: 72 prs. Spec. No. 
1309; 3,782 prs. Spec. No. 1824; 1,992 prs. Spec. 
No. 1351; 48 prs. Spec. No. 1352; sizes 6 to 14; 
major proportion of sizes 8 to 9%; widths A to EB. 
Packed in cases. Minimum bid considered is 5,894 
prs. 





At FORT RILEY, near Junction City, 
Kan. 

rotal 449 prs.; 392 prs. Spec. No. 1352; 57 prs. 

Spec. No. 1351; sizes 6 to 10; widths A to ED 

Cased. Minimum bid considered is 449 prs. 
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At FORT WAYNE, Mich., near Detroit. 
Total 54 prs.; Spec. No. 1351; sizes 6% to 8%; 
widths E and EE. Cased. Minimum bid consid- 
ered, 54 prs. 





At FORT SNELLING, near St. Paul, Minn. 
Total 57 prs.; 39 prs. Spec. No. 1351; size 8D; 18 
prs. Spec. No. 1324; size 8. Cased. Minimum bid 
considered, 57 prs. 





At FORT SHERIDAN, Il. 
Total 103 prs.; 34 prs. Spec. No. 1324; 7% to 9. 
69 prs. Spec. No. 1351; 7% to 9. Cased. Mini- 
mum bid considered, 103 prs. 





At FORT ee ~~ near Crawford, 
: ie 
Total 44 prs.; 33 prs. Spec. No. 1351; 11 prs. 
Spec. No. 1324; sizes 5E to 9BE. Minimum bid 
considered 44° prs. 





At CAMP CUSTER, near Battle Creek, 
Mich. 


Total 39 prs. Spec. No. 1324; sizes 7B to 12E. 
Cased. Minimum bid considered, 39 prs. 





At JEFFERSON BARRACKS, Mo. 
Total 419 prs.; 158 prs. Spec. No. 1351; 24 prs. 
Spec. No. 1309; 163 prs. Spec. No. 1324; 74 prs. 
Spee. No. 1352; sizes 7 to 11; widths © to BE. 
Cased. Minimum bid considered, 419 prs. 





At FORT THOMAS, Ky. 
Total 97 prs. ; 62 prs. Spec. No, 1324; 35 prs. Spec. 
No. 1351. Minimum bid considered, 97 prs. 


LIST CONTINUED ON NEXT 
PAGE—DON’T MISS IT 











No. 1324 
—tThree Soles 

















and Outside Tap 
TRENCH SHOE 















1922. 








The Government reserves the 
right to reject any or all bids. 
Shipping instructions must be 
furnished to allow shipments 
to be made prior to May 30th, 





TRENCH 
SHOE 
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ADDITIONAL LOTS FROM THE GREAT 
1,000,000 PAIR SALE OF ARMY SHOES 








At ST. LOUIS, Me. Second & 
Arsenal § Sts. 


Total 78,071 prs.; 2,979 prs. Spec. No. 
1352; 75,055 prs. Spec. No, 1351; 37 prs. 
mismated; no hob nails. This lot is offered 


subject to prior sale. Minimum bid consid- 
ered, 10,000 prs. 


At FORT MORGAN, Ala. near 
Mobile. 
Total 24 prs. Spec. No. 1324; size 64BDE. 
Minimum bid considered, 24 prs. 








At COLUMBUS, OHIO, Gen, Reserve 
Depot. 

Total 2,505 prs.; 838 prs. Spec, No. 1352; 
98 prs. Spec. No. 1309; 654 prs. Spec. No. 
1351; 841 prs. Spec. No. 1324; 63 prs. Spec, 
No. 1310; sizes mainly from 7 to 9%; 
widths A to EB. Cased. Minimum bid con- 
sidered. 2,505 prs. 





At JEFFERSONVILLE, Ind. 
Total 780 prs; 137 prs. Spec, No. 1324; 643 
prs. Spec. No. 1351; sizes mainly 8 and 9. 
Cased. Minimum bid considered, 780 prs. 


At FORT MOULTRIE, S&S. C., near 
Charleston. 

Total 46 prs.; 22 pra. Spec. No. 1351; 24 

prs. Spec. No. 1324; sizes 5% to 8; widths 

BD and EE; no hobs or toe plates. Minimum 

bid considered, 46 prs. 


At NEW ORLEANS, La, Poland & 
Dauphin Sts. 

Total 9,321 prs.; 5,127 prs. Spec. No. 1324; 

4,194 prs. Spec. No. 1351; sizes 6 to 12; 

major portion 7% to 9%. Cased. Minimum 

bid considered, 9,321 prs. 


At FORT OGLETHORPE, Ga., near 
Chattanooga, Tenn. 

Total 591 prs.; 177 prs. Spec. No. 1310; 178 

prs. Spec. No. 1324; 236 prs. Spec. No. 

1351; with and without hobnails. Cased. 

Minimum bid considered, 591 prs. 


At FORT CASWELL, N, C., near 
Southport. 
Total 34 pre.; 12 prs. Spec. No. 1351; 8 
prs. Spec. No. 1323; 14 prs. Spec. No, 1324; 
with and without hobnails. Cased. Mini- 
mum bid considered, 34 prs. 


At FORT SCREVEN, Ga., near 
Savannah. 
Total 54 prs. Spec. Nos. 1324 and 1351. 
Minimum bid considered, 54 prs. 


At FORT McPHERSON, Ga., near 
Atlanta. 

Total 6 prs. Spec. Nos. 1309, 1324, 1351. 

Minimum bid considered, 6 prs. 


At AUGUSTA ARSENAL, near 
Augusta, Ga. 

Total 9 prs. Spec. Nos. 1324, 1351; 8 pr. 

size 7, 1 pr. size 12. Unpacked. Minimum 

bid considered, 9 prs. 


At ATLANTA, Ga., Candler 
Warehouse. 
Total 3,768 prs. Spec. No. 1310; sizes from 
7 to 12; widths A to BE; major portion of 
prs. run from 8 to 9%. ‘Minimum bid con- 
sidered, 3,768 prs. 


At ATLANTA, Ga., Candler 
arehouse. 

Total 208,327 prs. Spec. No. 1352; sizes 5% 
to 12; widths A to EB. Of the above total 
= 162,529 prs. are without hobnails, and 

45,798 prs. are with hobnails. The major 
portion of the sizes are 8, 8%, > 9%, 10. 
Minimum bid considered, 10,000 p 
































At FORT ANDREWS, near Boston, 
Mass. 

Total 222 prs. Spec. No. 1352. Unpacked. 

Minimum bid considered, 222 prs. 





At BOSTON, Mass., Army Supply 
Base. 

Total 263,184 prs., as follows: 46,240 prs. 

Spec. No, 1324, no hobnails, no tap soles; 





(Continued from preceding pages) 


92,857 prs. Spec. No, 1351, without hob- 
nails, but with tap soles; 8,592 prs. Spec. 
No. 1324, with hobnails; 27 prs. Spec. No. 
1309, with hobnails; 56,740 prs. Spec. No. 
1324, no hobnails; 2,496 prs. Spec. No. 
1351, with hobnails; 56,232 prs. Spec. No. 
1351, without hobs; sizes 5% to 14; major 
portion run from 7% to 10%. Cased. Mini- 
mum bid considered, 10,000 prs. 





At FORT MONROE, Va. 
Total 322 prs., of which 211 prs. are Spec. 
No. 1351. and 111 prs. Spec. No, 1324; 
sizes 5% to 11; widths D to ED. Cased. 
Minimum bid considered, 322 prs. 


At CAMP VAIL, N. J., near Long 
ranch N. J. 

Total 435 prs., of which 189 prs. are Spec. 

No, 1351; 227 prs. Spec. No. 1324; 8 prs. 

Spec. No. 1309; 11 prs. Spec. No. 1310; 

sizes 5% to 11; major portion 8 to 9% 

Cased. Minimum bid considered, 435 prs. 


At yon’ SLOCUM, N. Y., mear 
ew Rochelle. 
Total 386 M.. Spec. Nos. 1324 and 1351; 
sizes 6% to 11; widths B to EE.; with and 
without hobs. Minimum bid considered, 
386 prs. 


At WATERTOWN ARSENAL, near 
Watertown, Mass. 

Total 187 prs, of various kinds. Cased. 

Minimum bid considered, 187 prs. 


At CAMP HOLABIRD, near Balti- 
more, Md, 

Total 138 prs., of which 96 are Spec. No. 

1352; 17 prs. Spec. No. 1324; 25 prs. Spec. 

No. 1351; sizes 6 to 10; widths A to EE. 

Cased. Minimum bid considered, 138 prs. 


At WATERVLIET ARSENAL, 
Watervliet, N. Y. 


Total 16 prs.; no hobnails, no toe plates; 2 
full soles; sizes 64% to 7% Minimum bid, 
16 prs. 


At BROOKLYN, N. Y., ist Ave. & 
50th St. 




















Total 140,364 prs., of which 54, wee prs. are 
Spec. No. 1351; 1,824 prs, Spec. No. 1309; 
20,170 prs. Spec. No. 1324; 2,232 prs. Spec. 
No. 1310; 52,006 prs, in repacked cases and 
of various specifications ; 9,360 prs. of for- 
eign manufacture; sizes run from 6 to 14 
widths from A to BE; major portion of sizes 
are 7%, 8%, 9, 9%, 10 and 10%. Cased. 
Minimum bid, 10,000 prs. 


At FORT JAY, N. Y., Governor’s 
Island 


. 





Total 319 prs. Spec. No. 1351; no outside 
taps, no toe plates, no hobnails; sizes 7 to 
12%; widths C to BE. Unpacked. Mini- 
mum bid considered, 319 prs. 


At SCHENECTADY, N. Y., 
Gen. Reserve Depot. 
Total 203,755 prs., of which 72 prs. are 
Spec. No, 1309, with three soles, heel and 
toe plates and hobs; all sizes 10/D; 34,021 
prs. Spec. No. 1324, 2 full soles, no toe 
plates, no hobs; sizes 7 to 14; B to EB; 
a portion of sizes 8% to 10% ; 58, 055 
Spec. No. 1324, 3 soles, no plates or 
hobs: sizes 5 to 12%, mainly 8% to 11; 
widths B to EB; 8,405 prs. Spec. No. 1351, 
2 soles, no outside tap, no toe plates, no 
hobs; sizes 7 to 12; widths B to EE; 103,- 
178 prs. Spec. No. 1351, 2 soles with tap. 
no plates, no hobs; sizes 7 to 12%, mainly 
8% to 11; widths B to BE; 24 prs. Spec. 
No. 1352, 2 soles, no heel plates, all sizes 
10/D; 17 prs. various specifications and 
sizes. Cased. Minimum bid considered, 10,- 
000 prs. 


At PLATTSBURG BARRACKS, 
Plattsburg, N. Y. 
Total 312 prs., of which 53 prs. are Spec. 
No. 1324; sizes 7 to 10%; widths C to EE; 








259 prs. Spec. Nod. 1351; sizes 6 7%; 
widths D to EE. Cased. Minimum bia con 
sidered, 312 prs. 


At NORFOLK, Va., Warehouse 
No, 3-H. 
Total 5,986 prs., of which 2,215 are Spec. 
No. 1352; sizes 7 to 11%, mainly 8, 8% 
and 9; widths A to EB; 2,825 prs. Spec. No. 
1351, ‘with tap soles, but no hobs or plates ; 
sizes 7% to 11%, mainly 7%; widths D to 
BE; 922 prs. Spec. No. 1324, no tap soles, 
hobs or plates; 24 prs. Spec. No, 1324, 3 
full soles, with hobs and plates; sizes 7% to 
11, mainly 7% to 9%; widths B to EE. 
Cased. Minimum bid considered, 5,986 prs. 


At PORT NEWARK, N. J., Army 
Supply Base. 

Total 44,584 prs. of which 465 prs. are Spec. 
No. 1309; sizes 7 to 12, mainly 8 and 9% 
incl.; widths D to EB; 480 prs. Spec. No. 
1310; sizes 6% to 14, mainly 8 to 10; 
widths D to EE ; 20,742 prs. Spec. No. 1324; 
of which 8,506. prs. are without hobnails, 
others in this lot have heel and toe plates 
and hobs; sizes run from 5 to 14, but =e 
mainly 7% to,10%; 22,395 prs. Spec. 
1351, of which 20, 192 prs, are without 3. 
sizes 6% to 12, mainly 7% to 10; widths D 
to EE; 2,193 prs. with hobs, heel and toe 
plates; 112 prs. Spec. No. 1352; sizes 8 to 
11; 331 prs. foreign make; sizes 6 to 13. 
Cased. Minimum bid considered, 10,000 prs. 


At LANGLEY FIELD, near 
Hampton, Va. 
Total 475 prs., of which 300 prs. are Spec. 
No. 1351; 75 prs. Spec. No, 1309; 100 prs. 
Spec. No. 1324. Unpacked. Minimum bid 
considered, 475 prs. 


At CAMP MEADE, Md., near 
Odenton, Md. 
Total 2,635 prs.; sizes 6 to 11%, mainiy 
7 to 10%; widths C to . Cased. Mini- 
mum bid considered, 2,635 prs. 


At PITTSBURGH, Pa., 
3939 Batler St. 
Total 6,708 prs., of which 6,110 prs. are 
Spec, No. 1352; 41 prs. Spec. No. 1324; 557 
prs. Spec. No. 1351. Cased. Minimum bid 
considered, 6,708 prs. 


At FORT MASON, Cal., 
San Francisco. 
Total 2,811 prs., of which 2,336 prs. are 
8 No. 1351, and 475 prs. are Spec. No. 
1524. Minimum bid considered, 2,811 prs. 


At FORT CROCKETT, near 
Galveston, Tex. 
Total 17 prs. Minimum bid considered 17 
prs. 


At PHILADELPHIA, Pa., 2ist St. & 
Oregon Ave. 

Total 31,940 prs., of which 22,415 prs. are 

Spec. No. 1351; 156 prs. of this lot have 

hobs; 9,439 prs. welts with hobnails; 86 

prs. Spec. Nos. 1309 and 1324. Minimum 

bid considered 10,000 prs. 





























At CHICAGO, Ill., 1819 W. 
Pershing Rd. 
Total 94,209 prs., of which 13,763 prs. are 
Spec. No. 1351, without hobnails and plates; 
6,254 prs. Spec. No. 1324, without hobnails 
or plates ; 73,700 prs. chocolate marching 
shoes, 2 soles, Spec. No. 1352, no plates; 
sizes run from 6 to 15; major portion in 
sizes 7% to 10%. Minimum bid, 10,000 prs. 








At VARIOUS POINTS IN THE 
SOUTHWEST. 


Total 73,105 prs. ‘These shoes are stored in 
Texas, New Mexico, Oklahoma and Arizona. 
The sizes run from 6 to 13, various widths, 
with and without hobs. Some are field 
shoes, some are trench shoes. Full details 
as to locations and sizes will be found in 
bulletins. Minimum bid will be 10,000 prs. 


See Preceding Page for Terms of Sale. 


Important Note: All Bids Should Be Sent To 
CHIEF, SURPLUS PROPERTY DIVISION 


Office of the Quartermaster General, Room 1402 Munitions Bldg., Washington, D. C. 








SEE PRECEDING PAGE FOR TERMS OF SALE 
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Announcing a Gigantic Sales 
Program of Vital Interest to 


Every Reader of This Publication 





Atlanta, Georgia, from February until May, is 
to be the center of the greatest sale of War De- 
partment Surplus the country 
has ever known. There will be 
great auction sales, and in addi- 
tion, certain items will be offered 
for sale by sealed bid. The first 
great aucton sale is February 6th. 








Millions of dollars worth of clothing and equip- 
age, textiles, leather and harness, general sup- 


plies, foodstuffs, tobacco, shoes, 
hardware, machinery, office sup- 
plies, laundry machinery and 
supplies, chemicals, paints, belt- 
ing, bolts, rivets, etc. will be of- 
fered in this big clean-up. 


REMEMBER—the value you get out of these 


sales depends on your getting each catalog, as 


issued, and attending the sale. 


The First Offering of This 
Stupendous Sale Will Be 
February 6, 1922 


But there are more to follow—watch for pub- 
lication of the dates—in March, in April, in May. 


Conditions Governing 
The February 6, Atlanta Sale 


practically your own 
price. 


The commodities of- 
fered will go to the 
HIGHEST BIDDER, 


Ss. ae 


The sale opens at 10 
a. m, Feb. 6. All 
commodities sold “as 
is,” “where is.” SEND 
FOR CATALOG. 


exceptional 
chance to buy in any 


articles you need at 


Get in Touch With 


SURPLUS PROPERTY CONTROL OFFICER 
Candler Warehouse Atlanta, Ga. 

















4 . 


Here are some representative items 
that will show you how necessary it 
is for you to be represented in 
Atlanta, AT ALL SALES. 


REMEMBER—these are only a few 
items. Send for catalog. Get in 
touch with SURPLUS PROPERTY 
OFFICER, Candler Warehouse, At- 
lanta, Ga., for full information. 


13,823 
6,018 


Shoes, russet .......-- 
Overshoes, arctic, recl. .. 
Boots, rubber, hip, recl. pr. 505 
Boots, rubber, knee, recl. pr. 232 
86,112 


o GE ca nes ce saws 1,000,000 
Stockings, wool, new. . . . 1,353,201 











Mittens, canton flannel.. 283,761 
ee 
? 
° 
. 
? 
r 
Fa 
Give This ras 
Coupon to ros Dete 
Your Stenographer , fe 


Now! o Property 
oe’ Control Officer 


o 
eo’ Candler Warehouse 
rae Atlanta, Ga. 


a Please send me the catalog of 

o material to be offered at the 

¢e February 6 Auction Sale at 
¢ Atlanta, Ga. 
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Showin one of the Snap 
styles featuring our presen 
line of Ultras” ‘The skeleton 
saddle strap usedin different 
color leather makes this 
sport oxford-one of our - 
most attractive numbers 


Can be made on order 
within 4weeks. 


MOORE - ATAFER’ 
‘WHOE “MFG ° CO” 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFKL 545-547-549 MARBRIOGE BLOG,8 WAY AT 34ST. 
JACK E.JESTER Mee. 





— 


Lillian O-Tites-. 






































-ZAUAJAAVNVOUUUULAAVVAADUUULALLLANODADDDLLAAAD OUD AAAAAOUUOALLAAAADOOWAS 


Mermmasertee® cfcoOypy was UBDsewweaartnwenaex ss, 


rr Ss at Qe ae J oS 


mode ga 








January 21, 1922 


BOOT AND SHOE RECORDER 


97 








Shoe and Leather News From Industrial 
and Retail Centers 
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BOSTON 


Big Get-Together January 25 


New England Retail Shoe Merchants Post Convention 
Meeting at Auditorium of City Club— 
Reception, 5 P. M.; Dinner, 5.30 P. M. 


NE of the biggest events in 
O local retail shoe trade circles 

will be held at the Audito- 
rium of the Boston City Club on 
the evening of Wednesday, Jan. 
25, when the New England delegates 
to the N. S. R. A. Chicago Convention 
will tell the story of the National 
meet to brother shoemen of Massa- 
chusetts, Rhode Island, Connecticut 
Maine, New Hampshire and Vermont. 
The reception will take place at 5 p. 
m., and the dinner promptly at 5.30 
p. m. 

Ensyln Gardner, secretary of the 
Massachusetts Retail Shoe Merchants 
Association has been keeping “tabs” 
on the probable attendance and states 
that he anticipates an attendance of 
about 500 or more at this New Eng- 
land Shoe Merchants Post Conven- 
tion meeting, which is also the official 
meeting of the Massachusetts Retail 
Shoe Merchants Association, the 
Rhode Island Shoe Retailers Asso- 
ciation, and that of the Associated 
Shoe Company. 

The committee in charge of this 
meeting is composed of D. F. Sulli- 
van, Fall River, Mass.; I. H. Morse, 


Lowell, Mass.; L. C. Haynes of 
Springfield, Mass.; T. S. Childs, 
Holyoke, Mass.; W. C. Goodwin, 


Fitchburg; George E. Peirce, Provi- 
dence; Roy S. Whitmore, Providence; 
W. C. Roose, Manchester. Tickets 
have already gone out to those who 
have signified their intentions of at- 
tending. Any member of the trade 
who has not yet arranged for tickets 
and who wishes to attend should 
write at once to Secretary Gardner, 
85 Devonshire Street, or phone Con- 
gress 1223. 


Business is Brisk 


Retail shoe store and shoe depart- 
ments are all doing a very satisfac- 
tory business. Everything in the 
footwear line has sold well—there 
have been some very cold days, and 
some rather mild, sunshiny days, and 
then for variation, a good snow and 


rain came along on Jan. 11, which 
stimulated the sales of heavy foot- 
wear, high shoes, and rubbers. One 
of the big sellers has been buckle 
arctics for both men and women. 
Party slippers have sold well, so has 
fancy hosiery, as well as the staples. 
The new shoes for spring are begin- 
ning to arrive and some very attrac- 
tive patterns, especially for the 
women folks are noted. 


An Optimistic Survey 


A survey of the Bay State Indus- 
trial situation reveals just cause for 
optimism. The shoe industry is 
getting more active and leading tex- 
tile concerns are operating at over 
80 per cent capacity—one big mill in 
Lawrence is employing 10,000, the 
largest number in its history; electri- 
cal plants in Lynn and Pittsfield face 
an expansion of production; paper 
mills are operating on a much more 
favorable basis than six months ago. 
The outlook shows that the process 
of readjustment to normal is well 
advanced and there is every indica- 
tion that production in all of Massa- 
chusett’s industries should proceed in 
an orderly manner. 


January Sales Are On 


January sales are on in earnest, 
within the high-grade exclusive shoe 
stores. T. E. Moseley Co., Jones, 
Peterson & Newhall, The Henry H. 
Tuttle Co., and Thayer McNeil Co. 
started their preliminary sales to 
charge customers on Jan. 16 and 
on Jan. 23 their sales to the public 
will commence. 


Special Offerings 

At the Nettleton Boot Shop, a tan 
and black Scotch grain brogue and 
tan Norwegian blucher, reverse welt, 
Viscol sole, sold at $9.85; a tan board 
leather lace boot, medallion tip, was 
specially priced at $12.85 and $16, 
tan cordovan boots and brogue ox- 
fords and tan and black calf brogue 
oxfords sold at $11.85. 





Liquidation in Progress 


At Hagan’s a liquidation sale of 
men’s and women’s shoes was adver- 
tised in the Sunday papers of January 
8. The ad read: “I am going to sell 
every pair of men’s and women’s 
high grade boots, oxfords and pumps 
in this $100,000 stock, regardless of 
cost or loss. It’s a veritable slaughter 
of shoe prices—a genuine liquidation 
of stock that should crowd this store 
tomorrow morning to the side walk. 
Absolutely nothing reserved. Original 
price tickets remain on every pair so 
that you can see the remarkable sav- 
ings for yourself at a glance.” Tan 
calf, black kid, brown kid, black calf, 
patent colt, black suede, black satin, 
brown satin, cordovan, Scotch grain, 
black calf and brown calf in the $5 
and $6 grades, for $39.85; in the $6 
and $7 grades for $4.85; in the $7 
and $8 grades for $5.85; in the $8 
and $10 grades for $6.85 and in the 
$10 and $12 grades for $8.85. 





A Service Improvement That 
Will Interest You 


We have never been content with 
the ordinary methods of retail mer- 
chandising. We have wished serv- 
ice in our store to mean much more 
than the mere selling of shoes. 

We are glad, therefore, to an- 
nounce that a number of our sales- 
men have successfully completed 
the training course of the 1 
Shoemen’s Institute. 

This course has given them a 
scientific knowledge which qualifies 
them to offer you real help in the 
selection of correct footwear. 

You will find their recommenda- 
tions very much worthwhile in such 
important matters as scientific fit- 
ting. the choice of proper style, 
leather and construction for the use 
intended, and the care of fine foot- 
wear. 

The details of this service will 
be explained in future advertise- 
ments. We invite you to take ad- 
vantage of it. 


THAYER McNEIL CO. 
47 Temple Place-15 West Street 











A recent ad in daily newspapers, 
announcing a scientific salesman- 
ship service. 


Other Shoe Specials 


R. H. White Co.’s shoe department 
advertised a sale on kid lace boots, 
cloth tops, welt soles, Cuban heels for 
$6.85; also patent leather oxfords in 
medium Cuban heels, welt soles, and 
black kid welt oxfords at $6.85; black 
and white satin pumps and broadtail 
novelty strap pumps for $6.85. Some 








98 








Where to Buy 


| Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 


7 Women’s Shoes, Party 

, . 
&¢ Nis iP Slippers and Novelties. 
Lo Write for Catalogue 








BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned Bondoirs. Quilted 
Sock. Black 
$1.40. Red and 





Bench Sewed Turns. Sizes 2 * -60. 
Same in Misses’ 11% to 2, $1.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 
















COLLINS & STAPLES 
Makers ofHandTurnedLowCuts 


is style in stock. Bik. Sat. 
14/8 J. L. heel. Solid sote leather 
counters and . Sizes % 
to & Widths A-C. Price 4.4%, 

— 0 days. 

118 Phoenix Row, 
Haverhill, Mass. 
1S Eeecx St., Boston 
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Specializing in Medium and+ 
; “ GRADE 


dll style‘ made of Dome? 
Imported Satin Brocadesand Metal Cloth. 
$2.26 per pair and up 


west MGUSTIN Co 


NEW YORK 


‘ 








No matter what policy you may ; 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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styles for Southern wear were reduced 
to $4.98. 

At Hovey’s bargain basement, a 
lot of women’s rubber sole golf 
oxfords in brown and black calfskin, 
sold for $3.95. 


Store Dance January 26 


The Thayer McNeil Associates will 
hold a ball at the Brightlestone Club, 
on the evening of January 26. The 
music for’ dancing will be furnished 
by Reynolds Jazz Band of Keith’s 
Circuit, a headliner in jazz bands. 
Some five hundred tickets have been 
sent out. The President of the Asso- 
ciates is P. E. Thayer, a past presi- 
dent of the Boston Retail Shoe Sales- 
men’s Association. William Whalen, 
salesman at the Thayer McNeil Co. 
store, is chairman of the dance com- 
mittee. 


Retail Salesmen Meet 


The regular meeting of the Boston 
Retail Shoe Salesmen’s Association, 
Inc., was held at Dupont’s, on Mon- 
day evening, January 16. President 
W. H. Morgan presided and gave a 
very interesting report on the N. S. 
R. A. convention, Chicago, to which 
convention he was a delegate. The 
Hon. John Jackson Walsh, gave a con- 
structive talk on “Public Spirit,” and 
Wilma Erlich, professional enter- 
tainer, gave a group of humorous 
readings. Supper preceded the even- 
ing’s program. 


Big Hide Cargo 


United States shipping board 
steamship West Corum, said to be the 
first vessel to leave Buenos Aires for 
the United States with a full cargo 
for nearly a year, sailed January 5 
for Boston, loaded chiefly with hides, 
but also including consignments of 
wool and linseed. 


Sacredness of Contract 


Frank A. Black, Publicity Manager 
of Wm. Filene’s Son Co., stated that 
his company is having posted perma- 
nently in its New York and Boston 
sample rooms, the following notice: 

“A purchase order from this cor- 
poration, once properly confirmed, 
constitutes a contract which both 
parties are expected to carry out. It 
is our policy to live up to such con- 
tracts in letter and spirit. We intend 
that no orders shall be canceled and 
mo goods returned, when the manu- 
facturer has fulfilled his part of the 
contract. Any manufacturer or sales- 
man will favor us by reporting direct 
to any of our Merchandise Managers 
or to any member of the firm (either 
in New York or Boston) instances 
where this policy appears to have 
been violated. We guarantee that 


such action will not result to the dis- 
advantage of said person or firm.” 
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A Washington Calendar 


The United Shoe Machinery Com- 
pany has recently issued its greetings 
to the trade for the New Year in the 
form of a desk calendar, compiled 
and arranged by Daniel S. Knowlton, 
which is entitled “‘A Washington Cal- 
endar for 1922.” This calendar has 
an attractive little booklet attached, 
fully illustrated with pictures of the 
famous George and scenes from his 
life, incidents of his life are also 
related. A summary of the principal 
events in the life of the first President 
is also made. 

To set up this calendar for desk 
use, it is unfolded and the bottom 
joined to the back flap by slipping the 
tabs through the slit, thus forming a 
stable base. To use the calendar, the 
booklet is opened and the left hand 
pages are caught, month after month, 
under left hand tab. This booklet can 
be removed at the end of the year by 
simply unbending the staples at the 
back and can be filed for future refer- 
ence when questions arise as to dates 
and events in the life of George 
Washington. 


The Straight Inner Line 


James Creed, manager of the 
Women’s Shoe Department, second 
floor, Thayer McNeil Company, is a 
“stickler” for the straight inner line 
in correct shoe fitting, and proves his 
theory by a set of plans which he can 
present in one minute, provided pencil 
and paper are within reach. Said he 
recently: “Any shoe that is not 
straight on the inner line does not fit 
the human foot. Take a baby’s foot 
as soon as it begins to get into shape 
and make your observations if you 
will. Ninety per cent of our foot 
troubles are caused by a departure 
from the straight inner line. The 
human foot may be likened to a tri- 
angle—the shoe acts like a wedge. 
Builders of shoes should arrange so 
that the same amount of material can 
be placed each side of a line drawn 
through the foot’s center. The Lord 
made the human foot with more 
material on the inner, or great toe 
side than on the outer, or smaller 
toes, side. The three points of the 
foot’s triangle are the heel, the next 
is the transverse, or forward extrem- 
ity of the first metatarsal and the 
third point, the forward end of the 
fifth metatarsal. These are the ear- 
marks of our plastic shoe. Any shoe 
that has a tendency to throw the large 
toe away from the normal straight 
line produces an enlargement of the 
toe joint, forces out the lubricating 
oils of the joint and then bunions 
appear. And high heels, while I sell 
them, have sold them—many a time 
—yet I must admit that the very 
high ones have the effect of flatten- 
ing the transverse arch. The big duty 
of the retail shoe merchant is to im- 
prove the feet of the people of his 
community.” 
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New South Boston Plant 
Going Strong 

Approximately 2,000 pairs a day 
are being turned out by the Allen- 
Goller-Leighton Company in their new 
plant on K street, South Boston, to 
which they moved recently from 
Lynn. Incidentally, in the moving, 
some records were badly broken. In 
fact, four weeks from the date when 
shipments from the Lynn plant 
ceased, shipments from the South 
Boston plant began. 

In no small measure is this record 
due to the ingenuity of A. Hill, fac- 
tory superintendent, who, after care- 
ful planning, employed two gangs of 
men. One gang dismantled the Lynn 
plant, machine by machine and loaded 
it on the big trucks waiting at the 
factory door. The other gang, work- 
ing under the direct supervision of 
Mr. Hill, set up the machines and 
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connected the belting, as the ma- 
chinery arrived from the North Shore 
city. 

The new plant is a four-story 
structure with about ten thousand 
square feet per floor and the depart- 
ments have been so arranged that the 
raw material moves in as nearly as 
possible a straight line from the rooms 
in which it is stored right through 
the plant, emerging as a finished shoe 
near the shipping room. 

Another achievement which makes 
the present production rate seem 
noteworthy was that of building up 
an entirely new organization of 
workers. None but executives went 
from Lynn to South Boston. All 
other workers had to be recruited 
anew and welded into a compact, 
smooth-running machine. This was 
accomplished only by the hardest kind 


‘ of work. 


ROCHESTER 


Gray Looks Like a Leader 


What Is Selling in Local Shoe Stores—A 
Children’s Shoe Factory to Add 
Women’s Turns 


the National Shoe Retailers’ 

Convention report that grays 
will be the big sellers in spring 
footwear. Since the first of the year 
there has been some call for gray, 
both in combination with patent 
leather or black kid, and there is a 
general feeling that as the season ad- 
vances the demand for gray will in- 
crease. 

For street wear, saddle strap ox- 
fords for women are selling well and 
soft toe styles are coming into their 
own. For evening wear, dance slip- 
pers of satin or brocade, or of gold or 
silver cloth, are selling well. Styles in 
bronze kid with bronze bead em- 
broidery on the toes are also much in 
demand. 

Rochester Quality Shoes, Inc., are 
showing many attractive numbers in 
their new spring and summer line. 
This firm has been in business for 
several years, but formerly made only 
infants’, children’s and misses’ shoes. 
Beginning with the present season the 
firm has added a complete line of 
women’s high-grade bench made turns, 
which they will feature along with 
their Goodyear welts for children. 


I OCAL merchants who attended 


For Truthful Advertising 


If the Better Business Committee 
of the Rochester Ad Club has its way 
the merchant who is always running 
“che greatest sale ever held” will no 
longer be allowed to advertise in this 
manner in Rochester. Recently this 


committee formulated advertising 
terms and phrases, and then put the 
matter up to leading merchants in all 
lines asking them to co-operate to the 
end that advertising shall tell the 
truth. Already seventy firms have 
agreed to follow the ideas of the 
Better Business Committee. 

Among the things to which these 
advertisers have agreed is the elimi- 
nation of statements such as “great- 
est sale ever held.” “greatest values 
ever offered,” etc.; also when the word 
“value” or “worth” is used in an ad- 
vertisement that it shall mean the 
reasonable market price the Article 
would bring at the time, and that when 
“originally” or “formerly” is used it 
shall mean the first price at which 
the goods were marked in the adver- 
tiser’s store in the current season and 
not what they have been priced at a 
year or two ago or at the time of the 
peak of high prices. The Better Busi- 
ness Committee feels that when sev- 
eral such statements appear in one 
issue of a newspaper the public can- 
hardly be blamed if it believes none 
of them. 

The committee also feels that un- 
qualified and unsupported statements 
such as these do a great deal of harm 
and are worthless in so far as returns 
to the user are concerned. It is not 
the harm to the advertiser who fool- 
ishly uses such phrases that concern 
the Better Business Committee, how- 
ever; it is the damage done to all ad- 
vertising. The reader seeing such ex- 
aggerated statements not only disbe- 
lieves them, but is inclined to be skep- 
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Where to Buy 


Women’s Shoes 


















Lower Priced 
than the Best, 


Better Quality 
than the Rest! 
fend for Catalogue 
MAID-RITE PMLT CLIPPER 08. 
35 York St., Brooklyn, N. Y. 














Women’s Turn 
Havechill, Tenses. 


Boston Office 
Rice Bidg. Room 406 










E. A. & M. C. Witherell Ce. 


Manufacturers 


Boots and Slippers 











FERN & & POOR CO., Inc. 


acturers 
errs sar Mass. 
Women’s Turn 
Comforts 
Boots & Slippers” 
for the wholesale trade 


















Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 
= Fim pepe 


piaghan on Request. 
Felstiner-0O’Connell 
Shoe Co., Inc. 
Washington St. 
Haverhill, Mass. 
Boston Office, 92 Beach St. 














Phillips-Cram Corp. 


276 River St, Haverhill, Mase. 









Makers of 
Women’s Turn 
Slippers 


207 Hoon Street 








Where to Buy 


Ballet Slippers 















Ballets im Stock 
Chila’s 84. “tt. - $1.28 


Misses’ 114%4-2 
Girls’ 2%-7.... is 


Haverhill, Mass. 
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here to Buy 


Women’s Shoes 




















Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 








e=Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Speciale 
ing in High Grade Novelties 


NEW YORE BOSTON 
D. F. Mellen 215 Le - 8t. 
Bernard Durgin 
Factory 





Haverhill, Mass — 





WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our big, sow Stuy. 
and production is “hitting on high.” 
high-quality standard will be better a 
tained than ever before. 


TESSIER & BOWDOIN 





172 Washington St. Haverhill, Mass. 














Where toBuy 


Shoes at Auction 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


a 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustrations 
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tical of other advertising as well. 
Thus all advertisers are harmed. 

It is the hope of the Better Business 
Committee to make all advertising 
more effective by creating a greater 
public confidence in the printed word 
of merchandising. The first step in 
increasing this public confidence is the 
elimination or reduction of exaggera- 
tion and misstatement. 


January Sales Successful 


Most of the downtown stores put 
on special after-inventory sales and 
all report that they have been very 
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successful. Shield’s Boot Shop reports 
an unusual response to its offering 
and that the sale was very successful. 
The Nettleton Shop, which offered 
some shoes at marked reductions and 
report that the public bought freely 
of the higher-priced shoes. 


Looks for Better Business 


E. S. Shorts, manager of the local 
Regal store, reports good business 
both before and after the holiday sea- 
son, and feels very strongly that busi- 
ness will be increasingly good due to 
the new Regal prices. 


LYNN 
Sport Shoes Continue Strong 


New Lasts Loom Up—Gored and Strap 
Pumps Appear—Boot Season 
a Disappointment 


style and general service is 

going to sell best during the 
spring and summer. That is the 
opinion of Mr. Thomas, of V. K. & 
A. H, Jones & Thomas. And, in sup- 
port of that opinion, he is designing 
new types of sport shoes, making 
them over new walking lasts whose 
flat foreparts and low heels are 
livened up by clever strokes of style. 

So far, the winter season has been 
particularly favorable to sport styles 
in footwear, for days were mild until 
January, and low cut, low heel shoes, 
like those commonly worn in summer 
time, were in fashion until the time 
of the Chicago style show. And then 
buyers began to turn their eyes to- 
ward low shoes for Easter and spring 
time. 

“Boots were a_ disappointment,” 
comments one manufacturer, and then 
he changed the topic of conversation. 
The fashion of unbuckled arctics, 
which has appeared again, has also 
kept low shoes in style. At least, 
that is the way Lynn manufacturers 
view it. 


Tos shoe that blends sport 


Some Novelty Styles 
While the bulk of the spring busi- 
ness of the Rialto Shoe Co. is on 
sport shoes, yet it is giving a great 
deal of attention to the novelty style 
shoes, such as suéde sirap pumps, with 
gorings in the side. It is making up 
some handsome gray shoes of this 

sort; they have wood heels. 


A Fashion Incidental 
’ The influences of fashions in foot- 
wear are far and wide. For instance, 
the coming of the fashion of white 
footwear makes busy the shops of 
the degreasers of Peabody. It is 
necessary to degrease, Or extract 
animal grease, from leather to make 
the right white finish, The same is 
true, too, of patent finish. 





By the way, the grease is extracted 
from the leather by gasoline, and the 
gasoline is evaporated and condensed 
and used again. 

Consolidated and Incorporated 

Lippitt & Alfond Shoe Co., which 
was recently formed by consolidating 
the business of J. J. Lippitt Shoe Co. 
and Alfond Shoe Co., has been incor- 
porated with a capital of $150,000 by 
Josiah J. Lippitt, Simon Alfond and 
William Shienwald. The equipment 
of the Alfond company has been 
moved to the factory of the Lippitt 
factory on Box Place, and additional 
space has been taken. Welt turns and 
McKay shoes are made for the big 
city trade. 


Two Firms From One 

William Sullivan has retired from 
the Lynch Shoe Co. and will start a 
new enterprise for the manufacture 
of welt shoes for the big city trade. 

H, F. Linder, a Brooklyn shoe man 
who has bought the interest of Mr. 
Sullivan, will join with Bernie Green, 
treasurer of the company, in building 
up the business. He is at work on a 
line of new samples for the spring 
trade. 

The factory, by the way, has a 
capacity of 60 cases a day, all welts, 
for the big city trade. 


Dainty Toe Room Last 

A new last, with a round toe, a 
vamp 3% or 3% long, has been de- 
signed by Edric R. Taylor, of Mc- 
Nichol-Taylor, Inc. It has a Louis 
heel 16/8 high. It is intended to 
provide good toe room and at the 
same time look light and dainty 
enough to be in good style. 





A Countersunk Ball 
Everett Dunbar, the footologist, has 
designed a last with a counter sunk 
ball, and experimental shoes have been 
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made over it in a Lynn shop. The 
idea is that the ball of the foot shall 
fit into the forepart of the shoe like 
a ball into a socket in a ball and 
socket joint. So fitting, the trans- 
verse arch of the foot~will be sup- 
ported by the sole of the foot as it 
rises to the apex of the instep arch. 

Mr. Dunbar claims that this sort 
of a shoe will prevent the falling of 
both the transverse and the instep 
arches of the foot, 


Started as a Shoe Man 
By the way, William T. Grant, head 
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of the W. T. Grant Co. chain of 25 
cents stores, was formerly a sales- 
man in the shoe department of Almy, 
Bigelow & Washburn’s store in Salem. 
He rose to be manager of the shoe 
department. That looked like success 
for him, in the eyes of many of his 
friends. However, he had a belief 
that the merchandising field offered 
abundant opportunities to men who 
could originate and carry out new 
ideas in the distribution of goods. 
So he started to build up a chain of 
25 cent stores, and he succeeded. He 
always was a very good buyer. 


BROCKTON 


Orders From Chicago Style Show 


Delegates Bring Style Ideas from N. S. R. A. 


a 


Convention Displays to Be Used at 
Brockton Fair Exposition 


of Brockton shoe manufac- 
turing concerns, also those 
in the Brockton District, who at- 
tended the Chicago Shoe Style Show 
reaped an excellent harvest of orders 
through the showing of attractive 
styles in men’s and women’s welt foot- 
wear. Quality as well as the price 
was considered by the merchant buy- 
ers. The result is that Brockton shoes 
have brought fair prices and that 
quality will be well maintained in the 
product now to be gotten out in full 
volume for the Easter season. 
Although the Shoe Style Show to 
be held in connection with the Brock- 
ton Fair of 1922 is yet nine months 
away, plans are already being devel- 
oped for this showing of Brockton 
and Brockton District shoe styles. 
Messrs. Frank E. Packard, Wm. B. 
Nash and Geo. M. Rand, respectively 
associated with Geo. E. Keith Co., W. 
L. Douglas Shoe Co., and Tolman 
Print, Inc., attended the Chicago Show 
for the purpose of obtaining sugges- 
tions for the Brockton event. Mr. 
Packard will be acting chairman, Mr. 
Rand, managing director, and Mr. 
Nash, style show superintendent. 
President John S. Kent, of the Brock- 
ton Shoe Manufacturers’ Association, 
will be honorary Chairman. Frank M. 
Bump, secretary of the association, is 
secretary and treasurer. Members of 
the Brockton Style Show Committee 
are pleased to learn that other style 
shows held since last year’s Brockton 
Fair have adopted many ideas origi- 
nated there. 


R “ot Brockton shoe manutse 


Death of Shoe Manufacturer 


George T. Kelly, member of the 
Three K Shoe Company and superin- 
tendent of the concern’s shoe factory 
in the nearby town of Stoughton, died 
recently following an operation. Mr. 
Kelly, who was 30 years old, was a 


son of Michael F. Kelly, head of the 
Three K Shoe Company. George 
Kelly was associated with his father 
and brother in that concern. He was 
one of the youngest shoe factory 
superintendents in Massachusetts. A 
native of Brockton, he was well known 
in this city and vicinity. 


Walk-Over Producing Camphor 


George E. Keith Company operates 
at its Walk-Over Plant in this city 
an extensive chemical department. 
Stains, blackings, and many things 
accessory to the production of Walk- 
Over shoes are made there. Also, re- 
search work is carried on. Stanley P. 
Lovell, head of the chemical depart- 
ment, has a process worked out where- 
by a camphor content was salvaged 
from the waste. The result was three 
tons of camphor. The first shipment 
of this by-product will, Mr. Lovell 
states, be followed by other shipments 
in equal or larger amounts. Geo. E. 
Keith Company is a pioneer among 
shoe manufacturing concerns in the 
marketing of camphor. 


Shoe Business in Canada 


George W. Folger, representing the 
Brockton Rand Company, who recent- 
ly returned from a business trip dur- 
ing which he called on numerous shoe 
manufacturing concerns in the Cana- 
dian Provinces of Ontario and Quebec, 
brings favorable reports concerning 
conditions of shoe business there. He 
says that manufacturers as a rule are 
having a fair volume and a steady 
amount of orders from their Canadian 
customers, and that they look for a 
continued growth in sales during the 
next few months. 


Former Shoe Manufacturer Dead 


Captain Zimri Thurber, retired 
manufacturer of shoes and shoe ac- 
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cessories, died at his home in Brock- 
ton January 7, in his 85th year. For 
more than 40 years he had been a 
resident of Brockton and one of the 
leading men in shoe and kindred lines. 
Following shoe factory employment as 
a youth he engaged in the shoe busi- 
ness for himself in Milford, Mass., 
later becoming superintendent of 2 
shoe factory in that town. In 1880 he 
was superintendent of the Houghton- 
Coolidge Company’s plant in West 
Medway, and later in Milford for the 
same concern. In 1881 he came to 
Brockton taking charge of the local 
factory of Houghton-Coolidge Com- 
pany. He continued there until 1895 
when the business was discontinued. 
After a year as superintendent of the 
Whitcomb & Paine factory, Holbrook, 
Captain Thurber returned to Brock- 
ton. In company with D. W. Field he 
established the Field-Thurber Com- 
pany, manufacturing men’s and boys’ 
shoes. Two years later he disposed 
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of his interests and purchased an in- 
terest in the Q. O. Patten blacking 
and supply business. Later this com- 
pany was known as Thurber & Wade. 
Captain Thurber then purchased the 
business retaining the original name. 
In 1906 he sold it and retired from 
active business. 


Registered a Trade-Mark 


The Selis Shoe Company, in the 
nearby town of Stoughton, have regis- 
tered as a trade-mark for their goods 
the name “Ware Apare.” This con- 
cern manufactures a line of men’s 
medium priced welts for the wholesale 
trade. 


Early 1922 Shoe Shipments 


Shipments of shoes from Brockton 
factories for the first week of the new 
year totaled 10,474 cases. This shows 
a marked increase as compared with 
6103 cases for the first week of 1921. 


PROVIDENCE 


Trade Activity Predicted 


Industrial Heads Say Trend Is in Right Direction, 
and Commencing With Easter Business 
Will Be Normal 


ITH the advent of 1922, 
W reports from industrial 
heads in Rhode Island are 
more encouraging as to general 
business activity within the New Year. 
The consensus of opinion is that there 
will be a material improvement with- 
in the next 90 days. A few, however, 
although they are not pessimists, do 
not believe that there will be any 
great wave of prosperity this year, 
but believe business will slowly rise 
during 1922 and that the general 
trend is in the right direction. 
Retail business, compared with past 
years in dollars and cents, is slowly 
but surely improving in this district, 
in spite of the fact that some of the 
largest industries are still operating 
below normal. On the whole, how- 
ever, shoe merchants continue opti- 
mistic and believe that from Easter 
on, business will come into its own. 
For the first week of the New Year, 
business was regarded as being fair 
which was most gratifying after the 
heavy holiday trade buying. Of the 
29 cities in the entire country showing 
employment increase during the past 
December over November, Providence 
showed a gain of 45 per cent. 


Merchants Resume Noon Meets 


Resumption of the semi-monthly 
luncheon meets of the Retail Mer- 
chants’ Division of the Olneyville 
Business Men’s Association was held 
Monday, January 16. Their annual 
banquet was held Wednesday, Janu- 


ary 18. Out-of-town speakers, with 
representatives of the state and mu- 
nicipal governments were present for 
the event. 


Merchants Have Liquidated 


A survey of the stocks of Rhode 
Island shoe stores reveals the fact 
that they are in a better condition than 
they were this time in 1921. Every 
effort was made during the season to 
clean out many lines and to condense 
stock as much as possible, in order 
to avoid carrying over their present 
inventory or on their shelves unsalable 
merchandise for the opening of 1922. 
One of Providence’s merchants stated 
that at the first of the new year, he 
found his stocks in splendid condition, 
although a little over-stocked on 
women’s Russia calfs, and in men’s 
shoes, blacks had been the slow 
movers. 


Building Being Remodeled 


The Clark Building in Main Street, 
Pawtucket, is to be remodeled soon 
and completely devoted to the business 
of Peter L. Casey, boots and shoes and 
women’s suits and furnishings, which 
already occupies the lower floor of the 
building. The three story front is to 
be altered under a long-time lease. 


A $3.95 Sale 


At the shoe department of the Si- 
mond Company department store, 1 
special sale of men’s well-made, trade- 
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marked shoes, is being offered at 
$3.95. Among them was noticed some 
of the popular makes of shoes that 
have sold regularly for $8.50 to $10 a 
pair. The showing was of calf, vici 
and patent colt. The sale has been 
most successful, says Manager Har- 
per. 


Clearance Sales 


The majority of the retail shoe 
merchants of Rhode Island are con- 
ducting clearance sales of some kind 
and a minor amount of footwear is 
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being moved, the best demand being 
for women’s sport shoes. 


Calendar Presented Purchasers 


At the Boston Sample Shoe Store, 
15 High Street, Pawtucket, an attrac- 
tive calendar was given away to each 
purchaser during the Christmas and 
New Year’s shopping. “The idea 
proved to be the thing, our business 
being extra heavy,” says Manager 
Maurice Mellion, who on various occa- 
sions presents to his patrons gifts of 
hosiery or other merchandise. 


HAVERHILL 


Some Improvement in Shoe Production 


N. S. R. A. Convention Orders Received 
on Three to Four Weeks’ 
Delivery Basis 


vention and Style Show and 

the return of shoe manufac- 
turers and salesmen from that city, 
good reports are heard concerning 
the amount of business secured. Re- 
tail shoe merchants attending the 
Convention apparently have realized 
the importance of placing delayed 
orders for Easter footwear. The re- 
sult is a quite substantial business 
for Haverhill-made footwear on a 
basis of three and four weeks de- 
livery. Additional orders will un- 
doubtedly follow these to be delivered 
at a later period so that the Easter 
goods may be coming along as 
wanted. 


F OLLOWING the Chicago Con- 


Shoe Prices Favorable 


The price situation has had an im- 
portant influence on the placing of 
orders. Haverhill manufacturers 
have met this condition in a way 
which has overcome some obstacles 
formerly considered to be almost un- 
surmountable. Industrial problems 
are headed toward an early settle- 
ment and there is no doubt in the 
minds of the members of the trade 
here that this city will obtain through 
the prices offered to shoe merchants 
a full share of the Spring business for 
1922. 


In-stock Departments Making Good 


Factory departments for the keep- 
ing of shoes in stock will be more im- 
portant this present season as re- 
gards sales of Haverhill-made shoes 
than ever before. Concerns which 
have been identified with this feature 
of their production are making active 
preparations to speed up facilities in 
this direction as a means of supplying 
merchants with immediately required 
shoes. In-stock styles, while com- 
paratively few in number, will be 
readily marketable lines at prices 


which represent good values and ex- 
cellent profit possibilities for mer- 
chants. Between now and Easter 
time these Haverhill factory in-stock 
departments will prove a timely con- 
venience to retail shoe merchants who 
do not desire to place large orders 
but who desire to have the goods 
coming along in small lots from time 
to time. 


Speeding up White Shoe Output 


One result of the Chicago Shoe 
Style. Show was the placing with Ha- 
verhill concerns of many substantial 
orders for white footwear. One of 
the local concerns in this line secured 
business which will give its plant full 
production for weeks to come. Haver- 
hill production of white footwear in 
general will be speeded up immedi- 
ately in response to the demand. 
White canvas and buck, as well as 
combinations of white and other 
colors will have a big sale during the 
spring and summer season. Haver- 
hill plants are well equipped to sup- 
ply this demand and their facilities, 
it is believed, will be taxed to the ut- 
most through the late ordering of 
this class of footwear. 


A Visitor from Atlanta 


Mark Edison of Edison Shoe Com- 
pany, Atlanta, Ga., was a visitor in 
Haverhill the past week. Mr. Edi- 
son, who conducts an exclusive shoe 
store in Atlanta, says that business 
is excellent and that prospects are 
good for a continuance of this con- 
dition. He adds that Atlanta is in 
a prosperous condition and that he 
expects an excellent business during 
1922. 





Gallery of Haverhill Notables 


A novel plan will be put into effect 
at the Pentucket Club, an organiza- 
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tion which includes in its member- 
ship many men connected with the 
shoe and kindred trades in Haverhill. 
A room has been set apart in the 
clubhouse in which biographies and 
photographs of every man in any 
way identified with the growth of the 
city from 1870 to the present time 
will be on record. The list of eligi- 
bles is open to every man in Haver- 
hill who has contributed in any way 
to the city’s upbuilding during the 
past 50 years. As the development 
of this plan will naturally include 
many of the members of the Haver- 
hill shoe trade, past and present, it 
is a matter of local as well as gen- 
eral trade interest. 
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Large Leather Stocks Received 


An excellent indication of business 
revival in the shoe business is the 
receiving by local cut sole concerns 
of large shipments of sole leather. 
Haverhill has severa] of the largest 
cut sole plants in the United States, 
many of which market the bulk of 
their production in the Middle West. 
As a matter of course they also cater 
extensively to local trade. Much 
upper leather is also coming into 
Haverhill, indicating that local pro- 
duction will soon be substantially in- 
creased in this city. 


WASHINGTON, D. C. 


Retail Shoe Conditions Favorable 


Uncle Sam’s Employes Make Up Greatest Portion 
of Purchasing Class—Strikes and 
Pay Cuts Unknown 


ONDITIONS in the retail 
C shoe business in Washington 

have perhaps been more fa- 
vorable at this time than in other 
cities due to the fact that the major- 
ity of shoe purchasers are in Govern- 
ment employ, which means that they 
have a steady income, and retail busi- 
ness does not suffer from the effects 
of strikes, lockouts or drastic pay 
cuts. 

Joseph Strasburger, who has con- 
ducted the Family Shoe Store for 47 
years at Seventh and Pennsylvania 
Avenue, says that his stock is liqui- 
dated satisfactorily and that business 
is good. He feels that shoe merchants 
themselves are responsible for the low 
price agitation going on everywhere, 
due to lowering their standards of 
merchandise and service to meet a 
specified price. He finds a heavy de- 
mand for jazz oxfords in black and 
brown and is also selling many one- 
strap slippers in both turns and welts 
with heels ranging from 1 inch to 1% 
inches. 

Mr. Dawson, manager of the Emer- 
son Store at 907 Pennsylvania Avenue 
(selling men’s shoes only), has had 
good holiday business, the demand 
being mostly on low shoes, of which 
80 per cent were brown. His stock 
is well liquidated and he expects bet- 
ter shoes for spring at a slightly lower 
price. 


A Standard of Ethics 


Newman Little, of Snyder & Little, 
F Street N. W., expressed some very 
sound ideas as to successful shoe mer- 
chandising and the type of salesmen 
he employs in his store. He said, 
“Every man in my store is an execu- 
tive.” He believes and encourages the 
work of the Retail Shoemen’s Institute 





and told of conducting meetings with 
his sales force every morning for 15 
to 30 minutes. He goes over his pur- 
chases with them and explains his re- 
lations with the manufacturers with 
whom he does business. There is a 
standard of ethics in his store, which 
means that each and every salesman 
must at all times render maximum 
service to customers. Mr. Little has 
never conducted a discount sale in the 
29 years he has been in business, and 
recalls only three or four complaints 
on P. M. shoes in the past five years. 
He says that he sells a great many 
of them, but they are sold right. 


Round Table Organized 


Henry C. Copeland, special repre- 
sentative of the Retail Shoemen’s In- 
stitute of Boston, was in Washington, 
Jan.3 to 6 and has organized a Round 
Table. The stores represented in the 
group are: Arthur Burt Co.; Wolf’s 
Walk-Over Shop; and Berberich’s, 813 
Pennsylvania Avenue. Other stores 
expected to be represented shortly are 
B. Rich’s sons; Cantilever Shoe Shop; 
Regent Shoe Store, 943 Pennsylvania 
Avenue; and Emerson Shoe Store, 907 
Pennsylvania Avenue. 


Merchants Elect Officers 


A meeting of the Washington Shoe 
Retailers’ Association was held 
Thursday evening, Jan. 5. The follow- 
ing officers were elected for the com- 
ing year: President, Arthur Burt; 
vice-president, A. E. Felser; secretary, 
Charles Ruppert; treasurer, I. B. 
Nordlinger; directors, Joseph Stras- 
burger, Joseph Berberich and Max 
Rich. 

President Burt introduced Henry C. 
Copeland and spoke highly of the 
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work the Retail Shoemen’s Institute 
had undertaken. Mr. Copeland re- 
sponded and explained in detail the 
aims of the Institute in attempting to 
elevate the retail shoe business and 
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in the training of shoe salesmen to 
sell more pairs and to sell them right. 
The talk was well received and the 
members expressed optimism as to the 
future of the retail business. 


ROCHESTER 


Retail Merchants Elect Officers 


A Big Spring Season on Sport Footwear Is Predicted 


tically all of the Rochester 
shoe men were busy with 
inventories, and endeavoring to get 
cleared up so that they could set out 
for Chicago with all thoughts of busi- 
ness left behind, the weekly meeting 
of the Rochester Retail Shoe Dealers, 
which would have, been held on Tues- 
day, Jan. 2, was postponed until Tues- 
day Jan. 16, when the election of offi- 
cers for the coming year was held. 
Sport shoes are expected to be in 
big demand this spring, as the new 
1922 clothing styles for women will 
be more than ever toward sport effects. 
William Eastwood & Son Co. are de- 
voting one of their windows in their 
Main Street store to sport footwear 
for Southern wear, and report an ex- 
ceptional demand, which would indi- 
cate that this type of footwear will be 
increasingly popular as the season 
advances. 


O WING to the fact that prac- 


M. A. Shafer Dead 


Manley A. Shafer, president of the 
Moore-Shafer Shoe Mfg. Co. of Brock- 
port, N. Y., recently after an ill- 
ness of several months. Mr. Shafer 
was born in Clarkson, N. Y., March 7, 
1856, and entered the shoe business in 
1888 when he and Wilson H. Moore 
organized the Moore-Shafer Shoe Mfg. 
Co. In 1901 Mr. Shafer was elected 
president of the company, which posi- 
tion he held until November, 1921, 
when his health failed. 

Mr. Shafer is survived by his wife, 
two daughters, Mrs. L. A. Mitchell of 
Anderson, Ind. and Mrs Charles H. 
Wadhams of Brockport; three sons, 
Frank C., Lawton B. and Wilson M. 
Shafer, all of Brockport, and one 
brother, Frank H. Shafer. 


Many Special Sales 

During the past week practically 
every retail shoe store in the down- 
town district has been conducting a 
sale or offering specials to stimulate 
business. 

At the Van Deventer store all Flor- 
sheim shoes that formerly sold for $10 
and $11 are now marked at $8.85 while 
$12 and $14 are priced at $9.85. To 
clean up broken lines in shoes and ox- 
fords they are offered at the special 
price of $5.85. 

Duffy-Powers Company offer in 
their January clearance sale all their 
women’s boots at half price. 

E. W. Edwards & Son are holding 
their annual clearance of footwear in 
which women’s and children’s shoes 
are featured at $4.95. 

In addition to the above special 
offerings are being made in practi- 
cally every shoe store. 


New Factory Operating 

The new Endicott-Johnson giant 
factory at Johnson City has recently 
been completed and machinery is rap- 
idly being installed. This mammoth 
building is generally acknowledged by 
shoe men to be one of the finest shoe 
plants in the world. It is already pro- 
ducing over 15,000 pairs a day. The 
plant was not started until Feb. 15, 
1921, and at the end of the first year 
it is estimated this factory will be 
turning out 20,000 pairs daily of clean 
merchantable shoes. This is consid- 
ered probably one of the most remark- 
able feats of organizing ever accom- 
plished in shoemaking. It is expected 
that the maximum capacity, estimated 
at 28,000 to 30,000 pairs, will be 
reached early in the spring. This 
production is devoted exclusively to 
medium price shoes for men and 
women. 


BIRMINGHAM 


Business Rather Quiet 


Women’s One and Two Strap Patents Leaders— 
Best Business on Medium-Priced 
Footwear 


HE local retail shoe mer- 
T chants who sell standard shoe 
lines report a light holiday 
season, and thus far comparatively 
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little buying throughout the territory. 


Recent sales of dancing pumps and 
patent leathers have held up well. 
Trade on brogues is beginning to fall 
There has been a 
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corresponding increase in the sale of 
men’s low shoes on the English last. 

The local Walk Over shop reports 
an approximate decrease of 25 per 
cent over the last holiday season, with 
a slight increase for the opening days 
of the new year. 

The “Fit-Rite” store reports a good 
sale of felts during the holiday sea- 
son and slow movement in practically 
all other lines. 

The Florsheim and Hanan stores re- 
port good movement in fancy goods, 
with all classes of merchandise hold- 
ing their own and no one particular 
line of goods exceeding the others in 
sales. 

In women’s shoes practically all of 
the local merchants agree that the one 
and two-strap patent leathers are 
leading the field, with cloth shoes 
barely holding their own. Black satin 
leads in cloth shoes and sales have 
been comparatively good. 

All merchants report best sales in 
moderate priced footwear, with more 
expensive goods consistently falling 
off in sales, but little action in cheap 
goods. 


Stocks Are Short 


The Birmingham shoe merchants 
are optimistic in spite of the rather 
poor holiday season, as stocks are, for 
the major part, short and they will 
not have to charge off large amounts 
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to depreciation as was the case last 
year. They all complain that while 
manufacturing commodities are being 
reduced and labor is already reduced, 
prices remain rather high. This con- 
dition however, they are confident will 
be adjusted during the coming year, 
and attribute it to the fact that there 
was no other outlet for the overstock 
obtained by the manufacturers during 
the peak production of one and two 
years ago, making it incumbent on 
them to either accept great losses or 
else use greatest care in accomplish- 
ing reductions. They feel, however, 
that the manufacturers have done 
their best to meet them half way and 
look for business to assume normalcy 
during the early spring. 

January stock-cleaning sales have 
received comparatively good patron- 
age but due to gerferal short stocks, 
are not to be compared in volume with 
those of recent years. 


Finding Dealers Optimistic 

Findings dealers report good sales 
which they attribute to the fact that 
the public are “making the old ones 
do” to a greater extent than during 
the recent prosperous times. They 
report that quality is higher than pre- 
viously and constantly improving, and 
that business on the whole, while 
rather light, looks decidedly opti- 
mistic. 


CHARLESTON 


Optimistic as to 1922 


Business for 1921 Has Been in Excess of 
That of 1920—Mild Winter Has 
Hurt Boot Selling 


tail shoe merchants of this 

city shows that the year just 
ended has been very satisfactory 
despite the nation-wide “hard times.” 
Morris Ellison, head of the Ellison 
and the Globe shoe stores says his rec- 
ords show that more shoes were sold 
by his firm during 1921 than during 
1920. Of course, the amount of cash 
represented was not any larger, on ac- 
count of lower selling prices. Practi- 
cally the same report is made by all 
the leading merchants and all are very 
optimistic as to 1922. 


A CANVASS of the leading re- 


Felt Slipper War 


The Charleston buying public was 
quite amused a short time ago at what 
promised to be a “shoe war” among 
several local merchants. A fair grade 
of felt slippers was being displayed 
by two or three uptown stores at 
$1.60 and $1.65 a pair. Some time ago 
one merchant had made a large pur- 





chase of felt slippers—some thirty 
cases—with a view to jobbing them. 
Finding it hard to “job” them, he de- 
cided to put them on at reduced prices 
and came out with a page ad offering 
them at $1.50. The next day two other 
merchants came back offering them at 
$1.40. For several days there was a 
reduced price announced first by one, 
then by the other. Finally one mer- 
chant—not the one with the big stock 
—told the public to come and get them 
for a dollar (for one day only). The 
big stock man failed to follow; the 
war was declared off, and the same 
slippers are now selling around $1.45 
a pair. The one with the big stock 
says he sold over 500 pair the week 
before Christmas at the last-named 
price; but he still has a number of 
cases on hand. 

So far the winter here has been 
extremely mild and this has had a bad 
effect on the sale of boots. At no 
time this winter has the thermometer 
dropped below thirty, and it reached 
that only once. 
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MONTREAL 


The Shoe Trade Reviewed 


T. H. Rieder, President of Ames Holden McCready, 
Ltd., Explains Conditions in Canadian 
Shoe and Leather Industry 


view of the boot and shoe 

manufacturing situation in 
Canada has been recently made pub- 
lic by T. H. Rieder, president of 
Ames Holden McCready, Ltd., and a 
recognized expert on trade conditions. 
Mr. Rieder states: 

“The leather shoe industry of Ca- 
nada has attained a measure of liqui- 
dation greater than that in most other 
Canadian industries. Surplus stocks 
have been absorbed and production is 
now almost entirely for current re- 
quirements. Manufacturers’ prices 
have been substantially reduced and 
are once more on a stable basis. These 
conditions indicate that business dur- 
ing 1922 will be practically on a nor- 
mal basis and that the factories will 
be kept busy. 

“During the major part of 1921, 
and for most of the previous year, 
the leather footwear industry of Ca- 
nada trudged through a slough of 
despond calculated to try the courage 
of the most intrepid. As was com- 
mon with most commodities during the 
five-year period ending with the 
spring of 1920, there was a continu- 
ously rising market season after sea- 
son for boots and shoes. As hides, 
leather, cotton and labor advanced in 
price, so was the shoe manufacturer 
compelled to charge more for his prod- 
uct. It seemed that the peak of high 
prices would never be reached. But it 
was reached—and with startling sud- 
denness—in the spring of 1920, when 
shoe manufacturers, wholesalers and 
retailers all had ample stocks of goods 
made from expensive raw materials, 
and by high-priced labor. 


The General “Slump” 


“The general ‘slump’ in all commodi- 
ties, precipitated by the so-called ‘buy- 
ers’ strike,’ was accentuated by the 
imposition of the luxury tax in May, 
1920. This ill-timed piece of legisla- 
tion was at least successful in focus- 
ing the attention of the Canadian pub- 
lic on their feet. It told them that 
a pair of shoes costing $9 or over was 
a luxury and would Le taxed; and this 
at a time when good, serviceable shoes, 
of a quality and style demanded by 
the public, could not be produced to 
retail at less than that price. In any 
event, the luxury tax was the alarm 
which caused the shoe industry to be- 
come a general target of abuse and 
criticism, and to practically stop the 
buying of shoes. People figuratively 
went on their uppers, rather than buy 
these alleged luxurious shoes at sup- 


Tr HE following authoritative re- 


posedly usurious prices. The result- 
ant condition was most disastrous to 
the industry as a whole. Production 
ceased or was largely curtailed. Man- 
ufacturers commenced writing down 
values and they, with the wholesalers 
and retailers, concentrated their 
efforts on clearing their shelves. 


Re-Pricing to Meet Conditions 


“The company which I direct— 
being the largest footwear manufac- 
turer in Canada—took the lead in the 
early fall of 1920 in adjusting its 
position to meet the new conditions, 
and, in January, 1921, repriced its 
entire stock of materials and manu- 
factured goods to replacement values 
and continued this process several 
times since. Had this policy been 
pursued to a like extent during the 
rising market of 1915-1920, shoe man- 
ufacturers would have made additional 
profits during that period to help them 
offset part of their subsequent losses. 


A State of “Flux” 


“The production of boots and shoes 
in Canada in 1920 was about 2,500,000 
pairs short of the normal require- 
ments of the Canadian trade. The 
factory output during 1921 has also 
been substantially less than the usual 
demand. During this two-year period 
shoe stocks in the hands of manufac- 
turers, wholesalers and _ retailers 
throughout the whole Dominion have 
been liquidated to the extent that they 
are now at a very low ebb. This fact 
is indicated by the numerous ‘rush’ 
orders received by manufacturers and 
distributors to-day. Telephone and 
telegraph orders are more common 
than mail orders. The Canadian pub- 
lic needs shoes at this very moment, 
and needs them badly. Nevertheless, 
the conservative, far-sighted shoe 
manufacturer is not plunging into ex- 
cessive production plans. Orders al- 
ready booked will keep Canadian shoe 
plants busy until well into the spring. 
He realizes that the Canadian foot- 
wear industry—particularly concern- 
ing the distribution of the product— 
is in a state of flux, and that the suc- 
cessful shoe manufacturer of the fu- 
ture will be he who shapes his produc- 
tion and his merchandising accord- 
ingly. 

Troubles of the Trade 


“During the last eighteen months the 
old-line jobbing houses were unable to 
place orders with their manufacturers, 
as they were bent upon relieving their 
heavy stocks. 
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Whereto Buy 


Ballet Slippers 























25% Cash Discount 


From the regular 55c. 
list on thirty pair case 
lots. 

Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 














Ballet Slippers 


IN STOCK 
296, Black Ballet, 8-11, $1.30; 
11%-2, $1.40; 2-7, $1.50. 
No, 1233, White Ballet, 8-11, $1.55; 
11%-3, $1.6; 2-7, $1.75. 
Chipman-Harwoed Co. 
564 Atlantic Ave. Boston 






3 











GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 














| Whereto Buy 


Men’s Shoes 




















| CRAIG -REED & EMERSON INC. 
BROCKTON MASS ae: 








[UNION SHOE CO] 
uen's a were j 


BROCKTON MASS. 






































INFORMATION 5: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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_SHOOKIT BL ACK srtaee my) (018), A BROWN SHOES 
GRIFFIN GRIFFIN 
“ Cc ] Shoe Shin Outfits th nent 
SHOOKIT omplete oe ining tfits that 
For Black Si contain really practical equipment, SHOOKIT 
Including Polishes, For Tan or Brown Shoes 
CONTAINING ‘ CONTAINING 
1 Bottle Sterling Dressing. Real Bristle Wood Back Brushes and 1 Bottle I : 
1 Box Sterling Paste. Daubers and Polishing Cloths. A sure- Bristle Polishing Brush. 
; —- il —. Brush. fire seller for your findings case—and | Bristle Dauber. 
1 Canton Flannel Polishing a wonderful value—tastefully cased. i Canton Flannel Polishing 
Cloth. Cloth. 
$9.60 Per Dozen $9.60 Per Dozen 


There are no better or better known dressings for all shoes than Griffin 


GRIFFIN MANUFACTURING COMPANY, Inc. 











UAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 


flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION ° 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - 














67-69 MURRAY STREET NEW YORK, U. S. A. | 
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(Continued from page 85) 
impossibility. As a rule, therefore, 
the repair man charged more for ap- 
plying a pair of such soles, even 
though the rubber was given him, 
than for putting on molded soles and 
supplying the materials himself. 

“The wearer, barring the finish of 
the shoe, was usually delighted; that 
is, at first. The soles were light, 
springy, and gave a wonderful foot 
grip. After a little while, however, 
the unvulcanized rubber began to 
creep and spread out at the edges 
where dust and dirt gathered. These 
edges, under the influence of slight 
heat, became decidedly sticky. Fur- 
thermore, in wear, the soles showed a 
tendency to cut and tear whenever 
they were used for rough climbing. 

“The consensus of opinion, there- 
fore, was that the vulcanized sole was 
not threatened by the unvulcanized 
article.” 


EXPORTS SHOW NORMAL 
GROWTH 


In 1921 foreign markets took from 
the United States 229,000 pairs of 
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rubber boots as contrasted with 
112,932 pairs in 1913, a gain of over 
100 per cent. Rubber shoes show an 
increase of more than one-third in the 
number of pairs exported. 

Total exports of manufactures of 
rubber in 1913 were valued at $13,- 
660,250, increasing to something like 
$30,763,000 in 1921. In releasing the 
total valuation figures, the Rubber 
Division of the Department of Com- 
merce, Washington, points to the in- 
teresting fact that this growth is at 
the same rate as the trade showed in 
the pre-war period from 1908 to 1914. 
Without fluctuations occasioned by 
the war, says the Division, normal 
growth would apparently have carried 
the trade to just about where it is 
to-day. 


RECENT QUOTATIONS 


Para—Up-river, Ib. ......... 22%@.. 
Up-river, coarse .......... 14%@.. 
CRs GD cccwcasccdecs 21 @.. 
BERNE: GEETGD ccvccscccces 10%@.. 








More Woolen Stockings Than Ever 


Certainly there are more sport stockings of wool 
than ever before in American stores, for, besides 
the stockings from American mills, there are thou- 
sands and thousands of dozens of wool stockings 
from England and Germany. 









every bottle. 


does not rub off. 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 


Your customers like it because 


It clings evenly to the surface—it 


REPCO—the enamel your patrons demand 


It keeps their shoes looking trim 

and new and stylish. 
Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 


United Shoe Machinery Corporation, : Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 








Caucho, ball, upper........ 13%@ 
Caucho, ball, lower........ 11%@.. 
GI. a0 6th n 666060608508 42 
Plantation—First latex, crepe 19 @.. 
Brown crepe, thin, clean..... 18 @.. 
Brown crepe, rolled......... 17%@.. 
BEHELD co cccsiesbastec 19 ee 
BD 200ccdscécesektemndt 18%@.. 
 - eee ee ee 18 @. 
Smoked ribbed sheets........ 194%@.. 
*Centrals—Corinto ........++ «+ @13 
a TT re ee ae @13 
CRN SUD cicivccove se @12 
CURFUNG, WEE. ccicdccosisa ve @13 
Cee, GF cesccsteuase co @26 
*Balata, block, Ciudad.... .. @55 
*Balata, block, Colombian. .. @42 
*Balata, Panama ........ «.- @40 
Cen, Gest. 2... cccsicwe 68 @70 
African— 
Deneuelia, Me. &... ccsecse 8 @10 
Kassai prime, black....... 16 ee 
Kassai prime, red......... 12 @13 
*Nominal. 


SCRAP RUBBER 


Boots and shoes...........++ 3%@.. 
Arctics, trimmed ........... 2%@.. 
Arctics, untrimmed ......... 2 @.. 
Banner tubes, Me. Loseccces 08 es @ 3% 
Inner tubes, No. 2........+++ «> @ 2% 
Hose, steam, fire............- %@ % 
Tires—-Automobile .......... %@ % 


OUR BELOVED CHAPLAIN SAYS 
By E. D. Gildersleeve, Poughkeepsie, N. Y. 
“T expect it to be the most enthusiastic, beneficial, 
progressive, and the greatest convention we have 
ever had. Do you believe it? All say ‘Yes.’” 

















Buyers’ Easy Reference Directory 








No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 
foliage, including vase 
as illustrated, each, $1.75. 
per dozen, $18.00. 

Write for MY SPRING CAT- 
ALOG No. 82 with illustra- 
tions in colors of Artificial 


Flowers, Plants, Vines, etc., 
M F FOR THE 
ASKING. 


Frank Netschert 
61 Barclay St. 
NEW YORK, N. Y. 
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Retails, $2, $3.50 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
is unexcelled. Well-known 
recommend its use. 










Developer 
surgeons 


VENTILATIONS 
PATENTED 


Make your stock of 
children’s shoes 
complete by sending 
your order oday. 
Phone Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 





Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





Blooded 
Stock 
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TLER, LE 


INCORPORATED 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 


332 Summer St. 





IN STOCK— 


READY FOR 
AT ONCE DELIVERY 


EXCEPTIONAL VALUES 
AT THE PRICE ASKED 
FINE BLACK VICI BOUDOIR 
Sizes 3 to 8 Price $1.35 
FINE BLACK VICI ONE-STRAP 
LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 


In less than 36 pr. lots add 5c. 
per pair. 2% 10 days, net 30 days. 


Brown-Edwards Co. 
West Epping, N. H. 
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INFANTS’ UP-TO-DATE LOW CUTS 


Hand Turned—In Stock 


Immediate Delivery y 
‘Also 4 4 
Strap Ro- 
man Sand- 





al $1.25 
Mary Janes—All Lea- $ 1 Strap—2 Buttons— 
thers — Spring Heels, sens Heel. 2/5— 
2/5 — 5 /6—95c. . 2/6—85e. 5/8 
5/8—$1.00. —vve. 


Also 1 and 2 Strap Same—Also Mary Jane 2 Strap. 
Terms 2% 10 days—Net 30. 








THE BAY STATE SLIPPER CO., Haverhill, Mass. 





If you were buying a horse and he was just a horse you would 
have to take for granted the things the owner said, and then wait 
for experience to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, 
you would not need to take the man’s word for it. The pedigree 
would show his ancestry and race and give you an idea of the 
animal’s capacity for speed and 


It’s the same in buying advertising space. 
sell “just a horse” and you have to take their circulation statement 
with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A. B. C. state- 
ment is the pedigree that tells you what to expect in the way of 
speed and endurance. 













endurance. 





Some publications 
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For Retailers and Jobbers 


You Can Buy All Your Straps 
Direct from Us 


No. 6 





No. 4c 
No. 6—8$3.75 per dozen. 
No. 4C—83.00 per dozen. 
In patent, gun metal, brown kid or calf. 


Ribbon or Leather Bows or 
A LSO—ra sels for Children’s Shoes 


Write to 


The Vanity Novelty Works 
Designers and Manufacturers of 
SHOE ORNAMENTS 


913 Gates Ave. Brooklyn, N. Y. 








Novelty 
Stitchdown Shoes 
for Children 





Mahogany Lotus 
Two Strap Pump, 
stitchdown, best 
oak outsole, 

solid leather 
throughout. 


Same style with patent leather vamp with grey 
ealf quarters—or in all patent leather or in all 
tan Lotus. 


These styles may be had either in Backle or 


Button. 
5to8 8% to ll 11% to2 
$1.20 $1.40 $1.60 


REMEMBER: Community Stitchdowns 
are repairable. 
Wé also carry a complete line of sandals, ox- 


fords, play shoes and other novelty stitchdowns 
of the better kind. Samples sent upon request. 


Order Community Stitchdowns from your 
jobber. If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 











SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. BU. S. Pat. Of. 


“The Kind That Sells” 





NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. Encaco U. S. A. 











Baying in Bulk 


Grocers used to display their wares by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk.”” Like the old-time grocer’s cus- 
tomers, they frequently received as much 
refuse as “‘coffee.”” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 
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CO. 


New York 
City 

Manufacturers and Jobbers of 

Women’s and Children’s Shoes. 


WE ARE DETERMINED 


To dispose of every pair of Wom- 
en’s and Growing Girls’ Boots, 
Shoes and Oxfords, and have 
mercilessly used the knife in 
deep cutting of prices. 


A PLEASANT SURPRISE 
AWAITS YOU “ 


159 Duane St. 


The goods offered are not last season’s mer- 
chandise or short lines. On the contrary, 
they represent brand new merchandise in 
all the new fashions that will sell through- 
out the season. 


‘*‘AT YOUR SERVICE’? 































SCOTCH GRAINS 
IN STOCK 


This shoe is a sel- 
ler. Double roll 
edge with exten- 
sion heel. Some- 
thing new. Tip, 
soft box hair 
cloth. Send for 
samples. 


ALSO FULL 
LINE OF 
YOUNG 
MEN’S 
SHOES 


Send for 
samples 







$6.50 


Stock No. 921 
Black 
Stock No. 920 
Tan 


B, C, D widths 
Ready to ship 


aN 


FREDERICK S. PECK 
WORCESTER, MASS. 
Maker of Superior Shoes for Men 


Boston Salesroom, 207 Essex Street worcester 
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Convention. 


The interest displayed 
in our. Monthly Show 
Card Service by visiting 
shoe merchants proves 
that they realize they 
must get down to 
business — 


-that the same good 
udgement used in 
uying shoes must 

also be used in buy- 
ing advertising. 


Show Card Advertising is 
"Good Judgement "Advertising 


We're proving it every 
day to hundreds of shoe 
merchants, the country 
over 


Ion 


Standard Bldg. ~ s Park, 
CHICAGO, ILLINOIS,USA. 





Only one shoe dealer ina locality can 
have our service. The coupon below 
mailed to us today will reserve your territory 
for you (if still open) together with free sample 
show cards and complete information. Act-Now 


Please reserve my territory for me, if still 
open, and send me sample show cards and 
complete information about your service 


ne SS ES ee) ae aoe EEE ve 


———— 


> 
Youn rae aS se 
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NOW READY! 





The 1922 DIRECTORY of 
SHOE MANUFACTURERS 

















Corrected 19th 
and Original 
Revised Edition 
DEPERREURGTEREEAEEEEEEEEE TTT 
Over 200 Many Changes 
New Shoe New Lines 
Manufacturers New Locations 











Actual Manufacturers Only 


No names of Jobbers or Selling Agencies. 
Gives firm name, location, kind of shoes made, capacity, etc. 


Same Old Price $2.00 POSTPAID 
SHOE TRADES PUBLISHING CO. 


Telephone, Beach 0440 683 ATLANTIC AVENUE, BOSTON, MASS. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


FAILURES 

Boston—Jolies Shoe Co., Charles Jolles, 
Prop., wholesale shoes, reported said 
to be financially embarrassed and one 
of his largest creditors, J. D. Murphy 
Shoe Co. of Natick, has sent out 
notices to general creditors that Mr. 
Jolies is unable to take care of 
obligations. No definite schedule of 
assets and liabilities presented, but 
it is estimated that assets consisting 
of stock in trade and accounts and 
notes receivable are between $25,000 
and $30,000 with debts aggregating 
between $50,000 and $60,000. 

Brockton, Mass.—Thomas E. Murphy, 
leather, reported petitioned into bank- 
ruptcy. Reported liabilities $5,864. 

Springfield, Mass.—Samuel H. Cohen, 
Samuel's Shoe Store, reported recently 
assigned. 

Harry S. Winniman, Bricgeway Clo. 
Co., shoes, etc., reported involuntary 
petition in bankruptcy filed. 

Lynn, Mass.—Famous Shoe Store, Alter 
Blackman, reported involuntary peti- 
tion in bankruptcy filed. 

New Bedford, Mass.—David Novinsky, 
“Belleville Shoe Store,” shoes, etc., 
reported involuntary petition in bank- 
ruptcy filed. 

Melrose, Mass.—Mae Faliman, Fallman 
Shoe Store, shoes, reported invol- 
untary bankruptcy petition filed. It 
is alleged that she was formerly owner 
of the Fallman Shoe Co., Lynn, man- 
aged by her husband, Louis Fallman. 

Haverhill, Mass.—James P. Galvin, shoe 
manufacturer, reported petitioned 
into bankruptcy. 

H. E. Guptill, shoe manufacturer, 
reported offering to compromise at 
33'4 per cent. 

Harrison-Lockwood Co., shoe man- 
ufacturers, reported assigned to 
Charles E. Dole et al. 

Stamford, Conn.—Mrs. Dora Kronick, 
shoes, etc., reported granted an ex- 
tension of ten months. 

Tucson, Ariz.—Miguel Wohby, shoes, etc., 
reported assigned to L. Rosenstern. 
Bridgeport, Conn.—Albert Yodowitz, 

“Eastern Sample Shoe Store,”’ re- 
ported filed voluntary petition in 
hankruptcy, listing liabilities $2,197; 

assets $1,204. 

Naperville, Il.—Samuel Rubin, shoes, etc., 
reported involurtary petition in bank- 
ruptcy filed. Liabilities estimated 
about $15,000; assets $7,500. 

Des Moines, Ia.—The Kenlaur Company, 
shoes, etc., reported given Trust Deed 
to Myron M. Cohen, to whom all 
assets have been transferred. Ex- 
amination of the Company’s book 
disclosed assets, $25,464.23; liabilities, 
$19,039.58. 

Jonesboro, Ark.—Rhodes Dry Goods Co., 
Inc., shoes, etc., reported seeking an 
extension. J 

Henderson, Ky.—J. Milner, shoes, etc., 
reported in financial difficulties and 
and offering creditors 20 per cent. 

Montgomery, Ala.—D. Hoffman, shoes, 
ete., reported filed voluntary petition 
in bankruptcy, listing liabilities, $22,- 
000; assets $12,230. 

Paducah, Ky.—Morris Smith, shoes and 
shoe repairing, reported assignment 
to A. B. Boyd. Liabilities are said to 
total about $8,000 and assets about 
$4,000. 

Barnwell, 8S. C.—J. O. Porter, shoes, etc., 
reported offering composition settle- 
ment of 20 per cent. 

Stantonburg, N. C.—Asa Jones, shoes, 
ete., reported filed voluntary petition 
in bankruptcy, listing liabilities $16,- 
572; assets $12,500. 


Burlington, N. C.—Haskell’s, J. G. Has- 
kell, Propr., shoes, etc., reported 
placed in hands of a state court re- 
ceiver. 

Andalusia, Ala.—T. J. Britt, shoes, etc., 
reported petitioned into bankruptcy. 

Florence, Ala.—T. J. Vansandt, shoes, 
etc., reported offering to compromise 
at °%3% per cent. 

Bakersfield, Cal.—Kern Shoe Co., shoes, 
etc., reported petitioned into bank- 
ruptcy. 

West Haven, Conn.—Isadore Bautzer, 
shoes, etc., reported petitioned into 
bankruptcy. 

West Palm Beach, Fla. — Vaughan’s, 
shoes, etc., reported receiver ap- 
pointed. 

Gordon, Ga.—D. Wallace, EFiland, shoes, 
etc., reported petitioned into bank- 


ruptcy. 

Joliet, Ill—Arthur Lennon, shoes, etc., 
reported petitioned into bankruptcy. 
Reported receiver appointed. 

Naperville, Il.—Samuel, Rubin, shoes, 
etc., reported offering to compromise 
at 50 per cent. 

Paintsville, Ky.—M. Ravitz (Square Deal 
Store), shoes, reported assigned. 
Baltimore, Md.—Mankowitz & Gendason 
(The Bootery), shoes, etc., reported 
petitioned into bankruptcy. Reported 

receiver appointed. 

Snow Hill, Md.—S. Shager, shoes, etc., 
reported petitioned into bankruptcy. 

Bach, Md.—Schwartzkopf Bros. & Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

Hattiesburg, Miss.—M. Covensky, shoes, 
etc., reported offering to compromise 
at 10 per cent. 

Arcadia, La.—J. 8S. McConathy, shoes, 
ete., reported involuntary petition in 
bankruptcy filed. 

Baltimore, Md.—Hyman Cohen, shoes, re- 
ported offering creditors 40 per cent 
cash. Liabilities given about $2,000, 
and at present selling prices stock 
would not realize more than from $500 
to $700. 

Deroit, Mich.—D. Klein, shoes, etc., re- 
ported involuntary petition in bank- 
ruptcy filed. 

Simon Schechter, shoes, etc., re- 
ported involuntary petition in bank- 
ruptcy filed. 

Hoboken, N. J.—Louis Goldstein, shoes, 
reported offer of 50 cents on the dollar 
made 20 per cent cash and 30 per cent 
in notes. 

Yonkers, N. Y.—Louis A. Cohen, shoes, 
reported an involuntary petition in 
bankruptcy filed. 

Drumwright, Okla.—Sam D. Schusterman, 
Hub Shoe Store, The Booterie, also at 
Pawhuska, Okla., shoes, reported in- 
voluntary petition in bankruptcy filed. 

Cleveland, Ohio—Thomas Silver, shoes, 
etc., reported filed voluntary petition 
in bankruptcy, listing liabilities $10,- 
778; assets $6,500. 

Ada, Okla.—Guest Bros., shoes, etc., re- 
ported J. S. and R. C. Guest, trading 
under above name, filed voluntary 
petition in bankruptcy, listing liabili- 
ties $24,984; assets $30,948. 

Columbus, Ohio—Louis Tieman, shoes, 
etc., reported Fred N. Sinks appointed 


rece'ver. 
Cleveland, Ohio—John F. Rezac, shoes, 
etc., reported filed voluntary petition 
in bankruptcy, listing liabilities $13,- 
825; assets $9,804. 
Frank Bago, shoes, etc., reported 
eee petition in bankruptcy. 
led. 
Kershaw, 8S. C.—T. K. Fletcher & Co., 
shoes, etc., reported made assignment 
and firm reported out of business. 


Westminster, S. C.—Adger M. Alexander, 
reported filed voluntary petition in 
bankruptcy, scheduling assets $17,065; 
liabilities, $18,551. 

Newport News, Va.—M. Rice, shoes, etc., 
reported offer of 25 per cent submit- 
ted, together with statement that Rice 
owed about $16,000 and had nominal 
assets in stock and fixtures about 
$9,000. 

Richmond, Va.—Sam Radman, _ shoes, 
etc., filed voluntary petition in bank- 
ruptcy. 

Seattle, Wash.—S. B. Goldman Co., whole- 
sale shoes, etc., reported involuntary 
bankruptcy proceedings instituted. 

Dallas, Texas—Harry Weinstein, shoes, 
etc., reported filed a voluntary peti- 
tion in bankruptcy, listing liabilities 
$13,789; assets $7,720. 

Gary, Texas—J. E. Cassity, shoes, etc., 
reported involuntary petition in bank- 
ruptcy filed. Liabilities estimated 
$15,000; assets $1,500. 

Neligh, Neb.—Bowkers Boot Shop, shoes, 
reported petitioned into bankruptcy. 

Perth Amboy, N. J.—J. Siegel, shoes, etc., 
reported petitioned into bankruptcy. 

Brooklyn, N. Y.—Max Goldman (2168 Ful- 
ton Street), shoes, etc., reported peti- 
tioned into bankruptcy. 

Buffalo, N. Y.—S. L. Goldstein, shoes, re- 
ported petitioned into bankruptcy. 
Reported receiver appointed. 

Clinton, N. C.—V. A. Merritt & Co., 
shoes, etc., reported petitioned into 
banxruptcy. 

Mt. Olive, N. C.—H. T. Farrah, shoes, 
etc., reported petitioned into bank- 


ruptcy. 

Akron, Ohio—L. G. Federman & Co., 
shoes, etc., reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 

John Schorin, shoes, etc., reported 
petitioned into bankruptcy. 

Middletown, Ohio—Sol Finkelman, shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Toledo, Ohio—Dreyfus & Goldfarb, shoes, 
etc., reported petitioned into bank- 
ruptcy. Reported receiver appointed. 

Youngstown, Ohio—M. Kivowitz (Stew- 
art’s), shoes, etc., reported petitioned 
into bankruptcy. 

Heavener, Okla. — Heavener Mercantile 
Co., shoes, etc., reported petitioned 
into bankruptcy. ’ 

Harrisburg, Pa.—Isaac I. Morriw (Outlet 
Clothing Co.), shoes, etc., reported 
offering to compromise at 29 per cent.. 

Providence, R. I—Harry Palatnok, shoe 
repairing, reported petitioned into 
bankruptcy; liabilities $1,724; assets 


100. 

Boonton, N. J.—Samuel H. Kohen, Pro- 
gressive Store, shoes, reported invol- 
untary petition in bankruptcy filed. 
Frank P. Pierce appointed receiver. 

Brooklyn, N. Y.—Joseph Newman, shoes, 
reported settlement of 100 cents on 
the dollar offered and accepted. He 
is to pay $250 a week to a trustee 
secured by a bill of sale; distribution 
will be made to the creditors from 
time to time until claims are paid in 


ull. 
New York City — Sam _ Fleusonbaum, 
shoes, reported given trust deed to S. 
H. Lesser. Liabilities said to total 
$20,000 and merchandise will run 
about $30,000. 
Morris Krubitsky, shoes, reported 
offer of 30 cents on the dollar sub- 
mitted. 
Monongahela, Pa.—A. B. Cowan, shoes, 
ete., reported involuntary petition in 
bankruptcy filed. 
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Louis Slesinger Is Dead 


Baltimore, Md.—Louis Slesinger, 
founder of the firm of L. Slesinger & 
Son, retail shoe merchants, died Jan. 
7 at his home, after an illness of two 
weeks, 

Mr. Slesinger was born in Balti- 
more 67 years ago. He was in the 
shoe business for almost a half cen- 
tury, having founded his business 47 
years ago at 231 North Eutaw Street. 
The business was founded on a small 
scale and grew steadily under his 
supervision. 

He was a member of Madison Ave- 
nue Temple and also belonged to the 
Phoenix Club and the Suburban Club. 

Mr. Slesinger is survived by his 
widow, one son (Albert D. Slesinger), 
one daughter (Mrs. David Lowen- 
stein) and four grandchildren. 





B. Bernstein Is Dead 


New Haven, Conn.—Following a 
very active day at his shoe store on 
Jan. 7, Benjamin Bernstein died at 
his home, 569 Orange Street, at 1.30 
A. M., Jan. 8. Mr. Bernstein left his 
place of business about 10.30 Saturday 
night, Jan. 7, and was stricken with 
death on his way home. 

Mr. Bernstein has been in the shoe 
business at 723 Grand Avenue, corner 
of Franklin Street, for some twenty- 
eight years. He was fifty-two years 
old and was born and educated in 
New Haven. 

Besides his widow, Margaret, a son, 
Harold, survives. 


BOOT AND SHOE RECORDER 





WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


Retiring or going out of business? 
value for your entire or surplus 


short term to run taken 
25 years. 


I. OiiacK 


418 Broadway, New York. Tel. 9581 Canal 


CASH PAID 
Sat etatiot” Es a Soe 
send © representative to investigate and offer 
Kalter Cerf. Mercantile Co., Inc. 
591 ee --y oo Bow Tout City 





A 
Leases ha 
over. Esta’ 














x and highest cash price 
for Fetal! and. wholeene’ stocks of shoes or 


no object. — 
‘eee years our Ry — 1 
BROOKLYN PURCHASING SYNDICATE 

FRANK WALKE Pecpateter 
610 lo nadwar. Broo lyn 
Phone Stagg 1 











The NEW YORK EXPORT 


PURCHASING CORPORATION 


515-517 Broadway 
New York City, N. ¥. 


WILL { 7. Sellers 
BUY urplus Stocks } 


Entire Stocks 


FOR 
CASH 


MISCELLANEOUS 

















SOHN NAAT 


: ADDERS 








Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark i vu. 8. 
Pat. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 


Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. 191 ‘W'ree St. 


7 




















STORE METHODS 





6/8 BORERRARANLY 





To provide adequate 
storage facilities for shelf 
stock —to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
// wholesale or retail trade—install one 
(/ or more MYERS NOISELESS 
ae. TIRE rs LAD. 
ERS. - Deep tread steps, full length 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of mc 
strength for safety, convenience and 
rahe ge ee a of f design - attr 
— any height — easily 
installed — meets ~ 


YY 




















SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








MISCELLANEOUS 





LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
log giving full 
description 
and prices. 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


write tr THE CHICAGO 
eat’ Pree WIRE CHAIR CO. 


and Prices 
621 N. La Salle Street 
Chicago, Ill. 


Beautiful Glass Fixtures 
Our celebrated line 
shown in 
Catalog G. F. 
Large line of 


Wood Fixtures 











Medinah i» Wells & Jackson 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS pi gn a A al word Sor eg 
page per issue: inserts = 


cents. For other ‘““‘Want” advertisements, seven cents 
Space 1 time 


r Minimum amount eocsptee. 
7Ttimes i13times 26times 62 times 1.25. Ads under 
Lin... $5.00 $4.00 $350 $3.00 $2.60 When sdvertisers ghameck, bree yy BY> 
2in... 10.00 800 7.00 - 6.00 6.00 ——- Pug ag WR in’ each “adver _ 
8 in... 15.00 12.00 10.50 9.00 7.50 warded direct to their address, each word of the address 
> nel % must be counted in the advertisement and paid for accord- 
4 in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








HE FOLLOWING TERRITORIES 

OPEN for your wide awake, willing 

to work salesman— tern Pennsylvania, 

Northern Iowa, Southern Iowa, North 

Dakota, and other not mentioned terri- 

tories. EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin. 


SALESMAN with shoe knowledge wanted 

for Ohio, Indiana, Illinois, Eastern 
Kansas, Nebraska and Pacific Coast. 
Men’s Welt Dress Shoes. E. B. PIEKEN- 
BROCK & SONS, Manufacturers, 
Dubuque, Iowa. 








WO SALESMEN WANTED for 

Haverhill tine women’s § turn 
slippers. Strictly commission basis, 
6%. Territories Southern States 
East of Mississippi River. Address 
0.45, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








ANTED HIGH GRADE SALES- 

MAN for City of New York. 
Representing line of Men’s Fine 
Shoes made in Chicago. A good 
opportunity for man who can 
show successful record. Address 
D-.41, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ili. 








Salesmen handling ladies’ shoes in the 
Central and Western States; we offer a fine 
opportunity to make money in carrying our 
line of ladies’ silk and novelty Hosiery of the 
better grade, especially adapted for Shoe 
Departments on commission basis. Give 
references and state territory you cover in 
first letter. Address D-39. care 
Shoe Bece rder, 189 West Madison St., Chi- 
cago, ° 











WANTED—A few side line salesmen to 

sell the celebrated C-Saw Welt Line 
of Children’s and Misses’ Shoes. The 
most flexible welt shoe ever manufactured. 
Some good territory open for high grade 
men who sell the best class of trade. No 
others considered. C-SAW SHOE CoO., 
INC., Rochester, N. Y. 


SALESMAN WANTED — Experienced 

live wire salesman to carry our in- 
stock line of children’s novelty turn shoes. 
Sizes 1 to 11. Openings, Middle West and 
Southern States. We pay 7% commission 
and pay it prompt. FLEXIBLE SHOE 
CO., Rochester, N. Y. 








SEVERAL good territories are 
open for experienced salesmen 
of ully placing a 
line of Ladies’ High Grade Turn 
Slippers. 
Want men of proven ability willing 
to travel on straight commission 
basis. Address D-46, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














L'v2 SHOE SALESMEN WANTED by 

high grade house to carry as side 
line, advertised brand high-grade shoe 
laces. Good commissions. Address D-47, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





ANTED—Side line salesmen 

with non-conflicting line for 
Little Gents’ and Giris’ high and 
low cuts. ‘“‘Welts.” Seven samples. 
These shoes will interest biggest 
buyers. Satisfactory commission 
arrangement guaranteed. Address 
D-49, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 











ANTED—Live wire salesmen with an 

established following with the 
shoe and findings trade, to handle our 
patented Gileo Shoe Retainer and other 
items. Liberal commission. EK T. 
GILBERT MFG. CO., Rochester, N. Y. 


EXPERIENCED SHOE SALESMEN 
WANTED—Big Producers with estab- 
lished trade to sell exclusively a line of 
Ladies’ McKay Boots and Oxfords, rang- 
ing in price from $2.00 to $3.50. Give 
references and details concerning your 
sales in first letter. Replys absolutely 
confidential. THE ELBINGER SHOE 
MFG. CO., 222 W. 4th St., Cincinnati, 
Ohio. 


WANTED~—Salesman for superior line 
of moccasins on commission, for New 
York City, Eastern New York, ‘Iowa, 
Kansas, Nebraska and other good ter- 
ritory. Must have ability and acquaint- 
ance with the trade. Give reference. 
ELKSKIN MOCCASIN MFG. Cco., 
Ypsilanti, Mich. 


FE, XPERIENCED SALESMEN and 
HUSTLERS for South and Middle 
West to represent a ladies’ high grade 
turn shoe _ factory. Must have the 
personality to approach the best class 
of buyers. Must have some acquaintance 
of territory. State record and references 
in application. Address K-549, care Boot 
¢ =e Recorder, 127 Duane St., New 
ork. 


S ALESMAN WANTED to cover Southern 
Jersey, Pennsylvania and Maryland 
with line of little gents’ and boys’ high 
grade welts. Stock proposition. Ad- 
dress K-551, care Boot & Shoe Recorder, 
127 Duane St., New York. 


RAVELING SHOE SALESMAN — 
Having trade in Middle West, by 
wholesale house carrying general line at 
popular prices. Liberal commission paid. 
Address D-55, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMEN WANTED for the following 
territory: Iowa, Indiana, Illinois, Ohio, 
Kansas, Nebraska, Missouri, to carry a 
side line of soft sole shoes and moccasins. 
Liberal commission. Address, Sales Man- 
ager, 760 Lake Avenue, Rochester, N. Y. 























SALESMAN for Nebraska, Iowa, Wis- 


Women’s Welts 


consin and Michigan. 
Address 


and Turns. Commission basis. 
P. O. Box 625, Buffalo, N. Y. 





Two GOOD EXPERIENCED SALES- 
MEN to cover any part of the follow- 
ing territories: New York State, New 
Jersey, Connecticut, Delaware and Mary- 
land with Western line of men’s work 
shoes. Address K-552, care Boot & Shoe 
Recorder, 127 ane St., New York. 


WORK SHOE SALESMEN — Several 
choice territories with established 
business open. Real opportunity for big 
ealibre men. STEVEN STRONG SHOE 
CO., Milwaukee, Wis. 


WANTED — Salesmen ealling on shoe 
trade to sell quick selling specialty. 
Small sample. Big commission. U. S. 
SPECIALTY CO., West Somerville, Mass. 


S ALESMEN WANTED—To sell retail 
trade our line of Infants’ First Walk 
Turns and Soft Soles and Moccasins. 
Liberal commissions. Several desirable 
territories open. References required. 
EDWARD H. KENNEDY, 282 State St., 
Rochester, N. Y. 


WANTED —Salesmen to carry our line 
of Baby Soft Sole Shoes. Superior 
quality, sold direct to the retail trade. 
Commission basis. Preference given to 
applicants with established trade. Apply 

RICHEY SHOE CO., Danvers, 











Mass. 


POSITION WANTED 


? 
Do You Want A 
GO-GETTER 


Salesman 








Hq SAYS, “I'm going to sell 

SHOES if | have to get a 
territory that takes me from Alaska 
to South Africa.” A 25 year old 
veteran, working in a large shoe 
factory for experience, he’s taking 
a vocational course to learn to se!! 
shoes. You can’t keep a man like 
that from selling shoes for some- 
body—it might as well be you. 
He has an academy and business 
college education. If you want him 
Address D-18, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 











BUYER and MANAGER—12 years’ ex- 
perience with large department stores, 
open for change. Live wire can do big 
things in a big way. Best references. 
Address D-54, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


SHOE BUYER and MANAGER. Age 25. 
Married. Open for change. Wishes 
position as traveling shoe salesman. 
Seven years with same company. Best 
of references. Address D-52, care Boot & 
_— Recorder, 207 South St., Boston, 
ass, 


BUYER—Now doing $300,000.00 in two 
departments. Cheap and high grade 
shoes, desires to Paw a change. Best 
references, Age 3 Address D-51, care 
Boot & Shoe hesordene 207 South St. 
Boston, Mass. 








Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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FOR LEASE 


LADIES SHOE DEPT. FOR LEASE— 
Women’s Wear store on : Michigan 
Best location, has desirable 





Ave. 
to lease for ladies’ shoe dept. 
favorable terms with first class parties. 
Address D-56, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, Il. 





FOR RENT 


FOR RENT—Desirable shoe department 

in separate room of de ent store. 
Fixtures complete. Will rent complete. 
Live Southern Illinois town of 10,000, 
Address D-25, care Boot & Shoe Recorder, 
207 South St., Boston, ‘ 


FOR SALE 


OR SALE — Two six-foot quartered 

oak sample shoe cases, roll front, six 
drawers, in first class condition. Low 
price for oe sale. E. W. Cox, 
Assignee, D. BRUNEL SHOE COM- 
PANY, 123 Middle Street, Portland ,Me. 
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Seto STOCK FOR SALE—Lease runs 
to May, 1922. Stock $6,500.00. Good 

ondition, no dead wood. Store has good 
reputation for mdse. Medium priced 
stock at Troy, N.Y. Wants a buyer who 
an place mdse. here and run a sale. Can 
renew lease if desired. Principal business 
street in city. Address D-50, care t 
& Shoe Recorder, 207 South St., Boston, 
Mass, * ati 





LINE WANTED 


INB WANTED—By energetic and per- 
manent sales agency with ability, on 
commission basis, desiring to secure 
Men’s and Women’s Shoes for the Pacific 
Coast and Northwest territory. Must be 
dependable quality as well as atractive 
styles and prices. Address THE WEST 
COAST AGENCIBS, 2006 Third Ave., 
Seattle, Wash. 


XPORT SHOE SALESMAN — Fifteen 

years experience in the shoe busi- 
ness, desires a line for the Southern 
States. Write to Address D-53, care 
Boot & Shoe Recorder, 207 South S&t., 
Boston, Mass. 


A GREATER NEW YORK SALESMAN, 
having a large following, would like 
to represent a reputable manufacturer 
making a popular priced line of shoes. 
Can furnish satisfactory references as to 











honesty, etc. Address D-48, care Boot & 
=e Recorder, 207 South St., Boston, 
ass. 





TO LET 


O LET—Will re-lease office in Graham 
Building from February ist until ex- 
Piration of lease. In the center of the 
downtown shoe market, especially adapted 
for New York headquarters for out-of- 
town shoe manufacturers. Address K-550, 
care Boot & Shoe Recorder, 127 Duane 
8t.. New York. 





Reg. U. 8. 
Pat. Of.” 
HEEL and 
COUNTER 
SUPPORT 


vial Pat 





Basil Repa De 
partment Pheeta be “without them. 


The New Improved 
“8. W.” 
SHOE STRETCHER 




















WANTED TO PURCHASE 








2 22 oe 2 ae oe 
Prompt attention given. ; 
CHAS. BLACHER 
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SUBSCRIPTION—The subscription the 
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bard, Manager. 


ae A OFFICE: John C. Ou Man- 
ager. 11 Haymarket, London, 8 i megane 


AUs OFFICE: 430 Lit. Collins 
oy G. Jervis Manton, =.=. 


CONTINENTAL OFFICB: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivada 2721. 
P. Sabazzsini, Gerente. m, 

BRAZIL: Gerente, John S. Fitch, 88 Rus 
General Camara, 88 Sob. 


OHILB: Santiago, Las Rosas 11238-1127. 
apy ey Gerente. wwe 
JAPANESE OFFICB: Yokohama. as FF 
agen, Manager. 


alee @ G | Migu 
Librero Editor, "a0 ‘pesucarent, Sasartae = 
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Turn Oxfords 


Made to Order 


—And they sure did go big at 
Chicago! — 

We start our factory at full force 
again and if you have not seen or 
purchased any of these up-to-the 
minute styles—wire or write for 
sample and full particulars. 
Remember—time is limited, so act 
quickly. 


TESSIER 


AND 


BOWDOIN 
HAVERHILL, MASS. 


New York Representative 
Isaac May Company 
New York City 
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BALLET SLIPPERS 


AND BOUDOIRS 


Prices: 






ballets : epoca 
misses, 11% LINES 
to 2..$1.50 IN 
girls, 2% STOCK 
to 8. anae PaaS 
2% to 8, Folder 

$1.40 
red and 
brown 

$1.50 


Ballets made only in kid. 
leather counters, hand 
turn, skilled workmanship, 
selling strong also for 
gymnasium use. 


Orders filled immediately. 


Salem Shoe Co. 


Salem, New Hampshire 














“CLIFTON’”’ 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it is 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request. 


CLIFTON MFG CO. 


BROOKSIDE AVE., JAMAICA PLAIN 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 
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Any shoe is a better shoe ! 
with US. mring-Step Heels 














A Heel that 
Helps Sell the Shoe 


E great and almost startling growth in popularity of 
“U. S."’ Spring-Step Rubber Heels throughout the en- 
tire shoe industry and trade—shoe manufacturers, shoe 
retailers, findings, jobbers, repairmen—is due mainly we 
believe to these three things: The heels are made right, 
they have the prestige of the world’s largest rubber 
manufacturer back of them, and all orders, large or 
small, are promptly taken care of. 





Specify “‘U. S.’’ Spring-Step Heels on all leather shoe 
orders. They help sell the shoes. 


United States Rubber Company 





SPRING-STEP 


RUBBER HEELS 
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THE TREND 
OF THE DAY 








On account of the greatly diminished 
spending-power of the consumer, 
there is a pronounced trend of the 
market towards good shoes at-a- 
price. 


You can go with the trend—profit- 
ably and wisely—if you specify 
VODE KID. Through reduced over- 
head due to increased production, 
and through our policy of working 
on a small margin, we are in position 
to supply good leather at low prices. 
Result—good shoes at-a-price. 


Specify VODE KID 





THE STANDARD KID CO. 
Boston, Mass. 


Branches in New York, Philadelphia, Cincianati, 
Chicago, St. Louis 























KID 


‘The Leather 
for Fine Shoes : 
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Consider the cost 
of'a counter 


N advantage of Mousam Counters is their favorable price. 

A But it isn’t price that sells them. It’s the uniform high quality 

which shoe manufacturers have come to accept as the 
standard. 


Of course there are many counters which sell at a lower price than 
Mousams. While the difference in price is paltry, the difference 
in value is great. There is no economy in counters which sell at a 
lower cost than Mousams. 


Mousam Counters are the Standard. Standard in price—Standard 
in quality. They are favored by shoe manufacturers and merchants 
for their uniformity—their style—their fit—and their service. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 
Mousam Division 
121 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis ; Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 

















J: 
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This tag is on every pair of Genuine 
Juvenile Shoe Corporation Shoes 


Why You Should Buy Trade-Marked 
Goods 


The “brand” or trade-mark on an article is yours and the consumer’s guar- 
antee of value. The manufacturer must justify his name or “brand” 
thereon by making the article one of the utmost merit or quality. For 
this reason trade-marked merchandise sets the standard against which 
unbranded lines are measured. 


The best known merchandise for volume selling today is the trade-marked 
article, whether it be phonographs, automobiles, clothing, soap, safety 
razors, or shoes. The average man wouldn’t have a Ford car unless he 
knew it had Ford’s name on it. 


Every shoe merchant prides himself upon the name of the hosiery sold 
through his findings department, likewise upon the shoe dressings, spats 
or boot-tops, as well as the.rubber overshoes offered his customers. Why? 
Because he knows the customer, as well as himself, has faith in the quality 
of the merchandise which is branded with the manufacturer’s name or 
mark. No such faith attaches to the unbranded article. 


The increase in demand for trade-marked lines of arch protective footwear 
demonstrates the growing value to shoe stores in handling branded lines. 
It is the correct, the safest principle on which to do business. 


Your name on your check is your trade-mark. Uncle Sam’s trade-mark 
on one-dollar bills gives them their value. 


Juvenile Shoe System brands, in like manner, carry our faith to you and 
your customers that each pair is worthy of our name. Our shoes must 
match up with the efforts of good merchants to build their business upon 
the solid foundation of quality, service, style, and fit. Three factories are 
now responding to the demand for these brands: 


KEWPIE TWINS LITTLE JACK HORNER PUNCH AND JUDY 


SPORT WALKS ; 
FAIRY TALE JUVENILE NATIONAL PARK HIK- 
JOHN FOSTER SEMINARY GIRL ING BOOTS 


PLAYHOUSE JACK FROST FOOTOGS 
(All Registered U. S. Patent Office) 


You can be supplied through our distributors out of their Stock Department or direct 
from factory, five to six weeks delivery 


SAME PRICES —SAME QUALITY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 
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“FOLLOW THROUGH” 


T’S a great thing in life—this doctrine of “follow through.” 
It gets work done—gets results. 

















Of course, it’s but another name for perseverance—for atten- 
tion to detail—for unremitting attention—but it gets things 
done! 





In the Harrisburg Shoe Mfg. Co.’s factory “follow through” 
is an unwritten law. From the selection of lasts to the final 
shipping, every process of shoe making ‘is subjected to the 


closest scrutiny, for the finished product must be right. 








And our “follow through” does not stop with shipment: Har- 
risburg shipment, Harrisburg service reaches out—goes along 
with every order of shoes—is present in every shoe storé where 
the Harrisburg label is displayed. We are back of the shoe 
merchant in every way with prompt shipment of women’s and 
children’s good footwear—shoes that he can retail at a sensible 
price—shoes that are built to give satisfaction—in design— 
in material and in workmanship. 


























The Harrisburg line is medium-priced and correctly repre- 
sented—it embraces women’s Goodyear welts, American welts, 
Wilson Sewed shoes and Misses’ and Children’s Goodyear and 


American Welts. 











Enter with us into the sale of Harrisburg footwear—let us “fol- 
low through” to successful, growing business. 


Che Rarrishurg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CWILDRENS SHOES 
OF VALUE 
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A NEW KID! 


White— PURE— White 





Born of the best genuine chevrettes 
available, fostered and developed 
by G. Levor & Co., Inc. at 
Gloversville, N. Y. 1920-1921. 
Introduced for censure, July, 1921, 
now holding full membership in the 
Society of Good Shoes. 


Invite him to call on you—he wears 
well. 








G. LEVOR & CO., Ine. 


Tanners 
NEW YORK — GLOVERSVILLE — BOSTON 


ARTHUR S. PATTON LEA. CO., St. Louis GEORGE W. NEWMAN, Cincinnati 
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This Is Number 
Six of a Series. 


HAVANA 
BROWN 


NEW CASTLE KID 























True aristocracy in leather, as in human beings, 
manifests itself. It can be quickly recognized. 


The Outstandin 2 Many prominent users have termed New Castle 


“Outstanding — That Havana Brown Kid: “the aristocrat of colored kid 
which stands out; as: leathers.” However deserved this name may be, 
projecting, conspicu- it is highly significant that New Castle Havana 
ous, or prominent.” — Brown is more widely employed in the manufac- 
Webster’s Dictionary. ture of shoes of the highest type than any other 
kid leathers in brown shades. 


Let it suffice to say that New Castle Havana 
Brown Kid is conspicuous on the cutting-blocks of 
leading manufacturers country-wide, that it stands 
out as a kid leather of established position. 





Judge it by its users. 








New Castie Learner Company, Inc. 
NEW YORK 


Boston Montreal, Canada Chicago St. Louis Philadelphia 
and the principal Leather and 
Shoe Centers Everywhere 
FACTORY: WILMINGTON, DEL. 





























J % 


— 





Ih 











January 28, 1922 BOOT AND SHOE RECORDER 9 


490 Rest at the Price 


Men’s high grade dress shoes on lasts care- 
fully tested for fitting qualities, and with 
patterns especially drafted for each indi- 
vidual last. Four leathers, B. P. Kip, full 
grain Veal and Calf in gun metal and new 
light mahogany—Kid in black and Havana 
brown. High quality genuine oak tanned 
soles. Full grain one piece inner soles. 
Wingfoot half rubber heels on solid, all 
leather base. Sole leather counters first 
quality full grain. Durable twill linings 
of excellent wearing quality. Full felt lined 
tongues. 






























No. 304 Mebvenr Ven! 


vamp and elelet line, 4% Wing- 
foot Heel, A-Grade Full Grain 
Counter, Polo Last, B, C and = 


TWENTY SIX POPULAR NUMBERS = ‘©. 


We are very proud of our new line,—very proud No. 30] Black Veal Bal, 
of it, for every shoe in the line is a 4 Wingfoot wet itecde Fat 
wr + Polo Last C —_ 

7 |, 6 to ° ol 

Best At The Price $4 


value, a value that will bear favorable comparison with any shoe on the market 
at its price or even higher. Workmanship and style 
are the same that have so long distinguished all B-P 
products—men’s fine shoes. 


Our new line is a hummer we think, and several 
thousand retailers agree with us. We know you will. 


Order direct from this advertisement 
or send for circular illustrating the 
whole line. 












All shoes in stock for immediate 
delivery. 


No. 310 Mebesmy 


lege Oxford, perforated tip, 
vamp and eyelet line, 4% Wing- 
foot Heel, A-Grade Full Grain 


, Polo Last, C and D, 
61 ll, paces. $3.85 Our salesmen are out. Shall one call on you? 


BEALS-PRATT SHOE MFG. CO. 


MILWAUKEE, WISCONSIN 











Pe a Te a 
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104-LOTUS 


CALF KIP AND SIDES 


The Spring and Summer fashions of 1922 will 
show 104-LOTUS as the predominating leather 
in stylish footwear. This new shade instantly 
captivates. 


Invariably, there is always a superior product. 
In leather, it is LOTUS. 104-LOTUS is of the 
same standard as the celebrated “LOTUS” 
LEATHERS which have played a very impor- 
tant part in the development of the shoe in- 


dustry 


Ask your manufacturer to have this leather built 
into your Spring and Summer numbers. Buyers 
of fine footwear will appreciate the value of 


104-LOTUS. 





Pfister & Vogel Leather Company 
Milwaukee Wisconsin 


ESTABLISHED IN 1847 





¥ 
) 
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Our salesmer 
a line to us 
of footwear 


STYLE D-466 


Gray Suede Vamp with Patent Leather Quarter and 
Strap, Gray Suede Inlay, Two Button Strap, Cel- 
luloid Spanish Louis Heel, 


Wm. 
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ce Red 


TO color we have ever 
produced has been 

ore enthusiastically re- 

eived by our customers. 


The beauty and depth of the 
color—the silky texture and 
mellow feel of this fine calf- 
skin emphasize the quality 
of shoes made from Ace 
Red. 


Sample Ace Red and you 
will appreciate the charac- 
ter and “pep” it will put 
into your shoes. 


BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South Se. 
MASS., U. S. A. BOSTON, MASS, U. S. A. 


CABLE ADDRESS “TENRAB” 


‘‘Maintains a Standar d Reputation”’ 


January 28, 1922 
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MEN’S AND WOMEN’S 


South Shore Styles 


Ready to Ship | 








S-96—La Hav Brown Ox. 240 Last. 
AA-D. 2-8. 


Price $5.75 
$-98—La Blk Vici Ox. 240 Last. AA-D, 2-8. 


Price $5.25 





We are large users of these heels. 


When you buy “South Shore Styles"’ you obtain shoes of undoubted merit. High standards 
of quality have remained unaltered throughout years. Shoes with the record of “South 
Shore Styles” are truly an asset. 


(Send for catalogue of all ready to ship styles) 


ALDEN-WALKER & WILDE 


(INCORPORATED) 


Wiioo Beater =~ EAST WEYMOUTH, MASS. 05 Wot‘aseen Set 
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THE BUYER OF 

LARKIDE SOLES 

WRITES HIS OWN 
GUARANTEE 




















HERE is no speculative element at- 
tached to the purchase of Larkide Soles. 


<== Manufacturers may buy them with the 

assurance that they will substantiate 
all claims made in their favor. To insure cus- 
tomer satisfaction, the merchant should 
specify “Larkide” when ordering from the 


manufacturer. 


If you have not yet read the entire story of 
Larkide, in booklet form, write for your copy 


today. 


THE LARKIDE COMPANY 


OFFICE 20! DEVONSHIRE ST.,BOSTON 
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For Quick Turnover 


Make your selections from our large assortment of lower- 
priced shoes and oxfords that are made especially to meet 
the present demand. All excellent styles. Worth every 
penny—and more—as every Nunn-Bush dealer knows. 


All in Stock 


Kan 


Cocoa brown uppers. Baxceptionally good soles, 
Wing-foot heels. 


22—French Toe 46—New Rex Bilucher 

24—Panama Bal (Gun Metal Stock) 
OXFORDS 

3 don Bal 23—French Toe 

32—Washington Blucher 25—Panama Bal 


Carried unbranded or with Weldon stamp. 


‘455 


Brown Lozant uppers. First quality soles. 
Wing-foot heels. 


4008—Panama Bal OXFORDS 
4048—Panama Blucher 4101—Plaza Bal 
4015—French Toe 4103—Panama Bal 
<r vamp and tip 

4.20). 
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Carried unbranded or with Nunn-Bush stamp. 


‘4° 
Eacellent grade calf. Best sole leather. 


Wing-foot heels, 
2017—French Toe 
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Carried unbranded or with Nunn-Bush stamp. 


Send for our New Pamphlet Showing 
In Stock Oxfords. 
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SOMETHING NEW! ; 
The Nunn-Bush M rt isi g Plan “Faithful to the Last’ 

mses wins amaicr'nve | Nunn-Bush & Weldon Shoe Co. 
ment. Write us. Milw kee, Wi usin 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


D. H, Chandler Shoe Co Poseees Shoe Co. 
166 Livingston Street 2041 Atlantic Avenue 
BROOKLYN BROCKLYN 
DEGEN LIPP, Inc. Dr. a Posner Shoes, Inc 
133 Floyd Street Street 
BROOKLYN BROOKLYN 
ANDREW GELLER Ro ' 
. gers & Davis 
240 Broadway 1615 Bast N. ¥. Avenue 
BROOKLYN 
a 
LONG ISLAND CITY je Avenue 
Dekalb and Grand Aven Chas. W. Strohbeck, Ine. 
r - = , 
— eee ee 309 ‘Johnson Street 
Julius Grossman, Ine. BROOKLIN 
872 De ib Avenze Vogel-Miller 
BROO 4th Avenue & Baltic Street 
wm, Heume 4 a *Co., Inc, BROOKLIN 
957 Kent Avenue s, Wee te & Son 
BROOKLIN 232 ven 
R. H. Hoskins Co. p< 
89 6th Street 8. Weil & Co. 
LONG ISLAND CITY 379 DeKalb Avenue 
Ly Shoe Co. BROOKLYN 
5 Roebling = Algier Shoe Co. 
BROOKLY: 138 Broadway . Bedford Ave. 
. Ss. Kagéee 5 Shoe Co. BROOKLYN 
10 Leo Pla Julius Altschul 
SnOOxLEN 220 Varet Street 
American Shoe Co. 
166 Li 8 


BROOKLYN 
Kozak & McLoughlin 
BROOKLYN 14th Street & Govenor Place 
J. J. Lattemann Shoe LONG ISLAND CITY 
x . George W. Baker Shoe Co 
St. Edwards Place 848 Classon Avenue 
BROOKLYN BROOKLYN 
Maetrich Eyre & Co Baker-Chandler Co., Inc. 
242 Greene Avenue 641-649 Lexington 
BROOKLYN BROOKLYN 
I. Miller & Sons, Inc Cohen & Frank Co. 
1 Carlton Avenue 766 Stone Avenue 
BROOKLYN BROOKLYN 
Morse & Bart Co. J. & T. Cousins 
1 Carlton Avenue 869 DeKalb Avenue 
BROOKLIN 
Pincus & Tobias 
17 —— Avenue 
KLYN 
Parisian Shoe Co. Berit BE. Drake "Shoe Co, 
226 Varet Street 285 Park Avenue 
BROOKLYN BROOKLYN 


BROOKLYN 
John Cramer & oom 
199 8 pt 
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HE adjustability of Brooklyn’s shoe- 
making interests and organizations to 
the changing conditions of the times brings 
its reward to those who sell Brooklyn-made 


shoes. 


Retail handlers of Brooklyn shoes do not 
have to apologize for lowering prices or 
strengthening prices. This is because Brook- 
lyn quality is as dependable as old gold. 





In today’s interesting conditions of shoe- 
making and shoe-selling, Brooklyn’s fine 
shoes for women command their market and 
predominate in the high-style field as securely 
as they do in uneventful times. 


Shoe Manufacturers Board of Trade 
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—and still another 
editor says:— 


“The absence of lacing hooks on men’s 
shoes has been the cause of much 
annoyance. The endeavor, many times, 
to find an eyelet hole leads to harsh 
thoughts and “unladylike” ianguage. The 
coming back of the hooks are in line with 
reason and common sense, and will do 
much to improve the disposition of man- 
kind. Minutes count in the a. m., when 
shoes are being laced, and the hooks save 
not only time but patience.”’ 

—Lynn Review 


Look for the lacing hooks on samples 
shown you for 1922 


Insist on having what you want! 
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TONY RED CALF 
BLACK CALF 


B to D—6 to 10; Goodyear Wingfoot Rubber Heels 
FRENCHY LAST 


FLASH THIS ONE 


Open their eyes this season. We will back you with 
the cream of the field in stock shoes, at pom that 
will make sales easy. 


Every pair fairly bristles with its selling get-up; 
every pair is timed to do the best service dollar for 


dollar. 


A few minutes spent in examining our new Spring catalog will 
let you in on the choice of the country’s best 

make more clear our phenomenal sales record, while the in- 
dustry was flat on its back. 


Show a half a dozen of these numbers in your windows, and you 
will start them buying early. 


. 
; 
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DIAMOND SHOE COMPANY 


196 CHURCH ST., NEW YORK 
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FOR MEN AND WOMEN 
STOCK STYLES READY TO SHIP 





Price $5.25 


B-538—Winsor Last. Our Mirror Patent Oxford. 
Light Weight Construction. Flexible Sole. AA- 
D. Code Word—Crystal. 


B-548—Same shoe as above in Gun Metal Calf. 


Code Word—Comet. 









Price $6.00 


Stock No. 861—Bal, bey | 


Price $5.25 
r= Calf. Perforate 


ieee) 









3 wan 

a ra center 
Stock No. 100—-Women's Tony Calf Welt Ox- Goodyear « 

2 —_——e -- vod, — four rows _ EVogue joe a 3 > a “how 4 —_ — heel. 

fe stit ing roughout. Fancy center perfora 

: tion in tip. Carries the popular 10/8 heel. stock ck No, iso aA tig No, ost, © & Y Ne. 008. 

; yt. Code Widths Goodyear My rubber heel. 13 i 

5 135 Peach AA-D - sole. On “Our Advice” last. ron 


— 
wie 


(Send for Catalogue) 


Charles A. Eaton Company. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS, . 


BOSTON—207 Essex Street NEW YORK—127 Duane Street isla pte: acanie 
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What Quality, 
plus Style, plus 











Service can do 











LS JOME merchants sell a few pairs of spats 


“once-in-a-while.” 


But the 5,000 progressive shoe merchants who sell Stun- 
ning “andard.” SPATS enjoy “a humming” spat busi- 
ness. A spat business that means profit and prestige.. 


Quality, smart style and long service have been built into 
‘thandaid, SPATS for fifty years; which accounts for 
the phenomenal spat business enjoyed by the sellers of 


‘Dandard,” SPATS. 


Wherever you we a progressive dealer 
you find stunning @,” SPATS 





“Standwealy 
SPATS 


S. RAUH & COMPANY 27° 318SIXTH AVENUE 
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1922—A 
“Make or Break” 


Year in Shoes 


During 1922 shoe mer- 
chants will divide them- 
selves into two distinct 
classes. 


If price is your first and chief consideration in buying shoes, 
we Cannot interest you. 






—\ 
& 
ANORMAL THE ACROBAT 
CHILDS FOOT SHOE FITS IT 






If you want shoes with a conscience, shoes of maintained and 
dependable high quality, at a fair price, then we’re blood 
brothers—and you'll like the “Acrobat” line. 

You know only too well how easy it is for one poor pair of shoes sold to a customer to 


destroy the confidence built up by years of honest values sold at a fair price.: You 
can’t afford to take the chance! 


During the 30 years we have made children’s shoes and the 12 years we have manu- 
factured by the Acrobat patented “double welt process,” we have never sacrificed one 
iota of quality to make a price—and we pledge you our faith we never will. The re- 
ception given the 1922 “Acrobat” line at the N.S.R.A. Convention demonstrated be- 
yond a doubt the soundness of this policy. 


A word from you will bring Catalog 
22-S, and some mighty interesting infor- 
mation. 


Shaft-Pierce Shoe Co. 


General Sales Office 
201 State Theatre Building 
Factories at Faribault, Minn. 








CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 


Specialists in 
Children’s Good Shoes 
Since 1892 
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Comfy Profits are 
Just Beginning 


HRISTMAS has come and gone, but Daniel Green 
Comfy sales have not stopped, by a long sight. 


Dealers who look on Comfys as a holiday line only are 
missing one of the biggest sources of profit that is open 
to them. 


Daniel Green advertising goes right along steadily 
throughout the year. This is no longer a one-season busi- 
ness—but an all-season profit-producer for the dealer who 
gets in line with our advertising. 


The next few months, full of cold, wet days, are big days 
for Comfy dealers who keep Daniel Green Comfys on 
display. Don’t make the mistake of cutting your prices 
and sacrificing your post-holiday stock. Display Comfys 
in your windows and in your store, and watch your sales 
grow. 1922 will be the biggest Comfy year ever known. 


Daniel Green salesmen are now on the road with the 
1922 line of genuine Comfys and quality Boudoirs. 
If you wish to place your order before you receive 
our salesman’s advance notice, let us know and we 
will put you in touch with him at once. 


Daniel Green Felt Shoe Company 


New York Salesrooms: General Offices: 
116 East 13th Street Dolgeville, N. Y. 


Daniel Green 
Comfy 
‘PE ae 
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{ GDaniel Green) 





&€ Slippers )7 


Write for our Green 
Book, which de- 
scribes our national 
advertising for 1922 
and the merchandis- 
ing helps we give you 
to boost Comfy sales. 
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“Hand E” 








No. 136—Silver Cloth ‘‘Vincent’’ One Strap, 16/8 Louis 
Heel. Widths AA, 4-8; A, 3-8; B, 2%-8; O, 2-8. 





THE BEST BET FOR 
A QUICK TURNOVER 








—NOVELTIES 


FOR AT ONCE DELIVERY 


No. 138—Squirrel Gray Suede Vogue One Strap, Full 
Louis Heel. AA, 4-8; A, 3-8; B, 2%-8; C, 28. Price, 


Deliveries February 1-10. 
No. 140—Gray Nubuck Vogue One Strap, Louls Heel. 
Sizes as above . = 138 $5.50 
vi \ 
No. 141—Pat. Lea. One Strap, Louis Heel, Per- 
forated Vamp. Sizes as above for No. 138. Price. .$5.00 
Deliveries February 1-10. 
No. 142—Same as 141 with Junior Louis Heel. $5.06 


Deliveries February 1-10. 


“Every Shoe a 
Business Builder” 














No. 130—Black Satin ©. S. One Strap, like 
TRUS vderdeduebacnecicesscanGrereaudvacesced $5.00 


In making plans for 1922 business feel assured that H. & E. Novelty 
turns can be depended on for the volume bfisiness wanted at the profits 


desired. 


HOPKINS & ELLIS 


Haverhill, Mass. 
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Bates } 


SHOE 
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Retail 


One of the 18 new 


BATES 


Spring Models 
IN STOCK 


No. 6165 
“Le Temps” 


ifskin. Grain 
Leather Coun- 
Sole. Goodyear 
bber Heel. 





IGH-GRADE Calfskin Shoes, shaped and patterned in the newest fash- 
ions for men, to retail at seven dollars! 


Bates styles are setting the fashion in many of the smartest shoe shops 
in the country. Now they are setting the fashion in price, too. 


The “Le Temps” is only one of eighteen fine models, strong in salability 
qualities, that are carried in the Bates In-Stock Department. 


These are the shoes that were among the pleasing “sensations” at the 
Chicago style show. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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C.H.ALDEN CQ 
Ne 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


oO °o ° ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


co °o oO o G 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








FACTORY BOSTON OFFICE 
10 HIGH STREET 


ABINGTON, MASS. 
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NEW SPORT MODELS 


IN WHITE BUCK AND PATENT LEATHER - 
VAUGHAN’S IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY SEWED SHOES 








TWO FACTORIES~CAPACITY 
5500 PAIRS DAILY 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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PROCESS 
In-Stock Styles 
















; P “ “MARY” 

‘THE THREE STRAP No. 23—Black Ooze Calf, Full Louis Cov: 
No. 34—Black Satin, Full Louis Covered ered Heel, Beaded.............-0005 $5.00 
O Ce eooeocesccoecoesoecocecooed 50 No. 24—Same style in Black Satin, Beaded, 


Sizes: A, 4-7%; B, 4%-7; C, 47. _ 


















“RITZ ONE STRAP” 

No. 33—Black Satin, Full Louis Covered 

Heel, Rhinestone inden éan.eeeill 35 
Sizes: A, 4-8; B, 3%-8; C, 3-8. 

No. 32—Same with > Louis Heel. . $4.35 
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Change of Policy 


Three or more pairs, in any 
width, or any number of 
widths, at prices listed. Con- 


tinued requests from our cus- 
“SCOTTY” 
Ne; icSeseoesh Grin catnatm zoye | tomers have convinced us | $jga"ave Taster 
tng gree ary ae #3 that this service is necessary. Sizes: A, 4%- 83 B, 3% -8; O, 3%-8; 


Sizes: B, 4-8; C, 83%-8; D, 3-8, 
Order the sizes that you want 
Terms: 2% 10 days; net 30 
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No. 29 — Brown Kid 
8 Inch Boot, Fair 
Stitch, 12/8 Heel. 









No. 30—Same in 
Black =~ .- -«» «3.50 
A, eis * 3%-8; 
8 D, 3-8. 
No. 28—Same 
Brown =~ with Rub. 
aie — . 83.50 


B, 3%-8; c, 8%-8; 
oe: 3-8. = 
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BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 
FACTORY: 13 Wormwood St., So. Boston, Mass. 
BOSTON OFFICE: 405 Rice Building NEW YORK OFFICE: Room 1205, 110 W. 34th St. 
Address all correspondence to the factory. 
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At Your Service! 
<«N(X5p»- 


DAY “" W fJADE-TO-ORDER 
SERVICE —_* 
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E NOT a Stock Proposition 

. This is a new modern method of shipping 
4 This Is the Style your shoes in 7 days on receipt of your e 
| (Bal.) order, on lasts as shown herewith. These 

: Made of shoes are constantly coming through our _ 






Fine Dark Tan Calf factory. 
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Workmanship 
Most buyers are familiar with the fine 
workmanship and care taken in making 
our shoes. 


Mit? \e? WEN? We 
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Leather and Materials 
Choice of These Lasts Top grade calfskin uppers—old fashioned 


Town Park Tanned Oak soles—Sole Leather boxes 
Court Dwight 
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and counters—best twill linings—Every 
part of our shoes spells Q-U-A-L-I-T-Y. 
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Cartons, Stamps and Labels 


Shoes shipped in your own cartons prop- 
erly labelled and stamped, if desired. 









Waviveyive\ ve 


T* This trade-mark stamped on these shoes 
™ means guaranteed solid throughout. 


All Are Priced to You 


At $5.15 


All Sizes, B, C and D Widths 


KNOX SHOE Co. 
Milford, Mass., U. S. A. 


Boston Office: 135 Lincoln Street 


ONO NGG O7\OINO NOVO! 
Vey /a@y 
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No. 700—Patent Turn One Strap on our 61 No. 762—Full Grain Tony Red Calf Welt Ox- 
Last 10/8 Military heel......... Price $3.35 ford. 79 Last. 10/8 Military — Gans 
ice ° 





You Want Real Value in Women’s 
Welts and Turns to Retail at 
Five Dollars oa oa oa 


Our New Line Fills the Bill 


We invite comparison of these shoes with 
any line at like prices. Mr. Merchant! 
You want volume sales. We supply 
volume production. Let’s get together. 


SEND IN YOUR ORDERS 


The above styles are from our line of five dollar sellers, 
made to order in case lots, on three weeks delivery. 
They are the same standards as our E & M line and 
carry half Louis and military heels. 


NOT CARRIED IN STOCK 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. - 
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Most Enthusiastically 


Received 










In all the artistocracy of fashion, Sicony style crea- 
tions hold sway to a noticeable extent. 






“If it’s Sicony, it’s correct,’ is but another manner 
of expressing the dominating position achieved by 
the distinctively different models. 








Sicony bench made turn shoes and footwear novel- 
ties were decidedly a real triumph at the N. S. R. A. 
Convention. 


Retailers who cater to the better class trade showed 


great enthusiasm and were loud in their praise of 
Sicony fascinating footwear— 











Let's get together for your Spring needs. 
We have many new style features not illustrated. 







Card will bring Salesman or samples. 









CATALOG ON REQUEST 








I--STONE IMPORTING CO. 


(2-(4-(6 EAST 22"° ST.WEW YORK 
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ARMORTRED 








The Heel That Adds a F mishing Touch 











A rmortred 
Babies 


The newest addition to 


the QUABAUG tribe. 


Like Armortred Heels 
they look well — they 
wear better. They add 
character to many shoe 
hines. 


Sport Shoes with Arm- 
ortred bottoms are well 


soled—s old—souled. 




















uabaug Rubber Co., 


No. Brookfield, Mass. 
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In Stock 
Ready to Ship 





Style X9360 


Black Kid Oxford, Tip, 13/8 Cuban Heel, 
Rubber Top Lift, Goodyear Welt, B-D, 


2%-8. 
$4.00 
Style X9352 
Same as X9360 in Brown Kid. 
$4.25 





Style X9360 
Patent 2-Strap Pump, 10/8 Heel, Rub- 
ber Top Lift, Imitation Tip, Centre 
Punch, Goodyear Welt, B-D, 2%-8. 
Style X9366 


Patent 1-Strap Pump, 13/8 Cuban Heel, 
Rubber Top Lift, Imitation Tip, Centre 
Punch, Goodyear Welt, B-D, 2%-8. 


$3.85 


Send for New Spring Catalog A 


McELWAIN 





HIGH GRADE ALL LEATHER 
AT LOW PRICES 


Size up NOW on these high grade—all leather 
—Oxfords and Pumps. Made in our own fac- 
tories, from top grade skins, fashioned ‘over 
correct fitting and stylish lasts.. And they are” 
priced LOW. 


NOW is the time to make your store headquar- 

ters for ALL LEATHER SHOES at LOW 
PRICES. Make this your slogan. Advertise 
it—and back it up with McELWAIN ALL 


LEATHER SHOES. 


We can give you real, substantial, sales helps, 
if you will let us. - 


Concentrate on TRIANGLE BRAND All 


Leather shoes and watch your sales grow. 


Why not start NOW with some of these All 
Leather Oxfords and Pumps? 


Wire or Write for Samples 


McElwain Hutchinson & Winch 


580-590 Atlantic Avenue, Boston 8, Mass. 
NEW YORK OFFICE—READE AND HUDSON STREETS 


Branch of the International Shoe Co. 
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Insuring Quality in Satins 


Whether for street, afternoon or evening wear, shoes made 
of Cedar Cliff Satin are sure to please your customer. A 
satisfied customer is a steady customer. Shops catering to 
a discriminating trade have realized this fact and are now 
specifying Cedar Cliff Satin in their orders. 


They know that by doing so 
they are insuring their profits 
and building good-will. Their 
shoes of satin give the utmost 
confidence. 


ESTABLISHED 1888 


January 28, 1922 
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— SATINS - 


Building Prestige for Your Shoes of Satins 


Among manufacturers of high grade Satin Shoes Cedar 
Cliff Satin is the vogue. Manufacturers realize that the 
strength and durability of the materials used is build- 
ing prestige and insuring satisfaction for their shoes 
of satin. 
This realization enables them to buy 
Cedar Cliff Satin with the utmost con- 
fidence. It enables you as a dealer to 
sell shoes in which this superior ma- 
terial is used with the assurance that 
your customers will be given the ut- 
most satisfaction. 


The Cedar Cliff 
Silk Company 


251 Fourth Ave. 
New York 


\~ | 
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Herman’s 
“No. 32” 


Munson 
Army Last | 
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$3.95 


Wholesale 
IN STOCK 
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ERE is one of Herman’s famous Army styles whose popularity was never 
greater than today. Civilians as well as military men are its wearers. 


No. 32 is made of plump full-Chrome leather of the regulation Army ; 
shade. It has a soft toe, circular bellows tongue, heavy single oak sole and 
one-inch leather heel. Built on the Munson Last, its comfort qualities are un- 
equaled. 





We carry No. 32 in stock in the following sizes and widths: A—7 to 11; 
B, C, D, E and EE—5 to 11. Plenty of sizes all the time. 


Send for cloth-bound catalogue of eighteen other In-Stock Herman Specials 


JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASSACHUSETTS 
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uh 
| 
iad} The most shapely shoe 
in the whole field of 
orthopedic footwear 
Smart Style 
rae —_— Black Kid “Leather ey roominess 
counter. id leather heel. 
i i All Kid quarter lining. , a perfect 
{ i Style 33—Same as Style comf ort 
} | 32, except made of Brown 
i Kid. 
| IN STOCK 
Ht 
EAL style in genuine orthopedic footwear has its best ex- 
| pression in our new Modified Formative Model 32. 
Study its attractive forepart. 
Dealers will instantly note 
i All Styles Carried In h | gh 
! Stock the appeal to customers whic 
f this shoe makes. It is the in- 
tf REGULAR-—Styles and Prices ° ° 
i] No. 14—Black Kid Blu. Oxford. Price... .$5.00 evitable choice of women who 
i i) ne, Sa ee bik foe eee 4«©— FOTUITS. Compjort, im‘ their shoes 
\ Nel 1eLWnle Beaches Be Oxtera Paw axe DUC without the penalty of un- 
t MODIFIED-Styles and Prices attractiveness. 
Hi ao ae Ge ened fan... bee Formative Shoes are the lowest 
UHI $2 Sector feu Box. Base #49 im price for standard high quality 
ti} HH No. 96—White Beachtex Oxford. Price.... 4.10 obtainable anywhere. | 
RE ‘ 
AN 
HET 
Hi COTTER SHOE COMPANY 
epede 
iT 
| Hi | LYNN (oditiony MASS, 
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CHICAGO'S 
VERDIC1— 


The Chicago Style Show decided 
in favor of the use of 


BUCKLES 
in 1922 


Advance sample displays proved 
that, once again, many manufac- 
turers will give preference to 


BUCKLES 
in 1922 


As a popular fastener, the value 
of which is increased by its other 
role as an ornament, there is 
nothing that appeals more 
strongly to the sense of economy 
than the buckle. That is one 
reason why so many strap slip- 
pers will be equipped with 


BUCKLES 
in 1922 


We have provided large quanti- 
ties of the buckles used in the 
manufacture of strap slippers 
since the style was adopted and 
for 1922 have added to our 
variety of designs. You may 
have a copy of Bulletin 133, il- 
lustrating these designs, for the 
asking. 


NORTH & JUDD MFG. CO. 


New Britain, Conn. 
Branch Sales Offices 


t. San 
608 Victoria Bldg. Postal Tel. Bidg. 
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No. 966 
Tan Elk Sport Oxford 
Boston Last 
Plain Toe 
Duflex Suction Fibre Sole 
Wedge Fibre Heel 


are always of consistent value. 


We know only one standard 
by which to make them—the 
one we have followed for over 
a quarter century. 


Made to retail at $5 to $9 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building 
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SMOKED ELK 
RUSSIA CALF SADDLE 


CORRUGATED SOLE AND SPRING HEEL. 
WELTED AND STITCHED HEEL SEAT. 
GOODYEAR_ WELT. WIDTHS A-D. 


PRICE $5.00 


“Follow the Creighton Line” 





A. M. CREIGHTON LYNN, MASS. 
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+ ComBINE ep | || 
COMMON SENSE, 3) |) 
WITH QUALITY 4 


These high grade “Maxine Comfort” shoes ttf Yap 
made of soft black kid, over perfect-fitting. ik ViywWiecs 
restful lasts, have genuine hand turned L 
soles and represent a value worthy of the 
price asked. 

The heels are built one and one-quarter inches 


high and carry a rubber top to insure the last 
word in shoe comfort. 





























A5O1— 


C, D, E, 2%-8, $3. 
9-1 


0 x10 These shoes are in 


stock and can be 
shipped “at once” 





A512—B, 3-8, C, D, 2%-8, $3.25 


A510—C, D, B, 2%-8, $3.15 
E, 9-10, 3.65 


A500—B, 3-8, C, D, 2%-8, $3.85 


Complete Catalog 
mailed upon request 








Mail Orders 
promptly filled. 


A514—0, D, B, 2%-8, $3.15 


Drow Vos Goungainy, 


MeROWN™, First Successful Shoe Manufacturer in St. Louis 


@ x59 shieteiaiieh @ x59 $s 


#2 9—e5 
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THE IDEAL 
SSeQHITE SHOE CLOTH 
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“C7 heir Sale Knows No Seasons’’ 











Fag 


No. 6—Black Kid One-Strap Sandal, Grey 
Suede Lining and Sock, Rubber Heel, 
Beaded Ornament on Strap and Vamp, 
Pressed Edges. C, D, E. 

No. 62—Same as above only without orna- 
ments. 


% 


No. 61—Black Cabretta One Strap, Comfort 
Toe, Cuz ae Lining and Sock, Leather 
Heel B, C, D and E. Also made 
with owt Toe 


SP 


“Mo. 55—Black Kid Oxford, Tip, Opera Toe, 
beautifully fittin Last, eather Heel, 
ion Inner. 8B, 


¥& 


ain Toe = 2 og AW, Suede 
i Cushion Sock ae 
ble Sole. Widths se Cc, > and E. 











here are real 


“MAIN AISLE” COMFORTS 


for immediate business! 


These Easiephit one-straps and ox- 
fords can be made up for quick 
deliveries. They are of regular 
Easiephit quality—and they are 
in demand every day! Phone, 
telegraph or write for samples and 
prices today. 


We'll gladly furnish merchants 
with names of our nearest 


wholesalers. 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 


NORTH READING, MASS. 


BOSTON OFFICE: 207 ESSEX ST. 





COMFORT SHOES AND SLIPPERS 
for 
ALL THE FAMILY 











Jai 





Pet 
tai 


BUI 
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All Ready to Ship 


Get your order in at once on these live numbers 


Orders filled same day 


as received 











No. 770. Price $4.00 No. 431. Price $3.50 No. 745. Price $3.85 
Patent Two Buckle Strap Peggy, Imita- Peters White Reignskin Oxford, Stitched Patent Oxford, Tip, Goodyear Welt, White 
tion Tip, White Stitching, White Fair Cord Tip, Leather Sole, 11/8 Ivory Rubber Fair Stitch, 7/8 Rubber Heel, Sport Last. 
Stitch, Goodyear Welt, Broadway Last, Top Heel, Goodyear Welt, Princess Last. AA to D 
13/8 Heel. AA to D 
AA to D 





No. 466. Price $3.50 


: Peters White Reignskin Oxford, Stitched 
Cocoa Calf Blucher Oxford, Tip, White Imitation Tip, Leather Sole, 13/8 Ivory 


Peters White Reignskin Oxford, Stitched 
Imitation Tip, White Ivory Sole, 7/8 fait Stitehing. Goodyear Welt, Princess Rubber Top Cuban Heel, Goodyear We!+, 
Rubber Heel, Goodyear Welt. , ubber feel. Tremont Last. 
AA to D AA to D AA to D 


No, 480. Price $3.50 No. 784. Price $4.10 





THOMSON-CROOKER SHOE. CO. 


©. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


a ——————— —— 
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Jobs from “The King of Jobs ’ 


We Have in Stock a Complete Line of 


WHITE CANVAS SHOES 
Ladies’, Misses’ and Children’s 


We will be pleased to send samples upon request. 





MEN’S BLACK VICI OXFORDS 


English Last—Goodyear Welt—Leather Heel 
Same in London Toe. Packed 24 Prs. to Case. Sizes 6-10, 6-11, 7-10 


A 


Price $1.90 


Strictly Solid 


Children’s Bluchers 
$1.00 


A 








A 


Child's — Chrome Elk 


hers 


Child’s Black Grain Bluchers. 
Strictly Solid. 





UUVAUAADADEAUAUEUEUEU AU EO OOO EA EO OAOAO AOA OEE UEO OEE EO EO OA EH EOO ONO OEOAOEONOOEONOEOUOOEOUOOOGNONOGOOEOEOAONOGEOOOEOGOGOUOOEOUOOOUEONOUOGOONONOUOUEVOGUOUOUODEOEOUODOOEOoOOOOOONONONNONOuOUNONONONNDNOEOENOLe 


Sizes 9-12. = setly Said 
Child’s Black Vici Bluchers. 
S. ROSENBERG & SON 
144 ESSEX STREET BOSTON, MASS. 


PUTUTUTUATUCTATUETUEHUEUOEUEUUCUUEUOEUEEOECUEUECUOUUEEOEEUCUEOOEEOEOAGOAOOCOUOEUOUOOUOOEOEOUOUOROOGUGONOUCOOGOUOOOOOUCOUEOEOOGOUUOOOUOOUOOOOOOOEOONONOUEOOEOOOOEOOOOUUOSOOEOUEONOONOOOOEOOUONOONOOEOOOONOONOOEONOONOOEONEONOUSONEOHINEE 
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AT EASE 


REGARDLESS OF WEATHER CONDITIONS AND COMPETITION, 
THE MERCHANT IS ALWAYS AT EASE WHO !S HANDLING THE 


Lundin SHOE 


THIS MEN’S FINE DRESS WELT IS SO POPULAR BECAUSE WE, 
BEING SPECIALTY MANUFACTURERS, CAN AND DO MAKE IT 
STRIKINGLY INDIVIDUAL. 








If there isn’t a Lundin Dealer in your town, write 
for details of how we can give YOU an individual line. 


LUND-MAULDIN Co. 


MANUFACTURERS 


ST. LOUIS U.S.A. 
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Ten Factories 
At Your Service 
Insuring the 
Utmost Speed 












Wik Easter drawing near and its re- 
sultingly heavy demand on Shoe Manu- 
facturers, the United Last Co. is ready with 
its widespread organization and equipment 
to assist you in selecting your Styles and to 
handle your orders for Lasts with precision 
and dispatch. 





No other last organization has such service 
facilities. 


Ten factories are at your service to handle 
your orders. Six complete show rooms in 
various parts of the United States are await- 
ing your inspection to assist you in selecting 
your Styles. 








° eae = 4 ~* ' sy 
AO tO GNA AL COO ELE LD LO al et O LOLONE wat Pe ae PM type uke hee ate 


Lasts when you want them and the way you 
want them! That is the keynote of United 
Last Co. Service. 


Six Complete Show Rooms as Follows: 


Boston, 212 Essex St. Chicago, Room 406, ete 3 Bldg. 

Cincinnati, 803 Sycamore St. Philadelphia, 331 Arch S 

St. Louis, Advertising Bldg., Milwaukee, 10 Sdesbopaliten 
Room 303 Bldg. 





tPA A rel MIE LIS cg RPO SII Maks AO ae DA el Al ce ON tt OCIA P Te IN gE BRL A DLN, 2 att OO te PD OO at OR strane tne A? ens aoomnarn 
av te e, “ ee & S 4i>" wore . Se ee _r ie he v1 . tie ‘ 
a . ¥ 2, ene it en, ta Pe s FM “ 2s Se e 2 thy , . Rw 4 ee oe > 


Ten factories—six display stocks—yours to 
command in the interests of dispatch. 





UNITED LAST COMPANY 


Boston, Massachusetts 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J. HAVERHILL, MASS. MILWAUKEE, WIS. 
AUBURN, ME NEW YORK, N. Y. CHICAGO, ILL. ST. LOUIS, MO. LYNN, MASS. 
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Wonderful Shoes for 
Wonderful Girls 








r 
AAVAL 


A New Beauty 


Patent Vamp, Two Bar Side-gore Pump. 
Color No. 27 Suede Quarters. Spanish 
16/8 Lowis Heel. 





Can be had also with 13/8 Box covered 
heel. 














=. Johnson, Stephens & 
j <) Shinkle Shoe Company 
y Manufacturers a 


Saint Louis & &..# 
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Make This HABIT 
Work for YOU 


It’s a most compelling habit. A habit which, once started, 
people can’t break if they would—and wouldn’t if they could. 


Yes—it’s the Educator Habit. Here’s 
how it works for the dealer: 


Once a person forms the Educator 
Habit, he buys his shoes without trying 
on. This cuts your selling expense. 
And the limited investments required 
cuts your overhead—you can size in 
your stock every day. Nine conven- 
iently located American distributing. 
houses makes it possible. 





Turnover? Nothing like it in the whole 
shoe world. Put this Educator Habit 
to work for you. 


RICE & HUTCHINS, Inc. 
10 High St., Boston, Mass. 


OUR NINE AMERICAN DISTRIBUTING POINTS: 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 
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Keep Your Stock in Proper Ballast 


Buy at the Market to Sell Promptly at a Profit 


portance in the new footwear fashion 

era, but the safest present rule is: buy 
at the market, both for stock and replacements, 
buy novelties, eliminating the wild-eyed features 
and make your retail prices follow the market. 
Nowadays the best shoe buyers are style students, 
possessed of good tastes and a sense of harmony; 
and the shoes that are inharmonious with gar- 
ment styles and colors, and bizarre in design or 
ornamentation are those that find their way to 
the bargain table in the average American city. 

Corrections have made merchants keener buy- 
ers and the interchange of ideas has made com- 
petition smarter. 

“This is getting to be a fast game; I must get 
out of the store more and see what is doing else- 
where in the trenches,” this remark, by a shoe 
ésaler of long experience, is significant of a new 
era, and a resolution to meet new conditions. Shoe 
selling is indeed a faster game than it used to be; 
more watchful wiggling is required in order not 
to go stale on stock, with red ink entries in the 
profit and loss column. In every city in this coun- 
try shoe stores are being put in touch with a new 
form of buying by the public, a form which is best 
explained by the word “shopper.” Other lines of 


H » to buy right is of the greatest im- 


merchandise has had “shoppers” for years, but 
the shoe stores of the country have always based 
their business on a certain percentage of total 
sales made to the regular customer. 

On the other hand, the store specializing in 
novelties finds the novelty customer buys one day 
in that store and not long after shops elsewhere. 
The novelty customer is in search of the new 
things and forgets the elements of service, fit, 
comfort and wear, and above all forgets “I’ve 
traded in this store for years.” 

The trade must not overlook this one under- 
lying fact, that there will always be standard 
types of-footwear, and that there will always be 
standard people who want that footwear, and 
who once suited, return to the store year after 
year. Don’t get the mistaken idea that nov- 
elties have to bear all the profit load and that 
staples are simply “accommodations.” It has 
been said that sales of shoes increase or de- 
crease according to the direction of fashion, just 
as a boat sails according to the direction of the 
wind. This applies to only a percentage of the 
stock of the shoe store, for a boat like a store must 
always be in ballast and more particularly “in 
balance.” 

Buy only that merchandise that you have the 








There is no other Trade so well and so loyally served as ours by 
a Trade Press, which is alert to every opportunity of progress, 
championing every cause in the interests of the Industry and 
Trade and leading along paths of business, righteousness and 


square dealing. 


Sol Wile, in his Annual Report. 
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ability to sell promptly and to pay for promptly. 
Keep your business ship in proper ballast, but 
don’t overload. You are responsible for your own 
selling prices, all through the store. Nobody 
compels you to mark his figures on the goods. 
And it is nobody’s business but your own what 
price you set. You MUST set a price that will 
pay for the shoes, and pay the cost of keeping and 
selling them to the individual consumer. This 
cost will rightly include pay for your services, 
pay for your capital invested. You are morally 
entitled to that much, by even the most delicate 
code; and the consumer has not the least moral 
right in the world to demand any more of you. 
If you want to give it to 
him he will accept all your 


BOOT AND SHOE RECORDER 


January 28, 1922 


the Bureau of Foreign and Domestic Commerce 
at Washington indicating by its color card drawn 
up from the RECORDER’s chart—that color is a 
factor in more sales, more shoe production and 
more prosperity for the entire industry. Study 
the long swings of style and don’t get caught in 
the freakish short swings of an ill-conceived pat- 
tern. ARTHUR D. ANDERSON. 


SHOE THREAD OPTIMISM 


The John C. Meyer Thread Co. of Lowell, Mass., 
widely known as the Lowell Thread Mills, with Bos- 
ton office at 52 Chauncy Street, is installing new 
equipment in order to take care of its orders. Mr. 

Meyer, owner of the mills, 
predicts the greatest era of 





profit; if you ran shoes 
down to a dollar a pair, 
some people would still be 
sighing over the enormous 
cost of footwear ; you can- 
not afford to allow the con- 
sumer to set the price for 
you. He would not do it 
justly or fairly. 

This may seem to evince 
a cynical tone. Well, the 
performances of the pub- 
lic in buying wearables of- 
ten induce cynicism. But 
we are not at all plotting 
the injury of the con- 
sumer. We are simply 
suggesting some aspects of 
the occasionally necessary 
job of “fighting the game 
of continuing in business 
life’ instead of being 
pushed off into bank- 
ruptcy. 








FORECAST OF DRESS AND SHOE 
COLORS FOR SPRING AND SUMMER 


1922 


D -DRESS GOODS RANK ACCORDING TO COLOR PREFERENCE 
«J -SHOES SUITABLE SELECTION 





prosperity this country has 
| ever seen when the adjust- 
ment of national and inter- 
| national difficulties is com- 
pleted. A good business on 
the many lines of thread 
| made by the Lowell Mills 
for the shoe trade, and 200 
other industries, is reported 
for 1921. The dye house 
has recently been put ‘into 
| operation, and prospects 
are bright for large sales 
during 1922. 


SHOE AND LEATHER 
CLASS 





‘The 1922 session of the 
shoe and leather class of 
the Boston Continuation 
School opened January 9, 
and will continue for 12 
weeks, with headquarters 
for the present at the 
rooms of the New England 
Shoe and Leather Associa- 
tion, 166 Essex Street, this 
city. James W. Dyson, who 
has served very successfully 








How Speedy is 
Style 


It is all wrong to say that styles change over 
night. The process of swinging from one style 
to another is longer than ordinarily considered. 
The long swing of real style is over a season and 
oftentimes two. Look at patent leather, or satin, 
or even gray suede and you see the progressive 
popularity of these big style factors stretching 
over many months. In the case of black leathers 
and materials the RECORDER pointed out the trend 
at least eighteen months before the style color be- 
came national. Now the REcorpeR for nine 
months has been indicating more colors and espe- 
cially summer white, and as time goes on the trend 
will become stronger in that direction. We see 


THB Recorper’s Color Chart as utilized by Se He of 
Foreign and Domestic Commerce to stimul “Getting 
more shoes sold right” 


as instructor of the class, 
will again be in charge. 

Firms in Boston and vi- 
cinity who would like to 
enroll boys and young men in this useful class are 
cordially invited to notify Secretary Thomas F. An- 
derson of the association. 


PERUVIAN DUTY PROTESTED 


Advices from Peru state that the government of 
that country is planning to increase the duty on 
boots and shoes from the present tariff of 50 cents 
a pair to $2.50 per pair, which would be prohibitive 
to United States manufacturers. 

A strong protest has been made to the Washington 
authorities by the New England Shoe and Leather 
Association and individual manufacturers, request- 
ing them to make representations to the Peruvian 
authorities in the matter. 
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To typify the feminine types of fine footwear, 
thie runway mode! stands as model 


and summer seasons is unfolding along the 
lines predicted by the RECORDER in its fore- 
casts of last year. 

Manufacturers of silks catering for the patronage 
of merchants selling to the exclusives who set styles 
report that white outsells any one color in the entire 
range of weaves whether it be for sports or general 
wear. 


7 HE movement of color for the coming spring 


White and Black Combinations 


Distributors of silks also report that combinations 
of white and black, white predominating, is the sec- 
ond favorite with women of fashion. 


Practically the same report comes from manufac- 
turers of ready-to-wear. Investigation shows that 
stocks of white madras cloths usually woven for mak- 
ers of shirts have been bought by retailers and by 
manufacturers of cotton dresses for summer wear. 


Prepare for Whites for Summer 


In other directions white shows a gain as com- 
pared with the distribution of last year. For ex- 
ample, white appears in the grounds of French 
ratines in such an abundant apportionment of space 
as to leave no room for doubt that white is to come 
prominently forward during the coming spring and 
summer. 

Moreover, it will be recalled that during the sum- 
mer of last year white was a favorite with the ex- 
clusives in Paris and the same vogue is expected to 
register in this country when the proper time arrives. 


Distributors of silks also report that combinations 
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To typify the sport footwear feature of the 
runway, this model in knickers was selected 
to stand for all the rest 


of white and black, white predominating, is the sec- 
ond favorite with women of fashion. 

A glance at the window displays on Fifth Avenue 
featured by dealers catering for the patronage of rich 
women, shows that white and white and black foot- 
wear are the going things. 


Black Patent and Satin Continues 


Confirmation of this is presented in the statement 
of a manufacturer, with a retail outlet in several 
large cities. Black patent leathers and black satins 
are however retained. As for extreme novelties 
sandal effects have widespread recognition since 
they are shown by every high-class retailer and in 
one color brocades, patent leathers and in Persian 
effects, resembling Oriental rugs in the artistic as- 
sembling of colors. 


Overlays in Sport Footwear 


Appliqués are also retained. That is an appliqué 
of leather has a background of color and the whole 
is placed on the toe-ball-quarter or apron of the ox- 
fords and straps for sport. 

Nevertheless an originator of styles confidently 
offers strapless slippers held in place by an elastic 
insert placed on the instep or at the side of the 


slipper. 
Smart Colors in High Style 


With such a large amount of white and white and 
black in evidence it is only natural to expect that 
high colors will register in a large way for millinery 
purposes. Thus we have red as a prominent color in 
millinery and naturally it is carried out in footwear 
in the form of stitching heels and as a background 
for appliqué applied to the toes, ball or quarter. 
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Good Style is Common to More Stores—Factories, 
Situated Everywhere, are Fashion Wise 


Cutters are getting more 
proficient and stitchers are 
now competent to tackle 
such intricate patterns as 
were formerly restricted to 
custom shops. The more 
novelties the more sales— 
providing sizes are right 
and leftovers few. Keep 
styles moving—or don’t 
play the game. 


Shoes are not made for 
service any more—at least 
in strap patterns. When 
satins, patents and suedes 
run a national vogue in 
mid-winter it shows that 
millinery is a pleasurable 
and profitable feature in 
modern business. 





New yoke effect 
in a satin slipper 


There’s a strap 
for every foot 
and every dress 








Combination of Co- 
lonial and strap pat- 
terns 


The cut-outs meeting 
in a double band; 
all patent slipper. 


Makers’ names on request. 
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In the Face of All “Style Critics’’ the 
Strap Pattern Wins First Spring Place 





For eight months the claim has been 
that straps were slipping—and the 
honors were given to colonials as the 
only possible variant from oxfords. 
It would almost seem that the arts of 
shoe creation were confined to these 
three types plus the simple pump and 
the elaborate gore adjustment. 

These styles convey a wider use of 
straps on types of footwear that can 
be made up for general sale. Give 
opportunity for some such numbers to 
get into your window and stock this 
spring. 





Suede and patent; 
waist and leg strap 


Maker’s name on 







request 
Ce 
hi 
th 
al 
su 
All patent with 
bracelet band ' 
Maker’s name on 
request 
th 
th 
Most Beautiful Curves Revealed of 
For months the trend has been em- th 
phasized in the direction of deeper cut to 
foxings, revealing the most beautiful fe 
curves of the feminine foot. The : 
molded arch and waist of the foot in 
come into view and seem a new fea- Ww 
ture in style footwear destined to 
A yoke pattern grow stronger in the summer months. 
of fancy strap There is less leather and more space 
wh ap ceney and the ultimate is ahead—sole, heel, w 


Maker’s name on 


request counter and strap. 
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The Possibilities in Design Have not Been Exhausted 





Two-strap gray suede and 
patent forepart. 
Maker’s name on request. 


Novelty of patent and 
gray suede. 

Maker’s name on re- 
quest. 





Gore adjustment with cut- 
out front. 
Maker’s name on request. 


Why Don’t We Have More of Femininity in 
Factory Designing and the Merchant’s 
Selection of Women’s Shoes? 


By ALBERT A. MEAD 
President, Upham Bros. Shoe Co., Stoughton, Mass. 


Coming back from the big convention Mr. Mead expressed 
himself to a group of shoe men on the train, and it was 
the unanimous vote of the Merchant Editors to give him 
ample Recorder space to complete his idea. How does the 
subject hit you in the light of a new era of style in footwear? 
—Editor’s Note. 


' ), yHY don’t we have more of the femininity 
in the factory designing and the mer- 
chant’s selection of women’s shoes? 

Women’s shoes to-day are not foot coverings, 
they carry a large amount of style element in 
them, as illustrated this fall by the small number 
of pairs of boots being sold or worn. 

Take all the articles that women wear, other 
than shoes, like millinery, dresses, etc., that. go 
to make up her wardrobe, and we find that the 
feminine thought and touch enter into the design- 
ing and retail selection more than they do on 
women’s shoes. 


Getting More Money for Shoes 


In the making and retailing of women’s shoes 
we are in competition with the milliner and many 


makers and retailers of all the pretty things that 
a woman wears. 

A woman is going to spend in a year a certain 
amount of money for her own adornment, and it 
depends on who offers her the most temptation in 
pretty things to wear as to who gets the most of 
her money. 

We all know if a style is pretty a woman will 
buy it. Some man may say that isn’t so, because 
he has sold many pairs of a style that he knows 
isn’t pretty. That is because it is the man trying 
to decide for the woman, and he can’t. 

Let a Woman Help Select 

Every shoe store has to-day plenty of styles that 
are not moving. Don’t you think if a woman se- 
lected them, and who knows better than a woman 
what woman wants, that there would be a. few 
less bad numbers than there are on the shelves 
to-day? 

Would you think it practical for a woman to 
design and buy men’s clothing or men’s shoes? 
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A Greater Variety in Pattern Than Ever Before 


KAN 


Goring ove. adjust- 
ment in this gray 
and patent oxford. 

quest. Maker’s name on re- 


Black suede with 
cut-out band. 
Maker’s name on re- 


quest. 


If You Have a Daughter, 





Quarter, strap — 
heel in gray suede; 
patent forepart. 
Maker’s name on re- 
quest. 


Desiring to Do 


Something, Bring Her Into Your Own Retail 
Store for Feminine Style Thought 


If not, why not bring her closer in than she is 
to-day in the manufacture and buying of women’s 
shoes? 


The Daughter’s Job—Solved 


If you have a daughter desiring to do some- 
thing, why let her do the common thing, learn 
stenography or go into a department store to 
work? Bring her into your own retail store, and 
let her give you the feminine thought. 

Many shoe stores are putting in hosiery depart- 
ments and usually they are placing women in 
charge who do the buying, also selling. Why is 
this done? 

If she is essential in selecting hosiery, and I 
understand from authority that shoe stores sell a 
better average grade of hosiery than a department 
store does, couldn’t we improve our women’s shoe 
business if we had more women designing and 
selecting styles? 





A SILVER SHOE FOR CURRENCY 


The Chinese use an ingot in the form of a woman’s 
shoe as a basis of currency, which is determined by 
the weight and fineness of silver. It is expressed in 
so many “taels of sycee.” The pureness and weight 
of the shoes are certified by a Chinese official called 
“Klung Ku.” 


NEW IDEA IN CHAIN REPAIR SHOPS 


The plan of collective buying is having a tryout 
in the shoe repair field. The idea of this chain 
buying has been worked out by a number of men 
who have wide experience in the wholesale find- 
ings game as well as conduct of individual repair 
shops. 

An organization known as “The Shoe Service 
Corporation” has been formed and incorporated 
which issues both common and preferred stock. 

The plan in a general way is to select one good, 
reliable progressive repairman in each town or 
in each section of the city, issue a franchise and 
make this shop a “ser-vis” shop. 
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A National Shoe Outlook 


Surveys made for the National Boot & Shoe 

Manufacturers Association by John 
C. McKeon, Henry W. Cook 

and Hon. A. S. Kreider 








USINESS, as we all know, after we pass 

B by the flurry of February, March and 

April, has been undoubtedly dull. We have 

all been looking for a breeze to spring up, which 

thus far, in any definite way, has not appeared, and 

numerous discouraging “highlights” as we plan for 
the present year present themselves. 

Conspicuous failure marks the special session of 
Congress in accomplishing its revision of revenue 
laws, and the tax-revision bill is a defiance of our 
industrial problems. The retention of. the high sur- 
taxes will continue to drive capital from business 
into tax-exempt securities, and one of the main diffi- 
culties of big enterprise will be the inducement of 
capital to re-enter the business world. It is most 
unfortunate that our legislatures have not been able 
to meet the emergency requirements of the country. 
Coupled with this failure is the comparison, from 
carefully prepared statistics, of our Government’s 
budget for 1922, by comparison with its peaceful 
spendings of the past, involving for internal revenue 
service alone $63,000,000, as against cash disburse- 
ments in 1913 under this same heading of but 
$6,000,000. 


Income Tax Double Personal Savings 


An official of the First Federal Foreign Banking 
Association makes the statement that this year’s 
tax alone will be twice as much as the estimated 
personal savings of all of the individuals in the 
United States, or an average of $151 per family. 

With labor eventually facing a heavier burden, 
and an anticipated gradual but eventual business 
activity, there must be thwarted in some way the 
tendency on the part of capital above mentioned 
to divert funds from business; otherwise, through 
the element of high surtaxes intended for the rich, 
labor must unfairly and unjustly suffer. 


1921 Year of Drastic Deflation 


December 31, 1921, saw the close of a year of defla- 
tion the most drastic in history, involving, according 
to apparently correct statistics published by R. G. 
Dun & Co., 19,652 failures, with a total indebtedness 
of $637,000,000, as compared with less than half 
the defaults of 1920, and ranking next to the almost 
record total of 22,000 failures in 1915. All this 
exclusive of banking suspensions and personal bank- 
ruptcies. 


The marvel is, however, that with these facts as 
a result of the crumbling of values, the very great 
swing from the peaks to the depths, the jolt affecting 
so many industries and the horrible proportion of 
unemployment, there has been no suggestion of 
actual panic, bank failures approximately negligible, 
and, regardless of the numerous total above quoted, 
commercial failures not so many as might be ex- 
pected. . 


World Owes United States $17,000,000,000 


As a result of borrowing by European govern- 
ments, money loaned by private investors and com- 
mercial obligations, the world owes the United States 
the staggering sum of $17,000,000,000; and the ques- 
tion in nearly every mind, if expressed, would be, 
When will we ever accomplish its repayment? This 
thought, as many of us know, is largely due to 
inexperience of the American dollar as a globe- 
trotter. It always “wants to get home,” and when 
it gets back, feels that it never wants to look the 
Statue of Liberty in the face again. 

This fact and these figures may be very interest- 
ing when compared with the almost permanent pre- 
war condition of other nations, prominently Great 
Britain and Germany, both of them seriously inter- 
ested in the perpetuation of their foreign invest- 
ments, and Great Britain, according to a statement 
published in the London Statist, recognized the 
world over as scrupulously careful and authorita- 
tive, in pre-war times has permanently invested in 
other lands more than £5,000,000,000, or on to-day’s 
valuation of the pound, $20,000,000,000. 


Great Britain Desires Peace 


In passing I am wondering if Great Britain, ex- 
hausted of man power, wealth and with internal 
strife, and still a “going and solvent nation,” is not 
an example for us of indomitable courage and adapt- 
ability. Her attitude in the Arms Conference has 
proved her desire for a lasting world peace, even 
at the expense of sea supremacy, and, while this 
great nation individually and as a world power may 
have its many faults, is there not here suggested 
to us that our own recovery is dependent upon un- 
selfishness and co-operation and broad understand- 
ing of that “get-together” spirit, which, considering 
our own wonderful resources, can mean but the one 
thing—return to normalcy and notable success, with 

(Continued on page 59) 
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Straps Give a Fitting Quality to Clever Patterns 


Beige suede over 


one button. 
Maker’s name on re- 
quest. quest. 


Patent continues to 
brown kid with only — in the styles 
or Spring. 

M 3 name on re- 


Gray suede over pat- 
ent with the insert 
for variety. 

Maker’s name on re- 
quest. 


Shoe Travelers as Stylists 


Only National Association to Render 
Style Report 


sociation to touch upon the subject of style 

this year, the National Shoe Travelers’ 
Association stands out conspicuously for doing 
the right thing at the right time. After a careful 
study of the colors for spring, and from orders re- 
ceived, we find that gray in the light and medium 
shades, and beige made either in all one color or 
with combinations of leather and colored kid to 
harmonize will be featured for the early spring 
season. These combinations of grays and beiges 
with trimmings of patent and demi-patent will be 
shown not only in the novelty class but in the sport 
effects. Later in the season white sport styles with 
combinations of patent and demi-patent and dark 
Russia, but mostly in patent leather, will be in de- 
mand; while plain white shoes will hold sway in 
the latter part of the season. 

Patent leather will be in great demand, especially 
in the novelty class, with a sprinkling of satins. In 
the low shoes, especially in welts, oxfords and welt 
straps will be featured in the nut brown and dark 
shades of Russia, glazed and brown kid, and also 
gunmetal and patent leathers. 


P HILADELPHIA.—As the only national as- 


Patterns in Variety 


Strap effects, from the barefoot sandal carrying 
a ¥-inch heel to the sandal carrying a 2-inch to 
2%-inch Louis with cut-out design (especially in 
sandals) shifted from the vamp to the quarters, will 
be in vogue. Novelty patterns in every conceivable 
design will be featured. 

In the staple class, exfords will be in demand, 
with some retailers featuring straps in welts, and 


later in the season sport effects will have the call. 
The solution to the style situation would be to wear 
the proper shoe for the occasion. 


Heels and Lasts 


The Americanized French last with its medium 
toe and vamp lengths, from 3% to 3% inches, will 
dominate in strap effects for spring and summer, 
in heels ranging in height from the 1% Junior Louis 
to the 24% Louis, mostly on the Spanish Louis type 
of heel, not forgetting the Cuban wood heel in 
heights from 1 inch to 1%. 

As to lasts in low shoes, we feel there is not much 
of a change, as manufacturers are well equipped on 
welt lasts in medium toe and broad toes, carrying 
heels ranging in height from % inch to 1% inches 
to meet the demand of the retailer. 


The Association Goes on Record in Favor of Boots 


Whereas, The continuous use of women’s low shoes 
has brought about an excessive demand and a rela- 
tive scarcity of certain classes of leather, while 
other selections have been neglected, and 

Whereas, It is believed the normal or seasonable 
break from low to high shoes is to the best interest 
of the entire shoe trade, and that the wearing of 
low cuts throughout the year is having an undesir- 
able tendency to thicken the leg and ankle, and that 
with the present trend toward longer skirts the high 
shoe should be a logical development in style, there- 
fore 

Be It Resolved, That this association places itself 
on record as strongly advocating a revival of boots 
as a style feature for fall. 
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(Continued from page 57) 
the future of these successes tougher and more 
firmly knit than ever before in history? 

The oft-used statement that “a little knowledge 
is a dangerous thing” is only too true. It is, there- 
fore, only by an enlargement of this knowledge and 
a facing of facts that we can accomplish in our own 
industry a helpful plan of campaign, the foundation 
of which has already been laid through what must 
be termed from a merchandising standpoint the 
elimination of speculation and the involvement of 
sanity—at least applicable to the manufacturing sec- 
tion of the industry; and be it said to the great 
benefit of the industry, particularly that part in- 
volved in membership in the National Boot and Shoe 
Manufacturers’ Association, that during the period 
of stress and trial there has been no variance from 
the finest type of honorable methods of business 
conduct, and a strict adherence to quality standards 
that must always be maintained in the industry to 
enjoy the high standing and place in the foreground 
now existent. 

The retailers conducting shops and many of the 
department stores have gone a little too far in this 
respect,-not necessarily as a result of care or con- 
servatism, but sometimes as a result of a panicky 
state of mind, and the-style problem involved to 
such an extent as an uncertainty that there has 
developed a feeling of “not knowing what to buy.” 
This has been accentuated by the unfortunate date 
of the retailers’ convention, which we sincerely hope 
will be changed to a more opportune time, as other- 
wise there is entailed continually a failure of sta- 
bilization through the crowding of a short productive 
period, a stiffening of prices and the usual chaos of 
late deliveries. The temporary prohibition of ex- 
porting applying to certain branches of our industry 
suggests that the country must live within itself, 
ordinarily bringing about a constancy of supply 
over demand. This is a condition which cannot be 
allowed to continue, and again brings forth “neces- 
sity as the mother of invention,” and indicates to 
the manufacturing group a very definite plan of 
procedure, notably 100 per cent efficiency through 
representation and selling ability that, when all is 
said and done, indicates every possible effort has 
been made toward the accomplishment of volume. 


Co-operation with Retailer Essential 


Coupled with this is the essential co-operation 
with the retailer, carrying to an extent as extreme 
as consistently possible a joint study of the general 
scheme of things for the purpose of conservation 
as it accomplishes the elimination of waste, and in 
the style trend by. the adoption of economically cut- 
ting and costing patterns, and a supreme effort 
toward gradually bringing down values to meet the 
mental attitude of the buying public and thereby 
stimulate trading. 

Mental Attitude of Public Is Unfair 

It might be mentioned here that the mental atti- 
tude of the buying public is decidedly unfair, and 
the same buying public erroneously informed. As 
an instance I quote a high-grade woman’s leather- 
heel oxford having advanced between 1913 and the 
peak of mid-year of 1920 approximately $6 a pair. 
In other words, it took seven years to accomplish 
this $6 advance in price, whereas $3 per pair or 
approximately 50 per cent of the seven-year advance 
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has been accomplished in the form of a reduction 
in one year; and I feel safe in stating that retail 
values follow as closely as possible manufacturing 
quotations. The manufacturer is in duty bound to 
consider his productive costs, overhead or burden, 
yielding very slowly to the effort toward reduction, 
but nevertheless: worthy of a continuance of this 
effort and study. 

Tanners in all classes, I firmly believe, can be 
counted upon to do their very best in the way of 
price, and even the kid tanners, influenced by their 
great distance from source of supply, are in a fair 
way (when caught up with their back orders) to 
shortly, I hope, quote better prices on kid leathers. 


Labor Liquidation Has Started 


Labor liquidation in many centers has already 
voluntarily started, admittedly confined to an item 
of 10 or 15 per cent reduction in labor costs, and 
this figure of percentage must be thoroughly under- 
stood and not applied to total costs or selling price. 
And there is an attitude on the part of labor, realiz- 
ing the necessity for fitting in with the general 
scheme of things, so as to bring about some sem- 
blance of reasonably steady employment. 

Optimistic highlight of note is the N. S. R. Bulletin 
dated December 20 and signed by its president, 
who, I hope, is infallible. To quote from the same: 
“Liquidation has almost run its course. Prices are 
becoming stabilized, so are styles, and the retailers 
can now buy with reasonable assurance that the 
merchandise bought will be what the public wants 
and expects. All in all, the outlook is good. No 
question about it, we have passed the worst; we are 
on the upgrade, and everything points to a revival 
of better times. Let us get in the front rank and 
lead the way. Preachers of pessimism, stand aside!” 


Style Forecasts 


The style proposition is going to be more difficult 
than ever as time goes on, for the simple reason 
that the buying habits of the people have changed with- 
in the last two years. It is particularly applicable to 
department store trade and to all departments, for 
the reason that women are now taking longer to 
purchase from a question of price, and scrutinize 
the goods very closely, which means a double neces- 
sity on the part of high-grade factories for main- 
taining quality and medium and cheaper grade plants 
for delivery and value. 

Whether or not we accept the complete elimina- 
tion of seasons, or whether we still believe in the 
line of demarcation between spring and fall, style 
can be considered only as a trend, and changes 
therein, of either a gradual or sudden character, in 
a great measure positively regardless of the season. 

Footwear for women will always be divided in 
three classes: Staple, semi-staple and novelties. 
Staple footwear generally means plain leathers, such 
as kid, gunmetal, patent or Russian calf. As apply- 
ing to leather-heel effects, usually in welts and in 
boots and low shoes, nothing could be more advan- 
tageous, from a balance standpoint or from a stand- 
point of common sense, than the sale and manufac- 
ture of a reasonable proportion of staple boots. 


Boots Should Be Pushed 


There is nothing in sight in the way of costume 
changes that is likely to bring this about; therefore, 
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success in this respect from a retail standpoint, 
which, after all, controls the manufacturing thereof, 
is dependent upon the proper representation, and, 
assuming the retailers enjoy a certain amount of 
confidence from their clientele, advice in favor of 
boots should be put forth, not only for restful or 
occasional use, but as a necessity in meeting weather 
conditions. There seems to be a rather too ready 
acceptance of the fact that boots will not sell, and, 
therefore, all the more need for concentrated effort 
and for proper representation. A prominent pub- 
lisher quotes as follows: 

“When the best retail shops are carrying high 
shoes, then fashion magazines which reflect and 
mirror the fashions of the moment, of course show 
them editorially. In other words, what the best 
shops do is what the best fashion magazines reflect.” 

Low effects in the staple class naturally interfere 
with the sale of boots through the element of spats 
and woolen stockings, and the sale of this merchan- 
dise, of course, cannot be discouraged. So the entire 
situation, as handled from a retail viewpoint, is 
decidedly one of study, and controlled in various 
forms in keeping with local conditions and, I might 
add as an important factor, stock on hand. 

In the semi-staple class are involved such effects 
as turn Louis in plain patterns, in one-strap pat- 
terns and sometimes in tongue effects, but confined 
to plain leathers, and of late including black satin, 
since this character of upper in this type of shoe 
is used for a great variety of occasions. The above 
types of staple and semi-staple footwear will con- 
tinue to sell. Again referring to the staple effects, 
lasts in nearly all these groups as well as vamps 
will continue to be as heretofore, some locations 
in either welts or turns using both the medium and 
broader toe, others fighting shy of the broader effect. 

Various heights of heel are involved also in both 
of the above classes, the leather-heel effects varying 
between the I inch, or perhaps a trifle lower, to 
1% inch, and the LXV heels varying between 1% 
to 2% inch; the type of heel, either a Cuban effect 
or the slight French effect, varying in keeping with 
the type of shoe or the prospective occasion for 
its use. 

In the real novelty class we see a continued ten- 
dency toward a constancy of new things. From the 
manufacturers’ viewpoint, while somewhat expen- 
sive, the condition is stimulative; and if the retailer 
can reasonably take care of the variety in this re- 
spect, it is a condition that creates no harm in its 
continuance, except that where the extreme is desired 
in the way of pattern, necessarily expensive, which 
to a great extent offsets the effort toward reducing 
values. 

Plain leathers and plain fabrics, largely blacks, 
will hold strong in the novelty class when the nov- 
elty is accomplished by the pattern. 

Freely interspersed, however, will be greys, limited 
as to proportion in the pale shade, somewhat heavier 
in the medium cast, and also a fair proportion of 
the taupe or dark grey; all of this, to some extent, 
in solid colors, and freely in combination or with 
trimmings of patent or gunmetal. Perhaps an in- 
volvement (let us hope so for the purpose of stimu- 
lation) of colored kid and tan calf. 


Spring and Summer Look Good for White 
The late spring of 1922, as also the summer, bids 
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fair to be an extensive white season, embracing the 
usual type of staple white low effects and novelties 
in linen, buck and kid. Strap welts will probably 
revive, or become a little more vigorous, along with 
extreme novelty patterns, although it seems a great 
mistake on the part of the dealers to waive effort in 
connection with the sale of strap welts in the strap 
class, but of the plainer type which six months ago 
were so heavily in demand. 

Similar comments apply here, where this class of 
merchandise exists in stock, as to its proper repre- 
sentation and study along the most careful lines to 
accomplish activity. This type of shoe is most 
practical and, as a foot covering, most desirable, 
and in many cases carries along with it a consider- 
able element of “smart appearance.” 

As stated by the Styles Committee of the N.S. R. A., 
“The ascending thought in styles is ‘patterns,’” and 
I most heartily indorse the thought as expressed by 
this style report: 

“The most beautiful and practical footwear ever 
designed for American women is comprehended by 
the development of strap patterns.” 

And I am fully in accord with the suggestion that 
strap development will continue with increasing in- 
terest and wider demand, not only for the spring of 
1922, but considerably beyond. 

We might comment in passing upon the almost 
ridiculous tendency in middle western cities toward 
the use of light footwear covered by goloshes, and 
retain our own ideas as to the beauty, or careless 
effect, we should say, of the way they are worn, 
frequently not fastened in the front, producing for 
the edification of the wearer and nearby ears a 
swishy, noisy sound that means one of two things, 
freak style or the extreme of careless attire. (Per- 
haps some of us would like to get into the making 
of fancy goloshes.) 

I will say this, however, that in this particular 
element there is a little suggestion of a call for the 
old Cossack boot, although for those of us who 
indulge in catering to this demand the success must 
be short-lived. This may, however, together with 
a slight inclination toward hiking boots, be in some 
way helpful toward general boot volume; otherwise 
it is a “flash in the pan” that means nothing; but 
in certain sections it is so prevalent that it cannot 
be passed by without comment. 

In conclusion, permit me to thank the members 
of this association for their extreme co-operation 
during the past year on the two vital questions of 
conference and style. 

I cannot too vigorously advance the thought of 
strength in unity, and with the battle before us, 
which must be looked upon as of a serious type, even 
though admitting definite but gradual improvement, 
I call upon our members to recognize the strength 
and force of this association, representing 95 per 
cent of the product of this country, as a factor of 
control in our industry. I am sure that our presi- 
dent and the secretary will at all times be pleased 
to welcome thoughts or suggestions for the general 
betterment of all affairs applying to the industry 
at large. 


Sole Leather 
I would ordinarily divide sole leather into three 


classes for practical purposes applying to its general 
use in the industry, beginning with such items as 
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bellies, hides and shoulders in the offal class, pro- 
viding for insoles, shanks, counters, heels, now sell- 
ing below replacement value—a condition unhealthy, 
but the result of an effort to stimulate business. 

It would seem as though very little activity would 
be required to stiffen the market on this character 
of material, in keeping with the usual monumental 
law of supply and demand. 

Rough leather, which is ordinarily produced for 
belting and, to some extent, the finer class of insol- 
ing, has been plentiful in the lower grades, but the 
better class of this material has been scarce for 
quite some time. This material also has been selling 
below replacement value and, as to problematical 
effect upon activity, is in the same class as the 
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bellies, heads and shoulders previously commented 
upon. 

*This leaves simply the element of sides or backs 
or cut soles, which, as we all know, have been very 
plentiful in all weights and grades during the past 
six months, with a little tendency toward stiffening 
of prices: of heavy weights. To-day there seems to 
be just a little definite scarcity of the heavier weight, 
although during the past 60 days there have been 
very attractive offerings in the way of price of 
light, medium and heavy weight outsoles. There 
is no question but what even temporary activity will 
materially affect the price of all of these sole leather 
commodities, so I do not think we can look for any 
appreciable reduction in the way of our sole leather 
goods in the immediate future. 


A Steady Process of ‘‘Getting Back’’ and 
Men’s Styles Reviewed 


By HENRY W. COOK, A. E. NETTLETON CO., SYRACUSE, N. Y. 


R. HENRY W. COOK: In approaching 
the subject of “Trade Conditions” one is 
naturally influenced largely by those con- 

ditions that he encounters daily in his own imme- 
diate business. To that extent he can speak with 
more or less certainty, but when we get beyond that 
point and try to survey national or world condi- 
tions, the events of the past few years have proved 
that the best that even the keenest and foremost 
students of husiness conditions can do is to con- 
jecture and prophesy. The ground over. which we 
have been traveling and have still to travel is so 
new and uncharted that to my observation no one 
man has been able to accurately lay a true or di- 
rect course back to solid ground. We will all agree, 
I am sure, that trade conditions are still somewhat 
chaotic and any definite diagnosis is difficult or im- 
possible. 


There are many indications of a cheerful nature 
now in evidence, if we are to believe the political 
economist, but stern experience has shown less im- 
provement than had been hoped for. 


A review of conditions at any time must be based 
on comparisons in order to possess any value. We 
know that in our own industry at least the year 
1921 was a period of readjustment in which commod- 
ity prices declined; wages were lowered and losses 
written off the books, and while it is not to be as- 
sumed that this process has been completed in all 
directions, there can be no doubt that the new year 
finds conditions infinitely sounder than they were 
when we met here a year ago. Viewing the recovery 
of business by stages, I believe we can safely say 
that this period of immediate readjustment is about 
over. All well-conducted businesses, at least, have 
taken their losses through deflation, have had time 
to catch their breath, steady themselves, size up 
the problems before them and are earnestly tackling 
the obstacles that lie between them and good busi- 
ness. I believe that from now on we are to see a 
steady, though possibly rather slow improvement. 


The situation is at least well enough in hand to pre- 
vent any panicky and sudden drop in prices to the 
injury of all and further reductions will be brought 
about in an orderly and gradual manner. 


Buying Close to Needs 


In view of this there is a very noticeable tendency 
in all businesses toward buying for immediate needs 
only, the result being small orders, more or less fre- 
quently repeated. This will no doubt continue until, 
and for a time after, all are convinced that price 
stability has been reached. ‘ 

And is it not possible that this tendency may per- 
sist so long as to become something of habit with 
us, requiring to some extent from each of us, a 
change in viewpoint? 

Perhaps from our slowness to recognize this new 
condition and to adjust our viewpoint correspond- 
ingly, has resulted a large part of whatever fore- 
bodings and business pessimism we may each have 
felt in recent months. 

We believe it is common experience with most of 
us that we must be satisfied to see ahead only a few 
weeks at most, whereas in the old days we could 
see ahead as many months; yet when we come to total 
up at the end of a given period, we find that volume 
has been surprisingly satisfactory after all, the con- 
stant dribble having finally. resulted in a fairly 
sizable stream. Once getting this changed method 
of buyers into our heads and viewing our daily 
business in regard to it, perhaps we may get more 
satisfaction from each day’s work and greater cour- 
age for the future. 


Go After the Small Order 


The difficulty of adjusting our business conduct 
and factory methods to this change is evident and 
admitted; but regardless of all such considerations, 
it may well be that our success, in the near future 
at least, will depend to a large degree upon our 
ability to so shape our sales policy as to hunt out 
and corral the small order, and to so shape our 
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factory facilities as to convince the buyer by the 
service we shall give that the small and frequently 
repeated order is welcome in our factory. Whether 
or not this may be so, we may at least have the satis- 
faction of knowing that the same intensive effort 
required for securing and handling the piece, small 
orders will, without change, serve as well for the 
larger business to which we are all looking forward. 

Business conditions generally are admittedly bad, 
but in the final analysis each of us naturally falls 
into the group either of optimists or pessimists, 
according to the degree of success or failure we 
experience day by day in the conduct of our own 
business. There are some concerns in almost every 
line of business that are operating their factories 
at a pleasing volume and profit, so that I am almost 
forced to the conclusion tat business continues to 
move along in a fair way and is being secured by 
those who are alert and clever enough to know 
where and how to get it. 

In my own organization we find that the trade is 
beginning to respond again to business stimulants, 
and this is an extremely encouraging sign. We are 
developing our advertising more extensively and 
vigorously than ever before, believing that now is 
the proper time to set at work every selling agency 
at our command, and I can truthfully say that the 
results are very pleasing. We are building a new 
addition to our factory that will give us sufficient 
floor space to treble our output, and, while we do 
not look for any record production this year, we 
have sufficient faith in the future of our business 
to be prepared for what normally should be our 
share. 

It is needless for me to mention that collections 
are very bad and failures are being reported every 
day. There is nothing unduly alarming in this, 
however, as it was to be expected and comes as an 
aftermath of the period of depression through which 
we have been-passing. It seems to be a corollary 
of business depressions that the strong come through 
stronger and the weak end up weaker. These are 
days when our credit men must be wide awake and 
alert every minute. 


Some Taxation Relief 


Some relief is in sight from Federal taxation. In 
abolishing the excess profit and luxury taxes the 
Government went only part way in affording relief 
to the best interests of business throughout the 
country. Without mincing words, I am personally 
of the belief that the political situation is the most 
distressing feature of the present outlook. Just 
when our national affairs need strong leadership 
most it is woefully lacking, and I fear that, without 
an intelligent and helpful treatment of our Federal 
tax and tariff problems, our return to healthy busi- 
ness conditions will be greatly hampered and seri- 
ously delayed. 

Money is plentiful and rates have gone down, and 
there seems to be every reason to anticipate a long- 
continued period of low money rates. 

So, after all, the year just ended has been rather 
good to us as against what we had a right to expect 
when we gathered here a year ago. We are not out 
of the woods yet, by any means, and undoubtedly the 
year ahead of us is fraught with many trials and 
vexatious problems, but let us hope for the best and 
be prepared for the worst and, above all, maintain 
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an optimistic attitude, as psychology must certainly 
enter quite largely into the problem before us and 
will help in solving it. 


The Style Trend in Men’s Leathers 


Due to the wide range of leathers obtainable at 
the present time of both domestic and foreign tan- 
nage and colors, it will be possible from now on 
to make attractive shoes without relying on patterns, 
as in the past few years. 

In colored calfskins the medium shades in tan and 
red seem to have the call. Darker shades are in 
smaller demand at the present time and, judging 
from the activities shown in the light shades, this 
will diminish rather than increase in the future. 
The lighter colored leathers are more active at pres- 
ent in top grades and in the larger cities. 

Shoes made from black leathers are showing more 
activity, and the increased volume which we have 
a right to expect along this line should be very 
pleasing. Owing to the aversion some men seem 
to have for black kid, this increase should come in 
the lighter weight calfskins. 

Cordovan shoes are still being sold in some sec- 
tions, especially where there is a college trade, which 
has always shown a preference for this leather. 

Tan kid is still very strong in the South, and 
we notice that an increasing demand seems to be 
coming from other sections. Black kid also is still 
used in large quantities. 

Heavy weight leathers are going to receive more 
attention; will appear in those types of shoes in 
which they show up to best advantage. Patent 
leathers are growing in demand and we again look 
for their more extensive use for street shoes in 
the future. 

Patterns for Men 

Patterns and styles for the coming season furnish 
a very difficult problem owing to the present condi- 
tion of the retail trade. It would seem that we have 
gone the limit on patterns for men’s shoes and will 
probably continue to use some of the better develop- 
ments of the past few seasons more extensively. The 
demand for wing tips will undoubtedly be limited, 
although for proper occasion and use they still offer 
possibilities and will continue to be shown in top 
grades. 

Circular foxed patterns are always good and lend 
themselves admirably to the heavier types of shoes 
and are even being sold extensively in light weight 
styles. Button shoes in dull leathers also sell in 
a limited way for street use. Perforating and stitch- 
ing will continue to be used extensively in the making 
of uppers. Blucher patterns are used in both high 
and low cuts and adapt themselves very nicely to 
the heavy weight leather and wide bottoms used so 
largely in the past. Oxfords for winter wear have 
proved their usefulness so far this season, and we 
can see no good reason why we should not look 
forward to an increased business along this line, as 
they certainly make a comfortable combination with 
woolen socks for the man who spends most of his 
time indoors. 

The sport shoe has been developed to a marked 
degree the past season and the volume along this 
line is growing into pleasing business. Shoes for 
golf will be made in effective combinations of upper 
leather with leather or rubber soles, and with or 
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What a Great University Can Do in 
Merchant-Education 


A Careful Analysis of the Harvard Bureau of Business Administration 
by Merchant Editors 


ETWEEN five and six hundred boot and 
shoe merchants who availed themselves of 
its privileges declared unequivocally that 
the service rendered during the convention by 
the Bureau of Business Research of Harvard Univer- 
sity alone was worth all it cost to attend the Chicago 
convention. Many of them characterized this as the 
most practical and useful feature of the convention. 
All were enthusiastic over the valuable aid and as- 
sistance given freely by a corps of ten experts in ac- 
counting, store methods and general business man- 
agement, working under the direction of Dr. Melvin 
T. Copeland, director of the Bureau, and Richard 
Lennihan, assistant director. 

In its search for ways and means of making the 
1922 convention of the most practical usefulness to 
its membership, the N. S. R. A. hit upon the plan of 
securing the co-operation of the “Harvard Bureau,” 
which has come to be known to virtually every busi- 
ness man of the United States by its splendid work 
in behalf of the betterment of methods of conducting 
business, especially retail trade, in recent years.. The 
Bureau eagerly accepted this commission and sent 
from Cambridge, Mass., a complete working corps of 


G. W. Wirtn, Cedarburg, Wis. 

A. E. Coox, Worcester, Mass. 

J. H. Bairp, Shreveport, La. 

L. D. Maguin, Grand Rapids, Mich. 
C. C. Raxaw, Bloomington, Ill. 


its best men, equipped with all of the information 
and mechanical and physical helps contained in the 
headquarters, to be at the service of the boot and 
shoe men attending the Chicago convention. 


Consultation Rooms in the Armory 

It was established in the center of the exposition 
floor of the First Regiment Armory, where it could 
not fail to attract the attention of every visitor. Ris- 
ing in the center of the space was a huge four-sided 
tower, surrounded by a group of “offices” without 
walls or roof, invitingly arranged and each in charge 
of a member of the staff of experts. 

The “tower” contained on each of its faces a large . 
chart representing a composite balance sheet of a 
typical boot and shoe store. Each represented one 
of four broad classifications of the business accord- 
ing to annual volume. This could not fail to strike 
any visitor at the Bureau booth as being representa- 
tive of his own store. In fact, a great many visitors 
were astonished to find that one of the four charts 
might as well have been drawn from his own balance 
sheet of last year. 

The purpose of these charts was both to attract 
and to form a sort of text-book for students who 
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Real handmade lace 
is the latest material 
to be used in the shoe- 
making art. Herewith 
is shown a pair of 
bridal slippers made on 
special order by the 
Cammeyer de Luxe 
branch, Fifth Avenue, 
New York, in which 
handmade lace has 
been effectively com- 
bined with satin to 
make one of the hand- 
somest and daintiest 
pieces of footwear seen 
for some time. The 
ornaments are pearl 
and enamel, and de- 


spite their attractive- 
ness are comparatively 
inexpensive. The stock- 
ings, also made on 
special order, cost $25, 
the buckles $25, and the 
slippers, including the 
lace tongues, $50—a 
total of $100 for one 
single outfit of foot- 
wear. Cammeyer’s be- 
lieve this is a record, 
at least for the present 
year. More expensive 
buckles have been sold, 
but leaving them aside, 
this sale appears to be 
a high water mark. 
Let’s hear from Chi- 
cago or Boston. 
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without discs or calks, depending upon the whims 
of the individual player or rules of clubs in certain 
sections. Tennis shoes will follow along the above 
lines, with the necessary changes in bottom construc- 
tion to suit the sport. 


Lasts 


There is not much that is new to offer in lasts 
since our last meeting, and all I can say is to 
reiterate our statements made a year ago. The de- 
mand keeps increasing for shoes built along more 
comfortable lines and wider at the toe. There has 
been a marked increase in the sale of corrective 
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shoes, and we find men who favor both flexible shanks 
and those who prefer the rigid reinforced type, 
both having a large following at the present time. 
This seems to be the usual cycle of development in 
lasts following the extreme types such as we have 
had in the past few years. Many of you will recall 
the old “needle toe” lasts of some twenty years ago, 
and will remember that immediately following this 
came the most extreme last in width of toe in the 
history of the industry and consequent disaster to 
a good many dealers throughout the country. So, 
after all, we have something to be thankful for that 
the recent fad of pointed toes through which we 
have passed was of short duration. 


Bargain Stocks Are Cleaned Up, Industry 
Has Liquidated, says Congressman 
A.S. Kreider, of A. S. Kreider 
& Co., Annville, Pa. 


cannot help being impressed with the prog- 
ress made since the close of the war and espe- 
cially during the last year. 

It is true that conditions are not all that might 
be desired. Most of us would like a larger volume 
of business, most of us are ready to accept more 
and larger orders. This, however, is not only true 
in the shoe industry, but is also true in every other 
line of business activity. 

Nevertheless, it is a fact that we are emerging 
more rapidly from the demoralized conditions and 
the aftermath of the great world war than we 
thought possible. 

In our own industry conditions were most deplor- 
able one year ago. Many hides and thousands of 
calfskins were either thrown away or found their 
way into the glue factories, tanners being unable 
to finance the purchasing and tanning of same. 

As to leathers, most tanners and nearly all shoe 
manufacturers were carrying heavy stocks. Such 
sales of leather as occurred were made at whatever 
price might or could be agreed upon between the 
buyer and seller, no market or market quotations 
being obtainable. 


Stocks Are Diminishing 


Stocks of shoes in the hands of those manufac- 
turers who carried stocks, as well as wholesalers 
and retailers, were abnormally heavy and were 
owned at the highest values ever known in the his- 
tory of the shoe trade. 

To-day we find that both hides and skins have a 
real market value. During the last few months they 
have advanced from 10 to 25 per cent in price. 

The immense stocks of leather in the hands of 
the tanners have been sold. The leather owned by 
the shoe manufacturers has been used. The stocks 
of shoes held by both wholesalers and retailers have 
been reduced to normal. As a matter of fact, the 
‘shoe industry has liquidated. 


[: making a survey of trade conditions, one 


It is true that in so doing all branches of the 
industry have suffered tremendously. The losses 
taken by the tanners have been unprecedented and 
the same can be said of the shoe manufacturers and 
wholesalers and retailers. This liquidation has 
caused many failures. I am informed that the fail- 
ures for the first ten months of 1921 were six times 
those of any year for-twenty years. 

Taken as a whole, 1921 has been remarkable not 
only as a year in which tremendous losses have been 
taken and a year of liquidation, but also a year in 
which we began active and aggressive reconstruction. 

What of 1922? 

While I do not feel that the country as a whole 
has fully liquidated in all lines and all industries, 
l do feel that we have turned upon it and better 
things are in store for all. 


A Fair Volume of Business 


In so far as our own interest is concerned, it seems 
to me that with the excess of shoes disposed of, 
the large stock of leather:consumed, with no surplus 
of either hides or skins in the market, but an active 
demand for hides and skins in foreign countries, we 
cannot but have reached the bottom so far as prices 
are concerned, and as soon as this fact is known 
and realized by the public, and the retailers in par- 
ticular, we are sure to have a fair and increased 
volume of business. I do not look for and, indeed, 
it would be unfortunate if we had a strong reaction 
in price—anything that would resemble a boom or 
a run of the market. I do not think retailers will 
buy beyond their actual requirements and thus avoid 
a strong reaction, but if as many shoes are sold to 
the wearers by the retailers this year as was sold 
in 1921, the retailers and wholesalers must buy and 
the manufacturers must make from 15 to 30 per cent 
more shoes than were made last year. The surplus 
stocks on hand last January do not now exist and 
cannot be drawn from. 
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(Continued from page 63) 
came to learn. Once they had attracted the conven- 
tion visitor, the chart served the.admirable purpose 
of a blackboard in the school upon which teacher had 
written the day’s lesson. 


Net Profits Charts Popular 


The charts truly were J@Ssons. Even a cursory 
glance awakened the visitor to a quick mental com- 
parison with his own results of operations in the 
past year. While the net profits portrayed on the 
charts in all cases were unusually small, it seemed 
that they were typical, for a majority of visitors 
immediately sought to find out how the store thus 
compositely portrayed had succeeded in making the 
profit represented. All of which is testimony to 
the fact that these have been trying days for the 
retail boot and shoe trade, so far as net profits are 
concerned; and as to the charge of “profiteering”— 
ask the man who owns a shoe store! 

Perhaps the first result achieved by the charts 
was to awaken dealers to a recognition of what “ex- 
pense” really is. One of the very first visitors boast- 
ed to a Harvard expert that his figures showed that 
his cost of doing business was only 10 per cent—and 
he brought along figures to prove it! It did not take 
the expert long to anaylze the dealer’s figures and 
prove to his satisfaction that he was wrong. This 
man now knows that his actual cost of doing busi- 
ness is just a fraction over 25 per cent. 


Merchants Brought Books 


Having read in the BooT AND SHOE RECORDER that 
the Harvard Bureau would be on the job at Chi- 
cago, many dealers brought their entire set of books 
or at least the most important books to the conven- 
tion to discuss the figures with Harvard’s experts. 
So that a requisite degree of privacy might be se- 
cured, the Bureau was equipped with a suite of rooms 
on the upper floor of the Armory and the visitors with 
the larger and more intimate problems were accom- 
modated there. However, many who had but a single, 
simple question to ask, and applied at the main floor 
booth, often times remained for as long as two 
hours because each new question opened a wider 
vista that required analysis. And Harvard’s ex- 
perts cared not how long they remained, or how 
many questions they asked; everyone was accommo- 
dated to the utmost degree. Therefore it is not 
strange that without exception every visitor to the 
Bureau booth went away singing loudly the praises 
of the Harvard res@arch organization. 

A point that concerned perhaps a majority of vis- 
itors was methods of stock-keeping, in which the 
average shoe dealer apparently is weak. But he is 
willing to learn, it developed. Virtually all stores 
have stock-keeping records of one kind or another, 
but few know how to employ them to the best pos- 
sible advantage. The Harvard Bureau not only 
showed them clearly how to use the record for 
stock-keeping purposes, but it went further and 
showed how it serves also as a buying guide. 


Building a Buying Guide 


There have been some sad experiences among 
shoe dealers of the United States in the last two 
or three years in regard to buying. Realizing this 
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the Bureau stressed the point of showing dealers 
how to employ the stock record as a guide to purchas- 
ing. It is no trick to do business at a profit, or to 
do business at all, in times when people are figura- 
tively buying their heads off, irrespective of price, 
and when the supply is unequal to the demand. 
But on a declining market, or when the consumer ex- 
pects lower prices in utter disregard of conditions 
which make immediate values appear relatively .sta- 
ble if not tending upward, the process of doing busi- 
ness involves some very trying considerations, Hence 
the availability of a buying guide of true and ample 
proportions is to-day a consummation devoutly to be 
wished for. Hence, also the Harvard Bureau’s ef- 
fort to make dealers understand the simplicity of 
using the stock record as a guide to purchasing was 
especially welcome, for it hit at the psychological 
moment. ONS Oe 

Judging by the experiences related to Harvard's, 
staff of experts during the show, the great, faylt, of, 
American shoe dealers lies in the small turnoyer, of; 
stocks. On this basis, the experts laid particular em- 
phasis on the necessity of accurate récords in every 
establishment which will facilitate the tuming of 
stocks oftener each year. There is no negative argu- 
ment on the fact that one of the biggest wastes in 
the retail shoe business to-day is the lack of adequate 
turnover, which in other words means that the retail 
shoe merchants fail to realize or -appreciate. what 
stock turn means. And in the opinion of the Harvard 
experts, to which inquiring visitors. readily. agreed 
after explanations, it is going. to be one of. the fin- 
est factors in determining the success or. failure of 
the boot and shoe trade in the coming two, four or 
six years. es 


Director Copeland in Charge 


Director Copeland came to Chicago from Cam- 
bridge in person to launch this pioneering. work of 
the Harvard Bureau at the convention, and to, ac; 
cept the invitation of the N. S. R. A. to address its, 
members. He remained two days at a personal sac- 
rifice and then left for headquarters, leaving. the, 
convention bureau in the able hands of _his. trusty 
lieutenant, Assistant Director Lennihan. 

No one at the convention worked quite so hard as 
this staff of the Harvard Bureau. They apparently 
were tireless, and despite fatigue remained on the 
job from early morning until late at night. No ques- 
tion was too petty, and none too weighty, to deny an 
intelligent and satisfying answer. They seemed 
prepared for anything, and one has but to ask any 
single searcher for light and knowledge to determine 
that the information they provided invariably was 
just what had been sought. 

This is the climax of, service—to be under the 
greatest pressure imaginable and still turn a horde 
of inquiring visitors into enthusiastically satisfied 
business men who were in the dark and through the 
ministrations of the Harvard Bureau were brought 
to light. 

The famous patent ‘medicine manufacturers of 
America would turn geeen-eyed with envy if they 
could hear the “testimonials” emanating from those 
who took advantage of the service rendered by the 
Harvard Bureau at the convention. There were 
hundreds of them, and not a single one went away 
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with his problems unsolved, so far as the scope of 
the Bureau goes in suggesting methods without of- 
fering advice, in respect to the mechanics of store- 
keeping, or, rather, merchandising. 


Wisconsin Man a Booster 


G. H. Wirth of Cedarburg, Wis., a little city of 
about 2000 inhabitants, located in a fine dairying 
community in southeastern Wisconsin, expressed him- 
self thus: 

“Those boys are wonders. I have been bothered 
a great deal with the question of keeping stock rec- 
ords that are worth while. The Bureau came forth 
with the most illuminating information imaginable. 
They showed me the simplest and most accurate 
method of stock-keeping I have ever seen or heard 
about. It covers everything—buying, selling, sizing 
up, and so on. I was astonished at what they taught 
me in the brief time I had to give them. I feel now 
as if I had nothing more to see here to make me feel 
that my journey to this convention is paid in full.” 


Cost-Finding Problem Solved 


Averill E. Cook of Worcester, Mass., said: “I came 
to the Harvard Bureau with what I thought was a 
simple problem in cost-finding, and I am going away 
with a stupendous fund of information. I never 
knew there was so much to know about cost-finding. 
We have kept what we deemed until now to be ad- 
mirable records, but they appear wholly inadequate 
compared with what has been shown me here. The 
Bureau is doing a very fine work, which ought to be 
better appreciated by the retail shoe trade, and I am 
sure a start has now been made toward full appre- 
ciation.” 

J. H. Baird of Shreveport, La., said: “When I came 
here attracted by the charts, and found one which 
looked interesting, I was amazed to find that it por- 
trayed my own business so well that it was almost 
uncanny. The volume represented in the statement 
does not vary more than a couple of thousand dollars 
from my own last year. Like a good many other 
dealers, we had pretty hard sledding to break 
even last year, but I am convinced after my most 
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satisfactory interview with the Harvard Bureau’s. 
staff that I can overcome a great many obstacles in 
merchandising methods Which probably have been 
responsible for this condition. Of course the Bureau 
does not furnish you with the business, but the best 
kind of tips as to how to do business. When every- 
thing is shifted down, methods mean nearly as much 
as patronage.” 

L. D. Maquin of Grand Rapids, Mich., a department. 
store shoe merchant, expressed himself as greatly 
pleased with the fund of useful and valuable infor- 
mation he derived from the Bureau. What impressed 
him particularly was the ingenious application of 
information based on exclusive shoe store practice to 
department store shoe section operation. 


Teaching System Even to an Expert 


C. C. Rakow of Bloomington, Ill., manager of the 
Bloomington Co-operative Store, Inc., pointed out the 
inestimable value of Harvard Bureau information to 
an establishment which because of its peculiar char- 
acter needs an exceptional degree of accuracy in 
methods. “I am and always have been a crank on 
system, but here I have learned many, many things 
I never knew before. The Harvard Bureau reaches 
out at lengths one could not expect. To me this 
service is the most conspicuous practical feature of 
the 1922 convention.” 

Two of the most interested guests of the Bureau 
were A. Kraner of McGregor, Iowa, and H. A. 
Kraner, his brother, from Savanna, Ill. Both are 
modest chaps doing an excellent volume of business 
in consideration of the size of their cities, the ex- 
tent of their markets, as well as other factors af- 
fecting their trade. Messrs. Kraner could hardly 
break away frorm the Bureau booth, and no one was 
more enthusiastic in its praises than they. Both de- 
clared the Harvard Research work as applied to the 
convention to be its most valuable feature from the 
truly practical viewpoint. 

The testimony of these men was supplemented in 
no lesser degree of enthusiasm by every other dealer 
who availed himself of Bureau service during the 
convention. 














Manchester, N. H. 


Reports of the business condi- 
tions in this city and surrounding 
towns show that a steady gain 
was made all through the year 1921 
and great hopes are entertained for 
the ensuing year, which it is claimed 
promises a much greater volume of 
business than was booked during the 
past year. 

With the return of the shoe fac- 
tories and mills to somewhere near 
their output capacity the sluggishness 
which hampered the retail merchant 
to a great extent during the year 1921 
is fast clearing away, and to quote 
Marcus W. McWeeney, member of the 
firm of Healy & McWeeney, “The 
business outlook for the new year ap- 
pears to be very bright. Merchants 
on the street are doing a good volume 
of business.” 

Mr. McWeeney stated that the old 


year closed with the month of De- 
cember the best of the year. 


Merchants’ Bureau Formed 


The Manchester Chamber of Com- 
merce has formed a retail merchants’ 
bureau, which, according to plans, will 
be of much assistance to all merch- 
ants of the city. 

Each line of merchandise has been 
classified and a president of the 
bureau elected, who will confer at 
regular intervals with the heads of 
the different branches of the retail 
business on any problem affecting the 
retail business. William Marcotte, 
Jr., of the Marcotte store, has been 
elected to head the class in which the 
retail] shoes have been placed. 





Stores Cleaning House 
A regular old-fashioned clean-up in 
many of the shoe stores here has been 
started and everything in the stores 








has been reduced to “rock-bottom” 
prices. Serving a two-fold purpose— 
to clean the shelves of the 1921 stock, 
to make room for the new goods and 
to keep the wheels of industry turn- 
ing. 

At the New Idea Shoe Co., one of 
the big retail shoe stores of the State, 
a semi-annual clearance sale of such 
make of shoes as Dorothy Dodd, Pack- 
ard and Florsheim, is being conducted 
and all brands have been specially 
priced for a quick turnover. 

Women’s high shoes, with Louis 
heels, in black, castor, bobolink and 
pigeon grey, which have been selling 
for $7, are being featured at $2.95. 

Children’s, girls’ and boys’ high 
lace, in black and brown, $4 values, 
are being closed out at $1.95 and $2. 
A special lot of men’s welts in ma- 
hogany and black calf, English and 
a toes, are being offered at 

2.95. 
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Division of Advertising on 
Men’s, Women’s and Children’s Shoes 







20 
10 


ive 


Chart shows the relative number of men’s, 
women’s, children’s and corrective shoe ads covered 
in this week’s analysis of newspaper advertising. 

Many new names are to be seen, which goes to 
show that advertising is not only increasing in point 

-of size and space used by old advertisers but that 
more concerns are using the newspapers to increase 
turnover. 


Quality of Advertising 
Space costs money, and it is obvious that adver- 
tisers are intent on getting their money’s worth, 
not by crowding an ad but by an intelligent use of 
the space. 


Designs and type matter are usually 





found in balance; and white space is handled more 
often than not in a way that increases the attention 
value of an ad. 


Sizes of Type Important 


Size of space influences, or should influence, the 
size of type used. Large type may be easier to 
read, yet a large type will more often than not make 
an ad look overcrowded. A large size old style type 
will appear gray (weak) and has a tendency to make 
an ad monotonous. Small type, 8- and 10-point 
sizes, used in old style and in bold face will many 
times give an ad character, secure emphasis for 
certain features of the goods, and give one an oppor- 
tunity to balance an ad perfectly. Considering .the 
center of balance to be two-thirds down from the 
top of an ad if the cut is simply an outline repre- 
sentation of the shoe at or above this point the copy 
and name must be in a size that will allow some 
white space to balance the white space at the top. 
An ad that is restful and pleasing to the eye is 
worth all the time spent in making it so for it will 
be read and remembered, while one that is confusing 
because of being all display will seem too much of a 
mental tax to the reader and will be disregarded. 


Any Old Cut WON’T Do 


Sometimes a cut is seen with almost a quarter 
of an inch of the toe missing which very likely would 
suggest to the eye of the uninitiated a damaged 
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Strapped Footwear 
Autumn’s Favorite 
Mode 


Not only has strapped footwear been 
the mode of the hour for many past 
months, but it is so perfect a style 
that designers give it firet prefer- 
ence for fall in both evening alip- 
pers and street shoes. Of course, 
though, there are many novel fea- 
tures to distinguish this season's 
“Straps” from all ‘others, and you 
will find our assortment very fine. 





We are 


o™. ECONOMY =| 


OPPOSITF, corer NowsE 
Home of Red Cross Shoes The Mouse That Quality Built. 















For Women $5.85 


—Good shoes for women“at such a small cost 
is getting us back to old times in price setting. 
indeed that we are again able 
to offer you such good shoes at a low price. 


Good Style and Good Quality 


—New model lace boots 8T% inches in height, of 
soft black vici kid or pliable brown Novilla kid— 
practically as soft and pliable as real kid, but 
with all the wear of calfskin. Seamless foxings 
with kid tops, flexible sewed soles, moderately 
full toes, medium short vamps. Shoes supported 
by shapely Cuban heels. 
—Indeed, splendid shoes at a pleasing price, com- 
ing in sizes 2% to 8; widths B to EE. Your 
choice of either brown or black. At least sce 
these values. They're priced at... __ $5.85 
—Just as much care taken in 
fitting you as though you hed ae us po 
price.’ Mail orders given immediate Suse o 
tention, delivered FREE. Send for vew CATALOG. 
~—aee STOCK OF SHOES IN NORTHERN 
Choose where choosing is best. 


AD- VISOR SERVICE 













The ” New 
3 Strap, Short Vamp 
Of lightweight caltskin on 2 Freach 
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---A startlingly low Price tor 
these Smart New Walking 








The Very Latest in 
Women’s Low Shoes 

The New Color—Dark Red. 
The above illustration represents 
a very new style of Low Shoe for 
Women. Made of a rich shadg of 
Dark Red Calf Leather, smooth 
finish, with buckles down the cen- 
ter, military heel and a good 
weight sole. An ideal low cut for; 
street use. 





NINE DOLLARS| 


ne SID porevegerpee 
=m 


, ; wma SHOES 








~ Women’s Brown 
Kid Oxfords 


Made with medium military heel, soft, 
dark brown kid stock. The 
C. B. Slater make. 


$10 
MEADOR 









Boots for Women 


This offering speaks volumes for the splendid 
values to be found ar. the WYMAN Shop. 


The shoes are of dark tan leather with 
wing tips, medium round toes and welted 


Of the matchless WYMAN Quality at a 
decidedly popular price. 


WYMAN 





408 UNION 
STREET 











shoe rather than one that is the acme of style and 
workmanship which that cut represents. Good cuts 
are of first importance for they make the first 
appeal to the reader. Unless they are right the 
persuasion contained in your copy may not have a 
chance to do its work for the reason that interest 
has been killed. 


Merchants’ Signatures 


On single column ads up to five inches in depth 
about a half an inch in depth is used for the con- 
cern’s name as a rule. The type used in the name 
is either 14- or 24-point with the address in 10-point. 
Where the ad is deeper than this the name will not 
be any larger but appears at the top as well as the 
bottom. 

In double column ads up to five inches the name 
uses about three-quarters of an inch; name in 24- 
point, address in 12- or 10-point. Double column 





ads over five inches usually show the name of the 
concern in 36-point type and address in 14-point, 
or a little over an inch in depth. We have given 
the size of names in points above, but in 75 per cent 
of the ads scrutinized the names and addresses were 
hand-lettered in a style adopted by the concern and 
which appears the same in every one of their ads, 
the only difference being in size which conforms to 
the amount of space used. 


Picked Here and There 


“Our Standards of Shoe Value Never Vary—As 
long as good leather is obtainable and as long as 
there are skilled shoemakers who take pride in their 
workmanship, the only footwear you can get at this 
store will be the kind upon which you can absolutely 
depend,” Woodland, Morristown, Pa. 

“The Newest Walking Oxfords—Winkelman walk- 
ing shoes are distinctive for their attractive and 
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Good Shoes for Men 


E satisfaction that a man gets from 
Ti comfortable, fine-looking Shoe adds 
a great deal to his scheme 0 life. Burk 
Shoes give that satisfaction. No Shoes 
have moré style and comfort built into 
them. No Shoes satisfy more com- 
pletely. Try them; they’re priced eco- 
nomically. 


Burk & Company 





whe Home of Hart Schaffner & Marx Ptothes 











The 
Stetson Shop 


Helbrook & Petty 


114 Fifth Ave. 





It’s unusual to see such 

a well made shoe at such a 
low price — that’s why 
Pittsburgh's Greatest 
Men’s Shoe Store is usu- 
ally full of satisfied buy- 
ers. Just come and see 
what we mean by “well 
made”’. 

Heavy sole, water proof 
welt and fiber middle sole, 
tony red upper, brass eye- 
lets and Goodyear Wing- 
foot heels—just what you 
men of college age want. 

Remember, too, we can Gt 
the growing lad who comes im 
with father, buying together, in 
the morning—thanks. 


Jenkins Arcade 


Open 8 A M. to 5:30 P. M—Saturdays 19 P 





RECORDER AD-VISOR SERVICE 
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<ic 
, 


Men sF all Shoes 


$785 


In Black or 






Smarter Fell Footwear has not been introduced, ® varety of 
lasts efford- ample selection for every man—from the young chap 
“ho wants brogues and ball straps to the more conservative busi- 
fess man's styles designed expressly for comfort The workman. 
ship is skillful, the leathers the most dependable. Our fitting 
service incomparahi 


Others ai $8.90 $10.00, $12.00 


BSSIMES SHOE CO; 


AGENTS FOR FRENCH SRINER @ URNLE SHOES 


























™ Rubber 
Heels 


Eight 
Dollars 


Asplendid dress-up* 
modcl in Russia Calf- 
skin. Oak-welted soles 
and rubber heels. Ex-- 
actly as pictured —a 

















J&M arch support 
shoes 


OME of us have a lit- 
tle trouble with our 
ankles, weak 


feet—weak 


arches; perhaps we're a 
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New Arrivals In Men’s Fall Oxfords 


Fifteen Top Grade Styles To Select From In 


Scotch Grains and Norwegian Calfs 


WITH HEAVY DOUBLE SOLES 


dandy fitter. q 
bit flatfooted; we need 
Black or Brown spate? 
shoes scientifically made 
Calfskin ‘to help us. pe A & $8, $8.50, $9 and $10 
7 Murphy make then. All Sizes—All Widths 
and = LOOK IN WINDOWS 
They've $15 
7 $ 15* , New 
iia mushine Maurice L Rothschild | |, 2 VENE’ 5 me 
Street } eo Sretene exaw mora; Dasieet Store 








Towa. 


Minn. 





sensible appearance. With woolen hose they are the 
choice of well-dressed women for street and busi- 
ness,” Winkelman, Philadelphia, Pa. 

“These are wonderful days for the great ‘out-of- 
doors.’ And equipped with the proper footwear your 
walk is a pleasure,” Akin-Schwenker, Davenport, 


“We could have built these shoes to sell at $6.00 
or even $5.00, but we did not. Here’s what we did: 
We selected only fine leathers, put on heavy winter 
soles, used the best materials only, new lasts and 
patterns—and had them made by a high grade fac- 
tory of National reputation that needed a volume 
of business at this time, when people are not buying 
$12 and $14 shoes. This gives yuu fine shoes that 
ordinarily retail at $10 and over at the very moder- 
ate price of $7,” Sorensen Shoe Stores, St. Paul, 


“You’re Missing the Best Thing Going if You’ve 
Missed Getting Our Shoes—You can’t afford to pay 
more for shoes than they’re worth; but you can’t 
afford, on the other hand, to pay less than enough 
to get good value,” Hassel’s, Chicago, IIl. 

“Feet Forgetfulness—If the tongue of a Berke 
Shoe could talk—it would tell a mighty tale—An 
‘unlimited foot mileage’ guarantee, stubborn dura- 
bility and feet forgetfulness, plus an appearance 
that commands attention wherever it may be seen. 
That’s the story a Berke Shoe could tell,” Ben B. 
Berke Boot Shop, Detroit, Mich. 

“My, But It’s Hard to Keep That Boy in Shoes” 
—Haven’t you heard mothers say that time and 
again? Now, Mothers Just Fit Him in a Pair of 
Dabney’s Double-life Shoes and Your Troubles are 
Over,” F. W. Dabney & Co., Richmond, Va. 
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Shoe Store Seating 400 Customers 
Opened in New York 


ITH a score or more of re- 
W tail shoe stores in New 

York and vicinity, I. Blyn & 
Sons have opened what is probably 
the largest single shoe emporium in 
the East on West Thirty-fourth Street, 
between Sixth and Seventh avenues. 
The new store occupies four floors of 
a five-story building, which the Blyn 
firm has just rebuilt for its own pur- 


gether the store has about 12,000 sq. 
ft. of floor space, and stock space for 
close to 150,000 pairs of shoes. 

All the shelving throughout is ad- 
justable, and on short notice depart- 
ments can be changed from the han- 
dling of women’s or children’s shoes 
to men’s shoes. Instead of the usual 
projecting shelves on the wall cases, a 
deeply recessed shelf is provided for 





poses. The store will have a seating 
capacity of more than 400 when com- 
pleted and fitted up. The basement 
floor will be devoted to men’s and 
boys’ shoes, the ground floor to 
women’s, the second floor to children’s 
and the third floor to executive offices. 
The building extends through the 
whole block from Thirty-fifth to 
Thirty-sixth streets, with display win- 
dows at either end. The Thirty-fourth 
Street window is large and deeply re- 
cessed, making one of the largest shoe 
windows in the city. 

The interior is fitted with Ameri- 
can walnut and brown leather chairs. 
Composition floors are used through- 
out the building, and a special ele- 
vator, as well as stairways, connect 
the different floors, which are also con- 
nected with dumb waiter shafts for 
the transferring of stock, bundles, etc. 
A cashier’s and wrapping desk are 
provided on each floor. In the base- 
ment is a room for the male help, and 
on one of the upstairs floors is a large 
room to be set aside for a recreation 
room for the female help. In the front 
of the second floor is a large space 
with bronze-framed windows opening 
onto Thirty-fourth Street, to be used 
as a public reception room. Alto- 





to be filled with shoe boxes. The ad- 
vantage of this system, which was 
worked out by Henry Blyn, lies in 
having the reserve stock close to the 
selling floor and at the some time pre- 
senting a neat appearance to the 
public. 

Max Greenwald is the manager of 
this latest addition to the Blyn chain. 


Percy M. Rising Dead 


St. John, N. B.—Percy M. Rising, 
director of Waterbury and Rising, 
Limited, wholesale and retail shoe 
dealers, died at his home here, after 
a brief illness, on Tuesday, Dec. 6. 


Hopeful Outlook 
for 1922 


“Conditions in the United States to- 
day indicate that the year 1922 as a 
whole will be more satisfactory to 
business than the year just ended,” 
says a statement put out by the Na- 
tional Bank of Commerce in New 
York. “Our forecast is that profits 
will depend more on economy of op- 
eration than on expansion of volume. 
With the many favorable factors now 
operating, business men should not 
fear to make plans for the new year, 
but they should plan with care and 
conservatism, and with constant ef- 
fort toward reduction of costs. 





the placing of shoes while waiting on 
customers. The west wall of each 
floor is built out several feet with a 
“camouflaged” wall, behind which 
much of the reserve stock is carried. 
The side of this wall facing the sell- 
ing rooms is covered with printed box 
fronts, and to the uninitiated appears 





“Financial improvement continues. 
Progress has been made in reduction 
of excess stocks of manufactured 
goods. Accumulations of raw materi- 
als have been reduced. The rate of 
production in the major industries 
has shown little change during the 
closing weeks .of the year. 
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Drive Against Retail Prices Has 
Fallen Short of Mark 


By WILLIAM L. DALEY 
Washington Correspondent of the Boot AND SHOB RECORDER 


PINION prevails in official circles that the 

campaign of the Department of Justice 

against retail merchants’ prices has fallen 
short of the mark. It is known that the movement 
was undertaken by the Attorney General without the 
approval of Secretary of Commerce Hoover and with- 
out consultation with the Department of Labor and 
other branches of the Government interested in 
statistical studies of prices. In addition, it is said 
that the drive against retail merchants has embar- 
rassed the Department of Commerce in its relations 
with trade associations as it has exercised an un- 
favorable influence and aroused resentment on the 
part of business organizations, which had volun- 
teered to furnish price data to the Department of 
Commerce for comparative purposes. The claim that 
the Attorney General had called upon the Joint Com- 
mission on Agricultural Inquiry of the Congress for 
price data has been officially denied by representa- 
tives of the Commission in an interview with the 
Recorder. The statement of the Attorney General 
that many retail merchants have made unconscion- 
able profits left the inference that his information 
was supported by the findings of the Congressional 
Commission. It is learned, however, that no data of 
any kind was furnished to the Department of Justice. 


Average Merchant Not Profiteer 


A study of the retail price situation by Alvin E. 
Dodd, manager of the Domestic Distribution Depart- 
ment of the Chamber of Commerce of the United 
States, shows that the average American merchant is 
not profiteering as the Attorney General would have 
the public believe. In a statement prepared at the 
Washington headquarters and later incorporated in a 
speech before the National Association of Shoe Man- 
ufacturers in New York, Tuesday evening, Mr. Dodd 
pointed out the effect of price movements as follows: 

“Prices in general are not fixed by intention, but 
rise and fall in obedience to the state of the eco- 
nomic tide. The price movements of 1861-1865 match 
those of the 1812 period and the 1917-1921 movement 
is substantially the same as the others in the height 
of the rise and in the rate of the fall. Could any 
intelligent man be found to deny the significance of 
these facts; to believe that these facts were arranged 
beforehand by some collusion of merchants, which 
was able to control the prices to be asked and paid 
during three periods separated from each other by 
about a half a century of time? 


Follow Prices Up and Down 


“Graphs show the same general rise and fall of 
prices in raw materials, in manufacturers’ prices and 
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in’ those Gi-wholesale and retail. There is a drag 
valet En each succeeding stage from the raw 
maté@rial. down to the price paid by the consumer, 
which is the last ordinarily to feel the effects of 
conditions that influence prices. 
| “Probably business to-day instead of being con- 
trolled is in a state of confusion worse than ever 
before in the history of mankind and it has been 
évolved from conditions of the past seven years, 
which were the worst that man has faced since he 
an wearing woven clothing. What we need more 
than anything else right now is the united effort of 
all forces—of all men—for the rehabilitation of busi- 
ness and the return of mutual confidence in each 
other. This is not to be accomplished by irresponsi- 
ble charges of profiteering based on ignorance of the 
economic laws to which business and commerce are 
obedient. 

“We know today that one of the most difficult 
operations for an individual or group to undertake 
is to corner the market, let us say in wheat. Yet 
this is mere child’s play compared with the effort 
which would be required in order that wholesalers 
or retailers should combine successfully to maintain 
high prices for the commodities in which they deal. 


Knowledge of Facts Necessary 


“A knowledge of business facts, quantities pro- 
duced, quantities in stock, quantities consumed, and 
the various prices through the succeeding steps of 
distribution are as necessary to the uninterrupted 
prosperity of the United States as is the knowledge 
to an automobilist that a train is approaching a cross- 
ing which he wishes to traverse. Given a knowledge 
of these factors and we shall work out very soon 
formulas so simple, so certain that any business man 
will be able to understand them and be guided by 
them. There is no doubt in my mind, and I do not 
suypose there to be any doubt in your minds, that if 
we had known what the supply of shoes in stock was 
in the summer of 1919 there would have been no col- 
lapse such as took place in the leather and shoe 
markets. It is the same with regard to wool and its 
products; it is nearly the same with regard to other 
materials. 

“Always there will be speculation, but speculation 
is based upon guesses and exact knowledge is its 
greatest enemy. Given this knowledge of produc- 
tion and prices and you may trust the American 
business man to guide himself successfully through 
any conditions which he may meet in the future. 
Without this knowledge we must have disturbances 
in every branch of commerce from the highest forms 
of finance through every agency of production, of 
transportation, of manufacturing and of distribu- 
tion.” 

The report of the Joint Commission of Agricul- 
tural Inquiry on the credit situation this week ma- 
terially strengthens the contention of retailers that 
the Attorney General does not recognize the opera- 
tion of factors over which merchants have no con- 
trol. The official report of this non-partisan body 
places a considerable portion of the responsibility 
upon the banking institutions. 

It is significant to note what the Commission says 
of merchants and price tendencies: 


The Start of the Buyers’ Panic 


“Toward the end of 1919 the demands of the con- 
suming public reached such proportions as to de- 
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velop on the part of the retail merchants a kind of 
buyers’ panic. A supply of goods adequate to supply 
this extravagant demand was not forthcoming. Then 
the wholesalers and merchants began to experience 
a sudden and marked increase in their orders out of 
all proportion to even very prosperous conditions. 
This was the direct result of duplication. Many 
large firms, finding themselves unable to supply 
their customers, had adopted a policy of allocation, 
giving to the buyers only a percentage of their orders, 
and endeavoring to distribute the supply as equitably 
as possible. This forced or led many retailers to 
place orders with a number of different firms, where 
perhaps they had dealt with but one hitherto. By 
placing two, three, or four orders for the same 
amount of goods they were able then to obtain, per- 
haps, in this way the full amount of the supply they 
desired. 
Then the Market Ran Away 


“This led to a runaway market, a purely solfeds’ 
market, and gave a wholly fictitious impression of 
the probable demands of the coming year. As the 
mills running overtime began to catch up with those 
orders, and to complete deliveries, the retailers sud- 
denly found themselves with far larger stocks than 
they had anticipated, while, on the other hand, the 
rapid rise in retail prices had brought about a dis- 
tinct, though probably at the time grossly exag- 
gerated curtailment of the buying power of the 
public. It was inevitable that this bubble of inflated 
prices must burst at some time, and the first warn- 
ings that it was coming were found in a cancella- 
tion of these duplicated orders. These cancellations, 
moderate at first, soon became, as the fall in prices 
progressed, simply an avalanche, and so far as the 
most careful investigation discovers, it was this wave 
of cancellation, the fright which accompanied it, and 
the exhaustion of credit which preceded it which 
were the main or precipitating courses which carried 
prices down in such a headlong fashion. While 
there were probably many to anticipate a fairly 
drastic reaction from the unexampled boom of 1919- 
1920, there were few probably, and possibly none, 
really’ to anticipate the tremendous decline which 
actually took place. Records of price changes run 
back now to the beginning-of the nineteenth century. 
In this period of 120 years the debacle of 1920-21 
was without ise 





In the page advertisement in our Dec. 31 issue of 
the General Industrial X-Ray Company, the price 
quoted on the Foot-X-Ray machine, alternating cur- 
rent, was $7.50 when it should have been $750 and 
on the direct current was $8.50 when it should have 
been $850. There should have been added to the 
signature the statement that the E. H. Karrer Com- 
pany act as sole distributors. 
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Live and Let Live 


and we are headed into a new year it is 
time to get down to earth, forget what 
is past and go after what is ahead. 

The mill cannot grind with water that has passed 
over the dam. 

President J. P. Orr ably said: “One of the things 
about 1921 for which we can be thankful is that it is 
over.” 

“A lot of people are so busy talking about the 
business depression that they haven’t any time to go 
out and get new business,” says a current newspaper 
editor. 

Pessimism never did get new business nor retain 
old business. The man who sits around complaining 
that. there is no business will continue to sit and 
complain, but pretty soon somebody else’s name will 
be over the door. 

Every man is in business for profit. Whether he 
be manufacturer, wholesaler, retailer, salesman, 
lawyer or preacher. 

This is as it should be. Some people seem to think 
that a merchant who makes a profit is a criminal. 
This is all dead wrong. It is really a crime not to 
make a profit. The merchant who continually does 
business at a loss is a liability to the community and 
somebody has to bear the burden that he should 
carry. 

Nobody admires a failure nor does the public ad- 
mire the liar who is always selling merchandise at 
less than cost. 

It is entirely possible for a merchant to put such 
a high mark up on his goods that he will drive cus- 
tomers away and rob himself of the opportunity of 
making a fair, legitimate profit. 

On the other hand, if his mark up is too low he 
cannot pay a wage that will attract good, competent 
salespeople and render a store service to which the 
public is entitled. 

Every merchant should know what percentage of 
mark up is necessary to cover overhead and allow 
for reasonable markdowns and provide a fair, equit- 
able proft. Then go out and get the business and 
get the profit. 

Live and let live is the principle of the gospel. It 
is also the principle of everyday common sense. The 
man who tries to make it all for himself, without due 
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consideration for those who help him reach the so 
is likely to find his helpers laying down.on “him @ 
the goal will not be reached. 

E. C. LOGAN 
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THE FITTING OF SKATING BOOTS.) >). 
Use the Same Care as in Fitting Good attest: he 


The store, not the side of the ice-coated 
the place to fit skating boots. Measure the f with 
tape and size stick in the usual way. Fit the'foet 
according to measurements. Let the customer stand 
up and walk around, even though skates are attached 
to the soles of the skating boots. Then the customér 
can judge for himself about the fit of skating boots. 

Remember that skating boots are luxuries;’and 
that people who buy them are willing to pay for the 
skillful service that is necessary to fitting them prop- 
erly.: Do not hand the skating boots to the customer 
and let him or her take them home and fit them. 


Fit Over Woolen Stockings 


Fit skating boots over woolen stockings, because 
people usually wear woolen stockings when they go 
skating. If the customer has on silk or cotton stock- 
ings, slip on to his foot a woolen sock, which is kept 
just for fitting purposes. 

Fit skating boots neither too tight nor too loose, 
for if they are too tight they will cramp the foot 
and make it cold and stiff; and if they are too loose 
they will not support the foot. 

Fit skating boots so as to provide plenty of toe 
room. A skater uses his toes even more freely than 
does a walker. 

Usually, a skating boot has a soft toe. But a hockey 
boot may have a hard toe, the box of leather being 
put in to protect the toes against a knock from the 
other fellow’s hockey stick. 


Heels or Heelless 


A skating boot may be heelless, while a hockey 
boot may have a heel 6/8 high or thereabouts. Of 
late there is a tendency to put heels on skating boots. 
However, heels or no heels is much a matter of cus- 
tomer’s choice. If the low heel boot is chosen, the 
heel of the skate should be of the built-up type. 
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The Arch Preserver Convention 
An Unselfish Discussion of Better Methods 


URING the National Convention in Chi- 
ID cago a number of meetings were held by 
various organizations through which 
manufacturers and merchants came in close in- 
timate touch and in a heart to heart way discussed 
the particular proposition in which they were in- 


terested. 
One of the largest gatherings of this sort was that 
of the arch preserver shoe dealers. When a group 


Merchants from the big cities conducting exclusive 
arch preserver stores gave up as freely of their ideas 
as did the merchants from the smaller communities, 
where this particular shoe represents one of several 
other lines necessary in the conduct of a general 
family shoe store. Following a series of pre- 
arranged talks the meeting resolved itself into an 
open forum discussion of better methods, and a dis- 
cussion of handling complaints and other problems 
which each merchant is facing. The discussion was 





Arch Preserver Convention held in the Red Room, Hotel La Salle, during the N. 8. R. A. Convention, presided over by Mark 
W. Selby of the Selby Shoe Company . 


of approximately 250 merchants get together to dis- 
cuss better ways and means of merchandising some 
particular article or feature—when each man un- 
bosoms himself and unselfishly gives up the knowl- 
edge which he has gained by intensive study of a 
proposition—much good is sure to result. 





lead by William Pidgeon of Rochester, New York. 
An unexpected but very welcome guest at the meet- 
ing was George D. Selby, president of the Selby 
Shoe Company of Portsmouth, Ohio. Mr. Selby had 
been called to Nebraska to attend the funeral of a 
sister and stopped over in Chicago between trains. 








Shoemakers, Heirs 
to $10,000,000 Kentucky Fortune, Stick to Last 


Louisville, Ky., Jan. 14—Patrick and James Can- 
ning, shoemakers of Haverhill, Mass., have fallen 
heir to a $10,000,000 fortune amassed in Kentucky 
by their grand-uncle, Col. Edward J. Curley, former 
Jessamine County, Kentucky, distiller, it is an- 
nounced in a dispatch from Haverhill. The heirs 
were quoted as saying they were too old to change 
their ways and will keep on making shoes. James 
said, “I think I’ll have my house painted, and, of 
course, my three girls can have anything they want.” 





His brother said: “We'll celebrate our good fortune 
by staying right on at the shoe factory.” The 
brothers are not white ribboners, but prefer a simple 
life to that of millionaires. 

Colonel Curley, for many years president of the 
E. J. Curley & Company, owning a distillery at Camp 
Nelson, died recently at Monte Carlo. He had spent 
most of his life at Camp Nelson, moving to New York 
twenty years ago, after selling his interests to the 
Kentucky Distilleries & Warehouse Company. A 
brother, M. H. Curley, was prominent in Boston 
politics. The brands, “Boone’s Knoll” and “Blue- 
grass,” produced by the two Curley distilleries, were 
famous in pre-prohibition days. 
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Conference and luncheon of Scholl Foot Appliance dealers held in the Gold Room of the Congress Hotel during the 
National Convention of the N.S. R. A. and presided over by Dr. William Scholl 


Luncheon Meeting of Scholl Foot 
Appliance Dealers 


Thursday, Jan. 12, witnessed one of the 

most happy and pleasant meetings of mer- 
chants interested in one particular idea that has 
been held in Chicago for many a day. 

The National Shoe Retailers’ Convention provided 
an opportunity for the Scholl Manufacturing Com- 
pany to call a convention of merchants handling 
their line of foot appliances, which was national in 
its character. 

Five hundred and fifty invited guests attended the 
beautiful luncheon, which was presided over by Dr. 
William E. Scholl, the president of the Scholl Manu- 
facturing Company. An orchestra, two soloists and 
a song leader provided entertainment during the 
luncheon. 


['n Gold Room of the Congress Hotel on 


Upon calling the meeting to order before the 
luncheon was served, Dr. Scholl asked the audience 
to arise and had each person introduce themselves 
and shake hands with the other people at that par- 
ticular table and in the near vicinity. 

The principal talk at the meeting was made ‘by 
Mr. McQuinn of the J. Walter Thompson Advertising 
Agency, who used a series of charts illustrating how, 
by setting a definite quota for each department in the 
store and a definite quota for each salesperson, and 
then basing the earnings on the quota plan, addi- 
tional business could be obtained and additional net 
profit made by the firm. 

Short talks were made by Charles G. Phillips, the 
head of the United Publishers’ Corporation, which is 
the largest organization in the world publishing 
trade journals; also by E. C. Logan, Western Editor, 
Boot and Shoe Recorder, and by E. O. Ray. 








New Wholesale Shoe 
Department Opens 


Memphis, Tenn.—The William R. Moore Dry 
Goods Company, wholesalers, has opened a whole- 
sale shoe department carrying men’s, women’s and 
children’s shoes, and several new traveling salesmen 
have been added to the force to take care of the busi- 
ness which is expected to result from the addition of 
the new lines. 


“Roll Your Own” 


Time was when the above saying referred exclusive- 
ly to the making of cigarettes by the masculine por- 


tion of America. In these twentieth century days, 
one would naturally expect that the ladies would long 
since have adopted this vogue. And so they have— 
they may “roll their own” to their hearts’ content, 
whether “their own” are cigarettes, or the very latest 
in rolling stock arctic tops. Cuff top arctics are the 
latest. They take the place of the flapping gaiter 
sides of a year ago. They are reminiscent of the 
style effected by the medieval dude, who with cane 
in hand and flowing coat tails bared his lower limbs 
to the winter’s breezes. But the dude of the Middle 
Ages “had nothing on” the twentieth century miss, 
who manages to show quite an area of wool stocking 
between her short skirt and her rolled gaiter tops. 
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ST. LOUIS 


Business Drops to Low Level 


Both Men’s and Women’s End of Business 
Considerably Off 


verdict of the past week. Re- 

tail shoe merchants ordinari- 
ly expect a lull during the present 
period, but the depression has fallen 
far below what is considered normal 
at this time. This condition does not 
exist alone in a few stores but pre- 
vails throughout the down-town “shoe- 
belt.” It also applies to the men’s as 
well as the women’s business. 

Clearing sales have been inaugur- 
ated to bolster up the sales, but with 
little effect. Boots have been bought 
to some extent, but not without hav- 
ing first undergone a price diet that 
has brought the figure down to an un- 
recognizable size. 

Prices that were unbelievable were 
placed on boots, and boots that were 
the sought after variety of merchan- 
dise. One of the big retail shoe stores 
during the week previous, sold boots 
to the tune of 31 per cent of the six 
days’ business. Inquiry brought out 
the fact that the majority of high 
shoes sold were to women of the mid- 
dle age type who wear boots regard- 
less of style or weather. However, 
some low-heeled tan calf boots were 
sold to older girls. 

Acting on the RECORDER’S advice, it 
seems that most stores are leaving no 
stone unturned to clean up as much as 
possible their stock of boots. Some 
have already accomplished this pur- 
pose, and the few pairs remaining 
are odds and ends of off sizes. 

Inventories in general found the 
stocks in pretty good condition so far 
as saleable merchandise was involved. 
It is a safe statement of fact, that 
stocks are sweeter to-day than they 
were a year ago. 

Patent oxfords still command the 
greatest homage. Plenty of strap 
stuff is being shown in the same type 
of leather, but the pressure for the 
most part remains with the oxfords. 
Some believe the shiny shoe styles 
will have a larger vogue in the spring 
than they have enjoyed at any time 
since their inception. This, of course, 
remains to be seen, especially with the 
talk of gray suede with patent trim 
and vice versa fogging the atmo- 
sphere, making it difficult to tell what 
the best bet will be. 

Satin is having the usual number 
of admirers who believe sufficiently in 
this style to have it grace their feet. 
Next to patent, satin perhaps remains 
best choice. The usual amount of 
staple tancalf lace oxfords is being 
sought. 

Many of the visiting managers and 
proprietors of retail shoe stores re- 
mained over the Convention period in 
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Chicago. Those who went expecting 
to receive a severe jolt in the style 
situation returned extremely disap- 
pointed. There are those who felt 
that is so far as their knowledge of the 
style situation was concerned, noth- 
ing unusual was displayed of which 
they were not already informed. One 
of the biggest retailers in the shopping 
district stated that practically every- 
thing shown, that was considered new, 
he had already placed orders for. 
This opinion was prevalent through- 
out retail shoe circles. From all re- 
ports not a great deal of buying was 
done at the Convention. 

The optimistic note to which much 
importance is attached, is that of an 
early spring. With an early spring, 
retailers expect to see an enthusiastic 
revival of buying. It is believed that 
women will welcome an opportunity to 
purchase new footwear should season- 
able weather present itself. 


Reids to Have Hosiery Department in 
New Store 


When the T. J. Reid Shoe Company 
opens its new store at 411-13-15 North 
Eighth Street, upon which they have 
taken a long lease, there will be es- 
tablished a hosiery department. The 
new location on Eighth Street will 
give the shoe company more than dou- 
ble the floor area they are now using 
in their Washington Avenue store. 


Scruggs Staging Semi-Annual Clear- 
ing Sale 


Scruggs, Vandervoort & Barney, 
Shoe department is conducting a semi- 
annual clearing sale on women’s high 
and low shoes. It was announced that 
the shoes offered were broken lines 
left from a season’s selling. 

Oxford’s Opera Slippers and High 
shoes were in the lot with a price 
range of from $6.50 to $9.50. 


Choice of House Sale Introduced by 
Shoe Mart 


Manager McCain of the Shoe Mart 
introduced an innovation in the 
Choice of House sale on women’s 
boots. Like other retail shoe stores, 
McCain is clearing house on his high 
shoes. Values from $6 up to $12.50 
were offered in the group at prices 
ranging from $2.95 to $7.95. All 
styles and leathers were obtainable. 





Sensenbrenner’s Have Advance Show- 
ing of New Styles 


Sensenbrenner’s are showing some 
of the distinctive styles that are pre- 
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dicted for spring. They are the first 
retail shoe store up to the present 
time that has shown anything differ- 
ent for a few months. 

Gray suede has a prominent place 
in the showing. Patent leather has 
a very large place in the array and 
practically all styles are of the strap 
variety in various effects. One dis- 
tinctive note in the patterns is the 
deep cut-outs which extend to the sole 
of the arch. Buttons seem to have 
gained in popularity and are dividing 
honors with buckles. A tendency for 
lower heels is apparent. A _ satin 
broad one-strap which has the appear- 
ance of an instep strap with a severe 
cut-out over the quarter was shown. 
The strap was fastened with two pearl 
buttons and carried a full covered 
Louis heel. 


21 Buyers From Filene’s of Boston 
Visit Here 


Twenty-one Boston department 
store buyers, representing the entire 
buying -force of Filene’s automatic 
bargain basement visited here two 
days for the purpose of purchasing 
job-lots of under-priced goods for dis- 
tribution through the Boston estab- 
lishment. B. F. Rapheal, formerly 
with Famous-Barr here and now mer- 
chandising manager of the Filene or- 
ganization, was in charge of the dele- 
gation. Small buying parties from 
this house have transacted business 
with St. Louis firms before, but this 
is the first time such a wholesale ex- 
pedition to the Middle West has been 
attempted. 

Plans for the reception of buyers 
in St. Louis and their entertainment 
were in the hands of the Sales-Man- 
agers Bureau of the Chamber of 
Commerce. 

The visiting buyers were guests at 
a luncheon given in their honor by the 
Sales-Manager Bureau. T. W. Van 
Schoiack, sales-manager of Roberts, 
John and Rand Shoe Co., addressed 
the meeting. 


S. Levy Shoe Co, Have $5,500 Fire 


Fire, said to have started from an 
overheated furnace, caused about 
$5,500 damage to the S. Levy Shoe 
Company, wholesale jobbers at 1413- 
15 Washington Avenue. The same 
company operates a string of neigh- 
borhood retail shoe stores, of which 
the Washington Avenue house is the 
parent company. 


Maurice Wright Elected Boatmen’s 
Bank Director 


Maurice Wright, vice-president and 
treasurer of the Hamilton-Brown Shoe 
Co., was elected director of the Boat- 
men’s Bank at the annual meeting of 
the stockholders, held recently. The 
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Boatmen’s Bank is one of the City’s 
oldest financial institutions. 


Father-of John Wilson Dies at Sweet 
Springs, Mo. 


J. T. Wilson, father of John Wilson, 
advertising manager of the McElroy- 
Sloan Shoe Co., died the early part of 
January, at Sweet Springs, Missouri, 
where he was-buried. 

The senior Mr. Wilson was a mer- 
chant in Sweet Springs and was es- 
tablished there under the name of 
the J, T. Wilson Dry Goods Co., for 
fifty years. He was 74 years of age 
when he died. 

J. T. Dyer, secretary of McElroy- 
Sloan, journeyed to Sweet Springs to 
attend the funeral. 


Low Price of Farm Products Blamed 
in Trust Co. Business Review 


In the St. Louis territory it is 
strongly felt that the relatively low 
price of farm products is one of the 
greatest obstacles to the attainment 
of normal conditions, according to the 
weekly general business review issued 
by the Liberty Central Trust Co. 

“The farmer, having sold his crops 
at a small profit at best, and, in many 
cases, at a loss, is not inclined to view 
the future with optimism as long as 
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price relationships remain as they 
are,” the review says. 


Weber Heads Cincinnati 
Shoe Travelers 


HE election of the new officers 

of the Cincinnati Association 
of National Shoe Travelers for the 
current year was held at the Shoe 
and Leather Club, Saturday, Jan. 14. 
Frank J. Weber, who, for many years, 
has been an active figure in the asso- 
ciation’s affairs, was named president, 
he having headed both tickets. George 
Aftel was made vice-president; Will- 
iam K. Harrison assumed the duties 
of secretary; and James Cowan, Jr., 
won the treasurer’s job. B. S. Mc- 
Donald, Elmer Kokengeand J. S. See 
were named governors. The Cincin- 
nati Association of National Shoe 
Travelers each year is playing a 
greater part in the activities of the 
National. The support and enthusi- 
asm which the Cincinnati travelers 
set forth in the recent election of their 
esteemed brother traveler, Frank 
Weber, to the national vice-presidency 
was a clear manifestation of their 
eagerness to promote the general in- 
terests of the shoe traveler at large. 
Weber is already being talked of as a 
promising candidate for the national 
presidency for 1923. 





LOUISVILLE 


Merchants Very Optimistic For 
Future 


USINESS with the shoe mer- 
B chants of Louisville has been 

more active since December 
15, than at any time in the fall, 
and present volume of business is 
good. In the clean-up sales a good 
deal of merchandise is being sold at 
close to the regular margin of profit, 
while there is also a good deal of 
merchandise that is being sold at a 
direct loss considering the overhead 
cost. Since Christmas, business as a 


whole has been better than antici- 


pated, the general belief is that win- 
ter stocks will clean up fairly well 
and that spring business will be good. 

Louisville retailers are optimistic as 
general conditions are promising. 
Business so far this year has been 
very well up to that done in January 
of last year, according to clearing 
house reports, and there is but little 
unemployment. Building operations 
are very promising, and should result 
in practically no unemployment this 
summer. The first snow of the year 
came on Jan. 13, but lasted only one 
day, and while a few rubbers were 
sold there was not much demand for 
heavy footwear. 

The Louisville Retail Shoe Associa- 
tion since its reorganization has held 


a couple of meetings, the last one be- 
ing just before the local retailers went 
to Chicago for the annual convention 
of the national association. Louis- 
ville retailers were anxious to secure 
the 1923 convention of the national, 
but some of the members argued that 
Louisville did not have proper hotel 
facilities, or a large enough organiza- 
tion to handle a convention of that 
size. The report that Cleveland gets 
the 1923 convention as a whole was 
satisfactory, as it was realized that 
Louisville, while willing, wasn’t able 
to arrange the physical resources 
necessary. 


Shoe Houses Suffer from Fire 


Three retail shoe shops of Louis- 
ville have been out of commission for 
a week as a result of fire in the upper 
stories of the Courier-Journal office 
building on Jan. 9, which resulted in 
the stores being flooded with water. 
Unless the building is remodeled, it 
will be impossible to again occupy the 
stores. The stores damaged were the 
Hanover Shoe Co., Travers Company 
and the Petot Shoe Co. Stocks were 
badly water-soaked, and stores ruined. 
With part of the roof gone and a 
portion of the rear walls down, the 
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stores are not in any condition to be 
occupied. The Travers and Petot 
losses to stock have been estimated 
at $10,000 each, and the Hanover 
stock at $16,000. However, adjust- 
ments have not been completed. Total 
damage to the building and a score 
of offices, stores, etc., is given at be- 
tween $300,000 and $500,000. The 
Hanover and Petot companies are 
practically certain to secure new loca- 
tions shortly, but what the Travers 
Co. may do has not been ascertained. 


Good locations on Fourth Street are 
now very scarce, and in addition to 
the three stores named the Louis Ap- 
pel Co., a fairly large men’s store, oc- 
cupied the largest ground floor space 
in the damaged building, and it also 
is looking for quarters. This means 
at least four or five locations desired. 
However, it is reported that there are 
one or two available locations, al- 
though they carry high priced rentals, 
and at least one of them is too small 
for any of the shoe houses named. 

It has been with considerable in- 
terest that merchants of Louisville 
watched the advertising methods of 
Crutcher & Starks, handling shoes, 
clothing and furnishings, during the 
past few years. This company en- 
deavored to operate on the “Stand- 
ardized Value Basis,” offering no cut 
prices, no sales and no comparative 
values. The argument for the plan 
was that it marked goods at a season’s 
value at the beginning of the season, 
and that the customer could buy them 
as cheaply then as at the end of the 
season. The idea was to convince the 
customer that properly marked mer- 
chandise could be had right at the 
start of the season. The plan worked 
well on an ascending market, but on a 
declining market the company was 
forced to abandon it, as it didn’t have 
any sales power and did not bring peo- 
ple into the store. To-day it is offer- 
ing the usual lines of bargains in 
shoes, clothing, etc. The line “Stand- 
ardized Values” has been dropped 
from all advertising. Right now 
Hanan and Princeton shoes are being 
offered in three lots at reduced prices 
in which comparative values are 
shown. 

The Kentucky legislature is now 
in session and some bills are being in- 
troduced to create greater penalties 
for thieves, in an effort to break up 
store and residence robbing. There 
have been any number of robberies 
since the first of the year and over 
fifteen safes cracked in Louisville. 
On Jan. 12 the shoe store of Sam 
Blastine, 1188 South Seventh Street, 
was broken into and seven pairs of 
shoes taken. Such things are every- 
day occurrences now. 

Retailers, jobbers and manufactur- 
ers are combining to fight a minimum 
wage law before the Kentucky legis- 
lature. However, from information 
received, the bill will never get past 
the House Committee, as the chair- 
man is a large employer of female 
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labor himself. A bill has also been 
introduced to prevent the giving of 
trading stamps, and a flood of foolish 
bills are being received daily. 

It has been reported from Danville, 
Ky., that the recently incorporated 
Mayes-Veach Boot Shoppe, will han- 
dle a retail and wholesale business. 
Melvin Veach and Herman and Ruby 
L. Mayes are the charter parties. 

Miss Tillie Hahn, 21 years of age, 
New Albany, Ind., clerk at the Boston 
Shoe Co., Louisville, died at her home 
in that city on Jan. 11 from poison 
which she admitted she took. No rea- 
son for the act has been found, other 
than that she frequently had spells of 
despondency. 

Death closed a long and useful life 
on Jan. 10, when Mrs. Jessie Cunning- 
ham Moffett, 91 years of age, operating 
a shoe store at 915 Baxter Avenue, 
Louisville, died. She was the widow 
of Robert A. Moffett, whom she mar- 
ried in Louisville in 1862, having 
come from Scotland. Mr. Moffett was 
a lieutenant in the First Kentucky 
Light Artillery. After his death she 
returned to Scotland for a short time 
and in 1877 returned to Louisville and 
opened a shoe store. For the past 
few years her son James C. Moffett 
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has been the active manager of the 
store. A daughter, Mrs. William S. 
Gray, Covington, Ky., also survives. 

Edward J. Bosler, findings jobber 
of Louisvilles; and Jesse F. Streng, of 
the Streng & Thalheimer Shoe Co., 
jobbers, were elected directors of the 
Louisville Merchants & Manufactur- 
ers’ Association, at the annual meet- 
ing, held in Louisville, on Jan. 6. 
The association has raised another 
large advertising campaign similar to 
one raised last year, and is starting 
on another campaign to bring South- 
ern merchants to the Louisville mar- 
ket for their buying. 

Ben Snyder, operating a department 
store on Market Street, handling 
shoes, clothing, etc., has been quoting 
Harry M. Daugherty, attorney-gen- 
eral, relative to retailers’ profiteering, 
and announces that he welcomes in- 
vestigation, as it would give him an 
opportunity to show just what small 
margins he is operating upon. 

Louis S. Byck of the Louisville 
store of Byck Brothers, and Werner 
S. Byck of the Atlanta store, met at 
Louisville, went to the Chicago meet- 
ing of the National, and then on East 
where they plan to spend about ten 
days looking over new lines of shoes. 





CHICAGO 


Wholesale Business Picking Up 


White Footwear and Sport Effects 
Are Selling Well 


houses sent their men to their 

territories immediately after 
the first of the year while others 
deemed it advisable to keep their men 
in Chicago until after the National 
Convention. 

The men are now all on their terri- 
tories and the volume of business com- 
ing in indicates that merchants are 
buying carefully and conservatively 
and yet with a spirit of assurance 
that has not prevailed for a long 
time past. 

The general line houses are getting 
a fairly satisfactory volume of busi- 
ness on staple merchandise especially 
in misses’ and children’s and boys’ and 
youths’ shoes. 

Many sizeable orders are being 
placed on white footwear and on sport 
effects in white with black trimmings. 
White and brown in combination seem 
to be second choice in this class of 
footwear. 

Among the specialty houses patents 
in strap effects, many of which are 
decorated with inlays and cutouts, 
hold first place. The heels vary all 
the way from the 10/8 boxwood Cuban 
effect to a 16/8 regular Louis. Much 


Gren of the Chicago wholesale 


stress is being put on 14/8 Junior 
Louis and a Spanish Louis of the 
same type. 





Patent leather in combination with 
gray ooze seems to be attracting an 
unusual amount of attention. Several 
of the specialty houses have been sur- 
prised at the demand for ooze in gray 
and beige shades. Undoubtedly the 
great number of shoes of this char- 
acter shown on the runway at the Na- 
tional Convention is responsible for 
this demand. 

Hundreds of merchants got stung 
unmercifully on this class of foot- 
wear last year because the unprece- 
dented demand caused deliveries to be 
exceedingly late and yet merchants 
feel if the public again wants ooze 
calf in these shades they will take 
a chance on buying them. 

Black satin still remains a favorite 
and has apparently established itself 
as a permanent factor in shoe mer- 
chandising. 

In the heavier welt soled type of 
women’s footwear medium shades of 
brown calf oxfords with heels rang- 
ing from 8/8 to 14/8 are being bought 
quite freely. 

There is every indication that sport 
footwear in various shades of tan, 
gray and smoked calf with a saddle 
or apron of contrasting shade of lea- 
ther and carrying rubber or fiber 
soles and low, broad heels, will prove 
a big factor during the spring and 
summer months. Most of these are 
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made with plain toes on full toed 
lasts, but some of them carry wing 
tips or tips of other fancy design. 


State Street Cleaning Up 


The whole month of January and 
more especially the latter half of it 
has been devoted by State Street mer- 
chants and the better merchants in 
outlying districts to cleaning up odds 
and ends and short lots of numbers 
that will not be reordered. 

In each of the stores some display 
space is being devoted to advance 
spring styles. Many of these are 
beautiful in design but in a general 
way follow the designs shown for 
the late fall season. 

One particular change that is noted 
is the broad one-strap welt sole de- 
sign which is rapidly replacing the 
two or three-strap idea that has been 
popular during the year of 1921. This 
new model carries a heel ranging from 
7/8 to 10/8. 


Men’s Footwear 


Special price sales have character- 
ized exclusive men’s stores and men’s 
departments. There seems to be a 
general feeling that it is time to clean 
the shelves of Scotch grains and simi- 
lar green and heavy boarded leathers 
as indications point to a demand for 
smooth leathers in both soft and 
glazed finish of calf skin. 

When fall and winter come again 
grained and heavy boarded leathers 
will no doubt be in evidence but the 
average good merchant would rather 
take a heavy markdown, clean his 
shelves of this merchandise and have 
the money to use in his business than 
to take chances on carrying such 
shoes over to the fall season. 


C. V. B. Russell Dead 


’ Forest Grove, Ore.—C. V. B. Rus- 
sell, who for the past 23 years con- 
ducted the Forest Grove Shoe Store 
in Forest Grove, Ore., recently passed 
away at the age of 78 after an illness 
of only 24 hours. He was actively en- 
gaged in his business up to the time 
of his death, and was considered one 
of the oldest retail shoe merchants 
on the Pacific Coast. Mr. Russell 
built up a very prosperous business in 
his town and prior to coming to Ore- 
gon he was in the retail shoe business 
in Glenwood, Iowa, from 1863. 





Passed His Exam 


The retail shoe merchant was hir- 
ing a store salesman. “Suppose,” he 
said, “a lady customer were to remark 
while you were trying to fit her, 
‘Don’t you think one of my feet is 
bigger than the other?’ what would 
you say?” 

“I should say, ‘On the contrary, 
madam, one is smaller than the 
other.’ ” 

“The job is yours,” said the shoe 
merchant. 
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COLUMBUS 


Clearance Sales the Vogue for January 


Business This Month Compares Well with 
Business Last January 


clearance sales among the re- 
tail stores of this city, espe- 
cially among the shoe stores has 
this been true. The majority of the 


oJ ciencenes is the month of 


* stores in the downtown section held the 


clean up sales by offering their en- 
tire stocks of boots and odd lines of 
low cuts at very low prices, so low, 
that it is unbelievable to the ordinary 
person that such styles and quality 
could or would be sold at these prices. 
Many of the shoppers were of the 
opinion that the goods that were on 
sale, was bought especially for this 
purpose and was of cheap and infer- 
ior make, and the salesmen were kept 
busy explaining that the goods on 
sale were the regular stock shoes that 
had not sold well and that the mer- 
chant would rather sell them at the 
very low price and get his money out 
of them, instead of carrying them 
over for another year. 

The A. E. Pitts Co. held their odd 
lot sale this month and offered many 
of their best styles and grades in 
boots at the very low price of $6.85. 
They also included in this sale many 
odd lots of oxfords and strap sandals 
that had been discontinued. 

The Dunlap Shoe Co. and Brown- 
ings also held sales on some of their 
high grade boots and low cuts. 

Taking business in general, the past 
month has measured up well with 
the same month of last year. The 
weather has been more like winter 
than any other month past and the 
rubber trade has been very good, espe- 
cially on galoshes. Several of the mer- 
chants complain of this fad of the 
women wearing arctics, explaining 
that by wearing the arctics they can 
wear any old kind of foot covering 
and be very comfortable, whereas in 


the past, before this craze started, 
they were compelled to wear good 
looking footwear at all times, in or- 
der to be well dressed. 

An instance which happened in one 
of the local stores bears out this 
statement. 

A lady customer entered the shoe 
department of one of our leading de- 
partment stores and inquired for a 
pair of laces. The clerk not knowing 
as to just what shade lace was de- 
sired, requested that he be allowed 
to remove the galoshes in order 
to get the right shade. Upon re- 
moving the arctic he found that the 
lady had on a pair of the most shabby 
looking shoes that he had seen for 
many a day. This customer, from her 
dress and actions, was one of the well 
to do middle-class and would no more 
think of wearing these shabby shoes 
out in public than she would be 
caught going down the street wearing 
an apron. She explained the fact by 
stating that these old shoes were so 
comfortable and anyhow no one would 
see them as she had her arctics on. 

The majority of the local manu- 
facturing plants are gradually re- 
suming operations at a lower wage 
scale, and it is hoped that within the 
next three months many of the un- 
employed in this city will have been 
given employment at a fair wage 
scale. The shoe companies have made 
no wage reduction as yet. 

J. J. Schuler, attorney, has been 
appointed receiver of the Hub Shoe 
Store, 216 East Main Street, and the 
Ladies’ Boot Shop, 183 South High 
Street, both owned by Oscar Berman. 
The receiver was appointed upon ap- 
plication of The Riley Shoe Company 
of this city. The reported liabilities 
are about $20,000, with assets of 
about the same figure. 





MILWAUKEE 


Spring Buying Moderate 
Mid-winter Clearance Sale Period Not 
Accompanied by Spectacular Adver- 
tising as Was the Case a Year 
or Two Ago 


ILWAUKEE boot and shoe 

merchants are carrying for- 

ward the season of mid- 
winter clearing sales into February, 
and at the same time active prepara- 
tions are being made for the spring 
openings, which lie only a short dis- 
tance in the foreground. Advance 
showings of spring merchandise not 
only have excited a great deal of 


actual buying interest, but this h¥s 
been transcendant and exerted a fa- 
vorable effect upon the call for goods 
offered at reduced prices. 


CLEARANCES NOT SPECTACU- 
LAR 

It is regarded as fortunate that the 

mid-winter clearance sale period has 

not been accompanied by spectacular 
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advertising of a more or less demor- 
alizing effect upon the public con- 
science, as a year and two years ago. 
This is testimony to the improved 
situation of the retail trade in gen- 
eral. The more orderly trend of mer- 
chandising all along the line has been 
conspicuous and it is growing more 
and more orderly. 


EXPECTANCIES FOR SPRING 


General opinion here is that spring 
business will be of moderate propor- 
tions, although none looks for any 
startling uprising of demand. Fall 
business was better than most mer- 
chants had expected it to be, and it 
is felt that the substantial betterment 
in industrial conditions in the last 
three or four months has been accen- 
tuated so much that when the spring 
season arrives, the average family 
will be better fortified financially to 
purchase more than the barest neces- 
sities than it has been for nearly a 
year past. 


PREPARE FOR STATE CONVEN- 
TION 


The shoe trade of Appleton, Wis., is 
getting down to business with respect 
to definite arrangements for the fourth 
annual convention of the Wiscon- 
sin Retail Shoe Dealers’ Association, 
which will be held August 8, 9 and 10 
in that city. Joseph B. Langenberg of 
Appleton, president of the State As- 
sociation, has created a vigorous local 
organization which has been placed 
under the chairmanship of Richard 
G. Sykes, of the Heckert Shoe Co. 
Mr. Sykes accompanied Mr. Langen- 
berg and several other prominent Ap- 
pleton merchants to Chicago for the 
national convention early this month 
to get some pointers on successful 
convention methods. Mr. Sykes is 
ably assisted by Leon J. Wolf as vice- 
chairman. George C. Dame has been 
selected as secretary of the local com- 
mittee, and Ray Kasten, treasurer. 


JANESVILLE PIONEER PASSES 


Hugh M. Joyce, the oldest shoe 
merchant of Janesville, Wis., died last 
week after a brief illness with pneu- 
monia, aggravated by advanced age. 
Mr. Joyce was born in Madison, Wis., 
seventy-two years ago and went to 
Janesville in 1875, opening the pres- 
ent store in 1887 after an apprentice- 
ship of twelve years with Richardson 
Bros. Mr. Joyce was active in the 
practice of chiropody and applied 
this science to his shoe business with 
good effect. His son, Hugh M. Joyce, 
Jr.; has been active in the business for 
a number of years and has taken over 
the general management. 


FORM NEW FACTORY CONCERN 


A charter has been granted to the 
Allen-Spiegel Shoe Mfg. Co. of Bel- 
gium, ‘Wis., which has been incorpor- 
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ated with a capital stock of $150,000 
by Elbert W. Allen, who has resigned 
as sales manager of the Ogden Shoe 
Co., Milwaukee, to establish his own 
industry. R. A. Spiegel, who has 
been in the Ogden sales organization 
for some time, is associated with Mr. 
Allen in the new enterprise. The Al- 
len-Spiegel company will manufacture 
a line of men’s medium-priced welt 
shoes, limiting itself to three styles. 
It takes over an existing shoe factory 
at Belgium and will get into quantity 
production immediately. An excel- 
lent volume has already been booked, 
lautiching the enterprise with unusu- 
ally favorable auspices. 


Jiuonurt 


‘George ‘P. Mayer Honored 


George P. Mayer, president of the 
F. Mayer Boot & Shoe Co., and vice- 
president of the National Bank of 
Commerce of Milwaukee, has been 
elected a director of the Association 
of’ Commerce to fill the unexpired 
term of Frank L. Weyenberg, presi- 
dent of the Weyenberg Shoe Mfg. Co., 
who resigned recently because of the 
pressure of private business. Thus 
the important rank held by the boot 
and shoe industry in Milwaukee is 
kept recognized by the Association of 
Commerce, which has done much 
toward the upbuilding of the industry. 


For Better Mail Service 


Milwaukee hotel managers met 
with the postmaster at his invitation 
to discus betterment of mail service 
with special regard to travelers. As 
the result of the conference, much im- 
provement will be effected immedi- 
ately. Hotels agreed to keep a record 
of incoming registered letters and 
parcel post packages and to remind 
each guest to leave forwarding ad- 
dresses. Every ten days a postoffice 
inspector will visit each hotel to check 
up undelivered mail. The hotel men 
agreed to distribute incoming mail as 
soon as it is received, instead of mak- 
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ing periodical distribution during the 
day. 


- Change at Sheboygan 


Julius Hessler has disposed of his 
interest in the Chair City Shoe Store 
at 1511 South Twelfth Street in 
Sheboygan, Wis., to his partner, Paul 
Voigt, who will continue the business 
alone, under the present firm name. 
Mr. Voigt eleven years ago bought 
the Nack interests in the firm of Nack 
& Hessler, having been previously for 
ten years in the shoe department of 
the H. C. Prange Co. at Sheboygan. 

The business was incorporated as 
the Chair City Shoe Store at the time 
of the change. 


Sawyer Gets Fifth Term 


Delos L. Sawyer, credit manager of 
the F. Mayer Boot & Shoe Co., was 
elected president for the fifth time by 
the Shoe Credit Men’s Association of 
Milwaukee at the recent annual meet- 
ing. J. W. Lyman, of the Bradley & 
Metcalf Co., was elected vice-presi- 
dent. A. J. Schoenecker, of the V. 
Schoenecker Boot & Shoe C2., was re- 
elected secretary, and R. J. Dempsey, 
of the Weyenberg Shoe Mfg. Co., 
treasurer. 


E. B. Files Schedules 


Upon the involuntary petition in 
bankruptcy recently filed by creditors 
of the E. B. Shoe Stores Co. of Ra- 
cine and Kenosha, Wis., schedules 
have been filed which show liabilities 
of $34,528 and assets of $9,139. The 
assets include stock valued at $5,000 
and furniture and fixtures valued at 
$2,500. 


Wolfram Elected Director 


E. C. Wolfram, president of the 
Wolfram Shoe Mfg. Co. of Water- 
town, Wis., was elected a director of 
the Watertown Chamber of Com- 
merce at the annual meeting held 
Jan. 14, 





MINNEAPOLIS 


Merchants Look Forward to Early 
—~ ° nd 
Spring Buying 
Big White Season Expected—Also Gray — 
and Combinations of Black 


and White 


INNEAPOLIS retailers, hav- 
M ing weathered the first three 
weeks in January witli bet- 
ter results than most of them had 
expected, are looking forward to early 
and healthy spring buying on the part 
of the public. 
“I believe the slump is just about 
over, and that people have gone so 


long on their old shoes that they will 
have to have new ones for spring and 
fall and winter,” one dealer said. “Of 
course, I don’t expect any sudden re- 
turn to booming business, and I think 
that all business will be done on a 
very close margin of profit, but at 
least there will be business.” 

Several January sales are in prog- 
ress, or have just closed. The results 
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are widely scattered—one dealer re- 
porting a very satisfactory response, 
and the next one complaining of the 
quietness. Merchants are almost 
unanimous, however, in predicting a 
normally healthy spring business. In. 
one of the men’s stores, customers are 
already calling for the light-weight 
brogue oxfords. This is expected to 
be the big bet in the men’s line. Low 
patent leathers with military heels 
are the best moving element in ladies’ 
footwear. 

The manager of one of the higher 
grade women’s shops predicts that 
gray will be very popular for spring 
and summer. He also expects to sell 
quite a few combinations of black 
and white, and looks forward to a 
big white season, if the weather per- 
mits. 


The W. L. Douglas shoe store has 
been partly redecorated during the 
January lull. A fire in the third story 
of the building recently resulted in 
some slight water damage, and the 
walls and ceiling have been painted 
and decorated, as well as the win- 
dows. 


At least one Minneapolis shoe man 
has had the bravery to blossom forth 
with a new store during the “hard 
winter.” He is Mr. Holt, of Holt & 
Voth, who have had a retail store in 
Minneapolis for some time. The new 
store is in the basement of the Lincoln 
Clothing Co., on Third Street and 
Nicollet Avenue, and is known as the 
Lincoln Shoe Store. The opening was 
about the first of December, and busi- 
ness ever since the opening has more 
than justified the experiment, accord- 
ing to Mr. Holt. December business 
was very good, as was the January 
business, up to a few days ago, since 
when it has been very quiet. It was 
originally intended to limit the store 
to the sale of men’s and boy’s shoes, 
but Mr. Holt experimented by putting 
in some ladies’ and misses’ stock from 
the other store, and he has done more 
business since the opening on patent 
leather low shoes and slippers than 
he has on the men’s shoes. The prices 
range from $4 to $10. Mr. Edward 
Comer, formerly manager of a shoe 
store in the outlying district of Lake 
Street, is in charge of the new store. 


Small Package Shipments 


Some of the big and wide-awake 
market centers have been developing 
package-car shipments by freight. 
This method of shipment permits a 
car to be made up with small pack- 
ages and the entire lot to be sent to 
what is termed a “breaking point.” 
Here the smaller lots are re-routed 
and go to their destination. By this 
method fast freight goods come to the 
merchant with a speed comparable 
with slow express. The economy is 
considerable. 
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No. 534—Br pig it. No. 4 Nor 
wegian Brogue Bal, Square Wing, 
Rawhide Doub ble Sole, Stitched Hee 
A—7 to 11; B—6 to 11; O and 
D—5 to 11. 


Price $6.65 
No. 424—As above in Black Nor- 
wegian. 

Price $6.65 


No. 544—Buaddy Last. Brown 
Norway Colle < Bal, Rawhide Double 
Sole. A—T7 11; B—6 to 11; 


Price ‘$5. 65 


No. 434—Same as above in Black 
Norway. 


Price $5.65 


IN STOCK 
STYLES 


No, 372—Patent ©. 8. Oxford, Fen- 
way Last, Flexible Sole. AA—6 
to 11; A and B—6 to 11; Ca 

D—5 to 11. 


Price $5.25 
No. 467—As above in Black Ivory 
Calf. 


Price $5.25 


No. 230—Women’s Patent Colt Ox- 
ford (Dance = Imitation Turn, 
Flexible Sole. A—4 to 8; B, © 
and D—2% to 8. 


Price $5.00 





No. 234—Stroller Last. Wome 
P. C. Oxford, 10/8 Heel. A—4 . 
8; B, C and D—2% to 8. 


Price $5.00 


No. 383—Smoked Elk Sport Oxford, 
Gallun’s a Apron -_ Back Stay. 


Ribbed Dnufiex’ Sol and ‘> 
Heel. Swagger Last. Widths B to 
No. 372 Price $5.75 














THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 
BROCKTON MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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At Your Service 


‘> 





Stitchdowns 
Goodyear Sewed 


&, 


HAGERSTOWN 


SHOE & LEGGING CO., INC. 


Hagerstown, Maryland, U. S. A. 








STITCHDOWNS 

5-8 + 
733 Tan Lotus Sandal.............. $0.90 $1 
733H Tan Lotus Sandal, heel......... 
27: Mahogany Elk Sandal.. é 90 1.00 
730 Black Calf Sandal..... cee 90 1.00 
762 Smoke Sandal....... “aw 90. 1.00 
731 Tan Lotus Pump.. 90 1.00 
752 White Sandal...... 95 1,05 
$33 Tan Lotus San. Hy. sole. 1.00 1.10 
773 Patent Sandal............ 1.10 1.20 
771 Patent Mary Jane.... coe «6118488 
781 Gun Metal Mary Jane........... 1.00 1.10 
791 Tan Lotus Mary Jane.......... 1.00 1.10 
736 Tan Lot. Ox. imt. tip, jined.... 1.00 1,10 
736H Tan Lotus Ox. imt. tip, heel.... 
746 Bik. Ox. imt. tip, lined.......... 1.00 1.10 
726 Tan Lotus Ox. imt. tip.......... 95 1.05 
766 Mahogany Elk Ox. unlined...... 95 1.05 

AND McKAYS 


214 Mahogany Ox. wide toe wedge.. 1.20 1.40 
214H Mahogany Ox. wide toe, heel.... 1.40 


1214H Mahogany Ox. Eng. toe, heei.... 


610 ae — B ems Strap, wide 


612 Patent tence Strap, wide toe, 


WEED cccccccovescescccacccece 1.15 1.35 
612H Patent Pastep Strap, wide toe, 1.98 
1612H Patent instep Strap, Eng. toe, . 
614 Mahogany “Instep Strap, wide 
WR os coctcenssctecenss 1.10 1.30 
614H Mahogany Instep Strap, wide 120 
SR avsseccegeseucedionns ’ 
1614H Mahogany Instep Strap, Eng 
DE. «cs cueseesenenahees 
616 Black Kid Instep Strap, wide 
WORD. coccccceseeneecoens 1.15 1.35 
616H Black Kid Instep Strap, wide 
er: 1.35 


toe, h 
1616H Black Kid Instep Strap, Eng. 
el 


toe, he 


zo? 
asa 


a“ 
hk kk ok od dh os wt BD 


Pt 
BB BR RaxseesszRe 


= 
oa 


RE ao oe 
Bk RRRRERR 


=a 
88 


1.50 
1.50 


1.45 
1.45 


1.50 
1,50 


aa 
o 


1.90 


1.75 
1.75 


1.70 


1.75 
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‘Lest Shoe For The Least Money _ 


































Three to Four Weeks’ 


Delivery 


Ladies’ 


Also in Louis and Junior Louis Heel. 


Jobbing and mail order trade only. 


Patent Leather One Strap, Per- 
forated Vamp and Strap, Imitation Straight 
Tip and Medallion, 12/8 Heel with Goodyear 
Wingfoot Rubber Top Lift, Single Sole. 


MITCHELL-CAUNT CO. 


FACTORY 
Lynn, Mass. 


BOSTON OFFICE 
72 Lincoln St. 
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Cosy Toes Feltwear 


Styles for 1922 


Ready for Presentation 


ima GaN presenting for your approval and selection the 
tq 1922 line of CosyToes Feltwear we are confident 
~ that never before has such an extensive and dar- 
ing array of novelty styles been created. The styles are 
sure to impel enthusiastic comment among the trade for 
they embody the inherent qualities of quick-selling, 
rapid-moving merchandise, excelling in beauty, quality 
and refined workmanship. 





You will want to view these styles at the earliest pos- 
sible moment. Our representatives start out soon and we 
shall be pleased to have one call and show you the com- 
plete line. Write or wire. 


STANDARD FELT COMPANY 


West Alhambra, California 


New York Chicago San Francisco 
115 E. 23d St. 404 So. Wells St. 417 Market St. 
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“T’ll pay your price for TONY 
RED CALF, but I WON’T 
TAKEH A SUBSTITUTE 


Our Customers insist on Creese and 
Cook’s TONY RED CALF.’’ 


Statement by the buyer of leather of a large 
Western Shoe Manufacturer. 





Superior quality always tells. 


Superior quality always proves its own best defence against substi- 
tutes. 

And superior quality is what makes so many of the best posted shoe- | 
men (manufacturers and retailers alike) refuse all substitu- 


tions of 


TONY RED CALF 


Reg. U. S. Pat. Off. 


All CREESE and COOK leathers are made on the same standards, and 
all shoemen who believe in quality to the limit should, if they have 
not already done so, familiarize themselves with the CREESE and 


COOK line. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 


SALESROOMS - 
95 SOUTH STREET, BOSTON Th Si \ 
P. A. HENRY & CO. (tls ; WOLFENSTEIN & SHANAHAN 
a Re mg oO. -~ y, i 39 SPRUCE STREET 
at rades .» St. Louis, : 
S7ON wr, NEW YORK 
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Increased Business Is Expected 


During 1922 


While Opinions Differ, Indications Are That Optimism 
is Justified in the Leather Trade; Present 


change in either direction in 

leather values or in the vol- 
ume of leather business during the 
the past ten days. The trade seemed 
to be waiting for the conclusion of 
the big convention at Chicago and the 
manufacturers annual meeting at New 
York. It is the time of the year when 
the trade pauses to view the outlook 
for the coming year. While there are 
some conflicting opinions, there are 
indications which give encouragement 
for a larger volume of business. 

In the East the labor situation con- 
stitutes the greatest problem. Shoe 
workers in the factories of the North 
Shore are not inclined to budge from 
the stand that they have taken right 
along. It is hoped that the unions 
may see the light and abide by such 
reductions as are necessary to re- 
opening the plants on full schedule. 
The visiting shoe buyers in the market 
are insistent on lower prices and when 
these are obtained they are insistent 
on still lower prices for shoes. Under 
these conditions, shoe manufacturers 
are not large buyers of leather. The 
principal business of late has been the 
replenishing of stocks and buying very 
close to needs. 


Larger Volume of Trade 


The general volume of business is 
larger than it was during the holi- 
days and current business in leather 
is considered fair, especially when the 
quiet state of some of the shoe fac- 
tories is taken into consideration. The 
tendency towards the lower-priced 
shoe calls for a larger amount of side 
leather and the cheaper grades of 
calf, suede and kid. 


Calf Leather Fairly Active 

The sales of calf leather have been 
fairly well distributed, but the indi- 
vidual sales are smaller than some 
months ago. This will increase now 
as retailers begin to place orders. 
There has been a larger amount of 
sampling of late from which tanners 
anticipate a good business in the near 
future. Tanners are running at fair 
capacity and are finding labor condi- 
tions more satisfactory than a year 
ago. There is virtually no change in 
prices of standard tannages, full grain 
calf in the better weights and selec- 
tions being quoted at 45c. for the top 


TT HERE has been no remarkable 


Buying is Close to Needs 


grades, medium, 40c., and the lower 
grades 30c. per foot. Blacks are 
quoted at from three to five cents 
lower than colors. Snuffed colors 
bring from 20c. up, according to qual- 
ity. The suede finishes of calf are 
still very popular and range from 60 
to 70c. for the top grades. Some 
grades of suede in fancy colors are 
held at above 70c. Medium grades 
45c. to 55c. per foot. 


More Side Leather Wanted 


The factories which are still busy 
on heavy shoes are still using a good 
amount of side leather. There is more 
shopping about by buyers to get the 
right quantities at the lowest figures, 
but tanners are becoming firmer in 


their views as the bargain stocks be- 
come scarcer. Quotations are not 
materially different of late, the top 
selections of full grain colors being 
quoted all the way from 24c. to 28c. 
and 29c. per foot. Buyers are still in 
search of low-priced stocks which is a 
reflection of the demand for the low- 
priced shoe. Snuffed sides are quoted 
at from 18c. to 24c per foot and job 
lots have been lower. Elk leather 
is in fair demand, with the top selec- 
tions quoted at from 24c. to 26c.; med- 
ium grades, 20 to 22c. per foot. The 
best heavy waterproof leather brings 
from 26c. to 30c. for the No. 1 grades; 
medium grades, 24c. to 25c. per foot. 
There is considerable side leather 
(Continued on page 89) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.75 
Calf, smooth, colored, top grade.. .28a .30 1.40a 1.50 40a 45 
> smooth, black, top grade... .26a .28 130a 1.40 35a ‘40 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade. . te 20 65a .90 20a .26 
 60655000eeésvnbad 50 1.40a 1.60 60a .80 
top grade (side lea. ) 3s ; 30 90a 1.00 35a 40 
Fe IE MED coc ccc ccccccees -26 65a .70 2a 2 
Kid, colors, best 1D ce cannes 35 a .40 1.40a 1.65 70a .80 
Kid, colors, top grade .......... 28a .380 1.35a 1.60 60a .75 
Kid, black, top a 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a  .22 60a 1.00 25a .40 
Ee GD <5 64-0634 be Soles eo 06a 12 20a 86 coe & SD 
Chrome patent sides ........... 25a. 85a 1.05 35a .45 
PORE CONS Side dda cs ccucdsueen 40a .55 1.40a 1.60 60a .85 
Sole Leather (price per pound) 
ee ee pee ar” 32a .33 56a .58 30a 32 
Dt ct.ebie atavucvee ite webu ---@ 386 Mee -s.. 45a .50 
No. 1 oak backs ...........005. 38a 389 92a 95 58a «55 
No. 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a 48 1.15a 1.25 ‘70a 80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole 
leather, harness, etc, ........ ...8 18% 52a .55 ea .16% 
Heavy Texas steers, for sole 
Light nat ROP ‘sche ea reat eee co ® ' AS ---& £50 ose ® ~6 
native cows, or s are ‘ 
py teather ee cocene ; = iighe ase a .17% --8 62 13%a «14 
ran cows, or sole 
leathe? . ide os aceccic tadwcéas. oot: ATR nc +28 12% 
No. 1 buffs for heavy upper and 
aide leather ., «ses trpsiuaess ae ee 45a .50 08a .08% 
No. 1 Chicago City calfskins for 
fine calf leather ...........:. a 17% 80a 1.02% 10a .17% 
Kips for upper leather . a .16% 65a .80 08a .16 
B. A. hides, for hemlock sole 
WOUND cv cccstccccees “ne «of a 42a 46 14% a .15% 
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SNUG-LERS 


Although a comparatively new line of felt footwear, Snug- 
lers have already attained a great following in the shoe 
trade. The wide variety of colors and styles for men, 
women and children, the superior quality and the assured 
satisfaction that comes with all our products are a few 
of many reasons why Snug-lers are building profits for 
dealers everywhere. 


Our Branch Stores, so conveniently located in all parts 
of the country, are ready to take orders and render their 


usual service. 


United States Rubber Company 


One of the fast selling 
styles for women. Made 
with attractive stencilling 
and in appealing colors. 


January 28, 








—_ 
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Rubber Heel Quality Essential 


The Same Applies to Rubber Soles—Educate Your Customers on the 
Advantage of Buying Shoes Equipped With High Grade 
Lines—The Flapping Arctic Defended 


rubber heel and sole business, 

and there are many high 
grade heels and soles on the market. 
There are also thousands of makes 
which are not high grade, but on the 
contrary come under the junk class, 
and these have a bad influence on the 
industry. It has been stated that 
there were on the market during 1921 
about 500,000,000 pairs of unbranded 
heels and some at as low a price to 
the manufacturer as three or four 
cents the pair. The time has come 
when every shoe store proprietor in 
the country should instruct his buyer 
and sales people, and tell them in turn 
to instruct the store’s customers that 
it is to their advantage to buy rubber 
heels and soles of quality—in other 
words, that price should play only a 
secondary part in purchase considera- 
tion. “Rubber heels,” is a very broad 
classification—there are rubber heels 
and rubber heels, and it pays to know 
the best grades and to specify that 
these best grades be used on shoes 
which are coming into the stores 
equipped, 70 per cent as to men’s 
styles and about 30 per cent as to 
women’s styles, with rubber heels. 
Just as the retail shoe merchant 
should tell the public that there are 
more than one grade of leather and 
that the term “leather” embraces 
good, bad and indifferent kinds, so 
the same retail shoe merchant should 
make it a point to educate his cus- 
tomer on the doctrine that there is as 
much difference between certain types 
of rubber heels as there is between the 
stone which is lying in the dust at our 
feet and the precious stone. 

There are many standardized, high 
grade rubber heels on the market and 
as these are well advertised, the re- 
tail shoe merchant can readily post 
himself on the subject. In these days, 
when the temptation is so strong to 
sacrifice quality to price, it is well to 
consider if, after all, a guarantee of 
quality is not the best policy in the 
long run. A well-known rubber man 
recently made the prediction that 
within ten years, the big retail shoe 
stores of the country would be carry- 
ing specialty departments, which they 
would designate as “Quality Guaran- 
teed Goods.” 


(Crabtree an is keen in the 


RUBBER HEEL ATTACHMENT 


Shoes with rubber heels attached 
are numerous these days, but for 
many a year it was the practice of 
merchants to sell shoes with leather 





An arctic novelty snapped on a Boston 
thoroughfare 


heels, and for the customer to have 
the cobbler remove the leather heels 
and put on a pair of rubber heels. The 
change came about through a simple 
mechanical improvement in rubber 
heel making, and the story of it is 
interesting. For a long time, the nail 
holes in rubber heels were apt to be 
out of their true position, because the 
heels shrunk a trifle when they were 
taken from the molds. So they had to 
be nailed on to shoes by hand, the 
nailer putting the nails into the holes 
one at a time. They could not use the 
nailing machines, because the mach- 
ines always drive the nails in the same 
position, and doing so, sometimes 





This is the way the novelty arctio 
looked from the rear 


missed the nail hole in the heel, but 
drove the nail through the rubber. 
That spoiled the heel. 

Eventually, the heel makers learned 
how to position nail holes in exactly 
the same position in every heel, and 
so it became possible to nail them on 
by machinery, which method is much 
quicker and cheaper than is the hand- 
nailing method. Hence it became 
common for manufacturers to nail on 
rubber heels in the factories, and so 
subsided the old practice of the cus- 
tomer buying a pair of shoes with 
leather heels, having them taken off, 
and rubber ones put on. 


FOUR-BUCKLE GAITER “GOING 
STRONG” 

The demand for the women’s four- 
buckle gaiter is increasing instead of 
diminishing. The ladies wear them on 
pleasant days and on stormy days— 
they are comfortable and practical. 
“They have come to stay,” is the 
opinion of a big rubber man, who also 
had a word to give out in regard to 
the arctic versus the Russian boot. 
Said he: “The papers have been mak- 
ing a fuss over this Russian boot prop- 
osition. Russian boots are as old as 
ancient history, and McNiff, the cus- 
tom shoemaker of Chicago, thought 
that he would revive them, so he made 
up a few in a dull kid leather with a 
patent leather cuff at $35 the pair, and 
advertised them in the Chicago 
Tribune. This Russian boot was made 
for the wealthy and is for ultra style 
purposes—quite in contrast to the 
arctic for “Miss Everybody,” for 
every day wear, and at $4.50 the pair 
at retail. For the price, for service, 
and for comfort, there is nothing to 
my mind which will take the place of 
the buckle gaiter. Who knows, how- 
ever, but what the rubber man, in his 
novelty styles for 1923, may produce 
a Russian boot arctic—this would be 
a good fitter and have a cuff top, of 
course— it is not an impossibility and 
we are already conducting some re- 
search work in-this direction. How- 
ever, the novelty styles of 1921 were 
not good sellers—the best stores and 
the poorer stores, alike, all wanted 
staples.” 


FLAPPER WRITES ON FLAPPING 
Flapping arctics, the fashion among 
flappers again, keep the feet from be- 
coming too hot. So writes “A Flap- 
per” to the Man About Town, of the 
Salem News, who was brave enough 
(Continued on page 89) 
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Geo. E. KetIrH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U. S. A. 
Exclusive Agencies in all Important Cities in the United Seates and the 

World Over. Including New York, London and Paris, 
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Rubber Heel Quality Essential 


to attack the flapping style in rubber 
shoes. Said she: 

“Sir: After reading your story 
about the ridiculous style of un- 
buckled overshoes, I feel moved to ask 
you one question—Did you ever wear 
them ?” 

“TI bought a pair of arctics this fall, 
with the intention of wearing them 
buckled nice and smooth. I soon 
found them hot and uncomfortable on 
my feet. I also found that I would 
catch cold if I ever went without them. 

“So I joined the ridiculous throng 
of flappers who wear flapping arctics. 
They are comfortable when worn 
turned down at the top. They are a 


(Continued from page 87) 


sensible style. I dare you to laugh 
them off my feet.” 


Recent Rubber Quotations 


Para—Up-river, Ib. ......... 21 # @.. 
Up-river, coarse .......... 13%@.. 
SHOE, TRG oo 0 60s ccccccive 19%@.. 
PEON, GORE. occ ccccccses 9%@.. 
Caucho, WEL, MOT. cc cee 12%@.. 
Caucho, ball, Bc scccces 11 @.. 
"ag nyo ne @10 

Plantation—First latex, crepe ié @.. 

Brown crepe, thin, clean..... 17%@.. 

Brown crepe, rolled.......... 17 @.. 

AmBeT——-INO. 1 .ncccccccccccs 18%@.. 
hE 6400066 40ngber saeeok 18 @.. 
ee ere 17%@.. 

Smoked tibbea sheets..... ooo SO Bes 

*Centrals—Corinto .......... «+ @13 

PE obsess ceseedeesees 46 @13 
CHEER GOURD ccccccccens oe @12 


*Guayule, wet ......seecee oe @13 

CGunyule, GFY ..cccecgecce ce @26 

*Balata, block, Chadadicecs oo @55 

*Balata, block, Colombian.. .. @42 

*Balata, ID: o5058be06. os @40 

*Balata, sheet ............ 68 @70 
-_ = lla, No. 2 8 @10 

enguella, No. 2.........-+ 

Kassai prime, black........ 16 @.. 

Kassai prime, rrr 12 @13 

*Nominal. 

Scrap Rubber 


Dullness persists and there is nothing 
in the situation calling for special com- 
ment. 


Boots and shoes........+++++ 3%@.. 
Arctics, trimmed ........... 2%@.. 
Arctics, untrimmed ......... 2 @.. 
Inner tubes, No. 1.........++ «+ @ 3% 
Inner tubes, No. 2........+++ «+ @ 2 
Hose, steam, fire............ #8 
Tires—Automobile ........... @ 








Increased Business is Expected During 1922 


still moving at under 20c. per foot. 
The best tannages of side buck are 
quoted at around 40c. per foot, for the 
top grades of white. The genuine 
buck, however, brings anywhere from 
60 to 80c. per foot. 


Patent Leather More Active 


There is a more active market on 
patent sides and also a better export 
trade. Tanners are encouraged at the 
amount of patent leather samples that 
are going into the spring trade and 
the outlook is for better business than 
last spring. The No. 1 grades of pa- 
tent side brimg from 38c. to 40c. per 
foot; the lower and cheaper grades 


(Continued from page 85) 


according to quality. Patent kips are 
quoted from 48c. to 50c. for the best 
selections and patent colt from 65c. to 
85c. 


Good Call for Kid 


Tanners of glazed kid are operating 
at fair capacity and outside of the 
let-up during the holiday season, there 
has been a satisfactory business. The 
better grades are selling well and 
there is also a fair request for the 
médium and lower grades. Prices 
are on virtually the same basis as 
during the past few months. The top 
grades of colors bring from 65c. to 
80c., according to the tannage; med- 


ium grades, 45c. to 60c. Blacks bring 
about five cents less per foot. Medium 
grades of kid bring from 45c. to 60c. 
and the cheaper -grades 25c. to 40c. 
There is also plenty of cheaper stock 
on the market and the price range is 
very wide, according to quality, tan- 
nage and selection. 


Sole Leather Firm 


The sole leather situation is show- 
ing a little improvement and the ag- 
gregate of purchases is larger than 
a few weeks ago. Tanners are firmer 
in their views and are determined to 
secure profit on the leather coming 
through the works, or now on hand. 








Nathan Meis Dies at Age of 
Sixty-seven 


Nathan Meis, sixty-seven years old, 
president of Charles Méis Shoe Co., 
Cincinnati, died at the home of his 
daughter, Mrs. Stanley Goldman, in 
St Louis, Mo., Jan. 20. He has been 
visiting at his daughter’s home for 
several weeks and became ill several 
days previous, due to a complication 
of diseases. Mr. Meis came to Cin- 
cinnati from Alsace at an early age 
and soon afterward started in the shoe 
business. From the retai] shoe trade 
he branched into the wholesale busi- 
ness with his brother, Henry Meis, and 
later organized the Charles Meis Shoe 
Co., of which he was president until 
the time of his death. Mr. Meis was a 


member of the Bnai Brith, and was — 


noted for his work along charitable 
and welfare lines. His widow, three 
daughters, Mrs. William Rosenthal, 
Mrs. Sidney Eisman and Mrs. Stanley 
Goldman, and his brother, Henry Meis, 
who at present’ is in Europe, and a 
son, Jesse Meis, all survive him. 


NEW SPRING CATALOG 

F. M. Hoyt Shoe Co., Manchester, 
N. H., has recently issued its new 
spring catalog with price list. This 
is one of the most attractive of the 
many artistic bits of literature issued 
by the F. M. Hoyt Shoe Co. In size, 
it is 7% x 10% and contains forty- 
seven pages with attractive cover in 
green and gold. Two stock sheets for 
ordering are inclosed, which can also 
be used by the retail shoe merchant to 
furnish an idea for a regulation. stock 
order form. A stock condition bul- 
letin on “Beacon,” “Speedwell,” and 
unbranded shoes makes a handy refer- 
ence chart. The book is well illus- 
trated with photographs of the latest 
shoes, descriptions of same and prices. 


THOMAS BROWN DEAD 


Thomas Winship Brown, for many 
years engaged in the retail shoe busi- 
ness here and Malden, died Jan. 17, 
aged 91 years, at the residence of his 
daughter, Mrs. Charles A. Merrill of 
Winchendon. Mr. Brown was born in 
Boston and for several -years. con- 
ducted a retail shoe business in Man- 
chester, N. H. In 1864, he and his 
wife moved to Malden where they 
lived many years. For several years 


prior to the Boston fire of 1872 Mr. 
Brown was associated with the firm of 
Jackson, Richardson & Co., wholesale 
shoe business, and subsequently he 
owned a retail shoe store on Washing- 
ton Street, near Bromfield Street, 
later establishing a business in 
Malden. When his wife died he re- 
tired. 

He was one of the oldest members 
of Mt. Vernon lodge of Masons, Mal- 
den, and of the Men’s Club of the 
First Universalist Church. 


Leather Trade Society 
Holds Election 

Elisha W. Cobb of Swampscott, 
Mass., was re-elected president of the 
Boston Leather Trade Benevolent So- 
ciety at its annual meeting in Boston. 
Other officers chosen were: vice-presi- 
dents, W. M. Bullivant, E. T. Cady, 
Charles P. Hall, E. Fred Lesh; secre- 
tary, Charles O. Howe; treasurer, 
Maxwell J. Lowry; trustees, Marcus 
Beebe, Thomas M. Devlin; directors, 
E. W. Cobb, E. T. Cady, W. J. Fallon, 
A. F. Gordon,‘ F. E. Jones, Arthur R. 
Tirrell, auditor, John A. Williams. 

The society looks after those i in need 
who have been employed in the Boston 
leather trade. 
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Gesiitens Coniheat 


A COMPLETE LINE OF BLACK KID TURN COMFORT SHOES THAT 
IS CONSISTENTLY BUILT TO A HIGH QUALITY STANDARD—A 
PERMANENT STANDARD 
WHICH INCLUDES CONSUMER 
SATISFACTION. 
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No. ay, a rade Black Kid 
oxford, I! St . stead heel, 
COMB iNATION LAST 


No. 477—Same shoe _ lain 
toe. Both in stock. A, B, C0. 
35 


No. 144—Best Quality Black Kid 
Two-Strap pump, imitation per- 
forated op 13/8 heel. In stock, 
A, B, C, D. $3.40 





2. 
'? 


No. 285—High Grade Bteck, Kid 
Two Strap Pump. /8 hee $3. 


128 


2, 
2. 


No. 282—Same pump in a _ one 
strap. Both in stock. A, B, C, 
D. $3.00 


OUR IN-STOCK 
DEPARTMENT 


Is Equipped to Give You 
Daily Shipments—Not 
Promises — But Shoes 
When You Want Them 
—Ask Us for Our 




















In-Stock Catalog. 

No. 238—High Grade Black Kid, 

a 13/8 Cat's Paw Rub- 

er eel. - 

No, 217—Same shoe with Imita- Ne. te ‘binck the 
tion tip. Both In Stock. B, C, - 7-inch polish, 
D, E. $4.25 Every Shoe on This Page 12/8 Cat's Paw 

ee 


and Sixty Other Popular Numbers Ready for at No. 13 Same. shoe with stock 
Once Shipment. ws 


Ault-Williamson Shoe Co. 


Manufacturers 
Auburn  ShAXPSRASE"'SE 19,808 STREET Maine 


sn 006066048 S68S C8: 
SPSS OSES ESS SCOD COA 
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‘Hello Van!”’ 


R. S. Van Sickle Is in the 
Ring 
R. S. Van Sickle has again joined 
the sales force of the J. W. Carter & 
Co., Nashville, Tenn., and writes that 
he is taking over the entire State of 
Ohio, with headquarters at Columbus. 
He has been “Way Down South in 
Dixie” for about a year, and says that 
he is mighty glad to get back to Ohio, 
where they say “Hello Van” when he 
walks into the stores. 


Cushing Was at Chicago 


One of the many Brockton shoe 
travelers out of Brockton who did 
some good work for his firm at the 
Chicago convention was: W. C. Cush- 
ing, “Korrect Shape” shoe represen- 
tative in Indiana, Illinois and Wis- 
consin. He made his home while in 
Chicago at the Hotel Majestic. 


Southern Salesmen’s Banquet 


The Southern Shoe Salesmen’s As- 
sociation held its thirty-first annual 
banquet at the Hotel Westminster, 
Boston, on the evening of January 24. 
A reception took place at 6 p. m. 
and dinner was served at 6.30 p. m. 
The committee on the banquet was 
composed of Frank Colburn, A. E. 
Rankin and Edward M. Cox. These 
gentlemen also attended to the enter- 
tainment features and received many 
congratulations on the success of the 
affair. 

F. W. Stanton has been Secretary 
and Treasurer of this association for 
many a year and his appeal to mem- 
bers to make this “our thirty-first 
annual banquet a banner event by at- 
tending the banquet” was not made 
in vain. It was a real get-together of 
good fellows. 

One of the interesting features of 
the late annual election of this asso- 
ciation was the election to the Presi- 
dency for 1922 of S. Preston Moses, 
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who was the first President of the 
Southern Association in 1890. 
Members of the association are as 
follows: H. M. Barnes, L. P. Beal, 
J. L. Brevard, C. S. Briel, A. L. 
Brooks, L. F. Burdett, G. I. Byam, 
J. T. Carroll, A. C. Carpenter, J. S. 
Carter, G. T. Chase, J. B. Clark, M. L. 
Clark, F. M. Colburn, J. M. Comings, 
F. C. Cook, E. M. Cox, J. F. Crehan, 
G. H. Crocker, E. M. Daniels, W. H. 
Davis, W. H. Dean, J. R. Deas, W. H. 
Duff, H. P. Dyer, W. L. Ellis, H. H. 











A. L. PUFFER 


Vice-President of the Boston Shoe 
Travelers’ Association 








Fairfield, F. Faulkner, G. R. Faulk- 
ner, J. W. Field, C. L. Fish, G. P. 
Gray, C. E. Gunn, W. L. Haynes, D. 
C. Hester, F. V. Hill, A. H. Hoffman, 
R. H. Holmes, W. K. Hopler, T. E. C. 
Johnson, J. W. Johnston, E. A. Kerr, 
J. B. Lockwood, H. N. Long, A. C. 
Ludlam, H. E. Lynch, N. M. MacDon- 
ald, G. W. Manson, Jr., T. L. Mattox, 
J. McElany, S. McGavock, A. A. Mead, 


~ & 





T. T. Merrill, F. B. Mitchell, G. P. 
Moses, S. P. Moses, F. C. Mowry, M. J. 
Mullen, J. E. O’Brien, C. O. Quimby, 
J. M. Quinn, T. Ragland, A. E. Ran- 
kin, E. L. Rankin, J. A Richardson, 
H. H. Ripley, J. E. Roach, R. T. 
Rollins, E. H. Ross, F. R. Sanford, 
J. L. Schlesinger, C. A. Shaw, F. U. 
Smith, G. S. Smith, F. H. Smith, J. P. 
Smith, O. R. Smith, F. W. Stanton, 
G. L. Starks, E. H. Stetson, N. F. 
Stevens, W. J. St. Louis, G. E. Stone, 
E. A. Terhune, J. P. Thomas, E. S. 
Torrey, H. L. Vaughn, C. P. Waide, 
G. H. White, A. Wolforth. 


The Johansen Salesforce 


Members of the Johansen Bros. 
Shoe Co.’s salesforce, real hustlers 
every one of them, are as follows: 
Charles S. Strayer, Manager of Sales, 
W. Morris Johnson, So. Ill., Ky., So.- 
Mo., Tenn.; J. E. Bruder, Texas; Gus 
Langenecker, No. and Cent. Ill.; Fred 
P. Marx, St. Louis; Wilbur T. John- 
son, Iowa, No. and Cent. Mo.; John L. 
Sullivan, La., Miss.; O. W. Launer, 
Manager, San Francisco Branch; H. 
W. Spriggs, Ohio; T. P. Kelly, Idaho, 
Mont., Utah, Wyo.; T. W. Rankin, So 
Calif.; J. A. L. Ghio, Fla., Ga.; P. G. 
Bates, Minn., No. Mich., Wis.; Earl 
K. Buck, Kans., Neb.; P. J. Simpson, 
N. C., S. C.; J. M. Hinton, Colo, No. 
Calif., Ore., Wash.; A. H. McGinness, 
Ark., Okla.; Chas. I. Slipher, Ind., So. 
Mich.; H. M. Langhorne, San Fran- 
cisco. 


Rochester Delegates to 
Philadelphia 


Before leaving for Chicago to at- 
tend the National Shoe Retailers Con- 
vention, President Jim Beatty of the 
Rochester Association of Traveling 
Shoe Salesmen, appointed the follow- 
ing delegates to attend the conven- 
tion of the National Shoe Travelers 
Association in Philadelphia, January 
16-18. The delegates were J. P. Bryne, 
Charles Helmer and R. L. Seward. 


(Continued on page 98) 
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THE HIT of the SEASON 


WOMEN’S OXFORD for SPORT and STREET WEAR 


ana tihn st Ont oh ot ae 6 








$ 5:00 
A GOODYEAR WELT SMOKED HORSE SPORT OXFORD 
WITH TAN CALF APRON AND RUBBER SOLE AND HEEL 


NOW IN STOCK 


A, B, C and D Widths 


DUANE SHOE COMPANY 


143 DUANE STREET NEW YORK 
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(Continued from page 91) 
40 Cents Selling Expense 


The selling expense of one line of 
shoes is reported to be 40 cents a 
pair. The money is paid by the man- 
ufacturer to the sales manager, and 
the latter looks after all selling ex- 
penses. Incidentally, he carries on a 
big advertising campaign, and that 
turns into the factory a volume of 
orders that keeps the manufacturer 
busy making shoes. 


Schuller Is Ill 


J. J. Schuller, who travels in the 
Ohio district for the Emerson Shoe 
Co. of Rockland, is quite seriously ill 
at his home and his work is being 
looked after by a representative from 
the factory. 


Olsen Returns to Sweden 


Almost two years ago N. L. Olsen, 
a salesman traveling out of the Chi- 
cago office of the Scholl Mfg. Co., was 
transferred to Sweden, where he was 
instrumental in introducing many 
American sales methods to the Swed- 
ish organization. 

Since that time Mr. Olsen has been 
very successful in selling by means 
of stereopticon lectures, illustrating 


normal and abnormal feet’ ‘and the ° 


many methods of mechanical correc- 
tion patented by Dr. Wm. M. Scholl. 

In November it was decided that 
Mr. Olsen, who was recently taken 
into the Scholl Mfg. Co. of Norway, 
Sweden and Finland, should return to 
the United States and attend the An- 
nual Sales Convention in Chicago, 
there to gather new ideas for use in 
Europe. Accordingly, he sailed for 
the United States, and after spending 
a short time in New York on business 
reached Chicago in time to attend the 
Sales Convention between Christmas 
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and the pew year. Here the new po- 
tential market and quota sales plan 
was thoroughly thrashed out and the 
decision reached to be adopted in 1922. 
This same plan will be used by the 
Swedish organization. 

After spending a short time with 
his parents in Milwaukee, Wis., Mr. 
Olsen visited Canada, where he trav- 
eled for a week with the star sales- 
man, A. Peschon; then leaving for 
New York, from where he sailed Janu- 
ary 21 for Southampton on the S. S. 
Corsica. 


Jones in Pennsylvania 


J. E. Jones of the Preston B. Keith 
Shoe Co. selling staff, who usually 
spends the mid-winter season in Flor- 
ida, will not do it this year, owing to 
the short ordering during the fall sell- 
ing trip. Instead he has started out 
on his selling territory through Penn- 
sylvania again, and will spend the 
next six or eight weeks visiting his 
trade. 


“Bunker Hill” on the Pacific 


W. A. Little, well-known shoe man 
from the Rocky Mountain states, rep- 
resents P. Cogan & Son of Stoneham, 
Mass., on the Pacific Coast. ‘Mr. Lit- 
tle has moved his entire family from 
Denver to Los Angeles, where he has 
established permanent headquarters. 


Duttenhofer-Stevens Men 


W. L. Goodwillie, who represents 
several Eastern manufacturers on the 
Pacific Coast, has made arrangéments 
to represent Duttenhofer Stevens Co. 
of Cincinnati, Ohio, in California, 
Washington and Oregon, while F. L. 


Sanford will look after the territory. 


in..Colorado, New. Mexico, Wyoming, 
Montana, Arizona, Utah and Idaho. 
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F. O. Becker will represent this firm 
in Texas and Louisiana. 


Sam Coddon Heard From 


Sam Coddon, who represents Shaft 
Pierce Shoe Co. of Faribault, Minn., 
wishes to notify his many friends and 
customers in Pacific Coast territory 
that he has had a most satisfactory 
business on Acrobat play shoes, and 
also extends to them best wishes for a 
prosperous 1922. 


Another “Jack London” 


Jack London, who represents the 
Juvenile Shoe Co. of Los Angeles in 
the San Joaquin Valley as far south 
as Merced, California, reports having 
an exceptionally big business during 
December on Juvenile novelties that 
his firm carries in stock for immedi- 
ate delivery in Los Angeles. 


Walk-Over’s Foreign Sales- 
men 


Herbert Dalton, who covers Cuba, 
Porto Rico and Mexico for the George 
E. Keith Co., enjoyed his first Christ- 
mas at home for 26 years. He arrived 
from Porto Rico on December 19 and 
sailed again for Cuba on January 7. 

John Packard is in Brockton again 
after an uneventful trip through 
Mexico. 

Warren Baldwin continues to send 
in orders for Walk-Overs in spite of 
the depressing conditions in the Far 
East. 





Orders Taken 


Salesmen Wall, Keene and Tilt of 
the George E. Keith salesforce went 
after more business at the Chicago N. 
S..R. A. convention and succeeded in 
booking a good bunch of orders. 











Army to Buy 20,000 Pairs 
of Officers’ Shoes 


Washington, Jan. 20.—Sealed proposals will be re- 
ceived by the Quartermaster General of the Army 
for 20,000 pairs of officers’ shoes. The bids will be 
opened Feb. 14. The schedule calls for bids on 2000 
pairs of officers’ dress, cordovans, full vamp, with 
tip and toe box; 2000 pairs of officers’ dress, cor- 
dovans, plain vamp without toe box; 12,500 pairs of 
officers’ dress calf, full vamp, with tip and toe box, 
and 3,500 officers’ dress calf, plain vamp without toe 
box. 

Early deliveries are essential to the War Depart- 
ment. It specifies that the shoes must be delivered 
in as nearly equal quantities weekly as possible so as 
to complete delivery by or before May 13. The 
Government will furnish a list of lasts required 
by the contractor, same to be returned to the Gov- 
ernment in the best possible condition, consideration 
being given to the fact that they have been used for 


the manufacture of shoes on army contracts. Sample 
shoes will be loaned to bidders on application to the 
commanding officer of the Q. N. D,, Boston. Pat- 
terns are to be made from samples. 





What Is Cabretta? 


The RECORDER received a letter the other day from 
one of its subscribers which read: “To settle a dis- 
pute, kindly tell us if there is a leather which comes 
from an animal which is a cross. of a sheep with a 
goat.” As this question has been one which has occa- 
sioned much discussion in the trade, the following 
explanation may be in order: 

There is a leather known as cabretta, which comes 
from a hair sheep. This hair sheep is not a cross of 
a sheep with a goat, but is as distinct a species as 
either the goat or the woolly sheep. However, the 
hair sheep is not so well known as his woolly brother 
—the fact that he lives way down in South America 
and sections of South Africa may account for this. 
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Sell Russell’s 


Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 

The Scout Moccasin 
Made of Chocolate elkskin, with soles of flexible, sturdy 


— Pac. Natural shape affords every freedom to the 
‘oot. 


The ideal of comfort and service in moccasin footwear 
fae dry season wear, and a sensible “‘pal’’ for the growing 








IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 





Write for Dealers Price and 
Catalog 





W. C. Russell Moccasin Co. 








We are extensive users of these heels. 






Put This Line Back of Your Salesmen 
for Big Results During 1922 


Class and Quality in this 
woman’s oxford. 


SAMPLE 

No. 3627-L 
Women’s Russia Calf ox- 
ford on our Vassar last. 


Representing the last word 
in street footwear. 


Whitman & Keith Company 


Designers and Makers of Men’s and Women’s Fine Shoes 


Boston New York Brockton, 
wu 





Mass. Chicags San Francisco 























January 28, 1922 


BOOT AND SHOE RECORDER 


Withdrawing a Guarantee Against 
Price Decline 


ERE is an interesting inquiry 

touching the always perti- 

nent question of guarantees against 
price declines:— 

One of our customers has raised the 
question whether or not a firm has 
the right to withdraw a guarantee. 
Briefly, the circumstances are as fol- 
lows :— 

We announced a decline in 
December 15, 1920. A few weeks 
later certain unforeseen economic con- 
ditions arose which made necessary a 
further decline, and on account of the 
very unfavorable conditions then ex- 
isting we stated in our letters to our 
customers that the decline previously 
announced was hereby withdrawn, and 
we would guarantee no prices against 
further decline. 

One of our customers is now claim- 
ing credit on all purchases since De- 
cember 15, 1920, to July 1, 1921, and 
when we called their attention to the 
fact that we had withdrawn our guar- 
antee they claimed that we had no 
right to do so. We believe that we 
have, and have accordingly protected 
them only on the purchases made be- 
tween December 15, 1920, the date of 
our letter announcing the decline, and 
January 21, 1921, the date of the with- 
drawal of the guarantee. 

We will appreciate your opinion on 
this matter, particularly their claim 
that a concern has novright to with- 
draw a guarantee. 

This correspondent, in my judgment, 
hasn’t the slightest ground for believ- 
ing that he can sell goods on the 
strength of a guarantee that the price 
would not decline until a certain date 
—long enough, I suppose, for the 
buyer to get rid of his purchases— 
and then when the primary market 
unexpectedly drops, repudiate his 
guarantee and leave his buyer high 
and dry. 

Guarantees against price declines 
are just as binding as any other war- 
ranty. Indeed, they are even stronger, 
for they are often the very essence of 
the contract. I suppose it can 
scarcely be denied that the buyer who 
is guaranteed against price decline, 
always buys more ‘than if he had no 
guarantee, but had to guess out the 


market for himself. In other words, 
he relies on the guarantee and buys 
on the strength of it just as he buys 
on the strength of a guarantee that 
cloth is all wool, or that a chemical 
is a certain strength, or a piece of 
machinery is of certain power. No 
seller would think of withdrawing a 
guarantee that cloth was all wool, 
or that canned goods would keep for 
such and such a time; it couldn’t be 
done. For the same reason he could 
not withdraw a guarantee that his 
price will not decline before a certain 
date. Think what would happen if 
he could. He could load up a buyer 
with his goods for a year ahead, 
under a guarantee that the price 
would not decline for that period, 
and then “withdraw” the guarantee 
the next day. No, indeed. The 
seller who guarantees a price, as one 
of the considerations of a sale of mer- 
chandise, is bound by it. 

This correspondent may have been 
misled by the attitude of the Federal 
Trade Commission as to guarantees 
against price decline. They have 
been nibbling for a long time on the 
idea that guarantees against price 
decline are unfair competition, and 
they have just started an action 
against a condensed milk concern on 
that ground. The theory is that once 
the milk company guarantees its 
price, its competitors have to do it 
also, and that interferes with the 
proper rise and fall of the market. 
If all the milk companies did have to 
follow suit, and did it, there might be 
something in this argument, but 
whether there is or not, I am very 
clear that price guarantees as be- 
tween the seller who sells under a 
guarantee and a buyer who buys 
under it, are enforceable contracts 
and can be enforced. In the case 
submitted to me I have no doubt that 
the seller will have to make good 
in every case. I believe, however, 
that a seller could withdraw a guar- 
antee against price decline before the 
time originally set for it to expire, 
provided the buyer had resold all the 
goods he bought under the guarantee. 
(Copyright, January, 1922, by Elton 
J. Buckley, 643 Land Title Building, 

Philadelphia, Pa.) 








Shoemakers Form 
Association 


Seventy-five shoe dealers and shoe 
repairers of this city have organized 
the Master Shoemakers’ association of 
Springfield, with the following officers: 
President, Nathan Cohen; vice-presi- 
dent, A. Lagerstrom; treasurer, Na- 
than Lundy; secretary, J. W. Lannon. 
The association was organized for the 
moral uplift and betterment of shoe- 





makers, according to an announce- 
ment by President Cohen. 


A CHANGE IN BUYERS 

Paterson, N. J.—Abe Hirschberg, 
buyer and manager of the Shoe De- 
partment of Meyer Brothers, this city, 
for the past twelve years, has severed 
his connection with that concern and 
is now acting in the same capacity 
a Woman’s Shop of Elizabeth, 
N. J. 











Are Your 
Shoes Built 


on a Sound 
Foundation? 


What of the bottoms on the 
shoes you are selling? Will 
they withstand the wear and 
tear of winter service? Will 
they keep your customers’ 
feet dry in all kinds of 
weather ? 


Consider this when you 
place you next order for 
shoes. It is to your interest 
to see to it that the founda- 
tion of the footwear you sell 
is “Rock Oak” Sole Leather 
—standard with experienced 
shoe men for over forty 
years. 


Hock Cak” 
Trade Mark Reg. U. S. Pat. Of. 


For children there is no bet- 
ter sole leather. “Rock Oak” 
soles on boys’ and girls’ foot- 
wear withstand the skuffing 
from playing with kiddie 
cars and roller skating. 


“Rock Oak” soles mean 
better business for you, be- 
cause they put the stamp of 
quality on shoes. Your cus- 
tomers recognize this and 
repay you in steady pa- 
tronage. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 
Chicago St. Louis Boston 
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Crawford Arch-Supporting Shanks 
Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 

right into the shoe—fitted between the inner Aras 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- a 
port to the arches and ease to the foot. It Chaceoett 


cannot abrade the skin. Haverhill 
Johnson City 


HE finished, fashioned and fitted shoe is Imag 
intended for the foot only. Any appli- Milwaukee 

ances crowded into the shoe will cramp the New Orleane 
foot, injure the arch, and destroy the shoe. New York 


J. K. Krieg Co. 
(New York) 


Many people in your city have been dissatis- Philadelphia 
fied with arch-supporting appliances. They Rochester, N. Y. 
will appreciate a line of shoes built with Craw- San Francisco 
ford Arch-supporting Shanks. It will pay St. Louis, Mo. 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


= 


TTT 
HH 














SHOE 


















































TORE 
SERVICE 


Section of the - 


BOOT and SHOE RECORDER 














No. 2517 


No, 2508 





No. 2507 











No. 2502 


Adam Period 


esign 


There is the pulling 
power of a Magnet 
in Fine Window 
Display. 
—it keeps the confidence 
of your old customers 

it brings in new ones 


—it does away with the 
usual method of moving 
“Staple merchandise” by 
price inducement. 

—it gives your staple line 
a “personality” that awak- 
ens “desire” and “stimu- 
lates” demand. 

Even the most attractive 
merchandise refuses to 
move unless it is given 
“impulse.” 


“Windows First’’ 


The safety slogan for 
business encouragement. 


“Make Buyers 
Out of Passersby” 


HUGH LYONS 
& COMPANY 


700 South Street 
Lansing, Michigan 


New York—35 W. 32nd St. 
Chicago—232 S. Franklin St. 
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Ulaasmodetn Shoe Stoves 
and Individual Chairs 


Clidvanced principles of shoe merchandising recognize 
the importance of store equipment which is subtly invit- 
ing and imbued with a patlor-like beauty and hominess. 


Replacing the old seating with handsome individual 
chairs ana fitting stools to match works an amazing trans- 
formation in the appearance of a store. By this simple 
expedient many a merchant has made his store more at- 
tractive than that of a new competitor. newly equipped. 


We originated the seating plans of many nationally 
prominent shoe stores. ‘The same service is available 
to you, if you will send interior interior Views ana floor diagram 


MILWAUKEE CHAIR C2 


FOR OVER AHALF CENTURY 
Makers of Fine Chairs 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE - CHICAGO - NEW YORK: SEATTLE- MINNEAPOLIS 
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‘MILLER’ 











The Sale of Shoe Trees Should be Encouraged 


bs HOSE who do not use shoe trees are simply waiting for some one to prop- 
erly explain their advantages, and you will find your customers will ap- 
preciate your interest in the welfare of their shoes if you will acquaint them 
with “Miller” Shoe Trees. 

Suggest shoe trees to every customer. Tell them that trees will keep the 
shoes in their original shape without any stretching or distortion. The little 
bunches of fibre which have been stretched or strained by wear come back to 
their original position as other portions of the shoe resume their normal loca- 
tion. When the shoes are worn again they will have the comfort of an old 
shoe, with the pleasing appearance of a new one. 


Briefly, shoe trees are a positive necessity in preserving the fit and appear- 
ance of shoes as well as a sure means of increasing their wear and comfort. 


If you have not seriously considered featuring “Miller” Shoe 
Trees and their possibilities for service and profit, won’t you 
request a catalog? 

















Shoe Tree Division 


'O. A. Miller Treeing Machine Company 


Brockton Massachusetts 


SHOE TREES 
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The Profitable Way 


BEFORE — 


Our successful operation of re- 
modeling Oxfords, Theo Ties, 
Pumps, High Shoes, etc., the 
only means of reducing your 
stock of such styles, no longer 
in demand, is a “Sacrifice Sale” 
entailing big losses. 


3% 


AFTER 


We have converted your passé 
styles into a strap pump, such 
as illustrated, all your shoes can 
be sold without difficulty at a 
good profit. 


Send Us Some Shoes 
for a Trial 


French Beading & Novelty Co. 
922 Locust St., Philadelphia, Pa. 
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Have No Criticism to Make 
on Progressive Finishers 
After Five Years’ Use. 


A repairman who “lives” with a 
machine for five successive 
years, using it every day, and 
at the end of that period has 
no criticism to make upon its 
service, pays a very high com- 
pliment to the efficiency of that 
machine. A short time ago, 
through a questionnaire, we 
asked a great number of repair- 
men who have used our machine 
for five years or longer if they 
had any fault to find with their 
machine. 92% of. those re- 
sponding claim to have no criti- 
cism to make whatever. 


abn. 2 o 


“| 


If these repairmen have re- 
ceived such satisfactory service 
from Progressive Finishers, you 
can also receive a like service. 
Better drop us a card now and 
ask us to tell you about the su- 
premacy of Progressive Fin- 
ishers. 


PROGRESSIVE 
SHOE MACHINERY CO. 


Minneapolis Minn. 
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Who Says It’s a “Cinch” 9 
To Fit Pumps . 


If it were, no shoe man would be more successful 
than another. As it is now it is mostly a matter 
of experience and a judicious use of “GILCO 


SPECIALTIES.” 


SHOE RETAINERS 


stop that annoying slipping at the heel—wearing 
out of costly hosiery—complaints that pumps 
don’t fit. 


They Are Quickly and Easily Attached without 


the use of tools—without stitching. 





Practical and Profitable to You. And January Every first class jobber carries the “GILCO” line 

















is the month to buy them in. if your jobber, can’t supply you 
WRITE US FOR CATALOGUE 
Price $1.75 per dozen pair. 
Colors: Black, White, tan and gray. E. T. GILBERT 
Sold for 25 Everywhere. pa 
CO for them. The “Gilco” line pagt sande MFG. CoO. 
: money maker by alert shoe dealers pose ‘ 
“Need Any Straps?” 228-36 South Ave.. Rochester, N. Y. 
SPECIALTIES 
Make the findings depart- 
ment More Profitable. 


































‘GRIFFIN’ A COMPLETE OUTFIT : /GRIEFIN | 
SHOOT arate See ORENS _SHOOKIT 
GRIFFIN 
STERLING 
SHOOKIT Complete Shoe Shining Outfits that 
contain really practical equipment, .% - SHOOKIT 
For Black Shoes |"; *> Fer Tan or Brown Shoes 
siiittiasiian Including Polishes, $i Koad 
1 Bottle Sterling Dressing. Real Bristle Wood Back Brushes and 1 Bottle Lotion C 
1 Box Sterling Paste. Daubers and Polishing Cloths. A sure-  } Bristle Polishing Brush. 
t+ — Brash. fire seller for your findings case—and 1 Bristle Dauber. 
1 Canton Flannel Polishing a wonderful value—tastefully cased. 4 Canton Flannel Polishing 
Cloth. ‘ss Y Cloth. 
$9.60 Per Dozen - $9.60 Per Dozen 


There are no better or better known dressings for all shoes than ‘Griffin 


GRIFFIN MANUFACTURING COMPANY, Inc. 


67-69 MURRAY STREET 








NEW YORK, U. S. A. 
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A book 
that every 


shoe man 


cover. 


“THE HUMAN FOOT 


Anatomy, Deformities and Treatment” 
By DR. WM. M. SCHOLL 











Everyone in your store who fits shoes needs the foot knowledge which this 
book clearly imparts in simple every-day language. It explains fully how 
to determine the condition of the customer’s foot and the bearing which 
this has on the correct fitting of the shoe. 


It will enable you to avoid complaints due to conditions which cause the 
shoe to wear out prematurely in certain parts. An understanding of these 


Over 400 pages, profusely illustrated. ? 


Price postpaid, $3.00 rh “s 
a> =f 
THE SCHOLL MFG. co. wy 


213 W. SCHILLER ST. CHICAGO es 





facts will bring*about a big increase in sales and profits. ys 


In Canada and Abroad, $3.50 eS a 


should have— 


a book that should be 


studied from cover to 
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While His Mind Is On His Feet 
—You Sell Him Hosiery! 


After he has bought the shoes—while he is still admiring his feet—there’s 
your opportunity to make another profit. 


Hundreds of progressive shoe merchants—many of whom have been 
selling Everwear for years—find that two out of three purchasers buy 
hosiery at the same time! 


Everwear profits are all net for you. No additional overhead—no extra 
clerks. Just a small, neat display of fast-selling, quick-turnover styles, 
which our experience has taught us are most profitable for shoe stores. 


We have special Everwear assortments for shoe merchants : 
“A” for men only; “B,” for women and children; “C,~ 
everything in hosiery for men, women and children. Tell 
us which assortment interests you and we'll send you de- 
tails of our money-making merchandising plan. Also our 
new book—*Passing Along a Business-Building Idea”—just 
printed. No obligation to you. 


EVERWEAR HOSIERY CO. 


Milwaukee, Wisconsin 


Boston Office Chicago: San Francisco Office 
and Steck Reom: 1911 Republic Bidg., and Stockroom: e 
110 Sumner St. State & Adams St. 130 Bush 8t. 
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Shoe Store Sorvice Helps 
h Get More Shoes SoldRight 


























Between “‘Hay and Grass” 


eliminated from the merchandising calen- 

dar if it was humanly possible to do so. 

It is a month short of days and as a general 

rule in retail stores a month that is short both 
in volume of sales and in net profits. 

It is a month when win- 

ter is merging into spring 


KF EBRUARY is a month that might well be 


it will reveal the accumulation of dust, dirt and grime 
that has piled up during the winter months on boxes, 
shelves and plate glass. 

In the store every salesperson should be busy re- 
labeling cartons, cleaning up the shelving and impart- 
ing to the store a clean, cheerful, inviting appearance. 
It is time for the window trimmer to be getting shoes 
formed up ready for the 
advance spring showing of 





and the average consumer 


early season styles. 


is patching along and piec- 
ing out with what he has 
and endeavoring to tide 
himself over until the trend 
of new spring styles is set 
and something attractive 
in the way of new styles 
and new patterns attracts 
his fancy. 

Every farmer and stock 
raiser is familiar with the 
term “between hay and 
grass.” The feed supply 
that was laid in after ‘the 
fall harvest is becoming ex- 
hausted, but green grass is 
not present in sufficient 
quantity to provide forage 
for his sheep, cattle and 
horses. It is the time of 
year when lean cattle are 
shipped to the market and 
lean or hungry hides are 
produced which in the gen- 
eral course of events are 
sold at the lowest market 
price of the year. 

And so it is that Febru- 
ary is usually a lean, hun- 
gry month in retail shoe 





Recorder Merchandising Calendar 


February 4. 
Take monthly trial balance. If you do not have 
a good, modern stock number system and ade- 
quate stock records, a system should be installed 
before the arrival of new spring merchandise. 
Maybe the Recorper can help you. 


February 6-11. 
“Between hay and grass,” takes extra sales 
_ effort, push and thought to keep up volume. A 
good time to relabel cartons, refinish woodwork 
and repair furniture and fixtures. 


February 13-18. 

Get shoes “formed up” for spring opening trim. 

a you neglected to have a pair or two of each 
ot put on forms in the factory, stuff them care- 

faite with hair or tissue paper. Let them set 

two weeks and remove forms or stuffing material 

before placing them in the window. 

Monthly meeting of sales force. Topic, “Cor- 

rective Footwear.” 


February 20—25. 
Window display of advance spring styles. Pre- 
eh cuts and layouts of spring opening adver- 
tis: 
Washington’ s Birthday trim. 
Have you bought white footwear and a few 
“sweeteners” to come in about April 15? 


February 27—March 4. 
Mail monthly statements of customer accounts. 
Take trial balance. 
The beginning of the spring season windows 
should have new backgrounds. Newspaper cuts 
and copy should tell the story of the new shoes 
in the window. heavy oxfords. Devote 
one entire ad to hosiery. 

E. C. LOGAN. 








Good window trimmers 
form up their shoes far 
enough in advance so that 
the shoes will lose all ap- 
pearance of wrinkles which 
they naturally acquire in 
the carton and allow them 
to remain on the forms for 
a week or two before they 
are placed in the window. 
As a rule, the forms are 
withdrawn and the shoes 
are shown in the window 
without any forms in them. 
In the absence of regular 
wooden forms, shoes can 
be carefully stuffed with 
tissue paper, and when the 
paper is removed they will 
still retain the shape when 
put in the windows. 

Other pages of this issue 
are devoted to window- 
trimming ideas that will 
prove helpful to the aver- 
age store if put into effect. 
If the: descriptions _ given 
are not sufficiently ‘clear, 
write us and we will fur- 








business, but for this very reason it is a month when 
every store should be exceedingly active. There is no 
time to stand around, tell funny stories and wait for 
customers to appear. It is the best time to get ready 
for the activities of spring that come along with the 
appearance of the first new leaves on the trees and the 
first blossoms on trees and plants. 

The sun will soon begin to shine, and when it does 


nish any further information at our command. 


Plenty of Work for Executives 


There should be no idle time in the executive offices 
of any retail business during February. 
Laying out the advertising campaign for spring and 
summer months, the buying of “sweeteners” and “fill- 
(Continued on page 118) -=~—- 
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Fig. 1. Patent pending. Fig. 3 


OUR FAMOUS GLASS FIXTURES 


are constantly gaining in popularity. QUITE NATURAL! A good proposition moves forward 
by its own momentum. These fixtures are largely used in all sections of the United States and 
Canada. They have been widely advertised, and appeal to dealers as the Correct Window Fix- 
ture—because: They are highly interchangeable—they are transparent and do not obstruct the 
view—They are neutral, blending with any color scheme—They are unobtrusive and rich look- 
ing. PRETTY STRONG POINTS, don’t you think? 
Figure 2 shows some of the plate glass shelves. Figure 3, the pedestals which are 6, 9, 12 and 15 
inches high. Figure 4 shows one of the “built up” Trims. (Our catalog shows others.) 
Figure 1 displays our new patent shoe stands. The Shoe Holders on P.W. 404 are for two 
shoes, the heel portion is extensible, providing for either men’s or women’s shoes, this being a 
valuable and distinct innovation. 

Write for Catalog G.F. 


Note: These shoe tops can also be furnished on our wood fixtures. 





Our “ah of Wood Fixtures 


Covers a very wide range of the Leading “Period” designs—and they 
are very high class. 





Send for Catalog “L.” 


Decorating Plushes and Velours have tumbled in price. 

Samples sent on request. 
WINDOW RUGS in silk Velour or Monk Cloth, with beautiful art borders. We send circular 
in colors and sample swatches of materials. 


WINDOW VALANCE. We carry an immense stock 
for immediate delivery. 


Ask for samples. 


Visit our Chicago or New York Show Room. 


sey xonxsuow nom | THE HECHT FIXTURE CO. 


Just East of Broadway 














Medinah Building, Wells St. and Jackson Blvd., CHICAGO, ILL. 
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Good Ideas Brought Out in Window 
Trimming. Contest .at N.S. R.A. 
Convention 


~~ ite 
rE is. t 
etal “oF % 


Winner of first prize in Window Trimming Contest. 


one of the most interesting features of the 

convention, was so prolifiic of clever dis- 
play ideas as to cause a goodly number of visitors 
to get busy with their pencils, making sketches and 
notes. 

While the prizes were announced and sections of 
two of the windows shown in a previous issue, the 
complete displays of the three prize winning windows 
and two which received honorable mention are shown 
for the benefit of those who could not attend and others 
who would like a photographic record of these trims. 

The windows were judged on three points—atten- 
tion-getting value, artistic value and selling value. 
First prize (a handsome silver cup) was_awarded to 
Schoen Bros., Inc., of Brooklyn, for the window which 
best combined the three. This trim, put in by Mr. N. 


T HE window trimming contest, which proved 





Trimmed by N. Schoen for Schoen Bros., Brooklyn 


Schoen, displayed a considerable number of women’s 
formal, semi-formal and dress shoes. It is something 
of a “trick” to show so many shoes and still avoid the 
effect of overcrowding; but it was conceded by all that 
Mr. Schoen’s trim was artistic to the last degree. 
The chief idea which Mr. Schoen has brought out in 
this trim is building up to different levels with the 
aid of artistically designed fixtures. By this plan he 
has utilized window space without crowding it. There 
is method in the way the shoes are turned, so that no 
matter from what angle the passerby may approach 
the window, some of the attractive shoes will be facing 
her. and inviting attention. Pairs were used°on the 
floor level and singles above. 

Here and there the shoes were set off by drapes of 
rich plush. The background was composed of rich 
satin finished hangings, opened in the center to give 
prominence~to the exhibitor’s name card. 

(Continued on page 109) 
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F. 0. B. MILWAUKEE 
TERMS IF DESIRED 


The New Way 


A Correct Shoe Fit Cannot Be 
Guessed at. 


It must be seen. 
The Simplex Foot X-Ray 


Machine is a novel and very 


simple X-Ray apparatus which 


enables your customers to ac- | 


tually see the Fit of the Shoe. 


It needs no special installation 
but may be connected to any 
lamp socket and can be sup- 
plied for any current. 


IT Pleases your customers 
IT Insures a perfect FIT 
IT Attracts new Business 


CAN YOU AFFORD TO LET 
YOUR COMPETITOR 
GET THE BUSINESS? 


Manufactured by 


General Industrial X-Ray Co. 
246 W. Water Street 


MILWAUKEE WIS. 








The Old Way 
Vs te maeine 








NEW WAY—NO GUESSING 
“Oh, Mama, see my feet through the shoes.” 
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(Continued from page 107) 

In the dainty and petite display of Betty 
Slippers, which took second prize, the 
feminine influence was much in evidence. 
The walls were cloth covered in a pleasing 
silver tone and the floor covering was of 
corded silk to match. The panel drapes were 
of rich navy blue plush. The initial B was 
woven in silk on the drapes and the small 
mats which here and there were placed under 
a slipper. A “homey” atmosphere was 
created in this small window through the 
deft use of flowers, portraits and two unique 
dolls. The latter evoked considerable inter- 
est. They were costumed by Mrs. Chas. L. 
Smith, wife of the Betty Shoe Co. repre- 
sentative, who was responsible for all of the 
details of the trim, right down (or up) to 
the hand decorations on the hanging lamp. 

This trim is an excellent example of what 
can be accomplished in a small window. It 
is modest, yet conspicuous—high class, but 
not uncommonly expensive. It is designed to 
appeal to women, for whom this type of dis- 
play has a definite charm. 


Unique Features in a Hosiery Trim 


“Different” is a much abused word these 
days; but it really fits this trim of the So- 
ciety Maid Hosiery Co., New York. Notice 
the costume worn by the wax model. It is 
composed entirely of silk hosiery in varying 
shades of the popular colors, all harmoniously 
blended together to produce an effect that is 


not only unusual but truly. beautiful. The 
Second prize was won by this window, trimmed by Mrs. Charles L. Smith 


covering of the parasol shown at the right fa: Bikey Bhee Cn. Brookion 


of thc picture is another adaption of 
this same idea. In the left hand 
corner are exhibited some of the fine 
silk yarns used in this hosiery. Yet 
this window is “different” in still an- 
other respect. The hangings are of 
a wondrous new material having a 
splendor distinctly its own. The 
effect, as nearly as it can be de- 
scribed, is that of a very heavy rug 
such as the master weavers of the 
Orient might produce had they yarns 
of fine spun gold and silver to blend 
in with the richest silks. This ma- 
terial, originated and made only by 
the Applied Arts Co. of Glendaie, 
Cal., is used for drapes in some of 
the finest hotels, clubs and homes on 
the Pacific Coast. The secret of it 
is this: A textile such as Ratine is 
tinted with water colors and then 
gone over with an outer coating of 
gold or silver. The first color is seen 
through the gold or silver, and the 
effect is exceedingly rich. 

The Society Maid window was 
further set off by artistic floral 
decorative touches. The cup shown 
in the center was awarded as third 
prize in the contest. This trim is by 


This hosiery window took third prize. Note the costume and parasol composed of R. D. Graffis. ’ 
stockings. Trimmed by Richard D. Groffis (Continued on page 111) 
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‘ 
Reg US Pet orrice 


for February Delivery 


FC/82 Women’s “ONYX” F ull fashioned silk hose 
with fancy embroidered clocks in self or contrast- 
ing colors. Black, cordovan and white. Sizes 


8-10. “% doz. boxes. Per doz......... $24.00 


FC/84 Women’s “ONYX” Full fashioned silk hose — 


with fancy embroidered clocks in self or contrast- 
ing colors. Black, cordovan, polo, light grey and 
white. Sizes 8-10. % doz. boxes. Per doz .$24.00 


ES/41 Women’s “ONYX” Full fashioned silk hose 


with lisle top and embroidered instep in butterfly - 


design, white on black, black on white and white 
on cordovan. Sizes 8-10. % doz. boxes. Per 
eS... oo ovae ees : 3 ee $24.00 


Emery & Beers Company, me. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 


BROADWAY AT 24TH STREET, NEW YORK 
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(Continued from page 109) 


The C. & E. Shoe Co.’s window, displaying Shukraft 
Shoes for women, was given honorable mention in the 
contest. Many visiting shoe men stopped to admire 
and comment on this trim. This window was designed 
for the purpose of focusing attention 
upon about a dozen numbers in sport 
shoes. The color scheme of the set- 
ting was planned to bring the shoes 
out in bold but harmonious relief. 
The background was of green and 
moth colored satin, the latter show- 
ing light in the illustration. This 
was draped in plaits and shirred at 
top and bottom. The floor was 
adorned with a long silk plush rug 
in canary color. A floral center- 
piece was used, for which foliage ex- 
tended to the sides of the window. 

Mr. V. J. Miller, one of the firm’s 
traveling men, put in this window. 


Special Mention for Jelly-Delaney 


When Mr. E. L. Delaney planned 
this window he aimed not at novelty 
effect, but at giving each of thirteen 
pairs of shoes a good showing in 4 
small window. The photo gives an 
idea of how well he succeeded. 

The hides and wall baskets ar- 
ranged in this manner are neat and 


B.L. D honorable 
elaney won an oe 
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artistic and attract the eye from a distance. The tall 
display fixtures reaching up to these decorative touches 
help materially to carry the gaze downward and focus 
it on the merchandise display. 

The use of a neat rug, individual plush mats and 
silk drapery materials under the shoes tends to give 








or trim for the Jelly-: 





This trim won an honorable aes, art by J. V. Miller of the C. & BE. 
, 8a. 


es yorce 


strong emphasis to the quality appeal. 
This window won an honorable mention. 


Judges Have Intricate Task 


While it was a rather difficult matter to go 
over the various windows, rate them on the 
different points and then determine their 
standing with respect to all-around merit. 
However, the final awards met with general 
favor. 

The judges were: Harry M. Tolles, vice- 
president of Sheldon School of Salesmanship, 
on attehtion-getting value; Arthur D. Ander- 
son, editor of the Boor & SHOE RECORDER, 
and Leonard E. Meyer, Boot & SHOE RE- 
CORDER, Milwaukee ~ office, artistic value; 
James H. Stone, editor of the Shoe Retailer, 
and H. M. Ryan, the Shoe Retailer, St. Louis, 
selling value. 

Much of the credit for the success of the 
contest is due to the committee on arrange- 
ments, consisting of* Richard D. Graffis, 
Walkover Stores, chairman; P. Appell, The 
Hub; Fred H. Maxted, Hanan Stores; P. J. 
Bloecher, Chas. A. Stevens & Bros. Co.; B. 
Voelke, The Hub. A. A. Kagley, president 
of the Chicago Display Men’s Association, 
was honorary chairman. 


WINER WITH DIAMOND 
W. S. Winer represents the Diamond Shoe 
Co., New York City, manufacturers of men’s 
and women’s footwear, is covering western 
Pennsylvania and eastern Ohio for his firm, 
with a-full line of samples;="--+--- 
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Change the Ornament and 
You Change the Style 








6958 — High grade 
rhinestone strap orna- 
ment. Will completely 
conceal the button. 


6957 — Rhinestone 
strap ornament, espe- 
cially suitable for 
center of % in. strap. 


Sell your customer on this Idea 


Just a hint as to the ety of shoe ornaments, at the time 
of selling shoes, is most likely to put another profit in your cash 
register. Women are quick to see the advantages offered by a 
change in shoe ornamentation and add two or three different 
ornaments to their footwear purchases. This all means extra 
money to you. “Dalco” designs are unsurpassed in originality, 
workmanship or variety. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 










6845—Genuine beaded 
ornament with bead 
pendants. Attaches to 
strap by loop on back. 














EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN'T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 
| ope | ag 


Teer . 







TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs.,Bostonand Chicago, U.S.A. 
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February Window Decorations 


Plans and Suggestions for the Shortest Month 
of the Year 


action for business is on the up-curve. 

Now comes February, the shortest month 
of the year—the month that tells whether men 
are really alive or not. 

February is one of the most important months of 
the year for in it lies a problem at hand for upon it 
depends one whole twelfth part of the year’s success 
in business. 

Plans and preparations for making it a success 
bringing month shculd be started right now if we in- 
tend to reap the full benefits. 


£4 HERE is no time like the present for taking 


During these days of such keen competition, modern 
business methods calls every faculty into play for the 
promotion of more business. 

The fact that various kinds of. advertising and 
publicity promoting ideas are used as a stimulating 
power is proof positive that it pays to advertise, and 
well should this be remembered in making the month 
of February play its part in producing business. 


Getting Ready for Spring 


Remember when we were kids and at the early ap- 
proach of spring, mother would start filling us up 
with old-fashioned spring tonics such as rhubarb, 
sulphur, sassafras tea, etc., and told us it was 


























good for what ailed us. 

Spring is coming and now is the time to get 
out that old spring tonic and give the business a 
good injection of 100 per cent Business Pep 
Tonic in the way of a general store cleaning. 
Look over your stock and start showing some of 
the new spring shoe styles so as to give the early 
buyers a chance to see what some of the new 
ideas are for the coming spring season. 

Get the window fixtures cleaned up and have 
the store front looking “fit” for this new season 
that is just around the corner. 








Window Displays for February 


The month of February brings two important 
events to be recognized in the show window by 
some sort of special decoration, namely, St. 
Valentine’s Day and Washinyton’s Birthday. 

These two events should be recognized and be 
utilized to attract the attention of the public to 











A simple and effective trim for St. Valentine’s Day 


Because it is a short month we can’t afford to let it 
be a dull month, every one of us must compress into 
its twenty-four short working days its full quota of 
our total year’s business. 

This means that we have to “throw her in high” 
and drive ahead under full power and be doubly care- 
ful not to jam down the brakes and skid. 

Some laggard first conceived the idea that February 
must necessarily: be a dull month, and to that laggard 
it has been a dull month, but to the man who is always 
striving to put things over in the best possible manner 
by working out new and clever ideas for increasing 
business, February, the short month, has always 
given him a square deal in trade and profits. 

The fact that some fellows are inclined to let down 
during February and coast along is the best reason 
why the world should be “hitting on all six” and forge 
ahead. 


It Pays to Advertise 


The wise head that first uttered the expression that 
“it pays to advertise” said something. 


the merchandise. The idea of special decorations 
gives a. freshness and interest to the exhibit 
which is appreciated by everyone. 

It is an absolute fact that a good turn in the way 
of an attractive decoration to illustrate some matter 
or event of local interest will often give the store a 
reputation which could be acquired in no other way. 











Washington’s birthday wurrants a little atten- 
tion—especially in a children’s window 


(Continued on page 115) 
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[ 
~ and dé waa aA 
’ bean. Hack.’ 
Conuventiow. 


The interest displayed 
in our. Monthly Show 
Card Service by visiting 
shoe merchants proves 
that they realize they 
must get down to 
business — 


-that the same good 
udgement used in 
uying shoes must 

also be used in buy- 

ing advertising. 


Show Card Advertising is 
Good Judgement “Advertising 
We're proving it every 
day to hundreds of shoe 
merchants, the country 
over 


Standard Show CardServicex 


Standard Bldg. — Rogers Park. 
CHICAGO, ILLINOIS,USA. 


Only one shoe dealer ina locality can 
have our service. The coupon below 
mailed to us today will reserve your territory 
for you [if still open) together with free samplé 
show cards and complete information. Act Now 





r Please reserve my territory for me, if still 
open, and send me sample show cards and 
complete information about your service 


Mame — - a 


tM — Se: 


Goun ee 
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“The Secret 
of Successful 
Window Displays” 





That is the title of the new catalog of 
Schack’s decorations. The real secret of 
successful displays is to use the right 
decorations at the right time and obtain 
the best possible results at the least pos- 
sible expense. This book shows how. 


You will like the suggestions contained 
in the book. You will enthuse over the 
originality and quality of Schack decora- 
tions. Further, you will appreciate the 
fact that they are decidedly economical 
to use. The book is an invaluable help 
in planning trims. 


Write for your copy—it is free.. 


The Schack Artificial Flower Co. 


1746 Milwaukee Ave., CHICAGO, ILL. 















Million and 
Still Going 
Strong 
getting 


Are ou 
your e 


Already the Ju Arch Brace is giving comfort and su — 
veperty a liedto over a half million 

stronger ever. 
make quick profits on it. Retall price $1.00. 


Let us send you OUR TRIAL OFFER. 







Jung Building 
CINCINNATI, OHIO 


UNGS 


ARCH BRACES 
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(Continued from page 113) 


There is a question as to when and where 
the celebration of St. Valentine’s Day began. 
All that we know is that it has been handed 
down to us through the passing years from 
the old Roman times and was originally in- 
tended to celebrate the return of spring. 

As it is customary for the birds to mate 
at this particular time St.. Valentine’s Day 
was made sacred to thétender passion Love 
with our little old friend Cupid the dictator. 

There was also a custom in the days of 
long ago when friends made an exchange of 
love greetings and from this custom the 
valentine was originated. 

Illustration No. 1 shows a very clever 
treatment for a St. Valentine’s Day window 
background. One that is very simple .in 
construction and can be duplicated at a small 
expense, and in a window of practically any 















































size, by simply making the various com- 
ponent parts in proportion. 

This design is shown as used in a window 
having a plain wood panel back, but may be used to 
just as good advantage where a plain curtain or 
drapery back is installed. 

The color scheme as selected for a display of this 
nature is red, white and gold, with just enough touch 
of green in the foliage to give it a light airy and 
summery effect. ; 


A small unit setting used to advanta: 


ge with an eve catching arrangement 
of merchandise 


as is shown. 

The floor of the window should be covered with a 
plain white outing flannel or felt laid on smoothly. 
The shoe fixtures are shown as placed upon a piece 
of red cardboard cut out in heart shape. Another 
piece of cardboard is cut out in heart shape and placed 
upon the top of the stand as is shown. The small 

arrows should be gold. The arrangement of the 











| \ J 


r the display may be made in a neat manner. 
A Washington’s Birthday Design 





































4 





Ss with white alabastine mixed 


flowers and foliage on the shoe stands is clearly 
illustrated. From each shoe stand is draped 
narrow strands of red and white satin ribbon. 

The two shoe stands act as units around which 


Our second .illustration shows a new and 
original decorative unit around which a display 
may be made in honor of the birthday of the 
Father of our Country. 

In the center of the window may be placed the 
low plateau made from wall board and painted 
red. Upon this plateau is sie 
placed ‘the large birthday 
cake, which can be made 
from a cheese box or from 
light lumber and cardboard. 
The cake should be painted 








very thick so as to give the 





An appropriate background for a window introducing new spring styles 


' Construction 


To construct this design, first cut out the large 
hearts from red cardboard and paint a narrow gold 
band around the edges of the hearts. The arrows 
may be cut from cardboard and painted gold and then 
arranged on the hearts as is shown. 

Along the back of the window is a border of light 
lattice strips painted gold. Upon this border are placed 
the large red hearts as is shown. The use of the 
artificial flowers and foliage is clearly shown. Large 
white roses with spring green foliage would be the 
best flowers to use in this instance. 

Upon the center heart is painted the inscription 


effect of frosting. The 
decorations on the cake are 
made by painting the de- 
sign on in pink and red. 
The small birthday candles 
are arranged as is shown. 
Through the center of the 
cake is placed a branch of 
a cherry tree, upon which 
is placed the plaque or pic- 
ture of Washington, around 
which is arranged the 
cherry leaves and artificial 
cherries. . <Se 
Upon the’ back of the a 
plaque are tacked the light “~ “mate °**™ ° 
(Continued on page 122) 
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Wear the Correct Shoe 
for Each Occasion 


N advanced style in a gentleman’s Good- 
year Welt dress boot with Diamond 
Brand Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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Varying the Window Back 


Timely Suggestions of Merchandising As Well As Artistic Value 


HE business of merchandising shoes to-day 
has been brought up to a standard of de- 
velopment that has kept pace with the best 

of establishments in other lines. Of the numerous 
factors in this development the display window is 
generally conceded to be most important. 

Every shoe store should keep check on the sale of 
shoes displayed in the show windows. Complete rec- 
ords should be kept which would point out the relative 
pulling power not only of the different items and 
prices, but also of the different window settings and 
arrangement of the shoes. 

Where this is done it puts the “know” into the 
selection and display of the shoes and frequently multi- 
plies the proved value of the window space. And 
incidentally it demonstrates the wisdom of letting the 
display man have all material he needs to work with. 

The mere placing of a display of merchandise in the 
window is not essentially a selling factor. It requires 
a distinctive arrangement to make it effective. Various 
decorations in these windows are required throughout 
the year. To maintain the same method of showing 
for any length of time creates an attitude of neglect 
which is soon noticed by the buying public. 

Displays such as a special sale showing should be 
given the same consideration as a regular seasonable 
exhibit. Merchandise offered at a reduced price should 
carry the same quality appeal at such disposal as 
though it were to be sold at the original figure. In 
arranging the window background, even though 
economy must be practiced, certain inexpensive trim- 
mings can be employed with telling effect. For in- 
stance, a covering of ordinary sateen may be draped 
over permanent backs and a small spray of artificial 
flowers artistically embodied. This provides a setting 
of character and attention value at a cost of not more 
than $25 to $40 for two display windows measuring 
approximately 10 ft. long by 7 to 8 ft. high. 

A decorative screen such as illustrated by cut A-101 


is also an item that serves to the utmost satisfaction 
for an indefinite period. It is produced of wood and 
wall board in panels. Two or three positions can be 
derived with this type of decoration for a change from 
the present backing. The center panel measures 5 ft. 
high by 2 ft. wide. The end pieces 18 ft. wide by 
4 ft. high. Each unit has a specially arranged stand- 

















A101—A decorative screen of wood and wall board adds 
tone to the setting 


ing base which eliminates all difficulty for arranging 
in the window. ’ 

Many store windows have highly finsihed permanent 
backgrounds but lack a good floor. Perhaps a carpet 
has been used and is frayed from service. Change 
would create a new drawing interest. Floor covering 
such as represented in illustration A-102 is modern 
in style and makes an attractive foundation for the 
display. This covering is painted on wall board in 
oil colors of new shades and then varnished to assume 
a semi-permanent finish that can be washed from time 


(Continued on page 119) 


























A102—A very effective floor covering ts of wall board painted in oil colors and varnished to 
assure a washable semi-permanent finish 








118 BOOT AND SHOE RECORDER 





January 28, 1922 


Between Hay and Grass 
(Continued from page 105) 


ins,” the general supervision of store activities, the 
starting off of the business into a new season, pro- 
vide enough work to keep everybody busy in the ex- 
ecutive branch of the business. 


Non-Producers Give Way 


February usually marks a considerable shifting of 
help in retail stores. This year will be no exception 
to the general rule, but merchants are scrutinizing 
their help and production records made by each more 
critically than for several years past. The producers 
will stick. Unfortunately they are too few. However, 
there is a growing interest among young men and 

















Folder No. 5B showing a full line of display fixtures 
now ready. Write us for copy. 


J. R. PALMENBERG’S SONS, INC. 
1852—70 years—1922 
63-65 West 36th St., 


CHICAGO 
204 W. Jackson Bivd. 


New York 


BALTIMORE 
122 W. Baltimore St. 


BOSTON 
26 Kingston St. 











young women to better fit themselves and qualify 
themselves for shoe selling than ever before. The 
Retail Shoe Salesmen’s Institute of Boston and other 
similar agencies have shown the possibjlity of ad- 
vancement for salespeople who are really educated in 
the various technical branches of the shoe industry. 
The producers will stick and the non-producers must 
give way to this ever-increasing procession of the 
energetic young men and women who appreciate the 
value and the necessity of informing themselves so that 
they may rightfully and truly function in their posi- 
tion as footwear distributors. 


BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 


MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 






















APPELBEE & NEUMAN iInc., 
23-25 Greene Street, New York, U. S. A. 
Manufacturers and Originators of 
Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 
BOSTON: 133 Lincoln St. 


ST. LOUIS: Star Building 
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(Continued from page 117) 


to time. Flooring of this character can be purchased 
at about 50 cents per square foot. It comes in three 
or four sections, according to window dimensions. 
The construction of many window backs embodies 
panneling of veneer or 
wall board. Such back- 
grounds afford good op- 
portunity for trimming 
with a scenic panel as 
illustration A-103. The 
entire window effect is 
changed by the use of 
this class of decoration, 
which can be produced in 
any design of art at a 
cost of 60 to 80 cents a 
square foot. Such pieces 
are done in oils on either 
wall board panels or can- 
vas and other fabrics as 
might be preferred. 
Because of the archi- 
tectural arrangement of 
some windows the display 
value from a selling stand- 





A103—Many permanent win- . < 
dow backs ave so constructed point is below par. For 


that scenic panels of veneer 


or wall board can be em- this reason every effort 
bodied 


should be exerted to put 
in some adaptable deco- 
ration that will add showy effect. Small cut out pieces 
are just the thing. The trimmer will find such deco- 
rations give effectiveness when used with drapes or 
fabrics. The set piece, such as shown in illustration 
A-104, is cut out of wall board and painted in such 
colorings as are seasonable. It measure 4 ft. high, 
the base about 3 ft. wide, and can be purchased from 
decoration houses at about $5 or $6 each. 

Display windows that have nothing more than glass 
for their backing can be easily and artistically treated 
with art pieces such as illustration A-105. This de- 
sign is a velvet fabric covering mounted on a special 
circular framework with floral 
feature embodied. A piece of 
this type should measure about 
48 in. in diameter and be placed 
in the center of the window. The 
reverse side is highly finished, 
which qualifies it for use where 
glass backings are installed. The 
price of an article of this char- 
acter usually runs about $18 or 
$20. 

Velours, plushes, velvets, etc., 
properly arranged in an artistic 
way on the floor of a window will 
give the merchandise a keen ap- 
pearance that is sure to compel 
special interest. 

Show cards and price tickets 
should have every consideration. 
It is these items that will deliver 
your message. 

The shoe dealer who will out- 
line his window display with 
these facts well in mind will soon 
notice an increase in his business. 





are seasona 


A104—A set sae cut out of wall board and 
painted in 3 that b 
draws attention years. 
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Between-Seats Show Case 


In the Swartz Bootery, Albany, N. Y., seats are 
built of circassian walnut in “bench” style with high 
back forming the dividing center. On either side 
the seats are separated by divisions that give ample 
and comfortable seating space. In order to utilize 
every available space for display purposes, the owner 
had the dividing center built about 14 inches wide. 
Upon this foundation a show case, with glass panels, 
and one glass shelf running the full length of the 
case, was secured. Here evening slippers, fancy 
buckles and the like are displayed. As the case ex- 
tends quite a distance above the head of the custom- 
er it is in no way a hindrance, but rather has been 
found a most excellent manner of displaying better 
merchandise since the weather outside has no effect 
upon the display. These cases are air tight and 
gold or silver brocades are shown without the hazard 
of being tarnished by too much light. 





Retail Store Holds Contest 


St. Francisville, La.—Peter Trocchiano, retail shoe 
merchant, has been conducting some effective publicity 
of late. Besides a good-sized ad in “The True Demo- 
crat,” a contest for high school pupils has focused 
much attention on his store. There were a large 
number of contestants. A choice of four subjects was 
offered, but the main idea of all four centered on the 
lessons from the Thanksgiving Holiday and Ameri- 
canism. There were three -prizes awarded and the 
first prize paper was published in “The True Dem- 
ocrat.” 


Greetings from Australia 


The Australian Leather Journal Boot and Shoe 
Recorder has issued a diary for 1922, which is unique 
and most complete. In size it is 8x 10 inches and has 
a cloth cover. In addition to the diary, it has cash 
account pages for the twelve months of the year, 
pages for memoranda and two insurance record 
pages. All these record pages are 
interleaved. There are seventy- 
two pages of reading matter and 
advertising, which precede the 
diary. 


A Business Change 

Helena, Ark.—Henry Solomon, 
for many years owner of Solo- 
mon’s Shoe Store, will soon leave 
this city to do business in Mem- 
phis, retaining a half interest in 
the store here. Mr. Solomon has 
bought an interest in the Mem- 
phis Shoe Co., Inc., of which Si- 
mon Levy is the president. 


‘Twelve Years in Business 
Tampa, Fla.—In a recent issue 
of the BooT AND SHOE RECORDER, 
the Boston Shoe Co. was errone- 
ously listed under the head of 
“New Shoe Stores.” This store 
has been in existence in the same 


location for the past twelve 
le always 
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REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. ° 





Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 








(BAC CORK INSOLES 


- for MEN and WOMEN 


ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 


NEW line of durable sheet-cork insoles, reason- 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - - - BOSTON 
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Showing Respect for the Shoes 
During the Bargain Period 


day season and the Easter selling season 

when a good many dealers seem to think 
that their shoe windows must be “junk” windows 
in order to get business. 

Of course, it is a bargain period. Inventory must 
be reduced. A number of winter lines must be 
cleared out. Price cutting must be relied upon as 
the chief magnet for drawing in the trade. 

But— 

Price isn’t all that matters to the buyer of a pair 
of shoes, even at this time of year. 

A majority of people set their minds firmly on a 
certain type of shoe, measuring up to a definite stand- 
ard of quality. A low price means nothing to them 
until they are assured that the shoes it is quoted on 
are the right shoes for them. 

Most of the remainder set a price that they will 
pay. They want the best shoes they can find for 
this price. 

So— 

Price should not be allowed to crowd quality and 
style out of the limelight. 

This thought should be applied to the planning of 
window displays for the next two or three months. 

A good shoe is entitled to the same respect when 
the price is down as when the price is up. A window 
trim indicates that the dealer hasn’t respect for the 
shee when it is not shown in an attractive setting 


4 b-ar is a space of time between the holi- 








For clearing good class lines trims such as this have 
cards in the front of the window and possibiy an artistic sign aitached to 


which will render an attractive price doubly at- 
tractive. 

It doesn’t pay to mark down good shoes from $10 
to $6.35 and then throw them in the window in a 
way that makes them look like two cents! 

As a good shoe store becomes established, the 
customers and passersby ascribe to it a certain dig- 
nity, which is an asset and which should be rigidly 
maintained in all the store’s contact with the public 
—not excepting the window display. A good shoe 
has a dignity of its own, from which it is not neces- 
sary to detract in order to give prominence to a price, 
a reduction or the name of a sale. 

As a shoe in a window cannot be picked up and 
closely examined, the setting must be depended upon 
to provide the atmosphere of quality. This atmos- 
phere is destroyed by the old, overworked bargain- 
sale stunts of crowding nearly all the stock into the 
window, sometimes just throwing the shoes at a 
number of different prices into disorderly piles. Such 
trims as this and unsightly muslin signs stretched 
across the front of the shop would better serve to 
identify the here-to-day-and-gone-to-morrow type of 
“bargain” store. 

The different price groups should be displayed 
not just as piles of shoes but as shoes worth stopping 
to look at—as shoes that are especially desirable not 
alone for what they’re now priced at but also for 
what they are. 
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The more crowded the window is the more shoes 
will be shown and the less will be noticed. Most of 
the notably successful display men advise against 
trying to put every shoe into one trim, and recom- 
mend changing the trim more fre- 
quently. Rather than use a great 
quantity of a feature number many 
employ spotlights and other de- 
vices to center the attention on a 
single pair, and find that this 
livens up sales to a remarkable 
extent. 

The attention value of the bar- 
gain window is enhanced by. the 
use of fixtures of a different de- 
sign than those used just previ- 
ously for the holiday trims. Ar- 
tistic decorative touches also are 
in order and have as much selling 
value as at any other time, for 
an attractive pair of shoes is no 
less worthy of an attractive set- 
ting in January or February than 
in April or October. 

The “high spots” of an an- 
nouncement, neatly lettered on a 
full or half sheet card, will be 
legible from across the road. At- 
tractively designed wallboard win- 
dow backs or screens also can be 
used, with spaces provided for in- 
terchangeable reading matter. 
These needn’t necessarily be expensive, whether 
made “on the ground” or produced by a house which 
makes a specialty of this work. 

If the display man sees where a few new “props” 
will add to the pulling power of his bargain win- 


A window card o 





this sort carries a 

certain dignity which makes the sale 

price doubly attractive through build- 
ing confidence in the merchandise 
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dows, it is well not to squeeze his expenditures too 
tightly, for what he aims to accomplish will reduce, 
not increase, the percentage of overhead. 
To create more confidence and create more busi- 
ness, let the bargain trim show 
.more respect for the shoes! 


DON’T ENVY SUCCESS, 
RESPECT IT 


Top-notchers, I have often no- 
ticed, admire other top-notchers. 
John D. Ryan, who has become 
the top-notcher in the copper in- 
dustry, remarked to me the other 
day that he had never forgotten a 
statement made by a famous Colo- 
rado preacher, Myron Reed, when 
Ryan was a young store clerk. “It 
was just after John L. Sullivan 
had won the boxing championship 
of the world,” recalled Mr. Ryan, 
“and had gone on the stage to take 
a part in a play called ‘Honest 
Hearts and Willing Hands.’ This 
famous preacher—Congregational- 
ist, at that—came boldly out in 
his sermon and said: ‘I am a 
great admirer of the best man in 
his line, and I am not very par- 
ticular what his line is. I would 
not go across the street to see John L. Sullivan act; 
but I would like to see him fight.’ I felt at that time 
that this was rather a daring thing to say from the 
pulpit—but I fully sympathized with the sentiment!” 
—B. C. Forbes in Forbes Magazine (N. Y.). 








February Window Decorations 
(Continued from page 115) 


lattice strips, painted gold, as is illustrated. 
The Arrangement of Fixtures 


Design No. 3 shows a good idea of fixture arrange- 
ment in front of a small unit setting, which is made 
from wall board and painted a light blue color. The 
center panel is cut out and backed up with light lattice 
strips painted gold. Hanging suspended from the 
decorative top are two small Jap lanterns as shown. 

This unit is placed a little to one side of the center 
on the window at the back and the fixtures arranged 
as is shown. 

This arrangement gives the entire floor space over 
to the display of merchandise. 


Advance Spring Showing 


Our fourth illustration presents a good idea to use 
in connection for an advance showing of the new 
spring merchandise. 

This setting consists of an arrangement of light 
lattice strips painted black upon a plank base placed 
at the back of the window. Upon the face of the 
lattice pieces is arranged a circular cardboard cut out 
using a pink color cardboard. Wpon the face of the 
circular cut out is painted the design in white. 





White daisies and light green foliage is then ar- 
ranged as is shown. 

Hanging suspended from the cross piece lattice 
strip is an oval sign cut from pink cardboard and 
lettered in white. 

Upon the plank base is placed the long flower box, 
which is filled with artificial flowers and foliage, as 
illustrated. 

Upon the floor of the window is arranged sheets of 
pink cardboard in rug effect. This is then bordered 
with a strip of black satin ribbon about an inch wide. 


A New Decorative Unit 


Our No. 5 illustration shows a small decorative unit 
which can be made in an easy manner by first making 
a tall square stand and flanking it on each side by 
pieces of wall board cut out as is shown. The stand 
and side flank pieces can be painted a light green and 
decorated in black. Upon the top of the stand is placed 
the wicker basket painted gold and filled with flowers 
and foliage as is shown. The tall upright pieces 
which top off the basket are light lattice strips painted 
gold. This unit works in very nicely not only as a 
unit for the window, but can be used in various ways 
for interior decoration. 
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Greater Seating (apacity 


With Interlocking Chairs 


Some of the advantages over settees 
and individual wooden legged chairs 
are— 


GREATER SEATING CAPACITY 
(Chairs interlock) 


GREATER COMFORT 
a stuffed or full roll plain 
seat 


SUPERIOR DESIGNS 
ECONOMY 


(Plain wood or upholstered opera 
chairs cost about one-half price 
of corresponding wooden legged 
chairs) 


INDESTRUCTIBILITY 


(Opera chairs guaranteed against 

breakage. Wooden legged chairs 

and settees break easily) 
RIGIDITY 


(Opera chairs have heavy metal 
uprights fastened to the floor) 


AMERICAN SEATING (OMPANY 


-.» General Offices: 1016 Lytton Bldg. 
: ' CHICAGO © 


Room 302---69 Canal Street Room 601---119 W. 40th Street 
: “BOSTON ~ ~~  .. NEW YORK 
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A NEW CATALOG 


Showing Several New Lines of 
Period Window Display Fixtures, 
Shoe Store Chairs, Fitting Stools, Mir- 
ror Fitting Screens and Window 
Backgrounds. 


THE OSCAR ONKEN Co. 1157 FOURTH ST. CINCINNATI, OHIO 
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ENGEL SHOE CO. 


EVERETT, MASS. 


Shoes for the J obbing Trade Only 
and Sold Only by. °. 


GEORGE H. LEVIRS 
We have discontinued our in-stock department and 
are no longer selling the retail trade direct. We 
hope that our good friends in the retail trade will 
ask their nearest jobber for our shoes. 


WOMEN’S McKAYS, MISSES’ and CHILDREN’S WELTS 
and STITCHDOWNS 


Boston Office: 


117 LINCOLN STREET BOSTON, MASS. 











125 








TRADE MARK REG U.S, PAT. OFF. 


BOOT AND SHOE RECORDER 








Everybody Will Want Them 


BE READY for the demand for the new 
Nedlin-Wingfoot Sports Bottom. 


Just so sure as the first few pairs of shoes made 
with this attractive bottom appear on the 
streets of your town, you will be asked if you 
have them. 


For this is the shoe bottom that everybody 
wants, for street wear, for outing service, and 
for athletics. 


it Is made for men and women both. 


It has a special appeal for the motorist, the 
achtsman, the golfer, the cross-country ram- 
Se. It is good looking, and scientifically built, 
with its gripping and resilient buttons placed 


Sol 


DURABLE - WATERPROOF : COMFORTABLE 





just right for all-weather contact with any 
walking surface. 


It has the standard qualities of the Goodyear 
Wingfoot Heel—neat design, lasting resilience, 
and long life—and of Nedlin Soles — durable, 
waterproof, comfortable. 

During 1922, Goodyear will advertise the new 
NeGlin-Wingfoot Sports Bottom in 32,000 street 
cars, in 562 cities and towns. 

Place your order now for representative street 
and sports models made with the new Nedlin- 
Wingtoot Sports Bottom. 


Tue Goopyear Tire & RusBer Company., Inc. 
Offices Throughout the World 


eS 
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Decided Decrease in Living Costs Since 


July, 1920 


Investigation Shows Drop of More Than 20 Per Cent from 
Peak But Prices Are Still Far Above 


HE latest comprehensive in- 
formation on changes in the 
cost of living in the United 

States, reflecting conditions ip rep- 
resentative communities all over the 
country, was made public to-day in 
a report issued by the National In- 
dustrial Conference Board, 10 East 
Thirty-ninth Street, New York. This 
report, entitled “Changes in the Cost 
of Living: July, 1914—November, 
1921,” is the eleventh in the board’s 
studies of the cost of living, and is 
based upon material gathered from a 
large number of representative retail 
dealers in clothing, furnishings, and 
fuel, and from authorities represent- 
ing a wide variety of interests in 
many sections of the country in con- 
nection with rents and carfares. The 
retail food price index numbers of 
the. United States Bureau of Labor 
Statistics were used as a basis for 
the estimated changes in the cost of 
food. 

The total increase in the cost of 
living from the beginning of the war 
to November, 1921, the investigation 
shows, was 63 per cent. The rise in 
cost of the major items in the wage- 
earner’s family budget during this 
period is estimated to have been as 
follows: Food, 52 per cent; shelter, 
69 per cent; clothing, 61 per cent; 
fuel and light, 79 per cent; sundries, 
78 per cent. 

The report shows that the peak of 
the cost of living in the United States 
was reached in July, 1920. Since then, 
the total cost of living has decreased 
20.3 per cent. Food has decreased 
31 per cent; clothing, 39 per cent, 
and sundries, 4 per cent; while shelter 
has increased 7 per cent, and fuel and 
light, 8 per cent. 

The change in the cost of living be- 
tween July, 1921, and November, 1921, 
the report shows, was almost neg- 
ligible, averaging only 0.06 per cent. 
During these four months the cost of 
shelter and fuel and light showed 
no change, while the cost of clothing 
decreased 2 per cent, and that of 
sundries 4 per cent. The only item in 
the wage-earner’s budget which, since 
last summer has shown a tendency to 
increase, is that of food, the cost of 
which has gone up 8 per cent since 
July, 1921. 


Food 
The report shows that the highest 


point reached by food prices since 
1913, was in July, 1920. Since then 


the Level of 1914 


the drop in food prices has been gen- 
eral in all cities, declining steadily 
until June, 1921. In that month food 
prices were lower than. they had been 
at any time since the spring of 1917. 
In July, 1921, food prices advanced 
somewhat, but in the months which 
followed, the change was not great. 
The average increase in retail prices 
of food between 1913 and November, 
1921, for the country as a whole, was 
52 per cent. Among the fifty-one 
cities from which reports were re- 


ceived, the decrease in the cost of 


food from November, 1920, to No- 
vember, 1921, varied from 25 per cent 
in Cleveland to 17 per cent in San 
Francisco. In no one section of the 
country did there seem to be an un- 
usually large movement of retail food 
prices one way or the other. The 
most substantial decreases for sep- 
arate articles noted were granulated 
sugar, 48 per cent; lard, 43 per cent; 
rice, 34 per cent. Canned and pack- 
age goods, together with potatoes, 
showed the smallest price decreases. 


Rents 


Average rents the country over did 
not change between July, 1921, and 
November, 1921. A few increases and 
a number of decreases were reported, 
but in a great majority of cases the 
changes in rents in separate cities 
were not important. Between July, 
1920, and November, 1921, average 
rents advanced 7 per cent, and the 
total increase in rents between July, 
1914, and November, 1921, was 69 per 
cent. In nine cities the average rents 
of wage-earners’ houses in November, 
1921, were still 100 per cent or more 
over 1914. These include: Ann 
Arbor, Mich.; Battle Creek, Mich.; 
Bayonne, N. J.; Binghamton, N. Y.; 
Los Angeles, Cal.; Pasadena, Cal.; 
Passaic, N. J.; Richmond, Ind., and 
Terre Haute, Ind. In ten cities, in- 
cluding Denver, Col., Des Moines, 
Iowa, and Portland, Ore., this increase 
averaged 91 per cent and 100 per 
cent, and in ten other cities, including 
Kansas City, Kan., Rochester, N. Y., 
and Milwaukee, Wis., the average in- 
crease has been between 81 per cent 
and 90 per cent. In 142 of the 164 
cities covered, the net increase during 
this period fell between 21 per cent 
and 80 per cent. From Great Falls 
came the report that rents had de- 
clined between 11 per cent and 20 per 
cent since 1914, 

Local industrial conditions, the re- 


port says, have apparently had more 
to do with rent decreases than has an 
increased supply of houses; but while 
most authorities reporting were of 
the opinion that the peak of rent in- 
creases had been reached, they also 
emphasized the necessity for more 
building. 


Clothing 


The average cost of clothing in- 
creased 2 per cent between July, 1921, 
and November, 1921. Between the 
peak in July, 1920, and November, 
1921, the decrease in the average cost 
of clothing was 39 per cent. The net 
increase in the cost of clothing be- 
tween July, 1914, and November, 1921, 
was 61 per cent. The most significant 
feature of changes in retail. clothing 
prices since last summer is the fact 
that, while the general trend of cloth- 
ing prices continued downward, the 
average cost of a number of items in- 
creased within the four-month period, 
including cotton yard ‘goods and knit 
goods, and the cheaper grade of men’s 
work shorts. 

On the basis of an estimate of the 
items that might be purchased in one 
year by a wage-earner and his wife, 
the investigation shows that the cost 
of a man’s clothing budget in No- 
vember, 1921, was 39.4 per cent less 
than in July, 1920, and 67:7 per cent 
higher than in July, 1914. For a 
woman, the average cost of a year’s 
clothing budget in November, 1921, 
was also 39.4 per cent less than in 
July, 1920, and 55 per cent higher 
than in 1914. 


Fuel and Light 


The average cost of fuel and light 
combined did not change between 
July, 1921, and November, 1921. 
There was, however, an increase of 
8 per cent in the cost of these items 
since July, 1920. The cost of fuel 
and light, generally, in November, 
1921, was 79 per cent higher than be- 
fore the war. 


Sundries 


The average cost of sundries has 
decreased 4 per cent since last sum- 
mer, though the total average in- 
crease in cost of these items is 78 per 
cent over that before the war. In 
about 85 per cent of the cities report- 
ing, carfares have not changed since 
July, 1921. Increases were reported 
from thirteen cities, while seven re- 
ported a decrease in fares. Estimates 
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THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


2 In Stock Specialists of 
' = Nig \ 
ACIS 


Women's Shoes, Party 
Slippers and Novelties. 
Write for Catalogue 
BOUDOIRS AND BALLETS IN STOCK 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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of changes in the average cost of 
amusements were based on reports 
regarding admission charges of mo- 
tion picture theatres. The majority 
of these reports indicated that the 
rise since 1914 had been 100 per cent 
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or more in most sections of the coun- 
try. There appears to have been a 
decrease in the cost of both candy and 
tobacco in 1921, but each of these 
items in November was considerably 
higher in price than in 1914. 





BROCKTON 


Wintry Weather Stimulates Business 


In-Stock Departments Furnishing Heavy 
Shoes to Meet Immediate Demands 
of Merchants from Various States 


Brockton factories, stock de- 

partments have been depleted 
during the past few weeks as a 
result of cold weather and heavy 
snowstorms in various parts of the 
eastern and middle states. New York 
State and Pennsylvania have been es- 
pecially well heard from in this re- 
gard. Many thousands of cases went 
out of Brockton factories a short time 
ago following a storm centering in 
those two states. Frozen ground, 
with snow and ice, is needed to enable 
merchants to move their stocks of 
heavy footwear. When these condi- 
tions prevail merchants look for fac- 
tory in-stock departments to replace 
their depleted shelves. Until recently 
the winter has not been all that could 
be desired in this direction, yet there 
is considerable time left in which 
heavy shoes can be sold. 


GS Brocit of heavy footwear in 


EIGHTY-FIVE YEARS YOUNG 

Charles Howard, president of How- 
ard & Foster Co., one of Brockton’s 
oldest shoe manufacturing concerns, 


recently reached his eighty-fifth birth- _ 


day. During the past two years Mr. 
Howard has been in poor health and 
is now unable to visit the factory ac- 
cording to his past custom for many 
years. He retains, however, his in- 
terest in local and general business 
and social matters, particularly in the 
Howard & Foster Co., of which he has 
been the controlling factor for a gen- 
eration. 


COBBLERS REDUCE PRICES 


Reductions in prices for shoe repair- 
ing among Brockton shoe cobblers are 
in effect, according to recent agree- 
ment. These reductions are from 10 
to 15 per cent below former prices. 
At the present time Brockton cobblers 
charge $2 for tapping and heeling a 
pair of men’s shoes, and with rubber 
heels, $2.15. When the new schedule 
goes into effect these prices will be 
25 cents less. The price of a Brock- 
ton shoe shine remains at the war- 
time figure of 10 cents. 


HE STUCK TO HIS LAST 


“A Shoemaker Who Stuck to His 
Last,” is the title of an article re- 





cently appearing in “Printers’ Ink 
Monthly.” It contained an interview 
of a representative of that publica- 
tion with President William L. Doug- 
las, of the W. L. Douglas Shoe Co. of 
Brockton. A picture of one of the first 
Douglas factories and a photograph 
of the famous manufacturer accom- 
panied the article. 


WILL PRODUCE RUBBER HEELS 


The Phoenix Rubber Co., Inc., is a 
new corporation with capital of $25,- 
000 which will produce rubber heels 
and other goods in a factory in Brock- 
ton. The incorporators are: Charles 
D. Burnes, Charles D. Wener, and 
Lena H. Wener. An enlarged fac- 
tory plant is to be occupied. 


POET VISITS FACTORY 


Edgat A. Guest, famous newspaper 
poet, who spoke recently in Brockton, 
visited the factory of Thompson 
Brothers Shoe Co., where he was en- 
tertained by treasurer Herbert H. 
Fillebrown, an old acquaintance. Mr. 
Guest had never seen the various op- 
erations necessary for the production 
of a shoe and was much interested in 
the efficiency displayed in the vari- 
ous departments of the big plant. 


ANNUAL MEETING AND 
ELECTION 


At the annual meeting of W. L. 
Douglas Shoe Co., officers were elected 
for the coming year as follows: Presi- 
dent, William L. Douglas; vice-presi- 
dent and treasurer, Herbert L. Tink- 
ham; assistant treasurer, Charles D. 
Nevins; clerk, A. T. Sweetser; direc- 
tors, the foregoing, and Frank L. Er- 
skine, Daniel W. Packard, and George 
J. Taylor. 


A WEEK’S SHOE SHIPMENTS 


Forwardings of shoes from Brock- 
ton during the past week were 9,355 
cases, as compared with 7,670 cases 
with the corresponding week of 1921. 
For the first two weeks of 1922 there 
were 19,829 cases shipped, as com- 
pared with 13,773 cases of the first 
fortnight of 1921. 
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HAVERHILL 
Business Reports Encouraging 


Shoe Manufacturer Expresses Confidence 
as to Haverhill’s Prominence in the 
Turn Footwear Industry 


ness trip which included 

a showing of our lines of 
turns at Chicago at the Chicago 
exhibit,” said a local manufacturer, 
“I have renewed confidence regarding 
Haverhill’s leadership in the turn 
shoe industry. Keen buyers who 
know the turn shoe game from A to Z 
have told me that Haverhill lines meet 
their requirements. One buyer said 
that after he had looked over the mar- 
ket he had decided to place his turn 
shoe orders in Haverhill. A Western 
buyer who hasn’t been East in five 
years assured me that Haverhill would 
get his turn shoe business the present 
year. 


Price an Important Factor 


“Naturally,” coatinued this manu- 
facturer, “price is a big factor in sell- 
ing shoes, Haverhill-made or other- 
wise, at present. Buyers are watch- 
ing prices and values as never before. 
Haverhill is up against the keenest 
competition not only regarding the 
production of turn footwear, but also 
in MacKays and welts. Of these two 
latter lines of footwear Haverhill is 
an important producer. Its MacKays 
and welts have an excellent reputation 
not only for style but for quality. 
Speaking again of the turn shoe situa- 
tion, there is every reason to believe 
that Haverhill goods and Haverhill 
prices will successfully meet competi- 
tion. Our wage question is well along 
towards settlement. Each one of our 
factories is getting onto a bed-rock 
basis as to cost of production. Our 
manufacturers are the equal of any in 
their respective lines of production 
and in their experience in the produc- 
tion of turns, MacKays, and welts; 
also in their ability to supply discrim- 
inating buyers at prices which repre- 
sent not only good sellers, but profit- 
makers to merchants. We are getting 
a good start on 1922 and another 


6 PR tess trip 9 from a busi- 


month will see a large production of 
footwear in our local factories.” 


PRODUCERS OF FABRIC FOOT- 
WEAR 


A unique position in the trade is oc- 
cupied by the Hannahsons Shoe Co. 
of this city as to its production. This 
concern cuts fabrics exclusively for its 
medium grade novelties in women’s 
turn and MacKay shoes. These are 
carried in stock for at once deliveries. 
Black satin and white canvas repre- 
sent the materials utilized, no upper 
leather whatever, being cut. The 
Hannahsons Shoe Co. booked a large 
amount of business from its exhibit 
at the Chicago Show. Merchants from 
all parts of the United States visited 
the booth and kept salesmen busy. 
Many of these callers said. that they 
felt well acquainted with the concern 
through its advertising. The Hannah- 
sons Shoe Co. now has 20 salesmen on 
the road, covering all parts of the 
United States. The factory is sup- 
plied with orders which cover produc- 
tion for several weeks ahead, with 
business being daily received. The 
company’s white shoes are in es- 
pecially large demand. 


Emery & Marshall Co., manufactur- 
ers of women’s turn and welt shoes, is 
now producing at its factory 2,000 
pairs daily, this number being equally 
divided between the turn and welt 
lines. At the Chicago Show the “E. & 
M.” line attracted much favorable at- 
tention and brought business. In par- 
ticular, the lines of turns and welts 
made to retail at $5 are meeting with 
trade approval. Lower costs of pro- 
duction enabled Emery & Marshall 
Co. to quote attractive prices on these 
goods. As a result the company has 
interested numerous concerns to the 
extent of placing substantial orders 
for spring and summer delivery. 





ATLANTA 


Congratulations on Chicago Convention 
Southeastern Retail Shoe Merchants Much 
Pleased with Big N. S. R. A. Meet— 
A Membership Drive Launched 


EPORTS received from At- 
lanta shoe merchants who 
attended the National Shoe 
Retailers’ Convention in Chicago 
state that it was the most successful 
convention ever. Members of the 
Southeastern Shoe Retailers’ Associa- 
tion (which includes in its member- 


ship many prominent Atlanta shoe 
merchants) who attended the Na- 
tional Convention, report that they 
have been well repaid for the visit. 
The Southeastern Shoe Retailers’ 
Association has just launched a cam- 
paign to double its membership before 
its next annual convention, which will 
be held at Jacksonville during June 
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Where toBuy 


Women’s Shoes 



















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Bend for Catalogue 
MAID-RITE FKL 1 SLIPPER OO., 


me. 
35 York St., Brooklyn, N. Y. 











E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 

















Haverhill, Tass. 
Boston Office 
Rice Bldg. Reom 406 
FERN & POOR CO., Inc. 
Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 
Inquiries Promptly 
Answered. 
Samples on Request. 
Felstiner-O’Connell 
oT weningtn Be 
Haverhill, Mass. 











Boston Office, 92 Beach St. 








Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St, Haverhill, Mase, 


207° Booen Street 
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25% Cash Discount 


From the regular 55c. 
list on thirty pair case 
lots. 

Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 

















Whereto Buy 


Ballet Slippers 





Ge 








Ballets in Stock 


—KID— 
Chila’s 8%-11. .$1.25 
_ Misses’ 11%-2.. 1.30 
Girls’ 2%-7.... 1.35 
Terms 2-10, Net 80. 
BAY STATE 

SLIPPER 

COMPANY 
Haverhill, Maas. 
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Women’s Shoes 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 








p=Harding Shoe Co., Inc.a= 


Makers of Women’s Turn Shoes Speciale 
ing in High Grade Novelties 


NEW YORK BOSTON 
D. F. Mellen 215 Mesex St. 
Bernard L. Durgin 
Factory 











Haverhill, Mass. — 





WOMAN'S FINE TURNS and NOVELTIES 

We are now situated in our big, new factory, 

and production is “hitting on high.” The 

yo standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 
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Shoe Illustrations 
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of this year. A circular letter was 
sent out during the past week from 
the Executive Secretary’s office, 305 
Connally Building, directed to all the 
‘members of the association for the 
purpose of locating every desirable 
prospect for membership. This has 
brought quite a number of new names, 
which will be followed up by the Ex- 
ecutive Secretary through the medium 
of a direct mail campaign, with the 
idea of securing their membership in 
the association. 


JACKSONVILLE CONVENTION 
PLANS 


In a communication received during 
the week from Jacksonville, Florida, 
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plans are being pushed vigorously for 
the most successful Shoe Convention 
ever held by The Southeastern Asso- 
ciation. Jacksonville intends to enter- 
tain the delegates on a splendid scale, 
and the business features so far out- 
lined bid fair to surpass anything of 
the kind previously offered the mem- 
bers of the association. 

Joseph Ehrlich has announced that 
on January 10, he associated with him 
in business his son, I. G. Ehrlich, and 
that thereafter the business of the 
“City Shoe Store” would be conducted 
under the firm name of J. Ehrlich & - 
Son. The new firm assumes all lia- 
bilities and is authorized also to col- 
lect all accounts due the late firm of 
Joseph Ehrlich. 





LYNN 


Easter Orders Wanted 


Paradise Pumps, New Sport Shoes, Comfort 
Shoes, Welted Walking Shoes 
All Are Selling 


ITH Easter about 60 days 
W away, Lynn manufacturers 

are naturally looking for 
orders for late novelties. Staple 
styles, suitable for Easter, are being 
stocked. But it is the novelties that 
give life to Easter trade. Time was 
when Russia calf pumps came into 
style at Easter, superseding black 
calf or kid boots, which had been worn 
all winter. But tan low cuts are worn 
the year round nowadays. So some- 
thing new must be brought out at 
Easter time, to give the trade that 
variety which is its life. 

For a stunning creation, there is the 
paradise pumps, new from the fac- 
tory of Mitchell, Caunt Co. Of black, 
brown or gray satin are they, and 
they have little feathered plums ris- 
ing up from the vamps, to adorn the 
instep. The feathers are black, brown, 
grey, or even red, blue or green. 


Silver and Satin 


Also, consider a silver and satin 
pump, or a pump of black satin, made 
in the one-strap style, and the strap 
fastening with a button of shiny silver 
as large as a quarter of a dollar. 


NEW SPORT SHOES 


White buck sport shoes, trimmed 
with black, are among the new stock 
goods of T. J. Kiely & Co. This 
company has hitherto made white 
buck shoes exclusively, for the spring 
and summer season. But now it 
yields to fashion and adds sport shoes 
to its lines. The shoes are for grow- 
ing girls, misses and children. 


CONTENTED WITH COMFORTS 


Mr. Clough and Mr. Shrigley, of 
Merrill, Porter & Co., are back from 





a Western trip, well contented with 
the state of trade. They were at the 
Chicago convention. Their shop is 
running to capacity. The firm is cele- 
brating its fortieth year in business by 
going stronger than ever. 


CONSOLIDATING 


Peparing for further improvements 
in shoemaking, Harney, Tracey & Cre- 
han are consolidating their two fac- 
tories in the Lennox building, on Mar- 
ket Street. They make welted walk- 


ing shoes, of leather all through. 


DENIES A REPORT 


Fred Farwell, manager of the 
Ground Gripper Shoe Co., says about 
a report that his firm will move to At- 
tleboro, Mass.: “I will positively say 
that our firm will not move to Attle- 
boro. Reports that it will do so are 
false.” 

Incidentally the Ground Gripper 
company is said to be the largest firm 
in the country making walking shoes 
for both men and women. 


THE PITCH OF HEELS 


To tread right, a heel should be 
pitched: right. Wedges are put be- 
tween the lift, to make the pitch. It 
takes a trained 1 builder to pitch 
a heel right. One heel, shown as a 
sample of proper pitching, measured 
14/8 at the front and 17/8 at the back. 
The pitch was % of an inch. In- 
cidentally, some Lynn experts claim 
that a lot of foot troubles are caused 
by the wearing of heels that are not 
pitched right. 
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EVERY MERCHANT WILL AID 


“A lot of people should learn how to 
spend, as well as how to save.” That 
is the way to restore good times, ac- 
cording to Clifton Coburn, president 
of the Manufacturers’ bank, of Lynn. 
Every merchant will aid in this worthy 
endeavor. 


IT TAKES A LOT OF MONEY 


“If the capital invested in Lynn’s 
shoe industry were changed into dol- 
lar bills they would, when placed end 
to end, reach from Lynn to Chicago.” 
Which is the way that the Essex Trust 


Co. shows that it takes a lot of money. 


to carry on the shoe business. 


NO MERCHANDISING IN 
SCHOOLS 


The Lynn school committee refused 
to let an agent go into the public 
schools to demonstrate to teachers the 
merits of a line of silk stockings. The 
committee previously refused to let a 
shoe man tell the scholars about his 
shoes. Which looks like good school 
teaching. 


HERE’S A SINGULAR STYLE 


White chrome splits, tanned in Pea- 
body, are made into boots, in Penn- 
sylvania, for miners to wear down in 
a black coal mine. Which shows that 
there is style even down under ground. 
Incidentally, those splits are No. 8 
iron thick, or as thick as a sole, 


HAS ADDED WELTS 


The Bender Shoe Co., who have 
made women’s McKay shoes: since 
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they started business, are now adding 
welt shoes to their product. 


GREY SUEDES 


Pumps, of grey suede leather, some 
with straps and buttons, and some 
with gores, are selling for Easter and 
spring. Some have welted bottoms, 
and low heels. Others have bench 


made turn, or McKay sewed bottoms, 


with high heels. 


RE-ACTION ON HEELS 


“The lowest level of  inartistic 
footwear,” says Charles MacLaugh- 
lin, -“is reached in the heelless style 
shoes for women. A re-action is com- 
ing, for soon or late women will wake 
up and realize that low heel.shoes, for 
dress wear, are slovenly, and that 
Louis heel shoes are graceful and ar- 
tistic.” 


NEW METHOD OF BINDING 


Lynn manufacturers are trying a 
new and simplified method of French 
binding shoes, which promises an in- 
crease in the production of shoes pre- 
senting that style; as, for instance, 
pumps of patent leather bound with 
white. 


LEATHER HEELS 


Orders for all leather heels are in- 
creasing, according to a leading heel 
maker of Lynn, and, at present, they 
call for 50 per cent all leather heels, 
and 50 per cent leather board heels. 





NEW YORK 


Allied Shoe Dinner—F eb. 2 


Excellent Program Arranged—Business 
Problems Will Be Handled by Expert 
—Also Some Real Fun Features 


and Leather Industries of 
Greater New York at the 
Hotel Commodore on February 2 is 
expected to bring together the largest 
gathering of men in the various 
branches of the trade that has ever 
taken place. Indications point to an 
attendance of more than 1,000 and 
possibly 1,500 at the affair which has 
now become an annual event in New 
York shoe circles. The success of 
the dinner a year ago is expected to 
be exceeded and a more elaborate pro- 
gram has been attempted this year. 
Reservations are being made for 
seats at $6 a ticket, the assignments 
to places at the tables being made in 
the order in which the requests for 
reservations are being made. Appli- 
cations for reservations should be ad- 


T HE dinner of the Allied Shoe 


dressed to Percy E. Hart at Cam- 
meyer’s, 47 West Thirty-fourth 
Street, who is chairman of the dinner 
committee. 

The business side of the dinner will 
prove of interest in that John E. Rov- 
ensky, vice-president of the National 
Bank of Commerce, one of the lead- 
ing financial institutions in the coun- 
try, is to be the principal speaker. 
Mr. Rovensky, up until 1916 was con- 
nected with the First National Bank 
of Pittsburgh. In addition to his 
banking experience he is an author of 
wire reputation on financial and credit 
subjects and one of the best informed 
men in the country on foreign ex- 
change. 

Edward Ford, who is known as the 
most humorous after-dinner speaker 
in New York also is on the program. 

The shoe trade itself has some ex- 
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Stacy Adams Co. 

















aDove ALL =6§- “FOR MEN WHO CARE 

TO DRESS WELL” 
2" Sa 
WIll Start You Right. 


T. D. BARRY CO. 
BROCKTON, MASS. 











Gentlemen’s. 
Shoes 
A.E. Nettleton Co. 
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Men’s Shoes 

















PULLMAN TRAVELING SL 
better*than ever in Quality and fit 
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For Men Catalog 


Manufactured by 
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Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Carried == Stock 
Men’s and Boys’ Nailed and Welt 
Boston Sales Office, 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
Holliston, Mass. 
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Boys’ Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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cellent entertaining talent, and fol- 
lowing his success last year, the ir- 
repressible “Wally” Weill has written 
and will stage another playlet which 
promises to eclipse the one produced 
last year. 

en there is more in the way of 
entertainment, which is being reserved 
as a great surprise, according to Mr. 
Hart. 

The dinner is scheduled to begin 
promptly at 7:30. As it is Saturday 
night, no hour has been set for the 
breaking up of the party. 











(Photo by White) 
A. 8. AARONSON 
New Supervisor of Buying and Service 
of all of the shoe departments of Stern 
Bros., New York. Mr. Aaronson was 
until recently women’s and misses’ shoe 
buyer for illiam Filene’s Sons Co., 
Boston 








THE BETWEEN SEASONS PERIOD 

The retail trade here has dropped 
into the between seasons period in 
which business normally is a trifle 
dull. Clearance sales of winter shoes 
continue, alongside of offerings of 
spring models. As yet there has been 
no great volume in the latter, but the 
buying so far, in the opinion of lead- 
ing retail merchants, gives indications 
of a good season as soon as the 
weather becomes propitious. One of 
the outstanding features of the spring 
season as far as it has developed is 
the comparatively big demand for the 
sport type of footwear. Already ox- 
fords of grain leather, and elk with 
plain vamps, rounded toes and low 
heels are being worn on the streets. 
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Many of those shoes are trimmed with 
the saddle strap. 


BLACK AND WHITE POPULAR 
Retail shoe merchants who follow 
closely the trend in women’s costumes 
are convinced that the coming spring 
and summer will be a record breaker 
in all white and white and black foot- 
wear. The white and white and black 
combinations in sports dresses and 
other costumes are already moving in 
appreciable quantities and shoes to 
match are expected to follow. 


MEN’S BUSINESS PROGRESSING 


The men’s shoe business is pro- 
gressing fairly well, with some retail 
merchants, particularly those that are 
offering new styles at prices from $7 
to $10, getting a good volume of busi- 
ness. Among others the London Shoe 
Shops, report sales as reaching big 
figures. 


NEW CAMMEYER STORE 

Cammeyer’s, who maintains a large 
store on Thirty-fourth Street, a 
branch de-luxe on Fifth Avenue and a 
store in Newark, N. J., is to branch 
out still further. By March 1, the 
concern will have established another 
store in Brooklyn, at 390 Fulton 
Street, next to the corner of Smith 
Street. The location is in the high- 
class shopping district in Brooklyn. 
The store will occupy the ground floor 
which has a frontage of 25 feet and 
runs back 150 feet. Extensive alter- 
ations on the store room are in prog- 
ress, including the installation of a 
new show window. When completed 
the store will be one of the most mod- 
ernly equipped in the city. Women’s 
and children’s shoes will be carried. 


OVAL STORE RE-OPENS 
A. W. Shiverts, who conducted the 
Oval Shoe Company at 943 Southern 
Boulevard, the Bronx, which was de- 


’ stroyed by fire late last November, is 


reopening a store at the same location 
about March 15. Extensive altera- 
tions and remodeling have been neces- 
sary. A modern display window is 
being installed and the new store will 
be much better equipped than the old 
store was before the fire. 


REGARDING H. T. DAUGHERTY 


H. T. Daugherty, for many years 
head of the shoe departments at the 
John Wanamaker store, resigned early 
this year. At this writing no succes- 
sor has been selected for Mr. Daugh- 
erty’s place. He is now taking a vaca- 
tion and expects to announce his fu- 
ture plans within a month. 








A NEW SHOE STORE 


Milton, Pa.—N. Abrams has opened 
a new shoe store here, called the Sam- 
ple Shoe Store, dealing in shoes, ex- 
clusively. Mr. Abrams has recently 
sold out his line of ladies’ millinery 





and dry goods and has replaced this 
store with his new shoe store. In his 
new location, Mr. Abrams will deal in 
shoes, exclusively. He also has an- 
other store, located in the same town, 
carrying men’s furnishings exclusive- 
ly, called The Toggery Shop. 









as ao tht ft mw ee cw 


eo 


- & fo 











th 


es 
ig 
er 
t- 
ok 
id 
in 
to 


o- 
‘il 
re 
BT 
‘i- 
De 
ig 


1e 





January 28, 1922 


BOOT AND SHOE RECORDER 


BUFFALO 


A Bright Outlook 


Shoe Wholesalers Report That Retail 
Merchants Are Buying More Freely 
What’s What in Style 


ITH the holidays over, a 
W lull has hit the footwear 

trade here. But the out- 
look for business appears to be 
brighter than it was. Wholesalers’ 
representatives report that there ap- 
pears to be a greater confidence among 
the retail merchant shoe buyers, and 
that they are stocking up more freely. 
Special sales appear to be meeting 
with success. 

Oxfords are holding their own 
among women’s footwear, and straps 
appear to be still in demand. 

Merchants here express the belief 
that the sport oxford will have a 
greater run than ever this summer, 
and are ordering to a greater extent 
than in former years. 


BUFFALO ELECTS OFFICERS 


At the annual election of the Buf- 
falo Retail Shoe Dealers’ Association, 
which was held recently at the Hotel 
Iroquois, Oliver F. LaReau, was 
elected president. Other . officers 
elected were E. A. Eckels, vice-presi- 
dent; George H. Merkling; second 
vice-president; J: Meyer, third -vice- 
president; C. I. Lanich, secretary and 
E. Kirchmeyer, treasurer. Directors 
elected were: Frederick Becker, O. J. 
Konopka, F. M. LeTesta, C. A. Thiele, 
John Leader, E. J. Zittel, Harry Bul- 


let, John Maier, C. H. Barton and W. 
W. Spragge. Out-of-town directors 
elected were: John Dick, Tonawanda; 
Fred Liddon, Niagara Falls, and Os- 
car Loosen, Lockport. 


CHICAGO DELEGATES PLEASED 


A large-sized delegation from Buf- 
falo attended the Chicago convention 
and report that they had a splendid 
time, and that it was a fine conven- 
tion. C. H. Barton was chairman for 
this district. 

The John Ebberts Shoe Co. of this 
city had a fine exhibit at the Sherman 
House during the convention. Frank 
‘Nunn, of this concern, was in charge 
of the exhibit. Fred Van and Freder- 
ick Becker, also with the company, 
were present at the convention. 


NEW INFANTS’ FACTORY 


In October the Endicott-Johnson 
Co. started a new factory at Johnson 
City, N. Y., where infants’ shoes are 
being made. Production at present is 
about 2000 pairs daily and will be in- 
creased to 7200 pairs rapidly—consis- 
tent with good workmanship. A new 
heel factory is also being built at 
Johnson City: This will release space 
in other factories which will also in- 
crease production approximately 10,- 
000 pairs daily. 





PROVIDENCE 


Merchants Are Optimistic. 
Retail Shoe Business Fair—Industrial 
Conditions Unchanged—Stores Are 
Taking Inventories and Holding 
Clearance Sales 


TH the first two weeks of 

the initial month of 1922 

gone by, the status of the 

retail shoe business throughout 
Rhode Island is considered by the 
majority of merchants as “being fair.” 
A semi-monthly review of the mill 
situation hereabouts shows that the 
ushering in of the new year has 
brought little change in the industrial 
status, has solved no business prob- 
lems, and has relieved no pent-up 
demand for goods. The situation, how- 
ever, does not engender pessimism as 
most of the mills of the state are 
working with reduced forces. The 
scarcity of big orders is mainly re- 
sponsible for the present depression. 
A spirit of optimism prevails. Sev- 
eral manufacturers are looking for- 


ward to improved conditions within 
three months. 


AN $8.50 SALE 

At the high-grade Sullivan Shoe 
Co.’s store, a sale of Banister shoes 
made to sell at $13 are being offered 
to the public at $8.50 a pair. Gun 
metal, calf, patent leathers, and cor- 
dovan comprise the showing. Mana- 
ger Fred S. Fenner, who is treasurer 
of the R. L. R. S. D. Association looks 
forward to a big 1922. 


LOW SHOES POPULAR 
At the Walk-Over shoe store, 280 
Westminster Street, low shoes are the 
favorites. High-cuts are being of- 
fered the trade at $7.85. Others are 
priced at $4.45-$6.45. Manager J. A. 
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Thomas, who is vice-president of the 
R. I. R. S. D. A. states that business 
is holding its own. 


WHOLESALE TRADE QUIET 


The wholesale trade the past week 
was rather quiet with mostly sizing 
up orders received. The regular run 
of business has not been very heavy 
since the advent of 1922 though this 
is usual during the initial month of 
the year. Some houses have under- 
gone considerable change during the 
lull and are prepared for the fray of 
the new year. 


PREPARING FOR INVENTORY 


Most all local merchants here, who, 
as a rule, take their stock inventory 
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February 1, are preparing for same 
after their present January clear- 
ances. At the store of Thos. F. 
Peirce & Son, inventory has been 
taken and Manager J. A. Quinn states 
that when totals are recorded he be- 
lieves that they will show the store 
not only had a good year, but went 
“Over the Top.” 


SHOES AT $1.00 


A Lockhart Mill End Sale is in 
progress at Shartensberg’s large de- 
partment store. Great price reduc- 
tions are noticeable in the shoe de- 
partment, some shoes being marked 
at $1 the pair. Ed McNeil, assistant, 
reports business as “spotty.” 





BROOKLYN 


Chicago Convention Brings Orders 


Plainer Models Now Being Made by Fac- 
tories—Some Manufacturers Making 
Sport Shoes for In-stock 


OST Brooklyn manufacturers 

returned from the Chicago 

show well pleased with the 
amount of business booked there. 
Some of them now have about all the 
business they can handle for Easter 
delivery and are busy turning out 
footwear on the orders booked at Chi- 
cago and earlier. The largest retail 
shoe merchants, according to the 
manufacturers here, placed fair orders 


before the Chicago show and are now . 


reordering on* some numbers or plac- 
ing additional orders. The smaller re- 
tail shoe merchants were in the mar- 
ket in good numbers the week follow- 
ing the show, and the show rooms of 
the manufacturers presented a fairly 
busy appearance. 


A wide range of styles is being 
turned cut in Brooklyn. the general 
tendency being toward slightly plainer 
models than those heretofore prevail- 
ing. One straps and sandals are still 
selling. In the latter type patent san- 
dals with a vertical strap of suede 
carried down in fancy designs onto the 
toe of the sandal and in some cases 
crossing the toe to the sole are said 
to be good sellers. Orders for sports 
wear are increasing and some sport 
oxfords are being made for stock by 
certain manufacturers who forsee a 
large volume of business in them dur- 
ing the spring and summer. 


Doremus Reports Encouragingly 


L. C. Doremus of the George W. 
Baker Shoe Co., brought encouraging 
reports back from Chicago. He ex- 
pressed the sentiment that his firm 
was highly pleased with the amount 
of business booked at Chicago and said 
that results in general, so far as the 
Brooklyn makers are concerned, were 
satisfactory. 


Shoes in Industrial Exposition 


Brooklyn-made shoes were included 
in the 200. or more products of the 
borough in the Brooklyn Manufactur- 
ers’ Industrial Exposition, held in the 
Twenty-third Regiment Armory dur- 
ing the week of Jan. 16. Everything 
from lead pencils to dry docks were 


included in the exhibit, which showed 


the wide variety of Brooklyn products. 
The George W. Baker Shoe Co. and 
the Morse & Burt Co. both have ex- 
hibits in the exposition. 


“The Millerite’s” Debut 


The first number of The Millerite, 
a monthly house organ, published by 
I. Miller & Sons, Inc., has made its 
appearance. The book is an eight- 
page, each page measuring 6 x 8% 
inches. On the front cover is a pic- 
ture of Israel Miller. the founder and 
active head of I. Miller & Sons, Inc., 
to whom the first issue is dedicated. 
The second issue of this publication 
will be an anniversary number of the 
I. Miller Fifth Avenue Building, which 
was opened last February. 
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BOSTON 


Post Convention Conferences 
Clearance Sales Continue—New Styles 
Arriving at Stores—Retail Shoe 
Merchants Doing Good 
Business 


ELEGATES to the N. S. R. 
A. Chicago convention from 
the various shoe trade or- 
ganizations have long since re- 
turned home, and the big national get- 
together has been thoroughly dis- 
cussed, both in post convention meet- 
ings and informally. There has been 
the keenest interest manifested in the 
reports of the delegates and in those 
contained in the trade papers—and it 
would seem as though the matters 
presented in official convention talks 
and in. unofficial business chats had 
been well digested and would bear 
good fruit. There were some good or- 
ders placed by Boston merchants as a 
result of the style exposition, and also 
as a result of the displays at the sam- 
ple rooms of various Chicago hotels. 
The first group to discuss the Chi- 
cago Convention was the Boston Re- 
tail Shoe Salesmen’s Association, 
whose president, W. H. Morgan, gave 
one of the two principal talks at the 
open forum in Convention Hall of the 
Coliseum on Tuesday afternoon, Jan. 
10, and who also spoke at another 
forum. This meeting took place Jan. 
16. Mr. Morgan reported that he con- 
sidered the style show was the most 
constructive feature of the conven- 
tion. 


A Style Forecast 


He gave a style forecast based on 
his observations in which he stated 
that patent leathers are going to be 
good for spring up to the white sea- 
son. He said that blacks are going 
to be good in patent leathers. Russia 
and gun metals in welts, and particu- 
larly with lower heels; he spoke of 
the popularity of the one-strap, which 
would be a wider strap than last sea- 
son. In oxfords, he stated that the 
No. 4 tan shade would be good, and 
that light tans and dark shades of 
tan would probably not be so good. 
As to heel height, he reported it to be 
8/8, 10/8, 12/8, and 14/8. He said 
that patent leather welt oxfords would 
be worn to the extent of 70 per cent 
against 30 per cent pumps. Fancy 
shoes, such as ‘cut-outs, side gorings, 
are all problematical. 


Harvard Bureau Suggestion 


Mr. Morgan recommended that 
every salesman subscribe to “Store 
Management Problems,” issued by the 
Harvard Bureau of Business Re- 
search, and said that when he visited 
the Harvard Bureau of Business Re- 
search booth, Dean Copeland re- 
marked: “I -wonder if the average 
shoe salesman is practical enough to 


keep records from day to day, and if 
he wants to compare the amount of 
merchandise he sold a year ago with 
what he is to-day selling, as a guide 
to increase his sales; also the amount 
of time spent in making a sale, as to 
high grade shoes, and lower grade 
shoes?” President Morgan thought 
that the salesmen might try this, es- 
pecially after reading the book, 
‘Management Problems.” 


Marshall Field Bigness 


He told about the windows of Chi- 
cago stores, and stressed particularly 
the bigness of the Marshall Field shoe 
departments, where 500 salespeople 
are employed’ in a business of $3,000,- 
000 yearly. In speaking of the buckle 
arctic fad ‘which had hit this store, 
he said that the buyer, to meet an 
emergency, had recently placed an 
order for 400 cases of over-shoes, to 
be delivered fifty cases at a time. 
The careful arrangement and com- 
pleteness of the stock in this store 
also impressed Mr. Morgan, as well 
as the shoe repair department of the 
store, which was a veritable factory. 


Two Important Points 


He felt that he had made the Chi- 
cago and visiting merchants feel that 
the Boston Retail Shoe Salesmen’s As- 
sociation had by its association work 
rendered a high grade of service to- 
ward the merchant to the public, and 
to one another, and asked for the re- 
tail shoe salesmen in every part of the 
country the same measure.of support 
and loyalty of cooperation at the 
hands of the merchants as has been 
accorded to Boston salesmen by the 
merchants of Boston. 

John Jackson Walsh, a former 
Democratic candidate for Governor, 
gave the gathering a real inspiration 
through his masterly address on 
“Public Spirit,” in which he strongly 
urged the salesmen to take an active 
interest in civic affairs and to read 
good literature, especially the master- 
pieces of the great American states- 
men. Wilma Erlich, professional en- 
tertainer, gave a group of songs and 
a reading. A dinner preceded the eve- 
ning’s program. 


Merchants Have Big Meet 


On the evening of January 25, with 
reception and dinner, which formed the 
opening features of the New England 
Shoe Merchants 1922 N. S. R. A. 
Post Convention Conference, a big 
gathering of the retail shoe trade 
took place at the Auditorium of the 
City Club. The Massachusetts presi- 
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dent, Henry E. Hagan, had issued 
through the executive secretary of the 
Massachusetts Retail Shoe Merchants 
Association, a stirring appeal to the 
combined memberships of the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation, the Rhode Island Shoe Retail- 
ers’ Association, and Associated Shoe 
Co. The committee in charge of the 
meeting were: D. F. Sullivan, Fall 
River; I. H. Morse, Lowell; L. C. 
Haynes, Springfield; T. S. Childs, 
Holyoke; W. C. Goodwin, Fitchburg; 
George E. Peirce, Providence; Roy S. 
Whitmore, Providence; W. C. Roose, 
Manchester. “The Sixteen Sources of 
Profit or Loss” were “grilled” for the 
benefit of all and many were the ques- 
tions asked on this and other shoe 
trade subjects. “What is, and What 
is Not, Going to Sell in Footwear 
Styles,” was discussed. “Captains” 
who were well qualified to lead.the 
different debates took for their sub- 
jects: “Mark-up”; “What Constitutes 
a Proper Profit”; “Buying the Right 
Kind of Merchandise”; “Advertising” ; 
“Window Displays”; “Disposing of 
Undesirable Merchandise”; “Budget 
System of Purchasing”; “Turnover”; 
“Accounting”; “Cash or Credit”; 
“Sales Efficiency”; “Report Depart- 
ment”; “How to Accomplish Co-oper- 
ation and Loyalty Among Employees.” 

President Hagan and first vice-pres- 
ident Willson and other members 
brought back the news from the re- 
cent National Boot and Shoe Manu- 
facturers’ Convention. Besides the 
merchants, managers and heads of 
departments and many star retail shoe 
salesmen attended in large numbers. 
It was a rousing meeting and it was 
the consensus of opinion that the key- 
note sounded by President Hagan of 
“A Bigger Profit in 1922” would re- 
sult in “More Pairs of Shoes sold at 
a profit and fewer pairs at a loss” 


throughout New England shoe stores ° 


during the coming months. 


Business Outlook Meeting 


The Boston Boot and Shoe Club 
held an interesting “Business Out- 
look” get-together and dinner at the 
Copley-Plaza Hotel on Wednesday 
evening, January 25. This meeting 
proved to be one of the most impor- 
tant trade nights ever held by the 
club. A general survey was made of 
trade conditions and prospects, based 
largely on what was said and done at 
the annual meetings of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation, the National Shoe Retailers’ 
Association, and the National Shoe 
Wholesalers’ Association. The tariff 
situation was ably presented and dis- 
cussed. 

Frank C. Rand, president of the 
International Shoe Co., St. Louis, and 
John C. McKeon of Laird, Schober & 
Co., Philadelphia, were among the 
principal speakers. Brief addresses 
were also made by Herbert T. Drake, 
president of the New England Shoe 
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and Leather Association; Albert N. 
Blake, president of the National Shoe 
and Leather Exposition and Style 
Show, Inc.; Charles H. Jones, presi- 
dent of the Commonwealth Shoe and 
Leather Co., and others. 


Round Table Talks Convention 

The Second Round Table of the Re- 
tail Shoemen’s Institute has been 
holding weekly sessions for the past 
two months. This group is under the 
leadership of George F. Hamilton, 
vice-president of the Retail Shoemen’s 
Institute. The total enrolment is six- 
ty-five and an enthusiastic one hun- 
dred per cent attendance was held on 
the evening of January 18, at the Bos- 
ton Shoe Trades Club, when the class 
listened to a report on the N. S. R. A. 
Chicago Convention, presented by J. 
A. Manning, a graduate of the first 
class of the Institute and buyer of the 
children’s shoe department of Jordan 
Marsh & Co 


An Important Questionnaire 

Mr. Manning took with him to Chi- 
cago a questionnaire, prepared by the 
Institute comprising some twenty-five 
questions, which he filled out from his 
observations at the convention and on 
conditions in the retail shoe stores in 
Chicago. The first question of “What 
was the keynote of the National Con- 
vention,” brought an answer in the 
concrete, emphasizing the necessity of 
getting down to business, developing a 
higher sense of understanding among 
the salesmen, co-operating between 
merchant and salesman, ability to turn 
over goods more rapidly, a smaller 
margin of profit and mark-up—a gen- 
eral campaign of getting close to busi- 
ness and cutting off the corners. 

The answer to the second question 
showed how these points were em- 
phasized in speeches and exhibits and 
the answer also brought forth the in- 
formation that manufacturers offered 
lower prices after the convention had 
opened and both merchants and manu- 
facturers were prepared to do busi- 
ness for 1922 on a smaller isn Se of 
profits. 

The third question asked how the 
merchants responded to the keynote 
of the convention and the answer 
brought forth the information that 
the merchants showed a real desire 
to get at facts, more so than at previ- 
ous conventions, and a series of four 
special meetings was held. The fourth 
answer told what features the conven- 
tion brought out in men’s, women’s 
and children’s styles. Mr. Manning 
also told the Round Table group that 
the subjects of rentals, advertising, 
turnover and other business problems — 
were thoroughly thrashed out. Mr. 
Manning supplemented his remarks 
with the reports from the trade 
papers. 


“Merchants Are Optimistic” 
As to the question of the general 
sentiment among shoe merchants on 
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the immediate future, he brought out 
the point that as to the immediate 
future, merchants realized that it is 
going to be tough sledding—but that 
they are all prepared to get down to 
business and work hard during the 
year 1922. “As a whole,” said Mr. 
re “merchants were optimistic; 
they 1 a trend for the better is 
coming and think 1922 will be a good 
year, although not right away, but by 
along toward the close of 1922 they 
think conditions will be adjusted in 
good shape.” Mr. Manning said that 
he found a very great desire on the 
part of merchants to improve the 
quality of their retail service and felt 
that there was a great opportunity for 
the work of the Institute in Chicago. 

Dr. Jensen, orthopedic specialist, 
spoke to the class on the anatomy of 
the foot, and gave a talk as anatomy 
applied to correct shoe fitting. He 
brought samples of shoes and a skele- 
ton of the foot, 

Mr. Hamilton reports that Round 
Table groups have been formed in 
Norfolk, Chicago, Roanoke, Va., Rich- 
mond, Va., Washington, Philadelphia, 
Providence and Wheeling, W. Va. 











P. E. THAYER 
President and organizer of the Thayer- 
McNeil Associates, a new mutual aid 
store associat 








New Bates Concern 


The Bates Shoe Co., Inc., was re- 
cently formed to sell the output of the 
firm of J. E. Groat & Co., of Spencer, 
Mass. J. E. Groat & Co occupy the 
north wing of the Isaac Prouty & Co. 
shoe factory at Spencer. The Bates 
Shoe Co., Inc., is the selling agent of 
the J. E. Groat & Co.’s men’s welt 
shoes. The Boston office of the new 
concern is located at 215 Essex Street, 
where is also located the Boston of- 
fice of J. E. Groat & Co. O. H.Bates 
is the president of the new company. 
Mr Bates was formerly general man- 
ager of the Interstate Shoe Co., a part 
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of the W. H. McElwain Shoe Co. busi- 
ness. 
New Store Association 

The Thayer McNeil Associates, a 
new association made up of the em- 
ployees of the Thayer McNeil Co., has 
been recently formed with Percy E. 
Thayer, salesman in the women’s shoe 
department of the first floor, at its 
head. And Mr. Thayer is the organ- 
izer of the association, although the 
idea has been in the back of the head 
of C. W. Pollock, manager of the 
store, for some time. The enrolment 
of the salesmen and women of the 
store, which was strictly voluntary on 
their part, was almost 100 per cent, 
only two persons refusing to come 
into the association. The heads of 
the firm observed the rule “hands off” 
until the association was formed, but 
now that it has been fully launched, 
they are giving it their full support 
and are much pleased with the splen- 
did store spirit which is emphasized 
as a result of the new organization. 

For a starter, the association will 
be a mutual aid affair, and later there 
will be an insurance plan of some kind 
worked out. The funds in the treas- 
ury at the present time are $100, but 
the associates say that they are soon 
going to double this amount. The 
present work of the Associates will be 
to continue to remember sick brothers 
and sisters with fruit, flowers and 
small sums of money. These remem- 
brances have been carried on in the 
past, and in the case of one of the 
Thayer McNeil men, a total amount 
of about $100 was donated. The dues 
in the new association are 25 cents a 
month, and initiation fee of $1. 

To celebrate the formation of the 
Thayer. McNeil Associates, a concert 
and dance took place at the Bright- 
elmstone Club on the evening of Janu- 
ary 26, when a “bang-up” good time 
was enjoyed by a large attendance. 


Building Purchase Plans 


At a mass meeting of the Boston 
Shoe Trades Club, held January 18, a 
special assessment of $5 per member 
was voted to defray expenses of the 
club until July 1. By that time it is 
expected that arrangements will have 
been made to acquire title to a build- 
ing in the shoe and leather district 
which will be the club’s home in the 
future. Plans now under considera- 
tion call for the purchase of a build- 
ing which will house not only the Bos- 
ton Shoe Trades Club but other trade 
associations as well. The January 18 
meeting was presided over by Major 
Charles-T. Cahill, president of the 
organization. 


New Bostonian Hotel 
A new hotel, to be known as the 
Bostonian Hotel, will be soon erected 
in Boston, at an expense of approxi- 
mately $10,000,000. It is reported 
that this will rank as the third largest 
hotel in the United States. 
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mings—the same combinations in 
Pearl or White—the same way 
with Leather or Rubber Soles. 


Give us a chance to show you 
what we can do with this model. 

















Novelty 
Stitchdown Shoes 
for Children 


Mahogany Lotus 
Two Strap Pump, 
stitchdown, best 
oak outsole, 

solid leather 
throughout. 





Same style with patent leather vamp with gre 
| ae ~ hn aad in all patent leather or in a 
tan Lotus. 


These styles may be had either in Buckle or 
Button. 


5to8 8% tell 11% to2 
$1.20 $1.40 $1.60 
REMEMBER: Community Stitchdowns 


are repairable. 
We also carry a complete line of sandals, ox- 


fords, play shoes and other novelty stitchdowns 
of the better kind. Samples sent upon request. 


Order Community Stitchdowns from your 
jobber. If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 




















Tailor-Made 


Juvenile Shoes 


Factory Stock Service 














H. H. FREELAND 


Manufacturer 
Established 1806 ROCHESTER, N. Y. 














Catalog on request 
A salesman in every State 



































22 








January 28, 1922 


BOOT AND SHOE RECORDER 139 

















New York Showroom: 
607 Marbridge Bldg. 





“ BEATRICE” 
A eee Sat TO-DAY’S 
Heel Strap Slipper VOLUME NUMBER 


\Dekagy Snes ls 








DEGEN - LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 
Factory: 
133-143 Floyd Street, Brooklyn, N. Y. 























Stock No. 201 


Price $3.00 


Boys’ 
Last 
Widths, 
1 to 5% 








Mahogany Russia 
Bal, Goodyear Welt, Freak 
Oak 


Springstep Rubbe 
C and 









Stock Ensign Welt Shoes for Boys 


They Center the Family’s 
Interest in Your Store. 






To get new customers, start 
the boys off with Ensign 
Welts— for soon parents 
will be looking to you for 
the same service in their 
footwear. 


Outer Sole, 
c Heel. 
D. Sizes, 


IN 
STOCK 


THE ENSIGN SHOE CO. 
BELFAST, MAINE 














KISTLER, LESH & CO. 


GORFORATED 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





ay 


APPROVED BY 
MEDICAL MEN 





F 
ti 


BURKLEY 
SHOE CO. 


1156 No. Main St. 


Retails, $2, $3.50 Brockton, Mass. 








Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





Blooded 
Stock 





Buyers Easy Reference Directory 









Wood Sole 


Boots and Shoes 
Full Oil Grain Leath- 


er, Waterproof Sole 
Leather Counters. 





A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 











No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 
foliage, including vase 

as illustrated, each, $1.75. 
per dozen, $18.00. 


Write for MY SPRING CAT- 
ALOG with illustra- 


Frank Netschert 


61 Barclay St. 
NEW YORK, N. Y. 














INFANTS’ UP-TO-DATE LOW CUTS 


_ Hand Turned—In Stock 


Immediate Delivery 
Also 4 
Strap Ro- 
man Sand- 


salar 1 gy = = 
Yat ee te 
Also 1 and 2 Strap Same—Also Mary Jane 2 Strap. 
Terms 2% 10 days—Net 30. 
THE BAY STATE SLIPPER CO., Haverhill, Mass. 








Fy og 








If you were buying a horse and he was just a horse you would 
have to take for granted the things the owner said, and then wait 
for experience to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, 
you would not need to take the man’s word for it. The pedigree 
would show his ancestry and race and give you an idea of the 
animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. 
sell “‘just a horse” and you have te tein hale chielatin pfatemnent 
with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A. B. C. state- 
ment is the pedigree that tells you what to expect in the way of 
speed and endurance. 









Some publications 
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\ Style No. 9496 
Paris Kid Oxford on No. 179 Last. Medium K 
Toe, Kid Tip, Flexible Welt, 1% Inch Heel. ; 
AA to E In Stock. Price.......+-++++- 86.50 
Style No. 9790 
Similar Oxford in Brown Kid. 
AAA to E In Stock. Price......«+++++. $6.75 


Oxfords for early Spring ready for 
Immediate Delivery. 


J. J. GROVER’S SONS COMPANY | 


LYNN, MASS. 





Wz 
































q 


Nuh 







Boston New York 
SO Boylston St., Little Bldg. 47 West 34th Street 















Wy 


NNO CW ore Bh 
Hit SOFT SHOES FOR TENDER ae il RiaipGnsins) WMI 


> ea 
eseuane: wien seamen = EX assovureLy rinerroor (OK 


—McCARTHY BROS. PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 
There are =e to gain by visiting the eastern market center, take a i. at the good shoemaking al- 


sample rooms, and get better acquainted with by visi 
ries Ties ‘within a. short = of “‘the hub.’” On a visit like this you want to stop ‘at a leading y sceel end that 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 




























| 




























Trade-marks in Foreign 


Countries J THE THREAD YOU WILL 
EVENTUALLY USE 


Do you Realize the Im yoy of Zretecting your 


Weseten Trade in Cube, xico, the South American Its excellent, uniform quality is making shoe- 


Countries and also in Europe, Asia and Africa? =» ag Bn aang & = oot mae peat. 
metain Foreign Countries award exclusive trade- M clastic nature of 
ts in a trade name or mark to the first pm ye Soe “y nigretea’™ “teins 
align — F irrespective of prior use by another. This replaces costly silk and gives superior re- 
—S the piracy of valuable Trade-marks in such —— am *‘Meyer’s’’ thread. Finders 
supply repair trade. We serve manu- 
“he, Bos Boot and Shoe Recorder maintains 1 a Patent , facturers direct, 
and Trade-mar partmen equipp to 
promp handle your applications for Registration JOHN: C. MEYER THREAD Co. 
of Trade-marks in all Countries, as well as OWELL THREAD MILLS 
in the United States. Address all inquiries to Boot WELL, MASS. 


and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 
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FAILURES 


Boston—Jolles Shoe Co., Charles Jolles, 
Propr., wholesale shoes, reported 
meeting of his creditors held and ac- 
— to figures submitted he owes 

sosimately $63,000 and has assets 
of about $25,000, including stock in 
trade valued at invoice price about 
ett and accounts receivable of 
12, 5 


Haverhill, Mass.—J. P. Galvin, women’s 
McKay and Turn Slipper manufac- 
turers, reported involuntary petition in 
baapreptey filed. 

Ww unkins & Co., shoe manu- 
facturers, reported made assignment 
to Simon Starensier and Frederick 
Tilton. Liabilities reported $35,000; 
nominal assets $27,000. 

Sawyer Shoe Co., children’s shoe 
manufacturers, reported assigned. 


Chicopee Falls, Mass.—W. G. Duquette, 
shoes, etc., reported involuntary peti- 
tion in bankruptcy filed. 


Attalla, Ala—J. B. Gough, shoes, etc., 
reported in financial difficulty, assets 
according to invoice little re | aes 000; 
owing something over $14,000. Mr. 
Gough wishes to offer creditors 25 per 
cent settlement. 


Trinidad, Col.—Max Sanders (Popular 
Price Shoe Store), shoes, etc., re- 
ported offering compromise settlement 
of 15 per cent. 


New Haven, Conn.—Isidore Bautzer, 
shoes, etc., reported filed voluntary 
petition in bankruptcy, listing liabili- 
ties $7,858; assets $1,900. 

8. Goldberg, shoes, ete.. reported 
offering to compromise at 25 per cent. 


Coronado, Calif—A. J. Storton & Son, 
shoes, reported made assignment. 


Bristol, Conn.—Star Shoe Co., shoes, re- 
ported Edward Honeyman and Dora 
Karp, trading as above, filed volun- 
cory ns os — and partnership peti- 

bankruptcy. Partnership 
Habitities listed $31,367; assets $5,100. 

Chicago, Ill—Morris Stein, shoes, etc., 
reported made assignment to M. E. 
Rasmussen. Liabilities said to total 
about $2,500; assets expected about 


Leon Shoe Co., 1843 West Taylor 
Street, reported offering to compro- 
mise. 

Prosperity Commercial Corporation, 
shoes, etc., reported involuntary peti- 
tion in bankruptcy filed. Assets esti- 
mated about $20,000. 

Joliet, Iil.—Joseph Bonus, shoes, etc., re- 
ported to have filed a voluntary peti- 
tion In bankruptcy. 

Richmond, Ind.—Joseph F. Wessel, ““Wes- 
sel Shoe Co.,”’ shoes, reported made 
assignment. Assets said to total 
soon $13,000; liabilities about $27,- 


Gary, Ind.—Maurice Phillips, shoes, etc., 
manufacturers, reported offering 25 
cents on the dollar 


Paintsville, Ky.—M. Ravitz, Square Deal 
Store, shoes, reported made assign- 
ment to H. S. Howes. Indebtedness 
said to be in neighborhood $10,000. 

Warrenton, Ga.— Harper-Lockett Co., 
shoes, etc., reported filed voluntary 
petition in bankru uptcy asking adjudi- 
eation be withheld pending a 25 per 
cent offer. 

Savannah, Ga.—The Boys Shop, shoes. 
ete., reported filed voluntary petition 

in bankruptcy. 


Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


ee 8\ ae 


Atlanta, Ga.—Clein Bros., shoes, etc., re- 
ported involuntary petition in bank- 
ruptcy filed against Moses and Harris 
Clein. Harry Dodd appointed receiver. 

Vidalia, Ga.—The Boston Store, shoes. 
etc., reported Jack Markell and Isa- 
dore Markell, trading as above, filed 
voluntary petition in mg = 
ing liabilities $11,526; assets $4,78 

New Orleans, La.—Charles Di Maria, as 
manufacturer, sepested & filed a volun- 
tary petition in cy, listing 
assets $1,500; abilities * 611. 

Baltimore, Mad. —Mankowitz & Gendason, 

“The Bootery,” shoes, reported in- 
voluntary petition in Ly md filed. 
H. P. Rome appointed receiver. 

Michael H. Goldstein, “Standard 
Garment Co.,” branch, Philadelphia, 

, shoes, etc., reported affairs now 
in bankruptcy court. 

Snow Hill,—Md.—Samuel Shager, shoes, 
etc., reported involuntary petition in 
bankruptcy filed. 

Detroit, Mich.—Harry Silborstein, shoes, 

reported filed voluntary petition in 
canbrentey, listing assets $6,349; lia- 
bilities $13.767. 

Romuald Wlodkowski, shoes, re- 

rted filed voluntary petition in 

comrentey, listing assets $1,350; lia- 
bs $2,753. 
Isaac Kromer reported involuntary 
a in bankruptcy filed. Offer- 
creditors a composition settlement 
of es per cent cash. Schedule of in- 
debtedness shows approximately $12,- 
000; assets yA likely not appraise 
more than $4, 

Ginbro Boot | Shop, M. Ghinasin & 
Son, proprietors, Ly a etc., — 
filed voluntary Rito: n bankru 
listing assets $6,500; tabitivies $10. 362. 

Burlington, N. C.—Haskell’s, J. G, Has- 
kell, proprietor, shoes, etc., reported 
involuntary petition in bankruptcy 


Bayonne, N. J.—Frank Hane. shoes, ate. 
reported petition in bankruptcy filed 
Passaic, N. J.—Frank Cancellier, leather 
and findings, reported agreed to al- 
low him to pay off indebtedness at 

the rate of $200 a month. 

Plainfield, N. J.—Phil A. Rosenbaum, “‘Rose 
Bootery,” shoes, reported voluntary 
petition in bankruptcy filed. Assets 
said about $8,000; liabilities $18,000. 
A settlement of 50 per cent, payable 
25 per cent cash and 25 per cent en- 
dorsed notes, is proposed. 

Brooklyn, N. Y.—Max Goldman, shoes, etc., 
reported involuntary petition in bank- 


ruptcy filed. 
B Glassen, shoes, reported 
raed petition in bankruptcy 


ed. 

Max Hirsch, shoes, reported in- 
voluntary petition in bankruptcy 
filed. Liabilities estimated $5,000; 
assets $2,500. 

New York City—Max Hirsch, shoes, re- 
ported involuntary petition filed. 
oy ties estimated $5,000; assets 

Selmore Shoe Co., jobbers, retailers 
and exporters of shoes, reported 
bankruptcy petition filed. 

Buffalo, N. Y.—Samuel L. Goldstein, 
shoes, reported involuntary petition 
in bankruptcy filed and Mr. Johnson 
appointed receiver. 

Andalusia, Ala. — Shreve Department 
Store, shoes, reported asking general 
extension. 





1a\./a\i/a\ivatian © 







































































\Tra@\ta\tva\ lay aye 


Jacksonville, Fla.—Jacobs & Rosner, 


shoes, etc., reported petitioned into 


bankruptcy. 
Indianapolis, Ind.—A. Deutch, shoas, etc., 
re 


ported offering to compromise at 


20 per cent. 


Lapeer, Mich. —T. M. Henderson, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Manchester, N. H.—S. Waisman, (Family 
Shoe Store) (Hanover Shoe Store) 
shoes, reported offering to compromise 
at 50 per cent. 


Newark, N. J.—L. & W. Shoe Stores, 
shoes, reported petitioned into bank- 
ruptcy. 


Plainfield, N. J.—Samuel Korn, (Army 
and Navy Stores Co.) shoes, etc., re- 
ported petitioned into bankruptcy. 
Reported receiver appointed. 

Union Hill, N. J.—Turner & McCrea, 
shoes, reported petitioned into bank- 
ruptcy. Reported receiver appointed. 


Garden Citv. N. Y.—Alexandre Works, 
Inc., shoe manufacturers, reported 
petitioned into bankruptcy. Reported 
receiver appointed. 


Oak Ridge, N. C.—Oak Ridge Mercantile 
Co., shoes, etc., reported receiver 
appointed. 

Cleveland, Ohio—Harry Friedman, (5209 
Woodland Avenue) shoes, reported 
asking for general extension. 


Columbus, Ohio—Oscar Berman, (Ladies’ 
Boot Shop) (Hub Shoe Store) shoes, 
reported receiver appointed. 


Toledo, Ohio—Acme Clothing Co., shoes, 
etc., reported petitioned into bank- 
ruptcy. 


_Soper, Okla.—Larcey-Hicks Co., shoes, 


etc., reported petitioned into bank- 
ruptcy. Reported receiver appointed. 


Mahanoy City, Pa.—H. Schmerin, shoes, 
reported offering settlement of 25 per 
cent. Stock said to be worth about 
$5,000; liabilities about $11,000. 


Olyphant, Pa.—Louis Cohen, (The Star 
Store) shoes, etc., reported offering 
cores a settlement of 25 per cent 
cash. 


Philadelphia, Pa.—Alfonso Sindaco, shoes, 
etc., reported offer of 15 per cent cash, 
offered to all unsecured creditors. 


Akron, Ohio—L. G. Federman Co., shoes, 
etc., reported involuntary petition in 
bankruptcy filed. Orlando Wilson 
appointed receiver. 


Dewar and Dustin, Okla.—S. Charles 
Swyden, shoes, etc., reported filed 
voluntary petition in bankruptcy list- 
ing labilities $1,900; assets $5, 450. 


Chester, S. C.—The Booterie Stores, Inc., 
shoes, reported in bankruptcy. 


Milwaukee, Wis.— William Tonkonogy, 
shoes, reported involuntary petition 
in Sauhwupter filed. 


San Antonio, Texas—Horton Beard Shoe 
Co., (Not Inc.) Imperial Shoe Co., 
shoes, reported filed voluntary petition 
in bankruptcy. 


Grapeland, Texas—W. H. Long & Co., 
shoes, reported filed voluntary petition 
in bankruptcy, listing assets $35,000; 
labilities $47,530.94. 
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MISCELLANEOUS 


WANTED TO PURCHASE 


POSITION WANTED 











Ideal Line Rolling Step 
Fifteen styles. 


i 


A 


foe 
Furniture Mfg. 
(Choutesn 
&. Louis, 





f 
HP 

















DO YOU CONTEMPLATE 


Retiring or going out of business? 
2 > ee sare Gis gems eatin er queen 








send a representative to investigate and make offer 











Bank and 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, rietor 
610 Broadway, Broo 2 
Phone Stagg 1757 


| 





SALES MANAGER AND 
EXECUTIVE 


—is looking for a new connection— 
16 years Director of Sales and 
Advertising of one of the Largest 
Shoe Wholesalers in New York 
City; thoroughly experienced in 
every phase of shoe merchandis- 
ing; one year Sales manager for an 
Eastern Manufacturer of Men’s 





Shoes; aggressive, able salesman, 
with proven ability to inspire men 
to the greater effort needed to 
secure business; | want to connect 
with an organization that needs 
such a man, Address D-69, care 
oot & Shoe Recorder, 207 South 
St., Boston, Mass. 














HELP WANTED 





The NEW YORK EXPORT 


PURCHASING CORPORATION 


515-517 Broadway 
New York City, WN. Y. 


Surplus Stocks 
Entire Stocks 


bona Slow Sellers } FOR 


CASH 














Withest © With A to 
Pre te the Count 
Prevene , e junters of Beots 


Basily ap 
partment s 


lied. No Repair 
14 be without neu. 











a) 


if 


Bayhas 
oi 
gee 

it pel 
aklbed EE 


i 
i 





; 
i 











SERVICE 





























CASH PAID 


for entire shee stocks or surplus stocks of 
shoes other merchandise. Any quantity. 
Prompt attention given. - 


CHAS. BLACHER 
166 Pulaski St. Broo . MN. ¥. 
Phone Williamsburg 841 





A NEW _BUYING OPPORTUNITY 
Proper Merchandising for 1922 

a first hand tance with the sources 
of supply. We are in close touch with shoe and 

manufacturers and jobbers and can keep 
your stock fresh. Let us act as your 
resident buying representative. NO CHARGE FOR 
Write for information or wire open orders. 

WRIGHT & GORING 

1170 B’way, Dept. B New York 











TO LET 











SPACE TO LET—For Shoe Department 


on 2nd floor of our Ready-to-Wear 


department to responsible party. NU- 
GENT 


DRY GOODS CO., Braddock, Pa. 





SALES MANAGER ~* 
WANTED 


A wide-awake, experienced man 
with capacity to produce in- 
creased sales and ability to han- 
dle salesmen is wanted by a 


large Pacific Coast wholesaler. 


Address: D 60, 
c/o Boot and Shoe Recorder, 


207 South St., 


Boston, Mass. 














EXPLOSIONS WRECK FACTORY 


Brockton, Mass., Jan. 19.—Eighteen 
terriffic explosions of alcohol at 4.05 
o’clock this afternoon, in the plant of 
E. L. Gowdy Co., shoe box factory, 
killed one man, severely injured two 
others, and reduced the Gowdy factory 
to a mass of blazing ruins. Some 300 
employees in an adjoining four-story 
shoe factory building were thrown 
into a panic. Automatic sprinklers 
prevented the building from catching 
fire dnd the employees of the Elliott 
Shoe Co., the Eastern Blacking Co., 
and Sporwin Shoe Co., reached the 
street in safety. In all more than 
2,000 windows in two large blocks, a 
four-story tenement house and forty 
dwelling houses, were blown out. The 
total damage has been placed at $40,- 
000. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





. ‘0 i OSITIONS WANTED—Four cents per word for each 

Recorder rates for space less than one-eighth arrIONe WANtED- et + a 

page per issue: ts. For other “Want” advertisements, seven cents 

r word for each insertion. Minimum amount accepted, 

Space ltime ‘T7times i13times 26times 62 times 1.25. Ads under this heading will be received 2 

noon, on of week preceding publication te. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers desire come in care of this 

2 j 10.00 8.00 7.00 6.00 5.00 office, twelve words must be allowed each advertise- 

im... 1500 1200 1080 «9.00 mended ante eine whan cach word one sdares 
8 in... 15.00 12.00 10.50 9.00 7.50 wi 

ted in the advertisement and 4 for accord- 

4 in... 20.00 16.00 14.00 12.00 10.00 —~ et to ads must be sent aaP ener postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








HB FOLLOWING TERRITORIES 

OPEN for your wide awake, willing 

to work salesman—Eastern Pennsylvania, 

Northern Iowa, Southern lowa, North 

Dakota, and other not mentioned terri- 

tories. EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin. 


SALESMAN with shoe knowledge wanted 

for Ohio, Indiana, Illinois, Eastern 
Kansas, Nebraska and Pacific Coast. 
Men’s Welt Dress Shoes. E. B. PIEKEN- 
BROCK & SONS, fEnufacturers. 

Dubuque, Iowa. 


WANTED—A few side line salesmen to 
sell the celebrated C-Saw Welt Line 
of Children’s and Misses’ Shoes. The 
most flexible welt shoe ever manufactured. 
Some good territory open for high grade 
men who sell the best class of trade. No 

others considered. C-SAW SHOE CO., 

INC., Rochester, N. Y. 


SALESMAN WANTED — Experienced 
live wire salesman to carry our in- 

stock line of children’s novelty turn shoes. 

Sizes 1 to 11. Openings, Middle West and 

Southern States. We pay 7% commission 

and pay it prompt. LE SHOE 
COo., Rochester, N. Y. 














SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Stippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address 0-46, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











L'vV2 SHOE SALESMEN WANTED by 
high grade house to carry as side 
line, advertised brand high-grade shoe 
laces. Good commissions. Address D-47, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


ANTED—Live wire salesmen with an 
established following with the 
shoe and findings trade, to handle our 
patented Gilco Shoe Retainer and other 
items. Liberal commission. | WZ 
GILBERT MFG. CO., Rochester, N. Y. 


ANTED—Salesman for superior line 
of moccasins on commission, for New 
York City, Bastern New York, Iowa, 
Kansas, Nebraska and other good ter- 
ritory. Must have ability and acquaint- 
ance with the trade. Give reference. 
ELKSKIN MOCCASIN MFG. Co., 
Ypsilanti, Mich. 


WORK SHOE SALESMEN — Several 
choice territories with established 
business open. Real opportunity for big 
calibre men. STEVEN STRONG SHOE 
COo., Milwaukee, Wis. 


WANTED — Salesmen calling on shoe 
trade to sell quick selling specialty. 
Small sample. Big commission. U. 8. 
SPECIALTY CO., West Somerville, Mass. 














SALESMEN WANTED for the following 
territory: Iowa, Indiana, Illinois, Ohio, 
Kansas, Nebraska, Missouri, to carry a 
side line of soft sole shoes and moccasins. 
Liberal commission. Address, Sales Man- 
ager, 760 Lake Avenue, Rochester, N. Y. 


LYNN MANUFACTURER wants several 
commission salesmen to carry as 
side-line a strong short line of Turn 
Comfort Shoes, CARRIED IN STOCK at 
factory. Only ten samples, all staples. 
6 per cent Commission. Following terri- 
tory now open: Everything outside of 
Atlantic Coast and New England States. 
Give all details in first letter. Samples 
ready to ship. Address D-57, care Boot 
S Shoe Recorder, 207 South St., Boston, 
ase. 


WANTED—Some mighty good territory 

open for salesmen to carry our well 
establisned line of Children’s Medium- 
Priced Flexible Turns and Stitchdowns. 
This line advertised direct to the trade 
and consists of over £0 IN-STOCK styles 
as follows: Flexible first-step shoes, sizes 
1 to 5; spring-heel turns, sizes 4 to 8 and 
8% to 11; also a full run of stitchdowns 
sizes 56 to 2. Men well known in their 
territory and able to furnish pen non ong 
will be considered. A ae tions parti 
GOODGER & MILOW EB Co., “ING. 
Rochester, N, Y. 


| oy 2 SLIPPER SALESMEN—For the 

States »f New York, Pennsylvania, 
Virginia, Maryland and Delaware. Only 
men experienced selling Felt Slippers to 
jobbers and department stores in this 
territory will be considered. Reply with 
full details. Address D-55, care Boot & 
ee Recorder, 207 South St., Boston, 

ss. 















RANDED LINE of Children’s 
Shoes with New York City 
Instock Department has opening in 
Pittsburgh and Western Pennsy!- 
vania for Salesman with established 
trade to whom we will turn over 
many of our own accounts. 
commission basis. Drawing ac- 
count as soon as ability is proven. 
Full information about yourself in 
application, which will be held in 
strict confidence. Address D-68, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














SHOE SALBPSMEN—By well-known shoe 


manufacturer. Live shoe salesmen 
for New York, Connecticut and Pennsyl- 
vania. Drawing account against liberal 
commission. Write fully your qualifi- 
cations. Applications considered confi- 
dential. Address D-59, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


E,*PERIENCED SALESMAN to handle 

short line of Women’s Brooklyn Turn 
Slippers on a strictly commission basis. 
Territory, Middle West and South. Ad- 
dress D-64, care Boot & Shoe Recorder, 
207 South St., Boston, 








SALES WANTED—To sell retail 

oy our line of Infants’ First Walk 
Turns and Soft Soles and Moccasins. 
Liberal commissions. Several desirable 
territories open. Referen required. 
EDWARD H. NNEDY, m8? State 8t., 
Rochester, N. Y 


Send all replies to Boot & Shoe Recorder, 207 South St., 


S HOE SALESMAN for Men’s retail 
shops who are seeking a change for 
betterment in both salary and opportunity 
for advancement. Only those with splen- 
did past records in the trade — apply. 
Address K-554, care Boot Shoe Re- 
corder, 127 Duane St., New Fork City. 





Boston, unless otherwise noted in advertisement. 


SALESMAN WANTED—To carry cur 
line of popular priced Women’s Good- 
year Welt and McKay Shoes on strictly 
ccmmigsion basis in connection with 
other non-conflicting linez in the follow- 
ing States: Montana, Wyoming, Idaho, 
Nevada, Utah, Colorado, Arizona and 
New Mexico. Will consider only sales- 
men who have established business in 
these states on line which does not con- 
flict with ours. Applications must con- 
tain full information as to line carried, 
territory covered, volume of business and 
references. RICH SHOE COM- 
PANY, Milwaukee, Wisconsin. 


SPE LINE SALESMEN, with estab- 
lished Ly to sell easy selling 
o—~ of popular pri McKays and Welts 

rated or ay In stock, case 
lot proposition on Ladies’ Shoes. Com- 
mission basis. Address D-61, care Boot 
+ Shoe Kecorder, 207 South St. Boston, 





WANTED— Energetic, experienced sales- 
mman for West Virginia and Western 
Maryland, well established medium 
priced manufacturer’s line of Boys’, 
Misses’ and Children’s Welts. McKays 
and Turns, = opportunity for a live 
salesman. eference required in first 
letter. Address D-62, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


Wake ates Salesmen to handle 

high grade line of Welts in Southern 
States on commission. Line consists of 
Boys’, G. G., Misses’, Women’s and Men’s 
Shoes, at very attractive prices. Im- 
mediate delivery assured on all orders. 
Address D-63, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 











‘'To SIDE LINE TEN — “In-Stock” 


numbers of Home Ease Black Kid 
Flexible McKay Comfort Shoes and Slip- 
pers on a commission basis. 
Acquaintance with trade necessary. 
Western New York and Pennsylvania. 
Kentucky, Southern Ohio, Wisconsin, 
Tilingis except Chicago, and other territory 
open. BRANDAU SHOE CO., Detroit, 


POSITION WANTED 


BUYER and MANAGER—12 years’ ex- 

perience with large oe stores, 
open for change. Live 
things in a big way. Best references. 
Address D-54, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


BUYER—Now doing $300,000.00 in two 
departments. Cheap and high a 

shoes, desires to Pav a 

references. Age 36. Address D-51, aos 

Boot & Shoe Recorder, 207 South St., 

Beston, Mass. 


Ss" ARTIST — Prominent New York 

Ehoe Artist, desires connection with 
firms requiring quality illustrations of 
shoes in halftone, line and color. Prices 
and samples furnished on request. Ad- 
dress K-553, care Boot & Shoe Recorder, 
127 Duane St., New York. 


E.XPERIENCED SHOE SALESMAN— 
with good business education, desires 
position a8 manager or assistant manager 
J retail store or shoe department. Ad- 
a + care Boot & Shoe Recorder, 

207s South St., Boston, Mass. 
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FOR LEASE LINE WANTED 
Le Se ee oe EXPERIENCED SALESMAN 
Ave. Best desirable space WANTS LINE 


to lease for ladies’ ‘shoe dept. Will make 
favorable terms with first class parties. 
Address D-56, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, Il. 


FOR LEASE—An established shoe busi- 
ness. Department store in one of the 

best locations in town of 26,000, one 

hour’s ride from St. Louis, desires to lease 

this part of its business. Address D-73, 

ore Boot & emne Recorder, 207 South St., 
oston, 





My territory is Greater New York, 
New Jersey and Pennsylvania. 
1 have an established trade with 
many friends. Want to secure im- 
mediately a strong line of Men’s or 
Women’s Shoes. Will be interested ~ 
only in a real proposition. Address 
yt care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















LINE WANTED 


LNB WANTED—By energetic and per- 
manent sales agency with ability, on 
commission basis, desiring to secure 
Men’s and Women’s Shoes for the Pacific 
Coast and Northwest territory. Must be 
dependable quality as well as atractive 
styles and prices. Address THE WEST 
COAST AGENCIBDS, 2006 Third Ave., 
Seattle, Wash. 


LINE WANTED for Texas and Okla- 

homa by salesman well acquainted in 
the Southwest. Twenty years’ experience. 
Best of references. Now employed, but 
desire te make change. Address D-65, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


LIVE WIRE SALESMAN wants manu- 

facturer’s line of either Men’s or 
Women’s Shoes for New England terri- 
tory. Ten years’ experience. Established 
territory. Sales past veer, $65,000. Ad- 
dress D-71, care Boot & Shoe Recorder, 
207 South St., estene Mass. 


SHOR TRAVELER with established 

trade, @ high grade line Men’s 
Shoes, wants side line Men’s Dress Welts 
with price range from $3.25 to $4.00. 
Territory Chicago and vicinity. Address 
D-74, care Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 




















SHOE LINES WANTED 


By an experienced selling force— 
A Strong line of Manufacturer’s 
Men’s or Women’s Weit Shoes for 
New England. We are well known 
to the trade and have been 
specializing on Childrens’ and 
Misses’ Shoes. We have a clientele 
of about eight hundred customers 
in New England who are called 
upon weekly by us, many of whom 
ask us for their wants on Women’s 
and Men’s Shoes. 

Samples will at all times be dis- 
played in well appointed offices In 
the Heart of the Boston Shoe Dis- 
trict and worked intelligently every 
day of the week. 

We do not ask to be financed as 
we expect immediate orders to take 


care us. 

Address 0-66, care Boot & Shoe 

—? 207 South St., Boston, 
ass. 








POSITION WANTED 








“I Want A 


JOB 


F In Southeastern 
Territory’’ 


OR the past four years ! 
have sold women’s high 
grade welts, turns and 
McKays for a Rochester 

house in seven states In South- 
eastern territory. 

Yes, I've SOLD ’em—and also 
gone over all the bumps of that 
territory, sifting the chaff from 
the wheat. ! know the country 
and want to stay with it. 

‘oday, | am the only man in 
the territory selling high grade 
women’s shoes in small towns 
and cities. If you value a good 
selling personality, I’ve got it. 

But today my friends amongst 
Southern merchants tell me my 
line costs too much. Therefore— 

! want a new line to sell for 
less. Never had to look for a 
job before. Wouldn’t be in the 
market now if there was a 
market for my line. | would 
prefer to sell medium priced 
women’s shoes, but will take 
men’s or children’s if necessary. 

Terms: Drawing account with 
expenses advanced on commis- 
sion basis. Address D-70, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 




















PUBLISHED WEEKLY IN INTEREST 
OF THB RETAIL SHOB MEROHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHIN' 








CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C, Bowen, Man- 


ager. 
ST. LOUIS OFFICE: 1627 Locust St. B. OC. 
Bowen, Manager. 


= OFFICE: Room 101, Graham Bidg., 
Duane St. H. Walter Scott, Man- 


MILWAUKES OFFIC: kconaed | S. Meyer. 
Broadway. 


(B. OC. Bowen, roadway taste” 


LONDON OFFIOB: John ©. Ourtiss, Man- 
ager, 11 Haymarket, London, 8. W., 1. England. 

AUSTRALIAN OFFICE Tét, Collins 8t., 
Melbourne, G. Seeks Manton, Manager. 


JAPANESE OFFION: Yokohama. J. F. 
Wagen, Manager. 
SPAIN: Gerente, Leoncio de Go lives, 


Librero Editor, 20 Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Exclusively in Merchant’s 
Service 


When he first sees the name of a shoe manu- 
facturing firm, what is the first question that 
suggests itself to a retail merchant in shoes? 
If he is interested in the concern or its product 
at all the first question that strikes him is, 
“Do they make shoes for the retail trade, or 
for the wholesale trade, or the mail order 
stores, or their own stores?” 

There is one thing certain: Those firms 
which advertise in the RECORDER are firms 
which are catering to the wants and needs of 
the retail shoe merchant, and are pointing 
out to him the means by which his wants may 
be supplied. The very fact that they do so 
advertise is proof that they are considering 
the wants of the retail merchant. 

Taking it up one side and down the other, 
the firms which are on the RECORDER’S adver- 
tising Jist in the course of a year include a 
great majcrity of the real leaders of the trade 
—leaders in output, leaders in style, leaders 
in quality of product. 





REQUIRE 


TRADE 


In Various Widths to 
Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 


Webster and Spencer Aves. 
CHELSEA, MASS. 
395 Broadway, New York City 
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No. 843—Made on Last 98, Men’s 
mahogany side calf bal, all eyelets, 
grain leather insole, leather counter, 
half rubber wingfoot heel, single sole. 
Goodyear welt. Widths C and D in 
stock. Price .........+++. $3.65 


No. 849—Same as above on Last 
88. Widths © and D in stock. 
DON ccs sods ocesesetecciesd $3.65 
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OUR 
PACEMAKER 


In all our 30 years of shoemaking experience 
we have never witnessed the popularity of a 
shoe as this No. 843 has won. In a great many 
instances the request for a sample pair is fol- 
lowed by orders for case lots. 


There are all grades of leather, but where we 
specify leather, we mean leather of the best 
quality. The hidden value in La Crosse Shoes 
is what gives our customers the satisfaction. 
Now is the time to bid for business by selling 
real values—shoes that will not only be business 
getters, but shoes that will repeat. 


Send for Catalogue 


La Crosse Boot & Shoe Mfg. Co. 
La Crosse Wisconsin 


———_—_—_—_— 
The Latest Styles 


MARK in 
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C & C Tony Red Raglan Blu. 
Oxford. Wing Tip. Ultra Last. 





No, 45—Russia Calf Lace Oxford. Fitted Black Gun Metal Lace Qxford. Pinked and 
two double rows. Heavy Single Sole. Good- Perforated. Heavy Single Sole, Marne Last. 
year Wingfoot Rubber Heel. Prise Last. 


Richards & Brennan Co. 


Shoes for Young Men and Men Who Keep Young 


Randolph, Mass. 


Boston Office Minneapolis Office * N. Y. Oftce 
183 Essex Street Lumber Exchange Bldg. M idge Building 
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PIGEON GRAY 


















SILVER GRAY 


It is stronger than other similar leathers—Softer, 
Silkier Suede and finer nap. 


No higher in cost though pronounced superior. 
Made in latest mode shades for high and low cuts. 





Sample book upon request. 


Up-to-Date Dealers Should Carry These Shoes 


SRYCO¢ 
ST 


LEATHER OF ALL DESCRIPTIONS 
FOR ALL PURPOSES 


RICHARD YOUNG COMPANY 


Headquarters 


36 and 38 Spruce Street 
New York 














BRANCHES 


54 South St., Boston, Mass. 

169 N. Franklin St., Chicago, Ill. 
232 East 8th St., Cincinnati, Ohio. 
53 S. Main St., Gloversville, N. Y. 
Sydney, N. S. W., Australia. 








Vol. 80, No. 20. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
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Alone in its Elegance 


The tanning experience of fifty years — 
two decades of which have been success- 
fully directed to producing the whitest 
white—has placed White Levor Grain 
goat on this pinnacle. 


Accept White Levor Grain goat confi- 
dently — it deserves your trust. 


G. LEVOR & CO., Inc. 


TANNERS 


NEW YORK GLOVERSVILLE BOSTON 
Arthur S. Patton Lea. Co., St. Louis Geo. W. Newman Leather Co., Cincinnati 
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TYLISH STOU\ 
OuT SIZES 














TRADE MARK i» 


Reg. U. S. Pat. Off. 


STYLE SHOES FOR STOUT WOMEN 


—pleasingly but not extremely styled footwear that will always bring mar- 


ket value and eventually sell out to the pair. 





No. 204, fine black 
glazed kid medium 
rounded plain _ toe, 
14/8 Wingfoot Cuban 
heel, 8 inch outsize 
top. Price $5.00. 





No. 234, fine black 
glazed kid medium 
recede toe, perforated 
tip, 14/8 Wingfoot 
Cuban heel, 8 inch 
outsize top. Price 
$5.00. 

No. 6234 is the same 
with a regular top. 
Price $5.00. 





No. 229, fine black 
glazed kid, refined 
commonsense toe, 
10/8 Wingfoot heel, 
perforated tip, 8 inch 
outsize top. Price 


$5.00. 


All are made with a built-in reinforced steel arch-supporting shank, and are stocked 





widths A to EEE, (not stocked in EE) sizes 24 to 11. 











DAILY IN A NUMBER OF HOMES, SOMETHING LIKE THIS TAKES PLACE: 


A woman needing shoes, in running through 
the daily paper, notices an ad constructed in 
a manner commanding her attention. 


Two boots are illustrated, one a better qual- 
ity “standard measure” being closed below 
cost, the other, a similar grade “outsize” sev- 


eral dollars higher. 


To the dealer, the close-out represents a loss, 
the “outsize” a profit. 

To the woman, the close-out represents a 
misfit, the “outsize,” genuine comfort. 


That the majority of women will pay the 
price for comfort is proven by the numer- 
ous communications we receive, reading in 
part as follows: 


“Business is quiet; yours is the only line that’s selling” 


— 


Chicago Office: 


Rochester, N. Y. 
506 Security Bldg. 
189 W. Madison St. 


= 
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Perhaps you 
failed to see 
this youné lady 
at Chicago. 
Your loss. 


Make a mem- 
orandum to 
see this line 
for Spring. 
Youur profit. 
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Gregory & Read Company el 
eMakers of Womens High Grade Shoes v 
—— ig 
San en eS 
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4 STYLES — 2 LEATHERS 
$4.10 the Pair 
































154 Pattern—English 162 Pattern—English 





























953 Pattern—Frenchy 972 Pattern—Frenchy 


Patent, 8/8 Rubber or Leather Heel, A to D, 244/7 
Mahogany Calf, 8/8 Rubber or Leather Heel, A to D, 24/7 


SPECIFICATIONS 
Genuine Goodyear Welts Solid Leather Flexible Insoles 
Sole Leather Box Toes Whole Lift Leather or Rubber Heels 
Eight Iron Flintstone Bend Snug Fitting Heel Seats 
Flexible Out Soles Choice Patent or Mahogany Calf 


Delivery four to six weeks. Terms: Net 30 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE, MISSOURI 


The Quality is higher than the Price 










QEUEUCRGEEOGEGCCACRERCROEOROGEGEGEGECRGGESEGEROGEGRGEGHELOQGQGGEGEEEEGGRCRGRGHOROGERORERERHGHREGROREDRODEROGEORRROROUGUOEOUOUOOOONED 
Rez. U. 8. Pat. Of. 
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“The Female of the Shecres Is More Deadly 
Than the Male’ — n Rubber Heels! 


If men and women wore out rubber heels 
with equal rapidity, the replacement market 
would be enormous. 


But when you find, as we have by careful 
experiment, that women are hardest on rub- 
ber heels, the possibilities (and problems) are 
so vast that no honest heel manufacturer can 
neglect them. 


1. Every month more women become rubber heel converts. 


2. Women demand many heel styles—again increasing 
the market. 


3. Women are ‘fussy’ about dress —they want their 
heels straight and true. 


In brief —there is a great demand for a 
women's rubber heel which will wear— and 


Wear and WEAR! And we have the heel! 


This heel is the result of patient and some- 
times discouraging experiment — but we've 
got ie! 


If you can vision this great future market — 
build for it with us—and the Armortred Heel! 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD, MASS. 








ARMORTRED HEELS 
Add a Finishing Touch to Shoes 


ARMORTRED SPORT 
SOLES AND HEELS 


Have the same character and qual- 


ityas ARMORTRED HEELS. 
































ARMORTRED 


SOLES AND HEELS 









a 
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Stock No. 433—(Telegraph Code Word—Dance) Patent Leather 
One Strap—Novelty Perforated Vamp. Quarter and Strap—Last 
No. 184—10/8 Military Heel—9-iron single sole, fudged edge. 


In Stock 


A4 to8 C-3 to 8 
B-314 to 8 


TERMS: 3 per cent 10 Days—Net 30 Days 


At the N. 8S. R. A. Chicago Convention this pattern 
was officially decreed one of the most popular 
for Spring 





















Many other snappy models comprise 





pair built of best sole leather obtainable. The cream of their grade—values without equal 
sure to see the samples. ; 


ne EG E& SRoe Co. Columbus O 















ties Quality Footwear that can be profitably retailed at $5.00. 
Fitting, shape-holding and wearing qualities unexcelled. Every 


Be 
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A Big Advertising Drivec 


We are beginning a tremendous advertising drive in News- 
papers. Advertisements of the “FOOT SAVER” Shoe will s 
appear in Sunday Editions of 43 Metropolitan Newspapers. 

















Over 20,000,000 people will read the story of “FOOT SAVER” } 
Shoes once a month. The first advertisement appears on Feb- ] ( 
ruary 5th, 1922. 
Month after month we will continue to tell the women of : 
the Wonderful Qualities of these most Wonderful Shoes. :. 
They will be clamoring for them in your town. | 
Will you allow this Opportunity to Pass you by? Your \ 
competitor may write or wire us today. g 


The JULIAN & KOKENGE 


) Women's fine Shog ( 










(Manufacturers of 





8-inch A ; Z4 
Black Kid 
pr CINCINNATI, O. 

elt Sole 

14-inch 
= k—Read 
Wein In Stoc ea P 
AAA to D 
Sizes, 4to 9 for the convenience of our 
Widths. “FOOT SAVER” agencies } ‘ 
$8.00 we will carry the best-sell- ] ’ 
MET ing numbers on the floor, 


ready for immediate ship- 
ment. 


The boot shown at the left 
is in stock in sizes and widths 
as listed. 


~~. hi eeeestlwllUlUwUwU__lCUClelelll a eeeeelti«iCw” 





As the demand justifies we 
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veor Y our Especial Benefitt!! 


From coast to coast this big publicity campaign will work for 
vil] | shoe merchants who are with us. Our advertising will sell 


ors | FOOT SAVER” Shoes to the Women of Your Community! 
‘R” | You will profit by this if you act promptly. Get the agency! 
eb- | Get your orders in. Get ready for a Big Additional Business! 


WS- 


Our salesmen have instructions to “Clean Up” as they go. 
They will book exclusive agencies and close up each town 
as they reach it. What will you do? 


We urge you to get the “FOOT SAVER” agency “while the 
getting is good,” and that means now. 


J The SULIAN & KOKENGE ©. 


1 of 
O€eS. 





Our 


ff Best Black 
(Manufacturers of NG Women's Sine Shoes whee 
14-inch 





CINCINNATI, O. 1 gad 


d 0 Ship at Once i 


AAA toD. 
will add other numbers to 
our in stock department. 







Sizes, 4 to 9 
on all 


Widths. 






es 
ll- | Think what this will mean 
r, — to you. You may size up 
p- — quickly and profitably, do a 
larger and more profitable 
business and turn your stock 
ft | oftener on our capital. 


1S 
The oxford shown at the 
right is in stock in sizes and 


widths as listed. 
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STAGE LAST 
16/8 Heel—Patent Turn 
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CINCINNATI, OHIO 
* ESTABLISHED 1888 
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“I Wouldn’t Buy 
Stitchdowns At All” 


“If I couldn’t buy the RAMSEY PATENTED 
PROCESS SHOE, I wouldn't buy Stitchdowns at 
all,” said a well-known merchant to a fellow re- 
tailer the other day. 





“Since I have placed these shoes in my store | 
haven't had one complaint or one returned, but to 






BUTTON SHOE 
5600-—Cherry Chrome Button. 
5601—Black Chrome Button. 
5614—Full Grain Cherry Lotus Button. 


Sto8 8%t1l 11% to2 the contrary my customers have been compliment- 
5600 $1.35 $1.55 $1.75 z 2 E 
ara 1o0 aS bet ing my fine line of School Shoes for Children and 


are telling their friends all about it. 


“In all my years in the shoe business there never 
has been a Stitchdown to equal it. | am buying it 
and will always buy it. 


“Why don’t you try a pair? You will never regret 
having sent for samples.” 


All shoes made under our patent have a double row 
of stitching on the soles, and are stamped on the 


soles, “Patented March 16, 1920.” 






BAL LACE 
5400—Cherry Chrome Bal. 
5401—Black Chrome Bal. 
5413—Full Grain Smoked Elk Bal. 


S6R6—Pull Genin Cherry Lotes Bal. “Content with what we have, we seek nothing 


5 to8 8% to 11 11% to2 
sora aos “aes that is another’s”*—PRESIDENT HARDING 
5413 1.60 1.85 2.15 
5414 1.60 1.85 2.15 


RAMSEY’S 
P 


THEY CANNOT RI 


“The Only Completed Stitchdown” 


TRIPLE *wr? WELT 


Double Row of Goodyear Stitching Holding Outsole to Upper 
Single Row of Stitching Holding Insole to Upper 


NOT A THEORY BUT A PROVEN FACT: 


Here is the Proof: Nearly two million pairs made and used and not one pair, nor a half pair has 
ever been returned with the outsoles loosened up or the stitching of the outsoles ripped. 


E. J. RAMSEY CO. 





967 ATLANTIC AVE. 





BROOKLYN, N. Y. 




















































12 


BOOT AND SHOE RECORDER 





























‘ 


A 
SSS hy 


— 


SS. 
AMD rn. 


Z 
ak 3 
A 4 
4 
in 








Does your stock of Men’s Hosiery need replenishing ? 
If so, the following “Onyx” numbers for immediate deliv- 


ery offer a good selection. 


300 Men’s “ONYX.” Cotton half hose. 
Black, white, cordovan, navy, suede, Rus- 
sia calf and unbleached. Sizes 9%4-11%. 
YZ doz. boxes. per doz. ..........+- $2.15 

306 Men’s “ONYX.” Mercerized half 
hose with high-spliced heel and double 


sole. Black, white, cordovan, navy, 
suede, grey and Russia calf. Sizes 9%- 
11%. 1 doz. boxes. per doz. ...... $2.50 


310 K Men’s “ONYX.” Full fashioned, 
medium weight, mercerized half hose with 
reinforced heel and sole. Black and cor- 
dovan. Sizes 9%-11%. % doz. boxes. 
EF GO. acvecececcecssnssovssncaed $6.00 


E 325 Men’s “ONYX.” Full fashioned, 
four-thread, mercerized half hose. Black 
only. A number with a reputation to sus- 
tain. It has been an “ONYX” best seller 
for years. Sizes 9%4-11%. Y% doz. boxes. 
COP GE i cknctcdceesanauweseesacess $6.50 

1425 Men’s “ONYX.” Fibre plated half 
hose with high-spliced heel and double 
sole. Black, white, navy, suede, grey, 
cordovan and Russia calf. Sizes 9%-11%. 
Y% doz. boxes. per doz. ............ $4.25 


475 Men’s “ONYX.” Silk and fibre drop 


stitch half hose. Black, white, cordovan, 

navy, grey, Russia calf, suede, cadet blue 

and champagne. Sizes 9%-11%. % doz. 

SO. ET GR. o cncesssseccsecseet $5.00 
219—Men’s “ONYX.” Medium weight 


pure silk half hose. Black, white, cordo- 
van, navy, suede, Russia calf, grey, green 


Sizes 9%-11%. %Y% doz. 
DOE. OOF GRE, occ cisccedececanases $6.00 

70 X etc. Men’s “ONYX.” Seamless silk 
hose with white Jacquard clock on black, 
cordovan and navy ground. Sizes 9%- 
1144. % doz. boxes. per doz. ...... $11.50 


1320 C Men’s “ONYX.” Full fashioned 
silk half hose with self and contrasting 
clocking on black, cordovan, navy, Rus- 


and champagne. 


sia calf, suede and white ‘grounds. Sizes 
9%-11%. % doz. boxes. per doz.. .$13.50 


880/3 Men’s “ONYX.” Imported, full 
fashioned mercerized half hose in novelty 
checks on black, cordovan, navy and 
suede grounds. Sizes 9%4-11%. % doz. 
SL, occ cccnss bachenanne $8.50 


630 X etc. Men’s “ONYX.” Seamless 
grenadine silk hose in black, cordovan, 

tan, navy and suede. Sizes 9%-11¥%. 

¥Y% doz. boxes. per doz............. $12.00 

37 BB etc. Men’s “ONYX.” Full fash- 
ioned silk half hose with self clockings on 

black, cordovan, navy and Russia calf. 

Sizes 9%-11%. % doz. boxes. per 

SE |. sdwaneneaedidestease educa $15.50 

320 Men’s “ONYX.” Full fashioned silk 
half hose, with mercerized top and sole. 

Black and all colors. Sizes 9%-11%. % 

$8.50 


doz. boxes. 
1520 Men’s “ONYX.” Full fashioned 
medium weight silk hose with lisle foot. 


Black, navy and cordovan. Sizes 9%- 
11%. % doz. boxes. per doz...... $16.00 


Dept. P 


Emery 6 Beers Company, in. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 


3roadway at 24th Street 


a dean 6a New York 


Sole Selling Agents for 


PAUL GUENTHER, INC. 


Manufacturer of Full Fashioned Silk Hosiery 
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Do You Know 
Something new for Miladys Bshoes 
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One counter display 
container of assorted 
sizes covers all 
widths and lasts 
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Easy to lace, trim in appearance, but rugged in 
wear, Diamond Brand Visible Fast Color Eyelets 
are an essential mark of quality on the accepted 
style models for 1922. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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No. 461. KID JULIET, Common- 


sense toe, % rubber heel. D, E 
15 ~ 404. KID SEAMLESS POLISH 
























and EE, 462 last $2. 
ES Set. 10/8 rubber heel, C to E, 40 last. 
E, 20 last $3.00 _— 
No. 2012. KID SANDAL, opera toe, 
12/8 rubber heel, C, D and E, 20 
last $2.10 
No. 401. 3% FOX KID STOCK TIP ; 
POLISH, ” poese vamp and quarter, No. 454. KID STOCK TIP BAL, : 
12/8 rubber heel, A to E, 40 last No. 206. KID OXFORD, 12/8 rub- medium toe, 9/8 rubber heel, E and : 
$3.50 ber heel, C, D and E, 20 last $2.40 EE, 45 last $2.60 “ 
FOR REGULAR SALES 
For regular sales throughout the year, not hing is more dependable than a well-chosen 
line of comfort shoes. Gardiner Quality Comforts—hand-lasted, with heels nailed by 
hand, and made from standard materials—will build up such sales for you. We offer 
twenty-six styles, all in stock, Juliets, oxfords, boots and sandals. Write for catalog. 
m=, H. K. GARDINER COMPANY 
y¥ 680 WASHINGTON STREET LYNN, MASS. 
BOSTON SAMPLE ROOM, 184 LINCOLN 8T. 
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Tother 9 Amer 


Ss TATISTICS from authentic sources indi 

3 cate that New England is now ascending 
~ the “prosperity curve’ of the business} 
cycle. They also show that the shoe and leather 
industries have safely turned the corner. Mer- 
chants who transact business with Lynn shoe 
manufacturers will readily grasp the applica- 


tion to that city. 


— 


























EXCLUSIVELY S 


%, WELTS iy 
s Ls oust (| $52 


HIGHEST SAEN'S WZ P. J. 
MiGuest y HARNEY 
SHOE CO. 














WHITE BUCK WELTS 
for GROWING GIRLS. 
MISSES and 
CHILDREN 
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indi} Lynn footwear is merchandised at every 
ding} known point of distribution countrywide. The 
iness|_ names of Lynn concerns are daily the means 
thed of closing hundreds of successful sales. No a 
Mer} stronger guarantees could be attached to the 2 











shoe} shoes produced by the leading manufacturers 








ica} of Lynn, no better recommendations made to 
merchant and customer. 
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215 South Market St. 








\\ 7 E, as master builders of store 
equipment, have again done the 
unusual in building a standardized 

shoe store which can be manufactured in 
large quantities; which is sectional and 
interchangeable and can, therefore, be 
moved about or added to at will without 
damage to the fixtures, and with uniform 
results. 

Changes in store lay-out or departments 
can be accomplished in a short space of 
time without the use of saw and hammer, 
entirely eliminating the necessity of car- 
penters and the annoyance and expense of 
tearing down old shelving and rebuilding 
it again to suit new requirements. 

It means further that because of a 
standardized system, the equipmentshould 
carry a good valuation and is not depreci- 
ated in the event of moving from place to 
place or store to store, as the case may be. 

Of still further advantage is the oppor- 
tunity of being able to secure the Grand 
Rapids Show Case Company’s quality 


BRANCHES 


NEW YORK 


1465 Broadway at 42nd St. 


CHICAGO 


KANSAS CITY 


606-607-608 Ridge Bldg. 


GRAND RAPIDS SHOW CASE CO. 


GRAND RAPIDS, MICHIGAN 


Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 
Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon 


Flexibility of New Way Shoe Shelving | 


product at an extremely low price—a 
price that compares favorably with the 
average cheap type of built-in shelving 
which lacks the interchangeable features 
and has no flexibility whatever. 

“New Way” sectional, interchangeable 
shoe shelving is offered at a price which 
makes it positively the best buy on the 
market today, with the added superiority 
of a quality product—readyto ship quickly 
from stock. 





‘NM 





“New Way” Sectional and Interchangeable 
Wall Shelving for Women’s Shoes — Also 
Made in Low Center Type 


BRANCHES 
ATLANTA 


DALLAS 
705 Insurance Bldg. 
CLEVELAND 
1113-1114 Ulmer Bldg. 
HONOLULU, HAWAII 
Harrison Bldg. 


703-704 Candler Bldg. 


| 
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Beleian Blue 


Wine Havana Brew 
Sea pul 11 Gre Light Brewy 
Stid nis tht Blue Cham payne 


Terra Cotta 


























oll 
Maple Brown Bre onze 
Boone Blue 















































29 Sp 





Jaclty Sewath Sid. 








Oscar Sc erer2 Brae 
ruce St,New York Cif 





























4 





















BOOT AND SHOE RECORDER 


_ 
2 
ao 
“— 
e 
> 

J 
> 


° 


—_ 
\o 
nN 
i) 


Ng 


hie 





= 
= 
= 
= 
= 
= 
= 
= 
= 
2 
2 
= 
= 
= 
= 
2 
4 
2 
= 
| 
= 
= 
= 
3 
= 
= 
5 
= 
= 
S 
= 
2 
2 
2 
= 
2 
2 





ARCH SUPPORT OXFORD 
IN STOCK 


$4.00 


No. 470—Black kid arch support oxford, Good- 
year welt, Tremont last, 13/8 Goodyear Wing- 
foot rubber heel. Widths, AA to D. Price, 
$4.00. . 


No. 448—Same on Princess last with 11/8 - 
Wingfoot rubber heel. AAtoD. Price, $4.00. 


These are the times when corrective footwear has the call. This 
arch support oxford with Thomson-Crooker selling qualities is a 
staple number that your trade will appreciate. 


All orders shipped same day received 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 
BUFORD H. JONBS, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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Height of Style {2 


Women buy L&A Shoes the 


moment they look at them. 





Our first year in business has been 
a tremendous success. 





Merchants in many cities are 
talking enthusiastically through- 
out the country about L&A Shoes. 





They realize that we are giving 
them wonderful opportunities. 


Real Shoes for |R 


Read What an Indiana Merchant Says: 


“We have just received the first shipment of L&A Shoes. 
They came in above our expectations. We trust you will 
continue to build shoes of this character.” 











(Name supplied upon request.) 
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The Style of L&A Shoes, their 
beauty of finish and construction, 
and the prices are winning trade. 





You cannot afford to miss the 
opportunity we offer you. 


Buy the L&A Line when sales- 
man calls. We will cover the 
territory but once. Write for 
appointment. 


r|}Real Merchants 





The LAPE ADLER Co. 
HI-STYLE “x2: LO-PRICE 
COLUMBUS OHIO. 
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SILK HOSIERY VALUE 


FROM MILL TO RETAILER 








No. 240—Men’s 
$7.00 per doz. 


Packed % Doz. to the box. 
Sizes 9%-11%. 
Colors, Black, Cordovan, 
Navy, Gray and White. 

Number 240 is made of the 
Finest Quality, Pure Japan 
Thread Silk, with elastic 
Mercerized Ribbed Top, Four- 
ply Heel and Toe; Double 
Sole and Seamed Back. 


No. 615—Ladies’ 
$15.00 per doz. 


Special out size. Made of heavy Japan pure 
thread silk with finest mercerized Ribbed Garter 
Top. Very elastic; and exceptionally wide. Will 
stretch to 30 inches. Four ply heel and toe. 
Double sole and extra high spliced heel. Packed 
% doz. to the box. Sizes 84-10%. Colors Black 
and Cordovan. 
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Your hosiery department will 
be greatly strengthened by 
the addition of these num- 
bers. They are of the highest 
quality, properly shaped and 
of correct, beautiful,and per- 
manent dye. The silk is best 


workmanship without imper- 
fection. The hose is of a sort 
you can sell with satisfaction 
to your customer and profit to 
yourself. 


EIU I cy 


Japanese pure thread, and the —- 
T 











SAMPLE BOXES UPON REQUEST. 





Mercer 
€—Lisle 
Garter 
Top 
Anti-Run > Seamed 
Feature 


No. 630—Ladies’ 
$10.50 per doz. 


Packed 4 Doz. to the box. 
Sizes 8-10%. 
Colors, Black, Cordovan, 
Russia, Calf, Gray, Navy and 
White. 


The new color for Spring 
is NUDE—It’s a flesh-tint. 

Number 630 is made of the 
Finest Quality Pure Japan 
Thread Silk, Mercerized Lisle 
Garter Top, “Anti” run Fea- 
ture which prevents garter 
run from .penetrating the 
silk. Four-ply Heel and Toe, 
Double Sole, Extra High 
Spliced Heel, Fashioned 
Ankle and Fashion Marks. 


LAZAR SILK HOSIERY MILLS 


2702 N. Front St. 


Philadelphia, Pa. 


February 4, 1922 
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The Newest Formative 
“No. 32” at the 


Fort Worth 
Convention 


The most shapely shoe 
in the whole field of 


orthopedic footwear 


Mad f fine- 
szde Black Kid. Leather Smart Style 
ae with roominess 
Price @5.00 and perfect 
Style 33—Same as Style comf ort 
32, except made of Brown 
Kid. 
—— IN STOCK 


HIS stunning orthopedic oxford and all the other Formative Shoes 

will be exhibited at the Fort Worth joint convention of the Texas 
Shoe Retailers and the Southwestern Shoe Travelers on February 13, 
14 and 15. 


:, he Formative display at Hotel 
All Styles Carried In The > ; — 
Stock Texas will equal its striking attract- 
REGULAR-Styles and Prices iveness at the Chicago canvention. 
No. 14— x K Blu. . .. 85. ss ° 
Ne. 15—Rrwn Kid Blo, Oxford. Price... 583 Living models will demonstrate the 
No. 16—Black Kid Blu. Boot. Price..... 6.00 remarkable features of the shoes. 


No. 17—Brown Kid Blu. Boot. Price..... 7.10 
No. 18—White Beachtex Blu. Oxford. Price 4.10 


MODIFIED—Styles and Prices 


Our exhibit will be in charge of 


No. 32—Black Kid Oxford. Price........ $5.00 o 

No. 33—Brown Kid Oxford. Price....... 5.85 Sales Manager Harry S. Rodearmel 
No. 92—Black Kid Oxford. Price........ 5.00 and C. A. Berkshire, well known in 
No. 93—Brown Kid Oxford. Price....... 5.85 - ‘ 
No. 94—Biack Kid Boot. Price.......... 6.00 the Southern territory, who has just 
No. 95—Brown Kid Boot. Price.......... 7.10 

No. 96—White Beachter Oxford. Price.... 4.10 become our Southwestern salesman. 


COTTER SHOE COMPANY 
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Proved Color Pe 


Proved in the Factory 











THE ROTH SHOE MFG. CO. 


° Cincinnati, 
° U Robert H. Foerderer, Inc., 
~ Philadelphia, Pa. 
BS, ~ Gentlemen: 















December 2iIst, 1921. 

In reply to your inquiry as to the satisfaction that 

your colored leathers have given in our factory would 

state that we have used your leather in colors for a 

number of years and we have always found it to cut 

economically. Your shades have been very even, 

the quality of the leather has been first class, and the 

finished shoe has given universal satisfaction to our 

trade, which after all is the thing most to be con- 
sidered. . 

Yours very truly, 
THE ROTH SHOE MFG. CO. 
(Signed) L. S. Roth. 














AVE ISE merchants have started Many shoe manufacturers are al- | 
EBAY to give to their customers ready “‘sold’’ on the fact that col- | 
better value than expected. cored VICI KID is unusual in the | 
Such a policy is bound to be permanence and uniformity of its 








, or color. 
recognized, and it is really easy : 
to give that something more in Others will be glad to give you col- 
value, if you take pains to secure —_—ored by _— . your ron - : 
: : you as it. oerderer makes the 
“a conperstion of your mm nt adatiginal VIEID® 1 
acturer. 
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here is only one 








emanence and Uniformity 





Proved in the Stock Room 


Proved by the Wearer 





Cincinnati, Ohio, 
December 28th, 1921. 
Robert H. Foerderer, Inc., 
Frankford, Pa. 


Gentlemen : 

Have had charge of stock and assorting room 
at the Sam. Wolf Shoe Co. for a number of 
years and have handled quantities of Foer- 
derer’s Colored Kid. Have always found their 
colors to run very uniform in selection and 
very easy to match and can say the cutters al- 
ways like to cut this leather, owing to its uni- 
formity in color, also its good cutting qualities. 


Sincerely yours, 
(Signed) PETER L. KLOCKE. 











Covington, Ky., 
December 12, 1921. 
To Whom It May Concern: 

I am wearing a pair of shoes today that I 
had made to order December 6, 1920, and whick 
I recently had half-soled for the second time. 
These shoes were made from Robert H. Foer- 
derer’s Tobacco Brown and their color is the 
same today as it was when they were new. 
This result I could not get using other makes 
of leather and when advised that Foerderer’s 
leather would hold its color and would not 
fade I decided to try Vici Kid, and these shoes 
have proven one of the best investments I have 
ever made. In the future when buying Colored 
Kid shoes in the stores will demand leather 
made by Robert H. Foerderer, Inc. 

Yours truly, 
(Signed) MARY S. NOLLOTH. 











Because colored VICI KID has 
been thoroughly tested in many 
thousands of pairs of shoes for the 
past several years, we are con- 
vinced that it is permanent in color 
and unvarying in uniformity of 


shade. 


In many factories cutters vote 


unanimously for colored VICI KID 





“Shere never 


because it cuts as easily as Black 
with no necessity of “match mark- 
ing. 


We should like to add you to the 


list of those whose confidence is 
frankly expressed. 


It should be strictly borne in mind that the only 
VICI KID is made solely by 


ROBERT H. FOERDERER, Inc. 


: Sole Manufacturers of VICI KID 
Philadelphia, Penn. 








as been any other 
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B-700 Black Satin Turn One 
Strap, 16/8 half LXV _ heel, jet 
beaded, vamp ornament, A to D, 2% 
WD Biccccccccccccccccccseses $3.35 
B-705—As above, except with Baby 
Sey GG cévenccsonascenset $3.35 





B-S810—Black Satin Grecian One 


Strap, 14/8 Junior heel, B, ©, D, 
BM CO BG. .cccccccsescccocses $3.35 
B-S15— As above, except with 12/8 
Cuban heel ......ceccseeees BB 35 


B-375 White Canvas Imitation 
lurn Oxford, . hed tip, 12/8 
Cuban heel, B, C, 2% to 8.81. 75 
B-105—As above, enespt with plain 
toe eevee $1.75 


B-800 — White Satin One Strap, 
~~ pearl buttons, 14/8 wore | a6 
. D, 2% to B.ccecceeeees 














HANNAHSONS SHOE CO., 


ANNAHSONS 


FABRIC 
FOOTWEAR 


White Canvas 
and Satin 


IN STOCK 


For Your 


At-Once Needs 


HANNAHSONS FAB- 
RICS were a big feature 
of the Chicago Convention. 


Specializing as we do in 
Fabric Footwear, our In 
Stock Styles offer you far bet- 
ter values than you can possi- 
bly find elsewhere. Look our 
prices over and keep your 
stock up with Hannahsons. 


The styles illustrated here are 
typical of our line of Turns 
and Imitation Turns. Many 
other live-wire styles In Stock 
ready for delivery. 


Send your order now. 
Terms, 2% 10 days, Net 30 


Minimum orders, one dozen 
pairs. 














Haverhill, Mass. 


B-510 — White Canvas Imitation 
Turn Grecian aire. 14/8 Spanish 
Junior heel, B, C, D, 2% to 8.81.75 
B-515—As above, eneept with eH 
CUR BOE cvcccccccsceseece $1.7 


B-1110 — Black Satin Turn One 

Strap, 16/8 half + ¥ heel, ed 

stone buttons, A to D, 2% to 8, 
$3.25 


B-1145—As above, except with Baby 
LXV heel ....ccecccccevcces $3.25 


B-175 — White Canvas Imitation 
Turn, Two ~ 12/8 Cuban_ heel, 
B, C, D, 2% to 8.......0... $1.75 
B-180—As aod except with 14/8 
Spanish Junior heel.......... $1.7 


B-545 — White Canvas Imitation 
Turn Sport One Strap, patent trim, 
12/8 Cuban heel, B, C, D, 2% to 8, 
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STETSON SHOES 


For Men and Women 











DEPT. 5’s 
SPRING MODELS 
ARE READY 


HE addition of six new models to the already 

interesting line carried by Dept. 5 makes it the 
most attractive and useful high grade stock line 
available today. 


Models for all occasions from golfing to dancing 
are ready for immediate shipment in a complete 
run of sizes and widths. 


The new Spring catalog, which will illustrate the 
entire line, will be off the press this month. 


Write now for Stock Book No. 30. 


Ce 





THE STETSON SHOE COMPANY, Inc. 


South Weymouth, 90, Mass. ; 
Boston New York Chicago 
Little Bldg. Bush Sales Bldg. Marquette Bldg. 


Cor. Tremont and Boylston Sts. 130 West 42nd St. Dearborn at Adams 
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Women’s Sport Oxfords In Stock 


$3.35 
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Lot No. 1788 
Smoked Elk 


with Mahogany Side 
Apron and Backstay 


Lot No. 1789 
Pearl Elk 


with Gun Metal Calf 
Apron and Backstay 





Terms: Net 30 days. 
F.O.B. Boston 


Plain (Soft) Toe, Sport Last, Suction Cup Fibre Sole, Spring Heel, Leather 
Innersole, Goodyear Stitched, American Welt. 


36 Pair Cases—Sizes 212-6, 21-7, 3-7 


(Do not fail to mention Lot Number when ordering.) 


R. E. McDonald Company 


118-128 Lincoln Street, Boston 11, Mass. 














The Famous 


Webher 


Shoe/Men 










Weber UNION MADE shoes for men will uphold your repu- 


tation for giving full value. 






They are built to meet a standard—never to meet a price. 


WEBER BROS. SHOE Co. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep.} 
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SOME 
SCOOP 


15 
NET 








No. W 102 Men’s Chocolate, 
Miami calf, circular vamp, 


swell last, live rubber heel, No. W 122, Men’s chocolate, 
Bal. IN STOCK Miami calf, banker last, live 


W 100, same as above in rubber heel, Bal. 





w 101 as W soe, banck Miami ee Se oem, Ca 
SOLID LEATHER THROUGHOUT 
SOLE LEATHER COUNTERS GRAIN LEATHER INSOLES 


OAK LEATHER OUTSOLES 
NOT ONE OR TWO SHOES 


A COMPLETE LINE 


of MEN’S and BOYS’ 100% LEATHER WELTS 


In Chocolate and Black Side Leathers and Black and Colored Kid Leathers 
from the Semi-French to the Munson last in Bals and Bluchers to Retail at 


$4.50 and $5.00. 
NOW ON THE ROAD 














Write Us for Salesman to Call and for Illustrated Price, List 
Some Desirable Territories Still Open for Live Wire Salesmen | 


HUNTINGTON SHOE & LEATHER CO. 
HUNTINGTON, IND. 
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The Quickest Kind of Turnover 


When a man or woman starts wearing Educators, he 
or she always comes back for more Educators. And 
this Educator Habit is catching. It gets the wearer’s 
family and friends, too. 


To you that means that so many people will come to 
your store, give a size, push some money at you, take 
the package you hand out and go away. 


Practically no selling expense—no fitting or trying on. 
Small overhead—the investment tied up is very mod- 
est. And a chance to “size in” every day. - 


The quickest turnover in the shoe game—is the Ed- 


ucator. 
F RICE & HUTCHINS 
5 REG. US, PAT. OFF, 
ice & Hutchins, In 
Rice utchins, Ine. 
10 High St., Boston, Mass. 
OUR NINE AMERICAN DISTRIBUTING POINTS 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 


= 
















































































SS ar 
BOOT AND SHOE 


RECORDER 


the Great ones ‘ae 


ESTABLISHED APRIL! 
1882 











\ 
































Vastly More Important Than 
Convention Dating 


To Increase the Public’s Appreciation of Footwear as Dress Item 


a convention should loom up so large in the 

councils, conduct and course of industry. Not 
a parallel to it is to be found in any other indus- 
try. 

Here we have a retail merchant convention once 
a year and to take the verdict of one branch of 
the trade stagnation of business, ruin of sched- 
ules and all the ills of the business world are 
due to that dating. It and its exposition loom 
up as a huge boulder in the stream of orderly 
business. 

Likewise, on the other hand, some merchants 
swear by the mid-January date as being the ap- 
pointed hour for spring buying and for months be- 
fore tell the salesmen, “I’ll buy in the sweet buy 
and buy.” Between the two forces of vocal com- 
batants the month of January was made a merry 
month of differences extending to threats and 
counter-charges of the wildest nature. 

Happily the two major associations were most 
diplomatic. The merchants waived a point in 
their by-laws and set no advance date until the 
board of directors considered all angles of the 
case. Likewise the manufacturers in their rather 
strenuous resolution gave opportunity for the ad- 
justment of difficulties. 

It is left to the directors of the National Shoe 
Retailers Association in their meeting in Cleve- 
land on Feb. 5 to come to a decision, and it is 
understood that executives from the National Boot 
and Shoe Manufacturers’ Association will be pres- 
ent to present their side of the question. The 
date is important and President Chisholm has 


|’ almost seems unbelievable that the date of 





shown by his War Board experience that he can 
weigh both sides of the subject. 

It seems strange that no other industry has a 
like problem—can it be that dry goods, hardware, 
millinery and every sort of commodity sold to 
the public has solved the convention habit? Each 
commodity has a strong national association and 
nearly all have national associations, and have 
conventions, and some sort of exposition to boot. 
Some associations, like the furniture folk, make of 
their expositions the great buying and selling 
events of the year. 

Go around the shoe calendar and objections will 
be found to exposition dates in any month. 

If the whole truth is told the convention as a 
debating event with its open forum and educa- 
tional sessions is worthy of running every month 
in the year and in every section of the country, 
for it is a post-graduate course in better mer- 
chandising. 

The issue, however, is the exposition—the dis- 
play of samples—and obviously coming once a 
year it raises mischief with production in shoe 
factories. There is no question that many orders 
placed in January for Easter delivery will be 
lucky if they are out of the works in May. The 
cost is increased by overtime and the quality de- 
creased by the rush in all departments. 

Thus it is that some of the large operators at 
retail, paid quiet visits to factory centers at least 
a month previous to the convention to get their 
orders under cover for early delivery. The small 
operator holding off until the convention may, and 
may not, get Easter footwear. Thus convention 
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dates as joined with exposition dates have disad- 
vantages that may be serious to many. 

In other lines of apparel the buying is active 
not by the season but by the style—merchandising 
is a fine art in millinery and in specialty garments. 
Profitable sales are made on the style and news 
value of goods and not on utility alone. 

The shoe trade is in its infancy in style mer- 
chandising—fully 80 per cent of all footwear is 
bought by the public on the utility basis. We have 
moved up a few grades above the cobbler but not 
many. 

Most factories consider the assembling of mate- 
rials into a form of a foot covering to be 90 per 
cent of their problem when the proper ratio would 
be 40 per cent shoe making and the 60 per cent 
distribution and clever merchandising profitable 
to manufacturer and to merchant and pleasurable 
to customer. 

The under-distribution of shoes is a problem 
far greater than the setting of a convention date. 
Once shoes are desired for the pleasure they give 
such items as convention dates will be no inter- 
ruption to the click of machines in factories and 
the click of cash registers in shoe stores. 

If one-tenth of the time put into the discussion 
of convention dating was spent in trying to find 
a way to “more pairs per person,” the exposition 
date would fade as an issue and be welcomed for 
a style laboratory for the increasing of pairs 
of footwear for public consumption. 

A flurry of business in 
shoe stores and no excuse 
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—let us instead swing all minds to the more vital 
thing—increasing the public’s shoe consciousness 
and making footwear as pleasurable an item of 
wearing apparel as millinery. We have a dozen 
big motifs before us—correct dress—a wave of 
sport influence—a white domination in attire and 
month by month a linking up with the apparel 
tendencies and hosiery possibilites. 

Millions of dollars were lost to the industry in 
1921 because it was not prepared for certain 
swings of style—keener attention to the extra 
pair would produce more business for store and 
factory. Merchants will buy if the public de- 
mands more footwear than the one or two pair 
per year to which level we have degenerated 
in 1922. Turn your mind to stimulating sales of 
footwear—the shoe does not get its proper share 
of the public purse by 40 per cent in pairs. 


Merchants at Fitting Stool 


The sale of a single pair of shoes is of more 
concern to the shoe merchant who would continue 
in business to-day than sale of ten pair three 
years ago. Merchants are putting their desks right 
up front in the store to get customer contact. 

More merchants are selling shoes over the fit- 
ting stool than ever before—they want to get the 
customer direct and not through someone else’s 
ears and eyes. The problem of making a profit 
in shoe stores is attention to the selling over the 

fitting stool. When Gen. 
Goethals said that the 





as to convention “buy and 
bye” would be given. 
There is something back 
of the merchant’s putting 
off buying other than a 
convention dating—he 
fears to load up, fearing 
that he cannot unload 
upon the public. Buying 
is something done by the 
public through the mer- 
chant —remember _ that. 
Selling is to the public 
through the merchant. The 
times themselves are re- 
sponsible in large measure 
for the heated and vigor- 
ous fight now being waged 
on exposition dates and 
even the idea of holding 
them. 

We have been ap- 
proached by both sides to 








building of the Panama 
Canal was no huge prob- 
lem but a multiplicity of 
small details needing at- 
tention, he gave a precept 
for the building of busi- 
ness to-day. . 

Some merchants made 
extra profits through 
speedy wits when the Mid- 
dle Atlantic States were 
swept by a 30-in. fall of 
snow. They pulled up 
front, in the store, every 
pair of rubbers, arctics 
and also leather boots— 
when the rubber goods 
were sold out they con- 
vinced the public that 
leather boots would be 
protection from the snow. 
Many a merchant cleaned 
out his slow-selling boots 
by emergency salesman- 








swing all our guns to the 
issue—a convention date 








ship. Wholesale stocks of 
(Continued on page 62) 
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Substitutes Now Proposed for the 
American Valuation Plan 


By WILLIAM 8S. DALEY 
Washington Correspondent of the Boot and Shoe Recorder 


tion officials as to the basis for assessment 

of customs has placed the Senate Finance 
Committee in a quandary and delayed the com- 
mitment of the majority for a valuation system. 
Interviews with members of the committee show that 
sentiment favors the adoption of the so-called Smoot 
amendments for the assessment of duties on the 
American wholesale selling price of the imported 
article. There is a substitute proposal submitted by 
George Davis, chief special agent of the customs 
service in New York, which would continue the im- 
position of duties on the foreign invoice value with 
a proviso for assessing equalizing duties whenever 
an investigation shows that depreciated currency is 
responsible for low valuations. This plan was offered, 
in substance, last fall, but it was subsequently re- 
jected by the committee. A canvass of majority 
members by the writer indicated that the com- 
mittee were inclined to favor the Smoot proposition 
because it was in harmony with the recommenda- 
tions of the President for tariff revision and in addi- 
tion, represented the best opinion among the Tariff 
Commission. 


LD ion on of opinion among Administra- 


The uncertainty of legislators as to what the busi- 
ness men want in tariff reform increased with the 
protests of the Chicago Association of Commerce 
and the Marshall Field & Company of Chicago, 
against the plan tentatively favored by the Senate 
Finance Committee as provided for in Smoot amend- 
ment. 

The question of determining a selling price in this 
country at the time the duty is paid is a factor which 
has given the committee considerable concern. It 
is claimed in some quarters that the mode of assess- 
ment as contemplated under the Smoot amendments 
would make it necessary to obtain invoices two or 
three months before it was ready for sale here. The 
members of the Tariff-Commission who sponsor the 
Smoot proposals insist that it is possible from an 
administrative standpoint to obtain the information 
required at the time the foreign articles are shipped 
and have the valuations ready for the day of entry. 
It is also charged that the Smoot plan for having 
appraisers construct a wholesale selling price based 
on the cost abroad, landed price, duty paid and a 
reasonable profit, would give the customs officials an 
arbitrary power. Advocates of the proposition in- 
sist, however, that there will be relatively few in- 
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stances where imported articles are not comparable 
with goods in this country and that the proposed de- 
termination of value is fair to the importers. 


Senate and House Work Together 


The Senate Finance Committee has adopted a pol- 
icy of consulting with members of the House Com- 
mittee on Ways and Means as a means of expediting 
the passage of the tariff bill. Undoubtedly the con- 
ferees will write the rates to insure few changes in 
the Senate bill when it reaches the House with a 
new valuation provision. The final report of the 
American Valuation investigation is now with the 
Finance Committee. The committee must study and 
analyze a summary as to the effect of the American 
valuation on approximately 400 items in tariff bill. 

No part of this exhaustive data has been made 
public and because it will probably form the basis 
for the ad valorem rates in the new tariff bill when- 
ever the valuation system is fixed. The reports in 
the possession of the committee are summaries of 
findings on various agents assigned to commodities 
subject to ad valorem duties. The paragraph and 
schedule number are given for guidance of the com- 
mittee followed by name of country where article was 
produced, description of foreign article, description 
of domestic article reported comparable by investi- 
gator, unit. Under the designation “foreign article” 
information was submitted showing foreign value in 
United States currency, landing charges, freight, in- 
surance, etc., duty, under present act (giving para- 
graph, rate and amount). Then, the investigator 
gave the committee data regarding the overhead and 
profit on landed cost, including duty, both percentage 
and amount were stated; selling price of foreign 
article in this country and selling price of domestic 
article reported comparable, number of investigator 
is given in order that committee may summon him 
for further details. The paragraph and rate on 
American valuation under House bill is also given 
and the rate and paragraph under Tariff act of 1909 
followed by remarks of investigator as to volume, 
etc., of imported article. 


Why Marshall Field Objects 


Opposition to the Smoot plan for assessing customs 
duties was expressed by Marshall Field & Co. in the 
following statement: 

“Senator Smoot’s substitute of wholesale selling 
price in America of foreign or similar imported ar- 
ticle for Fordney’s American valuation plan, as re- 
ported in Chicago papers, would seem to make im- 
possible a combination of American manufacturers 
to exclude foreign products by increasing duties 
thereon, but so far as we can judge from newspaper 
reports, substantially all other arguments against 
American valuation plan in Fordney bill are also 
applicable to this substitute plan. Wholesale selling 
prices in America for imported merchandise vary 
largely as between different cities; also it would be 
a difficult task, indeed, for anyone to determine ac- 
curately wholesale selling prices of many imported 
commodities in the same city, as prices often vary 
largely as between competitors in the same market. 
A great many importations of commodities are made 
by retailers and individuals which are not sold by 
wholesalers in America. What determines duties on 
such items? The determination of wholesale selling 
price would necessarily rest largely with employees 
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of Treasury Department, which, we submit, gives 
Government employees entirely too much power for 
exercise of individual judgment and submits the im- 
port business to the same uncertainty in this respect 
that would obtain under American plan in Fordney 
bill. ; 

Want Cards on Table 


“The proposed amendment will enable Congress 
to apparently levy a low percentage of customs duty, 
while, as a matter of actual fact, the protection ac- 
corded American manufacturers would be very much 
greater than the percentage figures in the bill would 
indicate? Much as we have studied the various pro- 
posals, we can not but feel that an item which cost 
$1 abroad upon which a duty of $1 must be paid in 
this country is protected just 100 per cent, and we be- 
lieve that the people of this country are entitled to 
know that the protection is 100 per cent and not have 
their minds confused by calling it some other figure. 
We are not arguing whether duties should be 10 per 
cent or 1000 per cent, but we insist that proposed de- 
parture from present basis of assessing duties on 
foreign cost or value is fundamentally wrong, will 
unnecessarily raise costs, and will deceive the public 
as to amount of protection accorded. By assessing 
duty on foreign cost or value, the importer can figure 
with some degree of certainty upon his landed cost 
and not be subjected to the whim, capfice, or elas- 
ticity of opinion of some Government employee to 
determine the wholesale selling price in America be- 
fore he can figure amount of duty he must pay. A 
change in basis will lead to endless confusion and 
delay and will generally obstruct the free movement 
of commerce. We are manufacturers in America on 
a large scale, having manufacturing plants in seven 
States in the Union and in many lines, such as laces, 
curtains, nets, rugs, etc. We are competitive with 
foreign manufacturers. Our experience as manu- 
facturers, retailer, wholesaler, importer, advises 
against the change in the basis of assessing ad 
valorem duties.” 


Lynn Manufacturers Elect 
Officers 


Lynn, Feb. 1.—Reuben H. Mitchell of Mitchell- 
Caunt Co. was elected president of the Lynn Shoe 
Manufacturers’ Association at its recent annual 
meeting. He succeeds the late Albion M. Bartlett 
of Bartlett-Somers Company. He has been acting 
president for several months. Directors were elected 
as follows: 

James Brophy of Brophy Bros. Shoe Company; 
A. M. Creighton of A. M. Creighton; Charles F. Cot- 
ter of the Cotter Shoe Company; Martin Welch of 
the Welch Shoe Co.; M. F. Costigan of the Bender 
Shoe Company; H. M. Read of Gregory & Read Com- 
pany; Samuel L. Fisher of A. Fisher & Son; Frank 
C. Stetson of the Watson Shoe Company; Wallace 
F. Burdett of the Burdett Shoe Company; John R. 
Donovan of John R. Donovan Shoe Manufacturing 
Company; Fred A. Trafton of Williams, Clark & 
Company; M. J. Tobey of P. J. Harney Shoe Com- 
pany; Joseph I. Melanson of Melanson Shoe Com- 
pany. 

Frank C. Stetson of the Watson Company was re- 
elected clerk, and William J. Hennessey of Hennes- 
sey, Maxwell & Hennessey, was re-elected treasurer. 
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By Connell-Monroe 


thought and attention because it is you. 

It is in advertising that you promulgate 
the ideas and ideals of your business on a large 
scale; you multiply by hundreds and thousands what 
you would say to the individual. Once you have 
said or done anything in your advertising it is said 
and done, that’s all. It’s you, and you’ve made a 
good impression or a bad one, according to the im- 
pression your advertising makes. 

If you are forced to scramble cuts and copy to- 
gether at the last minute before press time you are 
likely to be creating and building impressions that 
do not increase the value of your business in the 
way you like to feel its:value is growing. 


DVERTISING is worthy of your best 


Advertising’s Force Is Cumulative 


Surely you are not focusing on the element most 
likely to lead to one’s purchasing your shoes for you 
can’t get continued effect into ads that shift from 
one extreme to the other 
and then halt half way; 
the result of hasty throw- 
ing together of hastily 
formed ideas and mate- 


A great deal of the 
value of your newspaper 
advertising is represent- 
ed in accumulation, a 
gradual building up of 
associations and ideas 
in the minds of readers. 
If an ad of yours is read 
or even seen there ought 
to be some pleasant thing 
about it that will be re- 
membered. It won’t be 
necessary if you stick to 
a general typographical 
arrangement, for readers 
to see the name of the 
advertiser before know- 


made footwear. 


Worn with Woolen Hose 


rial. This bright patent leather strap 
model is one of the wanted styles 
of the winter. For wear on the 
street with warm woolen hose its 
light weight is delight- 
ful. For party wear, 
too, with our high- 
grade silk hose. Serv- 
iceable and stylish. 


Why not stop here today to see the latest styles 
and to receive a pleasant surprise at the ex- 
tremely reasonable prices asked for such stylishly 


Catalog will be sent. Write. 


goods as the center of interest. Continued sugges- 
tions of the same order will influence a certain set 
of readers; some will be persuaded to buy by reason 
of your argument; others will instinctively turn to 
your store when in need of shoes, for you have built 
up in their minds an agreeable picture of your goods 
and service. 

Your ads will appeal to a composite type, not to 
everybody. Your copy and get-up must be based on 
the tastes and’ requirements of the class you sell. 
Part of the value of each ad may be charged to pub- 
licity, so that your immediate planning will result 
in future growth of the right kind. 

Planning Your Ads 

The first thing to do is to get plenty of material 
assembled for the season. Get cuts together on the 
styles you feel certain you will advertise. Get proofs 
from your newspaper office showing the styles of 
type they have. Get proofs on whatever borders 
they may have. Your cuts ought to be the best pro- | 
curable for they are reasonable enough at any rate. 
Then in picking type that 
you will want used in 
your ads select a style 
that will be agreeable to 
one person whom you can 
pick as being the personi- 
fication of your.class of 
trade. If you feel that 
they can be moved only 
by an ad that clamors for 
attention with heavy 
headlines, your choice 
should be a thick type 
that carries plenty of ink- 
space. If you are carry- 
ing goods which appeal 
to those of finer sensi- 
bilities, an ad made up 
in the foregoing style 
would be jarring and 
would lead them to pass 
by your ad hurriedly. To 
the latter tasteful bor- 


$650 








ing whose ad itis. Each 
ad run will form a con- 


nection with the last, Street No. 


Blank Shoe Store 


ders and a type with 
slender faces would be 
Town attractive. The idea of 





thus each new insertion 


addressing your advertis- 





supplements the former; 
you are weaving a web 
of associations with your 


Latest Styles at Attractive Prices 





ing to one person whom 
you have picked as rep- 
resentative of your entire 
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Make It Good or It 


trade is an old one, but it’s good and will keep you 
from making some mistakes. 


Getting Attention 


If the general effect of your ad is unusual it will 
get attention. Jn papers where display is heavy and 
solid your ad, if set in lighter faces of type or with 
white space carefully massed, will get attention 
through its difference. It will be unusual, not from 
a straining to get novel effects, but because of the 
relief afforded to the eye from monotonous sameness. 
Continued use of ads that are unusual in this way 
is important. 

That, perhaps, is the real work of the illustration. 
Certainly it will interest 
those who have in mind 
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Won’t Make Good! 


to attract buyers to your store. Once there, if you 
have bargains to offer, sell the shoes at sale prices 
in addition to their regular purchases. 

Rather than let sales cut into the opportunities 
that new goods will bring; rather than to use valu- 
able newspaper space for this sort of selling, thus 
cutting into a new season with old goods, why not 
send letters to old customers, talking of your new 
shoes and also mentioning the bargains. Further- 
more, this is a good way of arousing in old custom- 
ers a new interest in your store. 


Stock Cuts 


In order to make this department a valuable one 
to you we have included 
an up-to-the-minute se- 




















purchasing a shoe of the lection of stock cuts of 
kind shown, yet there are LATEST STYLES—REASONABLE PRICES shoes, some of which are 
many who see it who will . a illustrated here. We shall 
not care for it, and here BLANK SHOE STORE also run some very catchy 
is where the power of Street No. Town ideas that may be used 
suggestion comes in. A = in connection with your 
ittle sales hip will mail advertising. 
sate my ey ey to oe This penser eng will be 
Pp . . . y We feel that to mention a bargain to . 
turn attention into inter- you is better than to talk broadcast, used particularly by the 
. s or once aving worn our shoes you 
est with ‘eo ee will appreciate what low prices here a we cree 
"18 mean. 
A pean eature 0 " All the latest strap models in Patent ae oo aw = 
shoe may be used to cre- or Satin with Louis Cuban heels, and art staff or who is not 
: . spirited walking oxfords in an or $ : ; 
ate oo It - = Black for wear with woolen hose are in i pe ego 
y Ss: now on show. Vv r 
to rea : , aap on nag eseggprat The shop fairly bristles with new “ ee we e 
authorities say the eye and interesting shoes. ; cuts rather from _ the 
s Ve know you’ want to see these, s : 
takes in five words at a and we also feel certain that the fol- point of service than 
time; therefore your lowing exceptional bargains in wanted profit — coincident with 
° . styles will appeal to you as a good ° ® 
headline will be read at way to save money, for they represent our policy of getting more 
almost the same time that cur eeual relieve nes. shoes sold. 
Meaemseteee. = of i i ~§  Wéteisieeeenecs’s Bestia was Please mention stock 
coreaseeueee See eceees number of cuts ordered 
Description an Aid to [| hee cen eeeeeee RTE 
: and also state whether 
Interest We look forward to receiving a visi i 
« ) F: g a visit > 
a a from you or an order by mail. We you desire mats or elec 
The description should value the friendship of old customers tros. This will enable us 
: F P . and this offers a money-saving oppor- . 
be lively, interesting and, touity of senceiag & seletionehin ' to fill your requirements 
above all, convincing. It es ve aan always try to make a accurately, will speed the 
is really the backbone of ‘Yours truly, placing of the illustra- 
your ad, for in this part Sales letter to be used in presenting tions in your hands and 
you lay the foundation bargains to old customers make the service of 
for the ultimate pur- greater value to all who 
chase. It should supple- use it. 


ment the cut and leave 

nothing to the imagination of the reader; rather, it 
should stimulate the imagination to a degree where 
ownership is the logical conclusion. 


Suggesting Purchase 

While the imagination is working is a good time 
to suggest a way to the final step, the purchase. 
An invitation to call at the store during a noon hour 
for those employed near the store, the mention of 
accessories which would attract shoppers, or the 
“send for catalog” admonition to out-of-towners are 
methods of completing the cycle of selling. Some- 
thing with regard to the store’s service should find 
room in every ad. 


Plan Your Newspaper Advertising on New Shoes 


Folks’ thoughts travel forward rather than back- 
ward, so it is always best to get new goods and new 
thoughts into your newspaper advertising in order 





In order to keep the 
expense to you as low as possible, we have dispensed 
with voluminous record-keeping. Therefore, it is 
very important that we receive cash with orders, 
and we know you will co-operate with us in this 
matter. 


Shoe and Leather Class News 


The pupils of the shoe and leather class of the 
Boston Continuation School, accompanied by instructor 
James W. Dyson, made an instructive visit to the 
Somerville plant of the New England Dressed Meat & 
Wool Company on Friday, January 20, this being the 
first plant inspection by the 1922 class. The class is 
meeting at the rooms of the New England Shoe and 
Leather Association on Monday and Friday after- 
noons, at 3:30 o’clock, and there are still opportunities 
for enrollment in this useful educational institution. 
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Electros of shoe 

cuts, 75 cents each. 

Mats of shoe cuts, 

35 cents. Please 

send cash with 
order 
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--ab a price 
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afford to pay 
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Shiny, glove-fitting Patent — gay 
little heel — a toe that’s tripped 
its way into favor on the boulevards 
of Paris — and a sturdiness which 
assures lasting style as well as to 
prove the price exceedingly low. 


+ + + 


The value of our shoes may be 
measured by the service they give. 
There are no better shoes for the 
money. 
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Electros of adver- 


tisement, $2 each. 


* Mats of ad are $1 


Please send 
with order 


eacar, 


cash 
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H. N. LAPE 


Julian & Kokenge Co., Cincinnati, Ohio 


Novelty slipper in suéde quarter and 
calf forepart, revealing the hosiery 


What Are They Buying for Spring? 


An Absolute Guide to the Styles for 1922 Obtained from an 
Analysis of the Entire Convention 
at Chicago 


NTERVIEWS with practically all the manu- 
facturers exhibiting at the Chicago conven- 


tion revealed an interesting 


wear possibilities for spring of this year. What 
these manufacturers sold and what numbers they 


found created the greatest interest 
are told in skeletonized form as fol- 
lows: 
Cincinnati 

The Julian & Kokenge Company 
found their new style, which they 
called their two-strap Leoata pump, 
to be very popular. It was presented 
in a patent vamp and a gray ooze 
quarter. The first strap was cut to 
the sole while the instep strap was 
cut out to the shank. This pattern 
was also made up in two tones of 
leather. This concern found. one- 
strap patents with low to be good 
sellers. Black satin one-strap turns 
with Louis heels were given favora- 
ble mention. 


* * * * 


The P. Sullivan Company.—White 
straps and sport oxfords were in 
good demand at the convention. A 
tendency toward wider straps was 
noted. A gray suéde one-strap with 
a patent wing tip, a % buckel and 


variety of foot- 





L. C. DOREMUS 
Geo. W. Baker Shoe Co., Brooklyn, N. Y. 


Cossack boot. gray ooze calf leg, black 
Russia vamp and 


cuff 


A, A. MEAD 


Upham Bros. Co., Stoughton, Mass. 
Colt and gray ooze with red tongue, 


buttoned on side 


a % heel was a very popular style in the Sullivan 
exhibit. 


*« * * * 


The Feder Gregg Company.—Both straps and ox- 
fords in patent are good. Patents with gray trim- 
mings moved well. Black and white sports were very 


good, and a few green and white 
combinations were in demand. 


* * * * 


The Homan Hughes Co.—Patent 
vamps and gray suéde quarter one 
straps cut out nearly to the shank 
proved to be a good seller. Tan calf 
oxfords in low heels were in good 
demand. 

* * * * 


The Sam B. Wolf Shoe Manufac- 
turing Co.—This concern showed a 
patent wish bone strap effect which 
met with popularity. Tan calf ox- 
fords were sold in good volume. 


* * * * 


The Sachs Shoe Manufacturing 
Co.—Buckel and button strap effects, 
with a tendency toward wider straps, 
made in patent leather, and with 
8/8 and 10/8 heels. This concern’s 
Step Ahead line was in good demand. 
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H. M. JOY 
Joy, Clark & Nier, Rochester, N. Y. 
A patent gore slipped with cut-outs 
up the front 


The Holters Company.—Patent oxfords and straps 
were in the lead. One strap pump with 8/8 heel was 
popular. Brown oxfords were in good demand. 

* * ~ * 


The Krippendorf Dittmann Company.—A patent 
leather with a wide instep strap and cut out to the 
arch, carrying a Spanish Louis heel and made both in 
all patent and in combinations of patent and gray 
suéde, made a hit. A patent plug oxford with a gray 
suéde lace stay and a % heel sold well. Combinations 
in patent and black kid oxfords met with the approval 
of many. 


* * * * 


Krohn-F echheimer Company.—The full run of straps 
both in patents and all whites sold in volume. This 





L. H. DOWNS 
Chas. K. Fox, Inc., Haverhill, Mass. 
Gray kid, four bar front with gored 
sides, Louis heel 
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MARK SELBY 
Selby Shoe Co., Portsmouth, Ohio 
Pure white calf with patent 
trimmings 








K. M. STONE 
of K. M. Stone Importing Co. 
Slipper with Chinese embroidered fore- 
part, gold quarters 


ccncern’s Arch Tone line and the way in which it was 
presented was one of the features of the exhibit. 
Moving pictures were shown presenting the merits of 
the shoe and the various ways in which it is being 
advertised to the public. 


* * * * 


The Voliman Lawrence Company.—Brown calf was 
good; gray and patent, with waist strap and a 8/8 
flange heel sold in volume. 

* om *% * 


New England 


Thomas G. Plant Co., Boston.—Nude ooze, gray 002e, 
black and white sport, elk and tan sports and all whites 


A. N. BLAKE 
Watson Shoe Co. 
A beaver shade of suéde with patent 
trimmings on top, collar and strap 
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“JIM” GORMAN 


Rice & Hutchins, Inc. 
1 modified Educator in gray sued« 
for style 


were very good for spring. The Gore pattern sold in 
good quantities. Low heel turn straps and flat heel 
oxfords were also good sellers. One and two straps 
met with the best demand. The Plant exhibit was 
made more interesting by their special show three 
times a day featuring the Osteo-tarsal line equipped 
with Pietquch’s Arch Guide rubber heel. This line 
sold well in the full run of styles. 


* + * 


Charles K. Fox Company, Haverhill.—Satin one- 
straps and patent one-straps with cut outs both were 
in good demand. This concern reported indications to 
be pointing toward a big white season. 





RICHMOND J. MARTINEZ 
Martinez Bros., New Orleans, La. 


Tan Scotch grain brogue oxford, 
stitched heel seat 





L. A. WOLF 
Standard Felt Co., West Alhambra, Cal. 
A novelty felt slipper on Chinese last 


F. E. REESER 


F. E. Reeser Shoe Mfg. Co., 
Louisville, Ky. 


A patent and gray novelty, with strap 
over waist of foot, buckle fastened 


Hannahsons Shoe Co., Haverhill.—One-strap cut-outs 
very good. ‘Satins moved in good volume. 


* * * * 


Herman E. Lewis, Inc., Haverhill.— A two-tone 
brown strap cut-out effect sold well and was one of 
the select styles displayed on the runway. Patent and 
gray combinations were good. Black satins and bro- 
caded slippers were also good. 


* * 


Rochester 


Menihan Company.—Sport shoes and combinations 
in black and white were good sellers. The gore pattern 


HARRY M. FLEMING 
Churchill & Alden Co., Brockton 
A reddish brown calfskin oxford for 
men; this color leads with him 
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R. M. SARTAIN 
Rich Shoe Co., Milwaukee, Wis. 


Gray suede apron over patent in a 
woman’s oxford 


met with general approval. Patent leather and gun 
metal calf-trimmed sandals were popular. 


* >. = 3 


Carafagno Shoe Company.—In the higher grade 
turn straps more buttons were used than buckles. 
This concern found black satins and combinations in 
patent and gray suédes to be good for spring. The 
average heel is reported at around 2 inches. 

* * * * 


Leach Shoe Company.—Patents and satins in turns 
and sports in welts sold in good volume. A high-cut 
three ankle strap turn with a back 3% inches in 
heigth was very popular. The heels in turns were 
found good from 10/8 to 14/8 and 
in welts from 8/8 to 10/8. 


* * * * 


Burrows Shoe Company. — With 
this concern whites led for spring. 
Low heel straps were found to be 
very good. 


* * * * 


C. P. Ford & Co.— Wide strap, 
low heel welts led. Patents, grays, 
tans and whites all sold in volume. 
Patent and gray combinations were 
popular. 

* * * * 


Joy Clark & Nier, Inc.—Both the 
Princess and Gore patterns were 
found good.- Gray and black combi- 
nations were also good. Large quan- 
tities of white were sold for spring. 


* * * * 


Moore Shafer Shoe Mfg. Co.—Two- 
tone gray golf effects with spring 
heel led. Black and white combina- 
tions were very popular. 
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P. L. STICKLES 
The L. D. Stickles Shoe Co., Red Wing, 
Minn. 


A standard oxford for girls in black 
calf 





WILLIAM M. HURLEY 
Hurley Shoe Co., Rockland, Mass. 


Pearl elk sport shoe, Norwegian 
leather saddle strap 


E. P. Reed & Co—Patent and gray combinations, 
the Gore pattern and the nude ooze with the nude 
ooze quarter with patent vamp all were found good 
for spring. 


* * * cam 


The Sherwood Shoe Company.—Black and gray 
strap combinations. Mention was made of the ten- 
dency toward wider straps. Nude ooze was found 
good by this concern. 


* * 


Utz & Dunn Company.—Sport and golf effects were 
leaders for spring. 


* * * * 


Strassburger- Stiles, Brooklyn, 
N. Y.—tThis concern presented a 
modified pattern in the form of a 
patent goring pump with a Spanish 
Louis Heel. This style is cut lower 
than the usual gore pattern and cut 
out on the instep sufficient to give 
the strap effect. It carried a Span- 
ish Louis Heel. This concern re- 
ported black satins and patent and 
gray leather combinations to be 
very popular. 


* x * * 


Union Shoe Mfg. Co., Chillicothe, 
Ohio:—A two-strap overlap collar in 
brown and black kid carrying a 
Junior Louis Heel was reported a 
very popular style. One strap black 
suéde with a patent vamp was also 
good. A patent oxford with a dull 
kid eye stay met with approval. 


(Continued on page 59) 
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What Do You Know About Feet? 


A Survey of Ideas Formulated by Orthopedic Surgeons 
and Retail Shoe Merchants Based on a 
Questionnaire Compiled by 


HERMAN W. MARSHALL, M.D., 


pared by the writer and distributed to 

orthopedists and retail shoe merchants. 
One hundred orthopedists from many cities of 
the United States and Canada have replied, and thirty- 
five non-medical answers have been received. 

The first instalment of the original fifty statements 
with additions, comments and criticisms received was 
given in the January 7 issue of the BooT AND SHOE 
RECORDER. 

A few persons returned the set of questions without 
signatures. Others signed their names but made no 
criticisms. A few were liberal with comments. Many 
expressed their approval of the plan and the large 
majority of replies showed very considerable care in 
their preparation, so that only two were discarded as 
being unreliable. The entire set was examined per- 
sonally by the writer, and very brief discussion of re- 
sults is undertaken at the end of this paper. An as- 
terisk has been used to identify non-medical comments 
in tabulations below. 

Questionnaire 

19—Many Shapes, Proportions and Sizes of Shoes 
Are Needed at Times to Fit the Many Shapes, Pro- 
portions and Sizes of Feet. 

Orthopedists agreed, 94 = 94%; disagreed, 4 = 4%; 
doubtful, 0 = 0%; no opinion, 2 = 2%. 

Shoe dealers agreed, 32 — 91%; disagreed, 1 = 
3%; doubtful, 0 = 0%; no opinion, 2 = 6%. 

Sacramento, Cal.—Dr. J. M. Craw- 
ford—Disagreed. 


. QUESTIONNAIRE of fifty items was pre- 


of Boston, Mass. 


fort while feet were being padded 
and strapped, while wearing insole 
supports with metatarsal pads, and 
while having convalescent dressings 
after surgical care. He suggests (a) 
as.its ground plan,—sole shanks, heel, 
—one that is similar to best foot 
shaped lasts available now with stiff 
shanks. (b) More front vamp room, 
i.e., more upper leather from side to 
side from base of toes forward. (c) 
Saft vamp with no boxing. 
Pittsburgh, Pa—Dr. E. W. Fiske— 
States there are two important points 
which should be put up to the shoe 
man. (1) The principles of a good 
shoe, namely, straight line inside or 
inflare and outflare on prescription 
from orthopedic surgeon. Good toe 
room and anterior foot space. Rela- 
tively snug heel and instep. (2) 
Recognition of the pathological foot 
by shoe fitters. Condemnation of 
store arch supporters and store doc- 
tors. Serious disabilities following 
lay advice and treatment of flat foot. 
Realization that a shoe seldom more 
than aids a pathological foot, that 
feet should be measured for relief 
carefully as eyes are, and treated by 
orthopedists. 


* © & 
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—— yt Schenkelberger—I 20—Shoes Have to Be Adapted to Feet in Some 
am inclined to place more blame on Instances, While Feet Must Be Adapted to Shoes at 
poorly shaped and badly fitted shoes Other Times. 


than on Nature and lack of proper 
foot development. Development is 
hampered by bad shoes even before 


Orthopedists agreed, 74 = 74%; disagreed, 17 
17%; doubtful, 6 = 6%; no opinion, 3 = 3%. 
the child is two years old. Tiny baby Shoe dealers agreed, 23 = 65%; disagreed, 6 


shoes are made at least one-quarter 17%; doubtful, 3 = 9%; no opinion, 3 = 9%. 


of an inch wider at the heel than any 
normal baby’s foot, and there is ab- 
solutely no fit in the arch. The tread 
is either very wide or the shoe fitted 
too short. Parents should no more 
think of buying pointed toed shoes 
for a growing child than they would 
adopt a square fingered glove for the 
hand or a three-cornered hat for the 
head. 

Worcester, Mass.—There is a limit 
that can be reached beyond which the 
study of shoes possesses but slight 
merit. 


Brooklyn, N. Y.—Dr. Truslow—Sug- 
gests a temporary “treatment” shoe 
for use while temporary apparatus is 
being worn. It would allow com- 





Pittsburgh, Pa—Agreed that poor 
feet may need to be adapted to good 
shoes at times. 

*Boston, Mass.—F. W. Small, Gil- 
christ Co.—Deformed conditions may 
be slightly bettered by improved 
shapes of shoes. 

New York City—Shoes, like braces, 
should be applied after correction of 
deformity in order to retain shape, 
and not for correction. 

New York City—Dr. Armitage Whit- 
man—Disagreed. 

Cincinnati, Ohio—Dr. Albert H. Frei- 
berg—Disagreed. 

San Antonio, Texas—This is abso- 
lutely all wrong. 

*Muskegon, Mich.—If feet are sore 
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they should be corrected before being 
fitted to any kind of shoes. 


* + + 


21—-Shoes Have to Be Adapted Carefully to Feet 
That Are Very Sore or Weak. Deformed, Symptom- 
less Strong Feet Should Be Adapted Gradually to 
Improved Shapes of Shoes. Compromises Between 
These Two Methods Must Be Made Frequently When 
Complete Lines of Shoes Are Not Available. 
Orthopedists agreed, 91 = 91%; disagreed, 4 = 
4%; doubtful, 2 = 2%; no opinion, 3 = 3%. 
Shoe dealers agreed, 28 = 79%; disagreed, 1 = 
3%; doubtful, 2 = 6%; no opinion, 4 = 11%. 
New York City—Disagreed that de- 
formed symptomless strong feet 
should be adapted to improved shoes. 
*St. Johnsbury, Vt—Amey & Reed 
—I question the advisability of 
changing the shape in a deformed 
nature shoe, if it is strong. 
* * * * 


22—-Several Pairs of Shoes of Slightly Different 
Shapes, Sizes and Balance Are Better to Wear Than 
a Single Fixed Style Continuously if the Person Is 
in Good Health and Has Normal Adaptable Feet. 
Orthopedists agreed, 39 = 39%; disagreed, 33 = 
33%; doubtful, 26 = 26%; no opinion, 2 = 2%. 
Shoe dealers agreed, 15 = 43%; disagreed, 15 = 
43%; doubtful, 3 = 8%; no opinion, 2 = 6%. 
*Greenberg, Ind.—Roy C. Kanouse— 
Wear one style. 
*Boston, Mass.—The shape and pro- 
portion best adapted should be gen- 
erally worn. 
*Fort Worth, Tex—R. M. Logan, 
Mosher Bros.—Disagreed. 
*Memphis, Tenn.—Not without pain. 
*Rochester, N. Y.—If the shape and 
style is right then several pairs of 
the same kind are all right. 
San Antonio, Tex.—Dr.- Cayo—This 
is as free from scientific expression 
as a frog from feathers. 
Louisville, Ky—Dr. B. S. O’Brien— 
Disagreed. 
Cambridge, Mass—Dr. W. J. La- 
Marche—The individual foot has al- 
ways the same shape. Why change 
it by prescribing different shapes of 
shoes? 
Washington, D. C——Dr. C. L. Hall— 
Agreed. 
Boston, Mass.—Dr. H. W. Marshall 
—Several pairs of shoes of slightly 
different balance, of different degrees 
of snugness, of different shapes, of 
different degrees of flexibility, will tax 
the feet more than a single style. A 
young woman who wears at appro- 
priate times sensible foot shaped 
lasts, heelless, flexible sporting shoes, 
and high heeled pumps in turn subjects 
her feet to increased tasks that are 
beneficial as long as they are not too 
great, and if they assist in retaining 
foot adaptability. She will not suf- 
fer if she attempts to walk without 
shoes, as some persons do who have 
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been propped up continuously for long 
periods in stiff shanked, good shaped, 
snugly fitted, very comfortable shoes. 
There is possibility of enjoying too 
great and too continuous comfort. 
Do not let the feet lose their adaptive 
powers. Let people wear different 
shoes if they can for exercise as well 
as for corrections of supposed foot 
defects. To make such changes of 
footwear, however, after the person 
has been long accustomed to a single 
type and size usually is a very diffi- 
cult task and should be undertaken 
very gradually, if at all. A bare- 
footed savage subjects his feet to 
many conditions, many of which 
would be quickly harmful if main- 
tained continuously, yet continual 
changes of all sorts tend to keep his 
feet in best condition. 
* * * * 

23—A Healthy Young Adult Can Wear Without 
Harm for Very Brief Intervals Almost Any Shoe 
Shape or Height of Heels, and When This Capacity 
Begins to Be Lost Then Old Age Is Creeping on, or 
Muscles and Ligaments Are Weakening from Some 
Other Cause, or Local Disease Processes Are Develop- 
ing in Bones or Joints of the Feet. 

Orthopedists agreed, 70 = 70%; disagreed, 16 — 
16%; doubtful, 10 = 10%; no opinion, 4 = 4%. 

Shoe dealers agreed, 24 = 68%; disagreed, 7 == 
20%; doubtful, 1 = 3%; no opinion, 3 = 9%. 

*Cincinnati, Ohio—Potter Shoe Com- 
pany—Agreed for very brief inter- 
vals. 
*Rochester, N. Y.—Agreed if size and 
fit are all right. 
*Memphis, Tenn.—Continuous abuse 
will produce premature aging of the 
feet. 
Worcester, Mass.—Dr. F. W. George 
—I believe this statement is too 
broad. 
Indianapolis, Ind—Dr. E. B. Mum- 
ford—Disagreed. 
Kansas City, Mo.—Dr. J D. Griffith 
—Doubtful. 
Columbus, Ohio—Dr. Wingert—Posi- 
tively no. 

* * * * 

24—Flexible Shanked Shoes Are Best Usually for 
Strong, Symptomless Feet Because They Permit Most 
Exercise. 

Orthopedists agreed, 82 = 82%; disagreed, 8 = 8%; 
doubtful, 8 = 8%; no opinion, 2 = 2%. 

Shoe dealers agreed, 26 = 74%; disagreed, 4 = 
12%; doubtful, 5 = 14%; no opinion, 0 = 0%. 
*Rochester, N. Y.—Agreed for strong 
symptomless feet. Flexible shoes 
otherwise are very harmful and dan- 
gerous. 

Brooklyn, N. Y.—Agreed unless the 
individual is very heavy. 

Hartford, Conn.—Dr. Ansel G. Cook— 

I have no objection to flexible soled 

shoes such as moccasins for normal 

feet, but when you put a heel, any 

kind of a heel, on a shoe with a flex- 







































































ible shank you have disturbed the 
balance and thrown an added pressure 
on the longitudinal arch of the foot. 
Some feet are strong enough to bear 
this added strain, and some are not. 
Some people with very broad, short 
feet do not require, in fact cannot, 
wear a shank. In such cases a broad, 
low heel gives all the support re- 
quired. With this exception all shoes 
that have heels should also have ade- 
quate shanks. 

Denver, Col.—Dr. S. Fosdick Jones.— 
Personally, I do not approve of flexible 
shanks either for deformed or nor- 
mal feet. 

= * * % 

25—Stiff Shanked Shoes Are Best Usually for Deli- 
cate Persons Whose Foot Muscles and Ligaments 
Never Acquire Average Degrees of Strength, or for 
Those with Disease in Bones of the Feet. 

Orthopedists agreed, 79 = 79%; disagreed, 9 — 9%; 
doubtful, 7 = 7%; no opinion, 5 = 5%. 

Shoe dealers agreed, 29 = 82%; disagreed, 4 — 
12%; doubtful, 2 = 6%; no opinion, 0 = 0%. 

*Memphis, Tenn.—Stiff shanked shoes 
are especially good for advanced age 
and increased weight. 
*Rochester, N. Y.—Wm. Pidgeon— 
Stiff shanked shoes if properly fitted 
are all right for everyone. 
*Muskegon, Mich.—A stiff shanked 
shoe which will hold such a foot in 
position would tend to weaken it 
rather than strengthen it, and I should 
prefer strengthening the muscles and 
putting such a foot into a standard 
shoe. 
Chicago, Ill.—Stiff shanked shoes are 
best for a time until muscles can be 
built up. 
Atlanta, Ga.—Doubtful whether stiff 
shanked shoes are best usually for 
persons with disease in bones of feet. 
San Francisco—Dr. Hunkin—I do 
not think a definite statement can be 
made in such manner. 
Chicago, Ill.—Dr. F. C. Test—Agreed 
—splints, in other words. 
Pasadena, Cal.—Dr. Wm. A. Clark— 
Doubtful. 

* * * * 

26—There Are Many Degrees of Flexibility and 
Stiffness of Shanks, and an Individual Should Wear 
as Flexible Footwear as His Foot Strength at Any 
Specified Time Will Permit. He Ma” Wear Stiff 
Shanked Shoes for Brief Periods witx Advantage 
When Feet Weaken for Brief Periods. He May Wear 
Flexible Shoes Continuously if His Foot Strength Re- 
mains Adequate Continuously. 

Orthopedists agreed, 85 85°; disagreed, 11 — 
11%; doubtful, 1 = 1%; no opinion, 4 = 4%. 

Shoe dealers agreed, 22 63%; disagreed, 8 — 
23%; doubtful, 5 = 149%; no opinion, 0 = 0%. 
*Lincoln, Neb—Budd Shoe Co.— 
Disagreed. 

*Dallas, Tex—Volk Bros. Co.— 
Doubtful. 
Nashville, Tenn.—Dr. R. W. Billing- 
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ton—The shank of a shoe touches 
the sole of the foot only along its 
outer border; and does not support 
the long arch or prevent pronation or 
strain on the arch, no matter if the 
shank is stiff. Support of this arch 
depends on a broad, long heel built 
up at front and inner corner. This 
gives support directly, also indi- 
rectly, by preventing pronation. An 
additional help is a narrow shank 
well curved or cut under at the inner 
border. A broad, stiff shank serves 
as a stiff board to which the foot is 
strapped and thus flattened as the 
shoe is laced. 

Boston, Mass.—Dr. H. W. Marshall 
—Some persons reason that, if a 
flexible shoe is right, then a stiff shoe 
is wrong. This may be a logical con- 
clusion, but physiological peculiarities 
of muscles rather than logic determine 
whether flexible or stiff shoes are 
better. Muscles vary in development 
as much as bones. Some are weak. 
The same muscles in other individuats 
are very. strong. Rarely some 
muscles may be entirely missing, 
while in other instances unusual ac- 
cessory muscles are developed. 
Therefore some persons have con- 
genital tendencies toward foot weak- 
ness or great foot strength. All 
muscles will grow stronger with 
proper use up to a certain limit, but 
this can be, and often is, exceeded. 
The limit is much greater for large 
muscles than for congenitally small 
ones. When the limit, whatever it 
is, is exceeded there should be given 
support to the strained muscles until 
means are found for reducing the de- 
mands made on them. Adhesive 
strappings properly applied are su- 
perior to all other means for slight 
strains of comparatively brief dura- 
tion. Carefully graduated exercises 
in some form generally should be pro- 
vided after the vacations for muscles 
by strappings have been terminated. 
Many non-medical men and a few 
orthopedists apparently do not realize 
fully that without appreciable change 
of habits, without injury or increased 
use of the feet, muscles may slowly 
weaken under subtle undermining 
vascular and nervous influences. A 
person may be well fitted with flex- 
ible shoes at one time, while several 
months later, for no very obvious 
reason except perhaps slight debility 
and slight loss of weight, some form of 
support is found best, temporarily. 
The latter needs in turn may be re- 
placed after a longer or shorter period 
by new ones. Muscular strength and 
tone shifts from time to time, yet 
always tends to settle into a state of 
equilibrium that fits the individual’s 
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particular requirements at the given 
period. 
* * * * 
27—Feet Can Serve as Indicators of Health. In 
Modern Complex Life There Are Noticed Many Indi- 
viduals with Recurring Mild, Short Attacks of Foot 
Strain. Foot Conditions Roughly Fluctuate with 
States of a Person’s Health. The Step Is Elastic, 
Light, Firm and Brisk in Good Health. It is Less 
Elastic, Heavier and Slower as Debility Comes on and 
as Definite Foot Weakness Appears. 
Orthopedists agreed, 92=—92%; disagreed, 1 = 
1%; doubtful, 6 = 6%; no opinion, 1 = 1%. 
Shoe dealers agreed, 31 = 88%; disagreed, 2 — 
6%; doubtful, 2 = 6%; no opinion, 0 = 0%. 
Worcester, Mass.—In many but not 
all cases of ill health. 
*Hutchinson, Kan.—Some people have 
bad feet, but are perfectly healthy. 
* * * * 
28—Removable Foot Supports for Longitudinal 
Arches Possess Important Advantages in Being Easily 
Regulated in Their Use. They Permit Support in 
Mild Cases of Foot Strain for Brief Periods, and 
Need Not Be Worn Too Long, as May Happen More 
Frequently if Stiff Shanked Shoes Alone Are Relied 
on Without Other Types to Change To. 
Orthopedists agreed, 78 = 78%; disagreed, 12 = 
12%; doubtful, 7 = 7%; no opinion, 3 = 3%. 
Shoe dealers, agreed, 25 = 72%; disagreed, 5 = 
14%; doubtful, 5 = 14%; no opinion, 0 = 0%. 


New York City—Agreed theoreti- 
cally, but most people wear them all 
of the time or not at all. 
Philadelphia, Pa.—Dr. Rugh—I use 
these supports only for relief of pain 
which will not yield to balanced shoes. 
San Francisco, Cal.—Dr. A. L. Fisher 
—lI believe that all stiff shanks and 
all plates are to be avoided excepting 
possibly Whitman plates. 

Des Moines, Iowa—Properly fitted 
shoes and exercises are better. 
Oakland, Cal.—Dr. N. Austin Cary— 
Opinion depends on type and con- 
struction of arches used. 

Cleveland, Ohio—Dr. Gordon N. Mor- 
rill—I do not use plates for any but 
the anterior arches, and have found - 
much to my relief and to my patients’ 
relief, that teaching them how to 
stand and to walk is 99 per cent of 
the game. 

*Rochester, N. Y.—It all depends on 
what kind of stiff shanks are worn. 
*Muskegon, Michigan—I have found 
that the cause of longitudinal arch 
trouble is almost always due to turn- 
ing out of the feet thereby stretching 
the muscles. 

*Chillicothe, Ohio—Herman Bros.— 
At least a dozen representatives are 
building so-called arch support shoes, 
and most of them have merit. Sup- 
ports can be built in several types of 
lasts, which I think is correct, as it 
does not compel different styles of 
feet to conform themselves to the 
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swing last or extreme broad shank. 
One may be correct in one instance 
and wrong in another. 

Kansas City, Mo.—Dr. Robt. McE. 
Schauffler—Agreed, with reservations 
as to the kind of support. 


— 2 a = 


29—Removable Supports Can Be Inserted in Flex- 
ible Shoes, Converting Them Into Stiff Shanked Types 
Temporarily, and Thus Extending the Limits of 
Range of Flexibility and Stiffness Obtainable With a 
Single Pair of Shoes. By Grading Amounts of 
Support by Numbers of Hours That Supports are 
Worn Daily, Transitions Can Be Made Gradually and 
Conveniently From One Type to the Other. 

Orthopedists agreed, 76 = 76%; disagreed, 15 = 
15%; doubtful, 5 = 5%; no opinion, 4 = 4%. 

Shoe dealers agreed, 19 = 54%; disagreed, 6 = 17%; 
doubtful, 5 = 14%; no opinion, 5 = 14%. 


Philadelphia, Pa—Dr. Arthur J. 
Davidson—It can be done but is it 
advisable? 

Iowa City, Iowa—Dr. A. Steindler— 
No flexible shanks for the uncompen- 
sated foot. . 
San Francisco, Cal.—Dr. G. J. Mc- 
Cheaney—I consider arch supports 
unnecessary. Lessen the load on the 
arch and strengthen the arch support- 
ing structures. I throw the weight 
toward the outer side of the foot by 
built up shoes, correct the posture in 
walking, and give exercise to 
strengthen the tibial muscles. When 
this is not enough, rest in bed and 
plaster splints are indicated. 

San Francisco, Cal—Absurd to put 
supports in flexible shoes. 

Kansas City, Mo—Dr. James R. 
Elliott—I do not use rigid supports. 
New York City—These cases should 
have padded insoles instead of stiff 
metal plates. 

Birmingham, Ala.—Dr. E. L. Scott— 
Disagreed. 

Rochester, N. Y.—Disagreed, the heel 
and ball will pull apart, and that ruins 
the foot. 

Los Angeles, Cal.—Dr. Lowman—This 
is misleading in that such a course 
might lead many patients to keep on 
wearing an old flexible pair of shoes 
bought early in the course of treat- 
ment, which represent more or less 
their old faulty condition. I agree 
that the transition can be made grad- 
ually from a stiff to a flexible shoe, 
but it should be understood that the 
shoe is of an entirely new type which 
represents an advance. The gradation 
should be one of going from arch 
plates to stiff shank shoes, and later 
from stiff shank shoes to flexible 
shoes if desired. 


(To Be Continued) 
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Hosiery Styles for Spring 


As presented by the Boot & Shoe Recorder in its 
“‘Correct Hosiery Revue”’ at the National 









In the Boot & SHOE RECORDER'S 
Correct Hosiery Revue, shoes of 
every type, with the proper hosiery, 
that the well-dressed woman would 
wear, were shown by living models. 
The illustration at the top of this 
page shows one of the most extreme 
of the styles designed by Morgan 
Grossman of Brooklyn. With the 
exquisitely blended colorings, rose, 
old-blue, violet and gold of the 
brocade of which this evening san- 
dal is fashioned, only a perfectly 
plain gold stocking of finest silk is 
appropriate. For afternoon wear 
with the gray suéde slipper, which 
is notable for its striking Spanish 
fan tongue emphasized with patent 
leather trim, a more elaborate 
stocking was shown of a gray to 
perfectly match the suéde of the 
slipper. The delicate pattern of 
the lace boot was very effective and 
appropriate for any dress occasion. 
At the bottom of this page with the 
beautifully plain one-strap model of 
white satin, such as might be 
chosen by the most discriminating 
of spring brides, a sheer white 
stocking was shown, with the Poin- 
tex heel to emphasize the slender- 
ness of the ankle. 


Shoe Retailer Convention 


Never before has the close relation 
of hosiery and shoes been as strong- 
ly emphasized as at the N S. R. A. 
Convention, just held in Chicago— 
especially now when high shoes are 
as much a thing of the past as the 
sweeping skirts of the 1890’s, and 
the low shoe shows every sign of 
holding its own as an all-season 
favorite. With the low shoe, 
hosiery has swept into the field as 
one of the most wmportant branches 
of footwear. The low shoe simply 
cannot be shown to advantage with- 
out the correct and appropriate 
stockings to match. 
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Probably the stocking which cre- 
ated the most comment at the RE- 
CORDER booth was the one of camel’s 
hair wool, warm but very soft and 
just the thing for sport’s wear with 
the heavy oxford of tan leather 
with darker contrasting saddle, 
furnished by Mr. Louis Doremus 
of the Geo. W. Baker Shoe Co. of 
Brooklyn. Beyond the shadow of 
a doubt, 1922 has ushered in an 
era of sports such as has never 
been known before, and the shoe 
merchant will do well to keep this 
in mind by seeing that he has a 
representative line of sport hosiery 
to show with the sport shoes which 
he is undoubtedly featuring. Sport 
stockings are among the most fas- 
cinating of all, for the variety is 
infinite and in this field no color is 
too bright to please the fancy of 
the most conservative woman, who 
may wear only the plainest of 
hosiery with her other shoes, but 
delights ‘in sport hose to match a 
brilliant hued sweater or hat. 
Contrasting hand-embroidered clox 
are especially good for sport wear 
this spring. 
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The vogue for light-colored hosiery 
with cut-out patent leather models 
was not overlooked in the RECORD- 
ER’S Hosiery Revue. Beige, sand, 
bobolink, putty and maple-sugar 
are among the fascinating shades 
mentioned by Carson-Pirie & Scott 
as leading in this type of stocking 
for spring. The popular black satin 
slipper with its buckled straps was 
shown to best advantage with a 
very sheer fine net stocking. 
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Never does Morgan Grossman of 
Brooklyn (who personally designed 
the slippers worn in the RECORDER 
Hosiery Revue) show himself such 
a master stylist as in the two gray 
suede patent trimmed models shown 
on this page. With both these slip- 
pers a very sheer matching silk 
stocking, with a narrow one row 
Paris clock, was considered the 
most appropriate. For evening 
wear, especially with a slipper of 
silver brocade of elaborate design, 
such as is shown in the center, a 
perfectly plain silver stocking, rely- 
ing for its charm on the sheen and 
beautiful luster of the silk from 
which it is woven, is the most 
favored by the well-dressed woman 
to 


-day. 





That the importance of hosiery in 
any up-to-date shoe store is fully 
realized by the shoe man was 
brought to the RECORDER’s atten- 
tion many times during the Febru- 
ary Convention in Chicago. That 
he is interested in seeing the latest 
style in hosiery in conjunction with 
the new styles in shoes is well 
shown in the following paragraph 
in a letter from Roy C. Kanouse, 
Greensburg, Indiana: “The Style 
Revue was also very valuable to the 
shoe retailer handling high-grade 
hosiery. I happened to be sitting 
near a department store buyer dur- 
ing one of the style shows and he 
said the prettiest pair of slippers 
he saw on the runway was the vel- 
vet gown and nude hose. He didn’t 
see the slippers at all—he was in- 
terested more in the style of gown 
and hosiery. The merchant who at- 
tended the convention can go back 
to his store and tell his customers 
what he saw and what styles will 
be good, and will have that advan- 
tage of his stay-at-home competitor. 








February 4, 1922 








to 





February 4, 1922 

























Unfortunately the beauty of the 
stocking at the bottom of the page 
was very difficult to obtain in a 
photograph. It is of a very heavy 
weight silk in a two-tone effect, in 
this case, tan and green, to match 
the perforated oxford from Geo. 
W. Baker Shoe Co. This same 
stocking is excellent for spring 
sport wear in many different color 
combinations, though black and 
white is the best in view of the fact 
that the white shoe trimmed in 
black will be the favorite this sum- 
mer. The center illustration on this 
page shows the RECORDER Booth at 
the N. S. R. A. Convention, where 
living models wore the shoes and 
stockings, which were considered 
appropriate. This Revue was 
given at intervals throughout the 
day for the benefit of the retail shoe 
man that he might take back to his 
home town with him an authorita- 
tive knowledge of the correct and 
latest word in hosiery, as well as 
in shoes, and so be the better 
equipped to serve his trade. 
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Among the many beautiful stock- 
ings which the Emery-Beers Co. of 
New York City furnished the RE- 
CORDER for its Correct Hosiery Re- 
vue was the striking wide-open 
clocked model shown at the top of 
the page. This stocking is equally 
appropriate for wear with a soft 
dark brown kid street shoe, or a 
more dressy suéde or bronze slip- 
per. Clocks will undoubtedly be 
among the best sellers in the fancy 
numbers for spring, and the vari- 
ous hosiery manufacturers are busy 
creating new designs to meet this 
demand. Open clox in combination 
with dainty embroidered patterns 
in color are among the newest 
shown. These are considered the 
correct thing for dress wear; the 
hand-embroidered clox in a solid 
color, or broken clox of two colors 
being reserved for strictly sport 
and street wear. 
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“Sell Shoes for the Least You Can— 
and Not the Most” 


So Declares Frank C. Rand, President of the International 
Shoe Company, in Remarkable Address Made Before 
the Boston Boot and Shoe Club 


we should sell shoes for the least money 


‘ TT wean is no altruism in the thought that 
we can get for them and not for the 


most.” 


Frank C. Rand, president of the International Shoe 
Co. and recently elected president of the W. H. Mc- 
Elwain Co., said this at the “Business Outlook” meet- 
ing of the Boston Boot and Shoe Club last Wednes- 
day evening. And he said 
some other things, plain and 
strong, to prove that his 
thought is not altruistic, but 
a “business outlook” thought. 

Mr. Rand talked right out 
from his heart. Somehow or 
other he seemed an Abraham 
Lincoln of the shoe trade. 
He talked about plain peo- 
ple, plain shoes, plain meth- 
ods, plain honesty and plain 
Americanism. He humbly 
said that he hesitated to 
speak before a Boston audi- 
ence, and then, speaking, he 





“From my standpoint that is the wrong way to 
get the most out of our business. I like to feel in 
the shoe business—I know I feel—that I should like 
that business to produce the greatest returns that 
can come honestly to the owners of that business. 
I sincerely believe that there is no altruism in the 
thought that prompts the desire to sell our shoes for 
the least that we can get for them, rather than for 
the most that we can get for them. I sincerely be- 
lieve that that is the way for 
you and me to make the most 
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A Creed for the Shoe and Leather 
Industry 


“IT should like to feel that this business 
is not a business in which sharp practices 
are indulged. We are making a necessity 
of life. The people have to have what we 
produce. If we measure up to the respon- 
sibilities that rest on us, and as we give 
to our customers fine values, I think that 
they in this country will come to us—and 
those in foreign countries will also come to 
us—for those values as we may express 


money out of our business. 
There is a point in profits be- 
yond which it is immoral to 
go, and I hope—I earnestly 
hope—that I will never sit 
around a board and cast my 
vote for doing that one thing. 

I should like to feel that 
this business is not a busi- 
ness in which sharp prac- 
tices are indulged. We are 
making a necessity of life. 
The people have to have what 
we produce. If we measure 





walked right into the hearts them.” up to the _ responsibilities 
of the Bostonians. Before From Mr. Rand’s address before that rest on us, and as we 
they knew it he had them the Boston Boot and Shoe Club. give to our customers fine 
wondering about a unifica- values, I think that they in 
tion of the East and West, iim 1! }HtHUtiiiiiiii nimininiiiitVV this country will come to us 





and not competition between 
the East and the West, all for the building up of 
new ideals in the American shoe industry. 


The Industry’s Obligation to the Public 


His talk was preceded by an address delivered by 
John C. McKeon of Laird, Schober & Co. of Phila- 
delphia. 

“We have had and are having some very interest- 
ing times in the shoe business,” said Mr. Rand, in 
opening his talk. “I have some very positive con- 
victions about the obligations that rest on you ard 
on me to our industry and to those that we have 
served so faithfully for many years. 


Not All Criticism Unjust 


“The shoe manufacturers of America and the re- 
tail merchants of America have come in for a great 
deal of unjust criticism. Not all of it was unjust. 
I think that there has been a strong temptation in 
the past few years to get more for our products at 
times than we should have got.. I think that we have 
yielded possibly too readily to the maxim of the 
street that ‘we will get ours while the getting is 
good.’ 








and those in foreign coun- 
tries will come to us for those values as we may 
express them. 


Don’t Sell a Man More Than He Needs 


“Hard times do not necessarily mean reduced sales 
or production in shoes. Statistics of sales will refute 
the statement that I have made. It may be true that 
in fine years the man in the city will buy more shoes. 
I do not believe that he will buy more shoes in the 
country. And I was raised in the country. I know 
something about a cotton patch and a cornfield and 
a wheatfield. Men in those sections buy shoes when 
those that they have are worn out. Your sales and 
mine may increase in any given year, if that be a 
prosperous year; but the reason they have increased 
is because our customers have done what so many 
of them do, they have bought more shoes than they 
needed. I don’t believe that any company in this 
room ever profited by selling a man more than he 
needed. 

“Some things have come up which I tried to touch 
on hurriedly in a few remarks down before the Shoe 
Manufacturers’ Association. Manufacturers all over 
this country complained and suffered from cancella- 
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tions and returns and demands for rebates. I think 
we were responsible largely for that condition. Hun- 
dreds of manufacturers, here two years ago or more, 
went out and guaranteed their prices. I don’t be- 
lieve in it. I don’t think that we have got a right 
to go out and guarantee a purchaser of production 
against a declining or an advancing market. I don’t 
think we have got a right to do anything in the 
world but guarantee to deliver to him what we sold 
him at the price at which we sold it, and when we 
do guarantee it we have taken away from ourselves 
the privilege, and it is a privilege, of going back 
to him the next season and selling him merchandise 
on the basis of price that we know to be right as 
set up by the standards of market conditions on 
that day. 

“There is a finer thing than that in it. If the 
market drops on us—on all of us, I am talking about 
us—and we have our factories filled with orders far 
ahead, if we want to ship the man shoes at a lower 
price, we have the fine privilege of exercising the 
right to ship him at a lower price, and you won’t 
get any kicks from that without having taken the 
fine edge off by having prom- 
ised him to do it. 


Sales $48,000,000; 
Rebates $5,000 


“We made up our minds 
that we would guarantee 
nothing, except to try to tell 
the truth as nearly as we 
knew how to tell the truth, 
and, not having guaranteed 
anything, that we were not 
going to be held up by re- 
bates. In the fall of 1920— 
the last six months, because 
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Foreign Competition Not Dangerous 


“IT don’t agree with my friend, Mr. McKeon, about 
this tariff proposition. I don’t believe the Swiss, 
or the French, or the English, or the Dutch, or even 
the Chinese can make shoes as good as we can. I 
believe, further, that if they can make them better 
than Mr. McKeon the 110,000,000 people in this 
country ought not to pay a tribute to him for the 
privilege of buying his shoes if somebody else can 
beat him out. I think that, with the American initia- 
tive, with the American genius for getting there, if 
we cannot hold our own with the nations of the 
world, we ought to go down. 


“I believe that America and American industry 
can take care of itself, and we had better send a 
warning to the other fellow to look out. There is 
more competition between ourselves, and Mr. 
McKeon, whose shoes I have complimented so highly 
and very earnestly and sincerely, had a darned sight 
better look at who in this country is selling his trade 
rather than a Frenchman or a Dutchman. The peo- 
ple that we have got to look at are our brother Ameri- 
cans, and I am glad of it. If 
I lose an account I like to 





LMM MT : 
lose it to a real, human 


Why the Necessity for a Protective Tariff? 


“Because of the great depression in the 
currencies of many foreign countries their 
labor costs are much less than ours, and 
partly because of this fact, and partly be- 
cause of the high premium on dollar ex- 
change, they are able to undersell us in our 
own markets. One of the great problems of 
our national legislators to-day is to frame 
a tariff which will prevent the dumping 
upon our markets of foreign goods.” 


American.” 
Must Have Tariff on Shoes, 
Says McKeon 


Mr. McKeon discussed the 
tariff seriously, and enter- 
tained the gathering with 
witticisms and stories. 

Buckling down to shoe 
trade conditions, he mar- 
veled that there had been no 
actual panic, and he lamented 
that there is still going on 


that was the declining mar- 
ket — we shipped something 
like $40,000,000 to $45,000,000. 
We had a shotgun held in 


Quoted from address by Governor 
Harding of the Federal Reserve 
Board by Frank C. McKeon in 
talk before the Boston Boot and 
Shoe Club. 


propaganda about the prices 
of shoes. It should be cor- 
rected, said he, for the good 


our face in a few instances, 


of the shoe trade. He re- 








but I believe that the several MI’0=IV=“_ OOOO 6ll}Ated that prices of high- 


branches of our company did 

not give rebates aggregating $5,000 out of $48,- 
000,000. It took determination to fight it. We had 
every excuse on earth given, from the baby being 
sick to a crop failure, why the shoes that we had 
shipped should not be kept at the prices at which 
we had sold them. We stood fast on the principle 
that we believed to be right, and were reducing the 
prices of our shoes all the time and telling them 
that they were lower than they had bought them. 
We were trying to protect ourselves by constantly 
shipping to our customers good shoes in which they 
could have confidence. Now, I am not trying to 
advertise these shoes; I am trying to talk with 
brothers in the same industry about a personal expe- 
rience that we have had, through which we eame 
successfully and wound up with good will—without 
making enemies. 

“A great many problems came up for decision. 
People were going to quit us. They were going to 
do everything that they could do, it appeared, except 
keep those shoes and pay for them at the price that 
they were billed. But I want to say to you that they 
did keep them, they did pay for them at the price 
they were billed, although some were a little late. 


grade shoes had been ad- 
vanced $6 a pair during the inflation period, and 
had already been reduced $3 a pair during the 
deflation period. But the buying public had its eye 
on the inflation, and gave scant attention to the 
deflation. The public does not seem to want to 
recognize the reduction in prices, said he. 

“I am positively in favor of free hides,” said Mr. 
McKeon, ‘but I believe in a tariff on leather and 
shoes. Shoes from Europe are already coming here. 
One foreign concern is planning to acquire control 
of a chain of stores. Europe has many skilled work- 
ers, who labor at low wages, and needs larger mar- 
kets, and America is to-day the biggest market in 
the world. Some European shoes are artistic and 
stylish. But they are “a bit soft,” and do not hold 
their shape like American shoes. Linings are light. 
Some of them have 41% iron soles, while correspond- 
ing American shoes have No. 8 or No. 9 iron soles. 
But these faulty details may be corrected, as Euro- 
pean manufacturers become more familiar with re- 
quirements of the American markets.” 

And so on, he argued in favor of a protective 
tariff on shoes. 

(Continued on page 62) 
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Some More Reports From Recorder 
Merchant Editors 


Many Impressed By Seriousness With Which Convention 
Work Was Carried On—Difficult to Buy, 


However, Says One 


(In the January 21 edition of the BOOT AND SHOE 
RECORDER were published a number of short articles 
on various phases of the N. S. R. A. convention pre- 
pared by retail shoe merchants who acted as our 
Honorary Editors for the period of the gathering. 
Since that time, others have been received. Space is 
given them because of their value in reflecting the 
feelings of the merchants toward such gathering.— 
Ed. Note.) 


A Regular College Course 


HOE conventions have done for the shoe 
S business what the railroads have done for 

our country, what the steamboat has done 
for the world. They have brought the various 
factions together to the betterment of each factor. 
Only by association of individuals with other indi- 
viduals is improvement possible. 

What do I get out of going to conventions? In 
answer to the question, I get out of conventions 
what the boy gets out of going to college; what the 
globe trotter gets out of travel; what all students 
get out of study; the thing all ambitious live up-to- 
the-minute men crave and seek—increased educa- 
tion, the essentials to attainment of a higher plane 
of living, the requisite of mere efficient citizenship, 
of a more capable, better, bigger manhood. 


More Efficient By Comparison 


From contact with bigger shoemen than I am, I 
become a better shoe man. Meeting men more effi- 
cient in merchandising than I am makes me a more 
efficient merchant. The men you meet at the con- 
ventions are almost invariably men of affairs. Some 
of them are managing concerns of a million dollars 
or more in magnitude, many of much less in a money 
measure, but without exception the men you meet 
there will be men of might in the communities, from 
which they come, in slang vernacular of the day, 
“the live ones.” The past business building conven- 
tion is without exception the greatest convention 
from the standpoint of advantages derived. 

FRANK P. MEYER, 
Danville, Ill. 


* * * 


A Higher Plane of Merchandising 


To me the big outstanding feature of the N. S. R. 
A. Convention was the seriousness with which the 
convention work proper was entered into by those at- 
tending the sessions, showing that retail merchants 
are awakening to the possibilities of the future and 
taking note of the errors in the past. The open 


forum brought out questions and thoughts that indi- 
cate to my mind the determination of retail mer- 
chants to operate their business on a high plane of 
service, integrity and reasonable profit. 





There are, unfortunately scattered throughout the 
country, many shoe stores that really have no reason 
for existence, they serve well neither the public nor 
themselves, they got into the business by accident 
without knowing any of the fundamental principles 
of it—they have never acquired them because they 
will not mingle with competitors, will not attend 
local, State, or National meetings and consequently 
just manage to exist as a general nuisance. 

This type of so-called merchant was noticeable by 
his absence, a look into the faces of the audience 
showed no weak members, but exactly the reverse. 


To Grow in Deeds 


I feel that the Chicago convention was a great 
tribute to those few men who were the organizers 
of the N. S. R. A. and no less a tribute than they 
deserve. My thought of the. future of the Associa- 
tion is that it will continue to grow, not merely in 
numbers, but in good work for its members, and 
through them for the public at large, that before 
many more years have passed the entire shoe craft, 
from tanner to retail merchant, will be doing busi- 
ness on as high plane as is any other business of 
whatever character, but that the retail merchant 
will bear in mind he is in the retail business and 
must get his vision from a retail angle. 

SEATON ALEXANDER, Alexander & Co., 
Wheeling, W. Va. 


* * 


More Happiness Noted 


To my way of thinking the greatest value of the 
convention lies in the democratic spirit that is mani- 
fested throughout every phase of display, discussion 
and business meeting. Here is a virtual university 
for the shoeman. A school whose curriculum in- 
cludes the art of picking styles, a proper sense of 
values, financing and accounting, store management, 
etc., and the tuition fee for the course is lower than 
the instruction and the inspiration can possibly be 
bought for, through any other channel. The dis- 
plays of the manufacturers, the very evident spirit 
of co-operation between manufacturer and retail 
merchant, the open forum topics—of value to every 
man who loves the craft—the benefit derived from 
an exchange of views and experiences, is of ines- 
timable value. 

This last convention was immense! To me, though, 
it appears to be a precursor of what is to follow in 
this direction. I think that the future conventions 
will be even bigger. A more general spirit of help- 
fulness is being manifested and the smaller dealer 
is being attracted in increasingly large numbers. 
And, too, it seems to me that manufacturers are 
realizing more and more the value of ‘their displays 

(Continued on page 72) 
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If the foot be well 

formed, the sandal type 

adds much to its nat- 
ural beauty 
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Of black suede with 
braid super-imposed on 
vamp and quarter; 
enameled Spanish heel 





New England Merchants Have Big Meeting 


Convention Reports Made and 
Membership Drive is Launched 


England gathered in Boston City Club 

Wednesday, Jan. 25, to attend the post 
convention meeting of the Massachusetts Retail 
Shoe Merchants’ Association to discuss informally 
the prospects for business this spring, and to hear 
the reports of those members who had attended the 
meeting of the N. S. R. A. in Chicago. Incidentally, 
there was some talk, as there has been in the past, 
of a new association to include all of New England 
and formal announcement of a campaign by which it 
is hoped to add several hundred names to the mem- 
bership of the Massachusetts association before the 
next meeting. Merchants already members were 
named as a Welfare Committee by President Henry 
E. Hagan to go out into the highways and byways in 
an attempt to get these new members. 


Members of Welfare Committee 

Included in this committee are the following mer- 
chants and the towns and cities which they repre- 
sent on the committee: 

Boston, W. W. Willson, in charge; Arthur Wallace, 
C. B. Bragdon, H. F. Salisbury, R. B. Graham, F. J. 
Hagan and F. L. Blaisdell 

Ayer, Geo. H. Brown; Bridgewater, R. H. Fergu- 
son; Brockton, Lee Baker; Chicopee, Paul J. Starzyk; 
Clinton, A. J. Laythe; Dalton, James J. Pender; Fall 
River, Joseph N. Fontaine; Fitchburg, W. C. Good- 


M ‘knsiana from every State in New 


win; Gardner, S. I. Simenson, of Goodnow, Pearson 
& Co.; Gloucester, E. T. Hall; Haverhill, Fred D. Mc- 
Gregor; Holyoke, Thos. S. Childs, of the Bennett 
Co.; Lawrence, C. L. Mahony; Lexington, J. H. Fiske; 
Lowell, W. E. Wood, of the 20th Century Shoe Co.; 
Lynn, J. C. Palmer, Hodgkins Shoe Store; Malden, 
Geo. F. Higgins; Marlboro, J. E. Cosgrove; Medford, 
H. A. Pinkham; New Bedford, R. Boucher; Newbury- 
port, Henry Plouff; North Adams, Jerry P. Wall; 
Pittsfield, John H. Enright; Plymouth, J. F. Mc- 
Ardle; Rockland, W. F. Burrell; Salem, A. A. Du- 
hamel, of the Walk-Over Boot Shop; Somerville, A. 
G. Waters; Springfield, L. C. Haynes; Stoneham, 
Louis Zitren; Taunton, T. B. Gaffney; Waltham, 
Rufus Warren; Webster, Jos. A. Patenaude; West- 
field, D. F. McCall; Worcester, Jacob Feinberg, and 
Everett, A. E. Vinal. 


Open Forum Held 


Following formal reports on the various phases of 
the convention, made by Harold McNeil and Fred H. 
Porter of the Thayer-McNeil Company,. Fred W. 
Small of the Gilchrist Company, I. H. Morse and 
his general manager, William Wood, and others, the 
meeting resolved itself into an open forum discus- 
sion, during the course of which it was brought out 
that merchants are figuring on the sport oxford as 
the best bet for next spring and summer and that, 

(Continued on page 72) 
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NEW WRINKLES IN GAITERS FOR MEN AND WOMEN 


Snappy Styles Supplied Gladly by 
All of Our Regular Advertisers 





By PAUL BROWN 
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Buying With Confidence 


onstrated any one thing it was that mer- 

chants generally are for the present at least 
firmly committed to the policy of buying small 
quantities and buying often. 

It should not be inferred from this that no 
large orders were placed at the convention or 
since; on the contrary, many large orders have 
been placed since Jan. 1 for spring deliveries. 

Quantities purchased must, of course, depend 
upon the volume of business transacted annually 
by a given store. Small quantities of a particular 
stock number for a store doing a quarter or a half 
million dollar business would be a tremendously 
large quantity doing a hundred thousand. But, 
comparatively speaking, the number of pairs writ- 
ten down opposite a particular stock number is 
small compared with what it would have been 
two years ago. 

The point is that buying methods have changed; 
instead of a merchant taking two big bites a year 
in his buying method the wise ones are taking ten 
or twelve bites. 

Under the old method there came a time twice 
a year when the average merchant could put his 
feet up on his desk and in a resigned sort of a way 
say, “Thank Heaven, I am through buying for 
this season.” That time apparently has passed 
and the good merchant is now a constant buyer. 

Because the merchant is taking small bites it 
does not follow that his buying power has dimin- 
ished or that he will consume a lesser quantity in 
the course of the season or during the twelve 
months’ period than would be the case if he took 
the old time two bites a year. 

As a matter of fact, stocks have been pretty 
well liquidated and the present method of buying 
will undoubtedly assist the merchant in closing 
the year’s business with a cleaner stock and place 
him in a better position to pay his bills promptly. 


Confidence Shown by Merchants 


Another big accomplishment of the national 
convention was that it broke the spell and started 
buying. This is especially true in women’s shoes 
of the fancier and more changeable styles. 

Style tendencies have been pretty well estab- 
lished and confidence that certain styles will have 


[ the national convention and exposition dem- 


a whole season’s run has been pretty well estab- 
lished. The fortunate part of the situation is 
that no one material, color or pattern is likely to 
dominate to the exclusion of all others. 

There are certain items, however, that should 
be bought immediately if prompt deliveries are 
to be expected. One of these things is sport ox- 
fords with rubber or synthetic soles. 

There is every indication that this type of foot- 
wear both with fabric and with calfskin uppers 
will prove more popular than ever before and will 
constitute a large percentage of the business in 
the average store catering to the better class of 
trade. If so, there may be some difficulty experi- 
enced in getting the bottoms and heels. A manu- 
facturer of rubber soles is reported as saying 
that if one-half of the shoe manufacturers who 
have equipped their samples with his soles should 
turn in sizable orders that his factory would be 
swamped for many months. 

Ever since the hand-to-mouth method of buy- 
ing became prevalent manufacturers have found 
it difficult to supply certain seasonable merchan- 
dise on time. Last year gray ooze developed into 
a craze and it was humanly impossible to supply 
the quantity demand in time for Easter or even 
in time for seasonable spring selling. 

With demand scattered over a wide range of 
materials as it is now this trouble is not likely 
to happen in any one particular material, but it 
may happen in the supply of rubber or synthetic 
soles. It is worth while, therefore, to get orders 
in early on this class of merchandise. 


No Radical Price Changes 


Merchants who attended the convention and 
talked to manufacturers went home with a feel- 
ing that there was to be no radical price changes. 
While the general tendency of merchandise prices 


. is downward and while some manufacturers have 


found it necessary to revise prices on certain ar- 
ticles, to keep them in line and meet competition, 
no precipitate price change is apparent or to be 
expected. 

Buying, therefore, is proceeding in a much more 
satisfactory way and with less fear and caution 
than has prevailed since the big flurry nearly two 
years ago. E. C. LOGAN. 














58 BOOT AND SHOE RECORDER 





Interior of the new Wolfelt store in Los Angeles 


New Wolfelt Store in Los Angeles 


ITH the opening of the new Wolfelt shoe 

W store, popularly known as “The Bootery,” 

on West Seventh Street, one is impressed 
with the wonderful growth of this organization 
during the past fourteen years and the place it occu- 
pies in shoe circles, both in Los Angeles and in other 
parts of the country. 

From the original store opened in Los Angeles in 
1908 there have grown three stores in California and 
the recent store opened in Chicago, while in New 
York City still another is preparing to greet the 
public. 

The new local store is conceded by all who have 
seen it to be the finest establishment of its kind in 
the country, embodying all modern improvements 
and conveniences for the comfort of its patrons and 
for the adequate display of its merchandise. The 
entrance is a square design, having two doors with 
a display window between and display windows at 
each side. It is finished in gray and black Italian 
marble and the floors of the display windows are of 
quarter sawed oak with Spanish cedar background. 

On entering one is impressed with the beauty of 
its architecture and appointments. To some extent 
the general architectural scheme resembles that of 
the Chicago store, although the prevailing style is 
in the old English period and the sunken floor is a 
feature peculiar to this store. This latter has re- 
ceived much admiring comment from the throngs 
who flock to the store to congratulate Mr. Wolfelt. 
The center floor is sunken three steps, in a circular 
effect, and is entered on each side of the house. It 
is sumptuously fitted up in the new parlor effect. 
The woodwork is Spanish cedar and the furniture 





is walnut period with upholstered seats. The entire 
floor is carpeted with a gray or taupe carpet, and the 
hangings are a rich blue, harmonizing beautifully 
with the surroundings. The center ceiling has a 
vaulted arch effect, hand tinted, while the side ceil- 
ing is beamed, with ornamental brackets at each end. 
All shelving is set behind paneled partitions, which 
form the side walls of the store and which contain 
countersunk display cases. The store is sumptuously 
furnished throughout and includes many distinctive 
features which contribute largely to its being desig- 
nated “America’s Smartest Shoe House.” 

The main floor is given over to the display of the 
exclusive Wolfelt models and the Bootery’s showing 
of smart hosiery for women. On the mezzanine 
floor are the executive offices; also commodious rest 
rooms for the convenience of patrons. 

The atmosphere and fittings of this store make a 
tremendous style appeal; in fact, all the advertising 
is directed toward this end. 


New “Litewelt” Process Introduced 
By John Fenton Shoe Company 


HE “Litewelt” is a new process of shank con- 
¢ struction producing a fine feather edge from 
the ball to the heel that is as light as a turn. 

The shoe is inseamed and stitched to the heel. 
Extra light joints made on the wood heel are as per- 
fect as ever wrought in turn shoes. 

The idea is to produce a shoe with all the light 
features of the turn with the advantage of the welt 
durability and shape retaining qualities. 

The process is covered by a patent applied for. 


February 4, 1922 
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What.Was the Object of the Filene 
Buyers’ Trip Through 
Western Markets? 


UITE a little speculation is heard around 

() the Chicago wholesale district as to the 

real object of the recent visit to Chicago 

of twenty-one buyers from Filene’s Bargain Base- 
ment of Boston. 

While many Eastern buyers visit Chicago, St. 
Louis and other markets of the Middle West it is 
unusual for one con- 
cern to send a flock of 


son, the State capital, for a permanent injunction 
restraining seventeen wholesale leather and shoe 
finding concerns, embraced by the membership of the 
Wisconsin Leather and Shoe Findings Association, 
from combining, agreeing or conspiring to restrain 
trade or competition, fix prices, etc. 
Thirteen of the defendant concerns are located in 
Milwaukee and four in the interior of the State. The 
Milwaukee concerns 
are: J. B. Yunker & 





buyers all at one time. 
It is a_ significant 
fact that the markets 
of the Middle West are 
attracting the attention 
of big Eastern buyers. 
The quarter-page ad 
which appeared in the 
Chicago -daily papers, 
here reproduced, an- 
nounces that these buy- 
ers are looking for 
“close-out stocks of 
manufacturers, jobbers 
or mail order houses.” 
There is a feeling in 
the Chicago wholesale 
market, especially in 
men’s and women’s 


, Automatic Bargain 


F ileney 


of Boston 





Our 21 buyers arrive 
in Chicago Wednesday 


leave St. Louis Tuesday—headquarters while here— 
Drake Hotel, special show-room parlors, 
beginning Wednesday, Jan. 18, 9 to 10 a. m., to 


Sons, C. Trieschmann, 
Sax Bros., William Neit- 
zel & Son, Lubotzky 
Basement Bros., Gaenslen Bros., 
Hiken Bros. L. J. 
Kirschbon, Max Hiken, 
F. Jelen, Abe Cohen, 
Edward L. Mauer and 
J. Hiken. Others are: 
E. J. Hueffner, Racine; 
William Uek, Manito- 
woc; H. C. Roenitz Co., 
Oshkosh; Sheboygan 
Leather Co., Sheboygan; 
George Kindtschi, Mad- 
ison; Green Bay Leather 


buy close-out stocks of manufacturers, | o., Green Bay; Mad- 
jobbers or mail order houses 


ison Saddlery Co., Mad- 
ison; Stoughton Shoe & 
Leather Co., Stoughton, 





ready-to-wear sections, 
that one of the objects 
of the trip was to feel a can age 
out the pulse of the — 
market, determine the No lot is too bag or too 
financial strength of low enough, mat be 
Chicago and other Mid- must be dependable. 
dle Western manufac- “Talia 
turers and wholesalers ee pe 
as much as it was to 

place orders for mer- 

chandise. 


Cash if necessary on the 
spot for goods, but they 
must be bargains and 

Tice because “sec- 





here are the buyers 
and what they buy: 


> See Ste —First prices nrust be #0 low 





B. F. RAPHAEL, Merchandise Manager 
C. T. O'CONNELL, Assistant 


' What about 
Fileme’s auto- 
matic basement? 


Wis. 

In supporting the ap- 
plication the Attorney 
General stated that his 
evidence in the case 
consisted of two can- 
celled checks from An- 
derson & Frank, who 
are said to have been 
penalized and fined by 
the association on ac- 


—Sold 7,009,247 articles in 
Mrs. Geary Boston last year (1 yr.) in 


as to sell lots quickly and 
sheet avoid AUTOMATIC price 
reductions of 34 after 12 
days, 5 after 18 days, 4 
after 24 days. Goods given 
away after 30 days. 


—3,360 women's dresses at 
$14 for « total of $47,040 
were sold {o om day (510 
minutes) last Newember 








hours keeping appoint- 
ments. 
A carload of buyers in a 
private Pullman car will 
A man well acquaint- 
ed with conditions in 
Chicago manufacturing 
and wholesale distribu- 





count of disregarding 


° o) 
Wm. Filene’s Sons Company of Boston | 4..;- agreement and 


We buy jobs only. No regular goods. Prices must be low. Phone or call in person before 11 a. m. 





selling rubber heels 





come 1500 miles to buy 
they will buy carloads 
of merchandise if prices 
are low enough 
tion expressed the opin- 
ion that one of the ob- 
jects of the trip was to gain publicity since trade 
journals and newspapers in each of the cities visited 
devoted a considerable space in telling the story of 
the trip. It has not been possible to ascertain 
whether or not any purchases to any considerable 
extent were made by the party while in Chicago. 





Trust Busting Suits Instituted in Wisconsin 


S one of about twenty-five “trust-busting” suits 
A instituted in the courts of Wisconsin by the 
State Attorney General, application has been 
filed in the “Circuit Court of Dane County at Madi- 


under price. 


Philadelphia 
(Continued from page 43) 

Laird Schober & Company.—Straps continue strong; 
blacks very good. Gray with black trimmings is ex- 
pected to come back. Welts in tans and blacks moved 
well. This concern looks for a big white season. 
Black satins are still popular. Their style builders 
state that we are in the age of novelty. 

* * * - 

The Croxton Wood & Company.—Black satins and 
patents both very good. Tan oxfords with suéde inlays 
met with favor. 








60 BOOT AND SHOE RECORDER 





February 4, 1922 


Analysis of Methods of Shoe Manufacture 


By COL. SANFORD E. THOMPSON 


ture, has been highly developed. It is now 
a case more of further development of the 
man power through method. 

In making boots and shoes two features stand 
out sharply: 

1. Irregularities in piece rates. 

2. Uneven flow of work. 

I appreciate clearly the difficulties in attempting 
to correct these two factors, and I do not propose 
for one minute to tell you in a half-hour talk how 
you can cure them. You will say that in both of 
these you are handicapped by multitude of styles, 
by changes in demand, by variations in lasts, by 
smallness of lots, by demands of the union, by im- 
practicability of adjusting rates, and by many other 
characteristics peculiary incident to shoe manufac- 
ture. 


M ‘tare, has be especially in shoe manufac- 


Variations in Shoe Costs 


All of these things are true, yet I say to you that 
many of you shoe manufacturers, especially those 
of you with comparatively small shops making high 
grade shoes are going to be up against it during 
the next few years, unless you take strenuous steps 
to reduce cost of manufacture in every possible 
way. When we find in a representative factory that 
the percentage of increase in piece rates on different 
operations (these rates were set by the manufac- 
turer, and its in collaboration) has varied from 12 
per cent to 260 per cent in a given period (for ex- 
ample, the increase in one rate was from 38 cents 
per 100 pairs to 43 cents per 100 pairs, or 12 per 
cent, while the increase in another rate was 621% 
cents to $2.25 per 100 pairs, or 260 per cent, with 
other percentages ranging all the way between) ; 
when we see in another shop making two thousand 
pairs per day a variation in output from the same 
department in consecutive weeks of more than three 
thousand pairs; when in another factory we see lasts 
being frequently turned in thirteen days instead of 
in the nine days’ standard; when we hear the fore- 
man of a department bragging of how he runs his 
room so that the workers can get through at two 
o’clock every day; when we find the piece workers 
afraid to have their time recorded, for fear they 
will be required to do a full day’s work, there cer- 
tainly is need for strenuous action on the part of 
the management, and also on the part of the union 
or the shop employees to effect a correction of these 
conditions. 


Style Is Most Important 


I am bringing out these things because I want to 
emphasize that thorough detailed analysis and stand- 
ardization of methods is the only way to get at the 
cause of the various difficulties that are occurring 
day after day and week after week in the shoe fac- 
tory. Do not misunderstand me, I do not mean by 
standardization uniformity in style. Style is a most 
important factor. I shall refer to it again. But 
at this particular moment I am referring, as I have 
stated, to standardization of method. The day of 
snap judgment is passed. Faults can be corrected 





only through a determination of causes by study 
and analysis of the conditions affecting each par- 
ticular case. This need for study and analysis ap- 
plies to the setting of piece rates. It applies to the 
control of work through the shop. It applies to 
turnover of lasts. It applies to the planning of 
orders to go to the factory. It applies to the method 
of issuing materials. It applies to the handling of 
stores and supplies. It applies to lasts and dies. 
It applies to sales methods and policies. It applies 
to selection of styles. It applies to labor manage- 
ment. It applies to office management. It applies 
to records. It applies to quality. It applies to 
wage factors. It is a remarkable fact, but it has 
been the experience of manufacturer after manu- 
facturer in all kinds of industry, in union and not 
in union factories, that the solving of various prob- 
lems of operation and production has done more to 
improve the labor situation than anything else that 
has been attempted. 


Constant Flow of Work 


Uneven flow of work through the shop is tied up 
intimately with rate setting. In fact, in order to 
obtain the increase in production just noted it was 
necessary to revise the methods of control. Here 
again, however, comes up the necessity for analysis 
and study of conditions in order to produce results. 
In a wood heel department of a shoe factory it was 
found possible, for example, to increase the pro- 
duction per operative 43 per cent, while at the same 
time increasing hourly earnings 25 per cent, with a 
resulting saving of nearly $7,000 per year. 

In sales there is similar if not even greater pos- 
sibilities for analytical study and planning. The 
Waste Report has been criticised for suggesting the 
possibility of evening up the production of shoes 
throughout the year. Let us consider for a moment. 
In the first place, compare the difference in uni- 
formity of production of different shoe factories on 
the same class of shoes in the same locality. You 
will find a marked difference, some of them run- 
ning much more constantly than others. Certain 
plants in other seasonal industries are away out- 
stripping the shoe trade. We find, for example, a 
plant manufacturing paper novelties which are ex- 
tremely seasonal in their sale, so engineering its 
sales organization that it has been possible to run 
practically 100 per cent during all the past year. I 
do not want to minimize the effect of novelty styles 
in retarding such development in the women’s shoe 
trade. At the same time with the experiences we 
have had in the past years in extreme novelty style, 
the effect on manufacture, and the effect on the re- 
tailer, has certainly shown the poor policy of going 
to extremes and the necessity for converting the 
more moderate novelties, where demand can be 
maintained, into staples. In many styles this has 
always taken place. We may say then that even 
if the problem is incapable of complete situation, 
analysis and planning of sales along lines being 
developed extensively in other industries, will do 
much to relieve the situation. 
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The Speedy Operator Is Best 


In a large factory employing some 3000 workers 
the records, which here as in most establishments 
were almost neglected for practical use, showed that 
a certain workman was turning out from 30 to 50 
per cent more work than any of the others in the 
department. The subject came up at a meeting 
one day and the foreman said that this man’s work 
was of poorer quality than that of the other men in 
the department. The heads of the production and 
time study departments knowing the past records of 
this workman, suggested that an analysis be made 
of the records to compare the work of the men. The 
foreman at first would not acceed to this. Finally 
it was agreed that for two weeks a close record be 
kept of time, quality of work, amount of repairs 
needed on jobs due to poor or careless work, and 
any other information of value in comparing the 
men. A committee was appointed, one man by the 
production department, and one man by the fore- 
man. At the end of two weeks the records showed 
that the workman who had been turning out the 
large amount of work, was not only doing more 
work than the other men, but it was so much superior 
in quality that the cost of his work, including ma- 
terial used and repairs, was $4.06 per unit as against 
$4.87 to $4.96 per unit by the others. 

Analysis of past records covering a period of 
three months was then made with practically the 
same result. 

This illustration is typical of numerous cases that 
could be cited. The average individual either does 
not know how to analyze or does not have the 
patience to analyze, or is too lazy to analyze. The 
result is that he tries to be a good guesser. 

Considering the problem from the large view- 
point, intensive study and analysis is needed, not 
only of manufacturing detail, which will reduce 
cost of production and assist in creaing normal 
demand, but also of market conditions, general sales 
methods and policies which are proving most suc- 
cessful, and of styles to determine the limits to which 
these can be carried with economy. 

The needs of manufacturing centers differ. The 
problems of the manufacturer of high grade women’s 
shoes are not the same as those of the large pro- 
ducer of staple styles. The questions of labor and 
employment vary, but more and more the interests 
of shoe manufacturers of different grades and types 
are merging toward each other. 


What Is Competition 


The competitor of Rochester is not merely Cin- 
cinnati and Lynn .and a limited number of other 
centers, but its competitors also are the manufac- 
turers of low or medium priced shoes which the 
hard times are compelling the well-to-do to buy in 
place of the more expensive products. 


Make Contented Workers 


One little realizes without intimate conversation 
with the worker what an enormous effect irreg- 
ularity in conditions, in oversight of the work, in 
distribution of supplies, in giving out the lots, in as- 
signing lots, has on the contentedness of the worker 
and on his actual accomplishment. We frequently 
note how the worker limits his output to avoid too 
high earnings or to work as easily as possible, but 
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we also must realize the other point of view, the 

effect of the methods of control as well as the ill 

adjustment of piece rates upon the worker. 

Let us consider, then, for a moment the viewpoint 
of the shoe worker, particularly when wage reduc- 
tion is put up to him. Talk with him and you will 
find that he is asking the following questions: 

A. How can wages and piece rates be adjusted and proper- 
ly balanced with, at the same time, a living wage to all? 

B. With depression in business and part time work, my 
actual earnings are being reduced even with the same 
price rates. Is account being taken of this in the wage 
adjustment? 

C. Has the manufacturer taken on more men than actu- 
ally necessary in the busy season, and, if so, how are 
they to be cared for in dull times? 

D. . Am I getting a fair share of the product of the indus- 
try? Are profits too high in proportion to wages? Are 
officers’ salaries too high in proportion to wages? Have 
salaries been reduced before wages are cut? Are over- 
head and sales expense too high? Is the retailer get- 
ting too large a proportion of the ultimate price? 

E. Should not defects in production methods be cured 
and waste reduced or steps taken to improve these 
conditions so as to reduce costs and selling prices, as 


well as to react on earnings and relieve petty irritations 
of the worker? 


We have no time to-day to consider the true im- 
portance of these on wage adjustment. From a 
standpoint of pure political economy, many of them 
have no bearing on wage levels and the worker is 
prone to forget the fundamental importance of 
economic principles and practice, of the vital need 
for cost reduction in order to sell shoes, of the fact 
that the earnings of the worker ultimately are based 
upon low cost production. 


Getting Closer Together 


However, more and more we find the progressive 
manufacturer going beyond the realm of pure 
economics in his treatment of labor problems and 
getting in certain ways nearer to the point of view 
of the worker. Whatever the conclusion reached, 
such questions as these presented must be consid- 
ered. In no industry can satisfactory results be 
attained without co-operation of manufacturer and 
worker. There is a tendency in the right direction 
in the interest of the worker in management prob- 
lems. So far this has been scarcely constructive 
but it does point the way toward possibilities of 
greater co-operation and particularly in getting to- 
gether with the workers in the shop in the study 
and analysis of the large part of the delays occur- 
ring throughout tha day. One thing is certain, with 
the study and development of facts, and the knowl- 
edge of a day’s work by both manufacturer and 
worker, co-operation and agreement is made more and 
more certain. More exact methods of management 
must be worked out and standards of practice de- 
veloped to a greater and greater degree. 

Finally, let us summarize from the standpoint 
of the needs of the manufacturer and of the indus- 
try as a whole, which must necessarily include the 
well being of the worker, the lines along which the 
greatest gain will come. These are: 

1. Study of market conditions with respect not only to 
demand but with reference also to co-operation and 
competition. 

Analysis of sales methods and policies. Analysis of 
retail prices, profits and overhead. 

Study of styles in shoes to determine the limits to which 


fancy styles should be carried. 
Examination of organization of slant executive staff. 


Sad 








5. Review of the labor policy and methods of employ- 
ment and conditions of work. 

6. Analysis of production methods to reduce costs through 
saving of time and labor. 

7. Analysis of office methods to get more effective results 
in planning orders and issuing materials and supplies. 

8. Treatment of office procedure to reduce clerical cost. 

9. Examination of methods of store-keping and distribut- 
ing of supplies including leather. 

10. Analysis and comparison of piece rates; number of 
shoes made per operator, and other costs. 

11. Adjustment of wage levels. 

12. Scientific adjustment of piece rates. 


Success depends further upon faith, good will, 
and co-operation. These can never be attained, how- 
ever, until along with the best intentions, shop con- 
ditions, and shop methods, and in fact the entire 
range of manufacturing problems, are adjusted by 
keen analysis of causes and the introduction of reme- 
at the source. 


a 


While America came out of the war a creditor 
nation, yet her economic condition was anything but 
satisfactory. In this country as late as a year ago 
the aftermath was to be found in the widespread 
extravagance of our people in all walks of life. 

Inflated price levels for commodities of every 
kind. 

Disorganized transportation systems. 

Financial conditions that threaten to develop into 
the most disastrous panic. 

Wage scales so far above normal as to be prohibi- 
tive in some industries. 

Cost of living almost equal to war prices—over- 
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production—large stocks on hand at practically war 
prices. 

The question is what progress, if any, have we 
made during 1921? In other words, what are our 
conditions now as compared with a year ago? 

One year ago credit was restricted. Money in 
short supply. Commercial paper selling, if selling 
at all, at 8 per cent and up. To-day money is plenti- 
ful, commercial paper selling freely at an average 
of not over 5 per cent. 

The Federal Reserve Banks, then, had a reserve 
of less than 44 per cent. Now the ratio is about 
75 per cent. Only 50 per cent of gold was held 
against Federal Reserve notes then; now it is over 
100 per cent. 

During the year prices generally declined on every 
commodity. Agricultural products were among the 
first to decline. The prices of steel and steel prod- 
ucts have dropped from 30 to 50 per cent. 

One year ago all the railroads were in most de- 
plorable condition. To-day operating efficiency has 
been restored and normal service is being given. 


Labor Levels Decreasing 


The prohibitive wage levels of a year ago have 
been and are being gradually reduced. 

Foreign exchange, a most important and deter- 
mining factor in our industrial and economic struc- 
ture, has greatly improved. At present the pound 
sterling value is less than 10 per cent below the 
dollar value. 

The franc has advanced about 50 per cent. Sim- 
ilar advances have occurred in the exchanges of 
other countries. 








(Continued from page 34) 


rubbers were depleted before the snow was an inch 
thick—weather made sales as fast as customers 
could be served. The alert merchant won out. 
In many stores the increase of “lost customers” 
is so great that one sale in four customers is not 
unusual. It may be price but how often is it 
sizes and slow-witted salesmanship. The cus- 


tomer in the chair is half sold to begin with, just 
as the person sitting in a theater seat is half pre- 
pared for amusement when the show commences. 
The distance to “put over” is less than on the 
street. 

If you don’t have “lost sales” slips—start them 
at once, and so keep a check on why customers 
leave without buying. If the ratio is too great, 
dig in, and find out why. 








(Continued from page 53) 

Mr. McKeon praised the delightful sentiment of 
such gatherings of shoe men. 

Thomas F. Anderson, secretary of the association, 
announced that the next meeting will be in March. 

Albert N. Blake of the Watson Shoe Co., who was 
to speak about women’s shoes, was unable to attend, 
being away on a business trip. Nor were present 
to speak Charles H. Jones, the authority on the shoe 
and leather schedules of the tariff, and Herbert T. 
Drake, president of the New England Shoe and 
Leather Association. 

Oliver M. Fisher presided. Besides an excellent 
dinner, there was fine music under the direction of 
Mr, Handley. 


Named Sole Distributor for McElwain Shoes 


McElwain, Hutchinson & Winch, the Boston branch 
of the International Shoe Company, now have the 
exclusive distribution of McElwain shoes to the 
retail trade. 





This business, since its merger with the Inter- 
national Shoe Company of St. Louis, has adopted a 
manufacturing policy of all-leather construction— 
to cover every shoe in the line. 

To provide for the greatly enlarged field of dis- 
tribution of the McElwain product, McElwain, 
Hutchinson & Winch have increased their sales force 
considerably and new salesrooms have been opened 
in leading cities of the country. 

A large and attractive sample room was opened 
on Feb. 1 at 116 Reade Street, New York City, to 
cover metropolitan New York. The services of C. G. 
Schlatterbeck, who has long been identified with 
shoe wholesaling in the New York market, have been 
secured and he will be assisted by an ample force 
of salesmen to cover this territory thoroughly. 

This new sample room is located on the street 
floor in the building at the corner of Hudson and 
Reade streets, right in the heart of the New York 
City shoe district. It will be fully equipped to give 
up-to-the-minute service to McElwain accounts in 
metropolitan New York. 
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ST. LOUIS 


Business at Lowest Ebb 


Efforts to Arouse Selling Activity Meet 
With Little Success 


HE lull that has been preva- 
lent during the past month 
continues with no apparent 
relief on the horizon. The down- 
ward trend from all opinions has not 
reached its limitations, but is expected 
to continue until the middle of Febru- 
ary, when it is hoped the weather will 
break sufficiently to create the call for 
spring styles. Should the weather be 
of the kind that instills the spring 
buying desire, many retail shoe mer- 
chants look forward to a good business 
at that time. 

On one day during the past week 
a visit to a few of the largest re- 
tailers found their stores without at 
least a single customer. True, this 
condition only existed for a short pe- 
riod, but the incident is more than 
unusual in the type of stores visited. 
No blame can be placed on the retail 
shoe merchants, as they are employ- 
ing every known merchandising ef- 
fort to arouse a dormant buying spir- 
it. Sales seem to be of little incentive 
and those who have tried this angle 
for increasing their business feel that 
the results scarcely justified the ex- 
pense and effort. 

The big drive for the present is 
to clean house on boot stocks. The 
mark-downs continue, until they have 
reached a price of $1.65 and this in a 
store where the finer grades of shoes 
are sold. 

Never within the last two years 
have stocks been so depleted as they 
are at present. The dead numbers 
have been weeded out to make room 
for the spring line. Few boots if any 
will be carried over this season, as 
most merchants have come to relaize 
that unless they are disposed of now, 
it will be impossible to give them away 
next season. Especially the type and 
styles that are in stock at present. 

The call for spring styles has been 
heard in a few stores. So far only 
one store has announced an advance 
showing. A majority of the retail 
shoe merchants are holding off until 
conditions become more ideal to push 
the spring business. The spring line 
in a majority of cases has been bought 
and is on the floor. There still re- 
mains a doubt in the minds of a great 
many as to what may be expected 
from gray suede and gray suede in 
combination effects. Nobody has felt 
confident that this vogue will be the 
best bet for spring. The buying of 
gray suede has also reflected this 
judgment and retailers for the most 
part have bought a case or two as 
a feeler. Patent Oxfords and strap 
stuff has been bought more vigorous- 


ly and with more sence of satisfac- 
tion that there will be more than a 
usual demand for this style. Patent 
one strap with a broad effect of the 
strap and extremely low heel seems 
to be gaining in popularity with the 
merchants. Some preference is be- 
ing shown buttons instead of buckles. 
Buckles have caused some complaints 
and the fair sex are apparently cast- 
ing their sentiments with the buttons. 

The staple tan calf oxfords will find 
their usual amount of patrons and 
merchants have bought accordingly. 
The styles perhaps are not as doggy 
as they’ve been during the past season. 

Patent oxfords are still leading the 
field for present buying. Boots of 
course, due to their severe mark- 
downs, have shown large gains in the 
day’s sales. Cut-out strap stuff has 
suffered some on account of the incle- 
ment and cold weather. Satin, con- 
servative as ever, continues to be de- 
manded by a great many admirers. 
Satin has held up well throughout the 
season and some predict a big repre- 
sentation in the spring selection 

One notable feature of the past 
week’s business is that no big mark- 
downs were observed on the regular 
line of shoes. A few odd sizes and 
broken lines were offered at a price, 
but none of the below-cost sales that 
have affected boots was conducted. 


T. J. Reid Shoe Co. Commence 
Removal Sale 


Reid’s, one of the oldest retail shoe 
establishments in the city, have 
started their removal sale and expect 
to reduce considerably the stock now 
on hand before moving. They expect 
to open in their new location at 411- 
415 North Eighth Street on March 1. 
Everything in their present shoe stock 
is being offered in the sale. The store 
handles men’s, women’s and children’s 
shoes and is known as one of the larg- 
est retailers in the down-town section. 


Shoe Mart Determined to Clean Up 
Boots 


M. M. McCain, manager of the Shoe 
Mart, has inaugurated his “Choice of 
the House” sale on boots and in com- 
menting on the results of the idea, 
McCain stated that the sale could 
easily be classified as a success. 
“Every pair of boots disposed of,” said 
McCain, “is that much money added 
to our cash and less stock to carry 
over for another season. The con- 
sequence of the sale is our boots are 
cleaned up and we will have to carry 
over very few pairs for another sea- 
son. We are going to push the boots 
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hard and not try and force the spring 
business before the logical time. We 
are having some few calls already for 
spring shoes. Our spring stock is on 
the floor, but we prefer to wait awhile 
before making our display.” 


Grand Leader Introduces Our North- 
ern Friend the Galoshes 


It remained for Manager Hinckley 
of the shoe department of the Grand 
Leader to introduce to our shoe so- 
ciety the galoshes. Previous to this 
some few pairs observed on the streets 
caused curious glances, but since they 
have been formally introduced by the 
Leader, their appearance on the street 
creates no unusual attention. Up to 
a few weeks ago the galoshes that 
were seen here were worn for the 
most part by visitors. 


“International Business 20 Per Cent 
Over Highest Mark,” Says 
F. C. Rand 


“We have closed our year’s business 
with a 20 per cent increase over the 
highest mark ever set before and with 
commensurate profit,” said F. C. 
Rand, president of the International 
Shoe Co., in addressing the New York 
Council of the American Association 
of Advertising Agencies, this week in 
New York City. The address in part 
is as follows: “In June, 1920, about 
the time that the various industries 
began to break, beginning with silks 
and following with equally depressed 
conditions in other industries, we had 
on hand unfilled orders for $52,000,000 
without a single guarantee of price. 
I believe that price guarantees are 
fallacious, anyhow. We were not long 
on merchandise, but without having 
agreed to make any change in our 
price we felt that the only fair thing 
to do was to furnish shoes to our pat- 
rons of the best quality at the lowest 
possible price in accordance with the 
current market. We therefore filled 
that $52,000,000 worth of orders at 
$8,500,000 below the price at which 
the goods had been sold. Now I be- 
lieve that this has a direct bearing 
on how we kept our factories running 
during the last eighteen months, for 
it created a wide circle of goodwill 
which has stood us in good stead dur- 
ing the difficult times. 

“Furthermore, we closed our year’s 
business with a 20 per cent increase 
over the highest mark ever set before 
and with a commensurate profit. 

“We have tried to establish certain 
principles and to abide by them. For 
one thing we have pretty good col- 
lectors. We have established certain 
terms and never in a single instance, 
no matter what the temptations, have 
we deviated from them. We have de- 
clined flattering orders rather than 
break the rule. We realize we have to 
have money with which to run our 
business, and that we could not ‘oper- 
ate it on credit established by some 
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man down in Mississippi or out in 
Missouri. 

“However, when the difficult period 
came we endeavored to meet our cus- 
tomers’ problems with sympathy and 
understanding. Fortunately we were 
situated so we could do so. One of 
the serious mistakes of the last 
eighteen months has been the unwill- 
ingness of merchants and manufac- 
turers to take their losses quickly. 

“T am told that an aviator has little 
difficulty in learning to fly. The 
trouble comes when he attempts to 
alight. I believe this has been the 
trouble with our manufacturers and 
merchants during the last eighteen 
months. We have been afraid to 
alight, to get on a right basis, so we 
have taken another flight, putting off 
the evil hour, afraid to face losses that 
grew larger with the postponement. 

“T believe that the organization that 
has not been able to sell its merchan- 
dise during the last few months by 
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proper and diligent effort may lay this 
failure to the fact that it was unable 
or unwilling to make a fair price for 
what it had to offer.” 


St. Louis Sells $144,000,000 Worth of 
Shoes in 1921 


Figures prepared by the Chamber 
of Commerce show that during the 
past year this city did a volume of 
business in excess of $1,200,000,000, a 
remarkable record in view of the na- 
tional business stagnation. The sta- 
tistics of the various industries ex- 
plain the reason for St. Louis’s exemp- 
tion from the general apathy—this is 
a commodity market, par excellence. 
The things made here are the vital 
things—the things the people must 
have whether the times be good or bad. 
Boots and shoes was the highest rank- 
ing industry in St. Louis and the 
volume of business done was $144,- 
000,000. 


MILWAUKEE 


Clear, Cold Weather Good for Arctics 


Strong Call for Women’s Low Cuts Finds No 
Counterpart in the Men’s Demands 


USINESS continues to be 
B kept enlivened by clearing 

sales, which like last year 
and two years ago, have been ex- 
tended into February by most Milwau- 
kee boot shops. In some cases mid- 
winter bargain offerings are made be- 
cause of the necessities of the situa- 
tion respecting stocks on hands, but 
in a general way stores are featuring 
reductions mainly to get people into 
their doors more readily than if only 
the ordinary appeals were made. 


Good Winter for Arctics 


The winter se far has been an open 
one, with only a few light snowfalls, 
but plenty of cold weather, which has 
come in waves. The last ten days of 
January brought the most extreme 
temperatures of the season. This 
sort of weather has been favorable to 
the sale and use of arctics, the sup- 
ply of which has been short all win- 
ter. For street wear, on extremely 
cold days, the usual costume is silk 
hose, with pumps or oxfords, protected 
by arctics. On more moderate days 
the woolen hose with oxfords, or 
sport hose over silk, with oxfords, 1s 
the rule. Few boots are seen, and 
merchants report a very small call for 
high cuts, save from the “old-fash- 
ioned” contingent. 


Men Wearing Boots 


The strong tendency toward low 
cuts among women has not found a 





counterpart in men’s demand in Mil- 
waukee this winter. It has been fig- 
ured that this season would show a 
much improved call for style oxfords 
to be worn with wool socks, but the 
fact is that the men are stillestrongly 
partial to boots and sales of oxfords 
have been relatively small, despite 
some very attractive offerings at lib- 
eral reductions by most stores. 


Harsh-Chapline Extensions 


Contracts have been let and work 
on foundations is under way for two 
additions to the tannery and factory 
of the Harsh & Chapline Shoe Co., 
694 Hanover Street, Milwaukee, which 
is the Northwestern division of the 
Craddock-Terry Co., Lynchburg, Va., 
The additions will be ready about May 
1 and will provide about 60,000 square 
feet of additional floor space, giving 
a daily capacity of 7200 pairs, com- 
pared with 4800 pairs as of Feb. 1. 
The daily output at the time the 
Craddock-Terry Co. absorbed Harsh- 
Chapline was 1200 pairs. By the mid- 
dle of the year this had been enlarged 
to 4200 pairs, and in more recent 
months the output was brought to 
4800 pairs a day. 


Promoting Export Trade 


Joseph J. Blommer, traffic manager 
of the Milwaukee Association of Com- 
merce, is sponsoring a movement to 
have Milwaukee shoe and leather in- 
dustries 


represented by exhibits 
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aboard a trade ship which is being 
sent around the world on a year’s 
cruise by the Anderson Overseas Cor- 
poration of New York. Mr. Blommer 
points out that while exports in 1920 
by Milwaukee shoe and leather con- 
cerns had a value of $568,533, the 
trade in 1921 fell off to $142,501, and 
he believes the placing of exhibits on 
board the trade ship will have a bene- 
ficial effect in enlarging export volume 
in this and coming years. 


Gets Order from Africa 


The Chippewa Shoe Mfg. Co., Chip- 
pewa Falls, Wis., has received an or- 
der for boots and shoes amounting 
to $1,000 from Monrovia, a city in 
Liberia, Africa. This is a unique 
event in the history of the Wisconsin 
concern, this being its initial order 
from Africa, although it has been 
shipping goods to Central and South 
American countries for a number of 
years. 


Recover from Fire 


The Pitsch Shoe Store, 113 North 
Bridge Street, Chippewa Falls, Wis., 
is resuming business this week after 
an interruption of a fortnight due to 
damage by fire. The Pitsch store car- 
ried insurance of $14,000 on stock, 
which more than covers its loss. It 
leased the building, which was insured 
for $5,000, while the damage is about 
$6,000. 


Hosiery Industry Booming 


Indicative of the excellent condition 
of hosiery business is the fact that 
the Phoenix Knitting Works of Mil- 
waukee, one of the largest manufac- 
turers of hosiery in the world, is mak- 
ing another investment, amounting to 
nearly $750,000, in plant additions 
and equipment. During 1921 the 
company’s facilities underwent en- 
largement at a cost of approximately 
$1,000,000. The present construction 
consists of a new dye and finishing 
plant, seven stories high, 120 x 220 
feet, at Milwaukee and _ Buffalo 
streets. 


Closing Out Store 


On March 1, Raymond A. Friedrichs, 
dealer in men’s wear, boots and shoes, 
harness and leather goods, at 1624 
Indiana Avenue in Sheboygan, Wis., 
will discontinue business to enter the 
casualty insurance profession on a 
whole time basis. In the meantime the 
stock is being offered for sale at 
greatly reduced prices. 


Boot Shop Incorporates 


The West Allis Boot Shop, estab- 
lished recently in West Allis, the big 
manufacturing suburb of Milwaukee, 
by M. Schlier, has now been placed 
under a corporate form, capitalized 
at $5,000, with the original name kept 
intact. With Mr. Schlier there ap- 
pear as incorporators A. H. Koenitzer 
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and H. B. Walmsley, two attorneys 
of Milwaukee. 


Hensel in Church Work 


Otto A. Hensel, 3527 North Avenue, 
Milwaukee, president of the Milwau- 
kee Retail Shoe Dealers’ Association, 
was elected a member of the council 
of trustees of the English Lutheran 
Church of the Reformation at the re- 
cent annual meeting. Mr. Hensel has 
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been prominent in English Lutheran 
Church circles for many years. 


Form New Corporation 


The Badger Leather Goods Mfg. 
Co., Milwaukee, is the style of a new 
$25,000 corporation organized by Peter 
Veth, dealer in bags, trunks and other 
leather goods at 1614 Vliet Street, and 
Joseph E. and Alice Bloomberg, 1240 
Thirty-seventh Street, Milwaukee. 





INDIANAPOLIS 


Women Want ‘‘Classy’’ Shoes 


Merchants Make Mistake in Going Through 
Two Seasons Without Any Notice- 
able Style Change 


country made a big mistake 

in going through two seasons 
without practically any definite 
style change in the opinion of Elmer 
B. Davis, who presides over the desti- 
nies of the shoe department in the 
L. S. Ayres & Co. store. It is his be- 
lief that part of the cause of the busi- 
ness slump in the months of Septem- 
ber, October, November and Decem- 
ber was due to the lack of any mate- 
rial change in style. . 

“We went directly out of summer 
into fall and winter without practical- 
ly any change whatsoever,” he said, 
“and I think. most of the merchants 
have realized that it was a big mis- 
take. I believe it will not occur again. 
It is my guess that if the merchants 
had featured boots along with the ox- 
fords and strap effects, which proved 
so popular during the summer months, 
that the fall and winter business would 
have been better than it was. How- 
ever, experience is a great teacher and 
I believe next time things will be dif- 
ferent.” 

Mr. Davis says that in the old days 
a shoe merchant could go through an 
entire year without much of a change 
in styles and do a very satisfactory 
business, but times have changed con- 
siderably. A woman used to come in 
the store, he says, and say, “I want a 
pair of shoes,” and most any shoe that 
fit her was accepted. Now they ask, 
“What’s new?” and, “What are they 
wearing?” If the merchant has 
something new and out of the ordi- 
nary to offer, he doesn’t need to worry 
about business, he says, because it 
will come to him without much solici- 
tation. 

“People are wanting classy shoes 
and if you’ve got that kind of mer- 
chandise to offer them, it is no great 
trouble to make the sales,” he con- 
tinued. “Women who before the war 
period had been in the habit of buying 
a cheap grade of shoes found out when 
they had to pay more for their foot- 
wear that it was better to add a few 


Ts shoe merchants of the 


more dollars and get the better grades. 
As a result they have become educated 
to the fact that the best shoes are the 
cheapest in the long run. That is one 
reason, I believe, why stores carrying 
high-grade shoes are not feeling the 
effects of the general business depres- 
sion, unemployment, etc., as seriously 
as shoe stores that specialized in the 
more popular priced goods.” 

Mr. Davis said the January business 
in his department has been very satis- 
factory, the first ten days’ report 
showing a decided increase over the 
same period of 1921. A few special 
sales have been held, he said, but these 
have not proved any great stimulus to 
the volume of sales. He ascribes the 
good business this month largely to 
the fact that he was able to obtain 
some mighty classy footwear at a 
good price. Otherwise, he said, busi- 
ness probably would not have been as 
good as it has been. In Mr. Davis’ 
opinion the shoe business depends a 
great deal on the weather and equally 
as much on the kind of merchandise 
the shoe men have to offer. 


The January business in most of the 
Indianapolis shoe stores has been only 
fair, due largely to the lack of any 
seasonable weather. The first real 
snow of any magnitude fell Saturday, 
January 21, and the merchants noticed 
that it “pepped up” sales considerably. 
If the snow remains on the ground for 
a few days, it no doubt will bring about 
a decided improvement in the volume 
of sales, but if ‘t melts rapidly there 
isn’t much hope for any great increase 
in business, the merchants say. Prac- 
tically all of the Indianapolis shoe 
stores have been staging special sales 
throughout the month. 


Plans for the annual convention of 
the Indiana Retail Shoe Association, 
which will be held in Indianapolis on 
March 6, 7 and 8, are being perfected 
by Paul Kuehn, of South Bend, and 


(Continued on page 66) 
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DENVER 
Business Showing 
Improvement 


in Denver 
Stock Show Week Helps 
Speed Up Business— 
Other Items 


CCORDING to local shoe mer- 
A chants business is gradually 
improving in Denver, not 

only in retail shoe business, but 
in all other lines of industry as well. 
Money is still hard to get hold of, but 
with the opening of industries in the 
State there are more men working and 


- there is also more money being put 


into circulation. The recent opening 
of the large steel mills in Pueblo, Col., 
was the starting of industrial wheels 
in Colorado. A big revival of mining 
in the State is also predicted for the 
coming spring and summer. The 
wages of coal miners in the State 
were recently reduced, which paves the 
way for cheaper coal and another aid 
to increased industrial activities is 
thereby gained. Taking it all in all, 
it looks like a good year ahead of the 
business men in this part of the coun- 
try. 
Stock Show Aids Business 

The third week in January was an- 
nual Stock Show Week in Denver and 
many hundreds of visitors from all 
sections of the Rocky Mountain re- 
gion came into this city. Retail shoe 
merchants report that the show aided 
their business to some considerable ex- 
tent, as many out-of-town people vis- 
ited their stores and purchased foot- 
wear. Shoe men featured the Stock 
Show in their advertising. 


Turn-Over Rate Business Problem 

“Quick turn-over in the present day 
of rapid changes of styles is one of 
the important features of the shoe 
business to-day,” recently remarked 
Lawrence M. Purcell, head of the 
Lawrence M. Purcell Co., a wholesale 
shoe firm of Denver. “To double your 
turn-over is to sell more shoes with- 
out increasing the investment. I be- 
lieve this can be done successfully if 
the merchant buys in the nearest mar- 
ket where he can place his orders con- 
servatively and size up quickly. 

“The biggest thing in the shoe trade 
to-day is a faithful alliance between 
the retailer and wholesaler. The 
wholesaler knows that good values 
mean repeat orders. There is sweep- 
ing over the country a return of san- 
ity in buying and selling; merit is 
coming to the top and good values are 
finding sales. There is, however, a 
big difference between good shoes and 
good values. A good shoe in work- 
manship may be out of style and of no 
value, but a good value combines up- 
to-date styles, workmanship, material 
and right prices.” 
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(Continued from page 65) 


Clyde Young, of Indianapolis, presi- 
dent and secretary of the association. 
All indications point to the largest at- 
tendance in the history of the organi- 
zation. 

Six upper floors at the Hotel Lin- 
coln have been reserved by the asso- 
ciation for exhibitors and more than 
half of the rooms have already been 
engaged, Mr. Young says. All manu- 
facturers who expect to have exhibits 
at the Hoosier convention are asked to 
get in touch with Mr. Young at the 
L. Strauss & Co. store immediately in 
orde. that reservations may be made 
for them. 

“We believe the coming convention 
is going to be the biggest and best 
we have ever had,” said Mr. Young, 
“and I am sure we are going to have 
a program that will excel all others. 
Traveling salesmen are bringing in 
the word that a great amount of in- 
terest in the coming convention is ap- 
parent among shoe men in all parts of 
the state, and practically everyone in- 
terviewed has signified his intention to 
attend. The hotel will be ready for 
occupancy by exhibitors on the Sun- 
day preceding the opening of the con- 
vention.” 

Details of the convention program 
have not yet been completed, Mr. 
Young said, but will be announced at 
an early date. 


Other Indiana Newsettes 


Edgar Hart, proprietor of the Fash- 
ion Shoe Store, Indianapolis, has been 
elected secretary-treasurer of the 
Shriners’ Arab patrol of Murat Tem- 
ple. Murat’s patrol has gained fame 
all over the United States at meetings 
of the Imperial Council of the order. 


Employes of Paul O. Kuehn, presi- 
dent of the Indiana Retail Shoe Asso- 
ciation, of South Bend, attended the 
national convention at Chicago in re- 
lays. Some of the employes attended 
the convention on Monday, some on 
Tuesday, some Wednesday and others 
on Thursday. In this way the store 
organization was not seriously dis- 
rupted. 


A petition in bankruptcy has been 
filed in the federal court in Indian- 
apolis against the Otto Shoe and 
Clothing Company, of Logansport, by 
the Smith-Wallace Shoe Company, the 
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Firestone-Apsley Rubber Company 
and the Long Shoe Company, all of 
Chicago. The petitioner’s list claims 
amounted to $4,342.68. It is asserted 
that the Logansport concern admitted 
in writing, Jan. 16, that it is in- 
solvent and expressed a willingness 
to be adjudged a bankrupt. 





The Wessel Shoe Company, which 
operates a retail shoe store at 718 
Main Street, Richmond, has made an 
assignment to Ray G. Kelley, it was 
announced recently. Assets of the 
company are $13,000 and liabilities 
are $27,211.29. It is understood that 
the company will pay about 49 cents 
on the dollar to its creditors, whose 
claims range from $8.75 to $3,800. 
The assignment was not unexpected 
in Richmond business circles as it was 
generally known that the company 
was financially impaired. 





William Moyer and his son, Guy 
Moyer, of Clay City, have bought the 
shoe and clothing departments of the 
Ideal Store, the principal mercantile 
establishment in Clay City for many 
years. Other departments in the store 
have been bought by Sam Fisher. The 
store will now be operated under the 
firm name of Foyer, Fisher and 
Moyer. 


Dave Garben, proprietor of a shoe 
store at 390 Sibley Street, Hammond, 
which recently was placed in the 
hands of a receiver, was sold at pub- 
lic auction recently. Garben, who had 
filed suit for divorce shortly before 
his store had been turned over to a 
receiver, saw his wife outbid all others 
and buy the outfit for $1,850. Mrs. 
Garben will stage a closing out sale 
in the near future, she said. 


The Bonham Popular Price Shoe 
Store, 122 East Sycamore Street, Ko- 
komo, has been ordered closed at the 
request of the Chicago Adjustment 
Company. As a result of an agree- 
ment between the store and the ad- 
justment company, it has been ar- 
ranged for a sale concern to take over 
the store and dispose of the stock in 
a big ten days’ sale in the hope of 
raising $10,000 for the benefit of the 
creditors. 





LOUISVILLE 


Steady Business Here 


Many Clearance Sales—Style Show Planned 
for March 3ist to April 8th 


LEARANCE sales in Louis- 
ville are receiving a fairly 
good play as a whole, and 
stocks are beginning to reach a low 


stage, and are in what is generally 
termed good shape. Business is not 
what could be really called heavy, but 
it is coming steadily and according to 
some retailers business has been bet- 
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ter since the first of the year than it 
was prior to that time. Prices are 
low, best grades of shoes being quoted 
at around $12 maximum at the pres- 
ent time. Spring merchandise is com- 
ing in more freely and early showings 
will be made the first week of Febru- 
ary by some of the houses. 


Late Buying 


General buying has been late this 
season, retailers holding back until 
the National convention, which was 
followed by Eastern trips to the shoe 
centers where additional orders were 
placed. Prior to the convention many 
merchants had not placed more than 
about twenty per cent of the orders 
representing season requirements. 


Style Show Plans Announced 


About a hundred merchants were 
present at a meeting of the Style Show 
Association, division of the Retail 
Merchants’ Association, on January 
18, at which time it was decided that 
the second annual Style Show & Mer- 
chants’ Exhibit would be at the Jeffer- 
son County Armory, March 31 to 
April 8, inclusive. Instead of having 
the stage at one end of the building 
it will be in the center, which will af- 
ford full use of the balcony and far 
better seating facilities. Over seventy 
booths for exhibiting merchandise 
have been arranged for, while there 
will also be others located at points 
probably under the balcony and at odd 
places. Merchants drew for booth 
position at the meeting. A dozen 
houses handling shoes will either par- 
ticipate in the style show or have ex- 
hibits, some doing both. Live models 
will be used in displaying the various 
lines of merchandise and apparel for 
men, women and children. There will 
probably be another bathing girl 
revue, as the one last year was one of 
the real attractions of the show. It is 
claimed that finer lines of merchan- 
dise, both domestic and imported, will 
be shown this year. There will be 
daily matinee and night performances. 


Ed Loevenhart a Colonel 


It is now Col. Edgar Loevenhart, in 
view of the fact that Gov. E. P. Mor- 
row has named Mr. Loevenhart a 
colonel on his staff, an honor not so 
easily attained, and one that the aver- 
age Kentucky gentleman enjoys, as 
outside everyone is supposed to be a 
“Kentucky Colonel.” Mr. Loevenhart 
is vice-president of Lovenhart & Co., 
men’s hatters, clothiers and shoe mer- 
chants at Third and Market streets. 
Prior to the war Mr. Loevenhart was 
an engineer for some years and saw a 
lot of foreign countries while con- 
nected with some of the big engineer- 
ing companies. After seeing service 
in the last war he entered the clothing 
business with his father and brothers. 
There are a few other colonels in the 
mercantile business, namely Col. An- 
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drew H. Morris, of J. Bacon & Sons, 
and Col. Fred Levy, of Levy Brothers. 


Allen Quits Publicity Office 


George E. Allen, secretary of the 
Louisville Convention & Publicity 
League, has resigned to become man- 
ager of the publicity direction depart- 
ment of West Baden Springs, West 
Baden, Ind. In his resignation the 
local league loses a fine director and 
a man who had greatly increased the 
number of conventions held in Louis- 
ville. The league is maintained by 
retailers, jobbers and hotel men for 
the purpose of bringing people to 
Louisville, a town which has made a 
rapid stride as a convention city, but 
which is beginning to be handicapped 
by lack of hotel accommodations. The 
local shoe merchants made an effort to 
secure the next national shoe retailers’ 
convention, but found that Louisville 
didn’t have the necessary facilities for 
handling a convention of that size. 


Hanover Operating Again 


The Hanover Shoe Co., one of three 
shoe houses which was water soaked 
in a recent fire in the upper floors of 
the Courier Journal building, Louis- 
ville, started operations again on Jan- 
uary 18, after a layoff of about ten 
days while getting stock in shape. 
Much of the stock was not even 
touched by water. The company car- 
ries its own insurance, therefore had 
no delay over adjustment. The entire 
stocks of the Travers Co. were taken 
over by the underwriters and Man- 
ager L. H. Boynton reports that he 
will either resume business with a new 
stock in the old store or secure a new 
location, it being a question as to 
what the owners of the building are 
going to do, as part of the roof was 
burned off and a heavy rain would 
damage stock in the rear of the store. 
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The Petot Co. has not secured an in- 
surance adjustment as yet and is still 
closed, but has announced that it will 
be ready to operate about February 1. 


Walkover to Show Early 


H. G. Schutz, manager of the Walk- 
over store, reported that he planned 
to start showing spring merchandise 
during the early part of February, if 
the weather was right, as he has much 
of his new stock in and the old stocks 
have been fairly well cleaned up. 


Notes 


L. S. Byck, of Byck Brothers, is ex- 
pected back from the East shortly, he 
having gone on from the convention 
in Chicago to look over lines on dis- 
play. 

C. J. Fedler, Jr., of the Boston Shoe 
Co. is in the East for a few days on a 
buying trip. 

The Market Street Merchants’ As- 
sociation, composed of general retail- 
ers, will hold its annual meeting with- 
in a few days and outline some new 
campaigns to bring business to Mar- 
ket street. 

The February meeting of the Louis- 
ville Retail Shoe Association will 
probably be held during the second 
week of that month. Nothing of im- 
portance is to come up so far as is 
known. 

Some of the local shoe repair houses 
are beginning to reduce prices, the 
American Shoe Repair Co. having an- 
nounced reductions a few days ago. 

G. L. Mottler, shoe merchant and 
repairer at 529 West Market street, is 
the owner of what is probably the old- 
est car in Louisville, it being a 1902 
Overland, still in running shape, and 
in his garage, where it has been for 
the last several years. It is to be ex- 
hibited at the Louisville Auto Show in 
February. 





CHICAGO 


Women Buying Shoes 


Volume for January Not Disappointing 


business which developed to 

the surprise of most mer- 
chants in the loop district continued 
throughout the. month of January. 
Many of the merchants found it nec- 
essary to go into the market and buy 
merchandise which they had not ex- 
pected to purchase in order to sweeten 
up and stimulate their stocks during 
the January period. 

Special stress has been placed on 
strap effects with welt soles in both 
black and tan calf. Patent leather 
strap effects and welt soles have been 
easy selling and many short lots of 
patents with Louis heels and black 
satins and kid of similar type have 
been cleaned up and entirely closed 
out during the month. 


Tov: wave of after Christmas 


In the larger stores stocks are clean 
and in a healthy condition. The man- 
ager of the shoe department in one of 
the big State Street stores said that it 
has been years since his stock has 
presented such a satisfactory condi- 
tion at this time of the year. 


Russian Boots Attracting Attention 


Patents and satins in strap effects, 
decorated with cutouts and inlays, con- 
tinue to be the big sellers in the lighter 
class of footwear. Combinations of 
patent and gray ooze and all over 
ooze is gray and beige are receiving 
a limited but apparently a growing 
amount of attention. 

Gray and beige are looked upon as 
being typical spring colors and since 
ooze is best adapted to bring out the 
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beauties of these shades this leather 
will undoubtedly predominate in the 
production of this class of footwear. 

A mid-winter novelty which has 
created quite a furor in the high-grade 
stores, especially those appealing to 
the “chicken” class of trade is the Rus- 
sian boot. The biggest seller is all 
over patent with a collar of patent in- 
lay with gray or white or some other 
contrasting color. 

Patent vamps with gray calf legs 
and collar made of a combination of 
the two materials is also popular. A 
few Russian boots are’ being shown 
of gray kid and calf with collars of 
the same material with inlays of 
patent. 

It is hardly to be expected that the 
Russian boot will ever get beyond the 
extreme novelty trade because of the 
fact that it is more or less difficult to 
fit the varying types of feet with any 
sort of footwear that does not have an 
instep and ankle adjustment. 


Side Gore Effects Selling Well 


Side gore effects, which made their 
appearance six or eight months ago, 
first with a low box heel, have stead- 
ily gained in popularity in the high- 
grade stores and are now being shown 
in a wide range of patents and patent 
in combination with black and col- 
ored suede and patent combination 
with plain and brocaded satins. All 
indications point to a considerable 
volume of business on patterns of 
this sort for the early spring months. 


In the Men’s Stores 


In exclusive men’s stores and the 
men’s department of family shoe 
stores a supreme effort has been made 
to clean up short lots and lines that 
will be discontinued. 

While there is no indication of any 
radical change in lasts there is a ten- 
dency toward a little wider toe in the 
modified French type and also an in- 
dication that medallions on tips are 
losing favor. There seems also to 
be a slackening in the demand for 
the extremely heavy grained and 
boarded leathers and consequently 
merchants feel it is advisable to clean 
up on this class of merchandise, be- 
fore the arrival of warm weather, 
when it is expected that the demand 
will be more intensive for plainer fin- 
ished leathers. 

Boots, as might naturally be ex- 
pected, have sold more readily than 
oxfords in men’s stores, but in the 
more swaggerish college man type ox- 
fords have taken precedent over boots. 

Quite a gradual increase in the de- 
mand for plain shiny leathers has 
been noted all along the line. The 
medium narrow French toe with rather 
closely trimmed edges has been the 
most popular of styles in this class of 
footwear. Shoes of this type are be- 
ing worn for afternoon and other dress 
occasions in the daytime and are also 
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frequently seen at evening affairs 
worn with Tuxedo suits. 


Merchants Buying 


The National Convention started a 
wave of buying in women’s novelty 
footwear and Chicago specialty 
houses and traveling men representing 
other markets with headquarters in 
Chicago are reaping the benefit of the 
buying wave. 

Both the merchants who attended 
the convention and those who stayed 
at home apparently realize that the 
style trend is pretty fairly set and are 
buying with less fear and caution than 
at any time since spring styles were 
developed. 


Rubber Footwear 


Salesmen representing Chicago rub- 
ber houses are finding business some- 
what spotted, both as to quantities and 
styles that are being purchased. 

In Michigan, Wisconsin and other 
parts of the country, where intensive 
cold and snow have prevailed, mer- 
chants have pretty well cleaned up on 
their rubber stocks and are buying for 
next year with a good deal of free- 
dom. 

Four buckle arctics or goloshes have 
apparently established themselves as 
staple articles of merchandise rather 
than fads and are being bought in 
larger quantities than heretofore. 
The peculiar part of the situation is 
that in the same town and cities where 
women are buying four buckle artics 
freely men do not seem to care for 
this article of comfort or adornment, 
whichever it may be that has created 
the demand by the women. 

Four buckle arctics in men’s are be- 
ing sold as heretofore in rural com- 
munities, where weather conditions 
make them necessary. There is, how- 
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ever, an increased demand for three 
and four buckle arctics for misses and 
children, and in some localities there is 
developing a market for even six 
buckle arctics in the-lighter weight in 
jersey cloth for women. 

In sections of the country where ex- 
treme cold and snow have not pre- 
vailed rubber footwear is being bought 
by merchants in about ordinary normal 
quantities. 

Some complaints are being regis- 
tered by merchants because rubber 
footwear prices were not revised down- 
ward to the extent anticipated. The 
rubber companies, however, point out 
the fact that rubber prices under the 
new schedule average only about 25 


per cent more than they did in 1913, _ 


while leather footwear prices are well 
onto double what they were in 1913, 
although within the year reductions 
have been much more marked in 
leather footwear than in rubber foot- 
wear. 

On the whole, the volume of busi- 
ness being booked by the rubber com- 
panies is reported as being very 
pleasing. 


Harsch & Chapline Shoe Company 
Open Chicago Office 

Harsch & Chapline Shoe Company, 
Milwaukee, has opened a Chicago of- 
fice at 501 Security Building, 189 
West Madison Street. The office is in 
charge of Dave A. Marks, who for a 
number of years was sales manager of 
the company, but for a year past has 
been connected with another concern. 

Dave is happy to get back home 
and his wide circle of merchant friends 
are extending their best wishes. 

In addition to the Harsch & Chap- 
line line of work shoes, the salesmen 
of the Chicago office will carry a line 
of dress shoes made by the Craddock- 
Terry Company. 


CLEVELAND 
Ohio Retailers’ Convention in March 


Cleveland Shoe Men Prepare for Entertaining 
the 1922 Convention of the Ohio Valley 
Shoe Retail Dealers’ Association 


EN in the shoe industry of 
M this city met at the Hotel 

Winton Wednesday evening, 
January 25, and made plans for 
entertaining the delegates to the 1922 
convention of the Ohio Valley Shoe 
Retail Dealers’ Association, which 
will be held here in the Hotel Win- 
ton, March 6, 7 and 8. 

Invitations to the dinner had been 
issued to proprietors of shoe stores, 
wholesalers, jobbers, findings men and 
makers of rubber goods in this city. 
The invitations were sent forth by 
H. M. Chisholm, who is chairman of 
committee on arrangements. 

At this time committees were ap- 
pointed and steps were taken for 


financing the expenses of the conven- 
tion, which will be held in the Hotel 
Winton, one of the best appointed 
hotels in the Middle West. 

The arranging of the program is 
one of the more important tasks to 
command the attention of a special 
committee, and this job was under- 
taken with a view to arranging a pro- 
gram that not only would be enter- 
taining but would enable the mer- 
chants to keep abreast of the more 
important uevelopments of the day. 

Cleveland is so situated geographi- 
cally in the territory that is within 
the jurisdiction of the Ohio Valley 
Association that the attendance this 
year is expected to establish a rec- 
ord 
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Merchants Are Cleaning House 

The annual housecleaning season 
for the shoe merchants in this city 1s 
on in full blast. 

The merchants, from present indi- 
cations, are going to do a better job 
this year than they have in the im- 
mediate past. 

This housecleaning is not the old- 
fashioned one that is done with a 
mop and pail. This one is accom- 
plished by the slashing of prices and 
the pushing of shoes that have not 
been unloaded in the fall and winter 
seasons. 

The prices that are being asked re- 
mind one very much of the pre-war 
days. Special sales are being held in 
all parts of the city, and the special 
effort has helped increase sales to a 
large extent. 

Odds and ends are being placed on 
the market in these special sales, and 
some very good bargains may be had. 
For instance, in several stores, 
women’s low shoes in low and high 
heels were to be obtained for the 
small sum of $2.95. In several other 
places men’s calfskin shoes could be 
purchased for prices that ranged from 
$4 to $5. 

The assortment of sizes and models, 
of course, is not so large as was avail- 
able earlier in the season, but the av- 
erage patrons had little difficulty in 
obtaining what was wanted. 


Display New Models Feb. 1 


The annual drive for the cleaning 
out of left-overs from the winter and 
fall season is preliminary to the dis- 
play of shoes for spring which is 
scheduled to start promptly in this 
city on Feb. 1. 

That is from six weeks to two 
months ahead of the period when the 
weather modifies to such an extent 
that the lighter models for spring can 


‘be worn consistently without endan- 


gering the system and clogging up the 
nostrils with colds, yet the merchants 
here have found that it is a great ad- 
vantage to get new models out early. 

There is the advantage of long ad- 
vertising by displaying spring styles 
so early, and the exhibition of the 
attractive models, which will be dif- 
ferent from those worn in the winter 
months, always will allure many to 
purchase early. The advantage of hav- 
ing a large assortment of models and 
sizes to select from, of course, will be 
stressed as one of the chief reasons 
for buying early. 

As has been previously forecasted 
in this letter, the merchants will go 
into the spring season with their 
stocks in fairly good shape. They will 
not, from present prospects, carry 
more winter goods into the new sea- 
son than they have in the past. This 
has enabled them to stock up well for 
spring and summer. 


Many Going South 


The cities below the Mason-Dixon 
line and the West Indies have proven 
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a magnet to draw an unusually large 
number of Clevelanders during the 
months of January and February, 
which are the coldest months of the 
year. 

The migrations of the Clevelanders 
southward have been larger this year 
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than a year ago. This has brought 
considerable business to the shoe 
stores. The buying for Southern wear 
has been in sports and white shoes 
largely, although there has been some 
demand for patents and satins for 
dress affairs. 


SALT LAKE CITY 


Shoe Business Very Quiet 


$1.00 and $2.00 Sales Hurting Better Class Mer- 
chandise—Advertising Nomenclature Demor- 
alized—Industrial Situation Worse— 
Another Shoe Store Announced 
for Main Street 


here now than it has been for 

several months and most of 
the dealers are behind January of 
last year. A severe snowstorm, 
which came twenty-four hours before 
these lines were written, seems to 
have entirely failed to stimulate sales. 
Almost every store has idle clerks. 
There would seem to be several rea- 
sons for this state of affairs. It is 
claimed by some that the many dollar 
and two dollar sales inaugurated dur- 
ing the past two or three weeks have 
had the effect of causing people to 
think shoe prices are due for a big 
drop. In advertising these sales in 
the newspapers the retailer does not, 
of course, explain that he wishes to 
get rid of the merchandise in question 
at any price because it is out of fash- 
ion. He is apt to point out that it is 
high grade, which it really is, in a 
great many cases, and so the public 
mind becomes confused. At least, 
this is the explanation given by some 
of the dealers. Women’s high shoes 
and plain pumps that were selling not 
so long ago at $10 and over may now 
be found on the bargain shelves at 
$2 and even less. 


Tn shoe business is quieter 


Nomenclature Demoralized 


Those stores that have no merchan- 
dise to sell at a dollar or two are, in 
many cases, conducting special sales 
of some kind, and large sums of 
money are being paid for newspaper 
space. One prominent company had 
a double page ad some days ago. It 
would be interesting to know just 
what “the man in the street” thinks 
of sales to-day. Perhaps some enter- 
prising person will find some means 
of finding out one of these days. We 
do not expect the newspapers to do 
this, for we suspect that they are a 
little afraid it might prove that a lot 
of money is being wasted by retail 
merchants—especially shoe dealers. 
Such words and expressions as “Slash- 
ing” “Smashing” or “Slaughtering” 
prices; “Our Loss Your Gain,” “Big 


Money Saver,” “Regardless of All 
Cost,” ete., are so hackneyed to-day 
that the nomenclature used in an- 
nouncing sales has become demoral- 
ized in this city. No individual or 
firm is to blame. It is just an out- 
growth of keen competition. 


Industrial Situation Worse 


The industrial situation is worse 
than it was a week or two ago, and 
unusually hard times may be ex- 
pected during the next month or two. 
It is estimated that there are 6000 
men and women out of employment in 
the city at this writing. This, of 
course, is having an adverse effect on 
shoe sales. The weather has set in 
very cold and no doubt a lot of money 
that would have been spent on shoes 
is going to the coal dealer. A rather 
prominent bank—the National City— 
has closed its doors and this has had a 
disconcerting effect. 


Another Shoe Store Announced 


The Long Life Shoe Co. will open 
a branch at 111 South Main Street on 
Feb. 1, selling Crossett shoes at $5 
a pair, according to an official an- 
nouncement of the firm. 


“Have Your Feet X-Rayed” 


The local Ground Gripper Company, 
a branch of the J. J. Fontius Company 
of Denver, is inviting the public to 
have their feet x-rayed so that they 
may see just where their toes go 
when inside the shoe. No charge is 
made. This little “stunt” is bringing 
many inquiries regarding the merits 
of the “Grippers,” according to Andy 
Smith, who assists Manager Tiede- 
mann. 


Rumor Regarding Pacific Sales Co. 


A very persistent rumor has it that 
the Pacific Sales Co., which opened a 
shoe and clothing store on Main Street 
early part of the summer, is getting 
ready to “quit.” An inquiry from our 
correspondent failed to confirm the 
rumor, however. 
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Wright of Ogden Becomes Missionary 


Jos. E. Wright, manager of the 
shoe department of the W. H. Wright 
& Sons’ department store of Ogden, 
one of the big dry goods houses of 
the Mountain States, has left for 
Great Britain as a missionary for the 
Latterday Saints or Mormon Church, 
Mr. Wright is accompanied by his 
wife and expects to be away two 
years. 


AKRON 


Bad Weather Helps Shoe Business 
Along 


ITH the arrival of bad 
weather, the shoe business 
in the Rubber City is showing 
marked improvement. During the 
past two weeks the snowy and rainy 
days made it possible for nearly every 
shoe dealer in Akron to unload more 
than half of his winter stock. “Go- 
losh” weather, we had it, and we’re 
still having it. 

Rubber sole shoes appear to be in 
good demand here. The $7 broad 
brogues for men continues among best 
sellers. Buckle-oxfords for women 
are taking well. Ballroom pumps are 
always good sellers. They are being 
worn with very light gray hosiery, not 
only in dance halls but on the streets. 
They create a contrast that’s pleasing 
to the eye, women’s eyes included. 

Less than a week ago, at least three 
of the leading shoe dealers reported 
several requests by women for Rus-- 
sian patent leather boots. Of course 
the fair sex’s requests were turned 
down, the main reason being that not 
a pair of these dainty boots could be 
found in stock. 

Akron now has many more careful 
shoppers than she had before the 
“slump.” Yes, the list seems to be 
growing of men and women who buy 
the best at prices that are within 
reason. Excellent buys can be found 
in our leading stores. For instance, 
men’s brogue oxfords at $6.45, and 
women’s oxfords at $5.50 a pair. With 
respect to these particular styles and 
prices Shuter’s Bootery seems to lead 
with its Bostonians. 

In spite of the daily sales at under- 
selling sto:es, the better shoe busi- 
ness is being done at the better shoe 
stores. 


Spokane’s delegation to the Chicago 
convention returned enthusiastic over 
the splendid time they enjoyed in the 
Windy City. Those who attended from 
here. were Gus Berglund of the Pal- 
ace, Lloyd Hill of the H. & E. Co., 
Arthur Schulein of M. & S. Schulein, 
Alfred Doose of the Crescent, and 
John A, Ackre of Bergan & Son. The 
style review, the lavish entertain- 
ment and reception and the thorough- 
ness with which the convention ‘field 
was covered were mentioned by ‘the 
delegates. 
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Retail Business More Active 
Factories Get Large Orders at Convention for 
Delivery During Next Two Months 


shoe stores received a decided 

stimulus last week as the 
result of successive snows and 
rains. Individuals were forced to put 
on footwear of a heavier nature and 
consequently the demand for prac- 
tically every type of foot covering 
was augmented to quite a perceptible 
degree. There had already been a 
pretty healthy call for the general run 
of shoes that were included in the 
clearance sale offerings. Stocks were 
moving well on a price basis, but the 
additional impetus afforded by the 
change in the weather was exactly 
what the merchants needed in order 
to maintain their volume so that it, 
in the aggregate for January, com- 
pared well with the first month of last 
year. Those merchants here who 
had bought then did a fairly good 
business for a while in galoshes. The 
sale of this article has been more or 
less based upon a fad which hereto- 
fore has not been quite as generally 
accepted in Cincinnati as in some of 
the more Northern cities. Merchants 
with sizable stocks of high shoes have 
reduced them to a very low point 
during the sales season. The overshoe 
business, too, has been exceptionally 
good. 


Manufacturers Book Healthy Volume 


B sive stor at the local retail 


The manufacturing branch of the 
local industry is in a very healthy con- 
dition with respect to volume of busi- 
ness booked for delivery during the 
next two months. Most of the local 
factories booked satisfactory orders 
at the national convention. Some did 
exceptionally well, and some not so 
well as they had anticipated. The 
sales forces of a number of the local 
factories went into their territories 
immediately after the Chicago gath- 
ering, and it is generally reported 
that these boys are taking orders of 
a very satisfactory nature. It is ap- 
parent that many of the merchants 
who did not place all of their busi- 
ness while at the convention went 
home with a better knowledge of what 
to buy for spring, and are now actual- 
ly buying. Likewise the thousands of 
merchants who did not attend the 
convention are buying their Easter 
footwear now that many of the un- 
settled elements regarding style and 
price are in more concrete form as a 
result of the developments or lack of 
developments at the convention. It 
was widely noticed that price was the 
dominating question at the conven- 
tion when it came down to the actual 
placing of an order. Style played an 
important role, but it seemed to be 
the second consideration. 





Shoe & Leather Club Election 


The two tickets of the 1922 elec- 
tion of officers of the Cincinnati Shoe 
& Leather Club are somewhat un- 
usual in their nature this year, for 
they are about fifty per cent similar. 
E. F. Perry, who for the past year has 
held the office of vice-president, has 
been placed at the head of both the 
Red and the Blue tickets as candi- 
date for president. His earnest en- 
deavors during the past year in build- 
ing up the club has made the mem- 
bership appreciate his value to such a 
degree that they elected him unani- 
mously. The same is true in the case 
of both secretary’s and treasurer’s 
jobs. E. E. Furstenau is slated for 
secretary on both tickets; and Rudy 
Schuler, as in the past two years, 
again is placed on both tickets for 
treasurer. George Aftel is running 
for vice-president on the Blue ticket 
and Harry Wiechman and J. F. Waid 
are running for governors on the 
same ticket. W. S. Muehlenkamp is 
out for vice-president on the Red 
ticket, and A. L. Breuchner and A. A. 
Feltrup for the board of governors. 
The election is to be held Saturday, 
Feb. 4. 


Ohio Valley Convention, March 6, 7, 
8, Cleveland 


Active work has begun in connec- 
tion with preparations for the forth- 
coming annual convention of the Ohio 
Valley Retail Shoe Dealers, which is 
to be held March 6, 7, 8 at the Hotel 
Winton, Cleveland, Ohio. The Ohio 
association is the oldest of the af- 
filiated associations making up the 
national. In fact, the original Ohio 
Retail Shoe Dealers’ Association was 
known as the mother of the National 
Association. Each year the dealers in 
Ohio, Indiana and West Virginia get 
together in greater numbers. Its lead- 
ers to-day are the great leaders of 
the national organization. e 
Chisholm, who is now president of the 
national, is actively at work as a mem- 
ber of the convention committee at 
Cleveland for the preparation for the 
March gathering. This committee, 
headed by Charlie Petot and made up 
of the leading shoe men in Cleveland, 
plans to sell display space to manu- 
facturers as in the past. According 
to Mr. Chisholm one whole floor of 
the Hotel Winton, including fifty-two 
rooms, has already been sold. A 
meeting of the convention committee 
will be held within the next few days, 
at which time the program will be 
outlined. 


Hagemann Moves Offices to Columbus 


Henry Hagemann, secretary of the 
Ohio Valley Association, announces 
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that he will move his offices to Colum- 
bus the first part of March, probably 
right after the Cleveland convention. 


Lucky Retailers Get Shoes Free 


The Duttenhofer Stevens Company 
gave away a pair of shoes each to the 
three lucky merchants out of all those 
who registered at their booth at the 
National Convention last month. Each 
registrant’s name had a number, and 
from among these numbers three 
were drawn from the hat. The mer- 
chants receiving a pair of shoes free 
were: S. L. Smithers, Helena, Ment.; 
Louis Beigel, Pittsburgh, Pa., and 
Roy Newman, Gainsville, Ga. 


Goldblatt Leaves Kay-Jay Shoe Co. 


Dave Goldblatt, formerly a partner 
in the Kay-Jay Shoe Company of this 
city, recently sold out his interests 
and severed his relations with the 
company. George Jacobs, one of the 
original founders of the company, is 
now the active head. This concern 
has been making a line of Pullman and 
ballet slippers as well as felts. They 
are now adding a line of baby’s first 
steps. 


Roth Entertains Customers 


On Tuesday night of the Chicago 
Convention, Irwin I. Roth, one of the 
star salesmen of the Krohn-Fech- 
heimer Company, gave a dinner at the 
LaSalle Hotel in honor of his’ custom- 
ers. Mr. Roth covers the States of 
Michigan, Wisconsin,; Minnesota and 
North and South Dakota. Plenty of 
the Spiritual Water was on hand and 
the party therefore was enjoyed by 
all. Practically everyone of Mr. 
Roth’s accounts were represented. 


Another Denney Arrives 


Bill Denney, well known represen- 
tative of the United Last Company, 
became the proud father of a seven 
pound baby boy, born Jan. 7. The 
younger Denney has been called Milne 
Denney. 


Val Duttenhofer Entertains at Chi- 
cago 


The entire seventh floor of the 
Great Northern Hotel was reserved 
for the convention by the Val Dutten- 
hofer Sons’ Company for the benefit 
of their alesmen and their customers. 
This concern took care of the hotel 
reservations for practically all of 
their accounts visiting the conven- 
tion. John Duttenhofer, president of 
the company, had a suite of rooms at 
the Blackstone Hotel. He was ac- 
companied by his wife. 


Krippendorf-Dittmann Reports Good 
Business 


The Krippendorf-Dittmann Com- 
pany had sample rooms at the Ma- 
jestic Hotel and also their regular 
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Chicago office, located in the Security 
Building. They report very satisfac- 
tory business during the Convention. 


Local Offices Trostel Leather Moved 


The local offices of the Trostel 
Leather Company have been moved to 
716 Gwynne Building. Hans Schenk 
is local manager. 


Harry Wiechman in Canada 


Harry Wiechman of the Wiechman 
Pattern Co., following his visit to the 
national convention, called on several 
of the larger shoe manufacturers of 
Canada. He also visited the facto- 
ries in the East, where he is making 
arrangements to take care of their 
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pattern business. Mr. Wiechman re- 
ports his factory extremely busy. He 
is working his entire crew in the even- 
ings in order to keep up with the 
large demand for patterns at this 
time. 


Endicott-Johnson Salesrooms Moved 


Retail merchants in Cincinnati and 
vicinity will find Endicott-Johnson’s 
sample rooms at 22 Wiggins Block 
instead of the Greenwood Building, 
where they were formerly. The new 
quarters are more conveniently situ- 
ated in the center of the city near the 
Sinton Hotel. John E. Messer and 
W. W. Wallace are in charge. 





SPOKANE 


Dealers See Hope in New Year 


Casual Optimism Has Significant Meaning— 


Clearance Sales Only Partial Success 
—Open Two New Stores 


POKANE looks to 1922 with 
confidence, and retail shoe 
shops, having successfully 
passed the first demands of read- 
justment, are expecting trade to re- 
turn to “normalcy” in a true sense 
when spring business opens up and 


new stocks begin moving. A sort of 
casual optimism is found among the 
larger dealers, without worry or fear 
but what the new year has a great 
deal in store for those who practice 
sensible merchandising and who are 
as normal in their operations as they 
expect their trade to be. 
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Lull in Trade 


Retail shoe shops have struck the 
annual lull in trade and except for 
the usual carnival of clearance sales 
the shopping district is quiet but 
promising. Prices were marked close 
for winter stocks and sale offerings 
are not as attractive to the trade as 
managers wish. There is a general 
feeling that it will take new stock to 
enthuse shoppers. 

In the Spokane territory, including 
rural districts, stocks are unusually 
low, and jobbers and wholesalers are 
well pleased with the way large new 
orders are standing up. Farming, 
mining and lumber towns all antici- 
pate normal business with the break 
of winter and the new stocks must 
necessarily be ready for the coming 
demand. 


Buster Brown Prospers 


J. F. Austin of the Buster Brown 
Shoe Company, a firm controlling a 
chain of stores in the Northwest, is 
well pleased with the spirit shown at: 
the Tacoma convention of store man- 
agers held recently. The Spokane, 
store was one of the few in the city 
to claim increased business in 1921 
over the previous year. 


Live Store at Cheney 


The new shoe store at Cheney, near 
here, opened by George C. Blum re- 
cently, has developed into one of the 
most enterprising establishments in 
the State. ‘. 











Employers’ Industrial omuall of Milwaukee 
Includes Shoe Manufacturers 


HIRTY-ONE industrial groups, including the 
Boot and Shoe Manufacturers’ Association of 
Milwaukee, Tanners’ Association, box manu- 
facturers, knitted outerwear, and other associations, 
are now embraced by the membership of the Mil- 
waukee Employers’ Council, which has just com- 
pleted its first year of active functioning. The first 
annual meeting held Jan. 20 resulted in the election 
of the following officers: 

President, Herman A. Wagner, president Wiscon- 
sin Bridge & Iron Co.; vice-president, Richard P. 
Tell, president National Brake & Electric Co.; treas- 
urer, H. H. Seaman, president Seaman Body Cor- 
poration; secretary and manager, Joseph McC. Bell, 
288 East Water Street, Milwaukee. 

The council was organized to assume a definite 
and important leadership in industrial relations and 
its membership includes virtually every major in- 
dustry in Milwaukee and a few minor ones. The 
aims and objects of the council are clearly enunciated 
in its “Declaration of Principles,” formally stated 
as follows: 

The principles and ideals of the Milwaukee Em- 
ployers’ Council are embodied in those of the foun- 
ders of this nation as expressed in the Declaration 
of Independence and the Constitution of the United 


States: viz., that all men, without regard to race, 
color, or previous condition, are entitled to an equal 
right and opportunity to enjoy life, liberty and the 
pursuit of happiness, and that this should be exer- 
cised by each individual in a spirit of fairness and 
recognition of the rights of every other individual. 

The application of these ideals in industry estab- 
lishes a system spoken of in industrial terms, as 
“The Open Shop”—a system prevailing in shops, 
factories, stores and on contract work, etc., under 
which men and women are employed on a basis of 
ability and honesty, without regard to their affilia- 
tions, religious, political, union, or otherwise, and 
under which no discrimination is practised as to 
such affiliation. 

The Milwaukee Employers’ Council expresses its 
disapproval of any industrial system which does not 
provide to every man and woman equal rights and 
opportunities, or which imposes unnatural limita- 
tions upon his or her efforts to attain success. 

It holds that fairness, forbearance and good will 
are the pre-requisites of peace and harmonious co- 
operation in all the social and economic relations of 
men; that the interests of employee and employer are 
is the result of co-operation between employee and 
employer, and that their attitude must be that of 
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friends and not of foes. To this end the Milwaukee 
Employers’ Council hereby reaffirms its policies and 
principles as set forth in its constitution and by- 
laws, which are as follows: 

1. To promote, on a fair and equitable basis, in- 
dustrial peace and prosperity in the community and 
tthe steady employment of labor. 

2. To provide proper safeguards for the health and 
safety of the employees. 

3. To secure for employer and employee alike 
freedom of contract in the manner of employment. 

4. To discourage strikes, lockouts, and unfair de- 
mands by either employer or employee. 

5. To uphold the principle of the open shop. 





Dr. Reed Dealers’ Conference 


HE third annual meeting of the Dr. Reed 
dealers was held at the Edgewater Beach 
Hotel, Monday, Jan. 9. 
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These meetings are held the first Monday of 
the National Shoe Retailers’ Convention in what- 
ever city the national convention is held and are 
participated in by Dr. Reed dealers throughout the 
country. The merchants for the day are the guests 
of the J. P. Smith Shoe Company and the John Eb- 
berts Company. At the last meeting were merchants 
from Los Angeles, Frisco and other towns on the 
Pacific Coast, as well as from Boston, New York and 
other Atlantic Coast cities. 

No set program of speeches is arranged in ad- 
vance, but a few topics are selected and the conven- 
tions: resolve themselves into an open forum or 
round table discussion of these and other topics that 
are pertinent and pertain to the distribution of the 
footwear bearing the Dr. Reed trade-mark. 

Keen, intensive interest was manifested throughout 
the meeting, which lasted the whole day and ended 
with an elaborate banquet at the Edgewater Beach 
Hotel at night. 
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at the conventions. The time is coming when they 
will profit to even a greater extent from these style 
shows and shoe displays. 
JOHN J. BAIRD, The A. E. Pitts Shoe Co., 
Columbus, Ohio. 


* ” * 


Not Good for Buying 


I was particularly impressed with the smoothness 
with which the business end of the convention was 
handled, and I believe that the officers are to be 
congratulated upon the talent they secured for the 
afternoon addresses, which were most interesting 
and thoroughly enjoyable. 

While it is an advantage to a buyer to be able to 
review so many lines at one time, I do not believe 
that a convention is the proper place to buy your 
shoes. The surroundings are not such as permit of 


deliberation, and a great many purchases are made 
on the impulse of the moment. 

I cannot say as to the outlook for the future suc- 
cess of our association and I am convinced that if 
we are to look to manufacturers for financial sup- 
port we must consider their problems of production 
and if this is done the date of the convention must 
necessarily be changed, however, from the concensus 
of opinion among the smaller retail merchants. I 
am afraid that they would not welcome a change, 
therefore, if our organization is to be conducted along 
lines strictly for the benefit of retail merchants, then 
I think we should, in some way, get along with less 
support from the manufacturers. 

In conclusion, I would like to thank the Chicago 
convention committee for their untiring efforts in 
looking after our welfare and for the completeness 
with which they handled that part of the convention. 

L. F. TUFFLY, Krupp & Tuffly, 
Houston, Texas. 








(Continued from page 55) 


in any attempt to predict style developments, it is 
well to watch the style developments of the women’s 
garment trade. In connection with this same subject 
it was pointed out by Mr. Small that no set rule can 
be given by which all merchants can safely be guided 
in picking styles. 


“Study its communities and its needs,” 
he urged. “Don’t follow blindly the lead 
of some other merchant in some other 
town or city. In so far as is humanly pos- 
sible, be your own judge. Don’t experi- 
ment too much.” 


Mr. Morse reported that he had found the Dollar 
Sale idea a good one to put into practice in getting 
rid of undesirable merchandise. ‘What happens,” 
he said, “at least what happened to us in our stores 
was that not only did our customers buy the marked- 
down merchandise, but they also bought, at the same 
time, regular merchandise at regular prices.” 

The meeting was presided over by President 
Hagan, who at the close of the meeting pointed out 
that there was a strong possibility of an increase in 





membership fees. Plans for the next meeting, by 
which time it is hoped to have a considerable increase 
in membership, already are under way. 








In the advertisement of H. K. Gardiner Company 
of Lynn, Mass., of Jan. 21, page 11, the following de- 
scription and price appeared erroneously: “No. 272. 
Kid Sandal, Opera Toe, 12/8 leather heel. C, D and 
E, 27 last....$2.25.” The correct description and 
price is: No. 2012. Kid Sandal, Opera Toe, 12/8 
rubber heel. C, D and E, 20 last... .$2.10. 
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= by test than any other leather. Light, soft and pliable. Won't 

i = peel or scuff, as the skin of the kangaroo is composed of inter- 
= woven fibres instead of layers as in all other animals. Made over 
= the famous O’Brien last, which is the peer of any for a fit that 
= insures lasting comfort and even wear. Solid leather construction 
= throughout. 
= A rapid seller at a wholesome margin of profit. 
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INFANTS AND CHILDREN’S 
FOOTWEAR 





No, B 2536 
White Moccasin w 
White Pink. e —— Rib. 
~~ and French Knot 
Trimmings. 

99.00 a Dozen Pairs 





many. mer- 
chants. 
=— Our Stock Cata- 
370 ett log will be sent 
Cs"ipring ‘Het nae §=<ladly at your re- 
11 Spring Heel. 1.65 quest. 
We know it will be 
of aid to you. 
J -J+-Mac MASTER 


ROCHESTER ,N-Y. 


to develop the pos- 
sibilities in the field 


Children’s Shoes is 
to select a com- 
plete, 
line and push it. 


MacMaster Soft 
Soles, 








HE best and 
quickest way 


Infants’ and 


attractive 


Moccasins 
and Flexible 
Turns have 
proved this fact, 
profitably, for 
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© “CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 


paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 


dition. 


By special manufacture it és 
made pliable, and so firm tt 
holds the stitch. Wherever you 
are we can serve you. Samples 


and prices on request. 


CLIFTON MFG CO. 


BROOKSIDE AVE., JAMAICA PLAIN 


BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 


BACKING AND STAY CLOTHS 











SELL ODD PAIRS 
AT A PROFIT 


You can sell odd 
pairs of boots and 
overs at a profit if 
sized out with other 
goods in the ECO- 
NOMIC DISPLAY 
CASE. 


The Economic 
Case brings this 
merchandise directly 
to the attention of 
your customers, and 
your clerk will show 
the odd sized items 
before going to the 
stockroom to look 
for the size in new 
goods, for the odd 
sizes are always in 
= sight in the 

conomic Case. 


Write for Prices 


BATAVIA SPECIALTY CO. 


BATAVIA, N. Y. 
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will have read the great 
story of GROUND-GRIP- 
PERS—and will have seen 
the many attractive new 
GROUND - GRIPPER 
styles—by March Ist. 







These world-famous Health 
Shoes have achieved their present 
supremacy through sheer 
strength of merit alone—with 
little advertising except the word- 
of-mouth kind. But now— 


GROUND-GRIPPERS are to be extensively advertised in the pages of the 
most widely read magazines in the world. 


On February 18th the “Saturday Evening Post” stylish comfort in GROUND-GRIPPERS. 
will carry a FULL PAGE exposition of Other advertisements will appear in such promi- 


GROUND-GRIPPERS into more than two mil- "emt publications as “World’s Work,” “Review 


F “ae of Reviews,” “Scribner’s,” “Harpers Magazine,” 
lion homes. On March tst “The Ladies’ Home “Century,” “Atlantic Monthly,” “Nation’s 


Journal” and “Good Housekeeping” will tell the Health,” etc. And this advertising will be con- 
Women of America how they can now have _ sistently continued. 


ONE RETAILER (and ONLY one) in your City will be given the oppor- 
tunity to cash-in on this big campaign of publicity. Will it be YOU? 


The GROUND-GRIPPER line now consists of over 60 smart numbers for Men, Women and Children! Better 
assurance of quick, steady, and profitable turnover than is offered by any other Health Shoe on the market. 


Ground-Gripper Shoe Co., Inc., 144 Brookline St., East Lynn, Mass. 


is ROUND 
Fatale er RIPPER fuse sxiar 
WALKING - SHOES - : 


he ORIGINAL Straight-Inside-Line, Flexible-Shank Health Shoe for all the Family 


| is 
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Black Kid Oxfords 
Brown Kid Oxfords 


Sizes—4-10. 


Widths—E-EEE. 
Sizes Over 8, 25 Cents Extra. 


8 other Styles 


wide ankle Oxfords 
and Boots in stock. 


L. F. KUNSTMAN SHOE CO. Si 
45 South Wells St. 
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In Every Store 
There Is a Place for 
Stylish Wide Out 


Size Footwear for 


Women 


EZUR FOOT 


Wide: ankle Shoes are 


eqevecoese $4.50 made on special lasts. 


They fit wide feet perfect- 
ly. They fill every re- 
quirement. 


IN STOCK 


Send for Samples 


izes—4-10. 

Widths—E-EEE. 

Chicago Louis Heels, 25 Cents Extra. 
Sizes Over 8, 25 Cents Extra. 


all 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 














MONARCH LEATHER ®. 


CHICAGO... — BR cco LINQUS- 


CINCINNATI 
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The Profitable Way 


BEFORE— 


Our successful operation of re- 
modeling Oxfords, Theo Ties, 
Pumps, High Shoes, etc., the 
only means of reducing your 
stock of such styles, no longer 
in demand, is a “Sacrifice Sale” 
entailing big losses. 


AFTER 


We have converted your passé 
styles into a strap pump, such 
as illustrated, all your shoes can 
be sold without difficulty at a 
good profit. 


Send Us Some Shoes 
for a Trial 


French Beading & Novelty Co. 
922 Locust St., Philadelphia, Pa. 


10\8 (ON A\E AN (ON 110i (0\ 1 /0\ TON ONION. 
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UIRIGHI| 


AILKING| || SHOES 
0 rhopedic Shoes in\Di guise 








Combining Smart Lines 
with ‘Foot Comfort 

























HE woman who wears the Start- 

right Walking Shoe has little or 
no trouble in making her feet point 
nature’s way. The straight inner- 
side line provides for that. When a 
ruler is placed along the heel-edge to 
the sole-edge, the straight line is 
clearly demonstrated. 


Once you have explained this to your 
customers, steady sales are sure to 
follow. Despite the fact that they 
are made for comfort, . Startright 
shoes are made along smart lines 
with a visible style appeal. 


Start right with Startright shoes and 
watch your sales increase. 


Carried in seven styles 
AAAA to D-2-10 


Write for booklet Dept. A 
and dealer proposition 


‘Baker 


SHOES FOR WOMEN 











323-343 CLASSON AVE. 
BROOKLYN. N. Y. 
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Suggestions Suggestions 
for Now for a Little Later 
Grey Nubuck We make them right at White Kid | 
Grey Ooze Calf the right time White Cabaretta 
Grey Nubuck and White Nubuck 


Patent Leather 
Faun Nubuck 


All in Latest Strap Designs 





Extreme French Toe Heel All Styles. 
Modified French Toe . From 8-8—17-8. 
Pointed Toe Prices on Request 
LEXINGTON SHOE CO. 
33 ESSEX ST. HAVERHILL, MASS. 




















(BAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - - . BOSTON 
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Dwight Park Town Longfellow 


Court 


CHOICE OF THESE FIVE LASTS 


<«N(XSpe~ 


Milford Made 


on Shoes Shipped In a Week 
Dark Tan Calf Bel. Price $5.15 Results As if Made to Order 



















This is the type 
of shoe made on 














T Also In Shoes made under this proposition are not carried 
This Stamp Oxfords in stock, but made when your order is received on 
OD on Thess Price $4.85 any of the lasts above pictured. 
Shoes Our well-known standards of shoe making and 
Means That top grade materials are behind these shoes. You ° 
They Are are assured of their quality in every particular. 
Thencnitiae You save investment in stock and get fresh merchandise 
UGHOUT always if you buy by this plan. Write for particulars 
in detail to 












KNOX SHOE COMPANY, *vissixcnusette 


Boston Office: 135 Lincoln Street 











“The Fabric Tip That 


Can’t Come Off” Novelty 


Stitchdown Shoes 
HERE are good profits 


for you in Nufashond for Children 
Fabric Tipped Shoe Lacers— 
one pair sells another. 





Mahogany Lotus 
Two Strap Pump, 


Made flat, tubular and cord, stitchdown, best 





in all colors and in sizes to fit oak outsole. 
all shoes. solid Rieter 
Excellent selling helps and ugnent. 


display cards furnished. Same style with patent leather vamp with gre 
calf quarters—or in all patent leather or in all 
A k ‘ bb f | tan Lotus. 
S our jobber tor 
J J see ne These styles may be had either in Buckle or 
and prices. Button. 


5 to 8 8% to 11 11% to2 


Nufashond, $1.20 $1.40 $1.60 
REMEMBER: Community Stitchdowns 


are repairable. 


We also carry a complete line of sandals, ox- 
fords, play shoes and other novelty stitchdowns 
of the better kind.: Samples sent upon request. 





Reading, Pa. 





Order Community Stitchdowns from your 
jobber. If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
THE FABRIC TIP-IT CAN’T COME OFF 351 Classon Avenue Brooklyn, N. Y. 
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~ WHITE 
NUBUCK 


Your best basis 
for an all-round 
successful white 
shoe season 











‘‘Lawrence Leathers 
Are 
Reliable Leathers’ 









2 


a , 
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You'll be completely satisfied—and so 
will your customers—if you specify 


WHITE NUBUCK 


A BIG White Season and NUBUCK always go hand ins » 
hand. The one presupposes the other. 


The reason is not hard to find— White NUBUCK has es- 
tablished a confidence with the trade and with the public that 
reacts in bigger sales of White NUBUCK every Spring and 


Summer Season. 


NUBUCK affords more important factors which make better 
white shoe satisfaction than any other white shoe material. 
It’s white—it’s easily cleaned—it’s cool—it’s comfortable— 
it’s durable—and finally, it’s made by Lawrence. 








HN 


A. C. LAWRENCE LEATHER Co. 


161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO $T. LOUIS ROCHESTER CINCINNATI MILWAUKEE 


NA 
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For Next Fall 


UNITED STATES RUBBER COMPANY 

salesman is on his way to you with 

new samples of “U.S.” Rubber Footwear 

for fall delivery. The scarcity during the 

. past few months of many “U.S.” items, 

particularly women’s gaiters, has con- 

vinced dealers of the value of advance 
orders. 


To place an order sufficient to protect 
your trade is the first essential of good 
business. The new samples, with their 
many added features and improvements, 
will assure you that the “U.S.” line is 
today the standard of waterproof foot- 
wear and the best investment for trade 
satisfaction. 


United States Rubber Company 


“U.S.”’ Portland “U.S.”’ Empress 


mB tte 


——_ 


ww 


When ordering leuther shoes 
. always specify 
Sprinc-STEP 
\ RUBBER HEELS 
They help 


sell the 
shoe 





2 
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Rubber Footwear Style History 


dee & Company was char- 

tered under Goodyear’s pat- 
ent, until about 1888, the develop- 
ments of rubber footwear, which 
might be termed style developments, 
were generally confined to what we 
now class as heavy goods. In the 
boots, of course, there was little op- 
portunity for variation, but by 1890, 
complications had been introduced in 
the shape of different linings for dif- 
ferent purposes and we find that at 
that time fleece, wool, and friction 
linings were furnished as desired, 
and boots were cut either straight at 
the top as they are today or on the 
cavalry or knee type, which was 
sometimes called the “Napoleon” top. 
Since that time the classes of boots 
have held at about the same number 
until 1914, which brought on the de- 
velopment of the red and white boots. 


Lumbermen’s With “Complications” 


The so-called Lumbermen’s vari- 
eties by 1890 had developed along 
more varied lines and by this date, 
we find a dozen different styles 
shown, each with several complica- 
tions such as made with heel or no 
heel, tap sole or plain. 


Fur Gaiter in 1893 

The arctic and gaiter line at this 
time was about as complicated as it 
is today as both heavy and light cloth 
shoes were made and these in vari- 
eties from one to four buckle. We 
hesitate today to complicate this 
gaiter line any further but sometimes 
we are forced to do this as in the 
case of the Highland gaiter which we 
added this year in response to the 
demand for a cloth top’ gaiter with 
a heather colored top. We find that 
as far back as 1893 the Woonsocket 
Company carried a shoe in their line 
which, for fantastic design and fac- 
tory complications, must have rivalled 
the Highland. This shoe was known 
as the Moscow and was an 8-button 
Jersey cloth gaiter with a fur anklette 
around the top. It is surprising that 
in these days of short skirts, some 
thoughtful manufacturer has not pro- 
vided a shoe of this type as first aid 
to the budding cases of pneumonia 
which we see walking around the 
streets of New York. It is apparent, 
then, that as far back as thirty years 
ago the problems of style and type 
production must have been almost 
as acute as they are today, at least 
insofar as heavy goods were con- 
cerned. 


| ‘. ROM 1842, when the L. Can- 


By E. R. BARLETT 


Production Manager of Footwear Sales 
of the United States Rubber Company 


Gum Shoe Problems Commence 

Up to about 1888, gum shoes had 
not demanded the attention which 
later on was necessary. Leather 
shoes were almost all along the same 
lines, and apparently one, or at the 
most two styles of light rubbers in 
both men’s and women’s were ample 
to cover the dictates of the fashions 
of those days. 


The Engraved Vamp 
There was one complication at that 
time, however, which we do not have 
today, and that was the engraved 
vamp. A great proportion of the 
light footwear sold in the early days 











New 1922 model in a white duck pump 
with smooth white rubber sole, for 
southern wear. Presented by United 


States Rubber Co. 








carried fancy and sometimes even 
fantastic designs on the forepart of 
the upper. This style began to wane 
about 1890 and in 1897 engraved upper 
shoes had practically disappeared 
from the line of the different manu- 
facturers. 

About 1890 the leather shoe bus- 
iness began to pay more attention 
to the element of style. By 1893 the 
style element in gum shoes must have 
been fairly acute as far as the rubber 
footwear manufacturers were con- 
cerned. In those days the so-called 
Trilby shoe came on the market and 
as this was a needle pointed affair 
it evidently drove the manufacturers 
into a style of rubber which would 
cover it fairly closely. One does not 
need to draw on the imagination very 
far to get an idea of the worth of 
these pointed toe rubbers when the 
style changed to a broader model. 


Men’s “Freak” Styles 


During the next fifteen years, 
which brings us up to 1912 or 1913, 
probably the two outstanding freak 
shoes were in men’s; one of these was 
the so-called military heel rubber 
which was designed to cover the ex- 


tremely high leather heels with which. 


men’s shoes were equipped along 
about the year 1911, and the Rino 
which, as the name suggests, Was a 





high bump toe rubber to cover the 
so-called Buildog leather shoes. Both 
of these styles, after they passed, 
were almost worthless and I recall in 
1912 that some military heel rubbers 
were disposed of at seven cents a 
pair, which was all they were worth. 


“Keeping Up With Lizzie” 


While there was some style de- 
velopment in women’s shoes, it is in- 
teresting to note that up to about 
1910 most of the freak styles ap- 
peared in men’s shoes. By looking 
back into fashion books, we find it 
was about that time that woman’s 
foot began to emerge from the seclu- 
sion in which it had been kept for 
many years. All of us here are more 
or less familiar with the develop- 
ments in women’s shoes in the past 
few years. We have gone from 
short, fat vamps to long, lean ones, 
and now we are starting back again. 
Heels starting at an inch have 
climbed to three inches, and now are 
back almost where they started. 
When I speak this way about 
women’s shoes, I refer to the general 
trend and it is to be kept in mind 
that although high heels have gone 
out to a great extent as far as con- 
cerns the shoes over which rubbers 
are worn, there is still a strong de- 
mand for the so-called high Louis 
heels in dress pumps and slippers. 
We have seen men’s shoes in the past 
three years squeeze down to narrow 
points which almost rivaled the old 
Trilby, and now with the brogues, 
they are back about as wide as they 
have ever been. 


Reds’ and Whites’ Debut 


It was about the year 1913 when 
red and white boots and lumbermen’s 
varieties came on the market. The 
new colors attracted wide attention 
and the demand for them grew 
steadily. There has always been in 
the mind of the consumer the idea 
that red rubber was better than 
black, possibly due to the fact that 
hot water bottles and sundries spe- 
cialties had always been made of red 
rubber. Red and white boots and 
lumbermen’s are now a strongly es- 
tablished part of any footwear line 
and various new combinations have 
been tried with considerable success, 
such as gray soles on black and red 
boots and black soles on red and white 
boots. 

Up to 1913 there was a steady but 
not very great business on fabric rub- 
ber sole shoes. About that time, 
however, their popularity began. to 

(Continued on page 111) 
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Crawford Arch-Supporting Shanks | 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry as 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


* ah 


LOCKING SHANK TO INSOLE 






BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 





UL 
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Increasing Activity Is Expected In 
Leather Market 


With Merchants In Position to Know Their Needs, 
Manufacturers Will Probably Buy In Bigger 


a conservative basis for some 

little time past which is not 
at all unusual at this time of year. 
Now that the principal conventions 
are over, merchants are in a better 
position to know what their needs 
will be and there should be more ac- 
tivity from now on. 

There: are no radical tendencies 
in sight. Values are on a settled 
basis, at least more stable and 
settled than they have been in sev- 
eral years. Upper leather has 
reached the lowest market since be- 
fore the war, which should result in 
free trading as soon as the shoe buy- 
ers terminate their present trips to 
the shoe markets. 


| EATHER buying has been on 


Good Orders Placed for Shoes 


There have been good orders placed 
for shoes within the past week, but 
it is difficult to judge as to the ex- 
act volume as there are no authentic 
figures for such transactions so far 
as the public is concerned. The 
policy of shopping around for 
leather supplies continues and con- 
siderable leather is still being picked 
up at relatively low prices. 

The sole leather market is firm 
and tanners are securing more money 
than a few months ago. Oak backs 
which are bringing to-day from 50c. 
to 52c. per pound brought from 45c. 
to 47c. per pound in 1914. This is a 
fair criterion for the other grades of 
sole leather and shows a remarkable 
liquidation in price when compared 
with other materials. 


Calf Leather 


The market for calf leather has 
been quiet for the past week, in keep- 
ing with the rest of January. Prices 
vary some on the top grades, quota- 
tions most heard are from 40c. to 
45c. for No. 1 calf leather in colors. 
Some quote the top grades of smooth 
finished grain calf at 45c. to 50c. per 
foot and high-grade veals for un- 
lined sport shoes as high as 52c. 
On the other hand, there are quanti- 
ties of low grade calf that can be 
bought for 25c. to 30c. per foot. The 
suede finishes are in good demand 
and bring from 50c. up to 70c. for the 
top selections. 


Around Persists 


Side Leather 


There has been a fair trading in 
side leather, with the volume good for 
this time of year. More business is 
expected to: develop now with shoe 
buyers actively’ in the market. Full 
grain colored side is quoted all the 
way from 22c. to 30c. per foot for the 
best finishes. There is considerable 
trading on a basis of from 20c. to 
24c.,. with the lower sorts and job 
lots at from 15c. to 19c. A good 
grade of elk is quoted at from 23c. 
to 25c., with cheaper grades running 
from 14c. to 20c., according to tan- 
nage. There is considerable call for 
colored buck ranging from 32c. to 


Volume—Policy of Shopping 


42c. per foot. The genuine buck is 
quoted from 60c. to 80c. for the top 
grades. 
Glazed Kid 

More buyers have been seen in the 
kid market since our last report. 
Considerable undesirable leather has 
been worked off and accumulations 
are not embarrassing at present. The 
kid market is also firmer than it was 
a few weeks ago and prices are held 
up by advancing raw material values, 
although the finished leather is no 
higher than it has been right along 
for the past few months. Top grades 
in colors are bringing anywhere from 
65c. to 80c. per foot. 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ........ $0.32 a $0. = $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade.. .28a 1.40a 1.50 40a .45 
Calf, smooth, black, top grade... .26a 33 1.30a 1.40 35a .40 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 20a .26 
CN EE occcsbeceesetvess 45a .50 140a 1.60 60a .80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .40 
Bs CET MEE acccccceccscoes 24a .26 65a .70 22a .24 
Kid, colors, best fancy ......... 35a .40 1.40a 1.65 -70a_ «80 
Kid, colors, top grade .......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 70a 1.10 35a «50 
Kid, medium, black ............ 18a .22 60a 1.00 25a .40 
Kid, PE dnassaceecnaweckien 06a .12 20a .36 a .20 
Chrome patent sides ........ << ae oa 85a 1.05 35a 48 
ke ey Sar nese + oY eae 70a .85 
Sole Leather (prtes per pound) 
DE EO © dks vo cceneedssen 32a 33 56a .58 30a .82 
EE baie Mika Neen ARadsenme art i. ae 45a .50 
rk, © ee 8. sactancane 28a «39 92a .95 53a .60 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... -a .48 1.15a 1.25 70a .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ ...8@ 18% 52a .55 we J 
Heavy Texas steers, for sole 

RE cutbbasddenerecwes ces a we wet 
Light native cows, for side upper ; 

 cniebnaedinanbetanesace 2 A — 138%a_ «.14 
Branded cows, for light sole 

0 ee ee os a = | a 
No. 1 buffs for heavy upper and 

Ge NE ari bse coniesees -* 2 45a .50 08%a .09 
No. 1 Chicago City calfskins for 

fine calf leather ......cccess -a 17% 80a 1.02% 10a «18 
Kips for upper leather ..... -a .16% 65a .80 09a ..15% 
B. A. hides, for hemlock’ sole 

WEEE 6. 0:50-060s00cdenceess -a .80 42a 46 14% a .15% 
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The Saturday Evening Post carries our advertisements regularly, thus 
popularizing “Arnold's Glove Grip Shoes” and stimulating demand 
for styles in stock. Keep your store in line with our advertising for 


success. 


WOMEN’S OXFORD 
THE RADCLIFFE 
No. $703 


An Arnold “Glove Grip” Oxford for women. 
Dark tan calf. Perforated tip with center 
punch. Perforated vamp and eyelet row. 12/8 
half rubber heel. In Stock. AAA 5-9, A 4-9, 
B 3-9, C-D 248. 


Price $6.00 


The women’s shoes in Arnold’s “Glove Grip” 
line achieved popularity over night, so to speak, 
as the same basic elements of value were seen 
in them as were prominent in Arnold’s “Glove 
Grip” shoes for men. 
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TWO SMART STYLES FROM OUR IN STOCK LINE 


These Styles Are Featured in Our Saturday Evening Post 
Advertisement of February Eleventh 





MEN’S OXFORD 
THE STANTON 
No. S478 


An Arnold “Glove ‘Grip” circular oxford for 
men. Brown calf carries half rubber heel. In 
Stock. Sizes AA-A 7-11, B 6-11, C, D, E, 5-11. 


Price $6.75 


You are buying an established line, recognized 
Nationally as rapid retailers, when you order 
Arnold’s “Glove Grip” shoes. The “Glove 
Grip” feature, original with us, is patented to 
protect our rights and the interests of the trade. 
This meritorious feature of construction sup- 
ports the arch, adds to style, improves fitting 
qualities and increases dealer’s sales. 


Our new Spring Style Catalogue will be ready for 


distribution February fifteenth. 


Write for a copy. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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Greet the New 
President 


Frank B. King, 1922 N. S. 
T. A. Captain, Is in the 
Ring 
Frank B. King of Chicago, the 
newly elected president of the Na- 
tional Shoe Travelers Association, is 
a big man in a big place, for to pre- 
side over the destinies of some 3000 
shoe travelers is a very “large or- 
der,” and then he executes orders of 
another high grade nature, which 
consist of selling the fine line of John 
J. Lattemann Shoe Mfg. Co.’s foot- 
wear. “Frank” calls on the Al trade 
in the larger cities of the country, 
including Pittsburgh, Minneapolis, St. 
Paul, Kansas City, Omaha and St. 
Louis. He is the originator of-the slo- 
gan, “Right Shoes for the Occasion,” 
by which he wishes all to understand 
that there should be in every man’s 
and woman’s wardrobe shoes for win- 
ter and shoes for summer, shoes for 
spring and shoes for fall, shoes for 
the street and shoes for dress, shoes 
for the dance and shoes for sport. 
Moreover, that this style program re- 
fers just as much to men’s footwear 

as it does to women’s footwear. 

President King is a believer in the 
wearing of the high shoe for women’s 
winter time wear, on the ground that 
the continuous use’ of low shoes 
causes milady’s leg to lose its sym- 
metry and robs her ankles of their 
slender shapeliness. He abhors the 
fact that many men still persist in 
wearing a tuxedo and dark tan shoes 
when they attend a ball or other func- 
tion at which full dress is demanded; 
and, on the other hand, he preaches 
against the incongruity of white satin 
shoes on a woman’s feet for street 
wear. 


Better Business Booster 


To sum up, Mr. King is considered 
an authority on footwear and its 
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FRED V. HILL 


Pacific Coast traveler for Slater ¢€ 
Morrill, Inc.—a big man, and big terri- 
tory and a big job. Mr Hill has but 
recently joined the Slater & Morrill 
salesforce. .He was formerly one of 
the star salesmen for the Regal Shoe 
Co. but left their employ a short time 
ago when it was decided to discontinue 
its road force 








style value. His ability as a style sug- 
gestor for better business through 
footwear to conform to costume for 
every occasion has prominently iden- 
tified him with style shows. 


Excellent Style Judgment 


Mr. King demonstrated his style 
judgment when as one of the style 
demonstrators at the N. S. R. A. Chi- 
cago convention he selected fifty pro- 
fessional fashion models, clad in cor- 
rect costume from top to toe. So well 
did he perform this work that he has 
been unanimously “elected” to put on 
the Style Show for the Tri-State Shoe 
Retailers Association, which is to be 
held at Memphis, March 6-8, when he 
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will again present his fifty beauties, 
arrayed in latest style from head to 
dainty feet. 

He has been active at all times in 
the National Shoe Travelers Associa- 
tion, having been president of the 
Chicago Shoe Travelers Association 
as well as vice-president of the Na- 
tional. He is one of the most untir- 
ing workers in the interests of the 
boys, having brought Chicago up to 
the biggest membership, which at the 
present time is practically over 800 
members. 


Know Your Line 


As to his work among the shoe 
travelers, he is considered the mas- 
todon of scientific selling. The text 
of his most powerful “sermon” to the 
boys is “Know Your Line.” He is 
ever trying to instill into the minds 
of the shoe travelers that a true 
knowledge of a man’s particular line 
is one of the most essential points for 
success. And furthermore, he wishes 
the boys to know that in order to have 
a comprehensive knowledge of the in- 
dividual line it is necessary to study 
the other man’s line, and its adapta- 
bility to the same class of trade that 
the salesman calls on who is making 
the comparison. Through this study 
a salesman realizes more fully the 
merits or points of differences of his 
own line and, being fully conversant 
with his own merchandise and that 
of his brother traveler, he is able to 
make out a more intelligent case and 
eliminate any possible tendency that 
he might have to “knock” the other 
man’s line. 


To Visit Locals 


Among the work which he has out- 
lined this season is larger member- 
ship for the National through more 
responsibility in the locals. He wishes 
each president and secretary to real- 
ize the importance of their offices and 
also to realize that through the locals 
the National becomes of greater mag- 
nitude. 

Mr. King is to visit the various lo- 
cal associations through the year and 
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of His Dad 


For some time now we have been 
making BOYS’ Arch Preserver Shoes 
the highest grade boys’ shoes to be 
had. In them has gone the same select 
material used in Men’s Arch Preserver 
Shoes. 

On several occasions customers vis- 
iting the factory and seeing these 
shoes have asked why we had not put 
out a line of boys’ shoes of the same 
quality without the Arch Preserver 
construction. The demand of late has 
grown to such an extent that we have 
decided to meet it. 





“Just Wright” 
Quality i For 
SHOES Boys 
“‘Arch Preserver’”’ 4 


After careful tests of lasts and pat- 
terns we are now in a position to offer 
to the trade a line of boys’ shoes which 
will surely appeal to those stores cater- 
ing to the fine trade. 

The workmanship and quality of 
material will be identical with the 
BOYS’ Arch Preserver Shoes—the 
best. 

If you want to tone up your boys’ 
department, put some new life in it, 
and have your store stand out above 
others in your city, add a few “Just 
Wright” BOYS’ shoes. 

A word from you and we will ar- 
range to have you see the line. 

















Rockland 


E. T. Wright & Co., Inc. 
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many bodies have already made plans 
for smokers upon his arrival. He is 
untiring in his efforts to bring to the 
attention of all manufacturers and 
jobbers the worth of co-operation be- 
tween the salesmen and manufactur- 
ers, the salesman being the interme- 
diary between the two. By full co- 
operation larger business and fewer 
misunderstandings will arise. 

Mr. King has a very beautiful home 
in one of the most exclusive suburbs 
of Chicago. 


Oh You Room 319! 


Here Arthur Earle Won His 
Laurel Wreath as Prince 
of Entertainers 


There were entertainments and en- 
tertainments at the Bellevue-Strat- 
ford, Philadelphia, Jan. 16-18, when 
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ture; on it they entwined artificial 
lilies of the valley and from either 
side floated long streaming white rib- 
bons. Mr. Earle was taken by storm 
when it was presented to him at the 
memorable banquet of Jan. 18, and 
responded with much feeling in a 
speech, which will appear in some 
later edition of the RECORDER’s Shoe 
Traveler pages. 


Entertainment de Luxe 


But to go back to the beginning of 
our story and to give our readers a 
little further inside information as to 
the reason that Arthur Earle was 
honored with the laurel wreath, let 
us state that there was in the Belle- 
vue-Stratford a certain room, num- 
bered 319, in which the aforesaid Ar- 
thur Earle took up his abode during 
the shoe traveler activities of Jan. 
16-18. There all private discussions 
and grievances were beautifully 
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well—well—to tell the story in a nut- 
shell—nobody was really thirsty. 


Famous Oyster Roast 


Another evidence of Mr. Earle’s 
hospitality was displayed when he 
took President King, Past-President 
Nichols, Treasurer Davis and Secre- 
tary Delany to an oyster roast on 
Tuesday evening. Evidently “Ar- 
thur” had in his mind the “roast” 
that “Tom Delany” was to get by be- 
ing pounced upon to act as speaker 
the following evening. And, really, 
Tom did get a roast from the witti- 
cisms thrown out by Mr. Doyle. 


Bell Traveling for Felix 


With the first of this month, J. W. 
Bell, who travels for the Felix Mocca- 
sin Co. started out to cover Lousiana, 
Mississippi, Arkansas, Missouri, Vir- 
ginia, Kentucky and Tennessee. Mr. 











PHOTO BY WHITS 
R. B. SECKHAM 


Sales manager ie Felix Moccasin 
0. 
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HARRY SEYMOUR 


Covers Wisconsin, Minnesota and 
the Dakotas with both boot tops 
and shoes for Tweedie Footwear 
Corp. and Tweedie Boot Top Co. 














the good fellows of the N. S. T. A. 
assembled in national convention, but 
the laurel wreath to the prince of 
good fellows was -unhesitatingly 
placed on the brow of one Arthur 
Earle, a Laird Schober booster. Mr. 
Earle was one of the youngest “old 
men” among the shoe traveling fra- 
ternity at the convention and so well 
and generously did he entertain that 
the boys got together and said unto 
themselves “Arthur must be recog- 
nized in some unusual and unique 
manner; let us fashion a fitting fes- 
toon as a special mark of our appre- 
ciation.” And so they bought some 
pure white paper, which served as the 
foundation for the decorative struc- 


ironed out in an atmosphere of lux- 
ury. For “Arthur” had the happy 
faculty of bringing the backward for- 
ward and the bashful into promi- 
nence. Furthermore, Mr. Earle saw 
to it that at no time were any of his 
visitors affected with parched tongue, 
wheezing whistles, or dry sputums, 
and, still further, Mr. Earle’s wonder- 
ful generosity made him realize that 
no man could smoke a cigar within 
two inches of the end. Yes, cigar 
boxes were piled up on his dresser in 
dozen lots at all times and in front 
of these cigar boxes was a large sup- 
ply of ginger ale and cracked ice — 
but, of course, everybody doesn’t 
drink ginger ale or water, and so, 





J. W. BELL 


who covers Louisiana, Missouri, 

Virginia, Kentucky, Mississippi, 

Arkansas and Tennessee for the 
Felix Moccasin Co. 





Bell introduced the Felix line to the 
Southern merchants last season and 
did very well. This season he expects 
to do three to four times the business. 
He is most enthusiastic over pros- 
pects and reports that his factory is 
running full blast getting out some 
new sport moccasins, also a Goodyear 
welt sport oxford for boys and 
girls to meet the mid-winter sport de- 
mand. 


Berkshire with Cotter 


C. A. Berkkshire, widely and favor- 
ably known in shoe traveling circles 
in the South, is now representing the 





































Convention] 





No. 304 — This 
new Wobst Crea- 
tion, a patent leather instep strap, jew- 
eled, two-button slipper, was a hit at the 
big show. It will be a hit in your store, 
too. Get your samples now, look them 
over—then you’ll understand. 


PATENT LEATHER INSTEP 
STRAPS 


Leather insole and heel, solid leather Mc- 
Kay sewed soles. Unusual value. 


Sizes: 11%-2, Heel ..... 81.85 Net 

Sizes: 8%-11, Wedge........ 1.70 Net 

Sizes: 5-8, Wedge...........-. 1.55 Net 
(Ankle Strap 10 cents less) 
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[A Sensation at the Chicago Sure Sales—Staple Styles 





There’s where your big profits are—push a staple, standard 
line of shoes and be free from the worry of sudden style 
changes and dead stock. Start today—when you sell a 
woman’s dress shoe, suggest that she take a pair of Wobst 
Comfort Slippers, too, for house wear. 


You’ll find customers coming back for another pair—the style, 
neatness, comfort and real service appeals to every woman. 
And Wobst Comfort slippers cost so little you can surprise 
your customers with bargain prices, yet make a liberal profit. 


WOBST SHOE COMPANY 


Vliet and 4th Sts. 
Milwaukee Wisconsin 














No. 600—Genuine Glazed Vici 
Kid Comfort Slippers, with 
Leather Insoles and Rubber 
BED coecsoescoons $1.60 Net 
No. 601—Same as No. 600, ex- 
cept with two straps.$1.75 Net 
No. 602—Genuine Glazed Vici 
Kid Oxford, with Leather In- 
soles and Rubber Heels, 

$2.00 Net 
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GRIFFIN 
STERLING 


For Black Shoes 


Cloth. 


$9.60 Pér Dozen 








67-69 MURRAY STREET 











[GRIFFIN] A COMPLETE OUTFIT 
wy FOR 


. = LEANING POLISHING AND PRESERVIN ; 
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GRIFFIN 
LOTION CREAM 


SHOOKIT Complete Shoe Shining Outfits that SHOOKIT 


contain really practical equipment, 


Including Polishes, For Tan or Brown Shoes 


CONTAINING ; CONTAINING 
1 Bottle Sterling Dressing. Real Bristle Wood Back Brushes and gy a 
1 Box Sterling Paste. Daubers and Polishing Cloths. A sure- Bristle Polishing Brush. 
1 Bristle Polishing Brush. Er ller f findi d 
1 Bristle Dauber. © seller tor your findings case—an 1 Bristle Dauber. 
1 Canton Flannel Polishing a wonderful value—tastefully cased. i Canton Flannel Polishing 


Cloth. 
$9.60 Per Dozen 


There are no better or better known dressings for all shoes than Griffin 


GRIFFIN MANUFACTURING COMPANY, Inc. 


NEW YORK, U. S. A. 
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Cotter Shoe Co. in the sale of “Form- 
ative” Shoes for women. 

The Cotter Shoe Co. is to make a 
complete and very attractive exhibit 
of Formative Shoes at the joint con- 
vention of the Texas Retailers’ and 
the Southwestern Shoe Travelers’ As- 
sociations at Fort Worth on Febru- 
ary 13, 14 and 15. The display will 
be an exact duplicate of the firm’s 
showing at the Chicago Style Show. 
“And,” says salesmanager H. S. 
Rodearmel,, “if it attracts anywhere 
near the interest at Fort Worth that 
it did at Chicago it will be one of the 
principal sample exhibits of the con- 
vention.” 

Mr. Rodearmel made a recent visit 
to the RECORDER office to tell us about 





Cc. E. FORD 


who travels per ae é Chapline 


o 


the Southwestern Convention show- 
ing. He remarked: “During the ses- 
sions at Hotel Texas, Formative 
Shoes will be given practical demon- 
stration by living models, and there 
will be full opportunity to examine 
this new line and note how strong it 
is in orthopedic excellence, style ap- 
peal, and attractive price. I will attend 
the Fort Worth sessions and assist 
in meeting the trade and explaining 
our whole Formative Shoe proposi- 
tion. 

“At the N. S. R. A. Chicago Con- 
vention I selected some _ live-wire 
shoe travelers among whom is C. H. 
Poland, who will cover Michigan.” 


F. J. Willard Dead 


F. J. Willard, for many years a 
road representative of the LaCrosse 
oot & Shoe Co., in which he also was 
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a stockholder, died recently at Lawn- 
dale, Cal., where he resided during his 
declining years. The remains were 
brought to LaCrosse for interment 
after cremation. Mr. Willard was 77 
years of age. Before joining the La- 
Crosse manufacturing company, he 
was engaged in the retail trade at 
Pickwick and Winona, Minn., and 
Burr Oak, Wis. 


Convention a Constructive 


One 


Much’ constructive work was 
brought and accomplished at the con- 
vention and from the standpoint of 
real business transacted, it stands 
forth pre-eminently—no effort was 
spared to carry out the executive pro- 
gram and as the days were not long 
enough for this purpose, the nights 
also were utilized. The keynote of 
the convention was sounded by Presi- 
dent King—“Unity of all for the ac- 
complishment of a better business de- 
velopment.” The worth of the 
traveler .to the manufacturers and 
buyers of the country was brought 
out in bold relief; the boys’ good work 
in affecting a better understanding 


‘ between all branches of the trade, and 


their wonderful work on mileage. It 
was stressed that there should be a 
fuller co-operation among all branches 
of the trade for the elimination of 
grievances.” 


Style Program Strong Feature 


The style program work of the 
boys was particularly worthy of 
commendation and President King’s 
slogan, “The Right Shoes for the 
Occasion,” was emphatically indorsed 
as an important factor in the accom- 
plishemnt of increased business. 

The trade press was thanked for its 
generous donation of space to traveler 
activities, especially the BooT AND 
SHOE RECORDER and its Shoe Traveler 
Editor, Helen M. Haney. 


Rosenberg with Goding 


A. Rosenberg, formerly with the 
Allied Shoe Co. of Newburyport, 
Mass., will represent the Goding Shoe 
Co. of Chicago, in Illinois and Iowa. 
Mr. Rosenberg has a wide circle of 
friends among shoe merchants of the 
Middle West, who will be ready to 
greet him with his new line. 


Ostenkamp with Barry 


T. A. Ostenkamp, who for the past 
five years has traveled the South for 
C. P. Ford Co. of Rochester, has 
joined the salesforce of the T. D. 
Barry Co. and will start out with his 
new line of samples on March 1, 
covering portions of the Southland. 
Mr. Ostenkamp is well known in Na- 
tional Shoe Traveler circles and is a 





Kiddie Cars 


Prompt Merchants to 
Ask: “How Many Days 
Will a Pair of Boy’s 

Shoes Last?”’ 


H*Y" you ever watched a little 

boy playing with a kiddie car? 
“How many days will the shoes last?” 
is the question which you have asked 
yourself many times. And many other 
shoe men, like yourself, are asking 
the same question. 


Kiddie Car Only One Item’ 
Not only kiddie cars but roller skates, 
coasting, the kicking of footballs, tin 
cans, and dozens of other things dear 
to the hearts of little boys, all con- 
spire to wear out children’s shoes very 
quickly. 
Of course, you shoe men are not sup- 
posed to complain about how many 
shoes are worn out. — 

Mothers Blame the Shoes 
The fly in the custard is that children 
grind and whet and kick holes in the 
soles too quickly. The mothers are 
fond of their boys. Instead of blam- 
ing them, they come to your store and 
tell you your shoes aren’t worth car- 
rying home. 
Many wise shoe men are solving the 
difficulty by insisting that the manu- 
facturer put “Rock Oak” bottoms on 
the shoes they sell, They have found 
that this superior oak-tanned sole 
leather stands the test of severest 
usage on any shoes. 


“Rock Oak” Satisfies Customers 


It is to the interest of shoe men to 
insist on “Rock Oak” bottoms on ev- 
ery order you give the factory. “Rock 
Oak” means satisfied customers, bet- 
ter service and better business. 


We are willing to co-operate with you 
in this. 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Boston 


St. Louis 


Chicago 


Rock Cak” 
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LOYALTY TO AN IDEAL 


Union Stamp Shoes are being Steadily Ad- 
vertised in 150 Labor Journals all over the 


country. 


Union labor carries its loyalty to its industrial prin- 
ciples with it when marketing. In many cases mer- 
chandise is refused unless a union seal identifies the 


goods. 
In the shoemaking industry, the stamp of the Boot 


and Shoe Workers’ Union is the sign of buying— 
assurance to Union members. 


Many retailers have found the open door to greater 
profits by featuring footwear which has this Union 


Stamp imprinted upon it. 


Look for it on your stock and then feature it in your 
advertising. Members and friends of unionism will 
remember your store and bring their trade to it. 


Feature the Union Stamp in your local adveritsing. 





The Union that has an agreement with manufacturers 


settling all wage differences by ARBITRATION. 








Boot and Shoe Workers’ Union 


246 Summer Street 
BOSTON, MASS. 


000 UML UAL 













COLLIS LOVELY, Gen'l Pres’t 
<p &S e CHAS. L. BAINE, Gen'l Sec’y-Treas. 
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firm believer in the many advantages 
to be realized from the strength of a 
united body of wide awake men, such 
as compose the national body. 

On February 12, 1921, he went 
forth almost single handed and 
formed the Richmond branch of the 
Shoe Travelers Association, of which 
live-wire body he is secretary. It 
will be remembered that this group 
officially celebrated its formation by 
holding a style show in Richmond, 
which was commented upon every- 
where as being a real event in shoe 
trade circles. Mr. Ostenkamp proved 
an able director of this Style Show. 

Mr. Ostenkamp plans to double his 
association’s membership this year by 
enrolling not only Virginia boys, 











T. A. OSTENKAMP 


Secretary of the Richmond Shoe 

Travelers Association who has re- 

cently joined the T. D. Barry Co’s. 
salesforce in the Southland 








but those from nearby states. With 
the help of the other good members 
of the Richmond association he hopes 
to inaugurate a mortuary arrange- 
ment like that in force by the Boston 
Shoe Travelers’ Association. He also 
intends to stress especially, member- 
ship in the National, from the stand- 
point that its employment bureau fa- 
cilities alone are worth more to a 
traveler than the $5 yearly member- 
ship. 

Secretary Ostenkamp is now rest- 
ing up a bit at his home in Richmond 
and on February 20 will be found at 
the T. D. Barry Co.’s salesmen’s con- 
vention, looking over his new samples 
and getting the rules and regulations 
for his initial trip for this house. He 
is very enthusiastic on the Barry line 
and feels sure that it is just the 
proposition for which his trade has 
been looking. 
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Secretary Delany on the Job 


While at the Philadelphia conven- 
tion, Secretary T. A. Delany was ac- 
quainted with the fact that the dis- 
cussion on interchangeable mileage 
and reduced mileage was going on in 
Washington, so immediately after the 
national get together, T. A. D. packed 
his grip and boarded the train to 
Washington for the special purpose 
of conferring with United States 
Senators Walsh of Massachusetts and 
Watson of Indiana. His arrival at 
Washington came at just the psycho- 
logical moment, as the debate on mile- 
age was that day taking place in the 
Senate, and Mr. Delany, through invi- 
tation of Senator Walsh, who, by the 
way is a close friend of T. A. D., 
was asked to present the claims of the 
commercial man to the reduced mile- 
age committee. After a full thirty 
minutes’ session, Secretary Delany 
had the extreme pleasure of being as- 
sured by the Massachusetts Senator 
that the commercial traveler was re- 
garded as a wholesale dealer in mile- 
age and from this standpoint the 
claims laid before them would be con- 
sidered very favorably. In further 
proof that Mr. Delany’s visit was of 
much value, within forty-eight hours 
the reduced.and interchangeable mile- 
age bill passed the Senate, that body 
recommending it te the Interstate 
Commerce Commission. 


Congratulations to N. S. T. A. 


So, to the everlasting credit of the 
National Shoe Travelers, it can be 
written down that the quick and time- 
ly move of its Secretary Delany has 
played a major part in bringing about 
reduction of railroad fares, not only 
to the commercial man, but to all 
purchasers of mileage books. “And,” 
says Secretary Delany, “this is one 
more proof of the advantages derived 
from membership in a united body.” 
During the conference Mr. Delany 
was asked if he urged his claims with 
the idea that none but the commer- 
cial man be benefited, and his reply 
was “no”—that while he was partic- 
ularly interested in the traveler, and 
the shoe traveler in particular, he was 
most willing that the public should 
be included in the mileage concessions 
and in no way could his argument be 
construed as favoring class legisla- 
tion. 

While at the Philadelphia Conven- 
tion a communication was received 
by the national secretary from the 
members of the National Boot and 
Shoe Manufacturers’ Association, 
then in convention assembled at 
New York, acknowledging receipt 
of the communication. sent them 
from the N. S. T. A. Convention, ask- 
ing their co-operation in securing re- 
duced mileage. This message from 
the N. B. and S. M. A. assured the 
travelers of the manufacturers’ help, 
as they felt that they, too, were bene- 
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ficiaries from this important legisla- 
tion. 

In later conferences with shoe man- 
ufacturers Secretary Delany discov- 
ered that over 600 telegrams and let- 
ters have gone from the Central 
States to the: various Congressmen 
and Senators urging the passage of 
the reduced mileage bill. 


Cortell Admired the Ladies 

One of the speakers at the luncheon 
of Tuesday, Jan. 17 was Chief Statis- 
tician Cortell. Mr. Cortell, in the 
absence of the mayor of Philadelphia, 
extended the courtesies of the city to 
the travelers and gave them a tip 
that they could do anything in the 
city they liked except violating the 
traffic laws, and really that there 
were so many “cripples” in the body 
that there was really no need of the 
traffic “cops” being warned in ad- 
vance. Mr. Cortell’s talk was replete 
with witty remarks, mingled with 
sentiment and valuable information. 
Mr. Cortell, while a man of fully 
eighty years, has an eye for the beau- 
tiful, as is evidenced by the follow- 
ing words on a sign which hangs in 
his office: “When I get to the stage 
and I cannot admire the pretty girls 
in the audience, send for a coroner.” 

Another speaker at the noonday 
Tuesday lunch was Everit B. Terhune, 
treasurer and general manager of the 
BooT AND SHOE RECORDER, who took 
for his subject “The Coming Pros- 
perity of the Country,” giving facts to 
substantiate his arguments. 


National Conven- 


tion ‘‘Gossip”’ 


In Which National Secretary 
Delany Figures 
Prominently 


The big surprise of the convention 
came at the banquet held at the Belle- 
vue-Stratford on Wednesday night, 
Jan. 18, when Judge John M. Patter- 
son of Philadelphia, who was pre- 
vented from attending the banquet on 
account of illness in his family, did 
not show up, and word was flashed 
to the president of the association 
that he would have to secure a sub- 
stitute for Judge Patterson. Presi- 
dent King on the spur of the moment 
passed the gavel over to Tom De- 
lany, who on the top of his other du- 
ties acted as toastmaster and speaker. 
And the boys all said that the presi- 
dent made his choice wisely and well, 
as T. A. D. was in every way equal 
to the occasion. He presided in his 
usual graceful way and kept the com- 
pany in an almost continuous roar of 
laughter with his repartee. 


Repartee Galore 


Bartley J. Doyle, president of the 
Keystone Optical Publishing Com- 
(Continued on page 111) ~ 
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Rubber Heels 


February 4, 1922 








HE demand of the consumer for a rubber 

heel of established reputation and char- 
acter is something the alert shoe retailer 
does not disregard. 


“U.S.” Spring-Step Rubber Heels are con- 
spicuously associated in the minds of many 
who buy shoes, with the best shoes and the 
best service. 


Because of the high quality of these heels 
and because of the recognition of that 
quality by their customers, many shoe mer- 
chants now specify “U. S.” Spring-Step 
Heels on their leather shoe orders. They 
know Spring-Step Heels give their shoes an 
added selling advantage. 


United States Rubber Company 
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MEN’S AND WOMEN’S 


South Shore Styles 


Ready to Ship 






















S-72 
Men’s Russia Regular Oxford. 
Park Square Last. Medium Brown. 
Carries Goodyear Wingfoot Rubber 
Heel. 
A-D, 5-104. 


Price $5.25 





We are large users of these heels. 


The shoes produced in our factory possess sterling characteristics. Their 
style can be relied on to gain customers for you and their quality to hold the 
customers which they win. 


When you buy “South Shore Styles’’ you obtain shoes of undoubted merit. High stand- 
ards of quality have remained unaltered throughout years. Shoes with the record of 
“South Shore Styles’’ are truly an asset. 


(Send for catalogue of all ready to ship styles) 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
my YORK OFFER EAST WEYMOUTH, MASS. ,cuCeporrecs: 


299 Broadway 
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Decidedly Brockton Shoes 





Our factory, running on a minimum overhead and a maximum produc- 
tion, with style, quality and Brockton high standard of workmanship at 
lowest prices, has placed our shoes with some of the best merchants sell- 


ing high grade welt footwear. 

Item No. 1: Three years ago, we were manufacturing three hundred 
pairs a day. Today we are making three thousand pairs a day. 

Item No. 2: Our golf oxford and golf high shoe, made of smoked elk with 
the new Neolin nob soles, is the last word in an up-to-date sport shoe for 
men and women. 

Think this over, Mr. Retailer. A sale of a pair of our shoes makes a cus- 
tomer for life. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 
Makers of Welt Shoes to Retail for $5.00—$6.00 


Sales Department, 117 Lincoln St., Boston 


New York Office, 303 Fifth Ave. 


Chicago Office, 200 Security Bidg. 
Detroit Office, 213 Bowles Bidg. 


Philadelphia Office, 411 Forrest Bidg. 
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Real Aids Being Overlooked by 


the Farmer 


Remedial Measures Contemplated by the Joint Commission 
of Agricultural Inquiry Better than Attack on 
Federal Reserve, Says New York Bank 


66 HE attacks of the agricul- 
tural bloc in Congress upon 
the administration of the 

Federal Reserve System and the effort 
to obtain by legislation special recogni- 
tion for the farmer interests in the 
personnel of the Federal Reserve 
Board constitute a grave menace to 
the services of the Federal Reserve 
System and, in consequence, a men- 
ace to the country’s welfare,” says 
the Guaranty Survey, published by 
the Guaranty Trust Company of New 
York City. While the proposed leg- 
islation in its most dangerous form, 
that of explicitly requiring the Presi- 
dent to appoint a farmer to the Re- 
serve Board, has been modified, the 
substitute, which has been passed by 
the Senate and which increases the 
membership of the Board on the re- 
ported understanding that a farmer 
will receive the appointment, does not 
disguise the purpose of the agricul- 
tural interests to secure special treat- 
ment. 

While there is validity in the con- 
tention of the farmers that the oper- 
ation of economic forces at present 
reacts unfavorably on their position, 
it is clear that the course now being 
pursued in Congress will not only fail 
to alleviate the adverse situation but 
will render it more complex and diffi- 
cult of correction. Any attempt in 
contravention of economic laws, in 
this case as regards money and credit 
in relation to the agriculturists, to 
secure the advantage of special inter- 
ests must inevitably arouse false 
hopes and delay necessary readjust- 
ments in accordance with sound eco- 
nomic principles. Moreover, the plac- 
ing of a “dirt” farmer on the govern- 
ing board of the ‘national banking 
system cannot serve the agricultur- 
ists as a medium for solving their 
problems. 


Farmer Not Discriminated Against 


The Federal Reserve Board, the Ad- 
visory Council of the Board, and nu- 
merous students of banking practice 
and principles have repeatedly cited 
incontrovertible evidence that the ag- 
ricultural districts have not been dis- 
criminated against in the matter of 
granting credit. The report of the 
Congressional Joint Commission of 
Agricultural Inquiry contains further 
supporting data. 


By now it should be fully under- 
stood that the depression is not con- 
fined to this country, but is world- 
wide. A general but uneven decline 
in prices and involuntary unemploy- 
ment has resulted in a reduction of 
the purchasing power of most classes 
of consumers. It is this world-wide 
industrial and commercial disturb- 
ance, rather than restricted credit, 


that constitutes the heart of the farm- - 


er’s problem. 

Largely because prices of farm 
products have declined further from 
the peak levels of 1920 than many 
other prices, the condition of the agri- 
cultural industry is acute and re- 
quires, perhaps, special treatment. 
The farmers’ land represents a large 
capital investment relative to output 
and his chief cost of operation is la- 
bor cost. The farmer’s turnover is 
infrequent compared with that of the 
manufacturer, who, moreover, when 
he finds costs mounting or his market 
diminishing in absorptive power, may 
generally suspend or curtail produc- 
tion with relatively less loss than can 
the farmer. The farmer’s annual crop, 
usually a single commodity, on the 
other hand, is his one source of profit. 
Generally speaking, he must continue 
to produce, and frequently he must 
even sell on an over-produced market. 


Real Aids Overlooked by the Farmer 


The peculiarities of the farmer’s 
position, then, require consideration. 
Federal Land Banks have already 
been established with broad lending 
powers. Joint Stock Land Banks 
serve exclusively rural communities; 
and the activities of the War Finance 
Corporation are largely in behalf of 
the farming and stock-raising inter- 
ests. Moreover, before these institu- 
tions were created, the Federal Re- 
serve Act recognized the fact that the 
farmer requires more time to produce 
and live-stock paper eligible for re- 
manufacturer to market his product 
by making six months’ agricultural 
and live-stock paper eligible for re- 
discount, as against eligible maturi- 
ties of only ninety days for other 
paper. 

Other possible aids are available 
but are largely overlooked by the 
farmer himself. The great body of 
State banks, about 20,000, forming 
approximately two-thirds of the total 
banks of the country, a great many 


of them in the South and West, de- 
clined to join the Federal Reserve 
System in which they would have the 
opportunity of rediscounting the 
farmers’ paper. Furthermore, inas- 
much as the member banks, and not 
the Reserve banks, lend to the farm- 
ers, any criticism of credit allocation 
should be directed toward the mem- 
ber banks in the agricultural regions 
—the farmers’ own banks. 


The Better Course 


Further remedial measures, free 
from the influence of political self-in- 
terest, are in prospect. The Joint 
Commission of Agricultural Inquiry 
is considering a plan which contem- 
plates broadening the facilities of 
Federal Land Banks for aiding the 
agricultural sections. It purposes to 
increase the powers of these banks by 
permitting them to discount agricul- 
tural or live stock paper with maturi- 
ties of from six months to three 
years, and to make this paper eligible 
for rediscount with Federal. Reserve 
Banks, when its maturity is six 
months or less. 

It is through supporting such prop- 
ositions as these that the farmers will 
derive .the most immediate and last- 
ing good, rather than by encouraging 
an attack upon the Federal Reserve 
Board and attempting to make it 
subservient to their special interests. 
Neither the farmers nor any other 
economic group can gain by destroy- 
ing the bases of independent action 
by the Federal Reserve Board. If one 
powerful economic group may rightly 
insist upon representation on the 
Board, in its own interest, any other 
group may with equal propriety de- 
mand a like advantage. The full effec- 
tiveness of a great banking system 
like ours can be preserved only if it 
is administered in behalf of the com- 
mon good, not of class interests. 

Industrial Situation 


There is comparatively little change 
to be noted in the last month in the 
industrial situation other than that 
incident to the general accounting 
which usually takes place at this sea- 
son of the year. The holiday trade is 
over, and business men have been oc- 
cupied in making up balance. sheets 
and reconsidering their positions in 
the light of these figures. Under such 
circumstances it is natural that or- 
ders should be light and collectors 
more pressing in their demands. 
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| Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


fe In Stock Specialists of 
- . Women’s Shoes, Party 
7 vy 
aa \ Slippers and Novelties. 
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Write for Catalogue 

























COLLINS & ‘STAPLES 
Makers of HandTurnedLowCuts = 
This style in stuck. Bl t. = 
14/8 J. L. heel. Solid oole leather : 
counters and shank : 
to 8 Widths A-C. Paice H1.00. = 

less 5% 10 days : 

118 Phoenix Row, = 
+ Haverhill, Mass. = 

123 Essex St., Boston 2 
Room 306 = 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


























. or Ing in Medium and? 
’ IGH GRADE 


Imported Satin Brocadesand Metal Cloth. 
$2.25 per pair and up 


west MGUSTIN © 


NEW YORK 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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On the other hand, the drastic 
changes which took place last year 
and which have left the business com- 
munity in a much sounder position 
than it held at this time a year ago, 
give ground for more than mere hope- 
fulness in the future outlook. Many 
of the weaker members have fallen 
by the wayside. The general level of 
wholesale commodity prices has re- 
mained almost unchanged for the last 
six months in spite of considerable 
changes among individual commodi- 
ties. 

Money Is Cheaper 


The cost of money has been greatly 
reduced, which should permit borrow- 
ing for productive purposes. Liquida- 
tion has in several industries almost 
run its course, while production has 
been severely limited for a consider- 
able period, with the result that 
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stocks of many commodities are no 
longer to be classed as excessive. 
Moreover, the demand on the part of 
the ultimate consumer of goods does 
not appear to be diminishing, al- 
though the public is buying with more 
discrimination than formerly. 

With the present low money rates, 
with the credit situation well on the 
road to clearing up, with production 
costs better adjusted to the new price 
level and lower transportation costs, 
with commodity prices relatively sta- 
ble, and the continuance of the public 
demand for consumption goods, the 
attitude of business men may well be 
one of confidence. Improvement in 
general business, though moderate, 
should characterize the year 1922, un- 
less the numerous adverse factors 
which have been repeatedly discussed 
in the Survey become more menacing 
than they are at the moment. 





PHILADELPHIA 


Price'Stressed in Advertising 


Old Stocks Will Be Low by the Time 
Spring Business Starts Up 


HE January sales continue to 

produce a nice pair volume 
with price the keynote of most of 
the advertising. In the downtown dis- 
trict there have been one or two no- 
ticeable instances where thus far this 
month an increase of dollars has been 
shown as against last month’s busi- 
ness. Altogether, while retail busi- 
ness is not to say rushing, very few 
of the stores have cause to really com- 
plain. Sales will run along well into 
the middle of next month, according 
to present indications. 

Stocks generally are in fair shape 
and with the close of the present 
clearance period most retail mer- 
chants will have the odds and ends 
out of the way and everything in 
readiness to swing in with the good 
business which is expected to start 
early in the spring. 

Low Cuts Still in Vogue 


There is some business on good-fit- 
ting boots, but no real demand that 
would indicate waning popularity of 
low-cuts for cold weather wear. Re- 
tail merchants who are wont to study 
the fine points of the public’s whims 
say that the decline of the fashion for 
spats and commensurate growth of 
the woolen hose idea has made low 
shoes a practical fashion which will be 
hard to dislodge. Many women who 
would not wear low cuts with spats 
have come to like the combination of 
trim oxfords and fancy woolen hose. 

In the men’s business more and 
more low cuts are being sold. Right 
now in the better stores the break 
between boots and oxfords is about 
50-50. Making the rounds this week, 





one dealer predicted that he would 
soon be selling more low cuts than 
boots and that the weather didn’t 
seem to make much difference to the 
situation. 

High Heels Not Popular 


Style conditions are more or less 
marking time as far as the introduc- 
tion of anything startlingly new is 
concerned. The high French heel 
seems pretty*dead and the box or flat 
heel, straight on the Cuban type, 
about 12/8, seems to be the most pop- 
ular thing for dress novelties. The 
Baby Louis continues to be popular in 
Philadelphia. A good call is already 
evidenced for the low box heel, as low 
as one-inch, on street pumps. One 
model particularly has made a hit with 
Philadelphia women. It is a light 
weight welt, moderately light tan 
pump pattern, quite mannish, with 
one strap. Of course, it has a leather- 
covered box heel. 


Annual Meeting of Philadelphia 
Association 

The Philadelphia Shoe Retailers’ 
Association holds its annual election 
of officers this week. The meeting, 
which is announced for Wednesday 
night, will be reported fully in next 
week’s issue. It is understood that 
George Geuting has agreed to accept 
the presidency for a second term in 
response to the unanimous appeal of 
the membership. 


N.S. R. A. Headquarters Are Moved 

After three and one-half years lo- 
cated n Philadelphia, the headquarters 
offices of the National Shoe Retailers’ 
Association are being moved this 
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week to Chicago. T. C. Mirkil, who 
opened N. S. R. A. headquarters in 
August, 1918, and carried on the work 
from its beginning until the close of 
the Chicago convention, has been suc- 
ceeded by George M. Spangler of Chi- 
cago as secretary commissioner. Mr. 
Mirkil resigned to go into the adver- 
tising business. Henry L. Pierce, who 
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for about two years has been assist- 
ing Mr. Mirkil in the Philadelphia 
office, goes to Chicago as assistant 
to the new secretary commissioner. 
Mr. Pierce has resigned as secretary 
of the local association in order to 
take up his new duties in the West 
and his going is cause for keen regret 
on the part of the local members. 





SYRACUSE 


Expect Good Spring Business 


Most Merchants Already Have Placed Orders 
—Gray Predicted as Fashionable Color 


EAVY snows within the last 
few weeks have had the effect 
of increasing sales in all shoe stores 
in the city. Business has been more 
brisk of late than it has been since 
the holidays. Many shoe stores are 
offering sales as an added attraction. 
Generally speaking, shoe men in 
Syracuse are very confident of a good 
spring business. All have ordered 
their stocks, but none has arrived as 
yet. Dealers look for a big season in 
gray suéde, believing that the style 
tendency is toward that color. 
Rubber Footwear Selling Well 


Overshoes have been selling fast, 
and many merchants have been forced 
to duplicate orders. The overshoe fad 
has been lasting, and this year is 
stronger than ever. Rubbers have 
been big sellers this season, the de- 
mand being greater than last year. 

Inventory sales in many stores have 
been attracting good crowds. Mc- 
Elwee’s has been holding its semi-an- 
nual sale on women’s shoes (oxfords 
and pumps) and reports much success. 





Convention Report Made 


A. B. McCormack, delegate-at-large 
from the New York State Retail Shoe 
Dealers’ Association, made his report 
to the local shoe men’s club. He de- 
clared that the show was the greatest 
of its kind ever held, and gave the 
local dealers many new ideas on style. 
The A. B. McCormack Boot Shop has 
added the W. B. Coons stylish stouts 


to its line, and is advertising the new 
shoes. 


College Trade Falls Off 


For some unexplained reason there 
has been a decided falling off in the 
college trade within the last two 
weeks. Dealers believe that the col- 
lege students stocked up on footwear 
during the holidays. The sale of 
women’s pumps and shoes for indoor 
wear had been unusually heavy up to 
a short time ago, due to the numerous 
functions which were held. 


Merchants Plan Meetings 


Members of the Syracuse Shoe Re- 
tailers’ Club are preparing for the 
1922 season and plan an extension of 
activities. The meetings will be held 
monthly and will be addressed by busi- 
ness leaders. Those of last year at- 
tracted much attention and all were 
well attended. 


W. H. Clasens Dies 


William H. Clasens, 47, one of the 
most prominent retail shoe merchants 
in this city, died at the Good Shep- 
herd Hospital, Monday, Jan. 23, after 
a brief illness. Mr. Clasens had been 
in business in North Salina Street for 
many years. He is survived by his 
widow, three sons and three daugh- 
ters. Funeral services were held 
Wednesday from his late home, 109 
Knaul Street. 





MEMPHIS 


February Outlook Is Bright 


Merchants Expect Big Attendance at Con- 
vention of Tri-State Association 


EBRUARY outlook is bright in 

the Tennessee shoe markets, 

both from the standpoint of whole- 
sale and retail merchandising, both of 
which lines have been somewhat aug- 
mented with the year just opening. 
Trade was not very active in January, 
but at least the first half of January 


was taken up with planning the year’s 
work, taking inventories and shaping 
business policy. 

Nashville has several very large 
wholesale houses now and Memphis 
has increased her wholesale houses by 
several additions. Chattanooga, Knox- 
ville and Bristol are well in front of 
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Women’s. Shoes 











=: Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 








MAID-RITE A SLIPPER CO., 
35 York St., Brechipa, N. Y. 

















E. A. & M. C. Witherell 
en ere ge 
Women’s Turn 
Boots and Slippers 
Havechiil, Mabe. 
Boston Gao. 
Rice Bidg. 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 
Inquiries Promptly 
Answered. 
Samples on Request. 
Felsxtiner-O’Connell 
Shoe Co., Ine. 
41 Washington St. 
Haverhill, 


Boswn Office, 92 Beach St. 


























25% Cash Discount 


From the regular 55c. 
list on thirty pair case 
lots. 

Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 




















Where to Buy 


Ballet Slippers 











Ballets in Stock 
Child’s 8%-11. .$1.25 
%-2.. 





Misses’ 11 1.30 
Girls’ 2%-7.... 1 
Terms 2-10, Net 








Haverhill, Mass. 
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‘PVPENS 
309-329 JOHNSON ST. 
BROOKLYN, NN 








Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 











e==Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specialie- 
ing in High Grade Novelties 


NEW YORK BOSTON 
D. F. Melien 215 Besex St. 
Bernard L. Durgin 


Factory 
Re Pah), VL ss ll 





WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is “hitting on high.”” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 











Where to Buy 


Shoe Illustrations 





THE 


~LAZZARO CO. 
FOOTWEAR ILLUSTRATORS 


170 Summer St. Boston, Mass. 
Main 3379 


OD PRE 


ILLUSTRATIONS | 
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progress, too, with modern retail 
places and some wholesale stores. 


Many Firms to Exhibit 

Undoubtedly the meeting of the 
Tri-State Shoe Retailers’ Association 
(Arkansas, Tennessee and Mississip- 
pi) to be held at Memphis, March 6, 
7, 8, will be of great interest to many 
merchants and more largely attended 
than any meeting yet held by this as- 
sociation. President Reuben Stiefel is 
still in the North after attending the 
Chicago meet, but will be home in a 
few days and the local committees are 
at work meanwhile. Messrs. Frappier 
of the Florsheim Shoe Store and 
M. F. Kramp of the Walk Over say 
that all available exhibit space on the 
lobby and parlor floors of the Chisca 
Hotel, where the meeting is to be held, 
is being taken, and that certainly the 
exhibits will be of a style and magni- 
tude like those of last year and in 
some respects better. The convention 
hall of the Chisca has fine acoustics 
and good seating capacity and the 
entertainment features will be well 
taken care of. 


New Wholesale Houses Open 


At Memphis, the Levi-Solomon Shoe 
Co., capitalized at $50,000, has opened 
its doors for business at 60 
South Second Street with a complete 
line of women’s, misses’ and chil- 
dren’s shoes. Officers are: Simon Levi, 
president; Henry Solomon, vice-presi- 
dent; E. M. Levi, secretary and treas- 
urer. Mr. Solomon has moved to 
Memphis and will be active at the 
store. He formerly was connected 
with a leading retail shoe store at 
Helena, Ark. 

The William R. Moore Dry Goods 
Co., at the corner of Third and Mon- 
roe, Memphis, also opened a few days 
ago a large wholesale shoe depart- 
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ment. John H. Lea, the general man- 
ager, has been identified with the shoe 
business in Memphis for twenty-five 
years. The stock of the J. H. Lea 
Shoe Co., which he formerly conduct- 
ed, will be sold out. The new depart- 
ment will carry a stock of about 
$250,000. 


Retail Business Fair 


At Memphis, retail stores’ January 
sales events were boosted with a few 
specials and fairly satisfactory busi- 
ness was done. The E. E. E. Shoe Co. 
now has on its thirteen-day semi-an- 
nual sales, with interesting features 
on every floor. M. Fedder’s Sample 
Boot Shop, ladies’ shoe, at 91 South 
Main Street, staged some good bar- 
gains in combination offers of high 
shoes and low shoes of latest styles. 
Bry’s, Lowenstein’s, Gerber’s and 
Goldsmith, four great department 
stores of Memphis, each had special 
January features in their shoe de- 
partments. The first and last men- 
tioned give big attention to both 
men’s and women’s shoes, while Low- 
enstein and Gerber’s give attention 
chiefly to women’s and children’s foot- 
wear and hosiery. 


Meaders’ Men Hold Banquet 


Meaders Shoe Co. at Nashville, 
Tenn., gave its third annual dinner 
and banquet to officers and salesmen 
at the Chamber of Commerce, that 
city, a few evenings ago. Allen H. 
Meaders, president of the well-known 
retail house, presided and stated that 
it was the new year celebration to 
forget the shop and toil for a brief 
spell. A bright and interesting pro- 
gram and good discussion followed, 
among the officers of the company 
speaking being Allen Meaders, Wil- 
liam A. McGavock and Will T. Carr 


LYNCHBURG 


Retail Sales Show Falling Off 


Even Attractive Prices Fail to Move Stocks, 
but Little Will Be Carried Over 


YNCHBURGQ’s retail shoe 

business is in the grip of a 
winter freeze which no amount of 
seasonable weather nor the most 
tempting of bargain sales seems to be 
able entirely to thaw out. The sale of 
most winter lines is at low ebb and 
the showing of new spring styles is 
still several weeks off, and as a con- 
sequence there has been a slackening 
in selling. 

Two and a half inches of snow, the 
first real storm of the season, gave 
a temporary boost to the sale of high 
shoes and overshoes, but after the 
first day or so the larger number of 
those not equipped for the slush of 
the streets had made the necessary 
provision and sales again fell off. The 


bad weather delayed so long in arriv- 
ing that it was not able to affect 
greatly the vogue for low shoes. 
Not Yet Buying for Spring 
With snows the first gaiters or go- 
loshes made their first appearance for 
the winter, but only in the styles of 
four buckles or more, and only on the 
feet of the girls from the Northern 
States who are attending college in or 
near Lynchburg. Native daughters, 
with those from more Southern climes, 
seem to have shied completely at the 
clumsy protection from the weather, 
preferring to take their chances of 
wet feet and cold ankles rather than 
appear in gaiters. Retail merchants 
report only a limited demand for gai- 
ters with several buckles and none 
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for those with only one or two. 

Special sales of both high and iow 
shoes have now been advertised by al- 
most every retail shoe store, but the 
general effect has been to better busi- 
ness only a little. Even at unusually 
low prices high shoes for women can 
be moved only at the rate of a few 
pairs of shoes a day. 

Interest in spring styles has not be- 
gun to show itself, even within the 
trade, for most retail merchants seem 
more interested just now in disposing 
of the shoes already on their shelves 
than in what they will have to replace 
them. Few of the dealers are “stuck” 
with any large amount of stock, al- 
though some of them still have a good 
run of sizes in some of the styles on 
which they missed the bet. 


Store Makes Assignment 
A deed of assignment has been ta- 
ken out by the Quality Shoe Score, 
which started in business in May, 
1921. W. H. Jordan and W. J. Ben- 
nett have been named as trustees and 
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have already opened up a special sale 
to dispose of the stock for the benefit 
of the creditors. This is the second 
time within a year that a shoe store 
on this same location has gone into 
bankruptcy. Late last winter the Car- 
roll Shoe Co. was forced to close its 
doors and sell its stock. The Quality 
Store opened with an entirely new 
line of shoes. 


Gets Free Pair of Shoes 


Melvin Jones of Chicago, secretary 
general of the International Associa- 
tion of Lions Clubs, was given a pair 
of Lion brand shoes by E. F. Sheffey 
of Craddock-Terry Co., when Mr. 
Jones was in Lynchburg to deliver a 
charter to the Lions of Lynchburg, 
the first organization of this name to 
be formed in Virginia. 


Attended N. S. R. A. Convention 


George T. McDaniel and A. T Isbell 
represented Lynchburg’s retail shoe 
trade at the Chicago convention. 


MONTREAL 


Rural Districts More Prosperous 


Market for Country Hides Has Strengthened 
and Prices Have Swung Upward 


URAL communities through- 

, out Western Canada are be- 
ginning to feel the effect of the 
improved condition of the hide and 
leather markets all over the prairies. 
Last year 50,000 hides were permitted 
to rot between Winnipeg and Calgary, 
partly because there was no market 
and partly because at the prevailing 
price they would realize, only about 4 
cents. 

The prairies produce three-quarters 
of a million hides annually, but the 
greater portion are of grade No. 2. To- 
day Montreal and Toronto are paying 
8% cents and 9% cents for the No. 2 
grades, f. o. b. at buyers’ place. Chi- 
cago buys the larger portion, but the 
difference in exchange is figured in the 
Eastern Canada market to make the 
price identical. 

The small town butcher on the 
prairie is netting 6 cents on his hides 
to-day, and the market is strengthen- 
ing. The peak of the market in the 
war was 48 cents f. o. b. Toronto or 





CHARLESTON 


Montreal. Harness leather was then 
a dollar a pound on the Winnipeg mar- 
ket, and it now rules 65 cents, but it 
takes two pounds of hides to make one 
of leather. One Western firm has been 
selling harness leather at 50 cents. 
This firm shipped a car of its own 
hides. to an Ontario tanner, who 
charged 22 cents for tanning. Out of 
twelve tanners in the East, who were 
asked for bids on this process, only 
two replied, though most of the others 
were idle. 


Factories Fairly Busy 
Quebec.—The shoe factories are 
maintaining a fair output and retail 
trade has been stimulated by the 
fashion among young women of wear- 
ing overshoes, which has resulted in 
the discontinuance of high boots and 
a consequent revival of trade in ox- 
fords and dancing shoes, which can be 
worn under the overshoes. This is 

also the condition in Montreal. 


Prospects Good for this Year 


Most Merchants Look Forward to Fairly 
Large Volume of Business 


HE wholesale and retail shoe 
firm of W. F. Livingston & 
Son is just entering into the twenty- 
sixth year of existence, an event cele- 


brated the first couple of weeks in 
January by putting on a gigantic anni- 
versary sale. Prices were slashed in 
all departments, and Mr. Livingston 
reports the sale a success from every 
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Men’s Shoes 
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Men’s Shoes 
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Boys’ Shoes 
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standpoint. Reasonable profits and 
efficient and courteous service have 
made this one of the most popular shoe 
houses in this city, and their business 
now extends to all parts of the State, 
and beyond. Mr. Livingston is full of 
optimism as to the immediate future. 

Another firm that is rapidly coming 
to the front through its policy of qual- 
ity, price and courtesy is the Standard 
Shoe Store, which is just a little over 
a year old. Speaking of the first 
year’s business, the management said: 
“We feel that we deserve the liberal 
patronage that has been given us by 
the people of Charleston, because we 
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have not only striven but also fulfilled 
our promise of selling better shoes at 


lower prices.” Referring to the fu- 
ture, it is announced: “For the year 
1922 we are going to continue the 
policy of selling shoes at 10 per cent 
profit; this policy has been a great 
success. It has saved our customers 
many dollars, and has brought us 
many new friends and customers.” 
This firm specializes in Star Brand 
shoes, for which they are exclusive 
agents in Charleston. 

Generally speaking, shoe dealers of 
Charleston look for big business dur- 
ing 1922. 


PROVIDENCE 


Retail Situation Unchanged 


Many Special Sales Held—Wage Reductions 
in Mills, but Bank Savings Increase 


INCE the advent of the new 

year quietness has prevailed 
in the retail trade here. Many 
special sales are being held, although 
this is the custom here during Jan- 
uary in order to liquidate stock pre- 
vious to inventory. These offerings, 
however, despite the attractive prices 
and fine quality, are not moving as 
they should. 

Wage reductions went into effect 
Jan. 23 in six large Rhode Island mills. 
The amount of the cut, it is under- 
stood, was 20 per cent. This reduction 
affects some. 7,000 persons. Other 
mill officials said a cut may be expect- 
ed shortly at their plants. 

An increase of $2,725,746 in the sav- 
ings deposits in Rhode Island banking 
institutions is reported by State Bank 
Commissioner George H. Newall. 
This increase was from June 20 to 
Dec. 31, 1921. 


New Shoe Store Opens 

In what was formerly the See-Kay 
Shoe Store, at 201 Weybosset Street, 
opened Jan. 21 the New Enterprise 
Shoe Shop. The management, Harry 
Domesek and Jack Lipman, after ten 
years with Slaters, have branched out 
for themselves. 


Men’s and women’s 


novelty footwear will be featured at 
$3.85, $4.85, $5.85. 


Dollar Sale Held 


On Friday, Jan. 23, the initial dollar 
offering staged at T. F. Pierce & Son 
shoe emporium was held. Five hun- 
dred. pairs of women’s high-grade 
shoes, made to sell a few years ago at 
$12, comprised the showing, which was 
sold out within two hours. One cus- 
tomer purchased twenty-one pairs to 
be sent to Turkey. The doors were 
locked at intervals during the rush. 


Sport Shoes Displayed 
At Tom the Shoeman’s, on upper 
Westminster Street, an entire center 
window of smoked horse sport shoes 
recently made a very attractive ad- 
vance sports display. A big sports 
year is the prediction. 


Office Location Changed 


The local office of William Reynolds, 
Jr., Inc., buckle and shoe findings 
manufacturer, has been moved from 
357 Westminster Street to the Stein- 
ert Building on upper Westminster 
Street at Cathedral Square. 





ROCHESTER 


Style Situation Clarified 


So Report Rochester Merchants Who Attended 
Chicago Convention—Believe Tide 
Has Turned 


T the annual election of the 
Rochester Retail Shoe Deal- 
ers’ Asociation, held on Jan- 

uary 17, William Pidgeon, Jr., was 
elected president to succeed C. E. 
Shields. 


Mr. Pidgeon was president 


of the Retail Shoe Dealers of New 
York State in 1920 and prior to that 
served as president of the Rochester 
Shoe Retailers’ organization. Other 
offices were filled as follows: 

First vice-president, Don J. Burke; 
second vice-president, I. S. Friedman; 
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third vice-president, John Schmanke; 
secretary, R. L. Fitzgerald; treasurer, 
A. L. Robinson. 

Considerable enthusiasm was mani- 
fested at the luncheon in the Ad Club 
rooms, Hotel Rochester, at which the 
officers were elected. There was a 
general discussion of trade conditions, 
in which a number of members, just 
returned from the convention of the 
National Shoe Retailers’ Association 
at Chicago, took an active part, and 
an optimistic note was sounded. The 
belief was expressed that the tide had 
turned in the business world and a 
gradual improvement was to be ex- 
pected in the coming months. Those 
back from Chicago said they had been 
imbued with new enthusiasm at the 
national gathering and that the style 
trend had been clarified for them so 
that they could do their buying more 
intelligently. 

Don J. Burke presided at the 
luncheon. It was announced that meet- 
ings of the retail shoe merchants here- 
after will be held at the Chamber of 
Commerce, where they formerly were 
held, instead of at the Ad Club rooms, 
because the place: is more central. 
The meetings are held each Tuesday 
noon. Tuesday, Jan. 24, Mr. Pidgeon, 
the new president, spoke on “Putting 
More Pep Into Business.” The per- 
sonnel of standing committees for the 
year was announced by the president 
at that time. 


To Build Up Organization 
Matters relating to organization 
were also discussed at the luncheon. 
It was said that never before in the 
history of the association have the 
shoe merchants been so determined to 
put all their energy into building up 
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the organization, and it has been their 
proud boast that Rochester now has 
one of the finest shoe merchants’ or- 
ganizations in the country. 

It is the plan of Mr. Pidgeon to have 
a definite program of speakers on 
topics of interest to the small shoe re- 
tailer at the coming meetings. 


Dollar Sale on February 21 


Shoe merchants here have been in- 
terested in the announcement that 
Rochester’s next dollar day will be 
held on Feb. 21. The date was fixed 
recently by retail merchants meeting 
at the Chamber of Commerce as mem- 
bers of the dollar day committee. 
Dollar days have been held twice in 
the city in the past year and have re- 
sulted in a considerable increase in 
the number of merchants participat- 
ing and in the volume of business 
done. Articles worth $1.50 to $2, 
and in some cases more, will be of- 
fered for $1 on that day. 


New Store Rumored 


A rumor has been circulated recent- 
ly that a new shoe store soon is to 
be opened up in State Street, near 
Church Street. It is said that the 
store will handle medium classed 
goods. 


Pidgeon to Give Address 


William Pidgeon, Jr., president of 
the Rochester shoe retailers, will 
speak before all the retail merchants 
of Syracuse at a dinner at the Cham- 
ber of Commerce of that city on Jan. 
831 on “Putting More Pep Into Busi- 
ness.” 





HAVERHILL 


Fighting Proposed Sugar Tax 


Manufacturers Feel That Former Cuban Mar- 
ket for Haverhill Footwear Will Be 
Destroyed 


HE large amounts of Haverhill- 

made shoes which are sold 
yearly in Cuba cause Haverhill 
manufacturers to be much interested 
in any measure which affects the 
prosperity of that republic. The pro- 
posed tariff on sugar which is now 
under consideration in the U. S. Sen- 
ate places atax of $162,000,000 a year 
on the sugar requirements of the 
United States. It is understood to be 
directed solely at Cuba. It is the 
opinon of Haverhill shoe manufac- 
turers who are familiar with this sub- 
ject that the contemplated tariff 
would work an injury to the sale of 
American made shoes in Cuba. For 
that reason Haverhill manufacturers 
are opposed to the proposed tax and 
are using their influence to prevent 


the passage of this bill. Next to the 
United States, Cuba has been for 
years Haverhill’s best customer of the 
light dainty footwear produced in 
large volume here. Although during 
recent years adverse business condi- 
tions have affected this trade, yet 
there are future possibilities for a 
continued sale of Haverhill-made shoes 
in Cuba, and local manufacturers are 
interested accordingly. 


Meeting Buyers in Boston 
There are many wholesale and retail 
merchants in the Boston market at 
this time who are making purchases 


of spring and summer goods. Haver- , 


hill manufacturers and their salesmen 
are showing complete lines of samples 
at the Boston offices and interesting 
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buyers in the newest styles of women’s 
turns, McKays and Welts. A consid- 
erable number of visiting shoe buyers 
when in Boston always visit Haver- 
hill for the purpose of looking through 
the factories and to inspect shoes in 
process of construction. There are 
many of these visiting buyers daily at 
local factories, with the resulting ef- 
fect of additional orders to those al- 
ready placed for spring and summer 
lines in Haverhill footwear. 


Shoe Manufacturer Goes South 


Edward A. Witherell, of E. A. & 
M. C. Witherell, Inc., is in Florida 
for several weeks’ stay. Previous to 
his departure, Mr. Witherell secured 
some substantial orders for goods wita 
which his concern is identified. This 
house produces a line of women’s high 
grade turn footwear. Morton C. With- 
erell, son of E. A. Witherell, is in 
charge of factory production. Addi- 
tional factory space recently has been 
secured to increase the plant’s facili- 
ties. 


Wood Heel Workers Accept 
Reduction 


The Haverhill Wood Heel Manu- 
facturers’ Association and the Shoe 
Workers’ Protective Union have con- 
cluded an agreement whereby wood 
heel workers in twenty-one wood heel 
factories in Haverhill accept a reduc- 
tion in wages. Negotiations have been 
going on for the past two months. The 
new wage scale will continue in ef- 
fect during 1922. There are twenty- 
one wood heel factories in Haverhill 
employing about 1500 hands. 
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Made Advertising Manager for 
Haverhill Concern 

R. T. Mills has been engaged as ai- 
vertising manager by the Hannahsons 
Shoe Co. of Haverhill. Mr. Mills, who 
assumed his new duties last week, 
was for several years connected with 
the advertising department of the 
Emerson Shoe Co. of Rockland, Mass. 
Although a young man, he has had 
much experience in preparing shce 
publicity and is thoroughly well fitted 
for the work which he is taking up 
with the Hannahsons Shoe Co. The 
rapid growth of this concern’s busi- 
ness necessitates a broadening of pub- 
licity plans. 


Enlarging In-Stock Department 

Hopkins & Ellis, manufacturers of 
women’s novelty turns, have increased 
the facilities of their factory in-stock 
department in response to an in- 
creased demand for goods on imme- 
diate delivery. Sol. J. Waxelbaum of 
Macon, Ga., has been engaged to cover 
the retail trade in Southeastern 
States. He is now on his territory 
with a full line of samples of the 
“H. & E.” in-stock goods, also styles 
for future delivery. 








Larger Factory Space 

M. T. Ornsteen Shoe Co., with fac- 
tory on Hale street, has taken an ad- 
ditional floor in that buliding. This 
concern, which manufactures women’s 
McKays and McKay welts, now oc- 
supies 36,000 square feet of floor 
space, with a production of 3600 pairs 
daily. The goods are sold to large 
wholesale and department stores and 
mail order houses. 


r NEW YORK 
Many Price Cuts; Few Sales 


Retail Trade Dull Now, but Spring Business 


Expected to Be Good il 


ETAIL shoe merchants here 

are frankly disappointed with 
the trend the trade took this month 
and general dullness prevails. Price 
cutting again has been resorted to, 
with the result that some extremely 
good bargains are being offered the 
public. In few cases, however, have 
the cut price sales stimulated business 
to any great extent, and the more con- 
servative merchants are preparing to 
sit back and await future develop- 
ments. The view is held that the pub- 
lic will need spring shoes and that 
prices apparently will be satisfactory. 
The lateness of Easter is expected to 
delay the opening of the spring sea- 
son, but in the meantime there is lit- 
tle that can be done to cajole the con- 
sumers into spending money for 
shoes. 





~a 


The situation in shoes, however, ap- 
pears to be no worse nor no better 
than it is in most lines of retailing. 
Retail garment merchants are com- 
plaining of a lack of snap in their 
business and tell much the same story 
as do the shoe merchants. 


High Grade Stores Offer Bargains 


The sales idea has struck many of 
the higher class houses, and Hennings, 
Slater and other of the fashionable 
footwear purveyors have entered the 
lists with startling sales. 

There is some feeling out of the 
public on spring styles. Some mer- 
chants are pinning their faith to one- 
strap models, while others believe 
that two-strap styles will be the 
proper thing. Still others are play- 
ing it safe and have both the one- and 
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two-strap styles in stock. The mul- 
tiple strap style, however, is consid- 
ered more or less dead for selling in 
the higher grades. In certain quar- 
ters the plain tailored oxford business 
is showing up well. 

Franklin Simon & Company are still 
selling their Bramley pump, a modi- 
fied round toe, broad, one-strap buckle 
model, and are varying it now by add- 
ing red heels. College girls have 
shown a distinct leaning toward this 
type of shoe, particularly in the low 
heel models. 

For immediate business good shoes 
hold up well, with the fancy top styles 
leading in sales. Such shoes, deco- 
rated with contrasting straps, some 
fashioned in the manner of cross 
straps, have been good sellers with 
some merchants, but have moved 
slowly with others. 


“Millerites” Get Together 
I. Miller Employees Stage Banquet, 
Vaudeville and Dance 


“When good fellows get together” 
is as apt a description as any of the 
Millerites annual frolic held at the 
Hotel Commodore on the night of 
Jan. 22. About 600 men and women, 
including employees and officials from 
the I. Miller & Sons factories in 
Brooklyn, Long Island City and Ha- 
verhill, and the retail stores in New 
York, Brooklyn and Chicago, as well 
as their friends: and business asso- 
ciates, attended the function, which 
included an excellent beefsteak din- 
ner, a complete vaudeville bill and a 
dance, held in the grand ballroom of 
the hotel. 

I. Miller and his “Millerkins,” as 
his five sons who are associated with 
him in the business are known, 
graced*the affair with their presence 
and a tribute, in the form of a pair 
of diamond studded platinum cuff 
links, was presented to Irving Miller, 
to mark the esteem with which the 
Miller employees hold the members 
of the official family. 


Business Forgotten 


The Millerites Association, it may 
be explained, is a social and welfare 
organization of all the Miller em- 
ployees, and, in addition to the annual 
frolic and a picnic in the summer, its 
activities include regular monthly 
get-together meetings, at which man- 
ufacturing and sales problems are dis- 
cussed. 

At the frolic, however, business was 
forgotten for the evening and the oc- 
casion was primarily social. Much 
credit should be given the entertain- 
ment committee for the splendid prog- 
gram of music and vaudeville. The 
committee consisted of D. J. Silver, 
‘-hairman, William A. London, Wil- 
liam Cohan, Al. Wittner, Joseph Jaf- 
fee, Max Sacks and Melville Posner. 
Charles Doris, advertising manager 
of the retail stores, and Irving Miller 
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also had a large part in the arranging 
of the program. 

The vaudeville entertainment was 
staged under the direction of Al San- 
ders and consisted of several acts 
well known to Broadway audiences. 
A feature of the evening was the ap- 
pearance of Willie Howard, one time 
star of the Winter Garden shows. 

The full complement and officers of 
the Millerites Association, outside of 
the entertainment committee pre- 
viously mentioned, consists of the fol- 
lowing: 

Honorary chairman, Jerome Kon- 
heim; honorary vice-chairman, Irving 
Miller; president, Philip S. Tafft; 
vice-president, Arthur Glucksman; 
treasurer, Louis F. Boitano; secre- 
tary, Eccie V. Nichols; sergeant at 
arms, Morris Neidel. Committees: 
Good and welfare, chairman, Abra- 
ham Dix, Harry Hamburg, Samuel 
Skidell, Benj. Menchner, Murray Fei- 
genbaum; press, chairman, Charles 
Doris, Arthur A. Livers, Abraham 
Dix, Charles Wagner, Irving Gross- 
man, Sam Miller, Bessie Abromowitz; 
reception, William Glazer, Joseph 
Jimanez, Jerry Ehrlich, Sam Deneau, 
Edwin A. Clooney, David F. Brown, 
Louis Kirschner, Abe Blau, Ben Gelin, 
Paul Fox; board of governors, Israel 
Miller, George Miller, Charles Miller, 
Irving Miller, Joseph Michaels, 
Charles Doris, Frank Tannenbaurr, 
Herman Paul, Maurice Miller, Michael 
Miller, Jerome Konheim, Arthur A. 
Livers, Harold S. Hoskins, William 
Braster, Murray Feigenbaum. 


A. L. Slavens on Trip 


A. L. Slavens, president of the Boy- 
den Shoe Manufacturing Company of 
Newark, with offices in the Bush 
Terminal Sales Building, left on Jan. 
26 for a business trip through the 
South and to Cuba. He will be gone 
about a month. 


To Re-open at Old Stand 


A. W. Shiverts of the Oval Shoe 
Store is to open at his old location, 
163d Street and Southern Boulevard, 
Bronx district, about the first week in 
March. Mr. Shiverts is purchasing a 
new stock, installing a new front‘and 
rearranging the interior with the idea 
of making his remodeled store one of 
the most attractive in the Bronx sec- 
tion. Men’s, women’s and children’s 
shoes will be carried. 





New Company Formed 


On Feb. 1 the Perry Shoe Company 
of Washington, N. C., commenced 
manufacturing men’s and boy’s work 
shoes, with a capacity of 50 to 100 
pairs per day. They will also add a 
line of hunting and fisherman’s 
boots. The company starts with a 
good supply of orders booked. 
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Engraving and Printing 























COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











“SS UNIVERSITY &, | 


ELEcTRorvee FouNDRY 


| 

















ATLANTIC PRINTING CO. 


Shoe Printers 
Tear out this ad and mail for de- 
tails of our Special Printing 
Service for the Boot and 
Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 


6 Beacon Street Boston, Mass. 
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Miscellaneous 


























Perfection Pneumatic 
Arch Cushion 


—_- - to Prevent 
allen Arches 








ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 








EASY 
CLEANING 
FLUID 






The 


cleanser 
shoes and fabrics A A 
LEAVES NO RING 
Cleaning Compounds Mfg. Ce., Inc. 
Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 
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Where to Buy 


Shoe Ornaments 


ae 
oe ee 








A CLASSIC 
AN ART WORK 
vamp ornament. 
YOUR SAMPLES ARE READY 
If it's a shoe ornament, we 


it. _ 
_ 30 ete FBS. ay 


*': SHOE BUCKLES | 
> DETACHABLE STRAPS| 
dl SHOE BEADING 
| SeaS28 METAL HARNESS BUCKLES 
| FASHION ORNAMENT CO 


IS MYRTLE AVE BROOKLYN N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 


aval 








M. B. MARTINE, Inc. 

Ne Show Room—130 W. 42nd Street 
Office— 148-152 Duane Street 
NEW YORK, N. Y. 

SHOE BUCKLES, STRAPS AND 


EVERYTHING IN SHOE OR- 
CLUDING 









NAMENTATION, IN 
BEADING 


ponenereueneens 





























DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its qui 

; service is a time saver in 
meeting immediate needs. 
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BROOKLYN 


Production Swinging Upward 


May Be Some Difficulty in Meeting De- 
mands as to Deliveries 


RODUCTION in the Brooklyn 

factories is on the upward 
swing. Following the style show 
in Chicago and on toward the close 
of January, retail merchants visited 
the Brooklyn market in good numbers 
and placed fair orders for early 
spring delivery. At least two and 
possibly more of the thirty odd facto- 
ries in the Brooklyn shoe section are 
running to capacity, and most of the 
others are taking on additional men 
and increasing production as rapidly 
as possible. 

One of the bad features of the in- 
creased business is the short deliv- 
eries that merchants are demanding. 
Most of the orders now on the books 
of the manufacturers here specify de- 
liveries running from the middle of 
February to the first of March, and 
some difficulty in getting out the shoes 
on time is anticipated. The possibil- 
ity of cancellations on account of late 
deliveries also enters into the situa- 
tion and has been recognized by the 
manufacturers. It is believed, how- 
ever, that most of the orders on the 
books are for merchandise that is 
badly needed, and that unless there is 
some radical development in style or 
business conditions within the next 
two months, that cancellations will be 
few. 


Pincus & Tobias Planning New 
Plant 


Pincus & Tobias, whose factory was 
destroyed by fire, are making no at- 
tempt to deliver spring orders and 
will pass up the season entirely, ac- 
cording to “Manny” Tobias. The con- 
cern is awaiting insurance adjust- 
ment before beginning to rebuild the 
factory. Their intention at present, 
says Mr. Tobias, is to rebuild on the 
old site and possibly add another 
story to the building and to make it 
a modern fireproof plant much supe- 
rior to the old plant. Little in the 
way of salvaging has been done. Sev- 
eral thousand pairs of shoes ready for 
delivery were damaged by smoke and 
water, and the insurance companies 
will endeavor to salvage these. Some 
of the machinery was protected by 
tarpaulins and is believed to be in 
good condition, but no estimate of 
what is usable has been made so far. 

The company expects to have a new 
building up and machinery installed 
in time to catch the fall trade. It is 
hoped that the factory will be ready 
for production some time in June or 
July. Temporary headquarters have 
been established in a building directly 


across the street from the burned 
factory. 


Style Show a Possibility 


Another fall style show is being 
discussed by the Brooklyn manufac- 
turers, and although plans are more 
or less nebulous as yet, the trend of 
discussion has been distinctly in favor 
of such an exposition. It is felt that 
the show last July, while successful 
from many points of view, came a bit 
too late for the greatest amount of 
good. If the show is staged this year 
it probably will be held much earlier, 
either in April or May. 


“Movie” Shows How Shoes Are 


Made 


“How Shoes Are Made” is the sub- 
ject of a motion picture film that has 
been shown in the leading Brooklyn 
theaters recently in connection with 
the Brooklyn Chamber of Commerce’s 
“Boost Brooklyn” campaign. The film 
showed operations in the cutting, last- 
ing and fitting departments, and gave 
a general idea of the operations in- 
volved in the manufacture of foot- 
wear. Technical criticism of the film 
was made by some of the shoe manu- 
facturers, who said that it failed to 
make clear the time involved in many 
of the processes, and to their mind 
gave the impression that the produc- 
tion of shoes took a comparatively 


‘short time from the raw material to 


the finished product. 


Patents and Satins Strong 


All patent, satin, and patent with 
ooze backs are among the style leaders 
with the George W. Baker Shoe Co., 
according to L. C. Doremus. Many 
2-in. heels are used, although a large 
proportion of the business is done on 
the low-heeled models, principally 19 
and 12 eighths. Eighty per cent of 
the orders in the Baker factory, says 
Mr. Doremus, call for turn shoes. 


Patent leather is strong in most of 
the Brooklyn factories at present. 
Frank Grossman, of Julius Grossman, 
Inc., reports it as a leader. He also 
states that business on buckskins is 
increasing, principally the gray buck- 
skin trimmed with black patent or 
other colored leather. Russia calf also 
is strong, according to Mr. Grossman. 
This particular house reports a good 
business on oxfords. 
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BROCKTON 


South Buying Heavier Footwear 


Merchants Evidently Aiming to Sell More 
Durable Men’s Shoes, Says Brock- 
ton Manufacturer 


N interesting development 

regarding the sale of our 
line of men’s shoes in the South,” 
said a Brockton manufacturer, “is 
the increasing demand for goods with 
heavier soles. Of our six salesmen 
traveling in the South, only one 
called for 11 iron soles in his fall 
orders. The other five specified 12 
and 13 iron soles. In past years we 
have considered 11 iron soles as a 
standard for Southern merchants. 
Now they seem to require not only 
heavier soles, but considerably heavier 
uppers. Of the four grades of uppers 
—heavy, plump, medium and light— 
the two latter have always been our 
Southern standbys. The other day we 
received an order from a customer in 
Memphis, Tenn., calling for plump 
uppers. Perhaps in this era of close 
buying as regards values, merchants 
are ordering the heavier goods on the 
supposition that these will give longer 
wear and better satisfaction to their 
customers than the lighter weights.” 


Shoe Fund Created by Will 


A large-hearted citizen of Brock- 
ton, recently deceased, David G. 
Swain, left by will $5,000 to found a 
“Poor Children’s Shoe and Clothing 
Fund in the City of Brockton.” The 
provisions of the will specify that 
this money shall be invested and the 
income used from year to year to aid 
needy children in securinggshoes and 
clothing. 


Creditors Agree on Settlement 


The Superior Shoe Co., manufac- 
turers of men’s shoes in this city, set- 
tled with their creditors on a 40 per 
cent basis; 35 per cent to be cash and 
5 per cent notes. The total amount 
settled was $60,000. The concern will 
continue in business at the same loca- 
tion as heretofore. 


New Last for Men’s Shoes 
Louis B. Weston, of Masterson 
Brothers, recently originated a last 
for men’s shoes which he calls “Pep- 


Toe.” Favorable comments regarding 
this last were made by visitors at the 
recent Chicago Shoe Fair. The idea 
was suggested by one of the new auto- 
mobile designs. Shoes made on this 
last carry 4-in. vamps and 8/8 heels. 


Shoe Men on Bank Directorate 

At the annual meeting of the 
Brockton National Bank, four addi- 
tional directors were elected. All 
these men are prominent in the shoe 
manufacturing business of Brockton. 
C. Chester Eaton is head of Charles 
A. Eaton Co.; William M. Nute is 
treasurer of Howard & Foster Co.; 
Frank S. Farnum is president of 
Churchill Alden Co.; Perley G. Flint 
is treasurer of Field & Flint Co. 


“Do Women Want $5 Shoes?” 

The foregoing is the heading of an 
advertisement which recently ap- 
peared in Brockton newspapers, from 
Baker’s, one of Brockton’s leading re- 
tail shoe stores. Continuing, the ad- 
vertisement read: 

“We will put it stronger than that. 
Do they want genuine $8, $10 and $12 
shoes for $5? If they do, they can 
buy them here Friday and Saturday. 
If they don’t, let’s not talk any longer 
about the high cost of footwear.” 

Evidently the women of Brockton 
and vicinity responded readily to the 
foregoing invitation, for a few days 
later another advertisement appeared 
from the same house reading: 

“Yes. women DO want $5 boots. 
They proved it by the way they bought 
last Friday and Saturday. So, we 
are going to continue this sale of $8, 
$10 and $12 extra quality boots, add- 
ing new lots.” 


Gain in Shoe Shipments 

Brockton shoe shipments the past 
week were 10,660 cases, as compared 
with 6491 cases for the corresponding 
week of 1921. Total shipments for 
the first three weeks of 1922 were 
30,489 cases, as compared with 20,264 
cases the first three weeks of last 
year. 





BOSTON 
The Between-Seasons Period 


Clearance Sales Still Going On—New 
Goods Arriving Daily 
HE past week in retail shoe 
stores and shoe departments 
finds clearance sales in prog- 
ress. Excellent values have been 


offered the public, who has been re- 
sponding in satisfactory fashion. In 
some of the highest grade stores, 
there have been veritable rushes to 
take advantage of the specials. New 
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Where toBuy 


Ballet Slippers 




















326 W.MONROE ST 
; CHICAGO 
we SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. 1296 Black Ballet, 8-ll, $1.30; 


1. 2-7, $1.50. 
No, = “White Ballet, oo $1.55; 
11%-2, 2-7, $1.75. 





$1.65; 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 








GYMNASIUM SHOES 


Black Kid....$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 























Whereto = 
Men’s 











CRAIG -REED & EMERSON INC. 
BROCKTON MASS 




















Manufacturers of 
Felt “Comforets” and 
New Leather Slipper Novelties 
Wait for | line or be for samples. 


will pay 
Freeman-Thom m Shoe Co. 


St. Paal, Winn. 











INFORMATION £2: 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through pages may read : 
—and learn. 
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goods are arriving daily, among 
which straps, especially the one 
strap, stands forth conspicuously. 
Sport styles with and without rubber 
soles and heels, are also a big num- 
ber. For instance women’s shoes are 
seen in a smoked elk, with dark 
brown calf saddle strap; or a white 
buck, with black gun metal saddle 
strap. Men’s and women’s sport 
models are practically alike. In a 
man’s shoe, a tan shoe in a grain 
leather with a broad toe is effective. 
The full array of new styles will be 
ready for inspection by March 1 and 
the decks cleared for some lively 
spring and summer business. 

\The weather, which has been de- 
cidedly winterish, has had a stimu- 
lating effect on rubbers and arctics. 
The fair Bostonese especially favors 
the four buckle variety and merchants 
claim that they cannot get any too 
many of them. 


Good January Business 


The shoe stores in general report 
a good business for January—in some 
cases ahead of that of January, 1921. 
For all hands, the month has been one 
of encouragement and an onward 
spur to some worth-while business 
for spring, 1922. 


Wholesale Shoe Outlook Bright 


The wholesale shoe trade feels very 
much encouraged as to its 1922 busi- 
ness. Orders in fair volume have 
been coming in and it really looks to 
the majority of the merchants as 
though the tide had turned for better 
business. There is still a demand for 
boots with cuban and military heels, 
but Louis heel boots are as dead as a 
doornail. 





Visitors in Boston 





A goodly showing from the Pine 
Tree State was made at the New 
England Post Convention of January 
25. President C. F. Bilodeau was 
there and among those in his party 
were: John R. Trimble of Trimble 
Bros., Calais, Maine; Charles Lamey 
and D. J. Wellahan of Lamey & 
Wellahan, Lewiston. The three last 
mentioned gentlemen came into the 
John F. Travers Shoe Co. on Friday, 
January 27, and in course of conver- 
sation the RECORDER representative 
learned that business in Calais and 
Lewiston has been very satisfactory. 


Calais is Up-to-Date 


Trimble Bros., by the way, have 
been in business for a quarter of a 
century, and have taken the RECORDER 
during that entire period. John R. 
Trimble comes to Boston about six or 
seven times a year to place some of 
his orders. Said he—“Just now they 
are buying more four buckle over- 
shoes in Calais than anything else, 
and as I believe in anticipating events, 
I am happy to say that I have goods 
enough to supply all demands, I even 
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supplied a Boston wholesaler with a 
few pairs lately. We have some 
pretty cold weather up our way, but 
we are selling more low cuts than 
anything else, although there is al- 
ways some boot business in our coun- 
try—in fact, we sell boots every day 
in the year. The women and men 
folks in Calais keep right up to the 
last minute on _ style—the ladies 
bought high heels when they were the 
rage and they are now buying low 
heels. There are two reasons for this 
style knowledge—the advertisements 
in the city papers and in the mail 
order catalogues. 

“Living in the country nowadays 
does not mean being out of the world. 
We anticipate quite a demand on 
sport shoes this spring and I believe 
that rubber heels and soles will be 
worn by both men and women for 
street purposes. I am buying for 
spring one strap pumps, in wide strap 
effect, both button and buckle fast- 
ened—although I think that the but- 
tons will move faster than the 
buckles. The heels on these shoes 
will be both Cuban and military 
styles. 


Men’s Shoes Reduced 


J. L. Esart Co. has reduced its 
men’s shoe line from 20 to 40 per cent 
high grade lines formerly $16, $18 
and $20 sold during the past week 
for $12.75. 


Women’s Shoes at $1.69 

A sensational sale of the entire 
stock of the Carman Shoe Store, 
formerly at 126 Tremont Street, has 
been taking place at the shoe depart- 
ment of Butler’s. The lot included 
over 150 different styles divided into 
two lots for quick selling. There 
were thousands of shoes in the stock 
and as many pairs could be bought as 
desired, but all sales were final. The 
two prices quoted were $1.69 and 
$1.95—the former including high 
heels in sizes 2% to 8, and the latter 
price including low heels, sizes 2% to 
4%.. There were black satin pumps, 
tan calf pumps, patent leather 
pumps, black suede pumps, gun metal 
pumps, patent leather oxfords, black 
kid oxfords, black kid boots and tan 
calf boots. The Carman store at 162 
Tremont Street is still continuing in 
business. 


Strong Demand for Lows 


At the T. E. Moseley Co. store, J. 
H. Woodbury stated that there is a 
very strong demand for low shoes this 
season and that the younger set has 
bought low shoes to the extent of 
75 per cent. A popular seller has 
been a tan grain. Mr. Woodbury says 
that the older men are still sticking 
to boots, although once in a great 
while an older man will digress a bit 
from the rule. “The broad toe is hav- 
ing a strong run just now,” said Mr. 
Woodbury. “As to new styles, I do 
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not look for any radical departures 
for spring, 1922.” 


Attractive Sport Styles 


Some attractive sport numbers for 
women were noted recently at the 
John F. Travers Shoe Co. A welt 
oxford in a gray buck with a black 
gun metal apron stood beside a 
smoked elk, with tan calf saddle 
strap—these models were _ both 
equipped with a Duflex sole and heel. 
A one-strap model in a patent leather 
vamp, with light gray suede quarter 
and an all patent one-strap each with 
a 12/8 heel were effective. These, it 
was stated, were all ready for March 
15 delivery. John F. Travers of 
this firm will spend the next couple 
of months on the road. 





MAJOR CHARLES T. CAHILL 
President of Boston Shoe Trades Club 





Shoe Trades Club Elects Officers 


The annual meeting and election of 
the Boston Shoe Trades Club was 
held on Wednesday, February 1. The 
following officers were unanimously 
chosen to preside over the destinies 
of the club until the next election in 
1923: President, Major Charles T. Ca- 
hill; first vice-president, Elwin T. 
Wright; second vice-president, Harry 
H. Ripley, secretary, Walter G. 
Dennison; treasurer, William M. Le- 
Brecht. The board of governors 
elected were as follows: Frank R. 
Briggs, Louis A. Coolidge, Thomas A. 
Delany, Frank H. Gage, I. Wendell 
Gammons, Guy A. Ham, Burt W. 
Rankin, W. W. Willson. The follow- 
ing members of the Board of Gover- 
nors held over: Max M. Adler, Al- 
bert N. Blake, Fred A. Chilton, Syd- 
ney L. Curry, Edward M. Green, Nor- 
man H. Lake, Sig Rothschild, Clar- 
ence P. Waide. 
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A. S. Foster with Converse at His 
Boston Office 

The announcement that A. S. 
Foster has associated himself with 
the Converse Rubber Shoe Company 
is one of much interest to the rub- 
ber footwear and shoe wholesaling 
trade, because Mr. Foster is one of 
the most prominent figures in the in- 
dustry. 

For more than a generation Mr. 
Foster has been actively in business 
as a wholesale shoe man, with special 
reference to the rubber footwear 
branch, and he has come to be looked 
upon as one of the foremost authori- 
ties in the trade. His office is located 
at 23 Lincoln Street, Boston, where 
he will be very glad to see his old 
customers and friends and every 
visiting retail shoe merchant who is 
interested in quality rubber foot- 
wear. 

In the Days of 1873 

Back in 1873 Mr. Foster associated 
himself with Mr. Lamkin as jobbers 
in boots, shoes and rubbers under the 
firm name of Lamkin & Foster. The 
first line of rubber goods the firm 
took over were the products of the 
Candee Rubber Company, and for 
quite a number of years the concern 
carried that line. Later it took on 
the Goodyear Glove line of goods for 
which it had the exclusive sale in the 
New England states. In connection 
with this the firm also carried a line 
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of leather footwear in which it was 
equally successful. 

Mr. Foster recalls that in these 
earlier days he had with him both 
the President and Superintendent of 
the Goodyear mill, and these gentle- 
men were always ready to carry out 
any suggestions that were made, in 
order that Lamkin & Foster might 
get the right merchandise, and the 
consuming public receive exactly 
what it wanted. 


“One Move Ahead” 


“We always kept one move ahead 
on our leather goods so that every 
season we were prepared for any new 
line that came out, and the trade 
became satisfied that we knew exactly 
what we were doing and how we were 
doing it,” said Mr. Foster. 

In 1910, on the death of Mr. Lam- 
kin, the business was sold out and 
Mr. Foster went with McElwain, 
Hutchison & Winch, remaining with 
this concern until August, 1921, when 
he tendered his resignation. 


Wide Circle of Friends 


Among other activities Mr. Foster 
has been a leading spirit in the New 
England Shoe Wholesalers’ Associa- 
tion ever since it was organized, a 
quarter of a century ago, and during 
most of this long period has been a 
member of the Association’s delega- 
tion on the National Rubber Commit- 
tee. He was also a charter member 








109 


of the Boston Boot and Shoe Club, 
organized in 1888. It is safe to say 
that .there is no member of the rub- 
ber and boot and shoe trade who is 
more highly respected. 


A. 8S. FOSTER 


Formerly of Lamkin & Foster, Boston, 
and now associated with the Converse 
Rubber Shoe Co. at its Boston office, 
23 Lincoln Street, where he is greeting 
his many old customers and friends in 
the retail shoe trade. There is probably 
no one man better known in the rubber 
footwear world in the United States 











than A. 8. Foster 





S021 
Oak Outer Sole. C, 










FULL VAMP. Menz “Ease” Shoes 
all have full vamps—not pieced. 
This insures Double Wear at the 
toe and more foot ease. 

COUNTER. One-piece Full Grain 


ters which fit snugly in the shoe, 
prevent looseness and hold up 
under the roughest usage. 





Tan FARM-WEAR, Cap Blucher, Soft Box, Stock Gusset, Heavy 

> GRE Bp Wen 66-6000hs od bbeeessncccced $3.35 

8025—Same as 8021 except Ooze Gusset and Wing Foot Rubber Heels. 
$3 


D and B Width ........--+se0s pcccceccece 


“ 8120—Same as 8025 except Nail 
Bottom, % S. and Leather 
BEEN noe 6 ocics cccepsevees $2.45 
8221—Same as 8Q21, Boys’ sizes, 
ey GN bbb cnhedss ccaded 85 
S321—Same as 8221 in Nailed 
Bottom, % D. S8......... $2.25 


Sole leather and guaranteed coun- 


MENZIES SHOE COMPANY 


MENZ “EASE” SUPERIOR QUALITY WORK SHOES 
AT GREATLY REDUCED PRICES 


8011—Chocolate FARM-WEAR, Cap Blucher, Soft Box, Stock Gus- 
set, Heavy Oak Outer Sole. B, C, 3.35 
except Ooze Gusset. ©, D and E Width, 


Coe seccnbereeecene 15 


OUTSOLE. Highest grade of Full 
Grain Oak outer soles are used, 
gxiving maximum in wear and flex- 
ible enough to permit ease in 
walking. 


used. 


finest leather that the market can offer. 
our line of shoes is of the best that money can buy—more we cannot 
When better leather is made, we will use it in making Menz 


offer. 
“Ease” and “American” Boy shoes. 


7013—Same as 8011 











INNER SOLE. 
inner soles of the highest grade 
in Full Grain Leather adds to the 
sturdiness, increasing the wear- 
ing quality. 

LEATHER. The highest grade of Full Grain Work Shoe Leathers are 
FARM-WEAR, one of the leathers made especially for us, is the 


-- Fond du Lac, Wisconsin 


D and B Width......... R: 


$3.15 

/ 9017-— Same as 8011 _ except 
Chocolate Bik. Cc, and B 

WEEE éwwh ob oe b00s00eee $3.15 
7017—Same as 7013 except Bark 
Tanned Upper. D Width. .$2.65 
9211—Same as 9017. Boys’ 
sizes, 2% to 6........... $2.85 





Six and seven iron 


The leather used throughout 
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The “Flapper”—Hit of the Season 


Shown in Three Styles by Tober-Saifer Shoe Co. 
| Ready to Ship February 10 


3670—Patent Chrome “Flapper” wide instep 
strap, gun metal slide buckle, all French 
corded, made over special “Flapper” last 
carrying 8/8 leather heel, flexible sole. 
A, B, C widths, 214-8. 


$4.45 


3672—Exactly same style as above in high 
grade black satin, except 8/8 wood-covered 


heel. 
$4.50 


3676—Exactly same style as above in ma- 
hogany shade, except imitation perforated 
tip. 


$4.00 


TOBER-SAIFER SHOE CO. 


Novelty Footwear in Stock 


1312 Washington Ave. St. Louis, Mo. 


























Russia Perforated Bal. 
Oxford-Broadway Last. 
Single Sole, with Good- 


Should Be in Your Line 
oo cate Because 


They are priced low so that they can be They are made by high-grade Brockton 


RETAILED AT $4.50 To $5.00. workmen. 
They give more satisfaction per dollar. They are on popular lasts and up-to-date 
They make customers and bring re-or- patterns. 
ders. They can be made up in four weeks’ time. 


Ask Your Nearest Wholesaler. 


JOSEPH F. CORCORAN SHOE CO. 
146 Court Street, Brockton, Mass. 
Boston Office: 207 Essex St., Room 302 
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(Continued from page 93) 


pany, called Mr. Delany the “roast- 
master,” and when Mr. Delany was 
introduced as “the boy orator,” Mr. 
Doyle remarked that he had seen 
many a boy in his lifetime, but never 
saw one with gray hair. Mr. Delany 
in a humorous vein referred to Statis- 
tician Webster’s first name as being 
out of harmony. “What, oh, what 
would our immortal Daniel Webster 
have said had he known that one of 
his name would have such a ‘prefix’ 
as Archibald,” said the national sec- 
retary. “I am afraid even now we 
may see his ghost walking out of his 
grave to this feast, as did Banquo’s 
ghost in Macbeth.” 

However, Archibald Webster gave 
a fine talk and refused to be dis- 
turbed by the witticisms of T. A. 
D. Another speaker at the famous 
banquet who won much applause was 
National President Frank B. King. 


Past President Nichols Thanked 


The convention could not go down 
into history without a rousing vote of 
thanks to 1921 President George J. 
Nichols on his splendid administra- 
tion. It was the consensus of opinion 
that Mr. Nichols made a very fine 
presiding officer and that the harmo- 
nious conduct of the meetings while 
he was president was due to his keen 
sense of fairness, the wisdom of his 
rulings and his Parliamentary tech- 
nique. It was also voted that Past 
President Nichols be declared an hon- 
orary member of the N. S. T. A. 


Fine Noonday Lunches 


The noonday lunches were unparal- 
leled as to service and as to the qual- 
ity of the different dishes served. 
The boys from the various parts of 
the country were loud in their praises 
of the wonderful supply and delicacy 
of the oysters served. The visiting 
ladies were all invited to the noonday 
lunches and in the afternoon they 
were treated to taxi rides to the va- 
rious points of interest, including 
Fairmount Park, the various clubs, 
Independence Hall, and the old Lib- 
erty Bell, and last, but not least, to 
John Wanamaker’s store, where the 
fair sex stated that they conducted 
the most of their shopping. 


Lee Reports Good Business 


Robert E. Lee, who travels for 
Frederick S. Peck, writes that the 
volume of business secured from his 
recent and first trip for his house was 
considerably larger than one would ex- 
pect from an initial trip. Mr. Lee stated 
that the manner in which retail shoe 
merchants bought the Peck line justi- 
fied his fondest expectations. The 
feature of the buying which stood 
forth the most conspicuously was that 
those merchants who have been 
handling the Royal Worcester Spring 
Arch Prop bought heavier than at any 
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previous time on this line and several 
merchants added new numbers to the 
ones which the Frederick S. Peck 
folks carry in stock. “At the present 
time,” continued Mr. Lee, “we are se- 
curing a very fine volume of business, 
particularly on our men’s and 
women’s sport models in the different 
leathers and combinations, those 
with colored sharkskin saddles and 
tips being specially good sellers. 


Cushman Going South 

W. C. Cushman, vice-president of 
Cushman & Herbert, will leave to-mor- 
row, February 5, on his semi-annual 
trip to the South. Mr. Perkins will 
take with him to the jobbing trade, 
which this firm sells exclusively, some 
fifty or sixty snappy models, includ- 
ed in which will be sport footwear in 
black and white effects with half wing 
top and 9/8 heel. Mr. Cushman be- 
lieves that the one strap is the best 
near staple bet that can be made; he 
does not favor the narrow strap, but 
on account of the fact that this is 
apt to cut into milady’s foot and has 
not proved as satisfactory as the 
wider pattern—his new one strap is 
adjusted fairly close to the waist line. 
Some of his one strap patterns are in 
brown kid, black kid and patent 
leather, with imitation straight tips, 
modified round toes—9/8 to 12/8 
heels. Mr. Cushman will travel in the 
Southland for the next four or five 
weeks. In the meantime Lyman Per- 
kins of Cushman & Hebert is greet- 
ing the jobbers of the West and with 
his wonderful personality is dis- 
tributing confidence in American shoe 
merchandising wherever he calls. 


Norbury Will Go to Europe 


James Norbury, who sells the job- 
bing trade for the Firestone-Apsley 
Rubber Company is now traveling the 











H. V. Nichols; who travels 


for the Lwuedke-Schaefer 


hoe Co. 


lll 


West and South in the interests of 
his firm, and on March 22 will sail 
for Europe, where he will call on the 
jobbing trade. Mr. Norbury’s Bos- 
ton office is at 520 Atlantic Avenue. 
He has been with his company for 
about fourteen years and is a 
veritable encyclopedia on tennis shoes 
and rubbers. 


“Brighter All the Time” 


H. V. Nichols started out January 
23 with his new samples of the 
Luedke-Schaefer Shoe Co’s work 
shoes for immediate and later-on - 
trade. Mr. Nichols is a Melrose, 
Mass., man and covers New Eng- 
land territory for his house, He 
took a vacation of a month around the 
Christmas holidays, and is now feel- 
ing in the best of health and enthusi- 
astic over trade conditions. “Pros- 
pects are looking brighter all the 
time,” said he on a recent call at the 
RECORDER office. 


(Continued from page 83) 
increase and it has now grown to 
great proportions so that it receives 
as much attention as the Company’s 
other lines. The great difficulty at 
present is to keep the line of Keds up 
to the minute because the line is tak- 
ing on more and more a style ele- 
ment, necessitating rapid changes 
and the elimination of stocks on hand. 
An effort has been made recently to 
cut down the line to reasonable pro- 
portions so as to approach stand- 
ardization as near as possible but 
it will probably always be necessary 
to be in a position to make rapid 
style changes to meet the demands of 
the trade. 


Rubber Quotations 


Para—vUp-river, lb. ........ 0o%@.. 
Up-river, coarse ......... 13 ae 
PR ME ce ecceuceeces 18% se 
TR, GRREED cccccccccs 9 ee 
Caucho, ball, upper...... 12 oe 
Caucho, ball. lower....... 11 os 

MD. Sapccccceccoceces os 8 

Plantation—First latex, crepe 17 ee 

Brown crepe, thin, clean.... 15% es 

Brown crepe, rolled........ 15 16 

Amber—No. 1 ............- 16 - 
2 ee 16 - 
7. aa eee 16% es 

Smoked ribbed sheets....... 17 17% 
*Centrals—Corinto ...... .. 11 

WEE, Skdtebdertcoccss a 11 
CR GENE cccccccce os 10% 
GE, WEE. Scaceccccns # 13 
CGGRTUEO, GIF ccccccccce co 26 
*Balata, block, Ciudad... .. 55 
*Balata, block, Colombian .. 42 
©Beiate, PANAMA .ccceces oe 40 
*Balata, sheet ........- 68 70 

African— 

Benguella, No. 2......... § 10 
Kassal prime, black...... 16 - 
Kassal prime, red........ 12 13 


*Nominal. 


Scrap Rubber—Nothing in the way 
of real business is reported. Prices 
are nominally in accord with the fol- 
lowing schedule: 


Boots and shoes............ 3 4 es 
Arctics, trimmed .......... 2 - 
Arctics, untrimmed ........ 2 eg ‘ 
Inner tubes, No. 1.......... «+ , 3 
Inner tubes, No. 2..........+ «- @ 2 
Hose, steam, fire........... 
_.Tires—Automobile ......... @ Be 
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Style No. 326 





THE PRESTON B. KEITH SHOE CO. 


Brockton (Campello Station) 


Some Snappy Style 


This Shoe in Gray Elk With Patent 
Leather Trimming 


Just think of the possibilities of this 
pattern in the combination above or in 
Smoked Horse with Tan Trimmings. 
Wouldn’t the girls fall for it? We'll 
And white with black 
trimmings—Oh, Boy! Weare leaders 


say they will. 


in this kind of merchandise. If you 
want to see what we have, drop us 


a line—we’ll do the rest. 


Mass. 

















BALLET SLIPPERS 


AND BOUDOIRS 










Prices: 
ballets: BOTH 
misses, 11% LINES 
to 2..81.50 IN 
girls, 2% sTOCK 
to 8..81.60 
boudoirs: Send For 
2% to 8, Folder 

$1.40 
red and 
brown, 

$1.50 


Ballets made only in kid. 
leather counters, hand 
turn, skilled workmanship, 
selling strong also for 
gymnasium use. 


Orders filled immediately. 


Salem Shoe Co. 


Salem, New Hampshire 






















Another Crescent Hit 


As usual, we are the first to step 
out with low prices. 


We offer you a real honest-to-good- 
ness shoe, made in our own factory, 
and guarantee satisfactory wear in 
every pair you buy. 


No. 2001—Sizes 8% to 11, 


Bend Bee ceccccscss $1.75 
No. 2002—Sizes 11% to 2, 
Broad Toe ........+.+. 2.00 
No. 2003—Sizes 11% to 2, 
* English Toe ......... 2.00 
No. 2004—Sizes 2% to 7, 
Pnglish Toe ......... 2 
No. 2005—Sizes 2% to 7, 
English Toe ......... 2.40 


Made of Tan Side Calf with Medallion Tip and 
Crescent Rubber Heel 


IN STOCK—IMMEDIATE DELIVERY 


159 Duane St. New York 
di City 


Manufacturers and Jobbers of 
Women’s and Children’s Shoes. 





























February 4, 192 
2 BOOT AND SHOE RECORDER 


McELWAIN 


113 


are 
wEeece 





































































Letter NL 
if none of ‘these Uwee symbols 
sear atesingsn, So rEL AM tg 
se Sooari tedy 8° | EWCOMB CARLTON. pREsIOENT GEORGE W. ©. ATKINS, FIRST VICEPRESOENT wine ta character 0 eS ee 
REC! 6 WEYBOSSET ST., PROVIDENCE, R. I. anne 22 JAN 5 

EIVED AT 4 E, OPEN 2 JAN 8 PM 12 { 5 


FD BOSTON MASS dan 25 1922 
JOHN THE SHOEMAN 
180 MATHEWSON $T PROVIDENCE Ri 
PRICES ON ALL SHOES OF FIBRE CONSTRUCT ION HAWE BEEN GREATLY REDUCED 
wusT SELL TO MAKE ROOM FOR NEW ALL LEATHER SHOES ALL LOTS DESIRABLE 
AT PRICES Quored COME IN EARLY TO GET FIRST CHOICE ALLOWANCE FOR CAR 
FARE UP TO ONE PERCENT OF PURCHASE YOU CANNOT AFFORD MISS THIS SALE 











MCELWAIN HUTCHINSON AND WINCH | 








Exceptional V 
| 
S00 Reuute: 


Come in and See Them 
or 


‘Wire for Salesman! 
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BLACK SATIN SLIPPERS 





IN STOCK 


For Immediate Shipment 








No, B-465—85.75 
Black Satin Strap Pump, 228 Last, Turn, 
17/8 Full Louis Wood Covered Heel. 





SIZES AND WIDTHS 


BBA cccccesess 4% to 8 
BA coccecccoess 4 8 
MD secveeutons et 3% to 8 
MD vceseeose <ceem to 8 
GD cccccoves ..2% to 8 


Terms: Net 30 Days 








C. P. FORD & CO, Inc. -- 


New York City: 127 Duane Street; E. H. Talbot and “Jack” Galway. 





No. B-467—85.75 


Black Satin Strap Pump, 215 Last, Turn, 
14/8 Baby Louis Wood Covered Heel. 


Rochester, N. Y. 


FSET TETIE ETC HIPTIC HIER TISIIC RECT SSC TREE Eee sl 
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REPCO—the enamel your oleae demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 


of heel and edge enamel. 
Your customers like it because 


It is easily applied—a brush 
every bottle. 


It clings evenly to the surface—it 


does not rub off. 


Ceeeehies ieee 
Dan) BY KCB ACCS) CCSD INCH) DCS dD PCCD DNC CH) CCH) ) CCH) MECH) CHIN CCS INCH) ONCLICK: 


and new and stylish. 


Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 


with 


der sore Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 


United Shoe Repairing Machine Company, Boston 


te 
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Watch Out! 


Our 





PATENT LEATHER 


and 


WHITE BUCK 


are showing their splendid quality 
in duplicate orders. 


In Stock for Quick Action 
C. D. KEPNER LEATHER CO. 





139 South St., Boston, Mass. 


212 W. Lake St., Chicago, Ill. 




















SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S&S. Pat. Of. 


“The Kind That Sells” 





“RADCLIFFE” “DUDLEY” 
(Trade Mark) (Trade Mark) 
“ce ALE” “co” 
(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. Enicaco U. S. A. 








Buying in Balk 


Grocers used to display their wares by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk."” Like the old-time grocer’s cus- 
tomers, they frequently received as much 
refuse as “‘coffee.” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 

















Buyers’ Easy Reference Directory 











No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 
Artificial Flowers, Plants, 
Vines, ete.. MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 


VENTILATIONS 
PATENTED 


Retails, $2, $3.50 








Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 








Miitiiiiiiiiiiiiiniin: Sifrite TEE itsssentss. 


Fireproof 


LSE RTU ERT EVES TED EG EEL EES PERG EE SSG EET TEETES LATTE EERE EET TEETH Eg ETT 


On Ocean Front 


Che Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive during Autumn and 
Winter Season. _Rates greatly reduced. 


UXURIOUS, heated Solarium, bathed in Sunshine, over- = 
looking the ocean, where charming afternoon musi- 
cales and complimentary ‘Five O'clock” Tea Service in- : 








vites complete relaxation after your return from an outing 
on the exhilarating Boardwalk, or from the Golf Course. 


American and European plans 


New heed Club Privileges Fireproof Garage 





w SEDI ESE DSi SETSCLAREGLLRETESTSES Et 2eeii tits bee tiit 
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KISTLER, LESH & CO. 


INCORPORATED 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





INFANTS’ UP-TO-DATE LOW CUTS 


Hand Turned—In Stock 


Immediate Delivery 
Also 
e, ... Strap Ro- 
man Sand- 


al $1.25 1 Strap—2 Bettene— 





“Sally Sandal’’ — All 
Spring Heel. 
Leathers — Spring 
Heels, 2/5—90c. 2/6 —— “SR 
—95e. 5/8—$1.00. - 


Also Mary Janes 1 and 2 Strap in Leather and Canvas. 
Terms 2% 10 days—Net 30. 


THE BAY STATE SLIPPER CO., Haverhill, Mass. 











IN STOCK— 


READY FOR 
AT ONCE DELIVERY 


EXCEPTIONAL VALUES 
AT THE PRICE ASKED 
FINE BLACK VICI | sag 
Sizes 3 to 8 Price $1.35 


FINE BLACK VICI ONE-STRAP 
LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 


In less than 36 pr. lots add Se. 
per pair. 2% 10 days, net.30 days. 


Brown-Edwards Co. 
West Epping, N. H. 

















THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
mage; 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 
at moderate prices. 


600 Rooms 





FRANK E. JAGO, 
Resident Manager 


ROOMS 
FROM $2.50 UP 


PLEASANT 
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To Manufacturers of Women’s, 


Misses’ and Children’s Shoes 


WE HAVE ON HAND 
300,000 pairs of Patent Leather 
Bows, Numbers 10002, 10003 and 
10004, exact sizes as pictured here, 
at very low prices. 





136 








10002 











1426 Can be delivered at once. 











10003 . 
We can also make you Ribbon 


or Different Leather Bows. 
Any quantity order in a week 
or 10 days. 





1147 


10004 
Our tassels or prong ornaments 
will also give you satisfaction. 








4 





To Retailers and Jobbers—Write for our new converting strap, which can be 
adjusted from a Mary Jane pump or one strap, to a Sandal Shoe. 


VANITY NOVELTY WORKS 


913 GATES AVENUE BROOKLYN, N. Y. 











r, 





Oooo ooops 


e 


Kole 








DON’T SAY ‘ 


No. 63 
Ladies’ Moccasin 
Style, Soft Chrome 
xtra Heavy Padded, 
Royal Idea. 


You could double your sales 
by carrying “ROYAL MAKE.” 


oval footwear Manufacturing Co. 
MAKERS OF ON PRICE, FIT, 


FELT SLIPPERS AND BATHING SHOES SHAPE AND QUALITY 
Pewee oy 





No. 114—Bathing Shoe with 


Waterproof Pocket. Sole, E 





97 SOUTH SIXTH STREET FULL SATISFACTION 


BROOKLYN, N. Y. 








The Bee that puts the Buzz in Business 
Wonderful Increase in Sales, 





BLOODED-STOCK 


ey ay 4h g a horse and he was just a horse you 
would have to ta for granted the thin the owner said, 
one Gus wait for experience to show if had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
GeSeay, 208 wes not need to take the man’s word for it. 

e ) poctanre would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It’s the same in buying advertising spece. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


aun a. H (oe aa “~ what ee s 
tement is the ree tha 
the way of speed and endurance. _ 





From using the Success Shoe Display Unit Finished 
in white. French grey or old ivory, and oak, ma- 
hogany or mission green stains. 
It will sell your goods for you, many merchants 
report their broken line and left over proposition 
has been solved the Success Sales System. 
In six square feet of space it displays to better 
advantage, the number of shoes requiring 24 square 
feet of table display. Sells all sizes and styles 
equally well as it is adjustable. Increases your 
sales, your overhead. Its the Bee that 
makes your business Buzz. For both regular and 
special selling it is used by progressive merchants 
everywhere. 
Quality Service and Satisfaction Guaranteed. 
$7.75 crated wt. 2% Ibs. 


45.00 crated wt. 160 Ibs. 

100 pounds or over may be ordered by freight. 

Don’t put off ordering until tomorrow, they bring 
you business every day. 

Pay for themselves in a jiffy. 

Success Manufacturing Co., 

Spokane, Wash. 
Formerly Success Seed Grader Co., 
Spokane, Wash. 


Inc. 





ee se 
Patent Applied For 





Inc. 
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MISCELLANEOUS 





















TIRE 


Insure perfect shelf service for 
~~. line of Bn geen 

tread steps, spaced, 
convenient full "length handhold 
on both sides of ladder permit 
mounting or descending with ease 
Both hands free to remove or = 
ling “Calne alley 

Tired 
ruck Wheels eli 

— prevent vibration. Evecteo 
as simple as A, B, C Utilize 
small space. Make top shelves 











MISCELLANEOUS 


WANTED TO PURCHASE 














safely available tor stock purposes One 
style —neat of design —moely finished— 
any height ceiling Thousands 














SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 















Beautiful Glass Fixtures 


Our celebrated line 
shown in 
Catalog G. F. 











Ask for Catalog *‘ 


Window Valane 
in Stock 

"1 Ask for samples. 

an Write us about Wind 

Rugs om — 


The Hecht Fixture Co. 


Medinah war. Ry hye 4 & Jackson 
NDW YORK a ROOM 


” 
Cc 


70 West 36th Street—Just East of Broadway 






Milbradt Rolling 
Step Ladders 


are made in a great ma 

styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. L om Co., Inc. 
591 Broadwa w York City 
Phone Spring 5160 5101- 5162 























“FISHER” 


Trade Most 
Reg. U. 
Pat. on 


SUPPORT 
A Help to 
Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
a Ae 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damaging the shoes. Range of 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or tip to 
give greater height or width to 
box. $2.00 each. 


F. W. WHITCHER CO. 


Boston 





Without With 










an 
Chicago 





We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








WILL Slow Sellers 
BUY | } 


The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. Y. 
FOR 
CASH 


Surplus Stocks 
Entire Stocks 





MISCELLANEOUS 




















Ideal Line Rolling Ste 
—_ 


Fifteen styles. Satis- 
faction guaranteed. 
qests a Life-time. 
Write for catalogue. 
Daynite 
Furniture Mig. Co. 
213 Chouteau Trust 
Bidg., St. Louis, Mo. 














WANTED TO PURCHASE 











QUESTIONS 
ANSWERED QUICKLY | 


in “Where to Buy” eolumns—a : 
growing directory for all the trade, : 
preseptin a answers briefly to cur. : 
rent problema in merchandising 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 8410 











Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade M <a 8. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 


Price, $4.50 


Frank W. Whitcher Co. 


Patentees cand Manufacturers 
Boston, Mass. 











Chicago Branch 
161 W. Lake St. 
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POSITION WANTED 


HELP WANTED 


FOR SALE 





POSITION WANTED as High Grade 
Shoe Salesman in Men’s dept. Refer- 
ences, Valk Bros., Dallas, as_ to honesty 
and ability. JOHN J. SKADULY, 1920 
Grand Ave., Dallas, Texas. 





§ UPERINTENDENT—28 years’ of ex- 

perience on High Grade Ladies’ Shoes. 
East and West territory. Open for posi- 
tion. Address K-560, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


HE NEW INCOME “TAX LAW con- 
tains several important changes. In- 
sure against overpayment. Engage 2a 
competent tax man before closing your 
books. We specialize in shoe store ac- 
counting and systems. BERNARD 
LAZARD, 58 W. 40th St., New York City. 
Telephone Longacre 4614. 








LINE WANTED 


INE WANTED for Texas and Okla- 
homa by salesman wel! acquainted in 
the Southwest. Twenty years’ experience. 
Best of references. Now employed, but 
desire te make change. Address D-65, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








INE WANTED—For Southern terri- 

ritory, live wire shoe man with strong 
personality, is desirous of securing a 
line of Men’s, Women’s and Children’s 
Shoes for the Southern trade. Knows 
shoes well and can talk shoes. Best of 
references. Address D-86, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 


INE WANTED FOR PACIFIC COAST— 
Salesman, young man with wide sales 
experience, desirous of securing a strong 
line of footwear for Pacific Coast accounts. 
Best af references furnished. Address 
D-85. care Boot & Shde Recorder, 207 
South Street, Boston, Mass. 


XPERIENCED SHOE SALESMAN— 

Wents Line Women’s Shoes. Popu- 
lar priced. Michigan territorv. Refer- 
ences on request... Address D-81, care 
Boot & Shoe Recorder, 207 South §&t., 
Boston, Mass. 


WANTED—Salesman with following, 
desires Line Women’s Shoes for 
North and South Carolina. Must be 
cheap. Address D-82, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Medium priced line of 
Western made Welts for New York 
State. by experienced salesman. Estab- 
lished trade. Address D-83, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





ELT, KNOWN > TEXAS SALESMAN 
WANTS LINE—I have an estab- 
lished trade throughout the State of 
Texas. Have covered this territory for a 
long time. Know the biggest buyers and 
can sell them good merchandise in con- 
nection with other lines that I am carry- 
ing. I wish to secure a line of Women’s 
and Misses’ Medium Grade Turns and 
Noveltv Shoes and Oxfords. Best of 
references furnished. Address D-84, care 
Root & Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—A medium-priced _ line of 
Women’s shoes, McKav or Welts, to 
carry with a line of Children’s shoes. 
Established trade in Utah and Idaho. 
Address D-$3, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








HELP WANTED 





SALES MANAGER 
WANTED 


A wide-awake, experienced man 
with capacity to produce in- 
creased sales and ability to han- 
dle salesmen is wanted by a 


large Pacific Coast wholesaler. 


Address: D 60, 
c/o Boot and Shoe Recorder, 


207 South St., 


Boston, Mass. 














ANTED — First-class Shoe Window 
Trimmer and Card Writer. Will pay 
first-class salary to the right man. Ad- 
dress D-88, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








FOR LEASE 


HOE DEPARTMENT FOR RENT on a 
commission basis in Davenport, 
Iowa’s largest Ready-to-Wear Depart- 
ment Store, on the best corner in town, 
with a frontage of 80 x 150 feet and 210 
feet of show windows. When answering, 
send references with first letter. Address 
D-90, 189 W. Madison St., care Boot & 
Shoe Recorder, Chicago, II. 


A PHILADELPHIA Specialty Shop, cen- 

trally located on Chestnut Street, is 
desirous of leasing a space for an up-to- 
date shoe department. Excelient store 
space and window display, together with 
the nominal rental, make this an excep- 
tional opportunity. Address D-92, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 














TO SUB-LEASE 


ANTED—To sub-lease, general shoe 
department in a live popular price 
clothing store remodeling building, town 
of three hundred thousand. middle west. 
Address D-89, care Root & Shoe Recorder, 
207 South St., Boston, Mass. 








FOR RENT 








SHOE MANUFACTURERS 
ATTENTION 
FOR RENT 
Two sample offices on ground 
floor, centrally located at 78 Lincoln 
St. For terms apply to JOHN R. 
EVANS & CO., 76 Lincoin Street, 
Boston, Mass. 














FOR SALE 





WANTED—Experienced shoe man to 

to manage a good-sized shoe store 
in citv of about 150,000 population, State 
Previous experience, age, married or sin- 
gle and salary wanted to start. Address 
D-94. care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE—Established ladies’ novelty 
and short vamv shop. Splendid mid 
town New York City location. An ex- 
ceptional opportunity for a young hustler 
with a little capital. Act at once. Ad- 
dress K-557, care Boot & Shoe Recorder, 
127 Duane St.., New York. 





Fok SALE—One new Faber 70 men’s, 
1 new Faber 80 women’s shoe sample 
trunk. Address K-556, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


OPPORTUNITY 


BUSINESS MEN (3), each with $5,000 
cash, wanted as president, treasurer 
and sales manager. Returns double in- 
vestment ( secure) within year. Com- 
pany forming to operate fully equipped 
rubber factory. Opportunity for 400% 
profit to investors, and 100% to organ- 
izers. Capital, ready cash, good reputa- 
tion, energy and executive ability esssen- 
tial. Answer, legitimate, K-555, care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 











SERVICE 








A NEW _ BUYING OPPORTUNITY 
Proper Merehandtetng for 1922 
requires a first h acqui i 


your stock fresh. Let us act as your 
cious buying representatives. NO CHARGE FOR 


RVICE. 
Write for information or wire open orders. 
WRIGHT & GORING 
1170 B’way, Dept. B. New York 














MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
-to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
descriptions 
and prices. 
THE BICYCLE 
STEP LADDER 
67 Randolph St, 
Chicago, Ill. 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


we or THE CHICAGO 
‘feet WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Il. 
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page per issue: 


2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for 
Minimum 
For other “Want” advertisements, seven —> 


each inserti 
ds under this heading will be received x 
noon, on Friday pm preceding ng yy ae 


insertion. 


Space ltime ‘T7times i13times 26 times 62 times a aaeY + 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers 





6.00 5.00 office, twelve words must be allowed in each af adve 
. % ment for address. When adv replies for- 
9.00 7.50 warded direct to their address, each word of the 

must be counted in the advertisement and paid for accord- 
12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


each 
amount accepted, seventy-five 


answers to come in care 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





THe FOLLOWING TERRITORIES 
OPEN for your wide awake, willing 
to work salesman—Eastern Pennsylvania, 
Northern Iowa, Southern Iowa, North 
Dakota, and other not mentioned terri- 
tories. EDMONDS SHOE COMPANY 
Milwaukee, Wisconsin. 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Stippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address 0-46, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ALESMAN WANTED — Experienced 
live wire salesman to carry our in- 
stock line of children’s novelty turn shoes. 
Sizes 1 to 11. Openings, Middle West and 
Southern States. We pay 7% commission 
and pay it prompt. FLEXIBLE SHOE 
CO., Rochester, N. Y 





LIVE SHOE SALESMEN WANTED by 

high grade house to carry as side 
line, advertised brand high-grade shoe 
laces. Good commissions. Address D-47, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





ANTED—Live wire salesmen with an 

established following with the 
shoe and findings trade, to handle our 
patented Gilco Shoe Retainer and other 
items. Liberal commission. ™ TF 
GILBERT MFG. co., Rochester, N. Y. 





AN OPPORTUNITY of genuine 

merit is offered to experienced 
Shoe Salesmen interested in the 
following territories: West Virginia, 
West Kentucky and West Tennes- 
see, Kansas, North Missouri, North 
and South Dakota, South Texas. 
Aside from the fact that the BISON 
BRAND Line is of Solid Leather 
and full vamp construction, our 
plan of remuneration is admittedly 
particularly attractive. Address 
application with full details to the 
PORTAGE SHOE MFG. COM- 
a” OF PORTAGE, WISCON.- 














W ANTED—Salesman for superior line 

of moccasins on commission, for New 
York City, Eastern New York, Iowa, 
Kansas, Nebraska and other good ter- 
ritory. Must have ability and acquaint- 
ance with the trade. Give reference. 
ELKSKIN MOCCASIN MFG. Cco., 
Ypsilanti, Mich. 


SALESMEN WANTED—To sell retail 
trade our line of Infants’ First Walk 
Turns and Soft Soles and Moccasins. 
Liberal commissions. Several desirable 
territories open. References requ 





EDWARD H. KENNEDY, 282 State St., 
Rochester, N. Y. 





“WE HAVE SEVERAL 
GOOD TERRITO.- 
RIES OPEN to capable 
energetic salesmen for 
our line of Welts and 
Turns. We want men of 
proven merit who will do 
our line justice. Com- 
mission basis only. 


BERT E. DRAKE & CO., 
INC., 235-53 Park Avenue, 
Brooklyn, N. Y. 














SALESMEN WANTED for the following 
territory: Iowa, Indiana, Illinois, Ohio, 
Kansas, Nebraska, Missouri, to carry a 
side line of soft sole shoes and moccasins. 
Liberal commission. Address, Sales Man- 
ager, 760 Lake Avenue, Rochester, N. Y. 





WANTED—Some mighty good territory 

open for salesmen to carry our well 
establisned line of Children’s Medium- 
Priced Flexible Turns and Stitchdowns. 
This line advertised direct to the trade 
and consists of over £0 IN-STOCK styles 
as follows: Flexible first-step shoes, sizes 
1 to 5; spring-heel turns, sizes 4 to 8 and 
8% to 11; also a full run of stitchdowns 
sizes 5 to 2. Men well known in their 
territory and able to furnish references 
will be considered. Give full particulars. 
GOODGER & MILOW SHOE Co., INC., 
Rochester, N. Y. 


SALESMAN 
Scouts and Work Bluchers 


We have openings for salesmen in 
New York State, exclusive of New 
York City. Also Pennsylvania. 
Straight commission basis. Ad- 
dress D-80, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 




















S HOE SALESMAN for Men’s retail 
shops who are seeking a change for 
betterment in both salary and opportunity 
for advancement. Only those with splen- 
did past records in the trade need apply. 
Address K-554, care Boot & Shoe Re- 
corder, 127 Duane St., New York City. 


WORE SHOE SALESMEN — Several 

choice territories with established 
business open. Real opportunity for big 
calibre men. STEVEN STRONG SHOE 
CO., Milwaukee, Wis. 





Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 


ALESMAN WANTED for Middle-West 
Territory. Must be thoroughly experi- 
enced. Brooklyn factory making High 
Grade Ladies’ Turns and Welts. State 
experience, etc. Address D-75, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 


WANTED—Traveling Salesmen with 
established business in Oklahoma, 
Arkansas, Alabama, Georgia, Kentucky 
and Tennessee, to carry popular priced 
line of Women’s Welts and McKays in 
connection with other non-conflicting 
lines. Replies must contain full infor- 
mation as to territory covered, lines 
carried, volume of business, references, 
ete. We carry good selling numbers in 
stock. Address D-76, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








TWO SALESMEN WANTED 


Desirable territory open for two 
high class salesmen to sell a fine 
Cincinnati Line of Ladies’ Welt 
and Turn Footwear. Both staples 
and novelties on 6 per cent com- 
mission basis. Must live in ter- 
ritory and have road experience 
with Women’s Shoes. The follow- 
ing territories now open: California, 
Colorado, Utah, Nevada, Arizona 
and New Mexico, and the states 
of Washington, Oregon, idaho, 
Montana, Wyoming, North Dakota 
and South Dakota. Send full in- 
formation and reference in first 
letter. Address D-78, care Boot & 
Shoe Recorder, 810 Second National 
Bank Bidg.. Cincinnati, Ohio. 











SEVERAL TERRITORIES OPEN FOR 
LIVE WIRE SALESMEN — Manu- 
facturer of strongest line of Men’s and 
Boys’ all leather Welts in the East, 
prices $3.60 to $4.75, has following ter- 
ritories open: New York State, Wisconsin, 
Minnesota, Nebraska, Iowa and Chicago. 
All grades ‘100% leather’’ and every shoe 
so branded. Only high type men with 
established territory considered. Send 
photograph and sales records. Spring and 
Fall samples ready February Ist. Address 
D-77, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED HIGH GRADE SALESMAN— 
For the States cf Minnesota, North 
and South Dakota, Wyoming, Utah and 
Montana. FIEBRICH - FOX - HILKER 
SHOE Co., Racine, Wis. 


ANTED — Salesmen to carry one of 
Rochester’s finest lines of Infant's 
Soft Soles and Moccasins as a side line. 
Commission 10%. References required. 
Address D-79, care Boot & Shoe Recorder, 
207 South §St., ee Mass. 





10% OMMISSION to high class sales- 

men to handle as side line or 
otherwise Mens’ Felt Soft Sole. Two 
styles, three colors. Exceptional value 
and ready seller. Address D-91, care 
Boot & Shoe Recorder, 207 South St. 
Boston, Mass. 
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Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


“AND 


THE RECORDER CREED: Getting More Shoes Sold Right; not only 
right purpose, to the right wearer, in the right fitting, 
is the great problem of the retail shoe merchants. 
is to help solve it; for this is the basic problem 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00 


No Subscription Accepted for Less Than One Year 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


“more” but “right’’; sold for the 
for the right price, at the right profit. This 
The chief pupose of “The Boot and Shoe Recorder” 
upen which depends the progress of the entire allied 


Canadian, $6.00 


Root Newspaper Asse’n, Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N. Y., a8 second class matter. 


Foreign, $10.00 

















POSITION WANTED 


POSITION WANTED 





BUYER—Now doing $300,000.00 in two 
departments. Cheap and high grade 
shoes, desires to make a change. Best 
references. Age 36. Address D-51, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


OUNG MAN, single, with seven years’ 
retail experience, desires connection 
with modern department store or ex- 
clusive shoe store, as manager or assist- 
ant manager. Good references as to 
ability and character. Prefer remaining 
in the South. Address D-95, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 





SHOE ARTIST — Prominent New York 
€hoe Artist, desires connection with 
firms requiring quality illustrations of 
shoes in halftone, line and color. Prices 
and samples furnished on request. Ad- 
dress K-553, care Boot & Shoe Recorder, 
127 Duane St., New York. 





WANTED POSITION as Salesman, Man- 
ager, Assistant Buyer or Window 
Trimmer and Card Writer in retail shoes, 
15 years’ experience, all grades of shoes. 
With some of the largest firms in the 
world. Graduate window trimmer and 
card writer and experienced.; Best 
references. Address D-87, care oot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





M®. GEORGE F. NAUGEL and 
MR. THOMAS HUME are 
inviting attention from the Shoe 
and Rubber Heel trade. 


Because of the work they have 
carried on for the Goodyear Tire 
& Rubber Company and the United 
States Rubber Company as Sales 
promotion and Special Representa- 
tives of the Sole and Heel Depart- 
ment covering New England States. 


Mr. Hume has also spent much 
time in Philadelphia for the Good- 
year Tire & Rubber Company. 


We both have considerable knowl- 
edge of the shoe business, having 
spent much time in the retail game 
before going on the road, in which 
capacity we have been very suc- 
cessful. 


Mr. Hume was with the Crossett 
Shoe Company as buyer and man- 
ager for many years before making 
a connection with the Goodyear Tire 
& Rubber Company. 


Mr. Naugel spent much time with 
the Regal Shoe Company leaving 
there to take a position with the 
Emerson Shoe Company as man- 
ager, from which company he en- 
tered the employ of the Goodyear 
Tire & Rubber Company in the 
Sales Promotion Department of 
Soles and Heels. 


We are taking this opportunity of 
informing the trade that we are 
open to make a connection with 
any company looking for two live 
wires who put forth efforts and 
obtain results as can be proven by 
referring to the above companies 
they have been employed by for 
references. 


Both are open to make a con- 
nection with a live company on 
= Sales or Sales Promotional 
work, 


We have a large acquaintance with 
the Shoe Retailers throughout the 
New England territory; therefore, 
we are open to talk business with 
any Shoe or Rubber company look- 
ing for men who can “put it 
over.” Address GEO. F. NAUGEL, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











“| Want A 


JOB 


In Southeastern 
Territory”’ 


OR the past four years | 
EF have sold women’s high 

grade welts, turns and 

McKays for a Rochester 
house in seven states in South- 
eastern territory. 

Yes, I've SOLD ’em—and also 
gone over all the bumps of that 
territory, sifting the chaff from 
the wheat. | know the country 
and want to stay with it. 

Today, | am the only man in 
the territory selling high grade 
women’s shoes in small towns 
and cities. If you value a good 
selling personality, I’ve got it. 

But today my friends amongst 
Southern merchants tell me my 
line costs too much. Therefore— 

| want a new line to sell for 
less. Never had to look for a 
job before. Wouldn't be in the 
market now If there was a 
market for my line. | would 
prefer to. sell medium priced 
women’s shoes, but will take 
men’s or children’s If necessary. 

Terms: Drawing account with 
expenses advanced on commis- 
sion basis. Address D-70, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THD 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’! Mgr. 
GBRBORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER’S NOTICE 


SUBSCRIPTION— The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year including post- 
age. 

FOREIGN SUBSCRIPTION—The price to all 
foreizn countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. - Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H,. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKEE OFFICE: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley. 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1, England. 

AUSTRALIAN OFFICE: 439 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manaczer. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
Cuba, ' 

JAPANESE OFFICE: 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Yokohama. J. F. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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BOOTS AND SHOES 
Alden, Walker & Wilde, Inc., E. Weymouth, 


BRAG, cc ccccccccccccccccocecccoccesesees 95 
Allen, Goller, Leighton Co................ 17 
Arnold, M. N., Shoe Co., No. Abington, 

 EPVTTTTTTITITUTTTT TTT TL TT 86 
B & P Footwear Co., Oswego, N. Y........ 103 
Baker, Geo. W., Shoe Co., Brooklyn, N. Y. 77 
Barry, T. D., Co., Brockton, Mass........ 101 
Bartlett-Somers Co., Lynn, Mass......... ~i7 
Bay State Slipper Co., Haverhill, Mass.,99, 116 
Bleeker Shoe Co., New York City.......... 9x8 
Blum Shoe Mfg. Co., Dansville, N. Y...... 98 
Brockton Co-operative Shoe Co............ 102 


Brockton Shoe Mfg. Co., Brockton, Mass.. 96 
Brooks Shoe Mfg. Co., Philadelphia, Pa....107 
Brown-Edwards Co., W., Epping, N. H....116 


Burkley Shoe Co., Brockton, Mass........ 116 
C. & E. Shoe Co., Columbus, O........... 7 
Chipman & Harwood Co., Boston........ 107 
Clapp, Edwin H., Co., E. Weymouth, Mass.101 
Collins & Staples, Haverhill, Mass........ 98 
Community Shoe Co., Brooklyn............ 79 
Coon, W. B., Co., Rochester, N. Y........ 3 
Corcoran, Joseph F., Shoe Co., Brockton, 
BERGER. cccccccccccccccccccccccccesscseses 110 
Cotter Shoe Co., Lynn, Mass.............. 25 
Craig, Read & Emerson, Inc.............. 107 
Crescent Shoe Co., New York City........ 112 


Duttenhofer, Val., & Sons, Cincinnati, O.. 10 


Edwards, J., & Co., Philadelphia....4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y..... 103 


Felstiner-O’Connell Shoe Co., Inc.......... 99 
Fern & Poor Co., Inc.........60eeeeeeeees 99 
Field & Flint Co., Brockton, Mass..2nd Cover 
Ford, C. P., & Co., Rochester, N. Y..... 114 
Freeman-Thompson Shoe Co., St. Paul, 


) | | SEPT TTTITT TITLE TTT TTT 107 
Gardiner, H. K., Co., Lynn, Mass........ 15-17 
Geding Shoe Company...............+se+ 73 
Goodger-Milow Shoe Co., Inc., Rochester. .103 
Gregory & Read Co., Lynn, Mass......... 4 
Ground Gripper Shoe Co., Inc., E. Lynn, 

BEMER. co cccccccccccccccccccsccccccccccece 75 
Gustin Co., M., New York City........ 98, 102 


Hannahsons Shoe Co., Haverhill, Mass.... 28 
Harding Shoe Co., Inc., Haverhill, Mass. .100 


Harney, P. J., Shoe Co., Lynn, Mass...... 16 
Hennessey, Maxwell & Hennessey.......... 16 
Hood Rubber Co., Watertown, Mass........ 13 


Howard & Foster Co., Brockton, Mass..... 100 
Huntington Shoe & Leather Co., Hunting- 


fom, Indi ccccccccccccccccccccssccccceces 31 
Johnston & Murphy, New York City...... 101 
Julian & Kokenge Co., The, Cincinnati, O. 8-9 
Juvenile Shoe Corp., Carthage, Mo........ 5 
Keith, P. B., Shoe Co., Brockton, Mass....112 
Kiely, T. J.. & Co., Lynn, Mass.......... 16 
Knox Shoe Co., Milford, Mass.............+. 79 
Kunston Shoe Company..............s006+ 76 
La Crosse Boot & Shoe Mfg. Co.......... 102 
La France, Lynn, Mass...........ssee0055 16 
Laird, Schober and Company, Phila., Pa., 

2nd Cover 
Lexington Shoe Co., Inc., Haverhill, Mass. 78 
Lilly, Henry, New York City.......... -+--100 
MacMaster, J. J., Rochester, N. Y........ 7 


McDonald, R. E., Co., Boston.........+.. 80 





McElwain, Hutchinson & Winch, Boston.. .113 


Maid-Rite Felt Slipper Co., Inc........... 99 
Marshall, C. S., Co., Brockton, Mass...... 21 
Marston & Tapley Co., Danvers, Mass... .102 
Martin, A. H., Co., Rochester, N. Y....... 103 
Menzies Shoe Co., Fon du Lac, Wis.......109 
Murphy, Gorman & Waterhouse, Lynn, 
TEREB. cccccccccccccccceceoescecocseeoecs 17 
Nettleton, A. E., Syracuse, N. Y.......... 101 
Newcomb-Anderson Shoe Co., Rochester. . .103 
Nu Baby Shoe Co., Lynn, Mass.......... 103 
Olenick, L, New York City............... 119 
Packard, M. A., Co., Brockton, Mass...... 101 
Peters, St. Louis, Mo.............. 8rd Cover 
Phillips-Cram Corp., Haverhill, Mass....... 99 
Ramsey, E. J., Co., Brooklyn, N. Y........ 11 
Rice & Hutchins, Inc., Boston............. $2 
Royal Footwear Co., Brooklyn, N. Y...... 117 


Sage & Adler Co., The, Columbus, O....22-23 
Salem Shoe Co., Salem, N. H............. 112 


Simplex@Shoe Mfg. Co., Milwaukee, Wis., 
Front cover 


Smith, Wm. Sumner, Chicago.......... 99, 107 
Stacy-Adams Co., Brockton, Mass......... -101 
Stetson Shoe Co., So. Weymouth, Mass. .29, 102 
Strohbeck, Inc., Chas. W., Brooklyn, N. Y..100 


Tessier & Bowdin, Haverhill, Mass........ 100 
Thompson Bros. Shoe Co., Brockton, Mass. .101 
Thomson-Crooker Shoe Co., Boston........ 20 
Tober-Saifer Shoe Co., St. Louis, Mo...... 110 
Union Shoe Co., Brockton, Mass.......... 107 
United States Rubber Co., New York City, 
82, 94 
Watson Shoe Co., Lynn, Mass............. 17 
Weber Bros., Shoe Co., No. Adams, Mass.. 30 
Westcott-Whitmore Co., Syracuse.......... 98 
Whitman & Keith, Brockton, Mass....... 101 
Witherell, E. A. & M. C., Co., Haverhill... 99 
Wobst Shoe Co., Milwaukee, Wis.......... 90 


Wright, E. T., & Co., Inc., Rockland, Mass. 88 


LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati, O.. 91 


Beggs & Cobb Co., Inc., Boston.......... 104 
Berger, Max H., Brockton, Mass.......... 104 
Chamberlain, B. F., Boston............... 104 
Creese & Cook Co., Boston..... jubgdnteees 104 
Foerderer, Robert H., Inc., Philadelphia, 26-27 
Hunt-Rankin Leather Co., Boston..... «--116 
Jones Co., F. E., Boston............. «eee. 104 
Kepner, C. D., Leather Co., Boston....... 115 
Kistler, Lesh, Inc., Boston................ 116 
Lawrence, A. C., Leather Co., Boston. .80-81 
Levor, G., & Co., New York City.......... 2 
Monarch Leather Co., Chicago, Ill......... 76 


Quahaug Rubber Co., No. Brookfield, Mass. 6 


Scherer, Oscar, & Bro., Inc., New York 
GF ancecesossees Sovescoccceesece edvece 19 
Young, Richard, Co., New York..... cescoe J 


MACHINERY, LASTS, MFRS.’ SUPPLIES. 
DRESSINGS, ETC. 





Cleaning Comp d Mfg. Co., New York 
GE cecesnedsseescescccsvsene eseces «+2105 
Griffin Mfg. Co., New York City. .......... 








New England Wood Heel Co., Haverhill, 


BAMGB. cc cccccccccccccccccccs eeccccccesce 104 
Tubular Rivet & Stud Co., Boston.........124 
United Fast Color Eyelet Co., Boston...... 14 
United Shoe Machinery Corp., Boston, 

78, 84,114 
Wiechman Pattern Co., Cincinnati........ 104 


FINDINGS AND SHOE STORE SUPPLIES 


Batavia Specialty Co., Batavia, N. Y..... 74 
Bicycle Step Ladder Co., Chicago, Ill...... 119 
Chicago Wire Chair Co., Chicago.......... 119 
Clifton Mfg. Co., Boston...........-...+6+ 74 
Coultas Co., D. W., Providence, R. I...... 106 


Daynite Furniture Mfg. Co., St. Louis, Mo.119 


Elastic Tip Ce., Boston. .........cceeeeess 105 
Ellis, W. E., Co., Haverhill, Mass......... 106 
Emery & Beers Co., Inc., New York City.. 12 
Fashion Ornament Co., Brooklyn, N. Y...106 
French Beading & Novelty Co., Phila., Pa. 77 


Grand Rapids Show Case Co., Grand Rap- 


GE, Bn cc ccewcccitcencesesaséicossans 18 
Hecht Fixture Co., Chicago, Ill............ 119 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 106 
Lazra Silk Hosiery Mills....... ouseeeceses 24 
Martine, M. B., Inc., New York City...... 106 
Milbradt Mfg. Co., St. Louis, Mo......... 118 
Myers, F. E., & Bro., Ashland, Ohio....... 119 
Netschert, Frank, New York City......... 116 
Nufashond, Reading, Pa..................- 79 
Onken, Oscar, Co., Cincinnati, Ohio....... 119 


Parisian Beading Works Co., Philadelphia 106 


. Success Manufacturing Co., Spokane, Wash.117 


Vanity Novelty Works, Brooklyn, N. Y....115 


Whitcher, Frank W., Boston...... 115, 118, 119 
MISCELLANEOUS 
Armstrong-Lazzare Co., The, Boston...... 100 
Atlantic Printing Co., Boston............. 105 
Blacher, Chas., New York City.......... -118 
Boot & Shoe Workers’ Union, Boston...... 92 
Brooklyn Purchasing Syndicate............119 
Calderwood & Preg, Inc., Boston.......... 100 
Hooper Printing Co., Boston........... 22105 


Kalter Cerf. Merc. Co., Max, New York..119 
New York Export Purchasing Corporation, 


Weme Wees Gee. cccccccteecsvccccsccseses 119 
Root Co., F. 8., Boston..... sukeustoeasone 105 
The Breakers, Atlantic City, N. J........ 116 
The Martinique, New York City........... 116 
Tolman Print, Brockton, Mass............ 105 
University Electrotype Foundry........... 105 
War Dept. Surplus Property Div.......... 123 
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BIG 
AUCTION 
SALES 










NOTE THE DATES 




















Boston, Mass. .......|Feb. 14. 
Ft. Mason, Calif. ..... Feb. 16. 
Camp Kearny, Calif. .. Feb. 20. 
Camp Funston, Kansas. Feb. 23. 
Ft. Sam Houston, Texas. | Feb. 28. 











AT BOSTON, MASS. 

3,000 Prs. Canvas Leggins. 

3,200 Ponchos. 

The catalog of the Boston auction 
will show you that a wide range of 
commodities in other lines, especially 
Clothing and Textiles, is offered. Send 
for catalog. Write or wire—Command- 
ing Officer Boston Q. M. Intermediate 
Depot, Boston, Mass. 


AT CAMP FUNSTON, KANSAS 
(Near Topeka) 

15,465 Prs. New Marching Shoes. 

1,011 New Shoe Brushes. 

15,910 New Leggin Laces. 
20,127 New Canvas Foot Leggins. 
52,270 New Light Wool Socks. 

1,503 Wool Helmets. 

6,500 Eyelets and Grommets. 
This auction also includes a wide 
variety of clothing and equipage, 
general supplies, machinery, iron and 
steel, foodstuffs, etc. For full catalog 
of all offerings, write Q. M. Supply 
Officer, Chicago General Intermediate 
Depot, 1819 W. Pershing Road, 
Chicago. 
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Be Represented at These Big War 
Department Auctions 


You will have the advantage of securing thousands of necessities and 


other commodities at practically your own prices. 


All the material 


mentioned in these lists will be offered to the HIGHEST BIDDER. 
Millions of dollars’ worth of clothing and equipage, textiles, leather 


and harness, general supplies, foodstuffs, tobacco, shoes, 


hardware, 


machinery, office equipment, chemicals, etc., are included in this gigan- 


tic clean-up. 


AT FORT SAM HOUSTON, TEXAS 
(Near San Antonio and Houston) 


5,000 Prs. New Jersey Knit Gloves. 

3,000 Canvas Foot Leggins. 

1,442 Pr. Heavy Wool Socks. 
900,000 Leggin Laces. 

Rubber Boots. 

The catalog will show you a wide 
range of buying opportunity in many 
fields other than those indicated by 
this list. Look over these representa- 
tive items and send for the catalog 
and full information—Address: Q. M. 
Supply Officer, Fort Sam Houston, San 
Antonio, Texas. 


AT CAMP KEARNY, CALIFORNIA 
(Near San Diego) 


14,432 Pr. Canvas Gloves. 

2,393 Pr Heavy Leather Gloves. 
37,971 Pr. Jersey Knit Gloves. 
6,990 Pr. Leather Mittens. (One 


Finger). 
179 Pr. Russet Shoes. (Recl’d.) 
In addition to the above list of items, 
which are a few that are most repre- 
sentative to the trade, you will find 


SEND FOR ALL CATALOGS 


an enormous offering of all other 
classes of goods at all posts, including 
Fort Mason and Camp Kearny. To 
get a complete bird’s-eye view of these 
sales, send for Catalog. Write or 
wire, Quartermaster Supply Officer, 
San Francisco General Intermediate 
Depot, Fort Mason, San Francisco, Cal. 


AT FT. MASON, CALIFORNIA 
(Near ’Frisco) 


33,872 Bed Sacks. 
5,763 Ponchos. 
4,474 Slickers. 


In addition to the above list of items, 
which are a few that are most repre- 
sentative to the trade, you will find 
an enormous offering of all other 
classes of goods at all posts, including 
Fort Mason and Camp Kearny. To 
get a complete bird’s-eye view of these 
sales, send for Catalog. Write or 
wire, Quartermaster Supply Officer, 
San Francisco General Intermediate 
Depot, Fort Mason, San Francisco, Cal. 


You can appreciate the enormous opportunities these auction sales offer you or any other 
buyer by getting the complete catalog of each sale. Request to have your name placed on all 
mailing lists. You will then always know about WAR DEPARTMENT offerings at the army 


depots named above. 


WAR DEPARTMENT 


Surplus Property Sales 
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—and still another 
editor says:— 


“The absence of lacing hooks on men’s 
shoes has been the cause of much 
annoyance. The endeavor, many times, 
to find an eyelet hole leads to harsh 
thoughts and “unladylike” language. The 
coming back of the hooks are in line with 
reason and common sense, and will do 
much to improve the disposition of man- 
kind. Minutes count in the a. m., when 
shoes are being laced, and the hooks save 
not only time but patience.” 

—Lynn Review 


Look for the lacing hooks on samples 
shown you for 1922 | 


Insist on having what you want! 
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FO X 


WHEN SLIPPERED FEET GLIDE OVER SMOOTH 
WAXEN FLOORS, WHEN A DAINTY TREAD 
GOES DOWN THE AISLE OF THE THEATRE, 
THEN FOX SLIPPERS, PUMPS AND OXFORDS 
ARE MOST GREATLY APPRECIATED. 


THE SOCIAL SEASON IS THE FOX FOOTERY 
SEASON. AND THAT SEASON IS NOW. 
FOX FOOTERY IS READY NOW TO GIVE ULTRA 
SATISFACTION TO WEARERS AND PROFIT 
TO RETAILERS. 


Charles K. Fox, Inc. 
Haverhill, Mass., U. S. A. 


BOSTON: 54 Lincoln Street NEW YORK: Marbridge 
CHICAGO: Great Northern Bidg. Buliding, Broadway & 
Mth St., Room 632 


7 
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THE WIDE-AWAKE NOVELTY 





No. 2800. Patent Colt Six 
Pyelet Oxford, Flat Rubber Heel 
Welt Soles. 

B-C-D Widths. . 83.65 
No, 2801. Same Style in Tan 
Calfskin wTTTTTeT 83.65 
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SEVEN 
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SHOE HOUSE OF AMERICA 








No. 2803. Patent Colt, 
Wide Strap, Sliding Buckle, Flat 
Rubber Heel, Welt Soles. 


B-O-D Widths. .$3.75 











ORDER TO- DAY 


FO 


IMMEDIATE. DELIVER 











No. 2200. 
Bik Oxford, 
Fiat Heel, 


Fine Quality Pearl 
Patent Colt Apron, 
Welt Soles 
CD Widths. .83.00 

Same pattern in 
Brown Calf Apron. 
C-D Widths. 85.00 


No. 2201. 
smoked Elk, 






No. 4701. Patent 


Women's 


Colt, One Wide Strap, Nickel 
Buckle, Welt Soles, 12/8 Military 
Heel. A-B-COD Widths. .83.50 


32S. WELLS ST., 











No. 2801. 


Patent Colt, Sally 
Sandal, Full Louis covered Heel, 
Turn Soles. 

A-B-C Widths. .84.50 


“TRUE TO ITS NAME” 


# 





Yo 


No. 4705. Genuine Nut Brown 
Calf Oxford, Flat Rubber Heel, 
Welt —. 

A-B-C-D Widths. .83.50 


a Style wis is. 


ftatlon Oeting 





} oy s ba Pat- 
oy .- * One 
Sides, 12/8 
Heel, Flexible McKay Sole. 
D Widths. .$2.50 


NOVELTY SHOE CO. 





CHICAGO 
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GUARANTEED SELECTIONS 
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Meeting Your customer's 
purchasing - power right! 


There is no doubt that the buying-public has 
a diminished purchasing-power now. It still 
wants quality footwear but expects it at re- 
duced prices. 


You can meet this trend right, if you will 
specify STANDARD KID. Through reduced 
overhead due to increased production, and 
through our policy of working on a small 
margin we can place STANDARD KID in 
the hands of your manufacturers at prices 
that will effect a considerable saving all along 
the line. STANDARD quality is in every 


skin. 


Specify STANDARD KID. 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, Chicago, 
St. Louis 
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Kallman 


Guaranteed Weight | | 


SHOE LININGS 


GIVE you uniform quality 
in your production. 


i 





TWILLS FLANNELS 

GIVE shoes greater wear . rer sock 
DRILLS and longer life. LININGS 
DUCKS 


GIVE assurance that infe- TOP FACINGS 


riority will not creep into 
your production. 











EACH QUALITY STAMPED WITH ITS GUARANTEED WEIGHT 





Sole Distributors for 


‘ 5 SIA LE Som, 


ATHENA CHROME KID 


BLACK CHAMPAGNE 
WHITE RED 
HAVANA GOLDEN 
GREY and All the Newest 
Creations 





ALSO EBONY CABRETTAS IN BLACK AND COLORS 


Julius Kallman Company 


61-65 South Street, Boston, Mass. 

JULIUS KALLMAN CO. A. R. MUELLER & CO. A. M. ROBLEE 
_Milwaukee, Wis. St. Louis, Mo. 

iii! hin} by “s ; ' 
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STYLE 401 
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BARNET’S RUSSIA CALF 


Goodyear Welt - - 8/8 Solid Leather Heel 
Widths A-D - - - - Price $4.50 


Wire orders if your need is urgent. 






“Follow the Creighton Line” 


A. M. CREIGHTON LYNN, MASS. 
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EARLY SPRING NUMBERS 
NOW READY FOR SHIPMENT 


ip, 
j ; a 







Three Very 
Attractive Styles 
That Are in 
Great Demand 


All Made From 
Top Grade 
Materials 






1306—PAT. LEATHER 
SIDE GORING 


AA TO C 


$5.50 








1304—PAT. VAMP GREY 
SUEDE HIGH HEEL 


1302—GREY SUEDE, HIGH HEEL 1305—PAT. VAMP GREY 
1303—GREY SUEDE, LOW HEEL SUEDE LOW HEEL 


AA TOC - AA TOC 


$6.00 $5.75 





oe cote 


7 





W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 N. FOURTH STREET +: + PHILADELPHIA 

















ABT Write or Wire at Once (===3E5=s 
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Alone in its Elegance 


The tanning experience of fifty years — 
two decades of which have been success- 
fully directed to producing the whitest 
white—has placed White Levor Grain 
goat on this pinnacle. 


Accept White Levor Grain goat confi- 
dently — it deserves your trust. 


G. LEVOR & CO., Inc. 


TANNERS 


NEW YORK GLOVERSVILLE BOSTON 
Arthur S. Patton Lea. Co., St. Louis Geo. W. Newman Leather Co., Cincinnati 
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This Is Number 
Seven of a Series. 








The 
Distinguishing :— 


Rendering notable— 
particularly in excel- 
lence or refinement.— 


Webster’s Dictionary. 














HAVANA 
BROWN 








NEW CASTLE KID 


Fine shoe leather to-day plays quite as import- 
ant a part in successful retailing as fine dress 
fabrics. 


Women are looking for the same distinguishing 
qualities in their shoes that they have always 
demanded in their frocks and headgear. 


This is one of the reasons why New Castle 
HAVANA BROWN Kid continues to be so 
widely used in factories that stand for the highest 
class of shoemaking. 


The testimony of most experienced authorities 
in modern shoe styling, places New Castle 
HAVANA BROWN Kid at the fore-front for 
quality and distinguishing color that makes 
notable shoes. 


Judge it by its users. 








New Castie Leatuer Company, Inc. 


Boston 











NEW YORK 


Montreal, Canada Chicago St. Louis Philadelphia 
and the principal Leather and 
Shoe Centers Everywhere 
FACTORY: WILMINGTON, DEL. 





























F 
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QO Best 
waa atthe Price 


OUR leathers, B. P. Kip, full grain Veal 

and Calf in gun metal and new light ma- 
hogany—Kid in black and Havana brown. 
High quality genuine oak tanned soles. Full 
grain one piece inner soles. Wingfoot half 
rubber heels on solid, all leather base. Sole 
leather counters first quality full grain. 
Durable twill linings of excellent wearing 
quality. Full felt lined tongues. 


scott: ty Your Profit is 
Our Profit 


Blucher, % 
Wingfoot Heel, A-Grade 
Full we, Counter, Sena- 

To profit through another’s prosperity is desirable. To grow 
through another’s growth is pleasing. Such prosperity and such 
growth are fundamentally sound and permanent. 








tor Last (A/C Combina- 
=. Cc, D and BP. 6 to 
11 - 84.50 
No. " 406—Hayana Brown Vici Whole Quarter 
Blucher, % Wingfoot Heel, A-Grade Full Grain 
Counter, Senator “an ( (a7 eererereends Cc, D 
and BD, 6 to 11... cece cece cccecrecsceces 84.60 













We have no benevolent thought in mind in offering our new 
line of men’s fine dress shoes at such low prices as to challenge No. 402 
competition, but we believe that the co-operation we are offer- 
ing the trade through fixing such prices on B-P Standard Shoes 
will reflect to the trade’s profit and we feel sure that if we are 
instrumental in advancing your affairs you, in turn, will 
reciprocate by giving us your patronage. 


The numbers illustrated are fair examples. of the 
line, but to really appreciate the line send for beauti- 
fully illustrated broadside, which will be forwarded on 
request. 


No. 402—Black 
Calf Whole Quar- 
ter Bal. pertpented tip, 
vamp and eyelet line, 
Wingfoot Heel, A-Grade Full Grain 
Counter, Polo Last, C and D, 6 to 11, 
$4.50 


All Shoes in Stock for Immediate Delivery 


BEALS-PRATT SHOE MFG. co. 


MILWAUKEE, WISCONSIN 
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THE DUTTENHOFERT 


MASTER BH 
CINCINNA’ 
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supports the waist— 


‘“‘“_—s9 the Master Futkorset Shoe 
supports the arch” 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from 
arch discomforts, it helps weak 
feet become normal, it prevents 
fallen arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees 
of Fashion. ‘The stylish lines of 
the various models and the elegant 


materials used in their manufac- 
ture cannot help but please the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and re- 
peat sales that have attended the 
stocking of this shoe in hundreds 
of high class shoe stores throughout 
the country have proven our shoe 
sales-builders. If you have not 
stocked it, you have overlooked a 
certain seller. It is made in both 
high and low models. Send in your 
order at once for a trial dozen. 








THE FUTKORSET 
SUPPORTS THE FOOT AS— 




















4 CORSET 
SUPPORTS 
THE WAIST 











EBTEVENS COMPANY 


. BHOEMAKERS 
SINNATI, O. 





Reg. U. 8. Pat. Office 
Trade Mark 

















‘Lamews - 





a? 4 
; 
‘i ge | 
I Zo 
~~ Ae . 
ne ee ‘ 
’ 
—_— 


| Va : 





———— OTI_ 2 —— 
Individual Chairs Improve the Appearance of Your Store 


‘Ir is worth a good deal to have a store that people 
feel athome in. The chief factor in creating this ~ 
atmosphere is the Individual Chair. ~ ~ + — ~~ + 


























Ler us su gest a seating plan to harmonize with 
your present store fittings. We make chairs of all> 
types and periods, with fitting stools to match. For 
many of the attractively furnished stores that you re- 
cently have read about in this paper, the Individual 
Chairs were designed and executed by us. ~ ~ > 









THE cost is in line with sound business judgment. 










(\" 
OG MILWAUKEE CHAIR C@ 
“Os , FOR OVER 1. Fine CENTURY 













LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE CHICAGO NEW YORK SEATTLE -*- MINNEAPOLIS 
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Is Equipped to Give You 
Daily Shipments — Not 
Promises — But Shoes 
When You Want Them 
— Ask Us for Our In- 
Stock Catalog. 
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104-LOTUS 


CALF KIP AND SIDES 


The Spring and Summer fashions of 1922 will 
show 104-LOTUS as the predominating leather 
in stylish footwear. This new shade instantly 
captivates. 


Invariably, there is always a superior product. 
In leather, it is LOTUS. 104-LOTUS is of the 
same standard as the celebrated “LOTUS” 
LEATHERS which have played a very impor- 
tant part in the development of the shoe in- 


dustry 


Ask your manufacturer to have this leather built 
into your Spring and Summer numbers. Buyers 
of fine footwear will appreciate the value of 


104-LOTUS. 


Pfister & Vogel Leather Company 


Milwaukee Wisconsin 
ESTABLISHED IN 1847 


7 
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You Can Retail “HanaE” Turns 


Hopkins and Ellis Turn Novelties offer pro- 
gressive retailers an opportunity to meet 
the ever-increasing demand for $6 to $8 
footwear with‘shoes that will add to the 
prestige of their store. “H & E” 


The Newport made in 















—— bp xd ngosess ts Turns are made to give satisfaction 
Gray Suede ..........- 5.75 and are priced to attract trade. 





“Every Hopkins & Ellis Turn is a Real Business Builder’’ 











Several desirable styles 
are carried in stock, for 
immediate delivery. Send 
for our latest in stock bul- 
letin. 


Ready for 
Delivery In 
Four to Five 
Weeks 


The Aristo two button one strap 
Ce eee $4.90 
Patent Vamp, Gray Suede 
SSS 

Ge EE v.cvcacccwseens 5.90 








We are prepared to ac- 
cept orders on these con- 
vention approved styles in 








any number of pairs to a 
width. AA to C widths on 
all styles. Order as many 
pairs of each width or size you 

want and we will make them up 
for four to five weeks’ delivery. 





Patent Vamp Gray , 


HAVERHILL, MASSACHUSETTS oe rte: 5.55 


Gray Suede ........+ 5.75 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


DEGEN LIPP, Ine. 
133 te Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Jalius Grossman, Inc. 
872 DeKalb Avenue 
BROOKLYN 
Wm. Henne & Co., Inc. 
957 A. Avenue 

UU KLIN 
Rn. H. ‘ockine Co. 
39 Gth Street 
LONG ISLAND CITY 
Horn Shoe Co. 
145 Roebling Street 
BROOKLYN 
F. 8. Kauder Shoe Co. 
10 Leo Place 
BKUUKLYN 
American Shoe Co. 
166 Livingston Street 
BROOKLYN 
J. J. Lattemann Shoe 


‘=. Co. 
St. Edwards Place 


BROOKLYN 
Maetrich Eyre & Co. 
242 Greene Avenue 





BROOKLYN 
i. Miller & Sona, Inc. 
1 Cariton Avenue 
BROOKLYN 
Morse & Burt Co. 
1 Cariton Avenue 
BROOKLYN 
Pincus & Tobias 
17 -_~ Avenue 
OOKLYN 
Parisian Shoe Co. 
226 Varet Street 
BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 


Siggect h B BROOKLYN 
: 
pl ee: ie Khe ee 

a ‘ Spaces 


“ee 


¥ 


a a 


OF NEW YORK, Inc. 


Dr. A. Posner Shoes, Inc. 
141 Roebling Street 
BRKUUKLYN 
Rogers & Davis 
1615 East N. Y. Avenue 
BROOKLYN 
Strassburger-Stiles 
99 Myrtle Avenue 
BROOKLYN 
Chas. W. Strohbeck, Inc. 
309 Johnson Street 
BROOKLYN 
Vogel-Miller 
4th Avenue & Baltic Street 
BROOKLYN 
8s, pig ey ¢ & Son 

2 Throop Avenue 
BROOKLYN 
Ss. Weil & Co. 
379 DeKalb Avenue 
BROOKLYN 
Algier Shoe Co. 
138 Broadway, — ams Ave, 


BROOK 
Julius ‘Altschul 
220 Varet Street 
BROOKLYN 
Kozak & McLoughlin 
14th Street & Govenor Place 

LONG ISLAND CITY 
George W. Baker Shoe Co. 
343 Classon Avenue 


BROOKLYN 
Baker-Chandler Co., Inc. 
641-649 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 
BROOKLYN 
J. T. Cousins 
869 DeKalb Avenue 
BROOKLYN 
John Cramer & Son 
199 Steuben Street 
BROOKLYN 
Bert E. Drake Shoe Co. 
235 Park Avenue 
BROOKLYN 
D. H. Chandler Shoe Co. 
166 Livingston Street 
BROOKLYN 
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N? until women stop wanting and wear- 
ing beautiful footwear will the prestige 


of Brooklyn-made shoes cease growing. 


The index of this year’s renewed demand for 
women’s fine shoes is coming to us from the 
leading dealers all over the country. 


In almost every community shoe-style leader- 
ship is usually found in the stores where 
Brooklyn shoes are carried. Are you not in- 
terested to know how easily you can acquire 
this same leadership in your city? 


Shoe Manufacturers Board of Trade 
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If purchased today for Spring 
delivery can be sold at the old 
popular price of 


25c a pair 


Affording You a 45% Profit 


When silk shoe laces are wanted — 
they are wanted badly — with a corre- 
sponding increase in price. 
It will be to your advantage to anticipate 
your Spring and Summer 
requirements now. 


HUTMACHER BRAIDING CO. 
Paterson, N. J. 


There is a Sure-typ Distrib- 
utor near you. Ii you do not 
know him write us for his 


mame 
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Famous 


Saas 


























No, 852 
Wine Scotch Grain Oxford 
Tan C ~. Top 
Boston Last 
Fibre Middle ‘So le 


Stitche d Around Heel 
Goodyear Wingfoot Heel 


The standards under which 
we produce Weber UNION 
MADE Shoes do not vary. 


Consequently Weber Shoes 
give their wearers the same 
unvarying value season by 
season and year by year. 


Made to retail at $5 to $9 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building 
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MUTT 





IN STOCK 


A TRIAL ORDER OF THE SHOE PICTURED BELOW 
WILL DEMONSTRATE HOW HARRISBURG “IN STOCK” 
SERVICE WILL ASSIST YOU IN SOLVING YOUR 
TURNOVER PROBLEMS AND MEET THE DEMAND 
FOR SNAPPY, STYLISH, WELL-BUILT SHOES AT 
POPULAR PRICES. 





























$3.25 


IMMEDIATE 
DELIVERY 








GOODYEAR WELT—RUBBER HEELS 








No. 204 BROWN KID, A-B-C WIDTHS 
No. 205 BLACK KID, A-B-C WIDTHS 
No. 933 BLACK CALF, B-C WIDTHS, $3.35 


TERMS 5%-10, 4%-30. CASE LOTS 7%-10 PROX. 
SAMPLES SENT ON REQUEST 


Che Harrisburg Shoe Mfg. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES. 
OF VALUE 
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Price Was Secondary 


They Insisted On Quality Heels! 


O those manufacturers who are wobbling 
on the brink of cheap rubber heels in 
place of the good, trade-marked grade they 
are now using—this true story is addressed. 


We supply one of the largest high-grade shoe 
manufacturers in America with all their rub- 
ber heels. As it is one of our accounts 
which we naturally feel proud of, we were 
glad, not long ago, to offer them voluntarily 
a lower price than their contract called for. 
We had no intention of lowering the quality 


but were merely passing on a saving we had 
been able to make. 

To these manufacturers quality is paramount. 
So they thanked us for our offer but said they 
were perfectly content to continue to pay the 
higher price in order to absolutely guarantee 
the quality. 

Shoe manufacturers with vision are “leaning 
backwards” to maintain their products quality. 
Some rubber heel makers are “leaning back- 
ward” with them. We are proud to be num- 
bered in this select circle. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD, MASS. 








ARMORTRED HEELS 
Add a Finishing Touch to Shoes 


ARMORTRED SPORT 
SOLES AND HEELS 


Have the same character and qua/- 


ityas ARMORTRED HEELS. 





























SOLES 





ARMORTRED 


AND HEELS 
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NEW SPORT MODELS 


IN WHITE BUCK AND PATENT LEATHER 
VAUGHAN’S IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY SEWED SHOES 








TWO FACTORIES—CAPACITY 
5500 PAIRS DAILY 





DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


‘ FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Payee ele eae eae eee sae eee 
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THE DANIEL GREEN LINE 
FOR 1922 IS NOW READY 


ANIEL GREEN salesmen are now on the There are a number of new things about the 
road, with the 1922 line of genuine 1922 Daniel Green line that will interest you 
—both in styles and prices. Each year sees an 
increase in those far-sighted dealers who no 






















Comfys and quality Boudoirs. 





Dealers who realize the dominating position longer regard Daniel Green slippers as a short 
that the Daniel Green line has achieved— season proposition, but give them a prominent 
through quality of product and steady year- place in their stores all the year round. 
after-year advertising—will not be tempted Our national advertising is greatly increased 
to experiment with cheaper imitations. They for 1922, and will run steadily throughout the 
will wait for the Daniel Green salesman. year. A constantly increasing demand is be- 
aes : , ing created straight through the year, which 
But if you are in a hurry—and wish to place means increased profits for the dealers who 
your order before our salesman s advance no- see the larger possibilities of this famous line. 
tice reaches you—write us direct, and we will 1922 will be the biggest Comfy year ever 
put you in touch with him, known. . 


The Green Book Is Ready for You 


Prepared especially for dealers who handle the Daniel 
Green line, to help them increase their profits. It tells 
in detail how Daniel Green Slippers will be advertised 
in 1922, and gives valuable suggestions and practical 
helps for tying up your store, in a profitable way, with 
this great national campaign. A copy will be sent to you 
free on request. 


DANIEL GREEN FELT SHOE CO. 


GjDaniel Green) 
Comfy/: 


REG. U.S.PAT. OFF. 


















General Offices: 
Dolgeville, N. Y. 


New York Salesrooms: 
116 East 13th Street 






GENUINE 


Comfy Slippers 


FOLLOW THE GREEN LINE 


SS 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop, It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 























UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me... ..87 Main Haverhill, Mass.......145 Essex Milwaukee...........258 Fourth Philadelphia.....221 North 13th 
Brockton, Mass ..+-98 Centre Johnson City, N. Y¥ .124 Main New Orleans........216 Chartres Rochester, N. Y........ 130 Mill 
Cincinnati. ..708 Broadway Lynn, Mags........ .806 Broad New York............37 Warren es Be ccocccccces 1423 Olive 
Chicazo 18 South Market Marlboro, Mass......11 Florence J. K. Krieg, N. Y....39 Warren San Francisco.......859 Mission 
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You Can't Beat These Shoes 
\._ At These Prices 












You will make friends with every pair you sell, for these are not merely 
low priced shoes, but good shoes for the price. We could not sell them 
so reasonably, if we were not turning them out in big volume at a few 
cents profit per pair. 


Ask Your Wholesaler 
for Samples 


If he cannot supply you, 
we will put you in touch 
with a house that can. 


Globe Shoe Company 


Women’s Welts and White Canvas McKays 


Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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Stock No. 104—CGallun's Black Norwegian Cir- 
cular Foxed Oxford. 
throughout. 


10/8 heel. 


Last 
135 


BOSTON—207 Essex Street 


Price $5.50 






Square wing tip with fancy cen 
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The 


r d Shoe 


BRANDED OR UNBRANDED 


FOR MEN AND WOMEN 


STOCK STYLES READY TO SHIP 





Price $5.25 


B-538—Winsor Last. Our Mirror Patent Oxford. 
Light Weight Construction. Flexible Sole. AA- 


bD. Code Word—Crystal. 


B-548—Same shoe as above in Gun Metal Calf. 


Code Word—Comet. 








Perforated throughout. 





single sole. On 


(Send for Catalogue ) 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


NEW YORK—127 Duane Street 
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Stock No. 861—Bal, Ton 


throughout. Fanc 

perforation in tip. Coodyear “Wingfoot™ rub 

Perforated and Pinked “Vogue” last. Heavy single sole. 

Stock No. 871—Style like No. 861, P & V No. 104. 
Fancy center perforation in 

Code Widths tip. Goodyear “Wingfoot” heel. 


Grape AA-D Our Advice” last. 


ATLANTA—238 Peachtree Arcade 
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Perfect “team play’, with every one of our 10 
factories to help shoe manufacturers in every 





Service That Is Service 


emergency, is proving more forcefully than ever 





our ability to render service that is service—at the 
time when it is most needed. 

Thinking shoe manufacturers don't say “How can 

we get the lasts in time?’’ They put it up to the 

Headquarters: Boston, Mass. 
Ten Factories — Six Show Rooms 

ROCHESTER BROCKTON BOSTON ; CHICAGO 

HAVERHILL NEWARK 212 Essex St. . Wells Bldg.,. Rm. 406 
3 AUBURN LYNN CINCINNATI PHILADELPHIA 

ST. LOUIS CHICAGO = Sycamore St. 331 Arch St. 

MILWAUKEE NEW YORK gpg neo 








—L<_iiicc ccc ccc ccc 
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Such Particularity Means A Lot 





One of the largest retail shoe merchants in the 
U.S. A. recently placed a very large order for men’s 


shoes. 


By far the largest proportion, 18,000 Pairs, called 
for the use of CREESE AND COOK’S “TONY 


RED” CALF. 


This merchant still went further. 
asked us to do everything possible to help the manu- 


| 


He wrote us and | 


facturer who took the order to give early delivery. 





This occurrence proves at least four facts 


]* That Creese & Cook “TONY 

RED” continues to be far and 
away the most popular colored calf 
leather. 


gnd That big progressive retail 

stores like this one are more 
alive than ever to the necessity of 
complete value giving, as an upholder 
of their prestige. 


3rd That the quality of CREESE 
& COOK leathers is well 
known and appreciated in the most 
progressive retail shoe stores. 
Ath That there are still plenty of 
Americans who know that it 
pays to buy the better grades of shoes 
—for CREESE & COOK “TONY- 
RED” CALF cannot be figured in the 


cheaper footwear. 


CREESE and COOK COMPANY 
Makers of The Only Genuine 


TONY RED CALF 


Reg. U. S. Pat Off. 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 


NEW YORK 
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for Feb. and March 
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BATES SPECIALS 
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Bates Brogue 


6300—Black Boarded Grain. 
p bee mid- sole. Full extension outer 
sole. ‘“‘Wingfoot’’ rubber hee 


No. 6305—Same except made of 
Gallun’s “No. 4” tan Norwegian 
Grain. 
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r WO months of good Winter and early Spring weather yet remain to 
make these Bates Brogue Boots rapid sellers. Our In-Stock department 
feels the stiff demand for them and is shipping rush orders every day. 
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These flexible toe shoes are excellent profit producers. They are Bates 
Specials in every sense of fine construction and moderate price. We advise 


quick orders. 
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Better send right away for an advance copy of the Bates catalog of In- 
Stock Specials for Spring. It’s full of the smartest low. shoes for men 
you'll find this season. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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New Styles 
from 


“TheE&M 


Line of 
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Both are sellers and moneymakers for 
you. They are made in our Haverhill 
factory which assures the workman- 
ship that satisfies. The Two-Button 
One-Strap is a Turn with Patent Vamp 
and Gray Buck Quarter and Heel Cov- 
er. Made on our new 61 last. Carries 
10/8 military covered heel. 


Price $4.00 


The shoe below is our Bombo Welt, in 
Gray Nubuck. Gun Metal Calf short 
wing tip and foxing. Made on our new 
85 last. Carries 7% leather military 
heel. 


Price $3.75 


N. B.—Our new line to retail at $5.00 is going strong and 
bringing orders from the best houses in the country. 
Get in on it! 

















Haverhill, Mass. 


_ Emery & Marshall Co. 
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The perfection of “Period Designs” — 
is the resulting of work of artists who in an 
earlier age threw themselves heart and soul 
into their search for pure beauty and who 
thought a lifetime none too long to devote 
to it. 


By reproducing these designs correctly 
and adapting them to wood display fix- 
tures— 


Window display is made to have an in- 
dividual and distinctive character. 


This results in increasing sales for your 
store—as the charm and warmth of your 
windows will display “your shoes” in an in- 
viting and pleasing manner, that is bound to 
attract favorable attention for your mer- 
chandise. 


Thus by combining beauty and utility a 
practical display fixture results—with such 
fixture “Sales Producing” displays are pos- 
sible. 


Catalog “I” is full of many excellent dis- 
play suggestions. 


Ask us to mail you a set. 


HUGH LYONS & COMPANY 
“Make Buyers Out of Passersby” 
707 South Street, Lansing, Michigan 


CHICAGO NEW YORK 
232 S. Franklin St. 35 W. 32nd St. 


BOSTON—S2 Chauncy St. 


The 
Adam Period 
Design 
Double top Shoe Stands. 
Tables. 


Plateaus. 









Flat top displayers. 
Card holders. 


All Shoe Stands 
Have Three Way 
Couplings— 
This distinct ad- 
vantage allows ad- 
justment of the 
shoe top as de- 
sired. and because 
these tops are se- 
cured in place by 
round pegs the 
tops can be turned 
in any position. 
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Plain 
Leather 
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Counter, Single Sole, Goodyear Welt, 


Insole, 





1.35 
1.35 1.65 





Leather 
IN STOOK, EEE. 
WISCONSIN 


5-8 83-11 113-2 


1.15 


Half Rubber Wingfoot Rubber Heel, 


No. 853—Men’s Vici Kid, 
last No. 84. 


PONY LACE 
.Toe Bal, 
f sturdy 


AAA AAA AA AAT 


And the price 


40 Brown Kid Romeo, double sole, 2.15 
day. 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


41 Black Kid Romeo, double sole, 2.15 


‘e) 


AAAAAAAAAAANAAAAAAAAAAANS 


WIDE TOE ONLY—SECOND QUALITY GUN METAL 


HAGERSTOWN, MARYLAND, U. S. A. 


2410 Wedge heel 
2410H Heel 


The thoroughly sound construc- 
Send for it to 
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Comfort alone is not the predominating feature 


tion assures maximum wear. 
Merchants who are keen buyers will be inter- 
ested in our complete in stock catalog o 


marks it as a great value. 


service shoes. 


La Crosse Boot and Shoe Mfg. Co. 


of this shoe. 


t 
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STITCHDOWN 
Comfortable 


ao 
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Uniform, flexible-and 
always dependable 


our own mills, This complete control of raw stocks and 
manufactured product insures a standard of quality un- 
equalled. 


q material used in making Mousam Counters is produced in 


A necessary quality in counters is uniformity. If the shoes are to 
be mates the counters must be mates—must be exactly alike. Exact 
uniformity is found only in Mousam Counters. 


And Mousam Counters are flexible. They conform to the lines of 
the foot and hold their shape permanently. 


Leading manufacturers and merchants find Mousam Counters most 
dependable. They select them because of their quality—because 
they represent the highest standard of value—because their use is 
truly economical. 


 MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 








| ROGERS FIBRE COMPANY 


Mousam Division 
121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 


33 























6) C 10 THE ONLY COMPLETE ALE-LEATHER L!NE 
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760 







763 





BORDEAUX MODEL 
Full Grain YORKSHIRE MODEL 
Mahog. Veal Full Grain 
Mahog. Veal 












$ 325 $325 


Less 5% 10 Days Less 5% 10 Days _— 


IN STOCK —_ 30 Styles 


Most people who buy them, say, “How can they do it?” f Suc 
















All Equipped with New Spring Catalog | M 


Goodyear Wingfoot Heels 
Sold in Dozens Only 


Packed sizes 6,7 or 8 J.C. MOENCH S 


to 9, 10 or 11 
D Widths Always In Stock for CENTRAL OFFICES, 117 


Immediate Delivery 
















733 
PARIS MODEL 
Full Grain 
Mahog. Veal 


$3.50 | $350 


Less 5% 10 Days Less 5% 10 Days 


Gp OUR PRODUCT TESTED BYfl 
























NED RETAIL AT FIVE DOLLARS THE PAIR. { 


ej 












766 
ENGLISH BAL. 
Full Grain 
Mahog. Veal 


762 
ROUND TOE 
Full Grain 
Mahog. Veal 


i\ODEL 


| $310 — 


Less 5% 10 Days Less 5% 10 Days 


s | Boots and Oxfords—[N STOCK 


t?” — Such values make the independent retailer unafraid of competition 








All Equipped with 


log Mailed On Request Goodyear Wingfoot Heels 
HISHOE COMPANY _ Sxmpte cae 
ES, | 117-119 Beach St., BOSTON on Request 











720 
LONDON MODEL 
Full Grain 
Maheg. Veal 





+30 


Less 5% 10 Days 





OF FEET SINCE 1860 
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CHILDREN’S SHOES 





' 

' 

8 ? 

MANUFACTURERS CO. WOMEN’S 
AND 2 AND 

JOBBERS 

' 

' 

' 

= 


BOOTH — 2 


is where you will see us at the convention of the Pennsylvania Shoe 
Retailers’ Association, Hotel Penn-Alto, Altoona, Pa., on February 20th 


and 2st, LOO 


WHERE WE WILL 
have to offer for your inspection WONDERFUL VALUES and the Very 


Last Words in Shoe Styles. It is most important to you that you see 
our line before placing any spring orders. 





OEE 


oe 
= 
a 


Our Messrs. A. W. Copland and Harry Klein will meet you 
and show all our features for your approval at Booth No, 2. 
in the Hotel Penn-Alto, during the Pennsylvania Shoe Retailers’ 
Association Convention, at Altoona, Pa., February 20th and 
21st, 1922. 


You cannot consider your purchases complete without having at least some 


of our SELL-THEM-QUICK-STYLES. 


PEPERDEEGCCUGQQEEEEGGGRERCCRCUEREEEEGQCQGEEEEEEAEI A CO ae 


a 


= suena neem LISTEN MU 


La. MTN OPAL LD. LLP LL.D 





ps 2oxP RUHL 


‘Best Shoe For The Least Money _ 


Three to Four Weeks’ 
Delivery 





Ladies’ Patent Leather One Strap, Per- 
forated Vamp and Strap, Imitation Straight 
Tip and Medallion, 12/8 Heel with Goodyear 
Wingfoot Rubber Top Lift, Single Sole. 
Also in Louis and Junior Louis Heel. 








Jobbing and mail order trade only. 














MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 

















YQ M-C M¢Kays: 
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YES! THIS IS A 


99 
46 


ANKLET ORNAMENT 


ception and distinctly a D-P product in execu- 
tion. Its beauty is captivating, surpassing as it 
does any of the previous uncommon effects for 
which our company is famous. A handsome 
profit is yours on each pair sold. Feature it right 
now for all social occasions. 


Send for samples and prices. 


Dalrymple-Pulsifer Co. 


Makers of shoe ornaments for world markets. 


Haverhill, Massachusetts, U.S.A. 





And it is some classy ornament, clever in con- . 
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the PULL TOGETHER ¢f 
ENSIGN SHOES 


Merchants who have built 
up a reputation for Service 
to grown-up folks can ex- 
tend their business safely 
by stocking Ensign Welt 
Shoes for Boys. 














Stock No. 402 


Little Gent’s Mahogany Russia 
Bal, Goodyear Welt, Foot Form 
Last, Oak Sole, Springstep Rub- 
ber Heel. Widths, D and E. 
Sizes, 8% to 13%. 


Price $2.55 




















THE ENSIGN SHOE CO. 


BELFAST, MAINE 
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A 
NZ ~~ 
Style No. 422 


1% Inch Heel. 
AA to EE IN STOCK 
Price 85.35 


Style No. 693 


stance grade. 


AA to EE IN STOCK 
Price $4.75 


\ 
™ J. J. GROVER’S SONS COMPANY 











LYNN, MASS. 


~~ 
Gas Boston New York 
SO Boylston St., Little Bldg. 47 West 34th Street 






































Where Manufacturer ad 


Consumer Meet 


HE CLARIDGE lobbies and din- 
ing-rooms afford shoe and leather 
men an unusual opportunity to observe the 
models that are popular with well dressed 
New Yorkers. 


ee 


On your next trip to New York, make the 
Claridge your home. Tell them when you 
arrive that you are a shoe or leather man. 
That’s all that is necessary. 





HOTEL CLARIDGE 


BROADWAY aé 44th. STREET 
NEW YORK 





WS SF 2AW—-— D-DD LPDOmoRRSE 








Paris Kid Blucher Oxford on No. 240 Last. 
Medium Toe. Kid Tip. Flexible Welt. 


Same in less expensive Kid. Lady Con- 
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DISPLAY 
CREATES 
SALES 





New York Showroom: 


607 Marbridge Bldg. 








DEGEN --LIPP, Inc. 


Makers of 


Women’s Best Turn Footwear 





“JEWEL” 


_ 


Factory: 
133-143 Floyd Street, Brooklyn, N. Y. 








NEW LAST 
NEW PATTERN 














NN 

















No. 1—Kid 


AAA 


- No 


= ber Heel. 





Tip. 8 inch Vici 
Kid Polish, Cat’s Paw 
Rubber Heel. 10 inch fine sole. Sheep 
eushion sole bottom lining. In Stock. 
Sizes 8 to 8. D and ED Widths. 


Price $3.40 


. 2—Kid 
Tip Vici Kid Ox- 
ford. Cat’s Paw Rub- 
10 inch fine sole. Sheep 
cushion sole bottom lining. In Stock. 
2% to 8. Widths D and . 


Price $2.65 


ANDOVER 


IN STOCK 


When you're talking real 
quality in comfort shoes here’s 
the opportunity to give your 
trade a product that is the re- 
sult of “80 years of shoemak- 
ing;” the latest in modern ma- 
chinery and craftsmen whose 
knowledge of turn shoemaking 
is born in them, combine. to 
produce shoes that are a credit 
to any merchant who sells 
them. 


Here they are on the floor, 
ready to ship. 


J. W. BARNARD & SON 


SHOEMAKERS 


MASS. 


Barnard Comfort Shoes 


ber Heel. 10 inch fine sole. Sheep cush- 
fon sole 
8. Widths D and EE. 





Paw Rubber fe 
Sheep cushion sole bottom pak In 
Stock. 5 









No. 3—Unlin- 
ed Vici Kid. 8 
inch Polish. 
Heel. 


3 to 8. Widths D and 
Price $3.30 


No. 4—Unlin- 
ford. Cat’s Paw Rub- 
bottom lining. In Stock. 2% 


Price $2.65 





WM 
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Staunch and Serviceable as a Heavy Sporting Boot 


Chocolate, chrome-tanned waterproofed leather. Its unique 


construction 


foot and ground—more protection than the ordinary street 
Its light weight appeals to the outdoor man. 


shoe. 


The Russell quality speaks for itself. 


shoemaking. 


Made of Chocolate elkskin, with soles of flexible, sturdy 
Natural shape affords every freedom to the 


Maple Pac. 
foot. 
The ideal of 


for dry season wear, and a sensible “‘pal’’ for the growing 
lad. 





Sell Russell’s 















IKE WALTON 


Flexible as a Moccasin 
provides four layers of leather between the 


So does Russell 





The Scout Moccasin 





comfort and service in moccasin footwear 





Write for Dealers Price and 
Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 













All 


Fairy 1151— 
“D, 


Fa 
Spri 
8%- 


Russia Calf 





ng Heel, C-D, 
1... 82.85 








Three Surefire Hits 


Polish—Pony Cut, Turn 





Tan Russia Calf Button, Regular Cut, Turn 
Patent Leather Button—Dull Kid Top, Turn 







ce a ee ne Fl a Ls 
"_————aaa————.._ 


hoes 

















TRADE MARK 


In Children’s Shoes for which there is an immediate call. They meet 
the needs of every retail shoe merchant, because they are models in 
universal demand, and Fairy shoes have merit in quality, in work- 
manship, in style and in price. They are carried in stock. 


GRIEB SHOE MANUFACTURING CO. 


309 ARCH ST., PHILA. 
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22532 

White Canvas Black cf. 
Trimmed 
NEOLIN 


$4.75 





22510 


Smoked Horse Tan cf. 
Band 


NEOLIN 
$5.00 





22544 
Grey Side—White cf. 
Band 


NEOLIN 
$5.00 


a THE SELBY SHOE CO. 


Portsmouth, Ohio 
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REG.U.S.PAT.OFF. 





BIN keeping with the 





J increasing demand 
for low heel sport footwear 
of high standard. We are 
offering three out of a long 
line of similar styles for the 
consideration of Shoe Mer- 
chants catering to discrimin- ° 


ating trade. 
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For Quality— 
For Latest Style— 





No. 465B 
White Sea Island Grecian One 
Strap, Imitation Turn, 12/8 mil- 
itary heel. Sizes B, C, D. 2% 


For Lowest Price— to's. 


Ask your Jobber for the famous line of women’s fabrics made by 


Hartman of Haverhill 


Hartman Shoes are made right and sold right. They are not 
cheap shoes at a cheap price; but good shoes at a popular price. 


If your jobber does not carry them write us direct 


Insist on You get 
Hartman more for 
Shoes your money 





No. 495B 


White Sea Island Grecian Two 

Button, One Strap, Imitation 

Turn, 12/8 military heel. Sizes 
>, D 2% to 8. 


The Fastest Growing White House in. the United States 


HARTMAN SHOE CO., Haverhill, Mass. 


Manufacturers for the Jobbing Trade 
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by using 
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ACE RED 
ACE BROWN 
ACE TITIAN 
ACE “75” 
ACE “808” 
ACE “24” 
ACE “909” 


You will improve your line of shoes 



















































anneries = # # i Salesrooms, 75 South S$ 












































Security Bldg. 


ECONOMY 


McKays WOMEN’S COMFORT SHOES. Tarn: 


aii “ PisHER 02\o0 
ian Section St. oA Hs “' AY aN Boston Office: 


Factory, 264 Broad Street, Lynn, Mass. 
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THE Fisher sxoe 


SERVICE 
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Grain Counters 


60 South St. 




































TWO GOOD SELLERS 


For the Wholesale Trade 





“The Essex” 


No. 220—Mahogany calf, Bal, 
Whole quarter, Perforated 
vamp, Goodyear Wingfoot Rub- 
ber Heels 





A top grade shoe—selling big—at an 
attractive price. We are turning them 
out as fast as men and machinery will 
permit, full capacity. Therefore, 
prompt delivery is assured—just when 
you say the word. Wire or write for 
prices. 


VICTORY SHOE CO., Inc. 


Manufacturers of Men’s Fine Welt Shoes 
18 No. Montello St., Brockton, Mass. 





“The Victory” 


No. 841—Mahogany kip side 
Oxford. Perforated tip, vamp 
and quarter. Goodyear Wing- 
foot Rubber heels. 
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VERIAN 


iUs 15} Herman’s 
~~ «No, 94” 








“Parkway” 


Dress Last 


| $ 46° 


WHOLESALE 





No. 94—Dark Tan Calf, 
Heavy Single Sole. “Wing- 
foot” Rubber Heel. 


No. 95—Same, exe>p! aiuce 
of Gun Metal Calf. 


tated tate eesnseesssseee = IN STOCK 4. $, to 12 
- -s t . 
N47 Cc, & to 11: Ae" ° 1%: 
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SSSA 


HIS handsome dress and business model, on our shapely “Parkway” 


~*~ 
~ 


= Last, shows the abilities of the Herman Plant to produce fine civilian vx 


shoes as well as unequaled army styles. 


B12 


y 
ad 


Numbers 94 and 95, in dark Tan and Black Calf, are among our heavy 
sellers. Customers at Herman dealers’ stores buy these smart shoes for busi- 
ness and general service. 


» 
vf 


We ship Nos. 94 and 95 either unbranded in plain cartons or stamped 
“Herman” in regular Herman cartons. 


Send for cloth-bound catalogue of eighteen other In-Stock Herman Specials 
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JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASSACHUSETTS 
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BVE CLOTH 


THE IDEAL 
WHITE SHOE CLOTH 


“i 
2 
= | 
= 
= 
= 
= 
2 
= 
= 
a 
= 
_z 
= 
= 
2 
= 
2 
= 
= 
= 





February 11, 1922 BOOT AND SHOE RECORDER 





ARCH SUPPORT OXFORD 
IN STOCK 


$4.00 


MTT AL == 


No. 470—Black kid arch support oxford, Good- 
year welt, Tremont last, 13/8 Goodyear Wing- 
foot rubber heel. Widths, AA to D. Price, 


$4.00. 


No. 448—Same on Princess last with 11/8 
Wingfoot rubber heel. AAtoD. Price, $4.00. 


These are the times when corrective footwear has the call. This 
arch support oxford with Thomson-Crooker selling qualities is a 
staple number that your trade will appreciate. 





All orders shipped same day received 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 
BUFORD H. JONBS, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


MMT 
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They don’t “Shop” 


for Educators 


They buy them! 


Every retail shoe dealer 
knows the tremendous 
difference that makes. 
Knows that 


of indecision and no sale. 


And he knows the saving 
in overhead that the small 
but complete—daily 

**sized in’— 





an Educa- 
tor Shoe sale 
means simply 
taking the 
number and 
size from the 
modest stock 
he carries. 





Educator Shoe 
stock he car- 
ries permits. 


Beside the sav- 
ing in cost and 
overhead, the 
small Educa- 
tor Shoe turn- 











He knows the ~— 
saving in sales expense in 
not having to try on style 
after style, with the chance 


over is quick 
growing quicker 
—and is greater than on 
any other shoe made. 


Sa 
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RICE & HUTCHINS, Ine. 


10 High St., Boston, Mass. 


OUR NINE AMERICAN DISTRIBUTING POINTS: 


The Rice & Hutchins New York Co. 


The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. 


The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 
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The Nibbling Competition of the Day 






Never Were There More Stunts Put Before the 
Public on How to Cut Out the 


impress the American public with the fact 
that service in shoe stores is worth paying 
for. Something has got to be done in hammering 
home the fact that shoes cannot be purchased like 
neckties, shirts, collars and walking sticks. Some- 
thing other than leather well put together consti- 
tutes good footwear service—fitting must play a 
more conspicuous part in merchandising. Read 
this and wake up! 

Why is it that every city is developing a new 
method of shoe selling—a mere nibble on busi- 
ness as far as present volume is concerned, but a 
dangerous item of the future? We will tell the 
story of how it is done: 

A glib and prepossessing young man enters 
the office building and finds easy admittance to 
almost every concern. He spreads on the table 
six samples of shoes and explains that he is able 
to sell these stylish numbers away below the re- 
tail cost. He points out that every merchant must 
get at least 33 1/3 per cent on the selling price 
and that it figures out 50 per cent of the cost. He 
proposes to sell the shoes at cost, being content 
to take for his share the discount for cash. After 
convincing the customer that all retailing is profi- 
teering and indicating that the Department of Jus- 
tice is revealing the shady side of merchandising, 
he has a prospective customer worked up to the 
point of selection of one type of the six shoes. 
Then with a measuring stick and tape he adds 
the final flourish by pointing out the advantage of 





G limress the should be done, nationally, to 


Merchant’s Profit 


a custom selection. After making out the order 
the young salesman gives a date of delivery and 
doesn’t ask for payment until the shoes are fitted 
and proved satisfactory. The line of talk used 
always stresses on the huge profits of the mer- 
chant and many men fall for the argument, “No 
overhead, no dead stock and no expense in rent, 
heat, light or salesmanship.” You can’t beat the 
gift of gab for the reasoning is so logical. One 
customer refers the salesman to his friends in the 
office or building and so the selling goes on. When 
a rapid-fire talker and worker can do thirty-four 
preliminary sales in a day on an average and 
twenty completed sales on the delivery day it be- 
speaks a new form of competition, nibbling on 
orderly business. 

If you are skeptical of this sort of competition, 
be it told that one shoe factory has practically its 
entire output sold on the canvass plan of office to 
office and house to house. It is a nibble on busi- 
ness that is just a step beyond the well-known 
college and hotel order-taking scheme used by 
some very reputable and exclusive retail shoe 
shops. These semi-custom shops send high-grade 
representatives to colleges in the scholastic year 
and hotels in the summer season to special-pair 
measure and sell. The aggregate of these special 
order sales is well up in the millions. The newer 


form of house-to-house selling is on women’s com- 

fort and style footwear and from office to office on 

men’s better grade and medium priced shoes. 
The shoe business is not the only one subject 
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to this nibbling competition—everything from 
aprons to rugs and drapery is sold by canvassers. 
In Philadelphia and vicinity for years the “buy- 
ing representative” does the shopping for the 
women who cannot go in town. The standard 
discount at one time given by most stores was 
10 per cent and registered “buying commission- 
ers” were authorized to charge all purchases to 
their accounts. Thus the suburban housekeeper 
had an extension of credit for thirty days or less 
and sometimes if purchases were large a discount 
of 5 per cent. Is it any wonder that the abuse 
got to be a menace to retail merchandising? When 
a woman buying commissioner could do a business 
of $170,000 and reap $17,000 for the effort it re- 
vealed an unhealthy condition in merchandising. 
Most of these practices have been discouraged, but 
indications are that some apparel and commodity 
wholesalers were not adverse to the scheme when 
the retail dry goods merchant stopped the 10 per 
cent privilege. 

Wherever the stock is obtained matters but lit- 
tle—some retail shoe stores without a busy stream 
of customers have put their salesmen out in the 
suburbs on the direct-to-your-home selling plan. 

It is one more indication that the nagging and 
insidious propaganda to discredit the merchant is 
made capital of by every small operator capable 
of carrying a satchel and talking loosely on “save 
your dollars by buying direct.” It will go fur- 
ther, unless merchants wake up to the nibble and 
quibble of such competition. We have said that 
every merchant was more interested in each and 
every customer who entered the shoe store—how 
about an interest in the customer who doesn’t 
enter because he has been approached by the “di- 
rect salesman?” 

Some either have itinerant vendor laws pro- 
hibiting such selling—has your town such a stat- 
ute ?—if so, see that it is enforced! Has your town 
a merchants’ association ?—see to it that publicity 


—_ 


” HEY, COME OUT 
HERE AND LET _f 
THE SUN THAW | 
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is sent to every person in town explaining what 
store service is, and what it actually means to the 
customer and to the community. Watch the little 
leaks in 1922—the year when every imaginable 
stunt is going to be tried to keep the price, as well 
as the merchant, DOWN. 


Too Little Real Style 


T the inventive genius of the industry unequal 





to its opportunities? When the entire selling 

range consists of evening-shoe types there is 
more disorder in style than is natural. Evening 
shoes are now all-day wearers—the satins, low- 
cut-outs and the nifty patents. The stock in the 
store is an all-the-year-round-one-season-type and 
likewise all-the-day-and-evening-dress. Can you 
beat it? 

Now comes the time to look ahead. Will the 
fall of 1922 be friendly to boot patterns? Will the 
galoshes flip and flap because there is no stylish 
alternate in leather? Is there a place in a climate 
of severe cold, snow and ice for a boot? Will 
the item of comfort go half way along to meet the 
element of style? The sheer hose and the flimsy 
slipper has conquered the weather this year—will 
it do so next? The neck is huddled up while the 
feet are left practically uncovered to the ele- 
ments. The Highlanders’ knees have nothing on 
the flappers for rigorous exposure. 

Here is the industrial rub—the leather man 
sees a small footage of skins and a limited pro- 
duction ahead. As the matter now stands the kid 
manufacturers find it almost impossible to buy 
sufficient raw material producing small skins in 
order to keep their plants in the running to cover 
overhead. It is getting dangerous to the leather- 
man when shoe manufacturers call a four-foot 
skin a large size. Large skins cannot be disposed 
of, and the small skin bears the burden of that 

(Continued on page 74) 
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Next N.S. R.A. Convention January 
8.9, 10, 11, 1923 


Definite expression on part of membership makes unanimous 
decision of January dating of big convention by 
Board of Directors, assembled at Cleveland 


Whereas, The question of the time of holding 
the 1923 N. S. R. A. convention has been under 
joint consideration with the officers and directors 
of the N. S. R. A. and the National Boot & Shoe 
Manufacturers’ Association, and 


Whereas, The National Boot & Shoe Manufac- 
turers’ Association have specifically asked and 
definitely gone on record urging a change of con- 
vention dates, and 


Whereas, The membership of the National Shoe 
Retailers’ Association in convention assembled in 
Chicago, January, 1922, have unanimously ex- 
pressed their wish that the convention be held 
at the present dates, 

Definite Expression by Members 

Now, Therefore, Be It Resolved, That the 
Board of Directors of the National Shoe Retailers’ 
Association, with full recognition of the desira- 
bility of harmonious action, but in accordance with 
definite expression on the part of our membership, 
do elect to hold the 1923 Convention on Jan. 8, 
9, 10 and 11, 1923; and, 

Be It Further Resolved, That the Directors of 
the National Shoe Retailers Association recom- 
mend to our membership that the dates of the 
1924 convention be established by a joint meeting 
of the directors of the National Shoe Retailers’ 
Association and the National Boot and Shoe Man- 
ufacturers’ Association. 


Urged to Anticipate Staples 
Be It Also Resolved, That it is imperative for 


the welfare of all branches of the shoe industry 
and the buying public we strongly recommend 
to the members of the N. S. R. A. and all retail 
shoe merchants the placing of their orders for 
staple merchandise sufficiently in advance of each 
season to enable the manufacturers to produce the 
necessary shoes to supply the country’s needs at 
the lowest economic cost, through their ability 
to place their raw material needs without inter- 
fering with the law of supply and demand through 
placing of tremendous aggregate orders on a date 
too close to the expectant date of delivery. 


Convention City Probably Chicago 


Whereas, The selection of the convention city 
for the 1923 convention of the National Shoe Re- 
tailers’ Association has been under consideration, 
and the merits of each of the contending cities 
has been measured, and 


Whereas, It is the belief of the directors of the 
National Shoe Retailers’ Association that at all 
times, but particularly at this time, the conven- 
tion success hinges very definitely upon the num- 
ber of retailers in attendance, and 


Whereas, Convention experience in general 
shows that the Chicago conventions draw a maxi- 
mum attendance; now, therefore, 


Be It Resolved, That the 1923 convention of 
the National Shoe Retailers’ Association be held 
in the city of Chicago, if satisfactory arrange- 
ments can be made. 





BOOT AND SHOE RECORDER 


February 11, 1922 


President Refuses to Indorse 
American Valuation Plan 


By WILLIAM 8S. DALEY 
Washington Correspondent of Tur Boor AND SHOE RECORDER 


President Harding on behalf of the Ameri- 

can Valuation Plan failed this week when 
the Chief Executive declined to commit himself 
as to the merits of the proposed method. The argu- 
ments of a selected committee representing the Na- 
tional Association of Manufacturers in session here 
for the express purpose of foisting their tariff ideas 
on the Congress, were not sufficiently convincing to 
win the President to their side in this great issue. 
The convention then contented itself with denuncia- 
tion of American merchants who have consistently 
fought the proposition as a harmful and costly ex- 
periment in customs assessment. 


N eleventh-hour appeal for the support of 


Modification Considered Likely 


Perhaps the most significant development of the 
tariff controversy is the recession of Congressman 
Fordney, chairman of the House Committee on Ways 
and Means, from his position as the unflinching ex- 
ponent of the original plan. He is gradually leaning 
toward modifications as contemplated in the Smoot 
amendments to the pending tariff bill. The Michi- 
gan Congressman held out for his ideal until he 
could no longer blind himself to its rejection by the 


Congress. Fordney is agreeable to the proposal to 
keep a check on importer’s prices, especially the per- 
centage of profits. Congressman Fordney has al- 
ways maintained that the importer’s profits were 
excessive and for this reason has suggested a pro- 
vision in the tariff bill making it possible for the 
Government to confiscate the imported articles in in- 
stances where it is proved that the importer changed 
his prices after he had agreed to sell on American 
markets at a certain price and this value was used 
by appraisers for fixing duties. The fact that the 
Chairman of the Ways and Means Committee is be- 
coming more amiable to compromise plans indicates 
that the Smoot proposals will not meet with much 
opposition from the majority in event the Senate Fi- 
nance Committee adopts it and the Senate approves. 


American Merchants Defended 


American merchants handling imported goods were 
ably defended by H. G. Mills of Racine, Wis., repre- 
senting the Fair Trade League. He appeared before 
a. convention obviously hostile and told them that 
the American valuation was not the solution of the 
tariff problems being discussed. He said that the 
proposition which the League advocated lies in in- 

(Continued on page 74) 
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The Master Banquet of the Year 


Allied Shoe and Leather Industries of Greater New York 
Muster 915 Men in Big Event at Commodore— 
Banker Revensky Says “‘Proceed— 

But With Caution’’ 


HEN New York’s shoe and’ leather men 
get together big things happen. The 
second annual dinner of the Allied Shoe 

and Leather Industries of Greater New York, 
held on the night of Feb. 2 in the grand ball room 
of the Hotel Commodore was no exception to this 
rule. It was a big night in every sense of the word. 
After an excel- 
lent dinner the 
members of the 
four associations 
which held the 
joint dinner, the 
Retail Shoe Deal- 
ers’ Association 
of New York, the 
Shoe Manufac- 
turers’ Board of 
Trade of New 
York, the Hide 
and Leather As- 
sociation and the 
Tanners’ Council, 
were regaled 
with wit, solid 
business advice 
and entertained 
with an original 
playlet of keen 
personal interest 
to those present 
and with an en- 
gaging vaudeville 
turn. Nine hun- 
dred and fifteen shoe and leather men attended the 
affair. 

In the absence of Percy E. Hart, chairman of the 
dinner committee, who was confined to his home by 
illness, S. A. McOmber acted as master of cere- 
monies and introduced Thomas V. Gould of Oppen- 
heim, Collins & Company, Brooklyn, as toastmaster. 
In well-chosen words interspersed with some new 
quips, Mr. Gould introduced the principal speaker of 
the evening, John E, Rovensky, vice-president of the 
National Bank of Commerce in New York, who, after 
reviewing past and present economic conditions ad- 
vised the shoe and leather men to “proceed—but with 
caution.” 

The sketch or playlet was written and produced 
by the inimitable “Wally” Weil, who also played the 
leading part—in fact, two parts, for his first en- 
trance was in the character of Herman Lowenstein, 
the well-known leather man. Later he appeared as 
Moskowitz, one of the partners in a mythical firm 
of Brooklyn shoe manufacturers doing business un- 
der the name of “Callahan & Moskowitz.” Support- 
ing Mr. Weil was an able cast of professional play- 
ers, one of whom doubling as Pery and Harold Hart 


PERCY E. HART 


Chairman Allied Shoe and Leather 
Industries Banquet 


of Cammeyer’s, deserves special mention for his 
make-up. 

Edward Ford regaled the diners with one of his 
humorous addresses and another vaudeville act 
closed the entertainment. 

Seated at the speaker’s table were C. B. Brigham, 
president of the N. Y. Shoe Travelers’ Association; 
A. D. Anderson, editor of Boot & Shoe Recorder; 
E. D. McKown, 
president of the 
Hide  Associa- 
tion; Edward W. 
Brand, secretary 
of the Tanner’s 
Council; John E. 
Rovensky, S. A. 
McOmber, Thom- 
as V. Gould, F. 
R. Briggs, presi- 
dent of the Na- 
tion Shoe Manu- 
facturers’ Asso- 
ciation; James 
H. Stone, editor 
of the Shoe Re- 
tailer, and Geo. 
W. Baker, Sr., 
Brooklyn manu- 
facturer, repre- 
senting the Shoe 
Manudfac- 
turers’ Board of 
Trade of New 
York. 

In his address 
Mr. Rovensky reviewed the cycles of prosperity and 
depression that have engulfed this country at va- 
rious periods. Coming down to the period when 
prices began to fall in 1920, he said: 

“While the deflation of 1920-21 was gradual com- 
pared with other similar periods, what it spared us 
in violence it more than made up in extent. 


S. A. MCOMBER 


Presiding officer at _ Allied 
Shoe and Leather Industries 
Banquet 


Index Figures Show Progress 


“Index numbers composed of the aggregate of the 
prices of a number of representative commodities 
using the price level of 1914 as 100 or par gives us 
a comparison of what took place during the period 
we have passed through with panics of other years. 

“During the depression of 1836 the index number 
declined in two years from 125 to 116—nine points. 

“During the next depression—1857—it declined 
during two years from 125 to 105—twenty points. 

“After the panic of 1873 the index number de- 
clined from 141 to 126—fifteen points. 

“In 1893 it declined from 79 to 70—nine points. 

“In 1907 it declined during one year from 97 to 
92—only five points, but it gained back three points 
during the next year. 
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“Between the peak of June and July, 1920, and the 
bottom of November, 1921, the decline was from 272 
to 148—124 points! 

“Much could be written in explanation of the ex- 
tent of the depression of 1920-21, but the figures I 
have just quoted illustrate quite clearly the force 
of the storm. 

“I shudder to think what might have happened had 
the Federal Reserve Act not been in existence. 
Through its operation banks were enabled to give 
adequate aid to commerce and industry and the 
manner in which our commercial and financial struc- 
ture passed through 1920 and 1921 proves that we 
have to-day the most efficient banking system in the 
world. 


Importance of Safe Banking 


“The tremendously important réle played by the 
Federal Reserve System during these critical times 
ought to impress upon every business man how vital 
to his interests is its proper administration and how 
essential to his business it is that it be kept out of 
politics. 

“The present high plane of personnel of the Fed- 
eral Reserve Board must be maintained so that it 
may retain its present position in the banking world 
—the same high position that the Supreme Court 
occupies in our judiciary system. It must remain 
free from all partisan influences and all movements 
tending to introduce politics into the Federal Re- 
serve System such as that recently instituted by 
the agricultural ‘bloc’ must be defeated. 

“I have no objection to the appointment of a ‘dirt 
farmer’ or any other capable individual regardless 
of calling—although I hope I may be pardoned for 
believing that a hide man knows the hide business 
better than a tailor, and a banker may know more 
about the banking business than a farmer. 


Less Politics in Business 


“If a ‘dirt farmer’ is appointed because the 
president believes him to be the man best fitted for 
the position—well and good—but if such a man is 
put on the board for the purpose of looking after 
the special interests of any particular class of citi- 
zens then I say that the very reasons advanced for 
his appointment thoroughly disqualify him. The ap- 
pointment of a butcher, baker or candlestickmaker to 
the Supreme Court bench for the purpose of spe- 
cially looking out for the interests of his particular 
class would be just about as consistent as making 
partisan appointments to the Federal Reserve Board. 

“It seems that barring the usual intermittent re- 
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cessions of a temporary character business condi- 
tions have at last turned the corner and we have be- 
fore us an upward movement of a slow but ulti- 
mately permanent character. 

“We enter 1922 with our banking system in a very 
strong position. Paradoxically, our strength is one 
of our main elements of danger. As the result of the 
flood of gold sent us from abroad we now have gold 
reserves that might become the basis of dangerous 
inflation if they, instead of the legitimate needs of 
business, were to be used as the measure of credit 
expansion. 

“However, thanks to the ability and vision of the 
men comprising the present management of the Fed- 
eral Reserve System there is no real danger from 
that source so long as politicians do not interfere 
and no attempt is made to apply other than the 
strictest of unbiased business principles. 

Mr. Rovensky then sketched the foreign situation, 
particularly the Allied debt situation. He gave the 
opinion that the debt owed this country by the Allies 
differs from an ordinary debt in that the money went 
to aid in prosecuting the war in which we were in- 
terested and ultimately joined. He referred to the 
debt as a mere “bookkeeping result” and advocated 
that its collection at least be held in abeyance for a 
time. To insist upon collection now, he argued, 
would be to bring ruin to this country through a flood 
of European merchandise, the only thing that the 
Allies can use as payment, and to displace American 
goods in foreign markets. 

In conclusion he said: 

“Casting up all these factors—foreign as well as 
domestic—we come to the conclusion that a feeling 
of conservative optimism is warranted, but we must 
proceed cautiously. There is danger to the regiment 
that proceeds more rapidly than its supporting col- 
umns, there is danger to the soldier who forges too 
far ahead of the line of deploy. 

“Likewise there is danger to the industry that pro- 
ceeds at a more rapid rate than the recovery in gen- 
eral business conditions and to the individual busi- 
ness man who attempts prematurely to forge ahead 
of others in his line. Of course, the line of advance 
can never be perfectly even, but let us recognize 
that this unevenness is an element of danger and 
guide ourselves accordingly. 

“Let us strengthen ourselves for the advance by 
introducing the maximum amount of efficiency and 
economy into all our business operations and with 
full recognition of the factors that remain to be 
overcome or avoided—PROCEED, BUT WITH CAU- 
TION.” 








Death' Claims Theodore A. Schulze 


NE of the biggest losses to the shoe manufac- 
O turing industry and to Minnesota in recent 

years is the death of Theodore A. Schulze, 
chairman of the board of Foot, Schulze & Co., which 
occurred at his home in St. Paul, shortly before noon, 
Wednesday, Jan. 18. 

His death, which was caused by heart failure, was 
entirely unexpected, as he had been to the office the 
day before, and apparently in good health. He is 
survived by his widow, two daughters who live in 
New York, and a son, Theodore, who also lives in 
New York. His children left New York for St. Paul 


at once on hearing of his death. 

Mr. Schulze was always interested in any movement 
which would make for the civic progress and wel- 
fare of St. Paul. He was a member of the board of 
directors of the First National Bank, and had an 
interest in several other business enterprises in his 
home city, as well as in a colonization movement in 
Oregon. 

He was sixty-three years old at the time of his 
death and was a lifelong resident of St. Paul. When 
a young man he had traveled for Lindeke, Warner 
& Co., a wholesale dry goods firm, for a short time. 
He bought an interest in the shoe manufacturing 
concern of which he became president in 1885. 





February 11, 1922 


BOOT AND SHOE RECORDER 





All the Shoe World On the Stage 


A Playlet Before the Allied Shoe and Leather Industries 
of Greater New York—Produced by Wally Weil as 
a Satire and Comedy of Buying and Selling 


office and showroom of Callahan & Mosko- 

witz, whose safe proclaimed the nationality 
of the two partners with a shamrock in one corner 
and the “Kosher” sign in the other. 

The scene opens with a colloquy between Callahan and 
Leonard Volk, a shoe buyer. Volk departs and Miss Levy, 
the combined telephone girl and stenographer, enters to 
announce Herman Lowenstein. Following some “kidding,” 
Mr. Lowenstein departs and Smith, a salesman in search 
of a job, enters. 

Smith—My name is Smith. Are you Mr. Moskowitz? 

Callahan—Young feller, for a guy that’s looking for a 
job, I’ll say you’ve made a bum start. My name is Calla- 
han. 

Smith—I beg your pardon. I came in answer to your 
ad for a salesman. 

Callahan—Do you know the shoe business? 

Smith—Yes, sir. From A to Z. 

Callahan—How long have you been in it? 

Smith—Six months. 

Callahan—Six months? And you know the shoe busi- 
ness from A to Z? Whom did you work for? 

Smith—Joe Dodd. 

Callahan—Did you work for anybody else in the shoe 
business? 

P Smith—I was with the Geo. W. Baker Shoe Co. for ten 
ays. 

Callahan—Why did you quit? 

Smith—I didn’t quit. Geo. W. Baker, Sr., fired me. 

Callahan—What for? 

Smith—You can search me. They seemed to be satisfied 
with my work. Why, Mr. Baker came to me on Saturday 
and said, “You’re doing fine, keep up the good work,” and 
the following Wednesday he fired me. 

Callahan—When did this happen? 

Smith—The day after election. 

Then followed some puns on the names of shoe buyers. 
Moskowitz enters and is introduced to Smith. 


TT locale of “Wally” Weil’s sketch was the 


_Smith—I heard a new one yesterday. 

Callahan—Let’s have it. 

Smith—Why are the shoe salesmen the most independent 
men on earth? 

Moskowitz—Did you say you only heard that yesterday? 
Say, young fellow, you know I like you and I’d be glad to 
give you a trial—only you haven’t any trade—you have no 
regular territory. 

Smith—yYes, sir. I’ve got my own territory. 

Moskowitz—Where is it? 

Smith—Fiftieth Street, between Fifth and Sixth Ave- 
nues. 

Moskowitz—Well, I’ll bear you in mind and some day 
when we’re real hard up for a salesman I might send for 
you. 

Smith—Thank you, Mr. Moskowitz. Good-bye, gentle- 
men. 

Moskowitz—Say, just a minute. I'll give you a good 
riddle you can use on your customers. 

Smith—What is it? 

Moskowitz—What’s the difference between shooting 
crap and taking a customer out to lunch? 

Smith—I give up. 

Moskowitz—When you shoot craps you read ’em and 
weep—and when you take the customers out to lunch, you 
feed ’em and weep. 

Later the partners indulge in the following dialogue: 

Callahan—Here’s that shoe going through for Geuting. 

Moskowitz—Say, that ain’t the shoe Geuting ordered; 
he ordered the Princess Pat. 

Callahan—Well, this is the Princess Pat. 

Moskowitz—And I’m telling you that that pattern is the 
Queen Mary. 

Callahan—Say, which was the first pattern we adopted 
—it was the Queen Mary—wasn’t it? 

Moskowitz—Well? 

Callahan—And then we adopted the Princess Pat, didn’t 
we? 

Moskowitz— Well? 

Callahan—And before you went away didn’t I try to 
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drum it into your thick dome that Queen Mary was older 
than Princess Pat, so you would not forget which was the 
old and which was the new pattern? 

Moskowitz—What I came who’s older—Queen Mary or 
Princess Becky? What do I know about history? The 
minute you brought women into the business, by Golly, I 
knew we’d get in trouble. 

Callahan—They’re all lasted. 

Moskowitz—Lasted? We’re in a fine hole—after this 
we'll number the patterns. 

Callahan—We numbered them once, but your numbers 
were made so rotten, we had to call you off the road to read 
your own figures. 

Moskowitz—Say, I never said I was a Jim the Penman. 
You leave this to me. I’ll fix it up with Geuting. 

(Goes to phone.) 

Miss Levy take a letter, please. 

(To Callahan.) 

All right—go ahead with them. 

(To Miss Levy.) 

Write A. H. Geuting & Co., Philadelphia, Pa. Atten- 
tion, Mr. Will Geuting. 


Dear Gentlemen: We notice on your order that you 


order the Queen Mary Pattern. Our Mr. Moskowitz, who 
is at present on the road, did not know that these pat- 
terns do not fit, so we took the liberty of making you the 
Princess Pat, which, we think, is a smarter pattern and 
almost identical—the only difference 
being that Queen Mary is a one-strap 
button and the Princess Pat is a gored 
three-strap; otherwise, they are the 
same, being made on same last, same 
counters, etc. We know this will be 
satisfactory to you, so are going ahead 
with the order. Yours truly, 

Dictated but not read. 

Percy Hart enters reading a paper. 

Moskowitz—What paper is that? 

Percy Hart—Slater’s Shoe Squeaks. 

Moskowitz—Slater’s Shoe Squeaks? 

Percy Hart—Yes. 

Moskowitz—Well they oughtin’t to— 
he charges enough for ’em. 

Percy Hart—No this is a paper John 
Slater gets out. 

Moskowitz—Does it say anything 
about the Chicago Convention? 

Percy Hart—Not in this issue—by 
the way—what kind of a time did you 
have out there? 

Moskowitz—Say, Callahan is sore be- 
cause I spent a small fortune out 
there; say, it costs money to mix with 
fellers like Strohbeck and that bunch. 

Percy Hart—I’ll bet it cost you a lot 
for poker and pinochle! 

Moskowitz—I didn’t touch a card. 
All we played going out and coming 
back was Pincus and Tobias. 

Percy Hart—Pincus and Tobias—what kind of a game 
is that? 

Moskowitz—It’s played with a top. Pincus puts in and 
Tobias takes out. 

Percy Hart—Well, in another month we’ll all be play- 
ing golf. 

Moskowitz—I started last year. 

Percy Hart—What do you go round in? 

Moskowitz—White flannel pants. My legs is too thin 
for them Knickerbockers. Say, Charlie Nearing came near 
inviting me out to his golf club once. 

Percy Hart—What do you mean, came near? 

Moskowitz—Well, me and Brad Means were talking golf 
to him one day and he invited Brad. 

Etc., etc., for forty minutes, etc. 


“WALLY” WEIL 


Playwright-actor and nationally 
known as a salesman of fine shoes 
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Don’t Burn Your Shoes 


“People persist in burning their shoes,” said the 
cobbler. “I don’t see how it is. I keep telling them 
not to put their wet shoes on the steam radiator, 
or on the kitchen stove, to dry. But they keep on 
doing it. So the leather gets burned, and I get a lot 
of shoes with charred soles to mend. 

“Of course, the shoes do not burn to ashes. If 
they did, then the wasteful habit might be ended, 
for people would plainly see for themselves that their 
shoes get burned when put on the stove, or radiator. 
The soles, in the heat, just crisp, something like a 
piece of bacon, and when worn they crumble away. 
So I get a lot of shoes to be mended. 

“Of course, it helps my business some. But I wish 
people wouldn’t do it, because it is wasteful. And 
waste, you know, is the great American habit that 
keeps the costs of living high.” 


**And Bells On Her Toes’’ 


New York City flappers have discovered a new 
way of wearing the ungainly but sporty four or six 
buckle arctics. Instead of merely allowing the tops 
of the galoshes to swing open with the buckles giv- 

ing forth their soft tinkle, some of 
the school girls now turn the tops 
down, after the manner of the cava- 
liers’ boots of olden times. If the 
arctics happen to be lined with red, 
so much the better. Also some of 
the girls have attached little bells to 
the tops of the arctics to increase the 
tinkling sound when walking. 


House with Neenah 


George House, one of the best 
known retail shoe men on the Pacific 
Coast and who for many years was 
.buyer and manager for the shoe de- 
partment of the May Co., Denver, 
and for the past year has been lo- 
cated in Los Angeles, has made 
arrangements to represent the Nee- 
nah Shoe Co., Neenah, Wis., manu- 
facturers of boys’, youths’ and little 
gent’s welts and McKays. Mr. House 
recently had his samples on display 
in San Francisco for the benefit of 
the local retail merchants, and was 
more than pleased with the business 
he succeeded in writing. 





Hopkins & Ellis Men 


Hopkins & Ellis Co. have the following salesmen out 
in their territories: H. C. Marxmiller, California, 
Utah, Oregon, Colorado and Washington; Sol J. Waxel- 
baum, North and South Carolina, Florida, Alabama 
and Georgia; Lee T. Eastham, Mississippi, Louisiana, 
Oklahoma and Texas; S. D. McNaghten, Iowa, Ne- 
braska, Missouri and Kansas; C. A. Bartlett, Ohio; 
John D. Ellis, Washington, D. C., and Pennsylvania. 
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What Do You Know About Feet? 


Results of a Questionnaire to Orthopedic Surgeons 
and Retail Shoe Merchants 


Compiled by Herman W. Marshall, M.D., of Boston, Mass. 


QUESTIONNAIRE of fifty items was pre- 
pared by the writer and distributed to 
orthopedists and retail shoe merchants. 

One hundred orthopedists from many cities of 
the United States and Canada have replied, and thirty- 
five non-medical answers have been received. 

Previous installments of the original fifty state- 
ments with additions, comments and criticisms re- 
ceived were given in January 7, and February 4 issues 
of the BOOT AND SHOE RECORDER. 

A few persons returned the set of questions without 
signatures. Others signed their names but made no 
criticisms. A few were liberal with comments. Many 
expressed their approval of the plan and the large 
majority of replies showed very considerable care in 
their preparation, so that only two were discarded 
as being unreliable. The entire set was examined 
personally by the writer, and very brief discussion of 
results is undertaken at the end of this paper. An 
asterisk has been used to identify non-medical com- 
ments in tabulation below. 

*” * * * 

30—Whitman or “Rocker’ Plates Not Only Hold 
the Feet, but Tend to Restore Sagging Arches to 
Former Postures. These Supports Are Rather Diffi- 
cult to Make and to Fit Well, Also They May Be Un- 
comfortable to Wear if Quick Corrections Are At- 
tempted, yet They Are Unusually Effective in a Diffi- 
cult Set of Cases. 

Orthopedists agreed, 72 = 72%; disagreed, 
15 = 15%; doubtful, 9 =9%; no opinion, 4 = 4%. 

Shoe dealers agreed, 19=54%; disagreed, 4=12%; 
doubtful, 1 = 3%; no opinion, 11 = 31%. 

Worcester, Mass.——They have an 
extremely limited field. 
Detroit, Mich—They do not tend to 
restore sagging arches without devel- 
opmental treatment. 
Boston, Mass.—Only for young people 
and children. 
Chicago, Ill—Agreed in very rare 
cases. 
San Francisco—Absolutely torturing 
and unpardonable. 
New York City—Agreed, but many 
patients prefer to carry their Whit- 
man plates in their pockets instead of 
putting them into the shoes. 
Hartford, Conn.—Once an arch sup- 
port always an arch support unless 
muscles can be built up. 
Atlanta, Ga—Dr. F. G. Hodgson— 
Doubtful. 
Syracuse, N. Y.—Syracuse Clinic— 
Doubtful. 
Buffalo, N. Y.—Disagreed. 

* + * * 

31—Anterior Arches of the Feet Are Depressed 
Abnormally Very Often by Continuous Wear of High 


Heeled Pointed Toed Shoes. When Anterior Arches 
Weaken, Such Shoes Should Be Discarded Until Feet 
Have Recovered Thoroughly. Restoration of Anterior 
Arches Is Accelerated by Temporary Use of Anterior 
Arch Pads and Appropriate Foot Exercises. 
Orthopedists agreed, 99 = 99%; disagreed, 1 = 1% 
doubtful, 9=0%; no opinion, 02=0%. 
Shoe dealers agreed, 30 = 85%; disagreed, 4 = 11%; 
doubtful, 1=3%; no objection, 02=0%. 
*Lynn, Mass.- -E. H. Dunbar—Add at 
end of statement—“and shoes thai are 
of sufficient length to relieve back 
pressure.” 
Chicago, Ill.—It may not be safe to 
discard high heeled shoes suddenly if 
heel cords are shortened. 
*Rochester, N. Y.—Anterior arches 
are depressed very often by high 
heeled pointed shoes that have flexible 
shanks. 
*Boston, Mass.—When anterior arches 
weaken such shoes should be discarded 
for all time. 
*Boston, Mass.—Mr. Thomas Burns— 
The value of physical theraphy, mas- 
sage, and gentle repeated manipula- 
tions should be emphasized when 
attempting to restore anterior arches 
and toes that have not been crumpled 
too long. 
It is possible to assist bones to resume 
their normal relationships, also to 
relieve sometimes undue tensions that 
have tended to develop as toe joints 
and medio-tarsal joints have been 
subjected to harmful strain, with ten- 
dencies toward gradual subluxations. 
Contracted toes can be gently and 
gradually straightened; and tendons 
that move them may be helped to 
resume their usual smoothly function- 
ing control. Temporary pads are very 
important adjuncts to maintain advan- 
tages gained between treatments. 
~ * * * 
32—Shoes That Possess Inswinging Front Parts 
of Approved Orthopedic Style May Be Excellent for 
Longitudinal Arches, and May Be Harmful Simul- 
taneously for Weak Frontal Arches. In Such Shoes 
There Is Shifting of Weight More to Outer Edges 
of Feet and Toes. The-Same Direct Pressure That 
Is Exerted Very Commonly on the Outer Toes, 
Deflecting Them and Producing Calluses, While It 
Helps to Maintain the Longitudinal Arch Also Thrusts 
the Frontal Arch Downward. When This Condition 
Develops, There Should Be Given More Support Under 
Longitudinal Arches, and Shoes Fitted Which Possess 
Sole Patterns That Conform More Closely to Imprints 
of the Bare Feet. New Straighter Lasts Should Be 
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Recommended and Fitted Long, with Frontal Arch 
Pads Temporarily to Hold Anterior Arches. 
Orthopedists agreed, 74=74%; disagred, 9=9%; 
doubtful, 10 = 10%; no opinion, 7 = 7%. 
Shoe dealers agreed, 30=85%; disagreed, 3=9%; 
doubtful, 1 3%; no opinion, 1 = 3%. 
Boston, Mass.—I disapprove entirely 
of inswinging shoes under any cir- 
cumstances. 
Philadelphia, Pa.—There is no piece 
of leather made that will hold the foot, 
laterally. 
New York City—Applies only if the 
shoes are fitted too short or narrow 
or both, or if there is marked deform- 
ity of the foot. 
Chicago—Doubtful whether new 
straighter lasts should be recom- 
mended. 
Winnipeg, Manitoba — Disagreed — 
Galloway-Gibson Clinic. 
*Rochester, N. Y.—Generally correct. 
Worcester, Mass.—The shoe fitter 
should not attempt fitting shoe until 
arch pads are secured. . 
Scranton, Pa.—Dr. E. Sturge—Pad 
give temporary relief but metal sup- 
ports are more curative because they 
are more efficient. 
a * * * 
33—Anterior Arches That Are Weakening in 
Natural Foot Shaped Low Heeled Shoes, Can Be Held 
by New Shoes More Snugly Fitted at the Waist of 
the Shoe, or by Independent Anterior Arch Cuffs 
That Can Be Worn in Loose Shoes. The Latter 
Method Combines in a Single Pair of Shoes the 
Possibility of Easily Changeable and Variable Degrees 
of Support and Freedom. 
Orthopedists agreed, 86 = 86%; disagreed, 3 = 3%; 
doubtful, 8=8%; no opinion, 3=3%. 
Shoe dealers agreed, 27 = 77%; disagreed, 3 = 9%; 
doubtful, 3=9%; no opinion, 2=6%. 
New York City.—Dr.. Irving D. 
Steinhardt—Disagreed. 
New York City—Anterior arch cuffs 
will have the tendency to weaken 
further the muscles and ligaments of 
the anterior part of the foot. 
San Francisco—Shoes snugly fitted at 
the waist of the shoe are chilblain 
makers. 
Providence, R. I—Dr. Peckham—I 
never use anterior arches. 
Los Angeles, Cal.—Dr. Lowman—I 
should be doubtful in regard to 
anterior arch cuffs being worn in 
loose shoes. They are all right if you 
mean simply symptomatic treatment, 
and not in reference to continuous 
treatment. 
* _ * * 
34—Sole Patterns of Shoes That Are to Be Worn 
Most of the Time Should Agree with Imprints of Bare 
Feet as the Latter Are Made While Sustaining Body 
Weight. 
Orthopedists agreed, 79 = 79%; disagreed, 
11 = 11%; doubtful, 8 — 8%; no opinion, 2 = 2%. 
Shoe dealers agreed, 29=83%; disagreed, 2=6%; 
doubtful, 2=6%; no opinion, 2=6%. 
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Hartford, Conn.—Dr. R. M. Yergason 
—A swing last for a swing foot but 
for no other. 
Brooklyn, N. Y.—Dr. Walter Truslow 
—Agreed unless correction of deform- 
ity is undertaken, in which case shoes 
should permit correction. 
Nashville, Tenn.—Dr. R. W. Billing- 
ton—Applies only in case of feet of 
normal shape and attitude. Otherwise 
the shoe should be more or less cor- 
rective in shape. 
Denver, Colorado—Dr. R. G. Packard 
—Doubtful. 
*Muskegon, Michigan—aA sole print 
of a deformed foot is not necessarily 
a good pattern for a shoe. Any shoe 
made to fit a deformed foot must be 
necessarily incorrect. 
* * 7 * 
85—Sole Patterns of Flexible Shoes often Exhibit 
Extreme Inward Curving of Their Anterior Parts, 
Tending to Over-Correct Longitudinal Arches, and 
This Is a Benefit in Some Instances. 
Orthopedists agreed, 72—%72%; disagreed, 
19=19%; doubtful, 6=6%; no opinion, 3=3%. 
Shoe dealers agreed, 17 = 48%; disagreed, 4 = 11%; 
doubtful, 8=23%; no opinion, 6=17%. 
Boston, Mass.—I do not believe that 
the foot follows the shoe. 
Portland, Oregon—Dr. Chas. R. Mc- 
Clure—Disagreed. 
New Orleans, La.—Dr. Hatch—Doubt- 
ful. 
Chicago, Ill—I do not believe that 
flexible shoes correct arches much by 
their shape. 
Boston, Mass.—Such shoes are good 
only for a very few inswinging feet. 
oo 2 @& eS 
86—Flexible Shoes Should Be Made Also with Less 
Extreme Inward Swinging of Front Parts, Because 
There Are Many Deformed and Very Serviceable 
Feet That Fit More Perfectly in Straighter Lasts. 
Many Such Feet Will never Attain Postures Demanded 
by the Most Extreme Inflaring Shoe Shapes. 
Orthopedists agreed, 90=90%; disagreed, 5=5%; 
doubtful, 1=1%, no opinion, 4=4%. 
Shoe dealers agreed, 28=80%; disagreed, 1=3%; 
doubtful, 2=6%; no opinion, 4=11%. 
San Francisco, Cal.—Flexible shoes 
never should be made with heels on 
them at all. 
*Rochester, N. Y.—F exible shoes may 
be wrong, and it is impossible to do a 
correct job with wrong shoes. 
New Orleans, La—Dr. H. Theodore 
Simon—I am much opposed to flexible 
shanked shoes and also plates on the 
order of Whitman plates. I have found 
that shoe alterations, preferably the 
Ridelon wedge—in conjunction with 
extra heavy shanks in certain cases 
—give entire satisfaction. 
* * * * 
37—Heels Should Be Low and Broad for Men's 
Wear and of Similar Shape and Height for Women’s 
Shoes, or Perhaps Even a Trifle Higher for Women’s 
Ordinary Wear. Heel Heights Illustrate an Instance 
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of Foot Adaptability. Heels Have Been Worn so 
Universally and for so Long that the Primitive 
Helless Condition Has Become Less Natural for 
Most People. Foot Efficiency Theoretically May Have 
Diminished a Trifle, but It Cannot Be Measured or 
Appreciated in Low Broad Heels with Broad Bearing 
Surfaces. For Modern Existence, It Would Be Hard 
to Disprove That Heels Are Not an Improvement 
Over Less Desirable Barefooted Posture. 

Orthopedists agreed, 89=89%; disagreed, 3=3%; 
doubtful, 6=6%; no opinion, 2=2%. 

Shoe dealers agreed, 31 = 88%; disagreed, 1 = 3%; 
doubtful, 0=0%; no opinion, 3=9%. 


Chicago, Jll—Dr. John Ridlon—The 
height of heel should be determined by 
the degree of possible dorsal flexion of 
the foot. 

New York City—Dr. Dexter D. Ash- 
ley—The idea that heels have been 
worn so universally and for so long 
that the primitive heelless condition 
has become less natural for most 
people, is, to my mind a far fetched 
one. The child and early adolescent is 
still a plantigrade. No evolution is 
perceptible. Thus at 13 years there 
is a transmutation, a demand for high 
heels. The short heel cord is evident 
only after some years of high heels. 
Heel heights illustrate an instance of 
foot adaptability to abnormal position 
of weight bearing. Primitive man 
walked on the soft ground. Hard side- 
walks and floors and much standing 
today demanded in the walks of life 
necessitate a heel. 

Did you, “the barefoot boy with cheek 
of tan,” have metatarsalgia? No. 
*Rochester, N. Y.—Best argument for 
shoes with stiff shanks to preserve 
arches. P 

Spokane, Washington—Dr. C. F. 
Eikenbary—Doubtful. 

Lynn, Mass.—Everett H. Dunbar— 
Heels should be made to harmonize 
with longitudinal arches. An arch 
with only % inch elevation at its 
highest point may be perfectly normal, 
and all bones may bear evenly on their 
articular facets. Not much elevation 
at the heel should be attempted with 
this type. Longitudinal arches of 
other feet may have a different curve 
with 34 inch elevation at their highest 
points, and higher heels are required 
in this latter type to give a comfort- 
able poise. The natural curve of the 
longitudinal arch should be carefully 
considered in every individual case; 
and. when the right elevation of heel 
is discovered there should be no devia- 
tion made from this level. 
Philadelphia, Pa.—About 15 per cent 
of men and 30 per cent of women have 
short heel tendons and must wear 
higher heels. 

Los Angeles. Cal.—Dr. Walter C. S. 
Koebig—Heels may be too low as well 
as too high. 
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38—Continuous Wear of Very High Heeled, Pointed 
Toed Shoes That Are Fitteg@ Also Continuously Too 
Tightly and Too Short, Should Be Condemned Very 
Strongly on Every Possible Occasion. The Majority 
of Foot Deformities Originate in This Manner Among 
Young Girls, and Are Continued Among Women Who 
Choose Fashionable Crippling Styles for Continuous 
Wear Without Change. 
Orthopedists agreed, 100 = 100%; disagreed, 
0=0%; doubtful, 0=0%; no opinion, 02=0%. 
Shoe dealers agreed, 35 = 100%; disagreed, 0 = 0%; 
doubtful, 0=0%; no opinion, 02=0%. 
*Des Moines, lowa—A. N. Canfield, 
Elwell-Field Shoe Co.—Ninety per 
cent of all foot trouble is caused by 
misfitted shoes, and wrong types of 
shoes. More foot troubles can be 
eliminated by proper fitting of right 
types of shoes than by all other 
remedies. 
*Memphis, Tenn.—Shoes that are too 
short will cause trouble regardless of 
shapes. 
* * — * 
39—The Public Should Be Protected Against Most 
Dangerous Varieties of Shoes as They Are Protected 
Against Harmful Foods and Drugs, but Manufacturers 
of Fashionable Shoe Should Not Be Held Responsible 
for Foolishness of Some Customers Who Wear Them 
Indiscreetly. 
Orthopedists agreed, 81 = 81%; disagreed, 9 = 9%; 
doubtful, 7 = 7%; no opinion, 3 = 3%. 
Shoe dealers agreed, 29 = 83%; disagreed, 5 = 14%; 
doubtful, 1 = 3%; no opinion, 0 = 0%. 
*Boston, Mass.—The public should be 
advised but not forced. 
*Boston, Mass.—H. E. Hagan—Dis- 
agreed. 
*Memphis, Tenn.—Disagreed. Com- 
mon sense is the only cure. *Caradine 
Shoe Co. 
*Austin, Texas—Disagreed. E. M. 
Searbrough & Sons. 
*Des Moines, Iowa—The salesman can 
help to protect the public, and can get 
their appreciation. A. N. Canfield. 
*Wheeling, W. Va.—Disagreed with 
first sentence. Agreed with second 
sentence. 
*Jowa City, lowa—Agreed—W. H. M. 
Stewart. 
*Denver, Col.—Disagreed—Robt. H. 
Johnston. 
*Dodge City, Kansas—Agreed—H. E. 
Ripple. 
*Norfolk, Va.—Agreed—Mare Gray, 
Hofheimers Bros. Co. 
*Moline, Ill—Agreed—Leo S. Wynes, 
Wynes Bros. 
*Memphis, Tenn. — Agreed — Zellner 
Shoe Co. 
Indianapolis, Ind—Dr. H. R. Allen— 
If the purpose is to put better shoes 
on the market then information should 
be given to the manufacturer pertain- 
ing to orthopedic shoe construction, 
and reasons for such different con- 
struction. 
(To be continued) 
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A Diversity of Markets, Men and Models of Shoemaking 
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In the Market of Cincinnati a Wide Range of Style Opinion 








BOOT AND SHOE RECORDER 








RECORDER 


Ad-Visor 


SERVICE 














28 eseleeenue 








126 Prs. Slippers, Slip-on 
“Odd” Prices! 
In honor of “Odd Fellow's Week!” 

126 pairs of highest grade Fall Slippers go on 
sale for three days—Tuesday, Wednesday and 
Thursday 

30 Prs. Women’s 1-Strap Tony Red Slippers, $6.93 
Pr. — Goodyear welt. Former price $10.00. A low 
shoe that will please the most discriminating woman. 

41 Prs. Women's $5.93 Pr. — 
Former price $9.00. Bal strap. Goodyear welt. 
Norwegian calf. Low heel. 

36 ‘omen's Russia Calf Slippers, 
$4.93 Pr. — Goodyear welt. Former price $8.00. 

19 Prs. Women’s Black Slippers, $6.93 Pr.— 
Black kid vamp. Quarter French heels. Former 
price $10.00. (Main Floor Booterye—Arbaugh 's ) 


Make Your 
Own Clothes 

















FLIRT— Caftivating! 


Flirt is one of the latest of 1. Mille: 
models. A gay, coquettish, little 
affair, particularly pleasing in patent 
leather and black satin. A Spanish 
heel contributes an agreeable note, 
while a semi-French toe lends itself 
to complete an effect altogether 


charming. 


MAY SHOE CO. 


Fittersc of Feet 
203 CAPITOL STREET 
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Slight Difference in Prices of June 15-30 and Jan. 15-30 
as Indicated by Merchants’ Advertising 


Close comparisons from the material at hand, 
using as a basis a thousand ads, show a slight re- 
duction in shoe price averages. 


The Division of Women’s Ads 


The increase in “sales” on women’s oxfords and 
straps is noticeable. This portion of advertising 
forms 28 per cent, approximately, of the total on 
women’s low cuts. 

This type of footwear is in the limelight notwith- 
standing the advent of cold weather. n fact, very 
nearly 75 per cent of all women’s ads are on oxfords 
and straps, less than 30 per cent of the total num- 
ber of women’s ads were on boots. 


Jan. 15-30 


June 15-30 
Average 

$8.30 

7.80 

5.25 

5.50 


Average 


A Golden Opportunity 


Needless to say women are devoting some thought 
to the matter of keeping their ankles warm, and 
here is where the forehanded merchant will have 
realized on a style trend that’s very obvious on the 
one hand and so very easily overlooked on the other. 
Answer: woolen hose, heretofore purchased prin- 
cipally at the dry goods store but now readily pro- 
curable at one’s shoe store. 


Men’s Advertising 
About 75 per cent of men’s advertising is on beots. 


Browns and blacks seem to predominate, many of 
the merchants displaying brogues or English bals 
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THAYER McNEIL Co. 





Stormproof 


vite selling Come rain, come snow, come s : 
i wee the advan- ments and slush-drenched crossin, Sm ee 
in view. ated the values. shoe will k if. 
a in view. | Out caer oe will keep you dry. Made of heavy calf. 

skin specially treated to render it waterproof, 
with double welt and extra heavy double vis- 


We have » wide selection of dress shoes, 
E spate, hosiery 
im sill and wool, Pullman slippers, ate., of special interert 











Agfee to This 
When Fall comes he 
wants a pair of Boots 
counted in his Shoe stock. 
He wants something to 
help him high and dry, 
something that looks and 
is sensible. 


Our High Shoes meet all these requirements, plus 
style, quality and Gt of the high standard always featured 
by shoes from here. $8.50 


PHILADELPHIA SHOE STORE, 


Shoes a for the Family 














and advising the readers that all leathers are pro- 
curable. Very few soft toes are to be seen adver- 


tised. . 
Special Sales 

In all the advertising of sales merchants have re- 
sorted to commonsense arguments insofar as causes 
of reductions are concerned. There is less of the 
“whirlwind” variety and more of the sort which 
make the reader feel that there exists a conscien- 
tious effort om the part of the merchant to pass on 
any favorabel turn in prices. 


Children’s Advertising Gains 
Considerable thought is being put into the devel- 


THE STORE OF ORIGINALITY 
SIXTH AVE. & FIRST ST. 


Men's Black Kid Lace Shoes 


$4.95 








opment of this department if size and scope of 
newspaper space utilization is any criterion. “Chil- 
dren’s feet need training as much as their minds,” 
says one and that same dea is set forth usually and 
backed up by the information that there is no limit 
to the number of sizes from which to choose just 
the right fit for the growing foot. Illustrations 
carry a strong hint of grown-up style in the misses 
and growing girl styles and the pretty little patterns 
exhibited for little brother and sister ought certainly 
to develop interest in the advertising merchants’ 
Ines. The evident care and thought in the planning 
of ads on children’s shoes conveys the idea that the 
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Growing Feet 


WHAT WOULD YOU DO IF SOMEONE 
TOLD YOU THAT YOUR CHILD WAS TO 
BE DEFORMED FOR LIFE’ 


frmoe no 


Of course, you would do all in your power to pre- 
vent it regardless of time or cost. Yet that is ex 
actly what an ill-fitting shoe means on a growing” 
foot It is @ proven fact that almost all foot troubles 
ae by wearing shoes which are not properly 


It is also a startling fact to know that mor 
sixty percent of our adult population Ss 
form of foot trouble. This was realized more than are 
ever before when men were being examined for 
service in the world war. In one recruiting station 
in New York City, out of thirty men rejected in one 
a Seas were thrown down because of foot 


ur children pro; 
8 for coming bad t porn 


If not, don’t let today pass without attending 
to the matter. You know colds and resulting 
sickness—most often finds entrance through 
leaky soles. 


ee a ae ae ee ee ee Oe 


—as he is 


is the kind of a boy we try to take care 
of in our boys’ shoe section. ‘We an- 
ticipate his young and energetic life 
with the resultant pound on his shoes. 


We believe that it is the wish and ai 
im of ¢ 
page hag a to fit their customers, and —_ . 
ly the little ones, in the shoes they should h “An ounce of pri ion i 
But this cannot be possible unl > , * Phe od Shoeo will kenp the doctor 
Det this cannot bs possible less they have the po Phelps Shoes will keep the doctor 


The result is boys’ shoes that will 
stand right up and do their duty under 
all sorts of strains. 











Consequently, we have given a i 

x great deal of t 

and study to the care ofchildren's feet onl Sane 

bought shoes accordingly, which places us in a posi- 

tion to fit almost any foot with the proper shoe 
——— 








With every style, every size and every width 
feadily at hand our expert sales force in our 
javenile department are prepared to fit the 








Just now we've a window full of boys 
shoes which mothers are asked to see 
Some go down the price scale to as lov 
as $3.50, others up to $6.50. 1 
Special attention is directed to th 
PRecktan Junior line at 


$4.50 


snd that famous shoe with that “Te’ 
til-tip’ that won't break down 4 


See Window Display 


Samlters 








of boys’ shoes—built like dad's. 





BUSTER BROWN SHOES 


For Boys—For Girls—of 2 to 16 ‘ 


A remarkable showing of several late shoe numbers for kiddies just received. These 
shoes are the kind that will satisfy the taste and give good wear. Complete line 


Pogent Cer 


Kiddies’ Shoe Shop—Mezzanine Floor 


ildren just as they should be. 


f 
Children Shoes 90c to $6.50 
f Children Hose 35c to $1.25 





Dated Saturday, Nov. S, in Shreveport 




















pushing of this department is a definite part of the 
year’s program. 
Corrective Footwear 


The comfort appeal is spreading. Heavy work is 
being done to dissociate ugliness with that of a shoe 
that’s comfortable and correctly built. Everyone 
who walks or works ought to be comfortably shod 
and the ads are with this phase uppermost. Rarely 
is the corrective principle connected with deformity 
in such a way as to seem to be seeking out those 
who suffer from foot troubles. The negative appeal 
is used, yet corrective shoe advertising savors in no 
way of ”Patent-medicine-horrible-example” type, 


Five Dollar Shoes 


As yet there is no indication sof a general settling 
down to a straight five-dollar-price. Chain stores 
feature the price five, but not the individual mer- 


chant. 
Tendency in Advertising 


All in all it cannot be said that shoes are being 
sold on a price basis. Prices are getting down to 
lower averages, but they are doing so without tum- 
bling. It seems as though the return to lower prices 
is being made without making former prices seem 
ridiculously high. It’s a good way inasmuch as it 
proves a basis for the high prices of the past. 
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Style Show to Be Big Feature of 
Pennsylvania Convention 


ALTOONA, PA., Feb. 10.—The local committee, 
having in charge the P. S. R. A. Convention, to be held 
here Feb. 20 and 21, have been on the job, two 
meetings having been held with the State Executive 
Committees and the final meeting the first week in 
February at the Penn Alto Hotel, where the conven- 
tion is to be staged. 

Ben Shaub of Lancaster, in charge of the display 
room§ and booths, has reported that all the display 
space both on the mezzanine and the display rooms 
on the first sleeping floor have been reserved by some 
of the best manufacturers of shoes and rubbers in the 
United States, who will have a fine display. The United 
States Rubber Company have secured a large store 
room in the Penn Alto Building, 
where they expect to show delegates 
and other visitors the process pur- 
sued in the manufacture of their 
footwear. 


Style Shoes Monday Night 


The Convention Hall in the Penn 
Alto is equipped with fire proof mov- 
ing picture booths where several 
most interesting features pertaining 
to the shoe industry will be shown. 
The style show which takes place 
Monday night has been turned over 
to an Eastern expert who will fur- 
nish runway, decorations and the 
most important feature—the models 
—and wearing apparel, with the ex- 
ception of shoes, which will be fur- 
nished by the manufacturers who are 
displaying their merchandise during 
the convention. Many of the models 
will wear the shoes shown at the re- 
cent N. S. R. A. Convention. 

Immediately after the style show a dance will be 
held in the beautiful new ball room at the Penn Alto. 
The committee in charge of this have agreed to have 
present 100 of the most beautiful young ladies of the 
best families in Blair County in order to augment the 
wives and sweethearts of the delegates, and no formal 
introductions for dancing partners will be necessary. 


Banquet Tuesday Night 


On Tuesday evening there will be a banquet for the 
male delegates followed by a talk on Vocational Train- 
ing by one of the best posted men in this work in the 
United States after which several stunts, which the 
Entertainment Committee have up their sleeve, will 
be pulled. 

The convention proceedings will be Monday and 
Tuesday afternoons, the morning being set aside for 
the examination and purchase of footwear. This ar- 
rangement will doubtless meet with the approval of the 
representatives of the various lines shown, as never be- 
fore have they had the same opportunity given them to 
spend time with their customers among the delegates. 

The Ladies’ Committee have made arrangements to 
‘ee that the wives and sweethearts of the delegates 
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will be kept busy every minute they are in Altoona. 

The Local Committee, which is composed of M. H. 
Neuwahl, chairman, John Gingrich, Arthur McGough, 
I. Kline, Phil Klevan, J. C. Soyster, Miss Ernie Bend- 
heim, Charles Berney, Lou Butler, Roy Karicher, 
Eugene Seal, Will Storm, Herb Watts and John 
Soyster, are leaving no stones unturned to make this, 
the Eighth Annual P. S. R. A. Convention, the biggest 
and best ever held, and they hope to have a banner 
attendance as Mr. Kline who is in charge of the hotel 
reservations, reports that the Penn Alto and Colonial 
are entirely sold up with but few rooms left at the 
Anderson and Logan House. We would suggest that 
those desiring reservations write immediately to Mr. 
I. Kline, 1514 Eleventh Avenue, who 
will give every query personal atten- 
tion. 

~ * ” * 

Other February Conventions, to be 
reported in future issues by staff 
members or correspondents of the 
BooT AND SHOE RECORDER, are those 
of the Oklahoma Shoe Retailers, held 
at Muskogee, Feb. 6 to 8, inclusive, 
and the Texas Shoe Retailers’ Asso- 
ciation and the Texas Shoe Travelers’ 
Association, to be held at Fort 
Worth, Feb. 13 to 15. 


Reinhart Sells Geller’s Shoes 


Edwin Reinhart is known on the 
Coast and in Brooklyn as representa- 
tive of Andrew Geller, manufacturer 
of women’s novelty turn footwear, 
Brooklyn. 

Says Mr. Reinhart: “Mr. Geller 
began his career as a retail shoe store 
salesman and has made his own way up to large retail 
merchant and then into the manufacturing of shoes. 
To-day his plant has a capacity of 1000 pairs of turns 
daily. He still maintains his retail stores in Greater 
New York, each of them in charge of one of his 
brothers and operated independently of the factory. 
Through his close touch with the retail situation and 
being able to quickly and thoroughly test out (in all 
sizes) the new patterns, my customers are assured of 
perfect fitting patterns and lasts.” 

For the past several years Edwin Reinhart has 
represented Wm. Henne & Co. on Coast territory, and 
enjoys a large following among Coast merchants who 
feature novelty footwear. 


Matthews Keeps Open House 


J. S. Matthews, Coast representative for Johnson 
Baillie Shoe. Co., has moved his headquarters from the 
Angelus Hotel to the Hayward Hotel, Los Angeles, 
where he will maintain permanent sample rooms and 
will be pleased to havé his friends and customers look 
him up there when in that city. 
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(Continued from page 60) 

serting a depreciated currency clause in the tariff 
act so as to bring foreign currency up to the Ameri- 
can basis or to empower the President through the 
Tariff Commission or some other body with author- 
ity to select those articles which are being manu- 
factured abroad at less than they are being produced 
in America and to bring them up to American costs 
and then add the necessary duties. Miles declared 
that according to the difference which manufactur- 
ers said represented costs of production of razors, 
for instance, and thermos bottles, as between Ger- 
many and the United States, it would be necessary 
to fix a duty of 500 per cent on the former and 1000 
per cent on the latter. He referred to this amount 
as ridiculous and insisted that the public would not 
countenance it. This example was cited to prove 
that the American valuation plan is impractical. 
Miles said that it would be used for price-fixing pur- 
poses and would mean a return to “utterly ridicul- 
ous and profiteering prices which had been quoted 
during the discussion by manufacturers.” To show 
that there is not a considerable volume of imports 
as alleged, Miles said that American manufacturers 
controlled about 97 per cent of the articles in 29 in- 
dustries that had been canvassed by the League. 

It was his contention that the blame is now attached 
to the retailer and wholesaler for high prices, but by 
an American valuation plan it would be possible to 
place duties on any prices that may be desired. He 
further declared that the plan would again mean the 


February 11, 1922 


surrender of the tariff to the wholesalers. Miles 
reported that the League inquiry failed to disclose 
any undervaluations under present system. 


Prices Too High, Say Resolutions 


General approval of the Government’s drive 
against retail merchants’ prices was given by the 
National Agricultural Conference in the adoption of 
the report of a committee on agriculture and price 
relations. It was signed by Samuel Gompers, presi- 
dent American Federation of Labor, and several 
economists. The resolution reads in part as fol- 
lows: 

“Whereas, retail prices have not declined as rapid- 
ly in recent months as have wholesale prices. The 
result has been to reduce the consumption of*farm 
products and to lower the purchasing power of the 
city consumer for the output of other industries, 
thus at once causing in part and contributing mate- 
rially to the severity of the crisis through which we 
are passing. 

“Resolved, that this conference commends the 
measures that the Department of Justice and Com- 
merce have taken by publicity and otherwise, to re- 
duce retail prices and urges more vigorous action 
thereon. 

“Resolved, that this conference recommends that 
every instrumentality of the Government of the 
United States be exercised to put the agricultural In- 
dustry on a par with other industries both as to re- 
muneration, education and standard of living.” 








(Continued from page 58) 
uneven demand. Once five foot of leather went into 
a pair of novelty boots—now scarce one foot goes 
into a low pattern. Some combinations with satin 


give a leather surface in a few square inches. 


Naturally the leather man is pretty much inter- 
ested in boots. Merchants wanting “more pairs” 
have expressed their wishes for boots. Even that 
portion of the public, not so eagerly stylish as the 
younger generation, would like to get the protec- 
tion that boots give, but these people actually do 
not dare wear other than low footwear. 

This all leads up to a place where paths go in 
two directions. Either keep stock low the year 
around and forget seasons or stimulate an inter- 
est in new boots! The last two words—new boots 
—is the real rub. Where are they; what, which 
and wherefore—neither lace nor button to con- 
sume time in putting on—nor Russian for the high 
cost thereof. 

It is time, as we have said, to inquire “is the in- 
ventive genius of the industry equal to its oppor- 
tunities?” 

Who will discover the way into boots? Can the 
clever designers of Paris be asked to put their 
wits to work to bring a world-wide boot era back 
again? Can the store and factory minds of the 
country create some boot pattern that will be 
styleful? Once a famous leather man put over a 


~. 

colored kid boot period by planting novelties at 
the French race tracks and in Parisian social life 
and the entire world followed along. Is the meth- 
od of stimulating interest in boots by such French 
publicity not a good thing? We have an idea that 
the new’ boot will come out of Paris as a style 
factor and not by the channel of preaching that 
boots are a health factor and are reducers of 
ankles by the pressure method. 

Boots has a logical place—there are times for 
boots, and style is apparent in their being worn 
for sports, for walking and for special usage—but 
as a dress factor, nothing doing. Nine months, 


-however, will make a great difference in the pub- 


lic opinion of any one style. But let it be under- 
stood in advance that the hang-over stocks of 
Louis heel boots will not advance in value by 
any possible boot period. Fashion has a habit 
of hitting in a different location than the cast-off 
styles of a year or two past. The new boots, if 
they come, will be some different, so govern your- 
selves accordingly. To those interested in boots, 
from an area in leather standpoint, see to it that 
the boot to be pushed has style merit to it, over 
and above the fact of consumption of leather. 

‘There is great merit in boots—keep an open 
mind on the possibilities of a greater percentage 
of them in the fall and winter of 1922-23, but 
remember style must come first. 
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Friends—and Credit Relations 


have been strained and are being strained 
to the limit. 

The testing time that was foreseen two years 
ago, and which ever since has been in evidence, 
has reached its zenith. The courage and moral 
fiber of merchants and manufacturers are being 
tried out, as well as is the ability to merchandise 
their wares. 

During the time when it seemed that demand 
exceeded supply and going was easy, thousands 
of new stores were opened. 

In too many instances an accurate survey of 
conditions was not made for future maintenance 
of the store. Too often, also, experience and mer- 
chandising ability and personal stamina were 
lacking. When prices began to recede, the public 
slackened in the buying pace and competition be- 
came more acute. Many of these. younger mer- 
chants and many of the older ones who had not 
kept ear to the ground found themselves up 
against it and scarcely knew which way to turn. 

All along the line there has been a disposition 
on the part of creditors to give the debtor a chance 
to work out his own salvation. This attitude, fos- 
tered by the Federal Reserve banking system, 
has maintained throughout all industries; bank- 
ers and manufacturers have fallen in line. The 
merchant who found himself in a tight place and 
laid his cards face up on the table before his 
banker and the manufacturer and the wholesaler 
to whom he was indebted has, as a rule, been well 
taken care of. . 

In some instances it has been deemed expedient 
to appoint a trustee to temporarily oversee the 
administration of the business; sometimes finan- 
cial conditions were so bad that nothing but a 
receiver or assignee was possible, but on the 
whole many firms that were shaky and would 
have had to go through bankruptcy have been 


MD save is no gainsaying the fact that credits 


saved by an honest statement of their condition 
to their bankers and principal creditors. 
Creditors Versus Lawyers 

Always when the first of the year rolls around 
credit men in factories and wholesale houses make 
a supreme effort when the average merchant be- 
comes hard pressed for money and demands for 
immediate payment of past due accounts are rain- 
ing in upon him, his first thought usually is to 
go to somebody to whom he can tell his story 
and from whom he can ask advice. 

Some of the firms probably have threatened to 
sue him, or at least have mentioned the legal phase 
of the situation. The merchant at once hies him- 
self to-his attorney. Of course, all the attorney 
can see is the legal status of his would-be client. 

He is not a merchandise man, is not familiar 
with the relationships between the merchant and 
his creditors; does not know the personalities of 
houses to whom the merchant is indebted, nor 
is he able in most instances to know whether or 
not the inventory of the merchant is rightly taken. 

He fails to realize that the best interests of 
the manufacturer lie in keeping the merchant in 
business and not in putting him out of business. 

He overlooks the human side of the situation 
and usually intensifies the fear and anxiety of the 


merchant just at a time when fear and nervous- 


ness may be his undoing. 
The Viewpoint of a Wholesaler 

A prominent Chicago wholesaler, in discussing 
the present status of credits, put it about this 
way: “Many a good, honest merchant has been 
put out of business through fear rather than 
through necessity. 

“We have no way of knowing a merchant’s real 
financial condition. If he owes us and is slow 
paying his bills, we can only assume that he is 
likewise slow with others, but we do not as a rule 

(Continued on page 78) 
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White buck, patent leather 
trim, white sole and heel. 
Name of maker on request 
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All ower patent oxford. 
Name of maker on request 


Attractive Shoe Fashions 


Developed by Middle Western Manufacturers 


66 HAT is your one best bet? If you were 
\ to pick one shoe from your line which, 
to your mind, represents the height of 

fashion, which one would you choose?” 

These questions were put to a number of manufac- 
turers whose lines were on display at the national 
convention. The choice in each instance was diffi- 
cult to make. Naturally so because manufacturers 
and style experts have come to recognize the fact 
that no one shoe can be styled for all occasions, nor 
can any one pattern, material, last or heel fill the 
requirements of all men or all women for any one 
purpose or occasion. 

A writer in a recent issue of Vogue puts it this 
way: “Fashions, like food, must be properly assimi- 
lated and only such of them as agree with one’s 
individuality should be attempted.” 

When the shoe.industry as a whole accepts this 
viewpoint on style creations then the matter of buy- 
ing and choosing seasonal footwear will become very 
much simplified, less nervousness will be manifest on 
the part of the buyer, less material will be wasted 
and fewer odds and ends of worthless merchandise 
will accumulate on the shelves of retail merchants. 


Fashions Reflect Mental Attitude 
The models illustrated on these pages are more 
or less a reflection of the mental attitude of the 


All over patent welt cen- 
ter or side buckle. Name 
of maker on request 


manufacturer who picked an individual shoe from 
his whole line. 

Some manufacturers of the Middle West who pro- 
duce women’s footwear concentrate their efforts more 
particularly on light, airy creations, while others 
bend their efforts more particularly in the production 
of street and general wear foot coverings. 

Consequently, here are shown types of light, airy 
creations by some manufacturers and street or sport 
footwear by others. 


Style Tendencies 


A study of these illustrations will show a distinct 
style trend, which, by the way, is not confined to 
middle western manufacturers but is nation-wide 
and practically world-wide in its application. 

In women’s welt-soled footwear there is a distinct 
tendency toward lace oxfords, with heels varying all 
the way from 8/8 to 14/8, made on lasts varying 
in width of toe and general outline to harmonize 
with the height and type of the heels. Then there 
is the sport oxford in a distinctive class, made on 
a rather wide toe without tip, carrying a saddle of 
contrasting color and fitted with either leather or 
rubber sole. 

Another type which prevails to a great extent is 
the one-strap effect, carrying heels varying from 
8/8 to 12/8 and usually fashioned with a buckle on 
the side. (Continued on page 81) 
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Patent with trimming and 
heel of red kid. Name of 
maker on request 


Black satin, embroidered 
decorations. Name of 
maker on request 


Black mat calf, trimming 
same material or contrast- 


ing color. Name of maker / “a 2; 
on request CO Se 
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i ~o* 
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Side gore shown in pat- 
ent ; made in ma other 
materials. Name of maker 
on request 
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Black satin, grey ooze 
trimming, bright buckles. 
Name of maker on request 


Ali over patent. Name of 
maker on request 
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Men’s Footwear Fashions 
Produced by Middle Western Factories 


STUDY of men’s footwear exhibited at the 
A Coliseum shows clearly that the master 
hand has been busy creating patterns and 
designing lasts that have taken the men’s foot- 
wear industry from the commonplace and perched 
it in the class of distinctive dress for occasions. — 
In the higher grade lines the modified square 
French toe predominated where fancier patterns 
were used. A decided tendency toward a wider toe 
is clearly in evidence. 

More oxfords and fewer boots were shown in 
men’s footwear than has usually been the case. 

Men’s sport oxfords with plain toe and a saddle 
of contrasting color was one of the features that 
attracted the attention of visitors as they passed 
from booth to booth. 

A wide variety of colors, both in vamps and sad- 
dles, was shown and apparently any two shades that 
combine harmoniously will be good form in this 
class of footwear. Black and white in combination 
stood out distinctively and was shown in almost 
every line. 

Soles and heels of leather, as well as soles and 
heels of rubber, were shown extensively. While 


this class of footwear has been looked upon as made 
distinctively for golf and other sports, there is every 


Medium tan calf. 
of maker on request 


Wide toe swaggerish oz- 
ford of Russiacalf. Name 
of maker on request 


Men’s 


Medium shade Russia 


Name 


oxford, 
tan saddle. 


sport 
smoked elk, 
Name of maker on request 


indication that it will prove one of the prominent 
features in street footwear during the coming spring 
and summer months. 


(Continued from page 75) 
know who the others are or how many there are 
of them. 

“In too many cases we find it difficult to get 
the real, necessary information. Letters are 
ignored and requests for financial statements too 
often meet with no response. 

“A merchant is too much inclined to place his 
faith in an attorney rather than in the manufac- 
turers and wholesalers and bankers with whom he 
has been doing business. 

“Many merchants who are prosperous and ‘sit- 
ting pretty’ to-day owe their prosperity to the 
fact that in former times of stress they confided 
in their creditors and acted on the advice of manu- 
facturers and bankers rather than airing their 
troubles to a lawyer.” 

Every merchant should cultivate the friendship 
of his banker and the houses with whom he does 
business; personal relationships count for more 
than is usually realized. 





Name of maker on 
request 









Medium shade boarded 
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request 
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N.S. R. A. Board of Directors 


Meet in Cleveland and Decide Important Con- 
vention Date and Repledge Association 
to Public Service 


the better the deed, so on Sunday the direc- 

tors of the National Shoe Retailers’ Asso- 
ciation gathered in President C. K. Chisholm’s 
home town. Directors from coast to coast and all 
up and down the heart of the country reported— 
A. Katschinski from San Francisco and John Slater 
from New York, W. W. Willson from Boston covered 
the outfield opinion while Directors J. J. Baird of 
Columbus, Charles E. Williams of St. Louis, Frank 
P. Meyer of Danville, Ill.; Roy Stevens of Ottumwa, 
Iowa; J. E. Wilson of Detroit, H. A. Rosenbach of 
Chicago, Victor Vaile of Kokomo, Ind.; Harry. C. 
McLaughlin of Cincinnati, A. H. Geuting of Phila- 
delphia, Seaton Alexander of Wheeling, W. Va.; 
A. B. Caspari of Milwaukee, C. Ludebuehl of Pitts- 
burgh, F. E. Foster of Chicago. In addition, Otto 
Hassel appeared to give an accounting financially of 
the Chicago convention. 

President Chisholm has a happy faculty of expe- 
diting business, so this new Board of Directors 
plunged into actual problems and in an eight-hour 
day transacted the first quarter’s duties of the asso- 
ciation. On his invitation, James H. Stone, editor 
of the Shoe Retailer, and Arthur D. Anderson, editor 
of the BooT AND SHOE RECORDER, were made partici- 
pants in the meeting—reviving, as it were, a custom 
which followed year after year in the early develop- 
ment of the N. S. R. A. The association has placed 
itself on record, under President Chisholm, as hav- 
ing nothing to conceal and is dedicated to an intel- 
ligent public service. 


CK the better Feb. 5.—The better the day 


Good Financial Standing 


The financial report of Otto Hassel for the Chi- 
cago convention committee was read, approved and 
accepted. It was analyzed by him, showing that 80 
per cent of the net income of the convention was 
obtained by registration fees, 15 per cent from bal- 
ance over expenses of manufacturers’ exhibits and 
5 per cent from concessions. The total resources of 
the association are in excellent condition—there is 
adequate resources for almost-any emergency in 1923. 
A vote later in the day authorized Treasurer Baird to 
invest the funds in Government securities. 

As the special meeting was principally called for 
the purpose of determining the date of the next con- 
vention, this was the first order of business. Infor- 
mally the directors had read for their information 
a summary of an investigation made by Raymond 
Fuller of Gregory Read & Co. of Lynn and same was 
appreciated as light upon the subject of the manu- 
facturers’ ideas on convention dating. Then the 


various market center opinions were given, together 
with a reading of a resolution from St. Louis, as 
follows: 

Whereas, The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association has been requested by man- 
ufacturers of other shoe centers to support a move- 


ment to bring about a change in the date of the 
annual.convention of the National Shoe Retailers’ 
Association, and 

Whereas, The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association has not only enjoyed the 
privilege of attendance as a group at previous con- 
ventions of the National Shoe Retailers’ Association, 
but has also profitably participated in the splendid 
growth and development of these annual gatherings, 
which have been of very definite benefit to all 
branches of the trade, therefore 

Be It Resolved, That the St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Association express its 
complete confidence in the ability of the Board of 
Directors of the National Shoe Retailers’ Association 
to select a date for the annual convention which 
will not only assure the greatest possible attendance 
but also be most generally satisfactory to all 
branches of the shoe industry. 

After a solid two-hour debate, the vote was taken 
without a dissenting voice for Jan. 8, 9, 10, 11, 1923. 
Immediately following luncheon, the directors trans- 
acted routine business and heard the merits of vari- 
ous cities expounded. 





Room in Hotel Winton where the N. 8. R. A. Board of 
Directors met 


John Slater spoke for the Grand Central Palace, 
New York; W. W. Willson for Mechanics’ Building, 
Boston, and reports read on Kansas City, Cleveland 
and St. Louis, with even Atlantic City stressing ‘“‘neu- 
tral territory,” whatever that means in a prohibition- 
less period. Pro and con the debate went on with 
the results as reported in the resolution printed on 
the previous page. 

Official announcement of committee leaders for 
1923 was made by President Chisholm as follows: 

Executive Committee—H. A. Rosenbach of Chi- 
cago as chairman, the president and secretary- 
treasurer serving ex-officio. 

Finance Committee—A. Katschinski of San Fran- 
cisco as chairman. , 

Conference Committee—Charles E. Williams. of 
St. Louis as chairman. 

(Continued on page 81) 
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Iowa Merchants Preparing for Big Convention 
Cedar Rapids 1922 Meeting 


The annual convention of the Iowa Retail Shoe 
Dealers’ Association will be held at Montrose Hotel, 
Cedar Rapids, March 7, 8 and 9. 

The Iowa association has established a reputation 
for producing one of the largest conventions from 
point of attendance and one of the most interesting 
from the standpoint of well-balanced programs of 
any of the State associations in the country. 

President George Breck of Des Moines has ar- 
ranged his program with the thought of making it 
not only entertaining but of practical benefit to every 
merchant who attends. Among the prominent speak- 
ers who will appear on the program are Jackson 
Johnson, chairman of the Board of Directors of the 
International Shoe Company of St. Louis, who will 
talk on the general business outlook and upon the 
influence of present conditions as they affect the 
shoe business. 

Nicholas Schorn of the Carl E. Schmidt Leather 
Company of Detroit will make as clear as possible to 
the Iowa merchants the process of converting raw 
hides into finished leather. Mr. Schorn will prob- 
ably illustrate his talk with hides and skins in vari- 
ous processes of transition from the raw state to 
the finished product. 

A. C. Torgeson, manager of Deneche Company’s 
Department Store, will discuss some of the inner 
problems of store management. 

All of these speakers are well known and each 
is eminently qualified to handle the topic which he 
will discuss. As the program is being arranged, 
one of these men will appear on each day’s program. 


The greater part of the time in convention session 
will be devoted to open forum discussions of various 
topics which are close to the hearts of all retail 
shoe merchants. One session will be devoted to shoe 
styles and shoe buying for the forthcoming season. 
This session will be in charge of the style committee, 
of which Frank Jaques of Des Moines is chairman. 
The other members of the committee are C. E. Whit- 
taker of Cedar Rapids, J. E. Hall of Charitan and 
Ralph Ellis of Des Moines. 

The opportunity of being put right on styles is 
worth all the time and expense entailed in attending 
this convention. Another session of the convention 
will be devoted to: (a) Bringing the customer from 
the street into the store; (b) making the sale; 
(c) making a profit. 

Other sessions will take up the problems of keeping 
store overhead in harmony with sales volume and 
various other problems. 

The Iowa Shoe Travelers will furnish the evening 
entertainments, which will consist of a men’s night 
and also a banquet and dance. 

Cedar Rapids Committees 

The local committees having charge of convention 
arrangements are: 

Reception—W. A. Rall, chairman; F. D. Mattson, 
Charles J. Smith. 

Entertainment—L. D. Lynxwiler, chairman; E. J. 
Buser, E. E. Whittaker. 

Hotel Reservation—George Kaiser. 

Women’s Committee—Mrs. E. E. Buser, chairman; 
Mrs. J. A. Bailey, Mrs. F. D. Mattson, Mrs. W. A. 
Rall, Mrs. L. D. Lynxwiler, Mrs. Louis Koffron. 








Indiana Association Getting Convention 


Plans Under Way 


ciation have reserved 109 rooms in the 

Lincoln Hotel, which are being allotted to 
shoe travelers for use during the Indiana conven- 
tion, which will be held in that hotel at Indianapolis, 
March 6, 7 and 8. 

The records of C. E. Young of Indianapolis, secre- 
tary of the association, show that 30 days previous 
to the convention 75 of the 109 rooms have already 
been engaged by representative shoe travelers, The 
indications now are that all these rooms and possibly 


ci officers of the Indiana Retail Shoe Asso- 


another floor will be contracted for before the con- 
vention opens. 

On the program will appear a number of men of 
national reputation in shoe circles. A special pro- 
gram of open forum discussions is being arranged. 
The association would be pleased to have Indiana 
merchants send to C. E. Young, care of L. Strauss & 
Company, Indianapolis, a list of any questions which 
they would be glad to hear discussed at the con- 
vention. 

A good program of entertainment is being arranged 
for the evenings of the convention dates. 











“Hen” Sommers Heard 
From 


Henry R. Sommer, known as “Hen” 
to his. innumerable friends in the shoe 
trade, has just completed a very suc- 
cessful year with the Crescent Shoe 
Company of 159 Duane Street, New 
York. “Hen” has spent the past fifteen 


years in the wholesale shoe business, 
ten of which have been devoted to sell- 
ing shoes in New York City. We are 
informed that in his recent campaign 
with the Crescent line of spring 
samples, he has secured for himself 
still more new and valuable friends, 
and that he hopes to continue the 
good work on the road. 





Prince Visits San Francisco 


Louis R. Prince, who represents the 
Millersburg Shoe Co. of Millersburg, 
Pa., Bacon Rollins Co. of Lynn and 
the E. E. Taylor Co. of Brockton, was 
among the traveling men to visit San 
Francisco recently. 
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(Continued from page 79) 


Membership Committee—Frank P. Meyer of Dan- 
ville, Ill., as chairman and his committee to include 
presidents and secretaries of all State associations. 

Styles Committee—Harry C. McLaughlin of Cin- 
cinnati as general chairman to add to his committee 
a chairman of the men’s, women’s and children’s 
section, together making a committee of about fifty 
persons. 

Freight and Transportation—I. B. Rosenbach of 
Chicago as chairman. 

Legislation—Henry E. Hagan of Boston as chair- 
man. 

Rubber Committee—D. F. Sullivan of Fall River 
as chairman. 

Senior Insurance Council—James P. Orr of Cin- 
cinnati as chairman. 

Constitution and By-Laws—H. A. Rosenbach of 
Chicago as chairman. 

Publicity Committee—O. H. Hassel of Chicago as 
chairman. 

Convention Committee for 1923 Convention—Fred 
E. Foster of Chicago as chairman and he to select 
a working committee. 

Ways and Means Committee—A. H. Geuting of 
Philadelphia as chairman. : 

The work of the directors continued until Presi- 
dent Chisholm’s dinner was served, at which all 
directors were invited. The details of the meeting 
were ably handled by the new secretary, George M. 
Spangler, who reports that national headquarters are 
now located at 224 South Michigan Avenue. 
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(Continued from page 76) 

These three types cover to a great extent footwear 
that is designed for street and general wear pur- 
poses. Fortunately, there is a wide range of mate- 
rials embracing patents, kid, colored calf, black calf, 
ooze, white buck, white fabrics and various combina- 
tions of these materials. 


Lighter Creations 


In the lighter and more airy types a few regular 
walking heels are seen, but as a rule, where heels 
are exceedingly low in turn footwear, the boxwood 
heel takes preference. 

Quite a little stress has been laid on side gore 
patterns, and in each instance the manufacturer has. 
worked out individual ideas of patterns and com- 
binations and has adopted heels that are in keeping 
with the last. 

No abatement is seen in the creation of new and 
distinctive strap patterns. The width of the toe and 
the height of the heel cover a wide range, but as a 
rule they are made to balance up in a way that 
produces footwear of harmonious lines, in which are 
embodied distinctive characteristics of the designer. 

As to materials, the range is wide and the variety 
almost unlimited. Patents are surely in for a big 
season’s run and yet satins apparently will maintain 
the position which has been accorded them for sev- 
eral seasons as fashionable footwear for occasions 
where they are appropriate. Very few colored leath- 
ers other than gray and beige ooze are shown, ex- 
cepting where colored kid is used in combination 
with patent or other materials. 








CHICAGO 
Business Slow Here 


Industrial Conditions in the Chicago 


District Are About on a Dead 
Level 


coming spring season will hold out 
greater hope to the merchants than 
has heretofore been expected. 


Special Sales Continue 
All over the city in the loop district 
and in every outlying business dis- 
trict special cut price sales prevail in 
all lines of wearing apparel and house 


















HE report of the seven Fed- 

eral Reserve Districts says 

in part: “Production and 
trade show no striking departures 
from conditions prevailing at the time 
of the last report. At this season 
there usually occurs a period of slack- 
ening in various lines of manufac- 
ture and this has been true during 
the past month. Such recession as 
there has been does not, however, go 
beyond the proportions to be expected 
at this time of the year. The Federal 
Reserve Price Index for December 
shows a reduction of only two points 
as compared with a month earlier 
while the United States Bureau of 
Labor Statistics shows no change in 
its index. 

“On the productive side interest has 
been largely centered about the iron 
and steel trade. The activity in that 
branch of business has been slightly 
on the increase the end of the year 
showing a slowing down due to the 
usual inventory period while during 
the first part of January better in- 
quiry particularly from railroads has 





tended to increase the volume of or- 
ders on hand as well as the activity of 
the plants. Prices for staple farm 
products have on the whole about held 
their own with fair export demand.” 


Building Trades Accept Landis’ 
Award 


Announcement was made February 
1 that the big Building Trades’ Coun- 
cil would accept the Landis’ award 
on prices and working conditions re- 
cently announced. 

A number of months ago Judge 
Landis was appointed umpire to 
settle the differences between build- 
ing trades unions and employing con- 
tactors. 

Several of the unions refuse to ac- 
cept the awards as made at that time. 
A new hearing was ordered and some 
slight changes were made which ap- 
parently are acceptable to the men. 

If the unions adhere to the agree- 
ment the indications are that Chicago 
will witness a building boom un- 
precedented in its history. Should 
this occur retail business will un- 
doubtedly be stimulated and the forth- 


furnishings. 

The beneficial effects of these sales 
either to the merchant or the public 
is very much questioned. 

The larger stores have as a rule 
confined the sales to boots and other 
undesirable merchandise which they 
wish to clean up and along with this 
have bought merchandise where such 
could be purchased at unusually low 
prices but in most instances they have 
not cut deeply into seasonable sale- 
able merchandise. 

These sales have had the tendency 
of drawing customers from the out- 
lying districts into the loop who 
normally would trade with their com- 
munity merchant. Unusually gener- 
ous advertising space has been used 
by the loop merchants, both those 
operating exclusive shoe stores and 
the big department stores that place 
special stress on their shoe depart- 
ment. 

The small merchants in the out- 
lying districts have been non-plussed 
to find ways and means of meeting 
this fierce competition. : 

Many of these outlying merchants 
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have found themselves in need of 
money to meet current bills and not 
being able to avail themselves of 
newspaper space in the big dailies 
they have sought to keep their local 
trade at home by cutting prices un- 
mercifully on the cleanest and best 
merchandise in the house. 

The net result is that when new 
merchandise comes in and is marked 
at a price that will yield a fair protit 
the consumer actually feels that he 
is being gyped and as a result busi- 
ness getting is a hard game. 


Wholesale Business Picking Up 


While wholesale business is not all 
that might be wished for yet it is 
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showing an upward tendency both in 
shipments and in orders received. 

In certain agricultural districts 
where farmers have cast a shadow 
of gloom by their hard luck stories 
merchants show considerable temeri- 
ty. In other sections merchants seem 
to have more courage and more faith 
in the future and are making pur- 
chases on more liberal basis. On the 
whole the business in the wholesale 
shoe district is as good as could prob- 
ably be expected under the present 
prevailing conditions. It is not an 
easy job to sell merchandise, but the 
shoe traveler who knows his line and 
has pluck and nerve is sending in 
orders in fair volume. 


ST. LOUIS 


Retail Business Continues In Slump 


Slight Demand for Spring Styles Being 
Observed—Patent and Grey Suéde 
Combination Effects Believed 
Best 


HE retail shoe business still 

I remains dormant. Price has 

little to do in changing the 
buying attitude of the public. 
Prices have been slashed so deep that 
figures seem almost ridiculous in the 
eyes of the buying public, when com- 
pared with the statements made in 
conjunction with the merchandise. 
True, the mark-downs have occurred 
to a great extent on dead merchandise, 
but what does the unsuspecting pub- 
lic know of the latest style develop- 
ments? There are not a few mer- 
chants, both large and small, who are 
of the confirmed opinion that very 
little good and much harm can come 
out of the severe reductions that have 
been placed on boots. 

There are those who believe the ex- 
aggerated statements and figures 
serve only to confuse the mind of the 
buying public and establishes a habit 
of expecting continued sales on all 
classes of merchandise. Some shoe 
retailers have not cut the very soul 
out of their boots, but have set back 
and taken a slight profit when a cus- 
tomer demanded high shoes. 

To clean up as much as possible the 
unsalable stock during the last week 
in January was the big task before 
the retailers. 


Spring Stocks Ready 


The majority already have their 
early spring stock on the floor. It is an- 
ticipated that most of the new stocks 
will make their appearance next week 
as the opening gun of a drive for 
spring business. None of the windows 
so far have given way to the spring 
season influence but all expect to show 
their choicest patterns during the first 
week in February. 

There have been not a few calls 
for spring merchandise. A poll of the 





stores showed that the calls were prin- 
cipally for a patent and grey suéde 
combination effect. The principal ef- 
fects noted of the few spring styles 
being displayed are patent vamps, with 
grey suéde quarters and a button one 
strap. A low covered patent heel 
seems to meet with the approval of 
the buyers. Some of the combination 
effects seen in oxfords carry a gray 
suéde apron on an allover patent. 
Some two and three strap buckle pat- 
terns on straight grey suéde were 
also noted. This last mentioned pat- 
tern carried a junior Louis heel. 
Patent oxfords will be shown freely 
in the spring array as well as satin 
in beaded effects. Many look for 
satin to continue good and gain in 
popularity when the real spring 
weather arrives. 


What Will the Weather Be? 


The weather element is looked for- 
ward to as one of the contributing 
causes which will either make the 
spring business good or bad. If the 
weather holds to a mild, dry tempera- 
ture during February, then big busi- 
ness is predicted, but should the re- 
verse occur, then deferred buying is 
expected. With a late Easter this 
year a long season is expected. 


St. Louis Retailers Indorse Present 
N. S. R. A. Convention Dates 


The St. Louis Shoe Retailers’ As- 
sociation held its regular monthly 
meeting on Wednesday evening, Jan. 
25, at which the St. Louis Shoe Manu- 
facturers and Wholesalers Association 
members were the invited guests of 
the retailers. A resolution introduced 
by Chas. E. Williams, president of 
the C. E. Williams Shoe Co., was 
adopted. The resolution is as fol- 
lows: “The St. Louis Shoe Retailers’ 
Association at its monthly meeting, 
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held Jan. 25, recommended to the 
Board of Directors of the N.S.R.A 


that the present dates of the 
N.S. R.A. Convention are acceptable 
and satisfactory and urge no change 
at the Board of Directors meeting, to 
be held in Cleveland, Feb. 5, at which 
time this matter will be discussed.” 

A copy was to be forwarded to the 
Board of Directors and copies were 
sent to the Retailers’ Associations 
throughout the Mississippi Valley ask- 
ing them to take similar action. 

Mr. Williams expressed’ the hope 
that the Manufacturers’ Association 
would take similar action at their 
next meeting. Some of the manufac- 
turers present believed it was for the 
retailers to decide which dates would 
be most satisfactory to them for the 
holding of their convention. 

Mr. Williams was strongly in favor 
of holding the convention in Cleveland, 
where the convention could be housed 
all under one roof in the new Mu- 
nicipal Auditorium. He felt that the 
style show should be thrown open to 
the public and more propaganda 
should be spread through the various 
press associations on the trend of 
styles developed at the national con- 
vention. 


Association in Healthy Condition 


Treasurer J. A. Hutcheson read a 
financial report which indicated the 
association was in excellent condition. 
President Ames, who presided, felt 
gratified at the large attendance of 
the membership and urged that even 
greater efforts be made to increase 
the number at the next meeting. Chas. 
Strayer, sales-manager of the Johan- 
sen Bros. Shoe Co., said that both re- 
tailers and manufacturers should be 
proud of St. Louis because of the 
splendid group display exhibited at 
the convention. T. F. James, sales- 
manager of Brown Shoe Co., expressed 
amazement at the attendance in Chi- 
cago. He said usually not enough goods 
was sold to pay for the expenses, but 
such was not the case this time at 
Chicago. They had sold more than 
ever before. The friendships formed 
and the contact with the shoe retailers 
of the country, were two of the prin- 
cipal benefits derived from the conven- 
tion, James stated. 

O. M. James of Peters Shoe Co., 
expressed appreciation of the manu- 
facturers for the assistance and splen- 
did effort on the part of the N.S. R. A. 
in arranging the exhibits. 

R. L. Hawthorne, systematizer and 
traveling auditor of the Thomas G. 
Plant Co., also spoke. Manager 
Springer of the rubber footwear de- 
partment of the Brown Shoe Co., an- 
nounced that his company did more 
business on the first day at Chicago 
than the entire time at the Milwau- 
kee convention. 

Arthur Ebbs, chairman of a special 
committee appointed by the president 
to investigate the possibilities of 
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bringing to St. Louis the Harvard 
Bureau of Business Research, report- 
ed that arrangements had been made 
for a meeting at which Richard Len- 
nihan, assistant director of the Har- 
vard Bureau, would address the St. 
Louis Shoe Retailers’ Association. As 
the bureau is going to the Tri-State 
Convention, to be held in Kansas City 
the first week in March, a date satis- 
factory to the Bureau would be the 
latter part of the week previous to the 
opening of the convention. 

A vote of thanks was extended to 
the RECORDER through its local cor- 
respondent for the splendid publicity 
given the retailers in its convention 
number. 


Ground Gripper Boot Shop Changes 
Hands 


The Ground Gripper Boot Shop, lo- 
cated on the ground floor of the Ar- 
cadia Building and owned by the T. J. 
Reid Shoe Co., has been sold to the 
Fontius Shoe Co. of Denver, Colo. 
The Fontius Shoe Co. operates a num- 
ber of Ground Gripper stores through- 
out the West and St. Louis is another 
link added to the chain. They have 
taken over the entire stock and the 
store is now being managed temporar- 
ily by Frank A. Silver, representa- 
tive of the Fontius Shoe Co. 


Swope’s Have White Shoes Bought 
For Summer Business 

Swope’s, St. Louis’ ultra-exclusive 
shoe store, have 95 per cent of their 
white shoes that they expect to seil 
next summer either in the house or 
on the road, according to an announce- 
ment made by Arther Ebbs. 


Boyd’s Doing Well on Men’s Shoe Sale 
Conducting their first sale, Boyd’s 
shoe department has found an excel- 
lent response to their announcement. 
A. C. Lewis, manager of the depart- 
ment, stated that they will run far 
ahead of their anticipated business. 
High tan boots have sold two to one 
against oxfords in the sale. Harry A. 
Meyer, sales-manager of retail stores 
for the Commonwealth Shoe Co., who 
operate the department, was a vis- 
itor to the store and was gratified 
with the results so far obtained. 


New Shoe Store on Locust Street 


L. H. Brown, shoe merchant, has 
bought an unexpired lease at 805 Lo- 


BOOT AND SHOE RECORDER 


cust Street, the ground floor of the 
Victory Building, where he will open 
an up-to-date shoe store about 
March 1. Women’s and misses’ shoes 
are to be carried exclusively. 


Vulcan Last Company to Open Fac- 
tory Here 


The Vlucan Last Co. of Portsmouth, 
Ohio, one of the foremost manufac- 
turers of shoe lasts, has bought the 
building at Twenty-fifth and Mullap- 
phy Street, for the purpose of estab- 
lishing a factory in St. Louis. 

The locating of a new plant here 
will mean work for about 300 men. 
Of this number it is expected that be- 
tween 40 and 50 will be brought by 
the company from its older factories 
as the nucleus for its development of 
a group of skilled workers. It is ex- 
pected the company will begin opera- 
tions here within a month. 


Johnson-Stephens & Shinkle Sold up 
to May 


Johnson-Stephens & Shinkle Shoe 
Co. is sold up solid to May 1. Pre- 
vious to the convention period delivery 
date was Jan. 15. However, since 
the convention, where a tremendous 
volume of business was booked, the 
delivery date has been moved up to 
May 1. The production now is some- 
thing like 2500 pairs per day and plans 
are in progress to increase the out- 
put to 3000 pair's daily. 


Tweedie Footwear Corporation Does 
Large Business at Convention 


According to the statements of 
sales manager Mahler of the Tweedie 
Footwear Corporation. a very satis- 
factory business was done at the Chi- 
cago Convention. Mahler stated that 
45 per cent of the business booked 
was for patent and grey suéde com- 
binations in straps and oxfords. Or- 
ders were placed from retailers from 
all sections of the country and one 
from Manitoba, British Columbia. 


C. H. Jones, President of Common- 
wealth Shoe Co., Visitor 


C. H. Jones, president of the Com- 
monwealth Shoe Co., was a visitor here 
for a day. Mr. Jones spent some time 
at Boyd’s shoe department, which is 
operated by the Commonwealth com- 


pany. 





MILWAUKEE 


Style Show in March 


Retail Merchants’ 


Interest Turned to 


“Civil Style Week” 


ELECTION of the dates for 
S the annual spring style show 
of Milwaukee retail merchants 
has been one of the most important 


developments of the week, for it fur- 
nishes a great objective in plans for 
spring business campaigns. This year 
the joint spring openings will be 
known as “Civic Style Week,” and 
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the dates are March 19 to 25. As 
customary, the Milwaukee Retail Shoe 
Dealers’ Association at its monthly 
meeting on Feb. 2 took cognizance of 
the event and will co-operate heartily. 
The “Civic Style Week” is sponsored 
directly by the Milwaukee Cloak and 
Suit Association, but trade’ societies 
in boots and shoes, jewelry, millinery, 
and other classes of wearing apparel 
and personal adornment participate. 
The Men’s Wear Association assumes 
sponsorship of attractions for the 
men. 
Business Volume Moderate 


Milwaukee boot and shoe merchants 
continue to transact a moderate vol- 
ume of business, which generally ex- 
ceeds hopes expressed earlier and 
therefore is regarded as highly satis- 
factory. The main business is in mer- 
chandise that is being sold at reduc- 
tions to make room for the new goods 
now coming in for spring. The ac- 
cumulation of discontinued lines, 
broken lots and odds and ends has 
been moving well under the stimulus 
of bargains, and it has all been done 
without making the public feel that 
the original selling prices were not 
justified. In other words, mid-winter 
clearance sales this year seem to have 
left a better “taste in the mouth” 
than in some past years when public 
resentment was wrought up by scan- 
dalmongers playing with the welfare 
of the boot and shoe industry. 


Death of James Johnson 


James Johnson, founder and presi- 
dent of the Northwestern Shoe Com- 
pany, 87 Huron Street, one of the best 
known wholesale concerns of Milwau- 
kee, died suddenly at his desk on Jan. 
24 from heart failure. He had been 
apparently in excellent health. Mr. 
Johnson was born in Denmark in 1856 
and came to America in 1880, locating 
at Racine. Several years later he 
came to Milwaukee and established 
the Northwestern Shoe Co. C. A. 
Johnson is vice-president and C. W. 
Johnson secretary and treasurer. Mr. 
Johnson was a prominent Mason and 
active in club and social circles. His 
widow and four children survive. 


Roth Leaves Gimbel Bros. 


L. D. Roth, for two years manager 
and buyer of the boot and shoe de- 
partment of Gimbel Bros. at Milwau- 
kee, resigned Feb. 1. He has not 
made public his plans for the future. 
Mr. Roth went to Gimbel’s from the 
L. S. Donaldson Company of Minne- 
apolis, and is considered one of the 
best department store shoe executives 
in the Middle West. It is understood 
that he has made connections with a 
large interest elsewhere, and submit- 
ted his resignation as early as Jan. 1. 


Marathon Officers Re-elected 


At the annual meeting of the Mara- 
thon Shoe Company of Wausau, Wis., 
all directors and officers were re- 
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elected as follows: President, C. S. 
Dodge; vice-president, W. E. Dodge; 
secretary and general manager, S. J. 
Pentler; treasurer, C. C. Krueger. 
Reports of 1921 business were excep- 
tionally pleasing, the Marathon being 
one of the few concerns which oper- 
ated continuously throughout the 
year and at a profit. A branch fac- 
tory is being established in the old 
city hall building, which will soon be 
working at a capacity of 400 to 500 
pairs of stitchdowns a day. 


Opens New Tannery 

Joseph Hanser of Oshkosh, Wis., 
who has been operating a potash fac- 
tory for many years, has converted 
the plant into a tannery which will 
specialize -in furs and hides for com- 
fort shoes, gloves, robes, fur clothing, 
ete. For the present no effort will be 
made to manufacture leather, but a 
department of this character is in 
prospect as the enterprise is devel- 
oped. Martin Cortwright, formerly of 
St. Paul and Dubuque, is active man- 
ager of the manufacturing depart- 
ment. 

On March 1 a new boot shop will 
open its doors in Madison, the state 
capital of Wisconsin. F. W. Karstens, 
who recently sold his entire interests 
in The Hub, one of the largest cloth- 
ing stores in the state, has completed 
arrangements to enter business as a 
dealer in men’s and boys’ furnishings 
in association with Harvey B. Dyer, 
who managed the boys’ department 
and the entire boot and shoe section 
of The Hub. Edwin J. Connor also 
is a stockholder in the new store. The 
dimensions of the shop will be 44 by 
126 feet. 


Improve Madison Shop 

Huegel & Hyland, 104 King Street, 
Madison, Wis., are working on exten- 
sive improvements to the interior of 
their boot shop, already one of the 
handsomest stores of this character 
in western Wisconsin. At the same 
time it will be considerably enlarged 
by the construction of a mezzanine 
floor or balcony to accommodate of- 
fices, additional stock, etc., and re- 
lease space from the main floor for 
merchandising and display. 
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Milwaukee Dealer Fails 


William Tonkonogy, shoe dealer at 
1707 Fond du Lac Avenue, Milwau- 
kee, recently made defendant in in- 
voluntary bankruptcy proceedings, 
has filed schedules disclosing liabili- 
ties of $7,516 and claiming assets of 
$9,077, of which $690 is exemptions. 


Nichols Company Changes 


The John C. Nichols Company, She- 
boygan, Wis., manufacturer of har- 
ness and leather goods, has changed 
its corporate title to the Nichols-Biehl 
Company, and at the same time in- 
creased its authorized capitalization 
from $250,000 to $500,000, of which 
$300,000 is common and $200,000 pre- 
ferred stock. The concern originally 
was established at Janesville, Wis., 
but moved to Sheboygan about seven 
years ago and has undergone remark- 
able development. 


To Make Leather Goods 


A charter has been granted to the 
Madison Leather Goods Company, a 
new corporation organized with $10,- 
000 capital at Madison, Wis., by John 
W. Alvord, W. E. Middleton and 
Emma E. Middleton, 121 East John- 
son Street. The concern will engage 
in the manufacture and sale of leather 
goods, novelties and specialties. 


Allen-Spiegel in Production 


The Allen-Spiegel Shoe Mfg. Co., 
organized recently with $150,000 cap- 
ital by Elbert W. Allen, until now 
sales manager of the Ogden Shoe Co., 
Milwaukee, is now in _ production, 
manufacturing a line of men’s me- 
dium-priced welts in three styles. The 
new concern took over the plant and 
equipment of the Belgium Shoe Co. at 
Belgium, Wis., which was erected 
about three years ago and is regarded 
as one of the model men’s boot and 
shoe factories in this country. R. A. 
Spiegel, associated with Mr. Allen, 
has been a member of the Ogden com- 
pany’s sales organization for some 
time and is thoroughly schooled in 
merchandising shoes, having as well 
a large acquaintance in the trade all 
over the country. 


LOS ANGELES 


Clearance Sales Prevalent 


Merchants Getting Ready for Spring 
Business 


T would seem that the shoe mer- 
I chants of Los Angeles are 

determined to clean up their 
old stocks of shoes, for semi-annual 
and season’s end clearances are still 
the rule and offer drastic reductions 
in price, in some instances every shoe 
in the house being included. The 





weather continues mild and sunny 
and with the exception of about a 
week of frosty temperature the con- 
ditions have been far from ideal as 
regards the selling end of the game. 
However, the prevalence of cuts has 
been a great inducement to buy and 
people certainly cannot complain of 
not getting their money’s worth, as 
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some of the prices take us back to pre- 
war days. There is not much buying 
activity just at present and the shoe 
men are all looking forward to the 
spring season to inject some pep into 
the game. Many of them are just 
getting back from Chicago and the 
East and have placed their orders for 
early spring selling. 


High Shades in Sport Hose Popular 


It is too early yet to forecast just 
what will be popular locally as re- 
gards the novelty situation, but the 
early spring wardrobe will be sure to 
contain some nifty sport shoes. Indi- 
cations at present are that patents 
will figure prominently, both in sport 
and dress shoes. Sport hose being 
worn now is chiefly of the high shades, 
often matching milady’s coat lining 
or vestee. For instance, green hose 
and green vestee. Plaid hose are also 
much worn for sports. 


Gray Suédes Look Good 


Gray suédes are again looming on 
the horizon and when we remember 
how very good looking this color is 
with spring time costumes it is very 
easy to foresee that they will be good 
in the sunny Southland. Here on the 
coast white shoes and the light colors 
are always worn and are popular at 
all seasons of the year. Already 
merchants are receiving calls for new 
spring shoes, although very few are 
coming in yet. Many of the buyers 
are still in the East making their 
purchases. Mr. Al Gude, of “Gude’s 
Good Shoes,” just returned from a 
buying trip, and Mr. P. A. Jesburg, of 
the Walk Over stores, is back at the 
Walk Over factory making purchases. 


English Golf Shoes for Men in New 
Light Tan 


* Some very good looking shoes 
shown by Alexander & Oviatt are 
made by McAfees’, Picadilly, London. 
The latest thing they have received 
in a sport shoe is a very light tan 
calf, new moccasin toe, fringe flap, 
extension sole with rubber cleats for 
golfers. For Tuxedo wear they show 
a plain dull black oxford; in patent 
for dress wear. The Bootery carries 
this line of shoes in women’s. 


” Tourist Season Is On 


The tourist season is well under 
way and the streets are thronged with 
visitors from all sections of the coun- 
try. The spring season is getting an 
early start here. 


New Thompson-Hunter Shoe Co. in 


Salt Lake City 


Mr. Jess Thompson is making final 
preparations for leaving Gude’s and 
taking up his responsibilities as man- 
ager of the new Thompson-Hunter 
Shoe Co. of Salt Lake City. Mr. 
Thompson is well known to the shoe 
trade, having been formerly with Cul- 
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bertson’s in Spokane, and with The 
Bon Marche of Seattle, while Mr. T. 
P. Hunter was formerly with Walker 
Bros., in Salt Lake, as buyer and 
manager of the shoe department. 
The new store will open on Feb. 15 
at 220 South Main Street, formerly 
the location of Robinson’s, with a 
new, modern front and new fixtures 
throughout. The interior will be 
Jacobean oak, with opera chairs for 
seating. They will handle both men’s 
and women’s shoes, featuring J. & T. 
Cousins for women and Nettleton 
shoes for men, specializing on prices 
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ranging from $7.50 to $14, and will 
also carry a fine line of hosiery for 
both men and women. Mode-art arch 
preservers and Dr. Reed cushion sole 
shoes will also be strongly featured. 


Gude’s Anticipate Big Business on 
Sport Shoes 


Gude’s are anticipating a big sport 
season, in fact the biggest ever, and 
their new spring shoes are beginning 
to come in, including a range of sport 
styles that they expect to do a big 
business on. Spring business looks 
very promising to them. 





CLEVELAND 


Merchants Clear the Deck 
for Spring Business 


Federal Reserve Bank of the Fourth 
District Says Common Sense Is 
Replacing Foolishness 


HE first report of the Federal 
Reserve Bank in the new year 

is considered especially im- 
portant and significant by business 
men here in view of the fact that they 
are looking forward with eager 
anticipation to developments in 1922. 

The report of the bank carries a 
tone of encouragement for the new 
year. The prediction is made that in 
this year in Cleveland the start will be 
made toward a return to what we are 
pleased to call normal. The bank 
carries no hope of a boom in indus- 
tries, and in fact asserts that a boom 
should be avoided. What will come 
in this present year is the start of 
gradual improvement which will not 
end until we are back to healthy con- 
ditions. Emphasis is placed on the 
fact that the revival will be a moder- 
ate one. 

In the steel and iron industry here 
the volume of business since the 
cessation period of the holidays is 
larger in a moderate way. The ship- 
ping outlook is better than it was at 
the close of the last lake shipping 
season, 

In manufacturing a gradual re- 
covery in several directions is re- 
ported after a slack season and dur- 
ing the holidays. The paint business 
has shown a noticeable increase since 
the holidays and orders are increas- 
ing in the tin can industry. The 
pottery industry is reported to be 
running strong. As compared to last 
year, the building situation is con- 
siderably improved. A gradual re- 
turn to the normal home building atti- 
tude on the part of the public is ex- 
pected. 

In the last year there has been a 
gradual decline in the demand on the 


Federal Reserve Bank for accommo- 
dations for both city and country 
banks. The decrease in city bank 
borrowings has been especially notice- 
able since the first of the year. 


Special Sales Still On 


Every store in the city is now en- 
gaged in a strenuous campaign to 
dispose of stocks of goods that have 
been carried through the normal win- 
ter purchasing season and are now 
commencing to be in the way of the 
new spring goods that are going to 
be put in the show windows and on 
the counters early in February. 

The keen merchants of the city 
have for some time been searching the 
market for stocks or specials that the 
manufacturer is anxious to get rid of. 
Special terms were obtained for these 
goods, and by lumping them in with 
the stocks that the merchants have on 
hand, and averaging the price, the 
price announcements have been most 
impelling. 

The shoe stores of the city are un- 
doubtedly setting the pace for all 
other merchants in the matter of mak- 
ing bargain prices. A few days ago 
one of the country’s leading business 
experts spoke here, and in the course 
of his address he stated that the shoe 
industry has gone farther than the 
average line in lowering prices to 
stabilize business. In many stores 
prices that were familiar in the days 
of 1912 and 1913 may be found posted 
on models. While other lines of re- 
tail stores announce their prices are 
back to normal, no one can deceive the 
public, which has a good recollection 
of what was paid for materials in the 
year 1913. 

The shoe stores undoubtedly have 
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been busier than have the other mer- 
cantile establishments of the city. In 
recent weeks there has been an in- 
crease in the volume of sales of men’s 
shoes, while women have taken ad- 
vantage of the special sales to carry 
home two and three pairs when the 
models were especially appealing. 


Merchants Change Policy 


Cleveland merchants are looking 
for shoes that can be placed on the 
market for prices that will be low 
enough to appeal to the public; which, 
in this city at least, has proved to' be 
mighty discriminating in the last few 
weeks. 

The $5 and $6 shoes are the most 
popular with the average merchant, 
and in some instances downtown 
stores that have even before the war 
laid stress on the so-called better 
class goods, have been making pur- 
chases in anticipation of the fact that 
the moderate priced shoe is going big. 

Not long ago the moderate priced 
shoe was passed by by the working 
man and the higher priced shoe was 
purchased by the laborer. That is no 
longer the case. 


Plans for State Meeting 


The annual convention of the Ohio 
Valley Shoe Retailers’ Association, 
which will be held here the first week 
in March in the Hotel Winton, is now 
commanding considerable of the time 
and attention of leaders in the.shoe 
industry. 

The men making arrangements re- 
port that men in all branches of the 
industry have taken hold of the tasks 
assigned by committee appointments. 
Within a short time reports will be 
ready from the several committees, at 
which time the program will be made 
known. 





PORTLAND 
Staiger’s Feature Elastic Sides 


Away early in January Staiger’s 
were compelled to telegraph for more 
patent cutout sandals, with elastic 
sides and low military heels. They 
went like the proverbial hot cakes 
at $12.50. Smoked horse oxfords 
trimmed with leather saddle and wing 
are given to Portland women by 
Staiger’s in excellent values at $10. 
A really stunning model is of faun 
trimmed with tan. Universal San- 
dals, for which Mr. Staiger has the 
exclusive Portland agency, are still in 
the flush of success, and the flappers 
are simply wild about them. In grey 
suede at $8, patent at $7, and white, 
brown and black kid at $6, they offer 
the cute young things a shoe that is 
at once novel and orthopedic. Mr. 
Staiger sells ’em boy’s rubbers, so 
that they may wear them in the rain, 
if they wish. “Low heeled patent 
leather straps with cutout sides are 
especially good,” says Mr. Staiger. 
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MINNEAPOLIS 


Merchants Optimistic Concerning 
Spring Business 
Emphasis Placed on Quality, Workman- 
ship and Style, Rather Than on 
Price 


ITH the last of the mid- 
W winter sales winding up 
in a few days, Minneapolis 
retailers are “marking time” until 
the first sign of warm weather to 
start pushing their new spring models. 
Napier’s Booterie is one of the stores 
which is just closing up its January 
sale, which has been very satisfac- 
tory, according to Mr. Jackson, man- 
ager. “We sent out an announcement 
to our charge customers, giving them 
three days’ exclusive sale before we 
opened it to the general public. The 
response was very good, and it re- 
sulted in some exceptionally good 
business in the hosiery department, 
too. The business obtained in the 
public sale was equally gratifying. 
One interesting fact brought out by 
this sale is the widespread interest 
of the shopping public in the styles 
for spring, which is a good omen. 
We are not showing our new models 
yet, but expect to put them on dis- 
play in about three weeks, depend- 
ing somewhat on the weather. In 
our hosiery department we find 
chiffon hose one of the biggest sellers.” 
Everyone is looking forward to a 
good spring business, and all indica- 
tions are that the trend will be toward 
quality and appearance, rather than 
toward the low price. This feeling is 
reflected in the buying of the re- 
tailers, who are putting more im- 
portance on quality, workmanship and 
style, and less on price than last year. 
Just by way of illustration, Mr. 
Shaft, in charge of the Minneapolis 
office of the Shaft-Pierce Company, 
said recently that a year ago nearly 
90 per cent of his time was spent 
answering inquiries from retailers 
about price reductions, while this year 
he has had only two inquiries of this 
nature so far. 

The regular spring buying is prac- 
tically over, according to some whole- 
salers, except for a certain amount of 
“sizing up” of present stocks. 

The patent leather one-strap and 
the patent leather and grey suéde 
combination are predicted as the big 
sellers for spring. Suéde is believed 
to be the only thing that will go well 
in combinations, and there isn’t much 
business expected on kid, or on all 
suéde. Junior and Baby Louis heels 
on pumps are gradually changing to 
covered Cuban heels, while the full 
French heel remains the favorite for 
evening wear. One of the biggest 
white seasons in recent years is pre- 


dicted for the summer months, to 
start about the last of May, but there 
will be very little white stuff sold be- 
fore that time, it is thought. 


One of the finest proofs of the 
theory that a shoe store can make 
money in the most perilous times, if it 
carries reliable merchandise, gives 
good service and is run on a business 
basis, is the expansion of business 
which Charles Kilbourne, of Kil- 
bourne‘s Boot Shop, is undertaking 
at the present time. 

Mr. Kilbourne will open a Juvenile 
Boot Shop about March 1, in connec- 
tion with his present ladies’ and 
misses’ store at 924 Nicollet Avenue, 
with a complete line of high grade 
footwear and hosiery for young folks 
ranging from the ages of one week to 
sixteen years. He is increasing his 
floor space over 100 per cent, taking 
on a vacant store to the rear of his 
present shop, which fronts on Meyer’s 
Arcade—a very desirable location for 
a store of this kind. The new store 
will be devoted exclusively to the 
children’s goods, and an unusual fea- 
ture of the shop will be a children’s 
hair cutting booth, which will be in 
charge of a woman who runs a ladies’ 
hair dressing parlor in the same 
building. There will also be a shoe 
shining stand in the new shop. 

Mr. Kilbourne believes the barber 
shop will be a big drawing card for 
the Juvenile Boot Shop, as there are 
very few places in the city where a 
mother can take a child without feel- 
ing uncomfortable. 

The wall which separates the two 
stores will be torn out, and onlv a 


row of show cases will mark the divi- - 


sion. The reenlar entrance to the 
Juvenile shop, ho-ever, will be from 
the Arcade, and te 36 foot frontage 
on the Arcade will be used exclusively 
for displaying the children’s shoes. 
Inside there will be gold fish on a 
low bench, and other features to in- 
terest the children. 

Mr. Kilbourne has been in business 
for himself just a year, starting in 
January, 1921. The fact that he 
weathered one of the hardest seasons 
of recent years successfully, and is 
able to expand his business 100 per 
cent at the end of the first year, is a 
pretty sure indication that he will 
soon be one of the most important 
factors in the retail shoe business in 
Minneapolis. 

Before opening this shop, Mr. Kil- 
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bourne was employed as merchandise 
man at Dayton’s, where he started as 
a clerk twenty years ago. 


Frank E. Church, president of the 
Beacon Falls Rubber Company, of 
Beacon Falls, Conn., spent a few days 
in Minneapolis recently, completing 
arrangements for the moving of the 
Minneapolis branch from its old loca- 
tion on First Avenue, North, to a five- 
story building located at 426-432 
Second Avenue, North. 

The removal was to have been com- 
pleted by Feb. 1. The new building 
was formerly occupied by the Western 
Grocer Company. It is modern 
throughout, and with its 34,000 square 
feet of floor space will afford more 
than three times the capacity of the 
old building. The first floor is being 
fitted up into offices and shipping de- 
partment. With the added capacity, 
larger stocks can be carried, and 
every facility which will make for 
better service to the retailer will be 
installed. 


KANSAS CITY 


F the month of January may be 
used as a criterion, 1922 will 
be a much better year for the 
Kansas City shoe retailers than 
was 1921. Although faced by un- 
favorable weather in the greater part 
of the month, the business of the mer- 
chants for the month showed a sub- 
stantial increase over that noted on 
the ledger for the same period last 
year. This is true not only in the 
dollars brought into the merchant’s 
cash register, but also in the number 
of pairs sold, as the average price per 
pair of the shoes sold this year is be- 
low that of the shoes sold in the 
corresponding period of 1921. 
_ Another thing noted was the quick 
and strong response to the semi- 
annual clearance sales, a great num- 
ber of which were held by the mer- 
chants in January. Nearly all of the 
merchants holding sales confided that 
the response of the public was beyond 
their expectations. One shop, Byrns, 
declared that it was compelled to close 
its doors at many times in the first 
three days of its clearance sale so 
that the store would not become so 
crowded as to render it impossible for 
the salesmen to wait on the customers. 
As a result of this demand the mer- 
chants feel as though 1922 is going to 
see a period of buying which will ap- 
proach or equal that experienced in 
the post-war boom days, but it will be 
a different sort of buying. People are 
going to “look around a bit” and see 
where they can get the best values 
for their money. They are going to ° 
show a little more judgment in the 
kind of shoes they buy. In other 
words, price and quality are going to 
play a whole lot more important part 
in the purchasing than they have for 
some time. 
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CEDAR CLIFF SATINS 





Pe 


The Permanent Vogue of Cedar Cliff 


Just so long as silks are used for 
dresses, Satin will be used for shoes. 
And just so long as manufacturers use 
Cedar Cliff Satins, shoes of this mate- 
rial will stand in the highest favor. 


————————— 


The Vogue of Cedar Cliff is perma- 
nent. It is a vogue which 


has developed on the sound 
basis of practical quality. 


The Cedar Cliff 
Silk Company 
251 Fourth Ave. 

New York N. Y. 
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CHICAGO'S 
VERDICT— 


The Chicago Style Show decided 
in favor of the use of 


BUCKLES 
in 1922 


Advance sample displays proved 
that, once again, many manufac- 
turers will give preference to 


BUCKLES 
in 1922 


As a popular fastener, the value 
of which is increased by its other 
role as an ornament, there is 
nothing that appeals more 
strongly to the sense of economy 
than the buckle. That is one 
reason why so many strap slip- 
pers will be equipped with 


BUCKLES 
in 1922 


We have provided large quanti- 
ties of the buckles used in the 
manufacture of strap slippers 
since the style was adopted and 
for 1922 have added to our 
variety of designs. You may 
have a copy of Bulletin 133, il- 
lustrating these designs, for the 
asking. 


NORTH & JUDD MFG. CO. 
New Britain, Conn. 
Branch Sales Offices 


New York Chicago 
127 Duane St. 326 W. Madison St. 
St. Louis San Francisco 
608 Victoria Bidg. Postal Tel. Bidg. 
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THE HOSIERY WITH : 
THE BLUE EDGE 


Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, 


INCORPOBATED 
276 Fifth Ave. (Holland Bldg.,) NEW YORK 


Manufacturers of 


LADIES’ FULL FASHIONED SILK HOSIERY 
MILLS AT LONG ISLAND CITY 











JUVENILE 
STITCHDOWNS 





MADE GOOD 
TO MAKE 
GOOD 





Community Stitchdowns make good with Merchant, 
Mother, and Child alike in Salability, Wear and Com- 
fort respectively. 


The Lotus 2-Strap Pump illustrated is but one of the models 
in our complete line of Stitchdowns. It is made of the best 
of materials in tan, patent leather, mahogany, or with patent 
leather vamp with grey calf quarters, It is a winner at the 
following prices: 


5to8 8% to 11 11% to2 
$1.20 $1.40 $1.60 
REMEMBER: Community Stitchdowns 
are repairable. 


We also carry a complete line of sandals, ox- 
fords, play shoes and other novelty stitchdowns 
of the better kind. Sample orders quickly at- 
tended to. 

Order Community Stitchdowns from your 
jobber. If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 
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Goodyear Wingfoot Heels are always in demand. 
They are known by men and women everywhere for 
their wearing quality, their lasting resilience, and 
their neat appearance. There is no substitute for 
Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Perfectly designed for street wear, outing service, and athletics 
generally, the new Neolin-Wingfoot Sports Bottom has all the 
standard qualities of Neblin— durable, waterproof, comfortable 


WEINSEOOT 





BOOT AND SHOE RECORDER February 11, 1922 


So) 








[Nn OVELTY F OOTWEAR | 


IN STOCK AT SPECIAL PRICES 








Widths 
AA to C 


BEADED SLIPPERS— 
No. 6252—Black Kid, 2 Strap, Turn Sete, 
14/8 Junior Louis Heel $4.7 
17/8 Louis Heel, 


Re. 6101—Black Satin, a Susap, | Turn octe, No. G257—As above. 
7/8 Full Louis Heel e $4.75 


Widths 
AA to C 


5870 

No. 5870—Black Kid Oxford ’ 7 FE gl eng 

No. 58S74—Brown Kid Oxfora .... 2. ~~ ae trap, Turn aoe, 
McKay Sole, 14/8 Cuban Heel. 14/8 Junter Louis Howl $4.7 


5756 5968 


5968—Black Satin, 1 Strap, Turn Bole, 
83.6 


No. S5756-—Glazed Black Kid Oxford, Welt 
83.35 Hy Junior Louis Heel 


Sole 12/8 Military Heel 


These and other popular novelties offered at Special Prices to MOVE stock 
on hand. 
Let us submit samples and show what we can offer for your spring sales of 


Footwear. 
ames om! fo. an 


SHOES , LEATHER- ic 
Saint im oo tees U x BA. 
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Buyers Still Shopping Around For 
Low-Priced Leather 


Tanners, 


On the Other Hand, Hope to Maintain 


Prices and Point Out That Liquidation 


has been to look for leathers 
at low prices. This means 
much shopping about, but the in- 
sistence on shoes at a price by whole- 
salers and retail shoe merchants means 
that the shoe manufacturers and lea- 
ther buyers must figure very close and 
look for all of the available bargains 
in leather. Tanners, on the other hand, 
are compelled to take a firm stand on 
prices of leather ‘now being produced, 
as they will not forego profit entire- 
ly. It is maintained that the stocks 
controlled by the banks and liquida- 
tion leather is practically cleaned up, 
and many tanners are not striving to 
meet that kind of competition to-day. 
There has been some complaint of 
dull business, but the sales of leather 
are increasing in the aggregate from 
day to day, and while there is not the 
snap to trade that would be desirable, 
there is a fairly even leather business 
and a greater degree of confidence 
which is encouraging. Tanners are 
refusing offers every day of prices 
which were paid last season for 
liquidation stocks, although some of 
them are working in foreign dry 
hides in an attempt to meet existing 
conditions which call for lower-priced 
upper leather. 


Fair Demand for Calf 

There has been a fair call for the 
plump weights of full grain calf in 
colors and black. The total sales 
make a good business and tanners are 
busier than a few weeks ago. There 
is not much change in price for the 
standard tannages of calf leather. 
The top price in smooth-finished colors 
is 45c. Some tanners hold special 
selections at 50c. per foot, but 45c. is 
the average price for top grades. 
Medium grades run around 35c. and 
lower grades 25c. to 30c. There is a 
fair cajl for snuffed colors, which are 
quoted all the way from 20c. to 30c. 
per foot, according to tannage and 
selection. There is a good demand 
for side leathers in the various colors 
and also in black. Prices of suéde 
range all the way from 50c. to 75c. 
per foot, and this leather continues 
very popular. 

More Side Leather Wanted 

The demand for side leather is for 
a price ranging from 15c. to 25c., but 
tanners are not inclined to meet such 


"h trend of the trade of late 


Is About Over 


low offers. The best grades of grain 
side bring from 22c. to 28c. per foot. 
Snuffed sides in colors and black run 
as low as 10c. and 12c. and up to 20c. 
a foot. The call for a shoe at $5 and 
less at retail has made a big demand 
for side leathers of the medium and 
poorer descriptions. There is an in- 
creasing call for smoked horse and elk 
for sport shoes and this demand is 
expected to continue for some time. 
Heavy waterproofed and _ heavy 
leathers and veals for staple and 
workingmen’s footwear are in good 
call and bring all the way from 18c. 


to 26c. and 28c. per foot. 


Good Call for Kid 


A good trade continues on glazed 
kid, with prices on virtually the same 





basis as during the past few months. 
Tanners of glazed kid state that while 
the trade fell off during the early part 
of January, it is beginning to come 
back now in good shape. Top grades 
of choice selections from the best raw 
stock are quoted as high as from 80c. 
to 90c. and they range downward ac- 
cording to the class of stock wanted. 
Medium grades of kid are quoted all 
the way from 40c. to 60c. per foot and 
the lower grades running down to 25c., 
but a good medium grade of kid 
leather can be obtained all the way 
from 35c. to 40c. per foot. 


Patent Leather More Active 


The call for patent leather is im- 
proving now that the in-between sea- 
(Continued on page 95) 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.75 
Calf, if, smooth, colored, top grade.. .28a .30 1.40a 1.50 40a .45 
Calf, smooth, black, top grade... .26a .28 1.30a 1.40 35a .40 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade.. y+ 20 65a .90 20a .26 
Genuine buck ......0.-cccccees 50 =«-:1.40a_ 1.60 60a .80 
White buck, top “grade (side lea.) 35 a 30 90a 1.00 35a 40 
TEER, BORVY GIGS ccccccccccccccs 26 65a .70 22a .24 
Kid, colors, best fancy ......... 35 ° 40 140a 1.65 ‘70a .85 
Kid, colors, top grade .......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .80 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a .22 60a 1.00 25a .40 
Kid, GE 6.0644. 5664 600s 000s 06a .12 20a .36 wel ae 
Chrome patent sides .......... 25a .30 85a 1.05 35a 45 
GE nk 06ehbe00 st 6 sos00e0 40a .55 1.40a 1.60 60a .85 
Sole Leather (price per pound) 
PEE DO E iiccsccccevcoewes 32a .33 56a «58 30a .32 
ee anna he den be bes GbE SES 8 ae rT 45a .50 
Se I anccecesasune 38a 389 92a .95 58a .55 
No. 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 ‘70a _ .80 
Raw Hides and Skins (price per pound) 
(1918 Av.) 
Native steers, as used in sole 
Heo harness, etc, .....0%- --- a 18% 52a  .55 ---8 16% 
Texas steers, for sole 
g- * cocgebekeesseabeeeces oon. Oe ot: awh 
a native cows, for side’ upper 
ioe cones6s s6bEbeeR>es soot. cave — 13%ai «14 
a ~ cows, for light sole 
ME cccosaseseesenesceres a - ATE ice - 2 ooo & 18% 
No. 1 buffs for heavy upper and 
GE PRE: oon bbs ikdscn <p wee 45a .50 08%a «.09 
No. 1 Chicago City calfskins for 
fine Call TOREREE ccccccconcce oe ee 80a 1.02% 10a «18 
Kips for upper leather ....... sa see 65a .80 10a _ «.16 
B. A. hides, for hemlock sole ; 
JeeGReP 2 centsbvnddedcncvsvce -a 30 42a 46 14% a .15% 
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For Next Fall 


UNITED STATES RUBBER COMPANY 
salesman is on his way to you with 
new samples of “U.S.” Rubber Footwear 
for fall delivery. The scarcity during the 
past few months of many “U.S.” items, 
particularly women’s gaiters, has con- 
vinced dealers of the value of advance 
orders. 


To place an order sufficient to protect 
your trade is the first essential of good 
business. The new samples, with their 
many added features and improvements, 
will assure you that the “U.S.” line is 
today the standard of waterproof foot- 
wear and the best investment for trade 
satisfaction. 


United States Rubber Company 


“U.S.” Portland “U.S.”’ Empress 


When ordering leather shoes 
always specify 
. ao 
Sprinc-STeP 
\, RusBER HEELS 
They help 


sell the 
shoe 











February 11, 1922 


BOOT AND SHOE RECORDER 


93 


A Study in Rubber Shoemaking 


At the Firestone-Apsley Rubber Shoe Co.’s Plant—Four 
Important Sections Are: Mill Room, Cutting Room, 
Stitching Room, Making Room, Packing 


about an hour’s train ride from 

Boston, is located the plant of 
the Firestone-Apsley Rubber Com- 
pany. Into this rubber shoe factory 
comes the raw material from the 
forests of South American countries 
and out of it, by special freight cars 
drawn up on a siding at the rear of 
the establishment, go the various 
types of rubber shoes and canvas 
rubber soled canvas footwear. 

Let us make a mid-winter journey 
to the Firestone-Apsley plant. We 
shall commence our tour of inspection 
with the mill room, where the raw 
material is compounded for rubber 
boot and shoe tops, soling and rubber 
trimming. Upon entering the mill 
room, we see four great boilers, burn- 
ing under forced draft, and here the 
steam is generated which heats the 
pipes for the vulcanizing room. Vul- 
canization at the Firestone-Apsley 
plant is accomplished by the dry or 
open cure process. 


|: the town of Hudson, Mass., 


Washing and Drying 


A few steps more and we are in the 
room where the raw rubber is being 
washed. We shall watch the bath of 
a para rubber, which before the elimi- 
nation of dirt and smoke was a dark 
brown. After taking its dip, we see 
it become a pearly white, or about the 
same color as when the sap was run- 
ning from the tree, and prior to its 
smoking over the fire which turned 
the sap into a workable mass. When 
the para was thoroughly cleansed, it 
was still wet and consequently it was 
necessary to dry it, so the sheet is 
placed in one of the Devine vaccuum 
driers and all the moisture extracted, 
but the heat has now made the former 
pearly sheet a brown sheet. “In the 
old days,” said the expert who was 
attending to the drying process, “it 
took two to three months to eliminate 
the moisture—its elimination can now 
be accomplished in from three to six 
hours.” 

A brief introduction to some of the 
200 kinds of rubber is next in order, 
and our guide is now pointing out 
ribbed smoked sheets—these have 
come into the factory all washed and 
dried, and then packed in bale form. 
The fine para is pointed out—also the 
coarse para. 


The Rolls and Dies 


The compounding room, where the 
various ingredients are mixed, is next 


Room—Rubber Quotations 


reached, but our party is hardly 
allowed to even peek into this room, 
as here are where many of the plant’s 
secrets are hidden. The journey does 
permit us, however, to stop at the 
great rolls where the compound is be- 
ing spread. The dieing machines for 
the soling stock and uppers are next 
inspected. Here also is where the 
white soling stock for the white 
canvas shoes is mixed and then run 
on engraved rolls. This part of the 
factory contains machines for the 





LONG LIVE THE 
FLAPPERS! 


Flap on, galoshes, flap on. 
Tinkle your buckles, too. 
Don’t be afraid of the Rus- 
sian boot. It will not take 
you from the feminine feet 
of the big cities. Wobbly or 
snug, you’re sure of your 
footing. The new Russian 
boot may appear and will be 
received by a few of the 
wealthy women who seek 
novel equipment, but it is the 
verdict of many of the pro- 
gressive retail shoe mer- 
chants of the country that 
the galoshes will long con- 
tinue to go flopping along. 











making of all kinds of rubber cloth 
and for the backing of the canvas 
shoe fabric with its drill lining. 


Rubber Heel Making 


The making of rubber heels is a 
very interesting process. The “batter” 
is put into two-tier pans, which re- 
semble a housewife’s muffin pan, about 
six “biscuits” or heel molds on either 
side of the pan. The mixture is baked 
in a temperature of 370 degrees and 
under a pressure of 1750 pounds to the 
square inch; it takes ten minutes to 
accomplish the baking. 

On our way through a cross-section 
wing, we note many aluminum rubber 
boot lasts, some wooden lasts for the 
canvas models, and a large collection 
of fabrics. Another section of the 
first floor is devoted to the machine 
turning work, another section to the 
employment office and the offices of 
superintendent and assistant superin- 
tendent. The laboratory is next 


visited, where are located miniature 
calenders and -other necessary ap- 
paratus for experimental purposes. 

The next important section is the 
cutting room. Here is seen the dyed 
out stock, as it comes up from the 
milk room. This is put into “stock 
books.” The upper stock comes up 
from the mill room on long, light 
frames, with naphtha in between the 
layers, to prevent adhesion. 


Machine and Hand Work 


It is interesting to stop for a mo- 
ment and note the maneuvers of the 
sole cutting machine, with its little 
knife, which runs around the stock 
placed on a fiber board—we see here 
six soles being cut from one sheet. 
Our guide tells us that it is impos- 
sible to cut all of the soles by machine 
and that some must be cut by hand 
on account of their shape and the fact 
that the heel and sole are all in one 
piece—the heel is extended a little for 
a light shoe type, and a point is neces- 
sary. Another hand operation which 
we are now looking at is the cutting 
of a storm rubber—the stock is very 
thin and it is cut on a zinc plate with 
a sharp and rounded point knife. 
After the parts are cut they go into 
the making room. 

In the cutting room a man is seen 
making the mold for the suction sole 
—he is driving the holes by hand, one 
by one—a machine is now being made 
by the company which will cut all of 
the heel holes at one blow. 

The next thing of interest to at- 
tract our attention as we move along 
is the friction stock used in the manu- 
facture of boots. This is laid out on 
a long table, layer upon layer, with 
paraffin paper between the stock. The 
clicking machines are to take this 
cloth a little later on, and with one 
impression cut out as many parts as 
there are layers. 


Assembling of Parts 


Then comes the assembling of 
parts, the assemblers putting on the 
numbers for the different makers. 
We see here the stock laid out for the 
fleeced gaiter linings—the pattern is 
applied, and the electric knife, which 
works up and down, pushes the stock 
along and cuts the material. This 
stock cannot be died out on account 
of the softness of the material. 

The storm king boot tops present an 
interesting study; also the cutting of 
the tennis shoe tops; these tops are 
cut on the drill lining side. We also 
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Smartest looking golf or sport footwear sole to be obtained. 


No hard knobs to walk on or Suction Cups to fill up with 
mud, etc. 


Dryden Double-Wear Sport Soles and Heels are made in 


PINK BROWN BLACK WHITE 


They have already been adopted by many leading shoe manu- 
facturers. Ask the salesmen who call on you to show you their 
samples carrying Dryden Double-Wear Sport Soles and Heels. 


Attractive price proposition for shoe 


manufacturers. 
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learn that there must always be kept 
on hand a goodly supply of boot and 
shoe linings and nets. 
Quarter Room Visited 

The quarter room is visited where 
the girls are assembling the four- 
buckle jersey top gaiters. Miss Maude 
McDonald is in charge and gives you 
a demonstration as to the manner in 
which the gaiter’s seven parts are 
fitted together. The vamp of the 
gaiter is first made. This is all hand 
work, even to the putting on of the 
buckles, and the skilled women work- 
ers mark the rights and lefts. 

Stitching Tennis Tops 

The third room of importance to be 
visited is the stitching room, where 
the tennis shoe tops are made. Here 
are located the eyeletting machines— 
here too are the machines for adjust- 
ing the hooks; here also the rubber 
foxing which we saw being made in 
the mill room is stitched on. A sport 
shoe with ankle patches is now being 
made and the two-needle machine is 
putting a double row of stitching on 
the rubber foxing with a high grade 
mercerized cotton thread. The stitch- 
ing room of the factory presents a 
busy scene. 


Taking a Varnish Bath 


One of the novel processes to the 
uninitiated in rubber shoe making is 


BOOT AND SHOE RECORDER 


the varnish bath. This varnish bath 
is given to rubbers when a bright 
finish is required and the bath is taken 
just prior to their being sent to the 
vulcanizers. The dip in varnish re- 
quires only a few seconds and the 
shoes make their descent into the big 
vat on a long rod—many pairs at a 
time. They are then sent over in 
cars which run on a track to the open 
cure vulcanizers, where they remain 
for 6% hours for light weight goods 
and 7% hours for boots. 

Our rubber shoe product is then fin- 
ished. It is all ready for the packing 
room—where it is inspected and neat- 
ly arranged in boxes. 

One of the attractions of the pack- 
ing room is a boot, with shiny pebble 
leg and red Jersey top, fleeced lining 
—these are being put in boxes for 
some retail shoe merchant’s 1922 
Christmas trade. 


Canvas Shoemaking 


The first step in canvas shoe mak- 
ing is carefully fitting the upper over 
the last—a filler sole is then rolled 
on—then the outsole. The all-white 
models must have immaculate sur- 
roundings and the workmen handling 
this work are obliged to have their 
hands absolutely clean. The basket 
ball and gymnasium shoes of white 
duck, with brown rubber trimmings 
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and with black rubber trimmings, 
smooth suction sole and corrugated 
suction sole, are worthy of note. 


Rubber Quotations 


Para—Up-river, fine ........ 17%@.. 
Up-river, coarse .......... 12%@.. 
~~ eee 16%@. 
TREE, GRRIGD 2c ccc cccccss S @.- 
Caucho, ball, upper........ 12 @.. 
Caucho, ball, lower........ 10 @. 


SE. Gad oenescanuwsovuss 22 @7 
Plantation—First latex, crepe 164@.. 
Brown crepe, thin, clean..... 15%@.. 
Brown crepe, rolled......... 14%@.. 
Amber—No. 1 16 @.. 

BE D vesccccecstecseesnes 15%@.. 


*Centrals—Corinto .......... «- @10 
CED. chawvenssecsdeanes 20 @ 
*Mexican scrap ........... -- @9% 
CE, WE dicctcsccccce os @ 
COBOTEEO, GEM cc ccsccccecs .- @ 
*Balata, block, Ciudad..... i 
*Balata, block, Colombian... .. @ 
*Balata, Panama ......... .. @ 
*Balata, sheet ............ 68 @ 
African— 
*Benguella, No. 2......... 7 @ 
@ 
@ 


ae ee 
So © Sonmugntwe 


*Kassai prime black....... 14 
*Kassai prime red......... 10 


*Nominal. 


Pending a further substantial im- 
provement in crude, the market for 
scrap is dull with prices nominal. 


Scrap Rubber 


Boots and shoes............+. 3 
Arctics, trimmed ............ 2 
Arctics, untrimmed ......... 2 . 
Emer GUGM, FO. Be cccssccse ce @ 3 
Dey GH, BO. Be ccseccccce ve @ 2 
Hose, steam, fire............ %@ 

Tires—Automobile .......... %@ 











(Continued from page 91) 


son has passed and the increasing 
popularity of patent leather slippers 
and pumps, also the shoes for which 
patent leather is used in combination, 
is expected to produce the largest de- 
mand for patent leather this season 
that we have known in several years. 
Prices are on the same basis as dur- 


ing the past few weeks, the best tan- 
nages from good stock in full grain 
patent sides are quoted up to 40c. per 
foot. Some is held even higher. The 
medium grades of patent sides bring 
around 35c. and the lower grades 30c. 
per foot. Top selections of patent 
colt range up to 60c. to 85c. for the 
best. 


The sole leather situation shows 
little change, although trade is gain- 
ing considerably over the dull period 
of a few weeks ago. Tanners are 
firm in prices and sole leather is cost- 
ing a few cents more per pound than 
last season. The low level of prices 
prevailing is now close to the basis 
of 1914 prices, although tanners’ 
overhead expenses are much heavier. 








“Jack” Karger with Marion 


J. J. Karger, one of the country’s 
best known salesmen selling shoes to 
large city trade, has joined forces 
with the Marion Shoe Co. of Marion, 
Ind. He will travel in the larger 
cities and very soon will call on his 
trade from the Middle West to the 
Pacific Coast. 

Jack Karger has a multitude of 
friends, gained through a lifetime in 
the shoe business. He is known as 
the originator of the specialty shoe 
in St. Louis, and has stood as that 
city’s leading specialty salesman. 

With his new line of Marion shoes 
he intends to show a combination of 
Western quality and Eastern style 
that will prove extremely attractive 
to his customers. Both “Jack” and the 
Marion Shoe Co. are to be congratu- 
lated on this connection. 





Beacon Salesmen Hustling 


The F. M. Hoyt Shoe Company’s 
salesmen are in their respective ter- 














J. J. orm “JACK” KARGER 
Covers the larger cities from the 
Middle West to the Pacific Coast for 

the Marion Shoe Co. 


ritories and a good volume of busi- 
ness is anticipated. 





Kincaid with Hillard & Tabor 

H. L. Kincaid, who formerly rep- 
resented the Regal Shoe Company in 
New York State, has accepted a posi- 
tion with the Hillard & Tabor, Inc., of 
Manchester, N. H., makers of women’s 
fine footwear, and will cover New 
York State with the exception of 
Greater New York. 





A Silk Stocking Soap 


A special soap for washing any kind 
of silk hosiery has recently been put 
on the market by the Gotham Silk 
Hosiery Company. This soap is put 
up in package form, each package 
containing soap enough to wash six 
pairs of silk stockings for one year. 
It earns an extra penny for the re- 
tail shoe store, as it can be made a 
part of nearly every sale of high class 
silk hosiery. 
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MELTING SNOW 


THAWING WEATHER IS NOT DREADED BY 
THE MAN WHO WEARS THE 


Lundin SHOE 


THIS MEN'S FINE DRESS WELT IS BUILT TO 
STAND ANY TEST—AND ITS CLEAN DIS- 
TINCTIVENESS MAKES IT RANK A-1 IN 
POPULARITY. 


If there is no Lundin 
Dealer in your town, write 
for our proposition TODAY 


LUND-MAULDIN Co. 


MANUFACTURERS 
SAINT LOUIS, U.S. A. 





February 11, 1922 
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Meet the National Vice-President 


Frank J. Weber, Strong As- 
sociation Booster in 
Above Ring 


Frank J, Weber, the newly elected 
vice-president of the National Shoe 
Travelers’ Association, is well known 
to all who have attended the national 
conventions for the past few years— 
conspicuous as he always has been be- 
cause of his ability as a concise and 
convincing debater and _ paliamen- 
tarian. He has acted as secretary of 
various committees and has always 
been exacting in the performance of 
his appointed work. 

Mr. Weber is also secretary of the 
Cincinnati branch of the N. S. T. A., 
where he has ever been alert to the 
best interests of the boys. Moreover, 
he is a constructive and energetic 
worker for his firm—/Weber Bros. 
Shoe Co. of North Adams, Mass., and 
is frequently taken for one of the 
Webers because of some strong re- 
semblance—whether because of sales- 
manship or personal appearance, we 
cannot say, but we do know that he 
has made good as a dis- 


mate for President King, and with 
these two guiding stars at the helm, 
we predict some big N. S. T. A. ac- 
complishments for the year 1922. 


Interchangeable Mileage 
News 


National Secretary T. A. Delany 
has received a message from J. D. 
Smith, secretary of the National Boot 
and Shoe Manufacturers Association, 
that pursuant to Mr. Delany’s letter 
of Jan. 14 and his later telegram, the 
National Boot and Shoe Manufac- 
turers’ Association members at their 
recent convention drew up a set of 
resolutions in regard to interchange- 
able mileage books and that these reso- 
lutions have been sent to the chair- 
man of the Interstate Commerce Com- 
mission, and also to the chairman of 
the Senate and House Committees on 
Interstate Commerce. The resolutions 
are as follows: 

“Resolved, That the National Boot 
and Shoe Manufacturers’ Association, 
in convéntion assembled in the city of 





tributor of shoes and a 
wide circle of friends 
among the retail shoe 
merchants. 












Personality and Ability 


“Frank” is a very 
likable fellow, which 
accounts in part for his 
unanimous election to 
the vice-presidency, but 
together with his splen- 
did personality, his 
ability as an associa- 
tion builder was recog- 
nized. In other words, 
his popularity in the 
N. S. T. A. proves con- 
clusively that the boys 
always appreciate a 
real leader. He is cer- 
tainly a good’ running 





Eli Cohen is with the Raymond Swig Malio 
January 29 for trip through New 
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New York, hereby places itself on 
record as strongly urging the issuance 
of an interchangeable mileage ticket, 
good over all the railroads in the 
United States. 

Resolved, further, that the views, 
as herein expressed, of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation be sent to the chairman of the 
Interstate Commerce Commission, 
with the request that they be given 
careful and serious consideration at 
the present hearing on the general re- 
duction in railroad rates.” 


Ertell with Melanson 


A. E. Ertell of Detroit, who has 
been covering Michigan and adjacent 
territory for the past five years, has 
signed up with the Melanson Shoe Co. 
of Lynn, Mass., to represent them in 
Iowa, Michigan, Wisconsin, Nebraska, 
North and South Dakota. Mr. Ertell 
was at the factory recently looking 
over his line and then started off to 
cover his new trade. He is a man of 
strong personality and a thorough 
shoe salesman. 


S. A. McOmber Honored 


S. A. McOmber, New York repre- 
sentative for Utz & Dunn, Rochester, 
and a prominent worker in the Boot 
and Shoe Travelers’ Association, has 
been elected third vice-president of 
the National Council of Traveling 
Salesmen’s Associa- 
tions. 


John J. Schuler 
Dead 


John J. Schuler of 
Columbus, Ohio, well 
known to the shoe trav- 
eling fraternity, died of 
cancer on the evening 
of Jan. 31, at Colum- 
bus, Ohio, where he had 
been the past. year. 
For seven years he had 
traveled Ohio for the 
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Emerson Shoe Co., and before that 
was connected with the Common- 
wealth Shoe & Leather Co. and the 
W. L. Douglas Shoe Co. He leaves a 
widow, two daughters and a son. 

Mr. Schuler had a great many 
friends in the trade and was beloved 
by all who knew him. 


Editor Wilson a News Getter 


Charles E. Wilson, editor of the 
“Indiana Shoe Traveler Live-Wire,” 
now in its twentieth edition, is cer- 
tainly a news getter. He is also an 
admirer of the poetic muse and be- 
gins his last bulletin as follows: 

“You may think I am a little 
peculiar, and I’ll admit that I am, but 
I thought it might be well to head 
this edition with a little poem, entitled 
‘Things Worth While,’ and perhaps if 
you will read this with the proper 
spirit and understanding, along with 
the other things that follow, you may 
not think, but know, to belong to our 
association is worth while. 


“Things Worth While 


“Don’t ask, ‘Has the world been a 
friend to me?’ 
But, ‘Have I to the world been true?’ 
Tis not what you get, but what you 
give, 
That makes life worth while to you; 
Tis the kind word spoken to the little 
child, 
As you wipe its tears away; 
And the smile you brought to some 
careworn face, 
That really lights your day. 
’Tis the hand you clasp with an honest 
grasp 
That gives you a hearty thrill; 
Tis the good you pour into other’s 
lives 
That comes back your own to fill; 
‘Tis the dregs you drain from an- 
other’s cup , 
That makes your own seem sweet, 
And the hours you give to your 
brother man, 
That makes your life complete. 
’Tis the burden you help another bear 
That makes your own feel light; 
’Tis the danger seen for another’s feet 
That shows the path to right. 

’Tis the good you do each passing day, 
With a heart sincere and true. 

So give the world your very best, 
And its best will return to you.” 


From Indiana Live Wire 

The following is a brief report of 
the monthly meeting of our associa- 
tion: Meeting was called to order at 
10.30 A. M., by President Walter F. 
Crooke. Minutes of last meeting were 
read by our secretary, and accepted 
as read. Various subjects were dis- 
cussed pro and con until satisfactory 
conclusions were reached and every 
Member present was willing to sup- 
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“Right Shoes for the 
Occasion” 


The National Shoe Travelers’ 
Association is plugging hard to 
make its slogan—adopted at the 
Philadelphia Convention — of 
“Shoes for the Occasion,” a 
near-future reality. The travel- 
ers in general greatly deplore 
the incongruity of taste dis- 
played in footwear worn by so 
many men and women who 
really know better. To illus- 
trate, tan shoes with tuxedos— 
or satin pumps with transparent 
silk stockings for street wear 
in winter. The boys are not so 
much inclined to blame the 
ladies, as they think that as a 
whole they show a much better 
sense for the fitness of things, 
although they would really like 
to see them wear more boots in 
winter. As it is now, the popu- 
lar choice for street wear seems 
to be low shoes, with low heels, 
woolen stockings, and if it is a 
day when old winter’s blasts are 
fiercely blowing, the women 
folks are wont to don gaiters. 
Some do not wait for wintry 
blasts, but wear gaiters on mild 
winter days, with turned over 
cuffs, the buckles or bells 
jingling, just because it is the 
vogue. 

But the men present a much 
more difficult problem for the 
traveler and for the retail shoe 
merchant. Men should be edu- 
cated to have at least six pairs 
of good shoes in their wardrobe 
—first because it will make for 
better business—the merchant 
can sell more pairs—and man 
will have the knowledge that 
he is correctly shod, and more- 
over, that he is not offending 
the rules of “the right footwear 
for the right occasion.” 

Says a well-known shoe trav- 
eler, “There is a time and a 
place for everything, and this 
applies very emphatically just 
now to shoes. The boys who as- 
sembled at Philadelphia were of 
one mind on fighting for ‘The 
Right Shoe for the Right Occa- 
sion,’ and we ask the retail shoe 
merchants to unite with us to 
the end that more pairs of shoes 
will be sold in 1922.” 











port our association to the last ditch 
in order to make it bigger and better 
in every way. 

Bob Halsey Dillon, 2317 Ashland 
Avenue, Indianapolis, representing 
L. Crossett & Co., is now one of us. 
We welcome you, brother, and hope 
you will be greatly benefited by be- 
coming a member of our association. 

The president appointed a commit- 
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tee to co-operate with the retail shoe 
merchants for their next convention, 
which is to be held March 6, 7 and 8, 


at the Lincoln Hotel, as follows: 
Charles Slipher, chairman; Charles 
Foreman, Wilbur Newburg, F. E. 


Hart and Joe Fadely. 

By unanimous vote of the members 
present it was decided that a sales- 
man desiring to display his line at 
the State convention must present his 
card showing that he is in good stand- 
ing in the National Shoe Travelers’ 
Association. 

A motion was duly made and sec- 
onded that any member owing for 
dues for the year 1921, in order that 
he may be in good standing for the 
current year, wil] pay $10. Motion 
carried unanimously. 


Wilson Urges Membership 


The president, in appointing his 
committees for the year 1922 urged 
each member to do his utmost in the 
upbuilding of our association. Every 
member should play his part and do 
his duty, In numbers there is 
strength, so let’s all pull together and 
we will not only have an increased 
membership but can accomplish many 
things that will be very beneficial to 
us in the way of comfort and finances. 
Keep the employment committee 
posted if you know of some worthy 
salesman who needs a position. Now 
is the time for the legislative, hotel 
and railway committees to become ac- 
tive that we may at least have a few 
laws repealed or some new ones made 
that we can at least enjoy traveling 
in a Pullman, lower fares; price of 
sample rooms posted in hotels, ele- 
vators and fire escapes that comply 
with our State laws, etc. If every 
member will assist our committees 
and keep them posted we can accom- 
plish these very things. 

At the next stated meeting your 
president will offer three prizes for 
the three members who bring in the 
most new members for the year 1922, 
reinstatements included. Get busy 
and bring in a new member at our 
next meeting, which will be held Feb. 
11, Denison Hotel. 


Standing Committees for 1922 


Employment Committee—Ed Mauer, 
chairman, Indianapolis, Ind.; Charles 
Strayer, St. Louis, Mo.; Herbert 
Poyneer, Chicago, IIl.; Claude Crow- 
der, Indianapolis, Ind.; George Tovey, 
Bedford, Ind.; Solomon Kahn, Fort 
Wayne, Ind.; Ernest Geddes, Mt. Car- 
mel, Ill.; W. T. Moran, Auburn, Me. — 

Legislative Committee—J. B. Meek, 
chairman, Indianapolis; Homer Beals, 
Noblesville, Ind.; R. B. Kirby, Indian- 
apolis; Lee Mazur, Indianapolis; W. 
H. Brockway, Indianapolis. 

Railroad Committee—Homer Beals, 
chairman, Noblesville, Ind.; Frank 
Dolson, Terre Haute, Ind.; Charles 
Gear, Marion, Ind.; W. A. Bodine, 




















Are your children’s shoe sales entirely satisfactory? If you are missing sales that rightfully belong to your 
store let us suggest that you investigate the “Buster Brown” Sales Plan. Our salesman will call or a com- 
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MODEL NO. B-31 0. 
Burton Brown - 
—a Brown Shoe ch 
Burton Brown Shoes for ch 
Men combine correct styles, Pi 
dependable leathers and no 
skilled shoemaking that come In 
from half a century of experi- | 
ence in building shoes togive St 
solid comfort. Jo 
Among the many Burton In 
Brown models you will find Ve 
the shoe that suits you— 
whether you are young, mid- Ir 


dle aged or elderly —a com- 
and fortable shoe of sterling value 
and uniform quality. 
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of wearing Burton Brown tai 
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flo. 

USTER BROWN SHOES are the only shoes made ~ 

e OI 

upon the famous Brown Shaping Lasts for Boys and for ber 

Girls of 2 to 16 years of age. for 

The Brown Shaping Lasts are built upon eighteen scientific for 

measurements which give to these Lasts exactly the right shape 

to protect and strengthen each growing bone and muscle. ch 

MODEL NO. A-52 These Lasts give their exact form to the inside of Buster Brown the 

tbara Brown Shoes, so that the shoes support and protect the feet properly * 

—a Brownt# Shoe at each point, while allowing perfect freedom of action. oa 

s Buster Brown Shoes are made by skilled shoemakers, from be 
arbara Brown Shoes for . ; 

When ene cemechaned carefully selected leathers, including oak-tanned soles cut Yo 

style, good leathers and good from the heart of the hide, with Goodyear Welt construction, . 

shoemaking. and are renowned for their sterling wearing qualities. in 

They are the kind of shoes P 
anata bwete You can therefore insure normal, healthy, sturdy feet for bec 
wear—and at the same time your boy or girl with Buster Brown Shoes. They are made tal 
os are economical shoes to in all sizes—both high and low cuts—and are sold at $4.00, rs 

uy. " - 

a, $5.00, $6.00 and up, according to size and style. p 
changes from season to season ys 
to meet the prevailing mod ; Clo 
—but ce aliens Note the graceful lines of in- Each Brown Shaping Last em- 
unchanged year after year. step—the gradual rise of arch bodies the correat linesof the perfel 

Women who appreciate the —the shapely width of toe. foot—plus the correétive features. 

“| art of dressing well recognize b 
Barbara Brown are shoes of Sh 
distinction, even though they Brownti Shoes are manufactured only by tri 

for onl 10. ) 
siete Tiwewe Vos Gouwgaia St. Louis, U.S.A. Ja 
and are sold by good stores everywhere - 





The above advertisement appears in The Saturday Evening Post of January 28. 
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Mt. Carmel, [il.; J. Kaltwasser, 
Wooster, Ohio; Uriah Renner, Wa- 
bash, Ind.; editor Live Wire, Charles 
E. Wilson, Indianapolis, Ind.; I. Ger- 
rish, assistant. 

Entertainment and Banquet Com- 
mittee—Charles Slipher, chairman, 
Indianapolis; Charles Meek, Indian- 
apolis; W. E. Ratcliffe, Indianapolis; 
Don Springgate, Indianapolis; R. L. 
Solomon, Indianapolis; Edward Bay- 
less, Indianapolis; Walter Scott, In- 
dianapolis; Roy Young, Indianapolis; 
0. R. Michalree, Indianapolis; Wilbur 
Newburg, Indianapolis. 

Hotel Committee—H. O. Warren, 
chairman, Indianapolis; W. F. Win- 
chester, Indianapolis; F. S. Woodruff, 
Pittsburgh, Pa.; I. N. Emerson, Cas- 
novia, Mich.; C. C, Cook, Terre Haute, 
Ind.; John Lucas, Indianapolis. 

Membership Committee — Harry 
Springgate, chairman, Indianapolis; 
Joe Fadely, Indianapolis; M. Gullion, 
Indianapolis; C. W. B. Pavey, Mt. 
Vernon, Ill.; J. Stout, Indianapolis. 


Indiana Merchants’ Conven- 
tion 

We have a letter from Paul O. 
Kuehn, president of the Indiana Re- 
tail Shoe Dealers Association, extend- 
ing to us a very cordial invitation to 
attend their annual convention. He 
states the price of the rooms will be 
$35, $40 and $50 for the four days 
March 5, 6, 7 and 8. 

The convention will occupy five 
floors of the Hotel Lincoln and will 
be divided off as follows: Ninth floor 
for children’s shoes; tenth, for job- 
bers of shoes and rubbers; eleventh, 
for women’s shoes; twelfth, for wo- 
men’s and men’s shoes; thirteenth, 
for men’s shoes. 

Registration for both retail mer- 
chants and traveling men will be on 
the eleventh floor and convention room 
on the thirteenth. 

In making your reservation for 
sample room for the convention it will 
be necessary for you to advise C. E. 
Young, care of L. Strauss & Co., who 
has charge of all reservations, as to 
whether or not you wish the bed left 
in the room. If not so notified, all 
beds will be removed and display 
tables and shelves will be installed 
around the room. All rooms will be 
decorated, cards made and displayed 
on Sunday morning, March 5. Reser- 
vations start Sunday, March 5, and 
close Thursday evening, 6 P. M. 


A Friend’s Greeting 


The following letter was received 
by the Editor Wilson of the Indiana 
Shoe Traveler Live Wire from the old 
friend of the Indiana travelers, C. D. 
James: 

“A I'riend’s Greeting: 

“‘T’d like to be the sort of friend that 
you have been to me; 

I'd like to be the help that you’ve been 
always glad to be; 
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I’d like to mean as much to you each 
minute of the day 

As you have meant, old friend of 
mine, to me along the way. 

I’d like to do the big things and the 
splendid things for you, 

To brush the gray from out your skies 
and leave them only blue. 

I’d like to say the kind things that I 
so oft have heard, 

And feel that I could rouse your soul 
the way that mine you’ve stirred. 

I’d like to give you back the joy that 
you have given me, 

Yet that were wishing you a need I 
hope will never be, 

I’d like to make you feel as rich as I, 
who travel on, 

Cheered ever by the friendship true 
I’ve learned to rest upon. 

I’m wishing at this New Year time 
that I could but repay 

A portion of the gladness that you’ve 
strewn along my way. 

And could I have one wish this year, 
this only would it be: 

I’d like to be the sort of friend that 
you have been to me. 

“Yours sincerely, 
(Signed) “C. D. JAMEs. 


“Boston, Jan. 1, 1922.” 


Screenings from I. S. T. 
L. W. 


Just a Little More Power:—It’s 
energy that pulls the train, and fires 
the shot from out the gun. Of course, 
somewhere there is a brain that sees 
that it is rightly done. But brains 
alone moves nothing far—ability is 
the real power. It isn’t mind nor 
family ties; it isn’t millions left in 
trust that makes man famous when 
he dies, and rears a shaft above his 
dust; it isn’t what he dreamed or 
hoped; it isn’t what he planned; it’s 
what his energy has roped and hide- 
burned with his private brand. 

Who is your brother? I’ll tell you: 
He is the one who recognizes the good 
in you. 

We are not what we think we are; 
we are what we think. 

They say blonds fade early, but 
some brunettes will tell you that they 
don’t fade early enough. 

The world does admire a cheerful 
loser, but it prefers the company of 
a hard-faced winner. 

The fool who parts with money too 
freely is wiser than the miser who al- 
lows his soul to be buried beneath it. 

Sometimes a wife will admit that 
her husband leads a dog’s life—he 
barks all day and growls at night. 

I was telling a man once about 
being in a hail storm and that the 
hail was as big around as a dime. 
“That’s nothing,” he replied, “I have 
been in hail storms where the hail 
varied in size from a dollar to a dollar 
and a half.” 

The woods are full of amateur 
economists who claim that the price 
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Better Service 


Key to Bigger Busi- 
ness During 1922, 
Well-Known Editor 


Believes. 


D”® you see what Arthur D. An- 
derson, editor of the BooT AND 
SHOE RECORDER, had to say about pros- 
perity for the coming year in the 
December 24th issue? 


“A real merchant knows that from 
the present outlook of the near future 
in 1922, it is going to be up to him to 
give so much better service, on a basis 
of so much better publicity, that he 
will get a greater share of the town’s 
business than he had in 1921.” 


That is the way Mr. Anderson puts 
it up to all of us. Bigger business for 
us if we give better service! 


Sell Better Goods 


Have you thought about how you 
are going to render better service this 
year? 


The best way shoe men can give 
that necessary better service is to give 
customers better goods for their dol- 
lars and tell them so. The shoe buy- 
ers of your community haven’t as 
many greenbacks as they had back in 
the palmy days of 1918 and 1919. If 
you can plan ways to give them real 
values in 1922, they are going to re- 
ward you by sticking to you as sure 
as daylight follows darkness. 


“Rock Oak” Means Better Shoes 


How will you get better shoes? One 
way is to insist that the manufacturer 
puts “Rock Oak” bottoms on every 
pair. “Rock Oak” sole leather has 
proven its superiority as a durable 
shoe bottom by the test of over i 
years of meritorious service. “ 
Oak” is made to give better service to 
you by helping you win more steady 
customers during 1922. 


Let’s work together to make this a 
year of prosperity. We will do our 
share if you will write to any of our 
sales offices. 


The AMERICAN 
OAK LEATHER 
' COMPANY 


CINCINNATI 
Chicago Boston St. Louis 


Rock Cak” 


TRADD MARK REG. U. 8. PAT. OFF. 
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of shoes will shortly return to pre-war 
levels. 


Will They?—Yes, They Surely Will 


WHEN hard coal is back to $7 a ton. 

WHEN railroad fares are back at 2 
cents a mile. 

WHEN a modern house in a suburb 
rents for $25 a month. 

WHEN gasoline is back to 15 cents a 


gallon. 

WHEN telephones are back at $2 a 
month. 

WHEN farm labor is back at $35 a 
month. 


WHEN milk is back at 8 cents. 

WHEN newspapers are back at a 
penny. 

WHEN a meal is possible at 35 cents. 

WHEN shaves are back at a dime. 

WHEN local freights are back at 15 
cents a hundred. 

WHEN street car fares are back at a 
nickel. 

WHEN labor is back to 35 and 45 
cents an hour. 

WHEN money is back at 6 per cent. 

WHEN cooks are back at $5 a week. 

WHEN haircuts are back at a quarter. 

WHEN movies are back at a dime. 

WHEN a car wash is back at a dol- 
lar. 


For the Love of Mike 


Why expect the manufacturer, 
wholesaler and retailer to go the 
routes alone? Why expect us and no 
one else to go back to pre-war prices? 


Why Pick On Us? 


Aren’t we Americans all in on this 
proposition? Haven’t we got to work 
it out together? Well, then, haven’t 
we, the manufacturers, the whole- 
salers, and retail merchants, the shoe 
travelers, gone much further than the 
average in reducing prices and making 
readjustments ? 


We Certainly Have 


We’re ahead—’way ahead of the 
procession. Now let the railroads and 
the mines and the street cars and the 
Standard Oil, and soft drink parlors, 
and the landlords, and the hotels, and 
the restaurants, and the draymen, and 
the bankers, and the barbers, and the 
coal barons, and the butcher, and the 
candlestick maker catch up with us. 
It’s time for us to pick on somebody. 


Athletic Night February 9 


Athletic night of the Boston Shoe 
Travelers’ Association was observed 
at the Boston Athletic Association 
Club house on Thursday evening, Feb. 
9. Dinner was served at 6.30 P. M., 
and through the courtesy of the mem- 
bers of the athletic association several 
good boxing bouts were enjoyed. Mem- 
bers were invited by Secretary-Treas- 
urer William Noll to be sure to come 
and bring a friend, and they responded 
In goodly numbers, so that this was 
declared a real “red letter night.” No 
Speeches were made, and after the 
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installation of officers the entire eve- 
ning was given over to merrymaking. 

The officers, now officially installed 
for 1922, are as follows: W. H. Lar- 
kin, president; E. L. Puffer, vice- 
president; William F. Noll, secretary- 
treasurer; E. U. Burdett and W. Mer- 


rill, members of the board of execu- 


tives for two years. 

Secretary-Treasurer Noll is pound- 
ing away on the “beauty” of a bigger 
membership for 1922. 


Rodearmel at Fort Worth 


Harry S. Rodearmel, sales manager 
for the Cotter Shoe Co., is now in 
Texas getting ready to present the 
Formative flexible arch shoe of the 
Cotter Shoe Co. at the Texas Shoe Re- 
tailers Convention, Feb. 13-15. C. A. 
Berkshire, a hustler for the Cotter 
Formative proposition, will accom- 
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these costumes which give freedom to 
every limb, she selects footwear that 
harmonizes. 


Stylish Living Models 


“My models will be clad in strictly 
up-to-date street or business clothes, 
a prominent part of which will consist 
of Cotter’s Formative shoes. The 
shoes which I shall exhibit at Fort 
Worth have all the grace and char- 
acter of a style shoe. 

There has been so much educational 
work done by the Y. W. C. A., the 
Girl Scouts, and the athletic associa- 
tions, that the retail shoe merchant 
does not have to do any explaining— 
he simply puts the shoes in the front 
of the store where the young women 
can see them and the sale is already 
made. The entire public has been sold 
on the flexible shoe idea. The retail 
merchant can get volume on these 











HARRY S. RODEARMEL 
Sales Manager of Cotter Shoe Co. 





R. L. LOVELESS 


Formerly President and Sales _Manager 
of the R. L. Loveless Shoe Co., Inc. 














pany Sales Manager Rodearmel and 
they will together demonstrate these 
shoes on living models. 

Mr. Rodearmel has devoted several 
years to the study of the development 
and merchandising of flexible arch 
shoes, and is in a position to present 
to the merchants attending the con- 
vention some very advanced selling 
ideas. He remembers in the old days 
of merchandising that health shoes 
were considered totally devoid of style 
characteristics, and were relegated to 
the back of the store to be passed out 
on the call of old ladies and cripples. 
They were simply classed as “old 
ladies’ comforts.” “But,” said he, on 
a recent call at the RECORDER office, 
“What a change has taken place 
within the last few years? The girl 
of 1922 likes health models. She 
chooses ‘swagger’ costumes, and for 


shoes and will find that he will also 
get many times his ordinary yearly 
turnovers.” 


Loveless Quits Shoe Game 


R. L. Loveless, formerly president 
and salesmanager of the R. L. Love- 
less Shoe Co., Inc., Auburn, Me., re- 
recently sold out his interests and 
has quit the shoe game. Mr. Loveless 
has been traveling out of Auburn for 
the past fifteen years, calling on the 
retail shoe trade in Alabama, Arkan- 
sas, Mississippi and Louisiana. He 
wishes through the REcoRDER’s Shoe 
Traveler columns to thank his loyal 
customers for the patronage they 
have given him in the past. Mr. 
Loveless left about Jan. 30 for’ Ken- 
tucky and from thence will proceed 
to Nashville, Tenn. 
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GILCO RETAINERS 
HELP SHOE SALES 


If your stocks are low, and as a result you are los- 
ing sales—you need Gilco Shoe Retainers—they 
enable you to fit a customer with large sizes— 
prevent slipping at the heel—enable you to make 
more sales. 


They are Quickly and Easily Attached without 
the use of tools—without stitching. 
Practical and Profitable—they help you sell shoes 


by enabling you to make large size pumps fit snug 
and neat. 










































We want a few good men to sell these 
Shoe Retainers as a sideline. 





Every first class jobber carries the “GILCO” line 
If your jobber can’t supply you send us his name. 
WRITE US FOR CATALOGUE 

















Price $1.75 per dozen pair. 


Colors: Black, White, tan and 
co)| fsa ses: “eco. 
GS caben clin by es des re ath ientguihewe. MFG. CO. 
By the way—‘“Need an od e 
seein. TanreT’ Mom, we 198.36 South Ave., Rochester, N. Y. 


have ’em. 





SPECIALTIES 


Make the findings depart- 
ment More Profitable. 
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GRIFFINY A COMPLETE eer leper “dyad A COMPLETE OUTFIT 
: i EANING POL N( 
TERLING DRESSING) LADIES ME SHI “AND HILDRE NS 


-SHOOKIT. BLACK SHOES 


ANING POL sin NC AND PRE N¢ 
ene l ADIES be 8 CHILDRENS 


. SHOOKIT BROWN SHOES 


TTT] 








GRIFFIN 
LOTION CREAM 


SHOOKIT Complete Shoe Shining Outfits that SHOOKIT 
contain really practical equipment, 
For Tan or Brown Shoes 


Including Polishes, 
Real Bristle Wood Back Brushes and , 5.4, SS dae 














NWT 


CONTAINING 
1 Bottle Sterlizxg Dressing. 


: 1 Box Sterling Paste. Daubers and Polishing Cloths. A sure- 1 Bristle Polishing Brush. 
z ; — — Brush. fire seller for your findings case—and 1 Bristle Dauber. 
- 1 Canton Flannel Polishing a wonderful value—tastefully cased. 1 Canton Flannel Polishing 
Cloth. , Cloth. 
$9.60 Per Dozen $9.60 Per Dozen 


There are no better or better known dressings for all shoes than Griffin 


GRIFFIN MANUF ACTURING COMPANY, Inc. 


Rsctnas MURRAY STREET a | wn U. S. A. 
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No. 534—Br ate 50 ie 4 Bes 
wegian Brogu 


Rawhide Doub ble Bole, - tehea Heel. 
A—7 to 11; B—6 0 
D—5 to 11. 

Price $6.65 


No. 424—As above in Black Nor- 
wegian. 
Price $6.65 


No. 544—Buaddy Last. Brown 
Norway College Bal, Rawhide Double 
Sole. A—7 to 11; B-—6 to 11; 
C and D—5 to 11, 


Price $5.65 
No. 434—Same as above in Black 
Norway. 


Price $5.65 


IN STOCK 
STYLES 


No, 372—Patent 0. 8. Oxford, Fen- 

way Last, Flexible Sole. AA—6% 

to Bi + B—6 to 11; O and 
o 11, 





D—5 
Price $5.25 

xe. 467—As above in Black Ivory 
Price $5.25 


230—Women’s Patent Colt Ox. 
pe ge = Last), Imitation Turn 
fi Sole. A—4 to 8; B, 
% to 8, 


oe 


Price $5.00 


No. 234—Stroller Last. Women's 
P. C. Oxford, 10/8 Heel. A—4 to 
8; B, C and D—2% to &. 


Price $5.00 


No. 383—Smoked Elk Sport Oxf 
Gallun’s 4 Apron ane Back Btay: 
Ribbed ‘“Dnuflex Sole and Wed 
Heel. Swagger Last. Widths B to 5. 


No. 372 Price $5.75 

















THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 
BROCKTON MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bidg. 706 Security Bldg. 
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—and still another 
editor says:— 










“The absence of lacing hooks on men’s 
shoes has been the cause of much 
annoyance. The endeavor, many times, 
to find an eyelet hole leads to harsh 
thoughts and “unladylike” language. The 
coming back of the hooks are in line with 
reason and common sense, and will do 
much to improve the disposition of man- 
kind. Minutes count in the a. m., when 
shoes are being laced, and the hooks save 
not only time but patience.”’ 

—Lynn Review 


Look for the lacing hooks on samples 
shown you for 1922 





Insist on having what you want! 


























nN 
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BAREFOOT 
—SANDALS— 


Made in Factory No. 2 From its very inception the Marathon Shoe Co. has been 
known for its fine quality barefoot sandals and play oxfords. These shoes rank high 
above ordinary merchandise of this character. 


The two sandals illustrated below are guaranteed non-rip stitchdowns. They are Good- 
year stitched, have no tacks or nails, smooth on inside, made of solid leather through- 
out on Full Standard Measurement Lasts. Made in whole and half sizes in C, D and E 
widths. Built for sturdy wear and maximum comfort. The values are without equal— 
absolutely incomparable. 









No. 3058 


Little Infant’s 1-Strap Barefoot Sandal—Dark 
tan full chrome upper, Footform st, 

. ¥ . : , =, See Two-Strap Barefoot Sandal—Dark tan upper, 
outsole, In stock E width; 2% to 5%, 6 to 8. ' , h bend ] Footf last, In 
Made to order in smoke or pearl elk. oe ee ee One peg 


Stock E width; 5% to 8, 8% to 11, 11% to 2, 
2% to 8. Made to order C and D widths. Also 
made in smoke, black and other leathers. 


Made in FactoryNo.1 
By Patented Improved Welt Process 


This Pied Piper sandal is positively the best- 
fitting and longest-wearing barefoot sandal 
built. The uppers are inseamed to the in- 
sole—cannot rip. One-piece full grain 
leather innnersole—cannot become loose. 
Improved Welt Two-Strap Barefoot Sandal — No tacks, nails, staples or metal fastening 
Lustrous brown upper, oak bend outsole, made C, used. Best quality overweight oak leather 
D and E whiths: 6% to 8 8% to 11, 11% to & bend outsoles. Very flexible. Close edge; 


2% to §. easy to repair. 


No. 838 


Ask for prices of all the above numbers. Send for 
samples and compare them with any sandals on the 
market. You'll readily admit that these are won- 
derful values! 


Send for new catalog showing complete line of in-stcck styles. 
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Matathon Shoe Co: 


WAUSAU, WISCONSIN 
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Use 


ONCENTRATION of our efforts has en- | di 
abled us to offer that which the times and Bt. 

the trade require. | ap 
° ° ° ° ° | the 

—best quality of Stock with our Standard of Workmanship, i] th 
at prices lower than could have been accomplished in any 
other way. | fo 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. | 
But this is not in any way an in-stock proposition. | tre 

















1 | This illustration represents one of the styles that can be 
delivered promptly, in Gallun’s Black and Tan Russia Calf 

















1 FACTORY BOSTON OFFICE | - 
I ABINGTON, MASS. 10 HIGH STREET | of 
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Healthier Business Tone Prevails 


Industrial Sections of Country Take Longer Stride Forward 
Than Agricultural—Retail Revival Looked 


HILE the retail shoe busi- 
ness is suffering just now 
from seasonal dullness, in- 

dications are not lacking that a 
revival can be looked forward to with 
confidence when spring puts in her 
appearance. Not only is the general 
business tone healthier throughout 
the country but the specific industry 
with which we are most concerned, 
the shoe and leather, shows very posi- 
tive evidence of an awakening. Fac- 
tories are busier than they have been 
for some time. Merchants in all lines 
are buying with more confidence. 
Basic conditions, particularly in in- 
dustrial fields, are encouraging. 

During the week large building con- 
tracts have been placed. This applies 
to many parts of the country. Public 
service and hydro-electric corpora- 
tions, looking into the future, are 
quietly paving the way to take care 
of the increase which they see coming 
over the horizon. Portsmouth, N. H., 
Manchester, Vt., New Bedford, Mass., 
and Providence, R. I., have recently 
placed contracts for large additions 
to their electric power manufacturing 
facilities. If actual contracts have 
not been placed at least it has been 
definitely determined that they will 
be. Some of this increased power 
will be used by the street railways, 
it is true, but much, if not most of it 
will be used to turn the wheels of in- 
dustrial plants. 


Stock Market Looks Good 


The course of the New York stock 
market continues to excite the inter- 
est of these students of economics 
who see in the price movement there 
an indication that increased business 
is being forecasted with the accuracy 
which has always characterized that 
financial center. The price trend con- 
tinues to be upward with minor re- 
actions from time to time which can 
be safely attributed to profit-taking 
and are by no means indications of 
uncertainty as to the future. 

Bankers continue to take a cautious 
view of conditions which is only natu- 
ral. It is their business to be con- 
Servative. In fact, it is the business 
of everyone to be conservative, but 
conservatism carried to the extreme is 
cowardice. No retail merchant who 
gages the wants of his community 
correctly can go far wrong in placing 
orders now for his spring opening and 


For in Early Spring 


for his early summer selling cam- 
paign. 
Farmers More Hopeful 

In the agricultural sections, while 
no more money has flowed into the 
coffers of the farmer, nevertheless a 
more hopeful view is entertained. The 
farmer is convinced that he will get 
more for his crops and harvests this 


year than he did last year... If he does, 
his buying power will be immeasur- 
ably increased and the reaction will 
extend into every branch of industrial 
activity in this country. 

The eastern and northern parts of 
the United States are in better shape 
than are those in the West and South 
just at the present time. 








NEW YORK 
Retail Conditions Unchanged 


Strap Models in Patent and Black Satin 
Continue to Be the Best Sellers 


ETAIL conditions here in the 

opening week of February 
were practically unchanged from 
those prevailing throughout most of 
the previous month. Clearance sales 
were continued with results decidedly 
spotty. Radical reductions among the 
high class retail merchants brought 
some added business to their stores, 
but price cuts in the medium and 
lower grades were not particularly 
effective so far as bringing about a 
greater demand for the lower classes 
of footwear. 

A snow storm increased the demand 
for rubbers and brought some busi- 
ness in arctics. It had a bad effect 
on the opening of spring business, 
however, and the call for fancy street 
shoes suffered accordingly. 

Strapped shoes continue to have 
first call, according to most merchants, 
with patent leather and black satin 
leading. In the early sports wear 
business, the smoked elk shoe has 
gained considerable attention, but the 
low prices at which it is being intro- 
duced, around $8 and under, are ex- 
pected to confine it largely to the 
medium priced and cheaper stores. 


Hart Heads Retail Associa- 
tion 

Percy E. Hart of Cammeyer has 
been selected to head the Retail Shoe 
Dealers’ Association of New York for 
another year. Jesse Adler as secre- 
tary and John Laycock as treasurer 
also have been elected to fill their 
positions for another year. John 
Slater occupies the position of presi- 
dent. emeritus of the association of 


which he was one of the founders and 
leading spirits. 

The new officers roster contains 
the names of E. A. Perlberg, first vice- 
president; Philip Bender, second vice- 
president; A. Gabriel, third vice- 
president, and B. F. Barmann, fourth 
vice-president. 

The next regular meeting of the 
association will be held at Offer’s 
Restaurant at 12:45 p. m, Feb. 21. 
At this meeting some changes in the 
constitution and by-laws, being drafted 
by a committee composed of John 
Slater, Max Deutsch and Alfred Kohn, 
will be considered. 


Woman Made Buyer 


Miss M. Haggerty, for some time 
assistant buyer of shoes at the John 
Wanamaker store here under H. T. 
Dougherty who resigned early this 
year, has been appointed to the post 
of buyer. 


New Store Opened 


Another women’s novelty footwear 
store has been added to the great 
number which have opened recently 
in the mid-town section. The latest 
store is operated by Stitch & Stewart, 
Inc., and is located on the Broadway 
side of the Knickerbocker Building, 
Broadway and Forty-second Street, 


New Store to Be Opened 


Greenberg & Miller, men’s retail 
shoe merchants, known under the firm 
name of Harry Greenberg, and com- 
posed of Harry Greenberg and A. 
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Where to Buy 


| Women’s Shoes 











THE WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 
In Stock Specialists of 


-- = n Women’s Shoes, Party 
‘4 
A ‘4 Slippers and Novelties. 
4 Ce) nn 
—~— Write for Catalogue 














COLLINS & STAPLES 
Makers of HandTurned sLowCats 
Sat. 





counters and shank. 
wo 8. wile A-C. . $4.00, 
5% W days. 


118 uUt- Row, 
- apvorai, Mass. 





, Boston 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 























Specializing in Medium and+ 
oR IGM GRADE 
X24, Botor Suppers 


“J 
dll styles made of Dometic and 
Imported Satin Brocadesand Metal Cloth 
$2.25 per pair and up on 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Miller, are moving from their upstairs 
location at 2837 Third Avenue, the 
Bronx, to a new location in a down- 
stairs store in the same block. The 
new store is at 2831 Third Avenue. 

Mr. Greenberg has been in his pres- 
ent location for the past five years. 
He formerly was connected with the 
Adler Shoe Co. and is well known in 
the trade, having been engaged in sell- 
ing shoes for the past twenty-five 
years or more. 

The new store, 15 by 37 ft. in size, 
is being fitted up with modern equip- 
ment and will be a worthy addition to 
the Bronx retail field. 


Moving to Larger Quarters 

The Scholl Manufacturing Co., due 
to increase in business, has found it 
necessary to move to larger quarters 
and are now located at 62 W. Four- 
teenth Street, New York City. The 
floor space has been increased to about 
three times the capacity of the old 
premises at 339 Broadway. 





AL B. SIEGEL 
Covers New Jersey for Crescent 
Shoe Co. 


Siegel with Crescent 


New Jersey shoe merchants will be 
pleased to learn that Al B. Siegel has 
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joined the selling forces of Crescent 
Shoe Co. and will cover the whole 
State of New Jersey. Mr. Siegel has 
the distinction of having established 
for himself a reputation among his 
many friends in the trade as being 
ever ready to give a helping hand in 
the various phases of the shoe trade. 


Klein with Crescent 


Eastern Pennsylvania shoe mer- 
chants will be pleased to learn that 
Harry Klein of Scranton, Pa., who is 
known to every shoeman in that ter- 


‘ritory, has joined the selling force 


of the Crescent Shoe Co. of New York 
City, and will now cover that section 
of Pennsylvania, as he has been doing 
for the past 16 years. He will make 
his headquarters in Scranton, with 
offices at 616 Adams Street. 

At the Altoona convention of the 
Pennsylvania Shoe Retailers Asso- 
ciation, Feb. 20 to 22, Mr. Klein, 





HARRY H. KLEIN 


Covers Eastern Pennsylvania for 
Crescent Shoe Co. 


together with A. W. Copland, another 
member of the firm, will represent the 
Crescent Shoe Co. in its booth at the 
show. 





BROOKLYN 


Busy Making Easter]Shoes 


Patent and Black Satin Straps and Sandal 
Effects in Biggest Demand 


OST of the women’s fine shoe 
factories in the Brooklyn and 

Long Island City district now have 
about all the business they can turn 
out before Easter. Speculation con- 
cerning the trend that styles and vol- 
ume will take after Easter is past is 


rife, but little in the way of anything 
definite has come to light. 

Patent leather and black satin in 
sandal and strap effects. apparently 
have lost none of their - popularity 
so far. Orders now going through 
the factory are, in the majority of 
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cases, concentrated on these two ma- 
terials. A sprinkling of combinations, 
principally grey suéde and black pa- 
tent are reported, but orders on these 
have not been’as strong as was an- 
ticipated earlier in the season. Some 
demand for all suéde has materialized 
but has not reached great propor- 
tions, and in the opinion of manufac- 
turers here, will not be as strong a 
factor in the spring and early sum- 
mer business as it was a year ago. 


Looking for Business on Whites 


Some manufacturers are turning 
their attention to whites. So far or- 
ders on whites have been small and 
the manufacturers would like to see 
the white business develop soon, as 
weather conditions for the production 
of white shoes are more favorable now 
than it will be when warmer weather 
sets in. What can be done with white 
kid is still a problem. Manufactur- 
ers here are paying around 80 and 
85 cents afoot for the best white 
kid, which makes it almost impossi- 
ble to turn out good shoes of this ma- 
terial to retail at less than $12 a 
pair. 

Little of the smoked elk and white 
calf sport shoe business is being 
placed in Brooklyn. The manufac- 
turers here feel that their labor is 
too high priced to put into shoes 
of this type and only a few of the 
Brooklyn producers have gone after 
this class of business. 


Low Heel Stronger 


The low heel is coming in stronger. 
The covered boxwood heel ranging 
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from 10/8 to as low as 7/8 is being 
shown by most manufacturers and 
late orders show a trend toward the 
extremely low heels. This is not par- 
ticularly welcome to the Brooklyn 
manufacturers, since the extremely 
low heels require new lasts. 

The French Louis heels are passé 
so far as Brooklyn is concerned. In 
high heels the Spanish Louis of 14/8 
height is considered the proper thing. 
There is some call for the baby Louis, 
but with most manufacturers it is a 
minor factor at present. 

The Betty Shoe Co., 427 Hudson 
Avenue, reports a good business on 
sandal effects in black, with ooze or 
suéde collar and straps, fastening at 
the side with a small black buckle. 
This shoe carries a Spanish Louis 
heel. Another good seller is a black 
patent turn pump, with a 10/8 Cuban 
covered heel and a broad strap fasten- 
ing at the side with two buttons. 

Black patent in strap effects, with 
low heels are among the best sellers 
with Strassburger-Stiles, Inc., 99 Myr- 
tle Avenue. The tendency, according 
to Mr. Stiles, is decidedly toward 
the low heel effects. The 8/8 Cuban 
covered box-wood heel is finding great 
favor, in his opinion. 


Old Shoes Into New 


The Waverly Shoe Trimming Co. of 
Brooklyn has installed a new system 
of cutting down high shoes, oxfords 
and other types of old styles into 
fashion’s newest effects. They re- 
port what might almost be termed a 
“land-office business.” 





‘ LYNN 


New Sport Models Appear 


A Common Sense Wood Heel Arrives— 
White Shoes Expected to Sell at Easter 
Time 


A N. BLAKE, of the Watson 
» Shoe Co., makes note of the 
fact that some fine sport stockings 
are appearing for spring and sum- 
mer wear, and he concludes that re- 
fined sport shoes will sell well. He 
does not like the mannish types of 
sport shoes for women. Rather does 
he favor the fine lined, light looking 
sport shoes, such as dainty women 
would be delighted to wear. Having 
these opinions, Mr. Blake is adding 
to his lines some handsome samples 
of sport shoes. 


Common Sense Wood Heels 


Among the most interesting of the 
new things in Lynn is the common 
sense wood heel. It is 14/8 or 15/8 
high, with the top lift attached, and 
it is blocky, like a military heel. It 
is covered, to match the quarter, as 
for instance, a grey suéde cover to 


match a grey suéde quarter; or it 
may have a bright black finish to 
match a patent leather quarter. This 
heel is light and pretty, and it seems 
to satisfy the critics of wood heels, 
who declare them harmful because of 
their height. 

Also, this common-sense heel has a 
broad tread, which will not wobble 
nor catch on the stairs nor in car 
tracks. Indeed, some speak of it as 
the safety first wood heel. 


Criticises Colonials 


“White shoes will sell for Easter,” 
says Charles D. MacLaughlin, of 
Bresnahan, MacLaughlin Co. “They 
will be in the strap styles, and will 
carry wood heels. Colonials will not 
come, I believe. We have yet to work 
out the problem of trimming the in- 
step. A genuine colonial tongue and 
buckle, on feet of to-day, would loom 
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| Where to Buy 


Women’s Shoes 


Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 


MAID-RITE —_ SLIPPER co., 
ne. 
35. York St., Brooklyn, N. Y. 


























E. A. & M.C. Witherell Co. 









Manufacturers 
Women’s Turn 
Boots and Slippers 
octerty. 
Haverhill, ass. 
Boston Office 
Rice Bldg. Room 406 











FERN & POOR CO., Inc. 


lanufacturers 
Newburyport, Mass. 
Women’s Turn 


Comforts 
Boots & Slippers 











for the wholesale trade 











Makers of Hand Turn Novelties 





Samples on Request. — 
Felstiner-0O’Connell 
Ye: Co., 1’ 
Haverhill, Mas. 

Boston. Office, 92 Beach St. 
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=Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers a 
276 River St., Haverhill, Masa, 


Boston Office 
207 Eesex Street 
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e 
25% Cash Discount 
From the regular 65c. 
list on thirty pair case 
lots. 
Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 

















Where toBuy : 


Ballet Slippers 











Ballets in Stock 
aia ee 
OChild’s 8%-11..$1.26 
Misses’ 11%-2.. 1.30 
Girls’ 2%-7.... 1.386 
Terme 2-10, Net 80. 


Bar STATE 








COMP. 
Haverhill, Mass. 














112 








| Where ” Buy 


Women’s Shoes 

















Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 











weatiarding Shoe Co., Inc.com 


Makers of Women’s Turn Shoes Specializing 
in High Grade Novelties 





BOSTON 
215 Essex St: 
Bernard L. Durgina 


Factory 
ms His chill, cna 


NEW YORK 
D. F. Mellen 





WOMAN'S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is on high.” The 
be better main- 


than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 
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Where to Buy 


Shoe Illustrations ° 
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up like a lighthouse on the shore. 
Skirts are so short that a colonial 
pump will not look good on the feet.” 


A Feminine Tanner’s Views 


“White leather shoes and white 
leather belts to match, and, maybe, 
white leather hats on the heads and 
white leather shopping bags in the 
hand—that is the way summer girls 
will dress in 1922.” 

So says Miss Mercy Sullivan, and 
she knows whereof she speaks for 
she makes white leather for shoes, 
white leather for belts, and white 
leather for hats and shopping bags, 
too. Miss Sullivan is the only fem- 
inine tanner in the North Shore dis- 
trict, and she may be the only woman 
in the country who is successful as 
a leather manufacturer. 


G. H. Levirs Joins Engel 
Shoe Co. 


George H. Levirs, widely known 
authority on Lynn shoes, has joined 
the Engel Shoe Co. of Everett, and will 
design styles, supervise quality, and 
sell shoes to the wholesale trade only. 
The firm will discontinue its in-stock 
department. It makes welt and stitch- 
down shoes for women, misses and 
children. Mr. Levirs is one of those 
thorough shoe men who can design 
a shoe, make it, and sell it. He was 
formerly with Levirs & Sargent, 
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Lynn, and, also, with the John R, 
Donovan Co., Lynn. 

Karl Engel, head of the Engel Shoe 
Co., with Erwin Cone of the Engel, 
Cone Co., developed the modern pro- 
cess of making stitchdown shoes, and 
secured some valuable patents on their 
improved methods. They are credited 
with being pioneers in the develop- 
ment of the barefoot sandal, a style 
that swept the country, and that con- 
tinues to sell. Mr. Engel and Mr. 
Cone carried on business in Lynn for 
some time as the Engel, Cone Co. 
Later they moved to Boston, where 
Mr. Engel sold his interest to Mr. 
Cone, who continues the old firm, 
while Mr. Engel established the Engel 
Shoe Co. 


White Shoes in Stock 


The Smith Shoe Co. is stocking up, 
for delivery after March 1, white 
shoes of Polar cloth, some all white 
and some trimmed with leather. Soles 
are either of leather or white rubber, 
and heels are medium high. Also, 
the company is stocking up on sport 
shoes, of smoked elk and other 
leathers and aprons and trimmings of 
leathers on contrasting colors. 


Capacity Production 
The two big shops of Donn D. Sar- 
gent Co., in Salem, are running to 
full capacity, on white shoes, with 
white soles, and on sport shoes, too. 





BOSTON 


Beginning the Upward Trend 


We Have Turned Corner and Are Now 
Experiencing Results of the “Thrift 
Period” 


stores and shoe departments 

reveals the fact that clear- 
ance sales are everywhere in 
progress and quality merchandise is 
offered at reduced prices, in some 
cases as much as 20 per cent. The 
public is shopping and looking closely 
at both prices and quality; Boston 
people are demanding a high-grade 
footwear, but not at high-grade prices 
—they expect bargains and are get- 
ting them. 

The situation is well summed up by 
one of Boston’s most clever shoe mer- 
chants, who said recently: “Business 
does not come easily—it comes only 
by the most clever manipulating on 
the part of the sellers, for the public 
is not buying any more than it needs. 
We are truly in the period of “thrift” 
which the Wellesley Statistician Bab- 
son has described. This spirit of 
economy has taken possession of the 
Bostonians—it has followed the lack 
of confidence period which the public 


A SURVEY of Boston shoe 





experienced some few months ago— 
and it is my opinion that we are now 
on the upward swing. 


Buying on Necessity 


“The public is very careful of its 
expenditures—people are not buying 
an article just because it is pretty— 
or even because they are offered it at 
a bargain price. In most of the cases 
at the present time it is actual 
necessity which regulates purchases. 
As to how long this thrift period will 
last one cannot measure by months. 
It may take a year—it is unreason- 
able to believe that this period of 
thrift will end in any definite time, if 
business is controlled on the basis of 
the community’s mental attitude. We 
change our impressions or desires not 
overnight, but over a period of chang- 
ing conditions. It all depends upon 
how quickly the general public can 
get employment again and how soon 
people. will commence to ease up 4 
little on their rigorous economy and 
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to buy footwear other than what they 
actually need. 

It is an encouraging thought that 
as we are now in this thrift period, 
which always precedes the prosperity 
period, we have turned the corner and 
are beginning the upward trend, but 
this does not mean because we have 
turned the corner and are starting up 
that we are going to jump right into 
prosperous times—it simply means 
that conditions are hopeful. 


Four-Buckle Arctics Popular 


One of the big sellers of the present 
time are the four-buckle arctics—also 
wool stockings—the retail shoe mer- 
chants find that they cannot get any 
too many of the latter and as to the 
arctics, they are very much afraid if 
a big snow storm should put in an 
appearance that there will be a 
marked shortage. The ruling buying 
influence as to four-buckle arctics at 
the present time is the style demand, 
but if a genuine New England snow 
storm comes along, the numbers of 
gaiter wearers will be enlarged from 
the ranks of those who wish them 
simply for protection. The big storm 
of Jan. 28 and 29, which was so severe 
in some parts of the country, treated 
Boston very well—it was simply in- 
tensely cold, with some snow and ice 
still underfoot. The weather has not 
enlivened the sale of boots, rubbers, 
or overshoes, to any extent. The big 
seller is still the low heeled oxford— 
and sometimes the heels are as low 
as % in. 





HOWARD A. ROSE 


Vice-President of the Thayer- 
McNeil Associates 


Little Folks’ Styles 


At the children’s shoe department 
of William Filene’s Sons Co. Miss 
Louise Reeves, buyer and manager, is 
showing some sport styles for South- 
ern wear and very dainty are they. 
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One smart model was of white buck- 
skin with turquoise calf toe cap and 
lace stay—there were white and red 
calf Roman sandals; also a washable 
pearl gray calf grandfather’s boot 
with gray suéde top and pull straps; 
the same model in a white calfskin 
boot with patent leather top and pull 
straps, and one of the very best sellers 
is a tan calf boot with dark brown top 
and pull straps. A small footoscope 
in this department furnishes much 
amusement to the children, as well as 
serving the useful purpose for which 
it was built. The two swings in this 
department are always well patron- 
ized. 








Dr. Penner at Dr. Reed’s 


Charles F. Penner, orthopedic spe- 
cialist, who has been looking out for 
the foot troubles of the people of 
Boston and vicinity for the past 
eighteen years, is now with the Dr. 
Reed Cushion Shoe Store. Dr. 
Penner took a course of medicine at 
the Tufts Medical School and then 
made a special study of chiropody. 
Dr. Penner treats his patients by ap- 
pointment and has some very decided 
ideas on the care of the feet. He be- 
lieves that many of the ills of the 
human body are attributable to the 
work of chiropodists who do not 
understand enough about their busi- 
ness. 

“In my experience,” said Dr. 
Penner, “I have found that it takes 
a long time and deep study before one 
is really competent to do scientific 


EMMA BENNETT 
Secretary of the Thayer-MoNeil 
Associates 


work on the feet, and if the work is 
not going to be done in a scientific 
manner, ‘it is better not to attempt it 
at all. I have seen chiropodists treat 
a woman for a corn when a wart was 
what was giving offense. A wart 
tissue resembles a corn tissue, but the 
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Where toBuy 


Men’s Shoes 

















Originator-ownery of 7iade Mart 






DULL CABERETA 9162 a doz. 
GLAZED KIT 82 
Colorr Black and Brown 
full sizes 3 to/l in Stock 


M. GUSTIN CO. 
New York 


Wwisdst 
—— 


PULLMAN TRAVELING suprars 
better*than ever in Quality and fit _ 
“Pullman ; 


























Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 





Every Wednesday and Friday 














Where to Buy 


Boys’ Shoes . 














AShoe for Boys 
That Wears. 


| Marston & Tapley Co. 


DANVERS, MASS. 












Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free lor the ask- 
ing, with authentic information on 
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treatment of the two is entirely differ- 
ent. A wart fungus growth is due to 
ill fitting shoes, just as is a corn, and 
it is hard to detect the difference un- 
less one knows his business. I believe 
in the greatest care of children’s feet, 
as when the foot is growing is the 
time above all when careful attention 
should be given to shoe fitting. I like 
my work because I feel that I am 
benefiting humanity by my knowledge 
of not only the foot, but its relation 
to the whole body.” 


New Store Association 


The new mutual aid association of 
the Thayer McNeil Associates is all 
activity. Moreover, it has met with 
the full approval of the members of 
the Thayer McNeil Company. Just to 
show that they—the firm—are in full 
accord with the movement, the head 
of the house, James F. McNeil, in 
behalf of the directors of the Thayer 
McNeil Company, has presented to 
the new association’s treasury the sum 
of $100. The presentation was made 
at the first concert and ball of the 
Thayer McNeil Associates, which was 
held at the Brighthelmstone Club on 
the evening of Jan. 26, and was ac- 
companied by a talk in which Mr. 
McNeil wished the association every 
success and promised it the full sup- 
port of the directors. 

Percy E. Thayer, president of the 
new organization, responded to Presi- 
dent McNeil’s cheering message. The 
gathering was also addressed by Wil- 
liam Whalen, chairman of the dance 
committee. 

Among the members of the trade 
who visited the the were.g¥ests on 
this occasion werg; phi" Gargide of 
A. Garside & Soris; R. E. Roberts of 
Carl E. Schmidt & Co., Inc.; W. G. 
Lewis, manager of the shoe depart- 
ments of Jordan, Marsh & Co., and 
William A. Brown of James A. 
Banister Co. 

The officers of the Thayer McNeil 
Associates are: Percy E. Thayer, 
president; Howard A. Rose,- Vice- 
president; LeRoy A. Hart, treasurer; 
Emma _ Bennett, secretary; William 
Whalen, chairman dance committee; 
Alley Humphrey, chairmag welfare 
committee. The leaders’on zhe dance 
committee were: Percy E. ‘Thayer, 
Howard Rose, William Whalen, Wil- 
liam Gibbons, James Malloy, Albert 
Thatcher, Robert Berinett, «Earl 
Bryant, Miss Jane Howe, head of the 
hosiery department, Miss Marjorie 
Hillman, Miss Emma Bennett, Miss 
Evelyn Batchelder and Miss Gladys 
Macomber. , 


New England Directors Meet 


A meeting of the board of directors 
of the New England Shoe and Leather 
Association was held on Wednesday, 
Feb. 1, for the purpose of making ar- 
rangements for the annual meeting 
of the association, Feb. 8, and to 
transact other matters. President 
Herbert T. Drake presided and four- 





February 11, 1922 


teen directors were present. 

Following the report by Secretary 
Thomas F. Anderson, covering the 
activities of the organization during 
the past few weeks, the directors 
adopted a number of resolutions which 
are to be finally acted on at the annual 
meeting. 

Charles H. Jones, chairman of the 
Association’s Tariff Committee, made 
a statement outlining the hide, leather 
and footwear tariff situation to date 
and a general discussion followed. 
Mr. Jones said that the farmers of 
the country, through their organ- 
izations, have gone on record as be- 
lieving that a duty on hides would be 
more of an injury to them than a 
benefit. The directors adopted a reso- 
lution requesting the individual mem- 
bers of the Association to write to 
their senators and representatives in 
Congress and explain to them that the 
hide business is not in any real sense 
a separate American industry need- 
ing tariff protection. 


Harry Thayer Summarizes 


Harry I. Thayer, who as president 
of the Tanners’ Council of the U. S. 
A., attended the recent Agricultural 
Conference at Washington, where he 
was a member of one of the important 
committees, gave an exceelingly in- 
teresting summary of the proceedings 
of the conference. He said that the 
influence of the farmer element in 
Congress should not be under-esti- 
mated. With the exception -of its 
action in voting to indorse the so- 
called Agricultural Bloc, Mr. Thayer 
thought that the conference was not 
particularly notable for its radical- 
ism. j 

A. E. Wright, of A. W. Tedcastle & 
Co., who recently visited Cuba, made 
an interesting statement regarding 
the probably disastrous effects both 
upon that country and upon United 
States exporters that would follow 
the Adoption of the proposed increased 
duty on/sugar. 

The. directors adopted resolutions 
warmly thanking Major Charles T. 
Cahill, of the United Shoe Machinery 
Corporation, for his efficient Services 
as manager of the New England 
group displays at the annual exposi- 
tions of the’ National Shoe Retailers’ 
Associatiomat Milwaukee in 1921 and 
Chicago in 1922. 


Resolutions of Recognition 


The directors also unanimously 
adopted the following resolution in 
recognition of Sol Wile, who recently 
retired from the secretaryship of the 
National Boot and Shoe Manufactur- 
ers’ Association: 

“RESOLVED, That the New England 
Shoe and Leather Association hereby 
expresses to Mr. Sol Wile, retiring 
secretary of the National Boot and 
Shoe Manufacturers’ Association of 
the U. S. A., its cordial thanks for the 
many acts of courtesy and co-oper- 
ation which the association has re 
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ceived from him during the seventeen 
years of his incumbency, and for the 
valued services he has rendered the 
shoe industry of the United States; 
and be it further 

RESOLVED, That the best wishes of 
the association and its board of di- 
rectors go out to Mr. Wile for a long 
and happy life, free from the 
anxieties and responsibilities of busi- 
ness.” 


Style Show Meeting Held 


With a large attendance and char- 
acterized by a hopeful and militant 
spirit the annual meeting of the Na- 
tional Shoe and Leather Exposition 
and Style Show, Inc., was held at the 
rooms of the New England Shoe and 
Leather Association, Boston, on 
Wednesday, Feb. 1. 

President Albert N. Blake, of Lynn, 
presided, and gave the shareholders 
a brief but very interesting resumé 
of the activities of the corporation 
during 1921, in the course of which 
he congratulated them on the pro- 
nounced success of the exposition and 
style show held under the auspices of 
the organization in Boston last July, 
a notable feature of which was the 
special “Hoover Day,” July 12. Mr. 
Blake thanked the members for the 
unanimous and hearty support which 


"he and his associate officers have re- 


ceived from them. 

The annual report of the treasurer, 
Charles C. Hoyt, was presented by 
E. Keveney in the absence of Mr. 
Hoyt, who is at Pinehurst, N. C., on a 
vacation. The statement showed that 
all financial obligations for 1921 had 
been met and that there is a satis- 
factory cash balance on hand. 

Chester I. Campbell, general man- 
ager of the corporation, also made his 
annual report, incidentally giving 
some timely suggestions. 

Other reports presented included 
the Committee on Exhibits, Major 
Charles T. Cahill, chairman; Style 
Show Committee, James A. Munroe, 
chairman; and Publicity Committee, 
H. W. Fleming, chairman. 

By vote the board of directors were 
given full power to make all arrange- 
ments for the carrying out of the pur- 
poses of the corporation during 1922. 


Hoyt Re-elected Treasurer 


Charles C. Hoyt was re-elected 
treasurer and Thomas F. Anderson 
was re-elected clerk, and the follow- 
ing board of directors also was elected: 
Messrs. Harry I. Thayer, Thayer- 
Foss Co., Boston; Frank S. Farnum, 
Churchill & Alden Co., Brockton; 
Frank R. Briggs, Thomas G. Plant 
Co., Boston; Arthur W. Wellington, 
United States Leather Co., Boston; 
Herbert T. Drake, Emerson Shoe Co., 
Rockland; Willis R. Fisher, A. C. 
Lawrence Leather Co., Boston; James 
A. Munroe, E. T. Wright & Co., Inc., 
Rockland; Charles C. Hoyt, Farns- 
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worth, Hoyt Company, Boston; Major 
Charles T. Cahill, United Shoe Ma- 
chinery Corporation, Boston; L. H. 
Downs, Chas. K. Fox, Inc., Haverhill; 
Cecil Q. Adams, Bristol Patent 
Leather Co., Boston; Albert N. Blake, 
Watson Shoe Co., Lynn; Herman E., 
Lewis, Haverhill; Edwin P. Holmes, 
Parker, Holmes & Co., Boston, and 
Thomas F. Anderson, Boston. 

At a meeting of the board of di- 
rectors to be held later the president 
and three vice-presidents will be 
elected. 


Sole Leather Trades Smoker 


The Sole Leather Trades Associa- 
tion, Inc., will hold a dinner and 
smoker on Wednesday evening, Feb. 
15, at 6:30 p. m., at which an enjoy- 
able entertainment will be provided. 
The Glee Club of the Association will 
render selections and solos will be 
heard from Mr. Kean, of the Armour 
Leather Co., and Albert Travers, of 
the Geo. James Co. They will also 
have the services of their quartet, 
known as the Cambridge Crimson 
Four, who will help make the evening 
entertaining to all. 

The Association has been extremely 
active during the past year enlighten- 
ing the sole leathers trade on condi- 
tions connected with their own line of 
trade, and their executive committee 
are planning to do even greater things 
during the year 1922. 

For the dinner and smoker the 
speaker will be Hon. John F. Fitzger- 
ald, who will talk to them on matters 
of national importance. He will also 
speak on business conditions of the 
present. 

This affair will be held at the Shoe 
Trades Club, and only a limited num- 
ber of tickets will be available. The 
annual banquet of the Association will 
be held on Wednesday, March 29, at 
the Copley Plaza Hotel, to which have 
been invited Hon. Henry Cabot Lodge, 
Senator from Massachusetts, and His 
Excellency Channing Cox, Governor 
of the Commonwealth. 


Sole Leather Trades Association, Inc. 
This Association, the youngest of 


all leather trades associations, is mak- 


ing rapid advancement in the aims 
for which it was organized. 

Their aim: “To further the mental, 
physical, social and intellectual wel- 
fare of the men employed in the sole 
leather trade, as well as promote good 
fellowship’ among those associated 
with the trade.” 

They have somewhat over 150 mem- 
bers at the present time and are 
growing rapidly. The membership 
committee has already started a drive 
for the new year. 

Their bowling league is a huge suc- 
cess. All who have witnessed the 
spirited matches will agree that 
friendship prevails, while athletic ri- 
valry exists, and it has been a social 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Essex Street 














IN-STOCK 
Children’s Flexible 
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Popular Priced Stitch- 
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ROCHESTER, N. Y. . 
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benefit to all who are connected in any 
way with the bowling. 

Their glee club, under the direction 
of Aaron Eck, has progressed in leaps 
and bounds, and no doubt will grace 
many of the social functions planned 
for the coming year. 

New officers: Robert D. S. Dobson, 
Tanners Cut Sole Co., president; C. L. 
Garritt, U. S. Leather Co., vice-presi- 
dent; Aaron Eck, Howes Bros. Co., 
secretray; John F. Foresman, Wm. F. 
Mosser Co., treasurer; Paul E. Erco- 
line, Howes Bros. Co., director; John 
D. Rollings, Frank W. Hunt Co., di- 
rector; Joseph S. Paz, E. C. Sherry 
Co., director; Charles Fredericks, 
Wm. F. Mosser Co., director; Archi- 
bald A. Rogers, Proctor Ellison Co., 
director; Walter S. Keene, Proctor 
Ellison Co., director. 


Express-Freight Service 

The Morris Express Co. has inau- 
gurated an express-freight service 
with a door delivery at destination, 
which is said to be of value to all shoe 
manufacturers who have customers in 
Philadelphia. This service is in oper- 
ation between Boston and Philadel- 
phia, and second morning delivery at 
the consignee’s door is an accom- 
plished fact. 


Men’s Southern Case 

A Palm Beach case has been well 
arranged in the men’s shoe depart- 
ment of William Filene’s Sons Co. by 
Manager J. J. Duggan. A snappy 
model in a white elk with black calf 
saddle strap, black heel, and black 
rubber washboard sole was shown 
therein; also a new tan Viking calf 
boot on a brogue last with a straight 
tip and broad toe. The case also con- 
tained golf stockings and gloves. 


Retail Salesmen Meet Feb. 13 


The Boston Retail Shoe Salesmen’s 
Association will hold its regular 
monthly meeting at Dupont’s Restaur- 
ant, Feb. 13. Dinner will be served 
at 6:30 and an interesting program 
will be rendered. 

In New New York Quarters 

The Corticelli Silk Co., formerly lo- 
cated at 215 Fourth Avenue, moved 
Feb. 3 to new and larger quarters at 
the corner of Madison Avenue and 
31st Street, New York, the very cen- 
ter of the new wholesale silk dis- 
trict. The mills of this company are 
at Florence, Mass. They occupy the 
ground floor corner and entire first 
loft of a new building, allowing gen- 
erous space for the display of Corte- 
celli products. Incidentally this com- 
pany is the house which has as its 
trade-mark the sweet-faced kitten 
playing with a spool of Cortecelli silk. 


Southern Vacationists 
Charles C. Hoyt, of Farnsworth, 
Hoyt & Co. is at Pinehurst, and will 
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return about the first of March. 

Elisha W. Cobb, of Beggs & Cobb, 
is at Palm Beach, and will return in 
a few weeks. 

J. Franklin McElwain sailed on 
Feb. 4 for a two months’ vacation in 
Bermuda. 

Hovey E. Slayton, of F. M. Hoyt 
Shoe Co., is in the South. 


Charles H. Jones Returns 


Charles H. Jones, president of the 
Commonwealth Shoe & Leather Co., 
returned the week of Jan. 30 from 
Chicago, where he was in conference 
with leading shoe manufacturers on 
the tariff question. 


On Pacific Coast 


Oliver M. Fisher, of M. A. Packard 
Co., president of the Boston Boot and 
Shoe Club, is visiting Los Angeles 
and San Francisco for two or three 
weeks. Mr. Fisher will return about 
the middle of March. 


Frank G. Pratt Dead 

Frank Gardner Pratt, long associ- 
ated with N. B. Thayer & Co., of Bos- 
ton and Rochester, N. H., and for 
eighteen years president of the firm, 
died Jan. 18 at his home in Arlington. 
Mr. Pratt was in his sixty-first year. 
He was born in Boston and came from 
an old New England family of Revo- 
lutionary fame. He retired from 
business about five years ago owing 
to ill health. For about a year fol- 
lowing he traveled through the South 
and West for W. H. Griffin, shoe 
manufacturer. 


New Boston Office 


The F. L. Rogers Shoe Co., of Free- 
port, Me., has opened a Boston office 
at 215 Essex street, where they are 
showing medium grade welt shoes for 
women. B. L. Durgin is manager. 


On Street Floor 


The Rialto Shoe Co., of Lynn, has 
opened a new office on the street floor 
at 199 Essex street. Natt Weiss, sales 
manager of the company, is showing 
there samples of suéde pumps, some 
with gores, patent leather one straps 
and sport shoes. . 


In Rice Building 
The Briggs, Hutchison Co., Lynn, 
makers of novelty style shoes for 
women, have moved from 215 Essex 
street to fine new quarters in the Rice 
Building, on High street. 


Change of Offices 

Korite Products, Inc., formerly 1o- 
cated at 91 Bedford street, have se- 
cured offices at 39 Ames street, Cam- 
bridge, in the building with the Carr 
Fastener Co. The director of chem- 
ical research for the company, F. A. 
Howard, is now at the new factory in 


_ Quincy, Mass., engaged in research 


work. 
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Rigid vs. Flexible Shank 


For the second time in its history, 
but this time composed largely of new 
members, the Boston Retail Shoe 
Salesmen’s Institute, on Wednesday 
evening, Feb. 1, heard Charles Henry 
Brown, of Arch Preserver fame, and 
Raymond Morse, of Morse & Burt, 
makers of the Cantilever shoe, argue 
the merits of the rigid versus the 
flexible shank principle in footwear. 
Mr. Brown spoke first, advancing the 
theory that there are four points on 
the sole of the foot on which the 
weight of the body falls when stand- 
ing. All of these points, he showed by 
means of diagrams and illustrations 
in his company’s literature, are given 
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adequate support by the shank used 
in his product. Briefly put, his claim 
was that the construction of the sole 
of the Arch Preserver shoe is such 
that it is practically the equivalent of 
walking on a hard floor with bare 
feet. Mr. Morse agreed with Mr. 
Brown up to a certain point. He de- 
nied that there were four bearing 
points on the sole of the foot, and con- 
tended that there were only three, 
suggesting a simple test which he 
said would prove his point. He urged 
against the rigid shank that it did 
not permit free play of the foot 
muscles, tendons and ligaments, while 
the flexible shank shoe was the closet 
footwear approximation to walking 
barefoot, as our ancestors did. 





HAVERHILL 


Factories Increasing Output 


Merchants Ordering More Freely in Antici- 
pation of Spring Demand; Turns, 
Welts and McKays Included 


NTICIPATING the demanc 
for spring and_ especially 
Easter trade, merchants are order- 
ing more freely than for several 
months past of Haverhill-made shoes. 
Delay in receiving spring orders puts 
the factories in a position where they 
must speed up production in order to 
get the goods into merchants’ hands 
when needed. Not only turn foot- 
wear, for which Haverhill is so widely 
and favorably known, but McKay’s 
and welts are in good demand. Style 
development is held back by business 
conditions, which cause merchants to 
practice conservatism as regards their 
spring styles. Strap patterns are fa- 
vorites. The trade hold closely to 
these styles. Low heels are popular, 
the demand for sport shoes bringing 
these into trade favor. On the whole 
it may be said that Haverhill business 
is on the upward trend, and that from 
now on factories will be operating on 
a much larger percentage of output 
than at any time for months past. 


Campaign to Protect Shoe 
Business 


The Haverhill Chamber of Com- 
merce plans to take vigorous methods 
to protect the interests of Haverhill 
shoe manufacturers. Before the In- 
terstate Commerce Commission at 
Washington there is under discussion 
the question of abolishing the freight 
differential which New England in- 
dustries have enjoyed in sending 
goods to the Southeastern States. 
The Haverhill Chamber, through its 
directors, has voted a sum of money 
to increase the fund started by the 
Boston Chamber of Commerce, which 
will be used to employ the best coun- 
sel, also to defray the expenses of 
preparing New England’s case. 


New Folder Issued 


Hopkins & Ellis have issued a fold- 
er illustrating and describing five 
styles of women’s high grade turns 
which they manufacture. These in- 
clude patent chrome, white kid and 
gray nubuck made up in a variety of 
patterns, on approximately four to 
five weeks’ deliveries. 


Open Offices in Chicago 


Rickard Shoe Co., manufacturers 
of women’s high grade welts, and 
Claremont Shoe Co., manufacturers of 
women’s high grade turn shoes in 
Haverhill, have opened offices in Chi- 
cago at 419 North American Build- 
ing. L. M. Gerson and Oscar Manss 
are in charge. These concerns are 
the first to secure space for shoe of- 
fices in this building, which is situ- 
ated in a convenient location for vis- 
iting buyers. 


Shoe Manufacturer a Father 


“Abe” Hartman, of Hartman Shoe 
Co., manufacturers of women’s foot- 
wear in Haverhill, recently has been 
blessed with a son. The boy is named 
Joel Benjamin Hartman, and has al- 
ready been nominated by father “Abe” 
as a future president of the Hartman 
Shoe Co. 


Large Producers of Inner- 
Soles 


George H. Webster Sole Co., with 
factory on Essex Street, Haverhill, 
manufacturers of flexible innersoles, 
has a daily output of about 60,000 
pairs. George H. Webster and Oscar 
L. Horton are members of this con- 
cern. Offices have been established in 
Cincinnati, St. Louis and Chicago. 
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Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











| > UNIVERSITY © 
; FCTROVTY FOUNDRY 

















Shoe Printers 
Tear out this ad and mail for de- 
tails of our § Printing 
ce for e Boot and 
Shoe Trade 
201 
Sqelephone a00o-a0d1 











6 Beacon Street 











Where to Buy | 


Miscellaneous 

















een see 








ELASTIC TIP COMPANY 
. ,Beston, Mass., U.S.A. 











118 





Where to Buy 


Shoe Ornaments 
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Shoe Shipments by Parcel 
> Post 


A recent ruling of the, Post Office 
Department at Washington is to the 
effect that. shoes will be accepted for 
mailing when properly packed in 
double-faced corrugated boxes: or 
other containers of equally strong 
materials, or if preferred, shoes may 
be wrapped in tough wrapping paper 
without being placed in containers. 
Most of the shoes shipped out of Hav- 
erhill in cartons are enclosed in cor- 
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rugated containers. It is the custom 
of Haverhill shoe manufacturers to 
see that their goods are so packed that 
when‘sent by. parcel post they will be 
delivered in good condition. 


New Corporation Formed 


Boilard & Bailey, Inc., is the name 
of a new corporation recently formed 
in Haverhill to deal in leather, with 
a capital of $10,000. Officers are 
Walter S. Bailey, president; Thomas 
A. Bailey, treasurer. These, with 
Prudent Boilard, are directors. 





BROCKTON 
Striving to Maintain Quality 
South Shore Manufacturers Feel That 


Present Demand for Cheap Footwear 
Will Be Short-Lived 


6 ¢ 9 N these times,” said a Brock- 

ton manufacturer, “when so 
many merchants are buying goods 
on price and not on quality, it is most 
important for this district to maintain 
the reputation which it has so long 
enjoyed for ‘quality footwear’ in men’s 
and women’s welts. Real honest-to- 
goodness shoes as regards material and 
workmanship have always been identi- 
fied with Brockton. Now, when there 
is a tendency to sacrifice quality for 
price, it is gratifying to note so 
many of our local houses are deter- 
mined to maintain the position which 
they have so long occupied and keep 
their quality up. The time is not far 
distant when there will be a reversal 
of the attitude of the buying public 
and quality will come to its own again 
in footwear as in other merchandise. 
Then the Brockton manufacturers who 
are standing firm on quality will reap 
substantial rewards.” 


Meeting of Advertising Club 


The January meeting of the Old 
Colony Advertising Club, composed 
of publicity men associated with 
South Shore concerns in the shoe 
manuacturing and kindred lines, was 
held at the Walk-Over Club through 
the courtesy of George E. Keith Com- 
pany. Wm. T. Card, advertising man- 
ager of George E. Keith Company and 
President of the Walk-Over Club was 
the active host. An appetizing lunch- 
eon was served, following which Ma- 
jor Chas. T. Cahill, President of the 
Advertising Club, and Advertising 
Manager of.the United Shoe Machin- 
ery Company, introduced the principal 
speaker, President Alfred W. Dono- 
van of E. T. Wright & Company, 
Rockland, Mass. 

Mr. Donovan took as the subject of 
his remarks the maintenance of qual- 
ity in the production of footwear, as 
a means of continuing the high stand- 
ard of shoe manufacturing, with 





which Brockton and South Shore dis- 
trict of Massacuhsetts has been, from 
earliest times, identified. Lowering 
of quality to meet price with con- 
sequent loss of prestige is in Mr. 
Donovan’s opinion, a present danger. 
He urged the need of greater effort 
on the part of shoe manufacturers 
in advertising their individual con- 
cern’s names, in connection with their 
product and the locality in which they 
are doing business. New England 
shoe manufacturers, he said, are in 
a commanding position as regards 
quality of product and every effort 
should be made to continue this pres- 
tige. 

Editor Arthur D. Anderson of the 
Boot & SHOE RECORDER and Editor 
James H. Stone of the Shoe Retailer 
spoke from the standpoint of the mer- 
chant and the problems which he has 
to encounter in his daily contact with 
the consumer. 


Factory Addition Dedicated 


The Avon Sole Company, makers 
of Du-Flex soles and heels and other 
specialties in that line, recently com- 
pleted an addition to the factory in 
the neighboring town of Avon. The 
new part which is 45 by 70 feet, is 
the fourth addition since the business 
was established ten years ago. Ail 
these are larger than the original 
structure. The latest addition was 
dedicated with a reception, entertain- 
ment and dancing in which members 
of the concern and two hundred em- 
ployees participated. The firm will 
increase office space and utilize part 
of the present offices for shipping- 
room and other departments. De- 
mand for the company’s products re- 
quires both a day and night shift. 
Fred Drew of Brockton is president 
of the company; Raymond F. Drake, 
superintendent; Lester E. Packard, 
secretary; and Everett T. Packard, 
treasurer and general manager. 
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Shoe Men in Automobile 
Industry 


The D. W. Packard Motor Company 
has been granted a charter under 
Massachusetts laws with capital of 
$50,000. Among the incorporators 
are: Daniel.-W. Packard and Her- 
bert L. Tinkham, officials of the W. L. 
Douglas Shoe Company of Brockton. 


Foreign Business Improving 


Shoe manufacturing concerns in 
Brockton note some improvement in 
the foreign demand. During the past 
fortnight, George E. Keith Company 
received orders from the following 
countries: Alaska, Panama, Cuba, 
Mexico, South and Central Americas, 
England, France, Italy, China and 
Australia. 


Concern Increases 
Capital 

The Standard Leather Company of 
Brockton has obtained permission 


Leather 
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from the Massachusetts Commissioner 
of Co-operations to increase its 
capital stock from $5,000 to $25,000. 
This latter sum subscribed and: paid 
in. 


W. Percy Arnold Finds Coast 
Trade Good 


After a convention of his Western 
salesmen, at Chicago, during the week 
of the N. S. R. A. Style show, Mr. 
Arnold, who is president and general 
manager of the Arnold Shoe Com- 
pany, at North Abington, Mass., 
packed his grip and went to the Coast. 

The establishment of coast agencies 
for the sale of Arnold “Glove Grip” 
shoes has been pending for some time 
and it was Mr. Arnold’s plan to de- 
finitely provide retail connections 
there and add to the sales force high 
calibered coast representatives. 

This accomplished he started home- 
ward and arrived at the factory Feb. 
3. Trade conditions on the Coast were 
found good. The outlook for rapid 
development of business there is re- 
ported most promising. 





MONTREAL 


Shoe Wholesalers Association Formed 


Officers Elected—Country Divided Into Eight 
Districts—Chief Aim Is to Work Amicably 
with Retail Merchants and 
Manufacturers 


HE week of January 30 marked 

the beginning of an important 
era in the history of the Canadian 
wholesale boot and shoe trade, for 
there came into being on Jan. 31 
at a well-attended meeting of whole- 
salers from practically all of Canada 
—from Winnipeg to St. John, N. B.— 
a national organization, to be known 
as the Shoe Wholesalers’ Association 
of Canada. The election of officers 
took place on Feb. 1. The series of 
organization meetings was held dur- 
ing Jan. 30 and 31, at the Chamber of 
Commerce rooms, under the chairman- 
ship of Alfred Lambert, with Henri 
Viau as secretary. 


Election of. Executives 

The following executives were 
elected: Honorary presidents, James 
Robinson, James Robinson Company, 
Limited, Montreal, and Alfred Lam- 
bert of A. Lambert, Inc., Montreal; 
president, Ralph Locke, of Locke Foot- 
wear Company, Montreal; vice-presi- 
dents, Arthur Congdon of Congdon, 
Marsh, Limited, Winnipeg, and J. A. 
McLaren of J. A. McLaren Co., Ltd., 
Toronto. 

Executive board, British Columbia 
district, John Damer of Damer Lums- 
den Co., Vancouver; Albert district, 
J. D. McFarland, of McFarland Shoe 
Co,, Edmonton; Saskatchewan dis- 


trict, G. A. Maybee of Maybee, Lim- 
ited, Moosejaw; Manitoba district, 
Frank Morgan of Ames Holden Co., 
Winnipég, and J. J. Kilgour, of Kil- 
gour, Rimer Company, Winnipeg; On- 
tario district, C. A. Davies of Davies 
Footwear Co., Ltd., Toronto; Hugh 
White, of White Shoe Co., Ltd., To- 
ronto; P. Pocock, of London Shoe Co., 
Limited, London, and W. A. Hamilton, 
of W. R: Hamilton Shoe Co., Toronto. 
Montreal district, Geo. Robinson, of 
James Robinson Co., Ltd., Montreal; 
Nathan Cummings, of Nathan Cum- 
mings, Montreal; J. I. Chouinard, of 
J. I. Chouinard, Montreal; Jean Nor- 
mandin, of Scheur, Normandin & Co., 
Montreal, and W. Girouard, of La 
Maison Girouard, Ste. Hyacinthe, Que- 
Rochette, Limited, Quebec, and Ed. 
Darveau, of Potiquin & Darveau, 
Registered, Quebec; Maritime dis- 
trict, C. S. Sutherland, of Amherst 
Boot & Shoe Co., Amherst, S. S., and 
S. C. Mitchell, of Ames, Holden, Mc- 
cready Co., St. John, N. B. 

The question of the location of the 
head and subsidiary offices has not yet 
been gone into,-but a constitution and 
by-laws were adopted, the main pro- 
vision of which was as follows: 


Montreal a District 


It was decided to divide the country 
into eight districts, roughly, as prov- 
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Where to Buy 


Ballet Slippers 























W2 SUMNER SMITH 








Ballet Slippers 


IN STOCK 
Nox: <\ Black Ballet, 8-ll, $1.30; 


$1.50. 
No. 7 White Ballet, a $1.55; 
11%-2 $1.75 





» $1.65; 2-7, 
Chipman-Harwood | Co. 
564 Atlantic Ave. Boston 











GYMNASIUM SHOES 


Black Kid....$1.10 per pair 
BALLET “SLIPPERS 
wy Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 

















Where to Bu 


Men’s Shoes 
































Manufacturers of 
Felt “Comforets” and 
New Leather Slipper Novelties 


Wait for our line or write for samples. 
It will pay you. 


Freeman-Thompeon Shoe Co. 
St. Paul, Minn. 
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“RITZ ONE STRAP” 





No. 33—Black Satin, Full Louis Covered 


No. 32—Same with Jr, Louis Heel. .84.35 





IN-STOCK 
STYLES 
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“SCOTTY” 


Heel, Fair Stitch. ........ccceeeeees 
Sizes: B, 4-8; ©, 3%-8; D, 3-8. 








No. 22—Soft Scotch Grain Calfskin, Hy 





width, or any number of 
widths, at prices listed. Con- 
tinued requests from our cus- 
tomers have convinced us 
that this service is necessary. 


Order the sizes that you want 
Terms: 2% 10 days; net 30 





hf “MARY” 
Change of Policy 23st Qo Cal, Fall Lone Ore 
e 2 = PPT TTT TT itt tt. \o' 
Three or more pairs, in any "a i 47%: B. 4%-7; ©, €-7. 




















No. 


site h, 


| 


FACTORY: 


BOSTON OFFICE: 405 Rice Building 





Address all correspondence to the factory. 





No. yoy Kid Five Eyelet os 58 
Medium Toe Last......---eeeeecevee 
Sizes: A, 94: bs B, 24-6; Cc, ae 


29— Brown Pe 8% Inch Boot, Fair 

BBA TRO ccccccccesccccess S350 
s0- seme ‘in Black Kid. . 83.50 
A, 4%8 3%-8; C, 3%-8; D, 3-8. 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 


13 Wormwood St., So. Boston, Mass. 
NEW YORK OFFICE: Room 1205, 110 W. 34th St. 
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inces, but with Montreal a district in 
itself, with a radius of fifty miles 
from the city’s center. The scale of 
boot and shoe manufacturing opera- 
tions in these districts, it was said, 
warranted this distinction. 

Mr. Lambert remarked that every 
other section of the boot and shoe 
trade had its national organization, 
but that, until the week of Jan. 30 
the wholesalers had nothing but local 
bodies to represent the industry as a 
whole. The formation of the new or- 
ganization was therefore of para- 
mount importance. There were many 
questions, he said, which could be 
dealt with in a national way, adding, 
however, that there was no sectional 
feeling in the ranks of the wholesalers 
and that their highest desire was to 
work amicably with the retail mer- 
chants and the manufacturers. 


Shoe Manufacturers Meet 

Most of the visiting wholesalers re- 
mained in Montreal for the most of 
the week to attend the sessions of the 
third annual meeting of the Shoe 
Manufacturers’ Association. of Can- 
ada, held at the Windsor Hotel on 
Wednesday and Thursday, Feb. 1 
and 2. 

On Feb. 1, following an address by 
Joseph Daoust, president of the asso- 
ciation, and reports on the work of 
the association during the past year, 
L. P. Deslongchamps, vice-president 
and treasurer of the Slater Shoe Co., 
Limited, Montreal, gave an address 
on “Some Iniquities of the Bankruptcy 
Law.” John Myles, general manager 
of the Columbus Rubber Company, of 
Montreal, spoke on “Credit Prob- 
lems,” and the subject was then left 
open for a brief discussion. The final 
address of the morning session was 
made by G. C. Jackson, Auditor of 
Claims, Canadian Pacific Railway 
Company, who spoke on the “Packing 
and Shipping of Shoes.” 

The delegates were entertained at a 
complimentary luncheon given by the 
tanners of Montreal on Wednesday 
noon, Feb. 1. 

At the afternoon session of Feb. 1 
George Gales brought a message of 
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greeting from the retail trade. Ar- 
thur Surveyer, consulting engineer 
Montreal, addressed the convention on 
“The Industrial Outlook.” F. W. 
Knowlton, general manager of the 
United Shoe Machinery Company of 
Canada, Limited, spoke on “Cana- 
dian-made Shoes,” and A. Belanger, 
principal of the Ecole Technique de 
Montreal, on “Technical Education 
for Shoe Workers.” 

On Wednesday evening, Feb. 1, the 
shoe manufacturers in the Montreal 
district entertained the visiting dele- 
gates at a supper and smoker. 


Interesting Addresses 


The session of Thursday morning, 
Feb. 2, was featured by the follow- 
ing addresses: 

“Export Trade Opportunities for 
Canadian Shoe Manufacturers,” H. R. 
Poussette, director, commercial intel- 
ligence service, Department of Trade 
and Commerce, Ottawa. 

“Practical Cost Accounting for Shoe 
Manufacturers,” W. F. Dickson, audi- 
tor of the Endicott Johnson Corpora- 
tion. 

“The Canadian Sales Tax in Its Ap- 
plication to Shoe Manufacturers,” . R. 
N. McCormick, assistant manager, 
tariff department, Canadian Manufac- 
turers’ Association, Inc. 

“The Sole Leather Situation,” Her- 
bert T. Shaw, treasurer, Anglo-Cana- 
dian Leather Co., Limited. 

“Upper Leather Trade Conditions,” 
Lucien Borne. 

The Allied Trades gave a compli- 
mentary luncheon to the delegates on 
Thursday, Feb. 2. 

The Feb. 2 afternoon session was 
of a purely business character. Im- 
portant resolutions were submitted 
by the committee on nominations and 
resolutions, and officers for the ensu- 
ing year elected. The session con- 
cluded with a general conference on 
the subject: “How Can the Associa- 
tion Best Serve the Interests of the 
Industry in 1922.” 

At the annual banquet of the asso- 
ciation on Thursday night, Feb. 2, 
Hon Sir Lomer Gouin gave an ad- 
dress. 





ROCHESTER 


President Pidgeon a ‘‘Pep’’-tomist 


Stock Turnover Discussed—Also a Pro- 
gram of More Life in the Shoe Game 
—Dollar Day February 21 


ITH the election of William 

Pidgeon, Jr., as president 
of the Rochester Retail Shoe Deai- 
ers Association new life has been in- 
jected into the meetings. For the 
convenience of the members whose 
stores are located in the upper Main 
Street section, the place of meeting 
has been changed from the Rochester 





Ad Club Rooms to the Chamber of 
Commerce. 

For the coming season, Mr. Pidgeon 
plans to have a short, snappy discus- 
sion on some topic of vital interest at 
each meeting. At a recent meeting 
Mr. Pidgeon spoke briefly on “Putting 
more pep in the shoe game” after 
which the other members gave their 
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ideas and suggestions for increasing 
business. At this week’s meeting 
P. M. Van Deventer of the Van De 
Venter Shoe Company discussed 
“stock turnover.” 


Sixty Stores Co-operating 


February 21, has been fixed upon 
as the date for “Dollar Day” observ- 
ance by the Rochester stores. The 
Retail Merchants Association of the 
Chamber of Commerce is arranging 
for the affair and has the co-operation 
of more than 60 stores of the city. 

On that day each store will offer 
merchandise of special value with the 
$1.00 price mark. 

There will be unusual window dis- 
plays and the event will be advertised 
in the press and with placards. An 
effort will be made to bring suburban 
trade to the city on that day. 


Walk-Over Dinner Party 


The entire sales force of the local 
Walk-Over shoe stores was enter- 
tained recently at a dinner given by 
Frank E. King at his home, 549 Wel- 
lington Avenue. The program con- 
sisted of a variety of talks and stunts. 
The evening was opened with a din- 
ner, prepared under the direction of 
the hostess, which served to put all in 
good humor. 

Harvey Holmes gave a talk on the, 
enforcement of the Volstead act. T. 
Leadley explained the workings of the 
metered telephone rate as against the 
flat rate, and George Abbott gave an 
illustrated lecture on the irrigation 
systems in the apple orchards near 
Seattle. Warren McCombs played the 
piano and Franklyn Morris imperso- 
nated stage and screen stars. The 
evening was one to be remembered 
by every one present, Mr. King re- 
ceiving a vote of thanks and the title 
of 100 per cent entertainer. 


Hawkes Moves to Rochester 


Rochester is to have another shoe 
house added to its already long list 
of high-grade houses. C. W. Hawkes 
& Son, large manufacturers and dis- 
tributors of infants’ shoes, whose 
offices have been located for fourteen 
years in Elmira, N. Y., are moving 
their offices to Rochester. 

Exetensive plans are already made 
for materially enlarging their in-stock 
department at Rochester and it is the 
aim of this house to give instanta- 
neous service on stock merchandise. 


Esser Retires from Business 


After thirty years in the shoe busi- 
ness in Rochester, E. J. Esser has 
sold his store to the F. G. Collins 
Shoe Company, who already conduct 
fifteen stores in the East, and will re- 
tire as soon as the “Retiring from 
Business Sale” which he inaugurated 
on Monday is completed. All shoes 
in the store are offered at extremely 
low prices. 
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As soon as.the sale is completed 
Mr. Esser will retire and th2. man- 
agement will be turned over to. the 
Collins Shoe Co., who have selected 
Mr. Carl Lowenguth, who has been 
«.ssociated with Mr. Esser for many 
years, as manager. 


Small with U. S. Rubber 
Charles Small, who has long been 
associated with the Goodyear Tire & 
Rubber Company in their sole and 
heel department, has accepted a posi- 
tion with the United States Rubber 
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Company as manager of their sole 
and heel business in the New York 
district and will leave Rochester 
about the first of February to take up 
his new duties. 

Mr. Small is well known in the 
trade, having been with Goodyear for 
many years as manager of the sole 
and heel business in Rochester and 
western New York. About two years 
ago, Mr. Small went to England to 
represent Goodyear in England and 
on the Continent where he was ex- 
tremely successful. 





MEMPHIS 


Preparing for Spring Openings 
January a Dull Month, but Latter Half 


of February Expected to See Better 
Business 


ERCHANTS at Memphis are 

anticipating much better 
business during the short remain- 
ing month of winter, February, than 
they experienced in January, the clos- 
ing half of which was stagnant, to say 
the least. Snow and ice have not been 
prevalent here as yet but it has been 
abundantly cold and rainy and but 
for special sales and a few events in 
the nature of trade boosters business 
would have been very dull. 

With the very first approach of 
srting the Easter stocks will be dis- 
played and the spring openings will 
be held at the usual time, though the 
wholesalers and jobbers in all lines 
will have one earlier. 


A Revolving Stand 


The Caradine Shoe Co., 63 North 
Main Street had a week-end display 
of Billiken children’s shoes shown on 
a revolving wheel in their window and 
good prizes to those customers who 
made the best guess as to the number 
of miles the shoe would walk during 
the day. 


Louis Frisch Dead 


Louis Frisch, connected with the 
department store J. Goldsmith & Son 
Co., Memphis, as buyer and depart- 
ment manager since its establishment, 
died recently. Mr. Frisch was held 
in high regard in mercantile circles 
and had a wide acquaintance. The 
funeral took place with Masonie ser- 
vices at the grave. He was buried 
in Elmwood Cemetery, Memphis. 


Tri States Convention News 


Ruben Stiefel, president of the Tri- 
States Shoe Retailers. Association 
which convenes in Memphis at Hotel 
Chisca, March 6, 7, 8, reporta. that 
attendance prospects. are very bright. 
M. F. Kramp of the Walk-Over Shoe 


Store and P. E. Frappier of the Flor- 
sheim Shoe store, committee on ex- 
hibits report a goodly number of 
reservations by manufacturers and 
wholesalers. The parlor floor and the 
lobby floor of the magnificent Chisca 
Hotel, a most commodious hotel with 
beautiful convention hall, will be so 
utilized. 

Arthur Anderson of the Boot AND 
SHoe RecorperR, Boston; A. H. Geut- 
ing of Philadelphia, past president 
of the National Shoe Retailers’ Asso- 
ciation, and Secretary Commissioner 
Spangler of Chicago, representing the 
same body, will be among the speak- 
ers, and there will be some timely 
discussions by leading shoe mer- 
chants from Tennessee, Arkansas 
and Mississippi. The Memphis Shoe 
Dealers’ Association meet Tuesday 
mext, when various features of the en- 
tertainment are to be planned, as they 
will be hosts for the occasion. 


Entertained the “Kiddies” 


J. Goldsmith & Sons Co. on their 
fifth floor Saturday night entertained 
their children customers with Uncle 
Wiggly stories received by wireless 
from Pittsburgh through an arrange- 
ment with the Westinghouse Co. The 
program started at 7.30 p. m., and 
lasted one hour, a fine musical treat 
also being enjoyed. 


Sherron’s Featuring Oxfords 


Sherron’s, South Main and Union 
Avenue, feature oxfords for women 
in brown and black calf skin at $8 
and similar styles in black and brown 
kid or patents at $10. Their store is 
at the “Turn of the Loop,” or on the 
new transfer route of the street rail- 
way company, which has changed its 
transit system recently in the busi- 
ness distri-t. 
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Sheldon Lectures 


A. F. Sheldon, head of Sheldon 
Business School, and widely known to 
merchants, has started a series of lec- 
tures here under the auspices of the 
educational committee of the Cham- 
ber of Commerce. Twelve public lec- 
tures will be delivered at the Chamber 
of Commerce each afternoon at four 
o’clock and each night at eight o’clock 
at the Crockett Vocational School. 


Mackintosh Predicts Price Decline 


Charles Henry Mackintosh, presi- 
dent of the Associated Advertising 
Clubs of the World, spoke before the 
City Club and business men of the 
Chamber of Commerce recently while 
en route through Memphis to Texas 
cities, in a tour he is making of some 
two hundred cities of the United States 
and Canada. He predicted a gradual 
decline of prices of all commodities 
for the next quarter of a century. 

Mr. Mackintosh delivered a strong 
address, in which he pointed out some 
of the weak spots in the American 
commercial structure. He was par- 
ticularly severe in his arraignment of 
modern retail salesmanship and retail 
advertising, declaring that the time 
has passed “when brains are not 
needed behind the counter.” Sales- 
men with ability to sell goods were 
not needed during the war period, 
when merchants couldn’t get enough 
goods to supply their trades, he said, 
but with all markets declining shrewd 
salesmanship is a necessity. 

“We cannot expect stable prices 
until American business gets back to 
its pre-war status. The history of 
business shows that about every 25 
or 30 years prices rise to a point about 
250 per cent above the base from 
which they started. When they reach 
that peak they start downward and 
they do not stop until they reach the 
original base. It is my opinion that 
nearly a quarter of a century will be 
required to bring prices back to the 
level they were before the war. 

“At present markets are declining 
It means that we must buy cautiously, 
but not stingily. The merchant must 
know what his trade wants. He must 
know when he buys a stock of goods 
that he can sell that stock before the 
market cuts under him and takes 
away his profit.” 


The John Gerber Co. department 
store featured 2500 pairs of low shoes 
for women in their season clearance 
special—group one, $10 a pair; group 
two, in fifteen styles, $5. Satins, 
suedes, kid and calf, Laird and Schober 
pumps and oxfords were included in 
the offering. They have a very com- 
plete shoe section for women’s and 
children’s shoes. 
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MANCHESTER 


An Optimistic Prediction 


Local Industries Are Busy and Wage 
Distribution in Good Condition—A 5% 
Business Increase Anticipated 
in March 


PREDICTION that Manches- 

ter business interests will en- 
joy a slight increase in sales during 
the coming few months, as compared 
to the same period last year, is con- 
tained in a review of the various sales 
territories in the United States and 
released to-day by Babson’s Statisti- 
cal Corporation. 

“Local industries are busy and 
wage distribution more nearly nor- 
mal than in most cities,” is the spe- 
cific comment, which is followed by a 
prediction that business for March, 
1922, should show a five per cent in- 
erease over March, 1921. 


Mills Reduce Wages 


New Hampshire cotton and woolen 
mills have posted notices of a net re- 
duction of 10 per cent in pay, which 
will be effective, Monday, Feb. 13. 
Both the Amoskeag and Stark mills 
in this city will reduce wages to 20 
per cent and the length of the work- 
ing week will be increased from 48 
to 54 hours. Inasmuch as the wage is 
reckoned on an hour basis, this will 


mean a net reduction in the pay en- 
velope of the textile workers of Man- 
chester of 10 per cent. No definite 
action has been taken through the 
textile council or the local unions. 


Shoe and Rubber Sales 


The Elite Shoe Stores, Inc., on Elm 
Street, did a large business with a 
special lot of women’s shoes, adver- 
tised recently at 95 cents per pair. 
A special lot of men’s, women’s, boys’ 
and youths’ rubbers, with high and low 
heels, for women, at 49 and 69 cents 
per pair. 

A 20 per cent discount sale of rub- 
ber footwear of all kinds has started 
at the Granite State Rubber Com- 
pany and will last all through the 
month of February. 


A. W. Andrews Resigns 


A. W. Andrews has resigned his 
position as credit manager of the 
Pennington Shoe Company and has 
opened an office to accommodate the 
increasing demand for his services as 
a public auditor and accountant. 





ATLANTA 


Business Is Steadily Improving 


Merchants and Manufacturers Decidedly 
Optimistic—January Better Than 
Expected 


PTIMISM as regards the out- 

look for 1922 was the primary 
keynote at the annual meeting of 
th Atlanta Merchants’ and Manufac- 
turers’ Association, held in mid-Jah- 
uary, an organization representing in 
its membership most of the manufac- 
turers and wholesalers of the Atlanta 
trade territory. 

Those present agreed that whole- 
sale and retail business has been get- 
ting. steadily better the past three 
or four months, and that the outlook 
for the future gives promise of a-pros- 
perous year for business as a whole 
during 1922. 

The association -plans to hold a 
spring buying week in Atlanta again 
this year, at which time all retail 
merchants throughout the Southéast 
will be invited to the city. . Special 
bargains: will be offered by manufac- 
turers .and wholesalers ‘during the 
week -the event is in -progress, and 
special. entertainment: provided for the 
visiting merchants. 





Cold Weather a Stimulant 


E. G. Thomas, manager of the At- 
lanta branch for Rice & Hutchins, 
was named a member of the board of 
directors of the association for the 
coming year, and J. K. Orr of the J. 
K. Orr Shoe Co., an Atlanta manu- 
facturing plant, was named an ex- 
officio member of the board. 

Atlanta retail shoe dealers report 
business for January considerably bet- 
ter than they had anticipated, and 
both sales and money volume very 
much in excess of January, 1921. 
Colder weather has served to move 
many of the winter lines that had re- 
mained in stock due to the exception- 
ally mild weather the section experi- 
enced up to the early part of Janu- 
ary, and the same condition is true 
of retail shoe merchants in other parts 
of the Southeast. Wholesalers and 
manufacturers in Atlanta state that 
the dealers throughout the section are 
beginning to purchase their spring 
liries, -and: that, orders received so far 
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indicate the merchants are looking for- 
ward to a good ‘spring season. Espé- 
cially good business.-in. women’s. sport 
shoes is anticipated this spring, and 
advance orders for this typeof foot- 
wear are being are Plagsd by. the 
merchants. 


To Double Membership 


Atlanta headquarters of the South- 
eastern Shoe Retailers’ Association 
has started a concerted campaign in 
an effort to double the membership 
of the organization before the next 
annual convention, which is to be held 
at Jacksonville, Fla., this June. Head- 
quarters has sent letters to all mem- 
bers in Georgia, Florida, Alabama 
and South Carolina, asking for 
the names of all dealers’. in 
their respective communities that 
are not now members of the S. 
E. S. R. A., and these are being 
followed up with strong appeals to 
join. As a result new members are 
being secured almost daily, and indi- 
cations portend one of the largest 
shoe meetings at Jacksonville this 
year that has ever been held in the 
South. Salesmen for various Atlanta 
wholesale houses and manufacturers 
are co-operating with the association 
in its efforts to get new members. 


W. B. Fitzgerald Improving 


W. B. Fitzgerald, formerly secre- 
tary of the Southeastern Shoe Retail- 
ers’ Association, who was injured in 
an automobile accident in Atlanta 
some weeks ago, is improving fairly 
well. His injuries were, at the time 
of the accident, regarded critical. Mr. 
Fitzgerald is well known to shoe deal- 
ers in the Southeastern territory. 


Atlanta Notes 


The Atlanta Bargain House, a clo- 
thing and shoe store located at 12 
Mitchell Street, has announced that 
it plans to dispose of its entire stock 
and discontinue business. 





A number of Atlanta shoe dealers 
have been holding special sales during 
the past two or three weeks, disposing 
of left over lines, unusually low prices 
being quoted in many cases. -Low 
shoes that originally sold at $8 to $12 
are being closed out by some.of the 
dealers as low as $2 per pair. 


C. A. Mott, assistant manager: for 
some time of Churchwell’s store,” clo- 
thing and shoes, at Waycross,:Ga., has 
been named manager of the company’s 
store at Moultrie, Ga. 


W. T. Thornton has purchased the 
interests of P. R. Wilhite in the gen- 
eral department store of P. R. Wil- 
hite & Co. at Elbertén, Ga., and 
changed the name ‘of the business’ to 
the W. T. Thornton Co: 
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S. L. Ginsburg, formerly president 
of the dry goods and shoe firm of 
Blauner’s, in Atlanta, has opened a 
new department store in Boston, 
Mass., under the name of Gilmer’s. 
Robert Ginsburg, also a former Atlan- 
ta man, is vice-president of the com- 
pany. 


BOOT AND SHOE RECORDER 


At a recent meeting of the mana- 
gers of the chain of Churchwell stores 
held at Cordele, Ga., announcement 
was made that the company will ex- 
tend its activities during the present 
year and establish new stores in Flor- 
ida, the first of which will be located 
at Sanford. All of the stores ope- 
rate shoe departments. 





PHILADELPHIA 


Philadelphia Shoe Wholesalers Associa- 
tion Hold First Banquet 


HAT the Philadelphia Whole- 

salers Association is a vigor- 
us organization was plainly dem- 
onstrated at its first annual banquet, 
held at the Hotel Adelphia in that 
city on Monday evening, Jan. 20. The 
dinner was largely confined to the 
members of the organization and peo- 
ple of their staff, there being a com- 
paratively small number of outside 
guests, yet covers were laid for up- 
wards of 150 guests and the general 
opinion at the conclusion of the affair 
was that it was one of the most suc- 
cessful dinners held in the trade. 

William A. Tompkins, recently 
elected president of the association, in- 
troduced ex-President William H. 
Weimer, Jr., as toastmaster. 

The dinner itself was most enjoy- 
able and was accompanied by the 
singing of choruses, rendition of 
musical numbers and some interest- 
ing vaudeville acts. At its conclusion 
Mr. Weimer, before introducing the 
speakers, briefly outlined the reasons 
for the formation of the organization, 
which is not quite a year old and 
which holds in its membership forty- 
two of the forty-five wholesale shoe 
houses in Philadelphia. He stated 
that the present problems confront- 


ing the wholesale trade are great and 
that it was extremely desirable and 
necessary that the industry should 
get together for the purpose of mu- 
tual discussion of these and united 
action in such matters as would re- 
quire such. 

Address by Congressman Kreider 

He then introduced the first speaker 
of the evening, the Hon. A. S. Kreider, 
president of the A. S. Kreider Co., and 
Congressman from Pennsylvania. Mr. 
Kreider prefaced his remarks with 
congratulations upon the evident suc- 
cess of the association and went on to 
give some thoughts of matter now 
before Congress, particularly those af- 
fecting business. 

Three principal measures are of 
great interest—the revenue tax and 
debt refunding measures, and the 
probability of a soldier bonus bill. 
While the revenue measure was not 
all that was desired, Mr. Kreider said 
it was as good as could be expected 
when it was borne in mind that it had 
to be framed to raise at least $4,000,- 
000,000. Despite strong points in fa- 
vor of a sales tax as a part of this 
revenue measure, the Farmers’ Bloc 
and other interests opposing it made 
this impossible. 
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Stocks Low forf{Spring 


New Conditions Arising Out of New 
Policies of Merchandising 


HE lessons learned during the 
I last year by the shoe retailer 
may eventually work out 
largely to his benefit. One of the 
most costly lessons of all was the one 
learned from holding a large, un- 
wieldly stock on a falling market. 
Merchants have largely lost in the 
past year or so all the big profits the 
large business of the previous years 
had made for them. Prices have been 
inventoried at replacement values and 
the retail merchant is all set for the 
coming season—except that he has 
not bought much for the spring sea- 
son. 
There has been a complete reversal 


in the buying policy at the R. H. 
Fyfe Co, store. Hitherto the policy 
of this firm has been “complete stocks 
of all asked for lines of shoes.” The 
new policy as outlined by A. O. Day, 
general manager, to the RECORDER will 
be to carry a far smaller stock and 
strive for as many turnovers as pos- 
sible during the year. 

“The only policy we can adopt on 
a falling market,” said Mr. Day, 
“with any chance of inventorying our 
merchandise without extremely large 
losses is to buy on a thirty to sixty- 
day basis. As prices drop our pur- 
chases will cost us less, and when the 
inventory time comes around we will 
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have little stock that has not been 
purchased within the past sixty days. 
If we can do that we will eliminate 
the large losses we have had to take 
during the immediate past seasons. 
The odd lots and broken sizes we will 
always have with us, but it is not 
necessary that we saddle the business 
with severe losses in reductions on 
regular lines. 

“We will make this rule apply to 
our ‘outsizes’ business from now on. 
Where we used to stock a large num- 
ber of lines in, say size 1 AAA we will 
stock many less. The same rule will 
apply to our large sizes in women’s. 
At the same time, we are not going 
to let go of the reputation we have 
for fitting every foot. It is nothing 
to hear customers say to us, ‘If I 
can’t get it at Fyfe’s I’m sure I 
don’t know where I could get it.’ We 
want to fit the extreme sizes in feet 
as well as the average sizes, but the 
time has come when customers of this 
class will have to be satisfied’ with a 
restricted selection.” 

When it was suggested that a small 
stock with a quick turnover might 
mean the introduction of cheaper lines 
and the elimination of some of the 
service given the customer, Mr. Day 
immediately said: 

“We are not going to allow any- 
thing to interfere with our standing 
in the shee trade. We intend to stay 
at the top. We will handle good lines, 
turn them often at a close margin, 
continue our good fitting service and 
reach our volume in that way.” 


Large Sales of Corrective Foot 
Appliances 


It is surprising the volume of busi- 
ness there is to be done in a shoe 
store through the handling of what 
are often termed side lines. The desig- 
riation is often a misnomer, however, 
because as in the case of hosiery, 
always called a side line, the retailer 
is handling footwear, no matter from 
what angle he views the business. It 
is the same with the term “Findings.” 
The arch support business and other 
corrective foot appliances are often 
classed in with findings. This is not 
done at the Dr. A. Reed Cushion Shoe 
Store, Detroit. K. G. Kolfage, sales 
manager, has made the business of 
handling foot appliances a business. 
With a stock averaging a thousand 
dollars he secures a twelve time turn- 
over of the stock per annum. 

One would naturally suppose that 
a store catering to the footsore cus- 
tomer would have a better chance to 
sell foot appliances than the store 
that sells shoes to all classes of peo- 
ple. This is not so, according to Mr. 
Kolfage, who says: “People come to 
our store to buy cushion-soled shoes 
under the belief that they will cor- 
rect their foot troubles, while in many 
cases they can only relieve the dis- 
comfort. When the corrective ap- 

(Continued on page 131) 
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You Can Buy 


These wonderful values in full 
grained calf skin shoes at a price 
that assures you quick turnover 
and a comfortable margin of 











Send for sample dozens 


—you have been looking for 
these shoes. 


Carried in Stock—Prompt Delivery 


No. 9803—Full grained Mahog- 
ahy calf skin, solid leather, per- 
fect fit. Growing Girls’ sizes, 
2%-7. Widths A-D......... $4.60 


No. 8802—Same as above. Misses’ 
sizes, 12-2, Widths B. C and 


No. 7802—Same as above. Child’s 
sizes, 8%-11%. Spring heel. 
Widths B, C and D........ $3.00 


No. 6802—Same in Infants. Sizes, 
6-8. D width only......... $2.75 
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The L. D. Stickles Shoe Co. 


Manufacturers 


RED WING MINN. 














BIG WHITE SEASON 


THE TRADE FORECASTS GREAT 
SALES OF WHITE FOOTWEAR 


JOBBERS AND RETAILERS STOCK 
UP ON WHITE SHOE DRESSING 


WHITTEMORE BROS. CORP., BOSTON, MASS., 
LARGEST PRODUGERS OF SHOE DRESSING IN 
THE WORLD ADVISE PLACING ORDERS EARLY 


“There is every indication of a big white season,” 
says Mr. Louis M. Hannum, Sales Manager, of 
Whittemore Bros. Corp., Boston, Mass., “and every 
jobber and retailer whose slogan is ‘service’ will do 
well to anticipate his requirements of white shoe 
dressings and place orders with us early.” 

“Coming events cast their shadows before. We 
have watched the progress of the white shoe in pub- 
lic favor and are convinced that it is not only here 
to stay, but will achieve heights of popularity dur- 
ing 1922 little dreamed of a couple of seasons ago.” 

“Probably no type of shoe, either of fabric or 
leather, has seen such rapid development in style, 
workmanship, or service features. The minds of 
many artisans have been working on the problems 
of production, until today the white shoe is consid- 
ered quite the thing, not only for sporting purposes, 
but social functions as well.” 

“Situated as we are, we can sense the change in 
public taste about as quickly as would anybody. Our 
sales chart shows peaks and valleys which are par- 
ticularly significant. The upswing of the chart line 
designating sales of white shoe dressings shows a 
steady elevation from zero of a few seasons ago 
to very large figures for 1920 and 1921. The output 
for 1922 is expected to exceed past records by a wide 
margin.” 

“The widespread popularity of Whittemore’s pol- 
ishes accounts in part for our sales volume. You can 
jot that down. It is very important. Turnover of 
Whittemore’s white shoe dressings and our other pol- 
ishes can be made at an exceedingly low cost, for the 
reason that Whittemore’s is so well advertised, the 
dealer has practically no personal expense to make 
it move. It moves of its own momentum and steadily 
drops into the dealers’ cash drawer a liberal profit.” 

“Whittemore’s ‘Quick White,’ ‘Albo,’ ‘Shu Clean,’ 
‘Top Notch’ and ‘Bag White’ are all large sellers. 
We provide the opportunity the public seeks, to 
choose a liquid, a cake or a powder cleaner.” 

“While you are writing this up for publication, it 
will be advisable, it appears to me, to emphasize the 
importance of being prepared. There is nothing 
to be gained by waiting to place orders. The prices 
of our basic materials are at levels today, which 
enables us to set prices for months ahead. The man 
who orders early will get deliveries that cannot be 
promised when everybody is seeking shipments at. 


once.” 
Adv. 
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Crawford Arch-Supporting Shanks 
Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 
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BRANCHES 


Auburn, Me. 
Brockton 
Chicago 

Cincinnati | 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y 
San Francisco 
St. Louis, Mo. 
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Buyers’ Easy Reference Directory 


"J THE THREAD YOU WILL 
EVENTUALLY USE 


Its excellent, uniform quality is making shoe- 
making and repairing easier and more profit- 
able. The strong, smooth, elastic nature of 
Meyer's thread is saving time, trouble and 
expense to all users. Onr ‘Gretna’ twist 
replaces costly silk and gives superior re- 
sults. Order ‘‘Meyer’s’’ thread. Finders 
supply the repair trade. We serve manu- 
facturers direct. 


JOHN C. MEYER THREAD Co. 


THE LOWELL THREAD MILLS 
LOWELL, MASS. 





Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. ' BOSTON, MASS. 








INFANTS’ UP-TO-DATE LOW CUTS 


Hand Turned—In Stock 





Immediate Delivery 
Also 
©, .... Strap Ro- 
man Sand- 


“Sally Sandal’’ — All at 62.55 1 Strap—2 — 
Leathers — Spring ger My 7 i 
Heels, 2/5—90c. 2/6 por /6—85c. 


—5ce. 5/8—$1.00. om 
Also Mary Janes 1 and 2 Strap in Leather and Canvas. 


Terms 2% 10 days—Net 30. 
THE BAY STATE SLIPPER CO., Haverhill, Mass. 





Wood Sole 
Boots and Shoes 


Full Oil Grain Leath- 
er, Waterproof Sole 
Leather Counters. 
High-cut Buckle 

Shoes ...... $2.25 
High-cut Boots. 4.25 
Riemer’s Steel 

Rims for Sole 

and Heel ... .50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 








Retails, $2, $3.50 








APPROVED BY 
MEDICAL MEN 


As a st support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
VENTILATION® children’s shoes 
PATENTED complete by sending 

your order today. 
Phone Brockton 2133 

for immediate action. 


BURKLEY ., 

SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 
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No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 
Artificial Flowers, Plants, 
Vines, etc.. MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 














Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, ‘Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 

allows the piracy of valuable Trade-marks in such 





countries. 


The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fu equipped to 
promptly handle your applications for Registration 
of Trade-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent ang “‘Trade-mark Depart- 
ment, 207 South St., Boston, é 


106 Beach St.’ 





Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
‘Tuscan Calf — 
Russia Calf— 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
Boston, Mass., U.S. A. 
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Court Dwight Park Town Longfellow 








CHOICE OF THESE FIVE LASTS 








Milford Made 


Shoes Shipped In a Week 


This is the type 
of shoe made on 






PARK LIST 


Dark Tan Calf Bal. Price $5.15 . Results As if Madelto Order 





T = = Shoes mace under this proposition are not carried 
ords i but made wh der i ived 
This Sta A in stock, u e@ when your order is received on 
a oo won” Price $4.85 any of the lasts above pictured. 
Shoes Our well-known standards of shoe making and 
Means That top grade materials are behind these shoes. You 
bee <9 are assured of their quality in every particular. 
You save investment in stock and get fresh merchandise 
THROUGHOUT ag My you buy by this plan. Write for particulars 
in detail to 








KNOX SHOE COMPANY, = *nisicree” 


Boston Office: 135 Lincoln Street 























EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 
| eg | SeHLUBIIE’ 






HUBTIP 
N 5 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro.Laces, 3.30 72 in. per gro.Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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Build a 
Lasting Foundation 
by creating a 
Good First Impression 





EJONGE?A rt -Mat has the subtle glow of 
D old ivory, although the dull-coated surface 
does not permit a reflection. The reader can 
feel the dignity of a catalogue printed on De- 
JONGE Art -Mat as he turns its velvety pages. 

It compliments him subtly on his good taste, 
whether it is showing him an automobile, real 
estate, machinery, shoes, hardware, furniture, jew- 
elry, or the exterior or interior of a bank or office 
building. Careful printers all over the country 
prefer towork on Dejonce eArt Aart. It gives 
a uniform appearance throughout the run. 

Send for «« First Impressions.’’ Jt shows you the 
beautiful printing qualities of Deyonce Art Mat. 

Please send us samples of your best work on Dejonce 
Art Mat for our exhibit. 


lOuIS DEJONGE & CO. 


69-73 Duane Street New York 


—_—_—_ 
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GREYS! 


Do We Have Them? 


We'll say we do, in the most 
nifty combinations. Styles 
that are in a class by them- 
selves. Sellers — Fitters — 
Profit-Makers— everything 
















good shoes should be and 
then some. Will we prove 
itP Just drop a card saying, 
“Show me!” We'll prove it 
all right. 


The Preston B. Keith Shoe Co. 


Brockton (Campello Sta.) Mass. 










































No. 461 


Tan Waterproof Veal Blucher tip, cloth lining, 
half bellows tongue, three soles, fair stitched 
standard screw, Munson last. In stock—6 to 12E. 
To order—5 to 12 D, E & EE. 


FARM BLUCHER 


The materials used in this line are 
selected with the one view of making the 
best possible working shoe at any price. 


The bottoms are made with two soles and one half 
sole of high grade, long wearing oak sole leather. 
Innersole, counter and heel are all sole leather, 
ww selected for the use to which they are 
put. 


For farming and all outdoor and indoor work in 
wet places these shoes are unexcelled. Their qual- 
ity is evidenced by the number of imitations. 


Wearers who want the best will buy the original. 


G. H. BASS & CO. 


Shoemakers 
WILTON MAINE 
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(Continued from page 124) 
pliance is pointed out the greatest tact 
must be exercised, or the customer 
may say, ‘If an arch support is all that 
is necessary to correct my trouble, 
I’ll not buy shoes to-day; I have three 
or four pair at home now. Probably 
I'll be able to. wear them with the 
corrective appliance.’ This really 
makes our selling proposition a more 
difficult one than in the average store.” 

The orthopaedic department is 
under the direction of Dr. Harry B. 
Bronston, who gets right down on the 
floor and diagnoses the cases and 
supervises the fitting of the appliance 
and the shoe with it. Every sales- 
man on the staff is a graduate of the 
American School of Practipedics, or 
the National School of Orthopraxy, so 
that they are in a position to recog- 
nize the need of corrective appliances. 

K. G. Kolfage was recently awarded 
a gold watch by the Wizard Foot 
Appliance Co., in an end of the year 
sales contest, in which the Detroit 
store stood fifth place. 


No Russian Boot Styles in Detroit— 
Yet 


The Russian boot craze has not as 
yet reached Detroit, the galoshe easily 
holding first place in the hearts of 
the flappers—and on their feet. R. H. 
Fyfe & Co. sold over five thousand 
pairs of flapper galoshes alone, and 
could have sold more of them could 
they have been procured at the time 
they were needed. Under the heading, 
‘There’s a Meaning in Every Little 
Floppetty-Flop,” the Detroit Journal 
tells how we can determine the char- 
acter of the women who wear 
galoshes. The three classes are in- 
dicated as follows: 

“When with the fastenings open 
and the tops flapping they indicate 
dainty limousine. manners as if one 
were in the habit of saying, ‘You may 
call for-me at 5 o’clock, Meadows.’ 

“Worn with the tops turned down, 
Captain Kidd style, they tip you off 
to the fact that the wearer is of a 
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bold, flirtatious and captivating type. 
Beware! 

“Worn buckled, as they were meant 
to be, they say, ‘I promised mother 
I’d go right straight home.’ ” 


Shoe Findings in Brief 
The Hoffman shoe store has moved 


‘from 468 to 402 Michigan Avenue. 


Mr, Hoffman started in 1907 in the 
repair business, but got into the shoe 
business five years ago, selling out 
the repair end of the business. The 
new store is located on a corner and 
will afford a large space for promi- 
nent shoe displays. A general line is 
carried. 


A. Stone, who was visited by fire 
late in December, has sold out the 
salvage to the Merchants Brokerage 
Co., with headquarters in Rochester. 
The stock is being retailed at the old 
stand, 4551 Michigan Avenue. 


Chisholm’s Bilt-well stores have re- 
vised their prices downward. Since 
Jan. 1 the lines have been priced at 
$5, $6 and $7, where formerly they 
were $6, $7 and $7.50. All oddments 
in the Detroit store are being cleared 
out at the one price, $2.95. 


Dr. A. Reed cushion shoe store is 
celebrating its 25th anniversary sale. 


R. H. Fyfe, president, and R. H. 
Barnum, secretary-treasurer, R. H. 
Fyfe & Co., will spend February and 
part of March in sunny California. 


In the midst of sales windows, the 
Hudson store continues showing a 
“spring styles” display. Prices are 
inconspicuously displayed, and range 
from $8 to $10. Oxfords and straps 
are shown about fifty-fifty, with 
blacks predominating. 


The Detroit Motor Show brought 
many out-of-town shoe men to De- 
troit. William P. Purfield, Ann Arbor, 
was among the number. 





PORTLAND 


Portland Sees Building Activity 


Retail District in Hubbub of Remodeling, 
Improvements and Removals—Shoe 
Shops Remain Stable 


district of Portland in a 

veritable whirlpool of re- 
modeling, improvements and re- 
movals. One might say that the cloak 
and suit business and the men’s cloth- 
ing business, is undergoing drastic 
changes. Some firms have gone bank- 
rupt in these lines, others are goin 
out of business, and on the other 
hand, considerable new capital is 


Tie year 1922 finds the retail 


being invested in the same lines. 
Then, too, the retail district shows a 
decided tendency to be moving South- 
west, where numerous new buildings 
with their attendant retail storerooms, 
have sprung up within the past few 
months. But a few months ago the 
deadline of the retail district at the 
south was Morrison Street at West 
Park. To-day it has extended two 
blocks further, both south and west. 
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In spite of the very dearthful past 
season of the shoe business, no bank- 
ruptcies have been noted in specialty 
shoe shops. Midst all the business 
changes at present taking place in 
Portland shoe shops have remained 
stable. John Dellar opened up his 
new shop in the Pittock Block, con- 
stituting a removal from his old quar- 
ters on lower Morrison Street, with 
consequent improvement. The Good- 
year Shoe Co., which is to seek new 
quarters, has not yet given out any 
announcement where théir future lo- 
cation will be. The lease on their 
present quarters expire*in the late 
spring. 

Just at present Portland women are 
having their first formal presentation 
of spring goods.- They are now awake 
to the fact of more cutouts, shorter 
vamps, and néw interpretation of 
Louis heels. 


Lipman Wolfe’s Sell Patents 


Mr. V. E. Moore of Lipman Wolfe’s, 
says that he sells more patents than 
anything else at the present time, 
though he still has some demand for 
black kid, mostly in the two-strap 
junior Louis heel numbers. Mr. Moore 
is featuring at $16.50 the late sport 
shoes in two color combinations, of 
smoked horse and leather, and suede 
in leather. A clever Garside beige is 
trimmed with brown kid saddle and 
wing. This same number is also 
shown in grey and black—a shoe that 
is decidedly individual; $12 is the 
price of a Wicket & Gardner patent 
sport model with covered wood heel. 
Mr. Moore, having shown his new 
sport models early in January, 
reaped the harvest of an extra 
month’s business in novelty shoes. 
“Women are still willing to pay high 
prices for fancy novelties, though the 
big volume of business in this store 
is done on $10 shoes,” he states. 


Cuban Heels Best at Baker Stores 


Cuban heels, both in leather and 
wood, are the big best bet with the 
Baker stores, says Mr. R. H. 
Stewart, general manager of Port- 
land branches. Even more Cubans 
than sports are sold with the Baker 
trade. A dainty Grecian slipper with 
lots of cutout work and covered Cu- 
ban heel, is of fine patent leather and 
priced to the popular trade at $8.50. 
Then there’s the very cleverest of 
sand colored one strap pumps with 
a Junior Louis heel and a turned sole 
that is marked $10. Another oxford 
at this price is of patent with covered 
military heel. Of course all the pumps 
have side buckle fastenings instead of 
buttons. It looks very much as if the 
poor button is going to be rather 
slighted this season. “The front 
buckle is off the board,” says Mr. 


‘Moore, who is banking a good deal in 


sand being extra good this spring. 
His lines for spring are priced at from 
$8.50 to $10 
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SELL ODD PAIRS 
AT A PROFIT 





You can sell odd 
pairs of boots and 
overs at a profit if 
sized out with other 

oods in the ECO- 

OMIC DISPLAY 
CASE. 


The Ec poonls 
Case brings 
merchandise iirectly 
to the attention of 
your customers, and 
your clerk will show 
the odd sized items 
before going to the 
stockroom to look 
for the size in new 
goods, for the odd 
sizes are always in 
= sight in the 

conomic Case. 


Write for Prices 


BATAVIA SPECIALTY CO. 


BATAVIA, N. Y. 
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HOTEL 
OPPOSITE SOUTH STATION Gs % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


More than a thousand shoe and leather firms are located just around the corner from the ‘‘Essex.’’ You could 
not be more conveniently situated for the convenient transaction of business. Rooms are generally availale ‘‘on 
arrival,’’ but we recommend making reservations, 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 











Buying in Balk 


Grocers used to display their wares: by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk.” Like the old-time grocer's cus- 
tomers, they frequently received as much 
refuse as “‘coffee.” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 





It’s the same in buying advertising 
sell “just a horse” and you have to take their circulation statement 


with a pinch of salt. 
The Boot & Shoe Recorder is blooded-stock. An A. B. C. state- 


eee 
speed and endurance. 
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s Onyx” 





Hosiery 


4125 Women’s “ONYX.” 18 inch fibre silk hose with cotton top 
and seam in leg. Black, white, cordovan, navy, suede, grey, tan, 
coating, silver, sky, pink, and polo. Sizes 8-10. % doz. boxes. 
BOE Wings 0 40.4 a ns 550 600 bcseunnes cieaiegeeseenbupad saeeeee $4.50 


1860 Women’s “ONYX.” Silk and fibre plated. Seam in leg. High- 
spliced heel and double sole. Black, white, cordovan, navy, grey, 
tan, suede, polo, coating and nickel. Sizes 8%4-10%. % doz. 
CO OO. ic ndkb nce ivan ddlce \ cdeewoedssedescvéecevincéces .25 


888 Women’s “ONYX.” Medium weight outsize silk and fibre 
plated hose with mock seams and fashionings. Black, white, and 
cordovan. Sizes 834-10%. ™% doz. boxes. per doz............ $8.50 


2080 Women’s “ONYX.” Light weight silk hose with sole top. 
“Semi-fashioned” gussetings. Remarkable offering. Black, white, 
cordovan, navy, coating, polo, Russia calf, suede, light grey and 
dark grey. Sizes 8-10. % doz. boxes. per doz. .............. .50 


1207 Women’s “ONYX.” Medium weight close strand silk hose 
with lisle top and “semi-fashioned” gussetings. Black, white, 
cordovan, suede, navy, Russia calf, medium grey, polo, coating, 
light grey and beige. Sizes 8-10. % doz. boxes. per doz..... $11.50 


Emery 6 Beers Company, in. 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET, NEW YORK 
Sole Selling Agents for 


PAUL GUENTHER, Inc. 


Manufacturer of Full Fashioned Silk Hosiery 
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CHANGES IN 
BUSINESS 


FAILURES 


Boston—Jacob Goldberg. (Lowell Street), 
shoes, reported offering to compromise 
at 10 per cent. 

Haverhill, Mass.—Horace W. Murray Co., 
Inc., Women’s Turned Shoes Manu- 
facturers, reported filed deed of 
assignment to Earl Wason, Charles 
E. Dole and Daniel C. Hunt. 

Peabody, Mass.—Sterling Leather Co., 
tanners, reported filed voluntary peti- 
tion scheduling liabilities $6,499.06 and 
nominal assets $2,411 

Revere, Mass.—B. A. Lazarus Co., shoes, 
reported Herbert A. Whiting appointed 
trustee. 

Melrose, Mass.—James F. Canole, shoes, 
reported filed a voluntary petition in 
bankruptcy scheduling liabilities 
$1,790.70; assets $1,100. 

Brockton, Mass.—Progress Shoe Co., shoe 
manufacturers. reported at meeting 
of creditors the firm was granted a 
60-day extension. A committee was 
appointed to look over the statement 
of the firm. 

South Amboy, N. J.—Jacob Is2nberg. 
shoes, etc., reported vc'untary petition 
in bankruptcy filed. 

New York City—Harris & Lazansky, 
boots and shoes__ reported given a bill 
of sale for benefit of creditors. Lia- 
bilities $4,500; assets supposed above 
same, 

Dennison, Ohio—William H. Hill, shoes, 
etc., reported involuntary petition in 
bankruptcy filed. Robert Maxwell 
appointed receiver. 

Lancaster, Pa.—-Francis M. Will, leather, 
reported filed a voluntary petition in 
bankruptcy, listing liabilities $5,490; 
assets $5,250 

Clarfield, Pa.—Louis Scheffler, Hides, re- 


ported filed voluntary petition in 
bankruptcy, listing liabilities $8,241; 
assets $3,600 

Johnstown, Pa.—Isaac Ratowsky, shoes, 


ete., reported involuntary petition in 
bankruptcy filed 

Orangeburg, S. C.—Marvin Shoe Co., 
shoes, reported in bankruptcy. 


North, S. C.—Garrick Mercantile Co., 
shoes, etc., reported in bankruptcy. 


Charleston, S. C.—B. L. Solomon, shoes, 
etc., reported in bankruptcy.» 


Salt Lake City, Utah—Pacific Sales Co., 
shoes, etc., made assignment. Re- 
ported petitioned into bankruptcy. 
Statement shows liabilities $77,000; 
assets about $50,000. 


Manchester, N. H.—General Enterprise 
Co., Inec., shoe manufacturers, re- 
ported made assignment to James A. 
Broderick. Said they are owing in 
neighborhood of $12,000. Claim nominal 
assets about $20,000 but which upon 
convertible values are alleged to be 
about $5,000. Stated that there might 
be three propositions made: to settle 
at 40 cents on the dollar cash; or to 
pay 100 per cent in extension notes 
to cover a period of about one year, 
or to take stock subscription in the 
company. 

Purcell, Okla.—Joe Schwartz & Co., Inc., 
shoes, etc., reported asking general 
extension of 18 months, the concern 
making a note payable in 18 monthly 
installments. 


Brooklyn, N. Y.—Julius Ramer, manufac- 
turers of infants’ McKays, reported 
filed a voluntary petition in bank- 
ruptcy scheduling liabilities of $9,720 
and assets of $4,870. 

Abraham Goldstein, shoes, reported 
granted extension of seven months. 

Rubin Bros., reported an involuntary 
petition in bankruptcy filed against 
Abraham, Samuel and Jacob Rubin, 
copartners trading under the above 
style. 


Tupper Lake, N. Y.—Nathan Friedman, 
shoes, etc., reported filed voluntary 
petition in bankruptcy. listing lia- 
bilities $7,082; assets $3,000. 
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MISCELLANEOUS 


WANTED TO PURCHASE 








Ideal Line Rolling Step 
Ladders 


Fifteen styles. Satis- 
faction guaranteed. 
Lasts a Life-time. 
Write for catalogue. 
Daynite 

Furniture Mfg. Co. 
213 Chouteau§ Trust 
Bidg., St. Louis, Mo. 




















Beautiful Glass Fixtures 


Our celebrated line 
shown in 
Catalog G. F. 


} Large line of 


ne FwWood Fixtures 
Ask for Catalog ‘‘L.”’ 


Window Valanc 
in Stock 
Ask for samples. 
Write us about Wind 
Rugs and Decorat 


Plush. 
The Hecht Fixture Co. 
Medinah Blidg., Wells & Jackson 
CHICAGO 


NEW YORK SHOW ROOM 
70 West 36th Street—Just East of Broadway 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay — for your entire or surplus 
stock of 

Leases aavins a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
501 Broadway w York City 
Phone Spring s100. 5161- 5162 













We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 
























Neatest, strongest, lightest and 
most convenient fitting stool 
on the market 





Fintehet Golden Oak or 
fahogany. 
Price ........ $3.50 each. 


Carried in stock by all wholesale 
shoe and findings houses. If your 
jobber cannot supply you, order 
direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 








The NEW YORK EXPORT 
PURCHASING CORPORATION 


515-517 Broadway 
New York City, N. Y. 


WILL 
BUY 


Slow Sellers 
Surplus Stocks 
Entire Stocks 


FOR 
CASH 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the and tear 
on your shelving” aft 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 13 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 




















WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks 
shoes or other merchandise. Any pan 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Will 3410 











MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 










WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 
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POSITION WANTED 


S UPERINTENDENT—28 years’ of ex- 

perience on High Grade Ladies’ Shoes. 
East and West territory. Open for posi- 
tion. Address K-560, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


S HOB BUYER AND MANAGER— 10 
years’ experience in factory, whole- 
sale and retail game. At present owner 
of store. Resident of Boston. Address 
D-106, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


S ERVICES of a First Class Retail Shoe 
Man, 11 years’ experience as sales- 
man, buyer and manager, are available 
after February 1. Address D-105, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


S HOE SALE SERVICE—If you need a 
sale you need Dahly, Shoe Sales is 
my Specialty. I will sell your slow 
movers or entire stock quick for cash. 
Average cost for services 6%. Will sell 
any stock anywhere and sell it quick. 
References from merchants and bankers 
by return mail. CHAS. -L. DAHLY, 
Decorah, Iowa, 

















I HAVE HAD 10 years’ service on road 
as Shoe Salesman. For business 
reason I wish to make a change. Ad- 
dress SHOE SALESMAN, Grand Hotel, 
Chattanooga, Tenn. 





LINE WANTED 





“ Katffess D-110, care Boot esnk 
hoosetun, 207 South St., Boston, Mass. 


INE WANTED — Experienced Shoe 

Salesman desires line of low priced 
Men’s and Ladies’ Welt Shoes for Cali- 
fornia. Give full particulars. Address 
D-102, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


XPERIENCED SHOE SALESMAN 

wants line for Montana. Well 

acquainted with trade. C. A. COLLINS, 
Darby, . Mont. 


HOE SALESMAN with established 
trade in Georgia and Florida, wants 
line with quality to back them up. (And 
prices right.) Address P. O. Box 211, 
Richland, Ga. 


ALESMAN WANTS LINE of Shoes or 

Rubbers for Northern Wisconsin, 

Upper Michigan or Minnesota. Address 
W. P. ENGMAN, Chetek, Wis. 




















HELP WANTED 


WANTED—Experienced shoe man to 

to manage a good-sized shoe store 
in city of about 150,000 population. State 
previous experience, age, married or sin- 
gle and salary wanted to start. Address 
D-94, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


gh oom Shoe Buyer and Department 
Manager for department catering to 
better class trade. Give full details in 
first letter, including age, experience, 
references and salary expected. J. F. 
STAMPFER CO., Dubuque, Iowa. 








eta. ee ee q 


HELP WANTED 


OPPORTUNITY 





A HIGH GRADE PROPOSITION — 
Wanted a Manager and Buyer for a 
Retail Shoe Store in one of Rhode Island’s 
largest cities. To the man who proves 
his fitness and ability will be given the 
privilege of buying an interest in the 
store. Must be experienced in buying 
and merchandising both Men’s and 
Women’s Shoes. making application 
give age, salary wanted, nationality, 
years’ experience and references, which 
will be confidentially respected. Address 
D-99, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FOR RENT 


SHOE DEPARTMENT FOR RENT on a 
commission basis in Davenport, 
Iowa’s largest Ready-to-Wear Depart- 
ment Store, on the best corner in town, 
with a frontage of 80 x 150 feet and 210 
feet of show windows. When answering, 
send references with first letter. Address 
D-90, 189 W. Madison St., care Boot & 
Shoe Recorder, Chicago, Ill. 


TO SUB-LEASE 


WANTED—To sub-lease, general shoe 
department in a live popular price 
clothing store remodeling building, town 
of three hundred thousand, middle west. 
Address D-89, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














COMPETENT SHOEMEN can connect 
with employee owned Shoe Store 
Corp., operating one store now, others 
soon in California, limited number in- 
vestors with services considered, $2,500 
up. Address D-101, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED TO PURCHASE 


A RETAIL SHOE STORE WITH STOCK. 

With or without lease. To run as a 
permanent sale store in New York, New 
Jersey or Pennsylvania. Terms cash. 
KELLNER SHOE STORE, 140 Avenue C, 
New York City. 


OPERA CHAIRS—Twenty-four for Shoe 


Store. State cash price, make, model. 
COOPER’S, 68 King St., Troy, N. Y. 


SERVICE 




















A NEW _BUYING_OPPORTUNITY 
Proper Merchandising oon. 1922 
hand acquaintance with sources 


stock constan fresh. “ay Jour 
Teldent “bu buying —— a Ko “CHARGE 


Write for information or wire open orders. 
WRIGHT & GORING 
1170 B’way, Dept. B. New York 














FOR SALE 


FoR SALE—Best equipped shoe shop in 
the city, with small stock of Men’s 
Shoes; established fifteen years in same 
location; long lease; business for past 
six years averaged over $20,000 per annum. 
Address FOOT FORM SHOE SHOP, 14 
w. First St.. Tulsa, Okla. 














For SALE—Soft Sole Shoe Man. 
ufacturing Plant. Overhead 
small, and a good going business. 
Small investment required. Good 
reason for selling. Prospects for 
future business very good. Address 
D-103, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 




















S HOE MEN NOTICE—For sale prosper- 
ovs shoe business in a live city of 
fifty thousaind population in Northern 
Michigan. Store is in the most prominent 
location in the city. Stock strictly up to 
the minute. Must sell at once owing to 
failing health. Address D-112, care Boot 
£ Shoe Recorder, 207 South St., Boston, 
ass. 


FO® SALE—30 Red Fibre Shoe Trunks, 
13 inches wide, 37 inches high and 39 
inches long. Used only 60 days. Each 
trunk contains 6 trays. All in perfect 
condition. THE ELBINGER SHOE 
ao CO., 222 W. 4th St., Cincinnati, 
0. 








FOR LEASE 











Shoe Department 
for Lease 


The proprietors of a Women’s 
ready-to-wear and Furnishings 
store in a large western city, wish 
to lease the shoe department to 
some manufacturer of Women’s 
High Grade Shoes. The shoe de- 
partment wili have a capacity of 
5,000 pairs and a seating capacity 
of 22 chairs. Ejither.a fixed annual 
rent or lease on percentage basis. 
All parties interested should address 
D-100, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 




















MISCELLANEOUS 


Bicycle 
STEP 


LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 





z giving full 
descriptions 
and prices. 
= 
THE BICYCLE 
STEP LADDER 

ANY 


COMP. 
67 Randolph St, 
Chicago, Ill. 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


gor. THE CHICAGO 
“tee WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
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. ww -ei OSITIONS WANTED—Four cents per word for each 
Reserder rates for space less than one-eighth P insertion. Minimum amount accepted, seventy-five 
page per issue: cents. For other “Want” advertisements, seven cents 
, . per word for each insertion. Minimum amount accepted, 

Space 1 time Ttimes 13times 26times 52 times $1.25. Ads under this heading will be received up to 
P noon, on Friday of week preceding publication date. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers desire answers to come in care of this 
9; office, twelve words must be allowed in each advertise- 
2 in 10.00 8.00 7.00 6.00 5.00 ment for address. When advertisers ome — 
i 5 ‘ warded direct to their address, each word of the address 

. << oo SOD 13.99 10.60 9.00 7.50 must be counted in the advertisement and paid for accord- 
4 in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








7 HE FOLLOWING TERRITORIES 

OPEN for your wide awake, willing 
to work salesman—Eastern Pennsylvania, 
Northern Iowa, Southern Iowa, North 
Dakota, and other not mentioned terri- 
tories. EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin. 


WANTED—Live wire salesmen with an 
established following with the 
shoe and findi trade, to handle our 
patented Gilco Shoe Retainer and other 
items. Liberal commission. >. 
GILBERT MFG. CO., Rochester, N. Y. 








SALESMEN 
WANTED 


We want to connect with a few 
live wires anxious to get in on an 


attractive in Stock proposition. 
Women's Novelties exclusively. 
Commission basis. Territories open. 


Indiana Iinois 
Michigan Ohio 
Pennsylvania 
New York State 


KATZMAN-ADLER SHOE CO, 


211 Essex St., Boston, Mass. 








E,.*PERIENCED MAN — Established 
trade, to handle short line of Phila- 
delphia made medium priced Stylish 
Welt Shoes, on a strictly commission 
basis, for New York State and New 
England territory. Apply BARKE GIB- 
BON COMPANY, 1015 Diamond Street, 
Philadelphia, Pa. 








YWY/ANTED—Saleeman for a high 
grade line of Welts for North- 
west territory through to the coast. 
This line has been demonstrated 
a seller to the best accounts in 
other territories. ABSOLUTELY 
do not apply unless you are a 
salesman of proven caliber and 
have sold over $200,000 during 1921. 
Could be carried in conjunction with 
high grade line of turns. Address 
D-98, care Boot & Shoe Recorder, 
207 South St., Boston, Mass, 























WANTED—Live-wire salesmen to carry 
MacMaster’s famous Soft Soles and 
Infants’ turns in 1/5-4/8-8%/11. Terri- 
tory open: Central and Eastern Pennsyl- 
vania; Ohio and Kentucky; Indiana and 
Illinois; Texas; Arkansas, Oklahoma and 
Louisiana; Kansas and Nebraska. Pay 
10% on Soft Soles and 7% on Turns. 
Line carried in one grip. Our line is old 
established, well advertised and we want 
applications only from hustlers who will 
give our line proper attention. Give 
present line, references and full particu- 
lars in first letter. J. J. MacMASTER, 
Rochester, N. Y. 





S ALESMEN who can produce wanted 
by manufacturers of Infants’ and 
Children’s Cushion Sole Turns, also 
Women’s Comforts. Highest commission 
paid, drawing account advanced on earn- 
ings. Adress D-104, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Some mighty good territory 

open for salesmen to carry our well 
establisned line of Children’s Medium- 
Priced Flexible Turns and Stitchdowns. 
This line advertised direct to the trade 
and consists of over £0 IN-STOCK styles 
as follows: Flexible first-step shoes, sizes 
1 to 5; spring-heel turns, sizes 4 to 8 and 
8% to 11; also a full run of stitchdowns 
sizes 6 to 2. Men well known in their 
territory and able to furnish references 
will be considered. Give full particulars. 


GOODGER & MILOW SHOE Co., INC., 


Rochester, N. Y 








WANTED—Experienced, energetic man 
for Pennsylvania—everything East of 
Altoona—also the VIRGINIAS, to sell 
Rochester’s leading factory line of 
Juvenile Spring Heel TURNS and “first- 
steps." Superb factory stock service, old 
established line at popular prices, liberal 
commissions. In application state age, 
length of time on the territory, and full 
information as to other line carried. 
References required. H. H. FREELAND, 
Manufacturer, Rochester, N. Y. 








EXPERIENCED SALESMAN WANTED 
to carry a line of women’s, misses’, child- 
ren’s welts and McKays for Baltimore, 
Washington, Pittsburgh, Detroit and its 
vicinities, Only men with experience 
need apply. Give all details in first 
letter as to previous experience and ref- 
erences which will be : aa we 
Address K-561. care t & Shoe 
Recorder, 127 Duane S8St., New York, 

















SALESMAN 
Scouts and Work Bluchers 


We have openings for salesmen in 
New York State, exclusive of New 
York City. Also Pennsylvania. 
Straight commission basis. Ad- 
dress D-80, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











WANTED— Traveling Salesmen with 
established business in Oklahoma, 
Arkansas, Alabama, Georgia, Kentucky 
and Tennessee, to carry popular priced 
line of Women’s Welts and McKays in 
connection with other non-conflicting 
lines. Replies must contain full infor- 
mation as to territory covered, lines 
carried, volume of business, references, 
etc. We carry good selling numbers in 
stock. Address D-76, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED HIGH GRADE SALESMAN— 
For the States of Minnesota, North 
and South Dakota, Wyoming, Utah and 
Montana.-. FIEBRICH - FOX - HILKER 
SHOE Co., Racine, Wis. 


—wee 





ee 


ANTED—Salesmen to carry one of 
Rochester’s finest lines of Infant's 
Soft Soles and Moccasins as a side line. 
Commission 10%. References required. 
Address D-79, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


W ANTED—Experienced Salesmen. In 
Wisconsin, Minnesota, North Dakota 








on 
to the retail trade. We manufacture a 
complete line of Ladies’ and Gents’ 
Spats, Children’s, Misses’ and Ladies 
Jersey Leggins, Children’s Pantalettes, 
Men’s and Boys’ Canvas and Waterproof 
Leggins and Leather Puttees. State line 
of goods you are handling, territory 
covering, and give reference. Address: 
THE BROWN-WARNER MFG. CO. 
Franklin, Ohio. 


S ALESMEN WANTED to sell full line 
of shoes and‘ tennis for wholesale 


, 





concern. New Jersey territory with 
established trade. Address K-558, care 
Boot & Shoe Recorder, 127 Duane S&t.. 
New York. ; 





S HOE SALESMAN for Men’s retail 
shops who are seeking a change for 
betterment in both salary and opportunity 
for advancement. Only those with splen- 
did past records in the trade need apply. 
Address K-554, care Boot & Shoe Re- 
corder, 127 Duane St., New York City. 


WORE SHOE SALESMEN 
choice territories with estab 
business open. Real opportunity for big 
calibre men. STEVEN STRONG SHOE 
Co.. Milwaukee, Wis. 





— Several 


Send all.replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted im advertisement. 





ANTED— Live wire salesman 

with ability to Make Sales, for 
New England Territory, to carry 
High Grade Moccasin Footwear, on 
commission basis. This is a well 
established line of Quality Merchan- 
dise in styles for every season of 
the Year. Must be hustler willing 
to attend to trade. BOWS MOC- 
a= Cco., Opp. pot, Avon, 
ass. ° 
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BOOT AND 


THE RECORDER CREED: Getting More Shoes Sold Right; not only 
ieee ayant pe A athe Yetail « oe merchants. 
o s 
is So sale auve it; for this is the basic problem upon which depends the progress of the 2 allied 
industries relating to shoes and leather; their production and 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N. Y., a8 seoond olass matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Inc. Member of the 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 
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istribution. 
Canadian, $6.00 


Foreign, $10.00 














SALESMEN WANTED 


SALESMEN WANTED 





WANTED SALESMEN—To carry as 
side line our beaded and rhinestone 
shoe ornaments for the following terri- 
tories: South, excepting Texas and 
Louisiana; Dakotas, Montana, Washing- 
ton and Oregon; Michigan, Indiana, 
Illinois and Missouri, excepting Detroit, 
Indianapolis, Chicago and St. Louis 
Kansas, Nebraska and Iowa. We manu- 
facture a high grade line and only desire 
men that are willing to call on every 
high grade shoe store on their respective 
territories. Ten per cent commission, 
paid monthly. Address D-96, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





We HAVE the following territory open 

for salesmen to sell Keds as a side 
line. New York, New Jersey, Con- 
necticut, Pennsylvania, Rhode Island. 
Address: KH-559, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 








HE SALES EFFORTS of the 
solid leather, full vamp BISON 


been extended, but a few desirable 
territories are still open. AN 
OPPORTUNITY WITHOUT PAR. 
ALLEL IN THE SHOE SELLING 
PROFESSION is THEREBY 


r 


OF PROVEN ABILITY. The 

truth of this statement can easily 

be verified by addressing appll- 

cations to the PORTAGE SHOE 

MEG.» COMPANY, of PORTAGE, ~ 
WISCONSIN. 


ve 


TT 

















FIRST CLASS .SHOE SALESMAN — 

Greater New York territory, for 
Brooklyn factory, high grade Ladies’ 
Turns, having a production of 500 pairs 
per day. Best of references required as 
to past experience. Replies strictly con- 
fidential. Address K-563, care Boot & 
Shoe Recorder, 127 Duane St., New York. 


S ALESMEN WANTED — Salesmen to 

as side line, advertised line 
Women’s Comforts in Pennsylvania, New 
York State, Connecticut, Southern New 
Jersey, Long Island territories. Commis- 
sion five per cent. Address K-564, care 
Boot & Shoe Recorder, 127 Duane 8t., 
New York. 


S ALESMAN WANTED for New York 
State to carry line of Men’s, Boys’ 
and Girls’ Welts and McKays. Stock 
proposition. Address K-565, care Boot 
: = Recorder, 127 Duane S8t., New 
ork, 


N Ew YORK WHOLESALE HOUSE 

desires successful Brooklyn Sales- 
man. Men’s, Women’s and Children’s 
Shoes and Tennis. Address K-566, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 


. ALESMEN to cover New York and 

Brooklyn with medium grade of Boys’, 
Misses’ and Women’s Shoes. Only ex- 
perienced and live wire need apply. Ad- 
dress K-567, care Boot & Shoe Recorder, 
127 Duane St., New York. 














BRAND Service Shoe Line have |f 


OFFERED TO SHOE SALESMEN //* 


LYNN COMFORT SHOE MANUFAC- 
TURER needs several salesmen to 
carry short line of 10 In Stock numbers 
as side line on 6% commission basis, for 
the following territory: New York State; 
Pennsylvania; Ohio; Kentucky, also Chi- 
cago. Samples ready to ship. All replies 
kept strictly confidential. Address D-107, 
care Boot & Shoe Recorder, 207 South St., 

Boston, Mass. 


MISSOURI AND KANSAS TERRI- 
TORIES open for Experienced Sales- 
man, capable of successfully placing a 
line of Women’s Specialties, Novelties and 
McKays. Want man of proven ability to 
travel on straight commission basis. Ad- 
dress D-108, care Boot and Shoe Recorder, 
1627 Locust St., St. Louis, Mo. 


COMMISSION SALESMEN WANTED 
for following territory: New York 
State; Pittsburgh and Western Penn- 
sylvania; Philadelphia and Eastern 
Pennsylvania; Ohio; Virginia and West 
Virginia; Kansas; Wisconsin and Minne- 
sota. 6% commission paid. We manu- 
facture and carry in stock the well-known 
Timson Foot-Ease line of comfort shoes. 
Trade established. Give full information, 
references, etc., in first letter. Address 
D-109, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











POSITION WANTED 


a nn A doing yew ge in two 

departments. a high grade 
shoes, desires to Best 
references. Age 36. Astros D-61, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


Ser ~ yt ye New York 

fhoe Artist, desires connection with 
firms requiring quality illustrations of 
shoes in halftone, line and color. Prices 
and samples furnished on request. Ad- 
dress K-553, care Boot & Shoe Recorder, 
127 Duane 8St., New York. 














POSITION WANTED AS STORE 
MANAGER OR BUYER 


I am forty 7 of age and have been 
manager and buyer of a well known 
retail store in New York. City for the 
past sixteen years. Have had wide ex- 
perience in store management, as well 


as in shoe ng. Have a successful 
record to ~ A as my 2 Pt recom- 
mendation. reasons, am 


desirous of making a change. Wool 
tion th a first-class retail 
ng for a man of experience. 
ability and good judgment. Best of 
references furnished. ddress D-97, care 
Root & Shoe Recorder, 207 South St., 
Boston. Mass. 














I HAVE HAD 35 consecutive years’ ex- 
perience selling shoes to retail trade— 
during that time have been with two 
concerns. Indiana, Wisconsin, Michigan 
and Western Pennsylvania has been my 
territory. Would like to hear from some 
good manufacturer that wants experi- 
enced man for coming season. FRED 
BURRELL, Canisteo, N. Y. 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOR MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
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PUBLISHER’S NOTICE 


SUBSCRIPTION— The subscription ice of the 
Boot and Shoe Recorder is $5. — year in 
etvenee, which includes in the 
Uni States, Ouba, Bewalles Islands, 


a Islands and Mexico, The 
da is $6.00 a year including [> 
FORBIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage 
All subscriptions are payable in advance. 
ADVERTISING RATDPS—Card of Advertising 
Rates furnished on — tion. For rates 
for Wants, for Sales, ete .» see Want Page. 





OFFICES IN 


BOSTON OFFICE: = Ay Strest. 
a ee 

partments should be a dressed to 
the Boston office, 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8st. 
Telephone Main 1089. ©. Bowen, Man- 
ager. 

ST. LOUIS OFFICD: 1627 Locust 8t. B. C. 
Bowen, Manager. 

NEW YORK OFFICB: Room 101, Graham Bidg., 
127 Duane St. H. BWalter Seott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICH: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVPRHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICH: 810 Second National 

Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 
ROCHESTER OFFICH: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: Leonard S. Meyer, 

. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens, L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, iy 
ager, 11 Haymarket, London, 8.W., 1, Bngland 

AUSTRALIAN OFFICE: 430 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, ager, Wasag 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente 

BRAZIL: Gerente, John s. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuahrimann, Gerente. 

ome: Mr. H. Gomez, Corrales, 2A Havana, 


J, ¥F. 








JAPANESE OFFIOB: 
Wagen, Manager. 

SPAIN: Gerente, Leoncio .- ewe 
Librero Editor, 20 Fuencarral, 


Yokohama. 


Send all replies to Boot & Shee Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Diamond Brand Visible 
| a= TS) a OX0) (0) as DA (oles 


Expressing a versatile readiness for every 
service, they add the element of style and dis- 
rSbelenele)ethcom sel-m-jelel-mn soll-weeseotelteltsl:@nertomic-latlact) 
of utility and good taste. 


United Fast Color Eyelet Company 


Boston, Massachusetts 





140 

































































BOOT AND SHOE RECORDER 



































































































































YEAR ROUND 
' PROFITS 


Dolgeville E-Z Felt Footwear is more than 
just a winter season line. It has a genuine 
year round appeal. It can be displayed each 
day of the year and build up a steady source 
of profits. 


Are you getting your share of this plus 
business by featuring Dolgeville shoes 
throughout the whole year? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 


™ 


OOLGEVILLE 
FELT SHOE 
co 
DOLGEVILLE 
N.Y 
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McELWAIN 


THE “ARMORY?” LINE 
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No. X908 33 60 No. X426 No. X429 §¢ 
Goodyear Welt “* — 


Chocolate Glove Army Bluch- 


| Goodyear Welt © 3 ° = 
er, Munson Last. Heavy | 
i 


$3 60 
Goodyear Welt o— 


; 

' 

i 

i 

A Chocolate Elk, All Leather, IHtere’s a Tan Army Blucher. 


Army Blucher, on the Mun- All leather, which is good 
son Last, with overweight 
single sole. 

The upper stock is carefully 
selected, plump, full chrome 
leather and combines the 
glove fitting and comfort 


Overweight Single Sole. 

No. 908 is a regular Army 
pattern Blucher, but has whole 
quarters and vamps are rein- 
forced at the side with soft 
| leather. These two features 


looking and long wearing. It 
is made from Tan Chrome 
Side leather over the Munson 


| 
| Last, with first quality drill 


lining, heavy weight single 


| make 908 practically a leath- ualities of an Elk leather - 
er lined an. ‘ with exceptional durability. oak sole, soft box. Priced 
An All Leather Army Shoe of No. 426 carries a first quality Pp low. 
a special merit which you can drill lining. This Army Blucher will give 
sell at a popular price. A Priced low—to retail at a excellent service. To sell at a 
free seller and a repeater. popular price. popular price. 




















WIRE OR WRITE FOR SAMPLES 


McELWAIN HUTCHINSON & WINCH 


580-590 ATLANTIC AVENUE, BOSTON 8, MASS. 
NEW YORK OFFICE, HUDSON & READE STREETS 


Branch of the International Shoe Co. 
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“TEVOR GRAIN GOAT ~ 


(The new white grain Leather) 


IS GOING INTO THE BETTER SHOES 


Accept shoes made from Levor Grain Goat with confidence. 


The standards maintained for a half century by its tanners, 
and the tanning experience of fifty years warrant your trust. 


Levor Grain Goat is made from the best goatskins and chev- 
rettes available. 


G. LEVOR & CO., Inc. 


TANNERS 


NEW YORK GLOVERSVILLE BOSTON 
. Arthur S. Patton Lea. Co Geo. W. Newman Leather Co., Cinciannat: 


























February 18, 1922 BOOT AND SHOE RECORDER 





WALA 





WH, 
Y 
Oy 
A 2 4 


NUTTALL LLAMA ULL 


————————————eese— 





U pam £7 
ZNET 


ad bod bd be 4k ; a 
COLON OOOO COTY COOIVOALYLE LED, 





od | 
oe, 
LLL 


ed bed | 
STITT: 


STYLE 392 


IN-STOCK 


OT 





x 
- 
a 
a8 
4 
x 


~ 


ODP mms ; 
Yel TU =) — =a ‘TTT ~ 

















PATENT LEATHER SHIRLEY 


FLEXIBLE McKAY 


14/8 Heel. French Corded Top and Strap 
Widths A-D. Price $3.60. 


“Follow the Creighton Line” 
A. M. CREIGHTON LYNN, MASS. 
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In Stock 


Model No. 300 


Highest grade Mahogany 6 Eyelet Saddle Oxford. 
Equipped with Goodyear Wingfoot Rubber Heel. Price 


$3.50 ne: 


A much wanted style appealing to a high class of 
patronage. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 























Ay 


ap 


eS 
———— 


] 


— ay 


_ == 


Seat Ne 


-— 
-~ 


ss 


oy) 
Dv 


S 


azr 
eee 


aa, 
ail 
> 


Os 





























HUKRAF 


Quality Footwear 


AGREAT selection of high grade women’s footwear 
to retail at $5.00. Prices to merchants range from 
$2.75 to $3.40. Newest style low shoes—novelties and 
staples. 
Typical SHUKRAF]. workmanship — fine fitting 
and wearing qualities. All shoes made of best sole 


leather obtainable. Absolutely remarkable values. 


Ask about our original and un- 
precedented plan to help you sell 
more shoes. The most unique 


offer known to the shoe trade. 


ae & E SRoe Co. Columbus O 








Women’s 
Black Kid Oxfords 
Brown Kid Oxfords 
Black Glazed Kid Oxfords 
Brown Side Oxfords 
Combination One Straps 
Black Kid One Straps 
Brown Kid One Straps 
Black Satin One Straps 
Patent Leather One Straps 
Black Glazed Kid Two Straps 
Brown Kid Two Straps 
Brown Calf Two Straps 
Louis, Military, Cuban and 
Walking Heels 
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sTANWORTH 
8 


STYLES 
IN STOCK 








Mail Your Order Today 


New Spring Oxfords to sell at popular prices. 
When you buy Stanworth’s you feel sure that— 
They will sell readily. 
You can make a legitimate profit. 
Your turnover will be quick. 
Your customers will be satisfied. 


SHOES IN STOCK 


No. 1—Russia Calf Blucher—Round Toe.............. C to E 
No. 2—Russia Calf Bal—Medium toe................AA to E 
No. 3—Russia Calf Bal—English Last............... AA to D 
No. 4—Black Calf Blucher—Round toe.............../ A to E 


Z 














CASE LOTS $4.60 2% 10—-NET 30 


OXFORDS IN STOCK 


No. 5x—Russia Calf—Blucher Oxford—Round toe..... Cto E 

No 6x—Russia Calf Oxford—Medium toe............. B to D 

No. 7x—Russia Calf Oxford—Frenchy toe.............: Ato D 

No. 8x—Black Calf Oxford—Frenchy toe............./ A to D 

IN CASE LOTS $4.50 2% 10—NET 30 
SSS 














CONSTRUCTION 


Uppers—Full Grain Russ. Cf. 1 
Outsole—Oak Bend sTANWD Hi 
Insole—Oak-Full Grain 

Counter—Sole Leather SHOEMAKERS 
Box Toe—Sole Leather MARION INDIANA 
Heel—Rubber Grade A 
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SPECIFICATIONS 


Genuine Goodyear Welts One Piece Flexible In Sole 
Flintstone Flexible Oak Out Soles Whole Lift Leather Heels 
Sole Leather Box Toes and Counters Snug Fitting Heel Seats 





a 


154—25 Last, English Round 


953—65 Last, Frenchy 


\ 


wh sel 


152—25 Last, English Round 352—20 Last, Corrective 


Last No. 25, English Round, 8-8 Heel, A to D, 24-7 Last No. 65, Frenchy, 8-8 Heel, A to D, 24%-7 
Last No. 20, Corrective, 8-8 Heel, A to D, 2%-7 


Mahogany, Light Tan and Black Calf 
anG Pakewt LGW 666 ce ccccdn cece. $4.00 


For imitation brogues, all fancy perforations and stitchings add 10c pair. With leather or rubber heels. 





: > 
Mahogany Kid and Black Kids.......... £4.10 


TERMS: 2% ten days. DELIVERIES: 30 to 60 days from receipt of order. 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE, MISSOURI 


‘‘'The Quatity is Higher than the Price’’ 
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[Tolher 9 Amer 


WHETHER it be an order for “‘fill-ins,”’ or 
- Ww). request for a complete layout of foot- 
—wear, Lynn manufacturers are always 
ready to render efficient and satisfactory serv- 
ice. Lynn makes shoes to fill the needs of 
every merchant. Infants’ and _ children’s 
shoes; women’s comforts and fine turns; men’s 
slippers. 
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HIGHEST 


HARNEY 
SHOE CO. 


“She Shoes You, 


WHITE BUCK ae 
for GROWING GIRLS. 
MISSES and 

CHILDREN 
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orf With an assortment of Lynn shoes, the mer- 
>ot- F chant can meet the demands of all his custom- 
@Y8— ers. He can produce instantly a kid Juliet in 
-IV- F two or three different styles. He can offer a 

of | variety of children’s calf oxfords. He is able 
N81 to display the latest novelty and sport effects. 
NS # Let Lynn solve your “‘sizing-in”’ problems and 
speed up turnover. “ 
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No. B 2536 
White Moccasin with 
White, Pink or Blue Rib 
bon and French Knot 
Trimmings. 
$9.00 a Dozen Pairs 


No. B 370 
8270—Patent Leather 
Turn, 1-5, no heel. .@1.10 
4-8 Spring Heel ... 1.20 
8%-11 Spring Heel. 1.65 


> 0 Bo Bm + Fe > 0 5 0 BS oe Se SD © BED © => 0 So See Bo > 0 > ef 


roy oy 
INFANTS AND CHILDREN’S 
FOOTWEAR 


J -J + Mac MASTER 
ROCHESTER ,N-Y. 


ASHIONED of 

pliable leathers 
in light shades, 
MacMaster Soft 
Soles, | Moccasins 
and Flexible Turns 
are particularly 
suited for infant 
wear. 


The wide range of 
patterns and color 
com bi nations 
enable the mer- 
chant to offer 
parents a va- 
riety of styles 
from which to 
select. 


Our Style Book, il- 
lustrated in colors, 
showing numbers 
In Stock, will inter- 
est you. Write for 
a copy today. 


RECORDER February 18, 1922 
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“King B” and “Queen C” 


GRO-CORD 


SPORT SOLES 


Tested and proved in every way; a long- 
wearing combination. 

Newest and most exclusive design made 
from SAME CORD FABRIC and RUBBER 
as used in cord tires. 

Cord Fabric is set on end in sole tread to 
resist the wear and non-slip. 

Professional golf players have pronounced 
GRO-CORD Soles first in merit, quality and 
comfort. Qnce tried out, no substitute will 
be considered. 

They are made in different designs for 
golf, tennis, basket-ball, semi-dress, work 
shoes, boy scouts, children’s and bare-foot 
sandals. 

GRO-CORD Full Cushion Heels contain 
no steel washers. 

BEST made cars are equipped with CORD 
TIRES. 

BEST made shoes are equipped with 
GRO-CORD Soles 

CORD HEELS give you a cushion all along 
the road. 


Call on us. We are ready. 


THE LIMA CORD 
SOLE AND HEEL CO. 
Lima, Ohio 
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Home Address 
F. MAYER BOOT & SHOE CO., 
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/ Have Held a 
Secret ‘for You 


For five weeks—ever since the Chicago convention 
—TI have kept this secret. I think this is a record 
for a woman! Especially so since the telling of it 
would be profitable to every shoe retailer. I don’t 
intend to tell it now, but a woman reserves the right 


to change her mind. Look for me here next week. 


Sincerely yours, ‘— 
gy lth ym 
(x5 
" a Zh nt 
eas by, ia) 
i ; Fe \ 


A, Martha Washington Gel 
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WASHABLE 
WILO 


Reg. U.S. Pat. Off. 


WHITEBUCK 


A New Tanning Discovery 








Resulting in a Pure and 
Permanent White Leather 


HOES made of WASHABLE WILO WHITEBUCK 
may be easily cleaned by washing with any good soap 
and warm water. 


Dry them in any usual way (even on a steam radiator), for 
they will dry out in the same soft texture as before. 


Only a little of any of the usual White Buck dressing 
powders will restore the original whiteness—for the leather 
is made white clear through. 


Ask for a Sample—Test It Yourself 
Or Have Sample Shoes Made for 
Some Member of Your Family 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, III. 
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STETSON SHOES 


For Men and Women 





DEPT. 5’s 
SPRING MODELS 
ARE READY 


HE addition of six new models to the already 

interesting line carried by Dept. 5 makes it 
the most attractive and useful high grade stock 
line available today. 


Models for all occasions from golfing to dancing 
are ready for immediate shipment in a complete 
run of sizes and widths. 


The new Spring catalog, which will illustrate the 
entire line, will be off the press this month. 


Write now for Stock Book No. 30. 


THE STETSON SHOE COMPANY, Inc. 
South Weymouth, 90, Mass. 


Boston New York Chicago 
Little Bldg. Bush Sales Bldg. Marquette Bldg. 
Cor. Tremont and Boylston Sts. 130 West 42nd St. Dearborn at Adams . 



































22532 
White Canvas Black cf. 
Trimmed 


NEOLIN 
$4.75 





22510 
Smoked Horse Tan cf. 
Band 


NEOLIN 
$5.00 





22544 
Grey Side—White cf. 
Band 


NEOLIN 


$5.00 
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REG.U.S.PAT.OFF. 





RpN keeping with the 
oo Win) 





ees) increasing demand 
for low heel sport footwear 
of high standard. We are 
offering three out of a long 
line of similar styles for the 
consideration of Shoe Mer- 
chants catering to discrimin- 


ating trade. 





THE SELBY SHOE CO. 


Portsmouth, Ohio S 


—— 









Fel 
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REED STYLES 


REED STYLES 


Reed's artistic in- 
terpretation of sport 
styles for both street 
and sport wear have 
received the enthusi- 
astic approval of re- 
tailers everywhere. 




















They offer the ut- 


most in style, qual ity, 
workmanship and 
everything that 
makes sales. 
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Cent emert 
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WooliHose 


HE advanced idea of successful shoe merchants is to feature 
hosiery on a substantial scale that raises it wholly out of the 
category of a side line. 





Actual experience in shoe stores has shown that good wool hosiery is 

a vital factor in clothing the feet, because’ present day apparel demands 
various weights and styles. CENTEMERI customers, among shoe stores, 

have proved by test that their imported wool hosiery when displayed side 

__. by side with fine shoes will sell—and will stimulate a desire for correct 
. >. footwear, thereby producing a double profit. 








sd the world’s high standard. 


$i 





MADE 


GREAT BRITAIN 


b 
WOLSEY 
COMPANY Itd 


CENTRAL OFFICE 
LEICESTER. ENGLAND 
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Advertisements in 
which dealers’ names 
aphear, create busi- 
ness for |. Miller 
agencies. From the 25) 
March issue of 
Harper’s Bazar— 
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T iiose progressive shops who have secured the 
agency for I. Miller Beautiful Shoes are obtaining 
the prestige of New York and Chicago Styles. They 
soon find a new attitude toward their shops and 
an increasing ease in making more profitable sales. 


As a result of our daily contact with wholesale 
and retail problems, we are able to give our dealers 
a valuable merchandising and publicity service. 
This service practically eliminates the uncertainty 
of women’s style shoe turnover.—Ewvery style a 
TESTED seller. 


Increased production makes it possible to con- 
sider additional agencies. A representative will 
visit you or further information will be sent at 
your request. 


Sample pairs of accepted styles now IN STOCK 
will be gladly sent to merchants not familiar with 


the I. Miller product. 


I. MILLER & SONS 
I N Cc Oo R P Oo R A T E D 
Manufacturers of Style Turn and Welt Shoes 
NEW YORK BROOKLYN CHICAGO 





Factory: Carlton and Flushing Avenues, Brooklyn, N.Y. 
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VAUGHAN IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 
PEABOD 
MASS. 





Costs no more than other good sole leather 


ESR AIE ESR IIR ITE ESR IOI TES 


ee 
ho 


Eine at Eat oN EK ot SL St LV LALA D8 LI 
Costs no more than other good sole leather 
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AUGHAN’SIVORY SOLES, 
during the coming white sea- 
son, will steadily maintain 
their reputation for excel- 
lence. The same permanence 
of color tone, the same depth 


. 
s 
/ 4 
of clear-through whiteness, 
: 
: 
Ss 
e 
ie 





will better than ever keep white footwear 
at a staple level. Specify ““Vaughan’s 
Ivory” in your early orders. Your manu- 
facturer will be glad to use it. 


GEORGE C. VAUGHAN 


< TANNERIES AT PEABODY, MASS. 
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“4] 


2 a 


Res Cpe ane a YS pn apn ape ane na Spe saps se pe ae SS 























L>. 


re 


5) pm aap seine se Spe gps se Ope se Tpe seeps 


ELENA LES EARLE LSI ADO RT DOL Y 6 BE BNE BIE DC) 











February 18, 1922 BOOT AND SHOE RECORDER 21 


| 
i] No. 2012—Kid Sandal, Opera Toe, 12/8 Rub- 
“ p t. 2.10. No. 4510—Kid Sandal, Medium Toe, No 
nS Cae a ie © Box, 9/8 Rubber Heel, E only. $1.85. 

| 





STYLES CARRIED 
IN STOCK 
FOR 
IMMEDIATE 
SHIPMENT 








No. 209—Kid Paodel. Medium Round ‘oon 
No. 452—Kid Stock Tip Oxford, Medi 
a So Toe, 9/8 Rubber Heel, E and EE. $2.25. 
; ° 
i Quality Comfort Shoes 
| FOR STREET 
COMFORT 
FOR HOME 
: RELAXATION 
= 
| 
| 
No. 201—Kid Oxford, Grey Leather Quarter 
s| and Sock Lining, 12/8 Rubber Heel, A to 
‘| E, 20 Last. $3.00, 
No. 2011—Kid Stock Tip Oxford, Grey 
Leather Quarter and Sock Lining, 12/8 


i] No. 206—Kid Oxford, 12 g Rubber Heel, 
a} C, D and E, 20 Last. $2.40 Rubber Heel, EEE only. $3.00. 


| 


| 6 LIVE NUMBERS FOR SPRING 


Here are just a few live numbers selected from our complete In Stock assortment of 26 styles. Note 
especially the prices. Before placing your order for comforts, write for the Gardiner Quality Com- 
fort catalog which pictures Juliets, oxfords, boots and sandals. 










680 WASHINGTON STREET LYNN, MASS. 


ESS BOSTON SAMPLE ROOM, 134 LINCOLN ST. = = . 
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KINNICKINNIC 


DISTINCTLY A 


SPORT SHOE 
LEATHER 


The result of experience and cooperation with the leading manu- 
facturers of specialty footwear covering a period of years. 


The elasticity, mellowness of feel and fineness of grain of this 
upper leather has enabled others to build an increasing sport 
shoe business from year to year. It will enable you to do likewise. 


Produced in 
Veal — Kip and Cow Sides 


A variety of shades allowing for a wide range of original ideas 
and individuality in creating combinations. 


We will be pleased to supply gratis color cards for your salesmen. 


TRADE MARK 





FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS, U.S.A. 


FRED RUEPING 
LEATHER COMPANY 


Established 1854 FOND DU LAC, WISCONSIN 
BRANCHES: 

Boston Cincinnati Milwaukee St. Louis 

New York Chicago San Francisco Montreal 


Northampton, England 
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IAAMS 


‘‘Faithful to the last’’ 





Latest Styles 
Quick Sellers 


Reliable Old Fashioned 
Quality 


ALL IN STOCK 


) 3,50 


Wing-foot heels. 
25—Panama Bal. 
with Weldon stamp. 


Cocoa brown uppers. 
23—French Toe Bal. 
Carried unbranded or 


*4 15 


Brown Lozant uppers. First quality soles. 
foot heels. 


VFI IYI Ot FI FF IASI IG INI VOL SIT 


4101—English Bal. 
Carried unbranded or with Nunn-Bush stamp. 


‘4 50 


heels. 
2107—Panama Bal. 
2108—Medium English 
Bal (with perforated 
vamp and tip $4.55) 
oes ~~ nega English 
al. 


Bal (Black, 


Blucher. 





23 
French Toe aBl 
83.50 






Higher-priced styles illustrated 
and described in our pamphlet 
listing “In Stock” Oxfords. 
Send for it. 


Nunn, Bush & Weldon Shoe Co. 


Milwaukee 






Wisconsin 








Our Merchandising Plan 
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is the simplest plan of do- 
ing business. Write us 
about it. 








" 
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4103—Panama Bal. 


Carried unbranded or with Nunn-Bush stamp. 


OXFORDS 


Wing 


Excellent grade calf. Best sole leather, Wing-foot 


1103—Medium English 
$4.60) 


2144—Medium Toe 
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Stitchdowns 


733 
733H 
2733 
730 
762 
731 
752 


and 
612 
612H 

1612H 
614 
614H 

1614H 


214 
214H 


HAGERSTOWN SHOE & LEGGING CO,, Inc, ‘4 


414H 
1414H 


HAGERSTOWN, MARYLAND, U. S. A 


Tan Lotus Sandal 

Tan Lotus Sandal, heel 
Mahogany Elk Sandal 
Black Calf Sandal 

Smoke Sandal 

Tan Lotus Pump 

White Sandal 

Tan Lotus San. Hy. sole 
Patent Mary Jane 

Gun Metal Mary Jane 
Tan Lotus Mary Jane 

Tan Lot. Ox. imt. tip, lined 
Tan Lotys Ox. imt. tip, heel 
Blk. Ox. imt. tip, lined 
Tan Lotus Ox. imt. tip 
Mahogany Elk Ox, unlin. 


McKays 


Patent Instep Strap, wide toe, 
wedge 

Patent Instep Strap, wide toe, 
heel 

Patent Instep Strap, Eng. toe, 
heel 


Mahogany Instep Strap, wide 
toe, wedge 

Mahogany Instep Strap, wide 
toe, heel 

Mahogany Instep Strap, Eng. 
toe, heel 

Mahogany Ox. wide toe, wedge 

Mahogany Ox. wide toe, heel 

Mahogany Ox. Eng. toe, heel 

Mahogany Polish, Medium High 
Cut, wedge 

Mahogany Polish, Medium High 
Cut, heel 

Mahogany Polish, Medium High 
Cut, heel, Bng. toe 


5-8 
-90 


-90 
.90 
-90 
-90 
.95 
1.00 
1.00 
1.00 
1.00 
1.00 


1.00 
-95 


-95 


5-8 
1,15 


1.10 


1.20 


8%-11 11%-2 2%-8 
1.00 1.15 1.50 
1.30 1.65 
1.00 1.15 1.50 
1.00 1.15 1.50 
1.00 1.15 1.50 
1.00 1.15 1.50 
1.05 1.20 1.60 
1.10 1.25 1.60 
1.10 1.25 1.65 

1.10 1.25 

1.10 1.25 
1.10 1.25 1.65 
1.80 

1.10 1.25 
1.05 1.20 1.60 
1.05 1.20 1.60 


8%-11 11%-2 2%-8 
1.35 


1.35 1.50 1.75 


1.30 
1.30 1.45 
1.40 


1.40 1.60 
1.60 1.90 


1.60 
1.60 1.85 


1.85 2.20 
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Here’s what they cost you anywhere | 


in the United 


States 








The stiffened braid forms the _ 
tip —small, smooth and per- 
manent—no metal. 














Finely braided from highly 








26, a 
No. 200—Round 
No. 400—Narrow Tubular 2.55 2.80 3.15 
No. 500—%-in. Tubular 4.50 4.85 


e mercerized, long staple cot- 
ton. 
40” 54” 63” 72” ~ 81" 


$2.00 $2.10 $2.35 $2.45 $3.10 $3.50 $3.75 $4.25 
3.45 435 5.10 5.50 6.15 





No. 600—7%-in. Flat 4.50 4.85 

No. 960—¥-in. Silk Tubular 10.00 11.00 

No. 970—%-in. Silk Flat 10.25 11.35 
Per Gross of 72 pairs. All colors. The Perfect Lace. 


Sold by Findings Jobbers Everywhere 
HUTMACHER BRAIDING COMPANY, Paterson, N. J. 





Orders sent direct to us 
will be billed by distributor 


nearest you. Order for 


Spring today. 
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TYLISH STOU 
OuT SIZES 


TRADE MARK 





Reg. U. S. Pat. Off. 


STYLE SHOES FOR STOUT WOMEN 


—appreciated by women who, having worn low shoes the past few seasons, 
find the standard measurement boot somewhat too small at the top. 





No. B-204, fine black 
glazed kid medium 
rounded plain toe, 
14/8 Wingfoot Cuban 
heel, 8 inch outsize 
top. Price $5.00. 





No. B-234, fine black 
glazed kid medium 
recede toe, perforated 
tip, 14/8 Wingfoot 
Cuban heel, 8 inch 
outsize top. Price 
$5.00. 

No. 6234 is the same 
with a regular top. 
Price $5.00. 


IN STOCK 





No. B-229, fine black 
glazed kid, refined 
commonsense toe, 
10/8 Wingfoot heel, 
perforated tip, 8 inch 
outsize top. Price 
$5.00. 





Widths A to EEE 


Sizes 244 to 11 


(Note: Sizes 814 and 9, 25 cents extra; 914 and 10, 35 cents extra; 1044 and 11, 50 cents extra.) 


Realizing that frequent turnover is essen- 
tial to a successful retail business, we have 
developed an In-Stock service that enables 
the dealer to feature “STYLISH STOUT 
OUTSIZES” on a very limited investment. 


A run of sizes on a few of the better- 
selling numbers will take care of 90% of 
your full-formed customers. 


We stock 76 numbers so that you may 
quickly supply your customer with a shoe 
that meets her individual fit or style re- 
quirements. Your order for a single pair 


will be filled within 24 hours of recepit. 


Every “STYLISH STOUT OUTSIZE” is 
built with Diamond eyelets, leather 
counters and boxes, “Red-line-in” lining, 
and a reinforced, built-in steel arch-sup- 
porting shank. 


A catalog and price list will be sent upon request. 








tint TA Kini . 








—— 


Chicago Office: 


Rochester, N. Y. 
506 Security Bldg. 
189 W. Madison St. 


i 
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Grainskin Leather 


TRADE MARK 


XPERIENCE has taught us that in 

quality there is a great difference be- 
tween a snuffed leather (calf or others) and 
a leather tanned with the entire outer sur- 
face, or cuticle of the skin, left on. To re- 
move that outer surface by snuffing, which 
is done by the tanner to make his poorer 
skins smoother and slicker, is to reduce the 
durability of that leather when made into 
shoes. 


The buyer and the public should and can 
know the difference between the best and 
inferior upper leather and we now desig- 
nate this best leather by our trade mark, 
“GRAINSKIN.” 


As the public may not know the differ- 
ence 


leather and a 
G RAINSKIN, 
even though 
they do know 
there is a dif- 
ference in the 
wearing quality 
of upper leath- 
er, we propose 
to give them 
that informa- 
tion through 
circulars fur- 
nished by us or 
distributed by 
,oOur customers 
Pselling our 
G RAINSKIN 
line. 


snuffed 


between a 





We believe the public is entitled to this 

information, and we also believe with this 
information before it, buying will not be 
done for price alone. 
PROTECTION: Our stamp, “GRAINSKIN,” 
in the leather of the shoe is a protection to the 
public against inferior upper leathers and also 
our guarantee that the upper has been cut from 
“GRAINSKINS” (not snuffed skins). 

_SOLES: GRAINSKIN shoes have pure Oak 
Soles, guaranteed from ten to twelve gauge, ac- 
cording to size and style used. 

_All are stitched aloft and finished on the grain 
of the sole so as to furnish every bit of service 
possible, 

_ No cut channel to lessen service and no doped 
finish to cover up poor sole leather. All as solid 
as good leather can make. 

Samples of GRAINSKIN leather, with trade 
helps, and prices of shoes if requested. 


Neenah Shoe Company 


Neenah, Wisconsin 
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IN STOCK 


Did it ever occur to you 
that our IN STOCK de- 
partment is the most 
complete to be found 
anywhere? 
Aside from 
our regular 
staple every- 
day merchan- 
dise of Wom- 
en’s and Chil- 
dren’s Shoes, 


WE CARRY IN STOCK EVERY CONCEIV- 
ABLE NOVELTY IN WOMEN’S FOOT- 
WEAR, which are available to you. BE 
CURIOUS. WRITE US TO SEND YOU 
SAMPLES. 


No. 335—Women’s and Growing Girls’ Mahogany 
Calf, Cat’s Paw Rubber Heel, as _ illustrated 
Gee, BS WSS cv ccccswveccsscucéecesesnecess $2.75 


CO. 


New York 
City 





159 Duane St. 


Manufacturers and Jobbers of 
Women’s and Children’s Shoes 
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“Little Shoes 
That Go Big’ 


5—Golden Brown Kid, Tip 
Leather Lined Corset, 
4 COS ccccccccocecs $2.45 
3—Black Kid, Tip Leather 
Lined Corset, 4 to 8. 2.35 
6—Golden 
Plain Toe Leather 
Lined Corset, No Heel, 
ZB OO 4% peccccccose 2.10 
4—Black Kid Plain Toe 
Leather Lined Corset, 
No Heel, 2 to 4%... 1.90 







Brown Kid 





Dr. Malkin’s 
Ankle Support Turns 


0 8 
72—Same, tate Toe, no 
5 


an, © Ue Beasuases 00 
58—Black ‘kid Button, 
wedge, 3 to 8....... 1.00 
Gi.-fane, Plain Toe, no 
heel, 1 to 5. 80 
57—Black mi Lace. 
wedge, 3 Biccccece 1.00 
71—Same, Plain Toe, no 
Bem. 5 OD Badecceee 80 
25—Pat. Vamp, Cham- 
peau Top, Button, 3 
banka heeneves« 1.25 
95—Same. Finke Toe, no 


heel, 1 to 5......... 1.00 
24—Brown eee Tip, 

Champatne Top, But- 

Gk, OS OP ecaseceren 1.2 
94—Same, no heel, 1 to5 1 7} 





“Baby Grand” Turns 
Above Styles Guaranteed Dependable Quality 


IN STOCK IMMEDIATE DELIVERY 


H. MALKIN’S SONS 





120 W. Broadway (at Duane) New York, N. Y. 
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</, fasted to Fit~ 
ww ‘Fitted to Last 


No. W 950—In Stock 





First grade nut brown calf oxford, That is why the Goding Shoe is the shoe for you to get behind 
semi-brogue pattern, La Salle combi- ° 

ae ee, SS ee tenths, Wine and push. No matter how good the materials and workman- 
Widths A, B, C, D. Price... .85.00 ship that go into a shoe, the comfort and service it givés de- 


pend upon the last. 


The GODING Shoe 


will impress your customers even more favorably after it has 
been through the gruelling tests of service than it does when 
first shown in your windows, for then they will know and ap- 
preciate its true worth. The principal reason for this is that 
every GODING last fits and every GODING shoe lasts. 


Eight-hour Service 


You'll have no waits for GODING in-stock shoes. Eight work- 
ing hours after the order is received the shoes will be on the 
way to you. 


THE GODING 
SHOE COMPANY 


No. W 900—In Stock 





First grade nut brown calf, semi- 833-855 W. Chicago Ave. 
pee, ae hat 
Mine tp, C.D. Price. ..85.95 | CHICAGO, ILL. 


| MMe WWJ MM GU 
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“Onyx” @ Hosiery 


760 F etc. Infants’ “ONYX.” Pure silk sock with 
mercerized tops, toes and heels. Multi-colored tops 
in a variety of fancy designs. Sizes 4-914. 
doz. boxes. per doz. . .4-814. .$7.75; 9-914. .$8.00 


780 F ete. Infants’ “ONYX.” Pure thread silk 
sock with fashioned tops and high spliced heel. 
Assorted colored legs and assorted colored tops. 
Sizes 4-914. 1/4, doz. boxes. 

per doz. . .$12.00 on size 7. Rise .50, Fall .25 


1200 Infants’ “ONYX.” Pur silk socks in white, 
pink, sky, buttercup, and scarlet. Sizes 4-914. 
14doz. boxes. per doz. 4-814. .$9.00; 9-914. .$10.50 


3460 Children’s “ONYX.” Fibre plated three- 
quarter sock with “Rollex” top. Black, white, 
cordovan, romper blue. Sizes 7-10. 1% doz. boxes. 
tM seve nen eens deb bnceeeeaees anne $8.50 


3470 Children’s “ONYX.” Plain’ three-quarter 
silk sock with six-and-four rib “Rollex” top. 
Black, white, cordovan, pink, buttercup and rom- 
per blue. Sizes 7-10. 1% doz. boxes. 

per doz.....$12.00 


Reg US Pat. Ofice 


Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET NEW YORK 
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Beauly Brown 
1a MPa ene 
Terra Cotta 
Light Brown 
Bronze 


Scher 


C 


tower Cily Kid 








rs 


Oscar Scherer 22% Bro.,Inc. 


29 Spruce St.New York City 


Facto ry, ewark,N.J 
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The MARK— 


that Guarantees Sales 


FEATURE UNION The stamp of the Boot and Shoe Workers’ 
STAMP Union guarantees the sale of shoes upon 


de ws asl which it is imprinted. 


PAPERS 


VUELTA ee 


For Union men and women support their 
principles when buying footwear by first 
looking for the seal which is their assurance 
that the shoes were made under true Ameri- 
can conditions by skilled artisans. 





To speed up sales, the retailer who seeks the 
trade of the vast labor market will insist that 
the shoes he sells are the shoes it will buy— 


shoes upon which the Boot and Shoe Work- 


ers’ Union has set its seal. 
The Union that has an 


agreement with manufac- . . ‘ 
aes entlian oll oom Union Stamp Shoes are being steadily ad- 


differences by ARBITRA- vertised in 150 Labor Journals all over the 
TION. country. 


BOOT & SHOE WORKERS’ UNION 


246 Summer Street, 
BOSTON, MASS. 


COLLIS LOVELY, Gen’'l President CHARLES L. BAINE, Gen’l Sec’y-Treas. 
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Stale Styles in 
Serviceable Shoes 


Protit— 





No. 504 


Patent leather instep strap slipper, 
two — buttons, leather insole 


and heel, solid leather McKay sewed 
soles. 

Sizes: 11%-2, Heel ..... $1.85 Net 
Sizes: 8%-11, Wedge ... 1.70 Net 
Sizes: 5-8, Wedge ...... 1.55 Net 


(Ankle Strap without jewel but- 
tons, 10 cents less.) 


No. 600—$1.60 Net 


Genuine Glazed Vici Kid Comfort 
Slippers with leather insoles and 
rubber heels. 


No. 601—$1.75 Net 
Same as No. 600, except with 
two straps. 

No. 602—$2.00 Net 


Genuine Glazed Kid Oxford 
with leather insoles and rub- 
ber heels. 


411-15 VLIET ST., - - 








at Attractive Prices, 
Yielding a Wholesome 


4 sounds the keynote of the 

most successful merchandising 
policy—and that is just what you 
will achieve through concentrating 
your selling effort on the Wobst line. 
Wobst shoes are carefully made, of 
good materials, with due regard to 
wear and comfort — and Wobst 
prices are down to bedrock. 











WOBST SHOE CO. 


MILWAUKEE, WIS. 


Se aeeeeeernaeeeeeseeetioseeeeeseneererereeseee eee 
Ss 


















k 
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ELLIS-EDDY CQO. 


LEWISTON, MAINE 


In Stock 
Department 
These four desirable num- 

bers ready now. 


No. S73—Black Ooze Calf. 17/8 Full 




















rn 




















































Louis Heel. Medium Full Toe. PH 
No. S72—Black Ooze Louis Calf. 13/8 
Raby Heel. Medium Full Toe. Price, 
$4.00 
Strictly Fine, Heavy 
Turn Soles 
f 
1 
All Styles 
AA to C ' 
No. 841—Skinners’ Black Satin. 14/8 No. S7S—P oJ yunt Leather, Center 
Junior Louis Heel, Medium Narrow Toe. Buckle. 17/8 Full Louis Heel, 3.50 
DD conseeesceetceneceveseoseun 84.06 . f- SS ero: 
B 
No. 832 CG 
HEN you~ quote Dark Tan Side Lace Oxford 
° — — Top n 
t 
Weber Union Frenchy Last 
Made Men’s Shoes to Oe Te 
retail at $5-$9 you are 
offering your custom- 
er substantial value. 
Cc. 





New York Office, H. Harris, 
1328 Broadway, Marbridge Bidg. 






WEBER BROS'S A Ce a 
NORIH ADAMS. ! S. 
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‘ All Ready to Ship 
Staple Sellers You Need 





Orders filled 


same day 





as received 
AA to D 


AwE No. 745. Price $3.85 
No. 791. Price $3.60 Patent Oxford, Tip, Goodyear Welt, 


Black Kid Oxford, Tip, Goodyear White Fair Stitch, a Rubber Heel, 
ac b > 
Welt, Princess — 11/8 Rubber Sport Last 

ee 





No. 792. Same in Brown Kid. 
Price $4.10 








AA to D Ato D 





No. 460. Price $3.50 


Black Kid Oxford, Imitation Tip. 
Goodyear Welt, Tremont Last, 13/8 
Heel 
No. 461. Same in Brown Kid. 
Price $4.00 








Cc. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


No. 353. Price $3.75 


Cocoa Calf Oxford, Imitation Tip, 
White Fair Stitch, Imitation Welt, 
11/8 Rubber Heel, Princess Last 


AA to D 


No. 784. Price $4.10 


Cocoa Calf Blucher Oxford, Tip, 
White Fair Stitching, Goodyear Welt. 


No. 371. Same on Tremont Last. 


Princess Last, 11/8 Rubber Heel 13/8 Rubber Heel 


THOMSON-CROOKER SHOE CO. 


J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


~ 


18 Station Street, Boston 20, Mass. 





| 
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Five models of Modease Shoes are car- 
ried in stock at all times at the factory 
ready for immediate shipment. The 
model illustrated is the straight tip 
Modease oxford in black or brown kid 
which we can deliver at once in a wide 
range of sizes. 


| S67-Cousins CO 
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smart! 
















Fine white canvas oxford, 
$5. 


Seal brown kid oxford. $8.10 
Black kid oxford......87.25 





The outstanding feature of the Modease Shoe is its 
smartness. Along with the valuable corrective 
qualities which it shares with other successful ra- 
tional shoes, it has that refinement of silhouette, 
that careful attention to every detail of finish which 
brings it within the consideration of the woman 
who is fashionably as well as carefully dressed. 


The reason is not far to seek. Modease is a prod- 
uct of the J. & T. Cousins factory, where for 73 
years the finest types of women’s shoes have been 
made. It is manufactured exclusively for retail- 
ers who include in their trade (be the volume of it 
large or small) the best dressed women of their re- 
spective communities. 





We shall be glad to place a little portfolio of Mod-. 
ease information in the hands of any such retailer. 


Brooklyn, WY. 









| Dp E-beeleelems =)u-bele@m Silo) le 
| Sts) an OX0) (0) ws DA (ole 


Easy to lace, trim in appearance, but rugged in 
wear, Diamond Brand Visible Fast Color Eyelets 
are an essential mark of quality on the accepted 
style models for 1922. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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SPORT OXFORD 
8/8 Heel—Ninety Last 


Four Weeks Delivery 





\ THE VAL DUTTENHOFER Sons (0 


~ CINCINNATI, OHIO 
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BEACON 


THERE ARE NO BETTER 


SHOES 


FOR STYLE—FOR FIT—FOR WEAR a’ 


SIX STAPLE SELLERS 


Ready to ship...... $3.60 to $5.60 


The kind of “bread and butter” oxfords that your trade will buy in 
volume. With the well known “Beacon” style and quality. Order by 


wire. 









































No. 553—Brute last. Wine Red . ‘ 

Oxford. Orange fitting. Brass No. 394—Swag last. Gun Metal No. 5021—Proxy last. 
eyelets. Square wing tip. Solid Oxford. Goodyear Wingfoot Rub- pendale Russia Oxford. Win 
leather heel. B-6 to 11; C and ber Heel. B-6 to 11; C and D-5 Goodyear Wingfoot Rubber 
D-5 to 11. Price........ 85.60 toll, Price..........+.. 84.90 C and D-5 to 11. Price...83.85 





No. 3232—Ace last. Morocco 





: . . No. 194—Swag last. Morocco Calf Oxford. Four ws n 
~ _.. last. Chippen- Russia Oxford. Brass eyelets. stitching. Geoapear Wingfoot 
Winegen .- os x uae. Goodyear Goodyear Wingfoot Rubber Heel. Rubber heel. A-7 to 11; B-6 to 
bees we ubber Heel. C6 to B-6 to 11; C and D-5 to 11, 11; Cand D-5 to 11. Price 

; D-5 to 11. Price..... 83.60 WEN cdaueccéeeeevsas sen $4.20 : $4.60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 











Manchester 
New Hampshire 





18 South, Wells St. 
Chicago, Ill. 


Fi pee eles ee Go ue 








1922 
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LOUVAIN TL 





ETT ee ET ae 


Ore eeererarerg gre” 


IN 
STOCK 





Patent, Black Suede and 
Satin. Two-inch, Lxv wood 
heel. LaMode Last—Three 


strap with fancy metal but- 


tons. 


Discontinued Style 


LL SMM Minin mm 


| 





Special Price 


$.4..00 


THE KRIPPENDORF DITTMANN CO. 


CINCINNATI, OHIO 


MN HU HTT TE 











ee TTT TIMI MIURA UUM 


HHA LT Sr Ini nmin 
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Give Your Customers Better Assurancep! 


TRADE 


| — Competition is going to be keener than 


SS; ~ ever in the shoe business—and he who 


a specializes in giving his customers every 
>) possible ounce of extra satisfaction is 
Ss =( VICI 
_ 

*\KID 

i 

Ce 


February 18, 1922 

















adopting the surest possible means of win- 
ning out against competition. 


~~ e.hlUrrT,,lUr lO, COL 


| 


There's no better direct way to winning 

the loyalty of your customers than to give 
them something better than they ever ex- 
perienced in shoe leather. 


< 
~ 
Ss) 
m 
0 
= 
a 








Such Results In Service Should Influence}! 








THE SAM B. WOLF SHOE COMPANY 


Cincinnati, O., U. S. A. 


Dec. 28, 1921. 
Robt. H. Foerderer & Co., 
Philadelphia, Pa. 
Gentlemen 

We have been large users of Foerderer colors a great 
many years and have always found them to be satis- 
factory in every way. 

We never had any trouble whatsoever with leather 
fading out from its original color, nor have we had com- 
plaints of this nature from our trade and shall continue 
to use your colors as we have orders for them. 

Assuring you of our appreciation of all past favors, 
we beg to remain, 

Yours very truly, 
THE SAM B. W FOL F SHOE COMPANY. 
(Signed) D. A. Wolf, 
Asst. Treasurer. 









Covington, Ky., 
December 12, 1921. 


To Whom It May Concern: 

About six months ago I was complaining about shoes 
1 had bought made of colored kid not holding their 
color and a friend told me to get shoes made of Rob- 
ert H. Foerderer’s Tobacco Brown. I followed his 
advice immediately and today I am wearing the same 
Tobacco Brown shoes I bought at that time and the 
results have been. wonderful. These shoes have held 
their color better than any Brown Kid shoes [| have 
ever worn and I am so pleased that I have at last found 
colored leather that will hold its original shade that I 
now tell all my’ friends to insist on Robert H. Foer- 
derer’s Colored Kid. 

Very truly yours, 


(Signed) Lillian McNamara. 





a 


| 


is only one 
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cept Color Permanence In Their Shoes 





an VICI KID is more than a durable and com- 


10 fortable shoe leather. It is a leather of 
ry permanent color and constantly uniform 
is color. VICI KID shoes will maintain their 
n- original shade under long and hard usage 


with ordinary care. 


2 Years of hardest testing on thousands of 
e pairs of shoes have failed to bring back to 
xe us one complaint of faded color or any seri- 


ous dissatisfaction. 


ce You to Use Colored VICI 


Cincinnati, Ohio. 
December 12, 1921. 








ir To Whom It May Concern: 

‘ I have worn a number of pairs of shoes made from different 
1e colors of Vici Kid and I can truthfully say that these shoes have 
1€ always given me the greatest satisfaction as they were very 
Id easily cleaned and always held their colors. I am today wear- 
4 ing shoes made of colored Vici Kid and will continue to wear 
I shoes made of this leather as long as it is manufactured. 

r- Very truly yours, 


(Signed) Bernadine Moorman. 








Many of our largest shoe 
manufacturers are com- 
mitted to the use of colored 
VICI KID because it has 
proved to be superior in 
service, economical to cut, 
and averaging very high in 
the satisfaction it gives the 
ultimate wearer. But 
when you ask for VICI 
KID—whether black or 
colored—remember that it 
can be obtained from only 
one source, Robert H. 
Foerderer, Inc. 


We originated VICI KID 
and no other firm makes 
or ever has made it. 


It should be strictly borne in mind that the 
only VICI KID is made solely by 


Robert H. Foerderer, Inc. 
Sole Manufacturers of VICI KID 
Philadelphia, Penn. 





here never has been any other 
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THE SATURDAY 


EVENING POST 


February 11,1922 



































































THE NEW SCIENCE OF RELIEVING 


FOOT TROUBLES 


‘Born out of a need that is becoming greater 
and more urgent every year 


Unorr the strain and abuse of modern conditions 
America’s feet are failing her. 

Decade by decade, foot troubles have been increas 
ing until today we are a race of foot weaklings. 

Army statistics, compiled during the great war, 
reveal that seven out of ten men suffer foot ailments. 
Among women the ratio is even higher. 

Corns, callouses and bunions are common to almost 
everyone. A distressing condition known as “weak 
foot™ is almost equally universal. Most serious of all, 
thousands upon thousands of persons suffer with fall- 
ing and broken arches, a condition not only extremely 
painful but often dangerous 


The inevitable result of 
man-made conditions 


Foot troubles to the American Indian were unknown. 
His feet either bare or moccasin-shod, he walked 

mostly on soft, yielding earth. And he walked a lot, 

exercising and strengthening the muscles of his feet 

The man of today walks only when he cannot ride, 
and when he does walk his feet are abused by stone- 
hard pavements. 

Added to this is his footwear, better-looking and 
on the whole more suitable than moccasins, but still 
an unnatural substitute. 

It is almost inevitable that the feet of modern man 
should fail him, almost inevitable that painful foot 
troubles should increase with the spread of civiliza- 
tion's unnatural conditions 


A new science to combat 
a new problem 


During the last decade or two, men of science have 
been giving increasing attention to foot problems. 

Prominent among them has been Dr. Wm. M 
Scholl. For the last twelve years he has given himself 
almost entirely to a specialized study of foot troubles 
and their correction. 

The foot is a delicate human instrument. Just as 
successful treatment of the eyes demands lenses scict 
tifically designed to meet definite eye conditions, so 
must successful correction of foot troubles be based 


on measures and methods scientifically designed to 
meet specific foot ailments. 

Dr. Scholl's work has been far-reaching. He has 
not been content with mere palliative measures, with 
superficial first-aids, but he has based his research on 
a study of underlying causes and scientific corrective 
methods. The result has been the development of 
appliances and remedies that cover every known form 
of foot trouble and foot discomforts 

In addition to his research work, both laboratorial 
and clinical, he has devised and perfected a service— 
Dr. Scholl's Foot Comfort Service— which is available 
to the public through a nation-wide organization. 

In thousands of shoe and department stores the 
country over are men—trained Practipedists—who 
have been carefully instructed in Dr. Scholl's methods. 

In these stores Dr. Scholl's appliances and remedies 
are not sold as so much merc! ise. They are selected 
and supplied with an intelligent understanding of the 
specific foot trouble to be corrected. 

The name Dr. Scholl is vastly more than a mark 
of identification for a line of appliances and remedies. 
It is a name that stands for an idea and a service. 


Sure relief from every 
foot trouble 


No matter what your foot trouble may be, Dr. Scholl's 
Foot Comfort Service offers you immediate and 
certain rel 

Forevery formof foot ailment—tired,aching feet, weak 
or fallen arches, tender heels, corns, bunions, callouses— 
Dr. Scholl has devised a scientific appliance or remedy. 

If you are one who has despaired of finding relief 
from foot suffering. take new hope in Dr. Scholl's Foot 
Comfort Service. 

You CAN have relief. Today foot suffering is 
wholly needless. Go to the shoe or department store 
in your town that is headquarters for Dr. Scholl's 
Foot Comfort Service and ask to see the man in 
charge. Tell him of your foot trouble and let him ex- 
amine your stockinged feet. 

Begin now to know the joy of active, healthy, com 
fortable feet—have again the sturdy feet of your 
youth. Thousands upon thousands of persons every- 
where are now enjoying the blessed relief this modern 
science offers you. 


Note: If you cannot locate the Dr. Scholl store iri your city, write us. We will send you 
the name of the nearest store and an intetesting new booklet, “The Feet and Theis 


Care.” Address The Scholl Mfg. Co., 1002 


Schiller St., Chicago, UL 


New York Office: 62 W. Ith Se, New York City 
nade, aldress The Scholl Mfg. Co. Led., 112 Adelaide Se. E., Torontos 


Dr Scholls Foot Comfort Service 





























Above is a reproduction of the first full page Saturday Evening Post advertisement, 
which appeared February 11th. 
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This advertising is working for you 
in your town 


On February 11th the full page advertisement shown on the 
opposite page appeared in the Saturday Evening Post, America’s 
greatest weekly magazine. Itreaches more than 2,250,000 homes. 
It is read and studied by thousands of people—and among them 
are scores of representative families right in your own town. 


It is a new kind of advertising. It serves to dignify the shoe fit- 
ting profession — it takes the sale of foot appliances and foot 
remedies out of the “‘ patent medicine class ”—it gives a profes- 
sional atmosphere to your Foot Comfort Department and to the 
men in charge. 


We believe this advertising will appeal to and interest your best 
class of trade. The others will “follow the leaders” as a natural 


consequence, 


This advertising will continue — month after month. If you are 
not already identified with Dr. Scholl’s Foot Comfort Service, 
write us at once for full details of its money making possibilities. 
Address nearest office. 


THE SCHOLL MFG. COMPANY 


213 West Schiller Street, Chicago 
62 West 14th Street, New York City 
112 Adelaide Street, East, Toronto, Ont. 


Dr Scholls Foot Comfort Service 
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Only one limited aerial of a pigskin can be. 
utilized for counter leather. eer: : 

The picture opposite shows you this very lim- 
ited area, which we term Hub Reservation, from 
which comes the prime, flexible leather which is the 
only counter leather used in Hub Pigskin pumaters 





—just a small strip from the back tes 
From every standpoint of shoe mani 






' ‘acturing 


Hub Pigskin Counters make for best results. Le 


They are leather counters—they are live—re- 
silient—conforming—long wearing. iat Sag abso- 





lutely uniform cee high shel cae 
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These With Fifty 
More Styles Are 
Ready for You 




















The Flapper 
Pat. Colt, $4.50 
Pat. Vamp Grey Quarter, 
$5.00 
Black Satin, $4.25 
AA to C 


ALL WIDTHS 


Sesecccocsccccscsece ew war enn ee ge oh 












MAIL OR WIRE 
ORDERS 
AT ONCE 










B ) 















Sarah 
Pat Colt, $4.50 
Gun Metal, $4.50 
Peggy Black Suede, $4.50 
Black Satin, $4.25 Black Satin, $4.25 
Pat. Colt, $4.50 Pat.Vamp Grey Quarter,$5.00 
Gun Metal, $4.50 Full‘and Baby Louis Heels 
Pat. Vamp Grey AA to C 
Quarter, $4.50 
AA to C 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
1I5N, FOURTH STREET + + PHILADELPHIA 
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You MUST have this 
\ Dressing if you sell 


2g Sport 
~- » wl 
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REANER DRESS 


SRALL’ GRAINED:LE 








XK. have stocked SMOKED HORSE and SMOKED ELK Sport Shoes be- 

cause they will be in demand. The persistence of this demand will depend 
upon your being able to supply your customers with a proper cleaner and 
dressing. 


We have devised Sport-Shu Cleaner-Dress- 
ing for the use of shoe manufacturers. At 
their request we are putting it on the retail 
market. 

It is the only known preparation which will 


clean these sport shoes without damaging 
them and at the same time mellow and 








PRICES 


Per Doz. $2.50 
Per Gross 26.00 


iu 
CLEANER DRESSING 


Our twenty-five years’ experience, our manufacturing integrity and our good name stand behind this article. 











soften the leather, restoring its original 
lustre. 


It is important that you have your supply 
of Sport-Shu Cleaner-Dressing on hand by 
the time the Spring trade opens. A bottle 
— be sold with every pair of sport 
shoes. 


NEW ENGLAND BLACKING CO., Inc. 
24 BENFORD ST., 


BOSTON, MASS. 


NOTE 


If your jobber cannot 
supply you send direct. 
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Pile Up Money Like Compound 
Interest 


The money you put into an Educator Shoe stock 
earns more than you realize. 


Because you carry so limited a stock and because a 
sale takes so little time, you know that overhead and 
the sales cost on Educators are exceptionally low. 


66 


Because they sell so fast, and because you can “size 
in” your stock every day, you know that the turnover 
is exceptionally quick. 


But do you realize that every pair you sell so profit- 
ably is going to send more Educator sales to you— 
each just as profitable—like an endless chain? 


Every pair of Educators sells another pair. And there’s 
wonderful business ahead on Educators. 


Rick & HUTCHINS, Inc. 


10 HIGH STREET BOSTON, U. S. A. 


OUR NINE AMERICAN DISTRIBUTING POINTS 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 
The Rich & Hutchins St. Louis Shoe Co. 
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Compelled to Be Systematic 


The Competition of the Incompetent, and the Failure of 
Businesses Unable to Figure a Profit Is of 
Utmost Concern to YOU 


O what extent are you damaged by failures 

I of other retail stores in your community? 

Of what concern is it to you that another 
store offers shoes at prices without profit? In 
how many cases is it true that a merchant thinks 
that he is making a profit when he isn’t? If 90 
per cent of all failures in retail stores are due to 
ignorance, laziness, carelessness and other faults 
of the people who are trying to run them, is it to 
be expected that such a condition can be cured? 

Careful readers of the RECORDER will remember 
in the issue of April 30, 1921, that we started a 
series of articles by Alvan T. Simonds, who sug- 
gested that society might find it necessary to protect 
itself from injuries inflicted upon it through the 
incompetence and ignorance of business men. It 
might do this by requiring every person who em- 
barked upon a business of any considerable size to 
be licensed as is the teacher, the doctor, the lawyer, 
the chauffeur, the ship captain, and many others. 

On February. 12, Professor Harold Whitehead, 
head of the Department of Sales Relation of the 
College of Business Administration of Boston Uni- 
versity says: 

“That the main reason why so many small retail 
businesses ran on the rocks very soon after they 
had been launched was the monumental ignorance 
of the men who undertook to manage them concern- 
ing their job. The whole community suffers from 
these incessant commercial disasters which, in the 
aggregate, mean enormous losses in money, in effi- 
ciency and in morale. We license engineers, ac- 
countants, lawyers, doctors, pharmacists, dentists, 


embalmers, bond salesmen, insurance agents, plum- 
bers and men in many other professions and under- 
takings. Why not the retail merchant?” 

We go back to what Mr. Simonds said in the April 
30, 1921, issue: “For centuries society has been 
trying to do away with the ‘rule of thumb,’ the 
‘expense of trial and error,’ and to substitute educa- 
tion and scientific guidance. Its aim is to require 
the beginners of the next generation to acquaint 
themselves with what past generations have learned, 
and to begin where they left off, instead of each one 
being ignorant of past knowledge and experience 
and having to learn it all over again. Society de- 
mands progress as well as safety, in medicine and 
law—why not in business?” 

This is pretty stiff logic to put up against a mer- 
chant who has for 25 years been eminently success- 
ful with a system based on a dozen spindles upon 
which he sticks his bills receiptable and payable, 
stock records and expenditures.: 

We are not advocates of more interference with 
business by legislation, but we see some measure of 
logic in a plan that would make compulsory upon 
a merchant that he knows whether he is figuring a 
profit, as against the fool-headed theory that he 
does business without overhead because he pays no 
rent. Many merchants resent System. The “rule 
of thumb” is used in their store just as much as the 
fitting stick. As one of the speakers in New York 
put it, “the great American desert is not in the far 
West, but under many a business man’s hat.” 
Professor Whitehead also said: 

“If I were in a business and could have my way 
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I would have every person connected with it get 
out for three days every month and go to some other 
city where they could study other methods. I would 
compel them to read the trade journals and to attend 
the trade conventions. I would make them learn 
and get out of the ruts. 

“Don’t you know that the retail business is the 
largest industry in this country, larger than agri- 
culture, more important than manufacturing and 
mining? It is a fact. Retailing is able to put the 
plus sign after every factor with which it is con- 
nected, except efficiency. That is where it fails as 
the statistics show.” 

Professor Whitehead is 
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was issued, it showed gross profits figured on cost of 
merchandise, instead of on selling price. We 
thought it impossible for anyone to consider any 
other method than figuring gross on the selling price. 
But, there was the report showing 50 per cent gross 
profits on cost instead of the 33-1/3 per cent on 
selling price. Was it any wonder that newspapers 
and amateur economists fell upon the industry with 
malicious accusations. 

We have no definite figures before us, but we 
believe that not one per cent of the merchants of 
the country keep a profit and loss statement in any 

degree accurate, although 
we have shown time after 





equally emphatic in his 
declaration that the pro- 
posed examination of “hard times” 
would-be retail merchants 
is not for the purpose of 
prying into their affairs. 

“The moral equation 
has nothing to do with 
it,” he asserted. “What 
we want to know is wheth- 
er or not he knows the 
principles of business. 
We don’t care what his 
plan is, where he proposes 
to locate his store or how 
he intends to finance it.” 

The RECORDER has time 
and time again pointed ‘out 
that our public schools 


look bright 


issue. 





When you call on your trade and they talk 


“Lower prices” and “decided declines” 


But you talk and you smile—make the world 


And send in your orders every blamed night 
Then your’re a Salesman 


By gad, you’re a Salesman 


The traveling shoe salesmen have come 
forward with a remarkable set of let- 
ters on “What I am going to do to 
make this year a worth-while one for 
the retail shoe merchant, the manufac- 
urer and myself.” 


A special idea-section in next week’s 


time the recommended 
form issued by the Har- 
vard Bureau of Business 
Administration. 

So perilous to the in- 
dustry at large is this 
lack of common records 
that we fear the Agricul- 
tural Commission’s report, 
for no other reason than 
the figures given by the 
trade, will meet with the 
same fate. Otto Hassel, 
at a recent meeting of the 
Board of Directors of the 
National Shoe Retailers’ 
Association, said that over 
a period of a generation 
he could only point out 








should educate boys and 
girls to understand the 
simplest fundamental established laws of business. 
The RECORDER has said the same thing to merchants 
in more vigorous language and is prompted to bring 
the subject up because of several acute situations of 
to-day. 

The competition that is cutting most into every 
retail shoe business is that of the store in the same 
town headed for bankruptcy because it does not 
know how to figure shoes so as to make a profit. In 
some towns if the public knew what values actually 
were, these incompetent stores would be out of busi- 
ness in a week, due to the rush. It is like selling 
postage stamps, three two-cent stamps for a nickel. 
The volume of sales will be there, likewise the losses. 

We are of the belief that the joint commission of 
Agricultural Inquiry will, when it presents its report 
to Congress, covering the distributive trades give 
a decidedly unfavorable statement as to the shoe 
trade. This report will be uttered in the wrong light 
because the facts given by retail merchants in all 
parts of the country are not based on a common 
method of figuring. 

When the Federal Trade Commission’s first report 





two merchants in the en- 
tire city of Chicago, whose 
businesses did not prove unsuccessful, and C. K. 
Chisholm of Cleveland, could only point out two 
merchants in that city who could show a continua- 
tion in business over a period of 50 years. 

It is the fundamental manner of figuring profits 
that is principally at fault and it must be remedied. 
Many merchants tell us they do not know whether 
their businesses are afoot or on horseback, it stands 
to reason that there must be something fundamental 
worth looking into. 

For our part, we consider the matter of such vital 
importance that with the first issue of March we 
are to start a series of articles, “Do You Know the 
Facts About Your Business?” and the first one will 
ask you, “Have you really got a line on yourself? 
Why laugh at the merchant who figures steck turn- 
over incorrectly? Think about it instead. Maybe 
you are making bigger mistakes.” 

We hope to start something with this series of 
articles to correct in some measure the unsafe basis 
of conducting business. We wouldn’t say that licens- 
ing is to be recommended, but the principle back of 

(Continued on page 63) 
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WRauskin defines Art as Making beau- 
fiful Things useful and useful things) 


The inventive genius of the trade is at 
work endeavoring to discover some sort 
of boot that will be acceptable to fash- 
ionable women next fall and winter. If 
the Russian motif in women’s costumes 
becomes international, we are bound to 
see more boots similar to those worn by 
Miss Allen, model for I. Miller, Brook- 
lyn, N. Y., whose photo is shown above. 


beauliful: 


The RECORDER stands ready to receive 
all possible suggestions as to button, lace 
or gore or full boots, for we are of the 
opinion that many minds on the subject 
might evolve a real style. 

There is a place and function for boots 
and only through high style can a vogue 
be introduced. Style comes from the top 
and not the bottom. 
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A Season’s Extra Business 


Easter Trade Rests Largely on Facilities: of 
In-stock and Wholesale Stocks to 
Furnish Shoes on Time 


duty six days a week. You should use your 

own judgment as to what will sell two 
and three months ahead and balance that with 
the immediate necessity of knowing what will sell 
two and three weeks ahead. You are responsible. 
You are to decide what shoes are to go on your 
shelves. 

You know your own trade and your own town 
best and are acquainted with the fact that demand 
varies. When the demand for shoes of a different 
type shifts with short notice, it is up to you to turn 
to in-stock facilities to get the immediate profits so 
necessary in your business. 

The main question for you is not “Does some shoe 
manufacturer think the shoe will sell?” but “Will 
it sell in this town?” If you maintain your proper 
attitude of judgment you are not likely to be misled 
by any market or city which happens to take up 
extreme or impractical types of shoes. The buying 
of shoes is the result of careful observation backed 
by practical experience that it will sell again. 


ar own shoe judgment needs to be on 


Are You “Open to Buy”? 


February and March are two of the principal 
months in the year when merchants must hold them- 
selves in the position of being “open to buy.” All 
over the country alert merchants are establishing a 
new policy of buying and selling. They keep in their 
minds an “open to buy” quota, giving them a certain 
percentage of their capital that can be put into 
immediate purchases from in-stock departments. 
The “open to buy” policy is one that brings in extra 
profits in case the trend of styles makes a switch 
and in case the store is short on selling numbers 
and selling sizes. 


To Catch Quick Profits 


The “open to buy” sheet first came into use in 
department stores. Buyers estimate their possible 








business for some such season as the coming Easter, 
and then ask the merchandise manager for a certain 
sum of money to be devoted to “open to buy” oppor- 
tunities. In some cases this “open to buy” fund 
was made a flat 10 per cent of the contemplated new 
merchandise of the.season. Of late years the “open 
to buy” quota has been increased from 20 to 30 per 
cent of the entire advance buying fund. It is with 
his “open to buy” funds that a buyer takes advan- 
tage of the quick shifts of popularity of styles. With 
an “open to buy” program, the in-stock offerings of 
to-day become the profit-makers immediately pre- 
ceding and after Easter. 


Short on “Wanted Styles” 


It can truthfully be said that no spring season has 
opened up in the history of the modern shoe factory 
or modern shoe store that has had less advance buy- 
ing for the Easter season. Practically no spring 
orders were placed before the middle of December 
and even up to the merchants’ convention at Chicago 
in January the total of orders was below 50 per cent 
of a normal season’s purchases. With such a situa- 
tion the RECORDER makes a statement that the bigger 
part of the Easter business rests upon the facilities 
of the in-stock department to furnish the necessary 
shoes. 

There is no question but what the retail merchants 
of the country were short on shoes of the wanted 
types in the two weeks prior to Easter a year ago. 
The situation to-day is much worse, for not only our 
stores but wholesalers and in-stock departments are 
light on wanted styles. If a flurry in business comes, 
the shoe industry stands in the position of losing 
millions of dollars of trade. 


Easter Real Spring Event 


Easter this year comes later, on April 16, and with 
warm weeks prior to that great April fashion event, 
it is obvious that, all other considerations being 
equal, more shoes will be needed. 
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The factors of unemployment, low prices for raw 
commodities and other prosperity items, of course, 
have a tremendous influence on Easter demand. 
There are spots all over the industrial and agricul- 
tural map where the money per person which can 
be devoted for shoes is in excess of the amount on 
hand a year ago. The question comes now as to 
whether this money will be spent for footwear or 
for millinery and other articles of apparel. It is 
for the shoe merchant to place himself in the posi- 
tion that he has merchandise to offer if the demand 
shows good signs of coming. Through in-stock faeili- 
ties he is protected both ways—that is, providing the 
in-stock is backed up with finished shoes ready for 
shipment. 


Plan Your Work Ahead 


Merchants all over the country should outline their 
plans for shoe selling for the months of March and 
early April, so that there will be progressively, day 
by day, the sale of more pairs of shoes per fitting- 
stool. 

It is not safe and sane merchandising to place 
implicit dependence on in-stock departments 12 days 
before Easter Saturday. The venture should in part 
be that of the merchant as well as the manufacturer 
to make the manufacturing and sale of shoes a mu- 
tual proposition. In-stock orders should be placed 
immediately, for even though in-stock service is won- 
derfully efficient it can be swamped by late orders. 
Also keep in mind the fact that in-stock at the fac- 
tory means delivery at your store, providing express 
and mail service is properly executed. 
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We have made an analysis of in-stock departments 
and find that the majority of them have this season 
given a sharp laboratory test to every single style. 
Each style must have an attractive pattern and must 
be salable at a fair price, but must always have the 
dominant quality of good fitting. In-stock, there- 
fore, becomes a safe emergency. Every designer of 
shoes is a student of styles of all kinds and accepts 
suggestions from all sources. If any particular 
model has turned out well and has struck the popular 
taste, these designers begin to experiment to refine 
the number so as to make it a double sure bet for 
the in-stock department. 

No manufacturer wants to stock a number of thou- 
sands of pairs of shoes without these styles being a 
sure “take.” 

The novelty which is bound to never be anything 
else but a novelty is not put in an in-stock line. In- 
stock shoes are modified from the extremes of fashion 
and brought into the current of salability in thou- 
sands of pairs in all parts of the country. They 
typify a safe style range. They are worthy of your 
consideration. 

They help turnover at a time when every lost cus- 
tomer means more than ever before. When one of 
the largest stores in the country finds that it makes 
sales to but one in every three customers entering 
the store, it is time for that merchant to look to the 
cause thereof. In most cases it will be found to be 
on the popular shoe of the day on which no size was 
available for that customer’s foot. This is one thing 
that in-stock cures—TRY IT. 








Schedule Your Selling Events 


Suggestions for Keeping the Customers in 
Buying Mood—Keep Store Stocks 
in Sizes Through In-stock 


ness in March. If it does not materialize 
he will blame it on the weather, or, per- 
haps, at the present time, to the prejudice of the 
customer against buying anything that he can get 
along without for a few days longer. 


[Vn shoe merchant will expect good busi- 





It is possible that both of these will influence 
business this spring. But in spite of bad weather 
and popular prejudice against buying the shoe mer- 
chant can stimulate business to such an extent that 
he will be little affected by either. ; 

Large stores in large cities have a fairly well-de- 
fined program of selling events laid out for months 


| 
| 
| 
| 
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in advance. Their business is built up around these 
events. The amount of stock purchased is regu- 
lated by these selling events which they have found 
by experience will produce additional sales when 
properly announced and advertised. 

There is no reason why the shoe merchant in 
smaller cities and towns cannot make use of a similar 
merchandising plan. They may not be able to fol- 
low in detail every successive sales event of the 
larger stores, but they can adopt the method that 
has proven so resultful in increasing the business 
each year. 

The large store will have a regular calendar of 
selling events charting the lines to be featured for 
each day of the year, and very often, just how they 
are to be featured. Many of these stores make it a 
part of the policy of the merchandising plan to exert 
every effort toward showing an increase in sales 
over those of the past year. The buyers strive to 
secure many special values for various selling events, 
the advertising manager is always on the lookout 
for new publicity plans and stunts to secure more 
customers for the store, and the salesmen are en- 
thused to greater effort, with the inevitable result 
that the sales are increased. Then as the event 
passes into history the 
next in line receives sim- 





more even business during the entire spring season. 
It is founded on the needs and requirements of the 
public for the season. It employs the psychology of 
human emotions and desires to the benefit of the mer- 
chant. It will stimulate the whole selling staff to 
a more uniform effort to increase sales. It will 
benefit the customer by giving him a better service 
than he can expect during the congestion of busi- 
ness at the last minute. 


New Shoes in Springtime 
A General Characteristic to Buy 


It is fair to suppose that every man, woman and 
child in a community will require new footwear at 
the spring season. Without exception, every wearer 
of shoes will desire something new for spring. Ad- 
verse circumstances alone will prevent this desire 
from being fulfilled. The need and desire will re- 
main until it is supplied. 

Keeping this premise in view, it will easily be 
seen that the calendar of selling events outlined 
here is well calculated to take advantage of this 
condition and that the merchant adopting it as 
his working plan will surely benefit by carrying 
it out. 

Calendar of Selling Events 


: for March 





ilar attention and is car- 
ried out with similar en- 
thusiasm. 

Spring footwear will be 
the theme of the advertis- 
ing and selling efforts of 


Does not spend all 
class between 15 and 
ages 


THE WELL BALANCED SHOE STORE 
its effort 


wear shoes! 


March 1-4—Final Clean- 
Up of Winter Lines. 

March’ 6-11 — General 
Spring Announcements. 

March 13-18—Spring 


upon the feminine 
years of age—the other 





, Age Period All Classes , e 
all shoe merchants during United States Total Male Female Style Show. 
March. Easter is late this ~. ages 1920.... oe en wy en March 20-25—Women’s 
nder 5 years ,573.230 5,857, 5,715,7 r 
vear and customers are apt Under 1 year.... 2,257,255 1 1,115,316 Week. 

t as 5 to 9 years...... 11,398,075 5 5,645,074 27-31 — ' 
to hold off buying as long 10 to 14 years.... 10,641,137 5 5,271,831 March 27-31 —Men's 
as possible so that the 15 to 19 years.... 9,430,568 4,673.7 4,756,764 Week. 

: ; 20 to years.... 40,555,543 20,555,965 19,999,578 
business in March will be 45 yrs. and over.. 21,963,380 11.598.031 10/365,349 These events should be 


adversely affected unless Age unknown. . 


the merchant makes spe- 18 to 44 years 
cial efforts to prevent it. =5 yee. ane over 
His spring business will Per cent: 1920.. 


. Under 5 years... 
probably be all done in Under 1 year... 
the last few days before 5 to 9 years.... 
“ ’ 10 to 14 years.. 
Easter. 15 to 19 years. 
The schedule of selling ee gl na 
events suggested here may 
be adopted, with 





18 to 44 years... 


slight 21 yrs. and over.. 


changes, possibly, by many 
merchants’ to 





secure a 


14,296, 
60,886, 


699 92,875 55,824 made distinctly separate, 
one from the other. Un- 


less they are planned as 


523 22,401,211 
520 31,403,370 


21,895,312 
29,483,150 


ers 160.0 a oy separate events the spring 
2.1 21 2.2 selling plan will follow 
os gd oy the common schedule of 
8.9 8.7 9.2 “general selling’ with no 
a2 a op hint at specialization 
as ms we whatever, and it is by spe- 
57.6 58.3 56.9 cializing on certain lines 


each week that the sales 
are to be largely increased. 
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It would be impossible for anyone to lay down a 
detailed plan that will fit in with every circumstance 
and with the stock of every shoe merchant, but the 
details which follow will form a basis upon which 
any merchant can build up a schedule for himself. 

The first four days of the month are to be given up 
to a final clean-up of all winter lines—and of all ef- 
forts to sell winter lines. This means that the spring 
lines are to be brought out and prominently displayed 
immediately following this final clean-up. 

A four-day final clean-up sale will offer the mer- 
chant an opportunity to gather his odds and ends 
together and to place a price on them that will make 
them attractive enough to the customer to insure 
their sale. It will do more than that. Together with 
the spring announcements of the following week the 
fact is emphasized that the winter season is a thing 
of the past and that the spring season is a reality— 
that spring is really here—no matter what the ther- 
mometer says. 

It is not necessary that the sale of any winter line 
be refused after this date, but it is essential that 
every vestige of winter be removed from the win- 
dow and interior displays. It is now spring— 
let’s go! 

It is altogether likely that the merchant has made 
previous announcements of his spring lines. These 
may now be disregarded ; 
unless he has announced a 
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a certain number of novelty styles during the fol- 
lowing week. 





Try Style Show Stunt 


Every shoe merchant should have a spring style 
show of some kind. It is not necessary to have 
music, nor to hire a hall and employ live models, and 
all that goes with a regular style show—but it is 
advisable. The greater emphasis he can place on 
this event the greater in the eyes of the public he 
will be as a shoe merchant. The more he gives the 
public to think about the more the public will think 
of him. 

No announcement of “Women’s Week” should be 
made until the last minute. This advice is given 
because it is not desirable to divide the interest of 
the public between the style show of one week and 
the event of the succeeding week. 


Women’s Week Feature 


If the style show has been an elaborate affair the 
“Women’s Week” event will be better if devoid of all 
“stunt” features. The announcements should em- 
phasize the fact that a general view and review of 
the spring styles of the store were made the pre- 
ceding week, but that this week particular attention 
will be given to the new novelties for women. 

It must not be forgotten 
that there will be a gen- 





schedule of spring events. 
His advertising should 
make the _ spring note 
prominent and his princi- 
ple theme _ should _ be 
“Spring Styles.” He can 


tell about some of the Claes of Population 


United States 


more prominent features Total Population...... 
of the spring styles, some- AB ape an 
thing about the cut of the Indian LPS 
: * SP nccascedtccunes han 
footwear, about the spring Japanese ARE ee 
leathers, and incidentally All other.............+-- 
th siti is store is in 
5 ys po ston hi t l Urban Population 
to supply the spring novel- ie eae 
ties. PE “gov ssdbewaiunsensee 
ES eectnetstveownudae 


Get the Spring Spirit 


His windows and his in- ; 
Rural Population 


terior cases should reflect "eran 
some of the spring styles White Ra otis conan 

. P : Mt aehedoe Oh6 600 weno 
he advertises. If he wishes Indias. Chinese, Japanese 


he may also announce in 
advance the fact that he 
will have an exposition of 





WHO BUYS YOUR SHOES? 


Production in 1921 was less than two pairs per 
person—Distribution in 1922 is up to you! 


Indian, Chinese, Japanese 
SMG GH GERGP. cc ccccces 


CE GE GER s oc ce cece 


eral tendency to put off 
buying until later on ac- 
count of the lateness of 
Easter. If the weather is 
unfavorable for the wear- 
ing of spring footwear this 


er oe tendency will be intensi- 
105,710,620 91,972,266 fied. To overcome this in- 
ani | cate difference on the part of 
"244,437 265,683 the buyer it is profitable 


61.639 71,53 
111/010 19°187 to make some kind of a 


9,488 3,175 special offer to purchas- 
ers. But it is not advisa- 
ble that prices of shoes be 


54,304,603 42,166,120 
cut—nor profitable. 


50,620,084 39,379,294 
3,559,473 2,684,797 
Combinations—Shoes and 


Hose 


125,046 102,029 


The hosiery department, 
if there is one, can be 
made to help secure early 
buying of spring lines by 
means of a combination 
offer—shoes and _ hose. 


51,406,017 49,806,146 
44,200,831 42,352,663 
6,903,658 7,142,966 


301,528 310,517 








(Continued on page 69) 
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Hoover Gives Views on Spread in Cost 
Between Producer and Consumer 
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By WILLIAM L. DALEY 
Washington Correspondent of THE Boot AND SHOE RECORDER 


Commerce Hoover made known his views 
on the spread between producers and re- 
tailers’ prices when he appeared as spokesman 
for the public at the railroad hearing before the 
Interstate Commerce Commission this week. The 
effect that present high freight rates have on retail 
prices was described by Mr. Hoover as follows: 
“Increases in spread between producer and con- 
sumer do not fall equally upon each of them. In 
primary commodities where the price is fixed by in- 
ternational competition, the increase or decrease in 
rates is a deduction from the producer. Also where 
there is rapid turnover, as in manufacture, and con- 
sequent ability to reduce supply, the consumer pays 
the freight, as processes of productivity will not con- 
tinue below profit point. In most manufactured com- 
modities the consumer pays the freight, for produc- 
tion quickly shrinks when prices at the factory be- 
come unprofitable and the price of the buver is the 
factory price plus the freight. For instance, in hides, 
the farmer gets the international price less freight. 
On boots he pays the manufacturer’s cost, profit and 
freight. 


hb": the first time in months Secretary of 


What Has Caused Spread? 


“It appears to me that with the paralysis induced 
by the increased spread, we have to take a broader 





vision of what part of the community is suffering 
most and direct such concessions through the rail- 
way rates as can be given to that group—if we would 
better equalize the whole economic lead.” 

Mr. Hoover submitted to the Commission a table 
showing a few commodities and service groups com- 
pared to 1913 as 100. Attention was called to the 
fact that the index number of retail clothing was 
213, which was the highest on the list of commodi- 
ties. The Secretary stated that the table at once 
demonstrated the great increases in the spread be- 
tween producer’s and consumer’s goods; the inequality 
in prices and wages in different groups of commodi- 
ties; and the lag in wage scales. 

In calling attention to the enormous increases in 
spread between primary producer’s and ultimate con- 
sumer’s goods, Mr. Hoover stated: 


The Source of Our Economic Trouble 


“In .considering it, we must bear in mind that 
when we use 100 for both consumer’s and producer’s 
goods of 1913, we have already included the spread 
between producer and consumer at that period. I 
therefore believe that the index numbers indicate an 
increase of 100 per cent in the actual spread. It is 
right here where the most of our economic difficulties 
lie to-day. Our increased cost of manufacture and 
distribution bears two relations to the rate question— 
(Continued on page 63) 
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What Do You Know About Feet? 


Results of a Questionnaire to Orthopedic Surgeons 
and Retail Shoe Merchants 


Compiled by Herman W. Marshall, M.D., of Boston, Mass. 


pared by the writer and distributed to 

orthopedists and retail shoe merchants. 
One hundred orthopedists from many cities of 
the United States and Canada have replied, and thirty- 
five non-medical answers have been received. 

Previous installments of the original fifty state- 
ments with additions, comments and criticisms re- 
ceived were given in January 7, February 4 and 11 
issues of the BOOT AND SHOE RECORDER. 

A few persons returned the set of questions without 
signatures. Others signed their names but made no 
criticisms. A few were liberal with comments. Many 
expressed their approval of the plan and the large 
majority of replies showed very considerable care in 
their preparation, so that only two were discarded 
as being unreliable. The entire set was examined 
personally by the writer, and very brief discussion of 
results is undertaken at the end of this paper. An 
asterisk has been used to identify non-medical com- 
ments in tabulation below. 

40—A Caution Might Be Stamped on Certain 
Shoes to Advantage As Follows—“These Shoes Are 
Recommended Highly for Evening Wear, But They 
May Injure the Feet If Worn Continuously.” 

Orthopedists agreed, 80 = 80%; disagreed, 7 = 7%; 
doubtful, 7 = 7%; no opinion, 6 = 6%. 

Shoe dealers agreed, 21 = 60%; disagreed, 9 = 26%; 
doubtful, 4 = 11%; no opinion, 2 = 6%. 

*New Haven, Conn.—Sydney Stores— 
Disagreed. 
*Boston, Mass.—Disagreed. 
*Chanute, Kansas—Disagreed. 
*Memphis, Tenn.—Disagreed. A cau- 
tion on shoes to “stop, look, and 
listen” would have equal effect. Style 
is the Kaiser. 
*Atlanta, Ga—R. A. Rankin, Foot 
Expert for Fred S. Stewart Co. 
*Lewiston, Me—J. J. Curran — 
Agreed. 
*Jowa City, lowa—W. H. Stewart— 
Doubtful. 
Chicago, Jil—Dr. Chas. A. Parker—It 
would be foolish. 
Philadelphia, Pa.—Instead of saying 
“these shoes are highly recommended” 
say “may be worn.” There is abso- 
lutely nothing but vanity to recom- 
mend them. 
Los Angeles, Cal.—Dr. Lowman—I 
entirely disagree that we should give 
any recommendation whatever to any 
shee which is not properly shaped, for 
evening ‘wear, or any other time. It 
seems to me too much like side 
stepping, and taking a position of a 


‘ QUESTIONNAIRE of fifty items was pre- 





flexible conscience, rather than being 
absolutely definite in our surgical 
demands. 

Boston, Mass.—Manufacturers would 
disagree to such a plan because it 
would tend to diminish sales, and 
manufacturers are in business to make 
as many shoes as they can. 

* * * * 
41—A Definite Arbitrary Standard Might Be 
Established Profitably, and Shoes That Exceed This 
Limit Should Be Looked on with Suspicion Unless 
Their Special Uses Are Clearly Defined. Perhaps 
Some Such Scheme Might Tend to Discourage the 
Invention of Least Desirable Styles. 
Orthopedists agreed, 82 = 82%; disagreed, 5 = 5%} 
doubtful, 6 = 6%; no opinion, 7 = 7%. 
Shoe dealers agreed, 22 = 63%; disagreed, 6 = 17%; 
doubtful, 4 = 11%; no opinion, 3 = 9%. 
Philadelphia, Pa.—Utopic, not prac- 
tical. 
*Rochester, N. Y.—Caution would be 
advisable. 
Boston, Mass.—Dr. H. W. Marshall— 
This item was introduced with the 
hope of stimulating discussion, but 
shoe dealers are reticent. There would 
be insurmountable practical difficul- 
ties presumably when numerous meas- 
urements are considered that would 
be needed. Let those who are unfamil- 
iar with the subject look through the 
long lists of figures in standard last 
measurements, and the difficulties will 
appear more clearly. 
* * * * 
42—-Shoe Retailers Are Obliged to Cater to the 
Demands of the Public to a Very Important Degree, 
Yet They Can Influence Opinions of Thoughtful 
Customers to an Important Degree If They Wish, and 
Should Use Means in Their Power to Improve Styles 
of Shoes Worn. 
Orthopedists agreed, 95 = 95%; disagreed, 2 = 2%; 
doubtful, 0 = 0%; no opinion, 3 = 3%. 
Shoe dealers agreed, 33 = 94%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 1 = 3%. 
*Dayton, Ohio—I believe that you will 
receive no co-operation worth while in 
its extent from shoe dealers, especially 
those catering to working classes.— 
The Fred Hageman and Sons Com- 
pany. 
*Portland, Me.—T. O. Vanamee—The 
greatest faults I find in the commer- 
cial fitting of shoes are, lack of under- 
standing of the fitters, too high heels, 
short shoes from heel to ball, out- 
flare toes. 

*Memphis, Tenn.—The shoe man can- 
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not act as guardian for all customers. 
He cannot render the services re- 
quired of a doctor whose skill goes 
beyond appearances. However, shoes 
properly fitted can give relief to many 
of the foot troubles, and this is sadly 
disregarded by many who buy as well 
as those who sell. 
Boston, Mass.—Retailers are the chief 
sinners, not the public. 
Boston, Mass.—Dr. H. W. Marshall— 
One important strategic point for in- 
fluencing the pGblic is the shoe store. 
Nearly everyone must-pass this point, 
and those customers who are inter- 
ested should be given easy means of 
learning about their shoes and feet. 
Manufacturers prepare booklets, de- 
scribing their special lines, for retail- 
ers to distribute. Why not prepare a 
brief explanation of facts in a compre- 
hensive impartial way? Wouldn’t it 
stimulate interest of customers, ben- 
efitting reputations and sales of shoe 
dealers, and perhaps induce customers 
to consult physicians more frequently ? 
The business of selling shoes would 
demand that cost of such pamphlets 
should be very small in order not to 
exceed profits accruing from them. 
I made an experiment of collecting 
ideas and illustrations that were put 
into final form suitable for shoe fitters 
and customers by the editor of the 
BooT AND SHOE RECORDER, then pub- 
lished in that trade journal. There 
were no applications for reprints, I 
am told, although the latter would be 
furnished to shoe dealers by the 
RECORDER which is devoted to the wel- 
fare and advancement of the shoe 
trade. 
I do not believe that the public should 
be subjected now to much more special 
shoe education except on request. Let 
those retailers who are progressive 
have convenient means of enlighten- 
ing thoughtful customers. Ortho- 
pedists perhaps can exert the greatest 
influence by agreeing as fully as 
possible among themselves, thus in- 
creasing the value of medical opinion 
in the minds of the shoe merchants and 
the public. 
* * * * 
43—Rigid Feet, Fixed More or Less In Restricted 
Postures, Are Commonly a Result of Abnormal 
Adhesions Between Opposed Movable Joint Surfaces 
In the Feet, or of Adhesions Between Tendons and 
Smooth Sheaths In Which They Slip Normally, or of 
Delicate Inelastic Fibers That Form Among Muscles 
and Their Coverings During Inflammatory Processes. 
Orthopedists agreed, 96 = 96%; disagreed, 0 = 0%; 
doubtful, 4 = 4%; no opinion, 0 = 0%. 
Shoe dealers agreed, 29 = 83%; disagreed, 0 = 0%; 
doubtful, 2 = 6°72; no opinion, 4 = 11%. 
* * * wy 
44—Underlying Causes of Foot Rigidity Therefore 
Usually Are Inflammatory Processes In the Tissues. 
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Inflammatory Processes, In Turn, Are Commonly 
Caused By Bacteria or Their Products of Growth 
Which Gain Entrance to Circulating Blood, and Which 
Then Exert a Harmful Influence As Bacteria Lodge 
and Grow In Foot Tissues, or As Their Circulating 
Products Pass Through Feet and Irritate Them In 
Passing. Let It Be Explained In a General Way That 
Bacteria and Their Products Get Into Circulation 
Often During Acute Contagious Fevers, During Blood 
Poisoning, or From Some Spot of Chronic Infection 
Containing Bacteria Somewhere In the Body. 
Orthopedists agreed, 84 = 84%; disagreed, 4 = 4%; 
doubtful, 10 = 10%; no opinion, 2 = 2%. 
Shoe dealers agreed, 19 = 54%; disagreed, 2 = 6%; 

doubtful, 2 = 6%; no opinion, 12 = 34%. 

St. Louis, Mo.—Causes of foot rigid- 

ity are often traumatic ones. 

Nashville, Tenn—Dr. Billington—I 

agree except that I believe there is a 

considerable proportion of cases where 

stiffness is due to sensitive ligaments 

caused by strain producing muscle 

spasm without any infectious element. 

Worcester, Mass.—Dr. Kendall Emer- 

son—As used, term may refer to 

active or passive congestion. I should 

consider this the cause rather than 

bacterial infection in cases being dis- 

cussed. Certain bacterial infections 

cause certain cases of rigidity. Should 

you argue a universal infective cause 

for rigid feet? 

_ * * * 


45—Feet Are Both Weak and Rigid in Some In- 
stances. Shoe Fitters Will Save Their Customers 
Much Trouble, and Save Good Reputations of Their 
Chief If They Refer Such Persons Promptly to Ortho- 
pedic Surgeons. 
Orthopedists agreed, 99 = 99%; disagreed, 0 = 0%; 
doubtful, 0 = 0%. 
Shoe dealers, agreed 31 = 88%; disagreed, 1 = 3%; 
no opinion, 3 = 9%; doubtful, 0 = 0%. 
San Francisco, Cal.—I think people 
generally seek proper advice. 
*Greensburg, Ind.—Take Dr. Scholl’s 
course and fit them with corrective ap- 
pliances. Beats the doctors’ advice. 
*Des Moines, Iowa.—Or study these 
cases themselves so they will be able 
to give them best advice. 
San Francisco, Cal.—Dr. H. L. Lang- 
necker—Agreed. 
* * * * 


46—Best Shoes Attainable Will Not Relieve These Con- 
ditions Satisfactorily Alone. Feet May Have to Be 
Immobilized During Acute Inflammatory Stages i” 
Most Desirable Postures, or Subjected Later to Vari- 
ous Combinations of Passive Exercises, Active Exer- 
cises, Manipulations, Massage, and Physical Therapy 
to Restore Them. 
Orthopedists agreed, 99 = 99%; diagreed, 1 = 1°; 
doubtful, 0 = 0% no opinion, 0 = 0%. 
Shoe dealers agreed, 32 = 91%; disagreed, 0 = 0%; 
doubtful, 1 = 3%; no opinion, 2 = 6%. 
*Memphis, Tenn.—Shoe fitfers can 
only give relief when the foot is re- 
stricted by outside pressure 
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47—Blisters, Corns, Callouses Are Very Common 
and Troublesome Results of Mechanical Irritation 
From Improperly Fitted Shoes, or Improper Use of 
Proper Shoes. Prevention of These Troubles Is the 
Best Procedure. 
Orthopedists agreed, 99 = 99%; disagreed, 1 = 1%; 
doubtful, 0 = 0; no opinion, 0 = 0%. 
Shoe dealers agreed, 35 = 100% disagreed, 0 = 0%; 
doubtful, 0 = 0%; no opinion, 0 = 0%. 
*Des Moines, lowa.—Dr. W. J. Fenton 
—Improperly fitting hose play a very 
important role in causation of these 
troubles. Hose often shrink in wash- 
ing and become too tight. 
*Boston, Mass.—Removal of offending 
pressure is the best remedy. 
San Francisco.—Tips or caps on shoes 
are corn cultivators. All tips and 
boxes should be dispensed with. 
* * & # 


48—Bunions, With Accompanying Deflections of 
Great Toes, Are Results of Improper Shoes and Are 
Very Common, But Deflections of Toes May Result 
Also From So-Called Rheumatic Diseases, or From 
Bone Disease of Other Nature. 
Orthopedists agreed, 99 = 99%; disagreed, 0 = 0%; 
doubtful 1 = 1°; no opinion, 0 = 0%. ~ 
Shoe dealers agreed, 33 = 94%; disagreed, 1 = 3%; 
doubtful, 0 = 0¢,; no opinion, 1 = 3%. 
San Francisco, Cal—Dr. Leonard W. 
Ely—Bunions are the result of hallux 
valgus, and this is congenital. 
San Diego, Cal.—Dr. M. C. Harding— 
Bunions are rarely due to shoes alone. 
*Muskegon, Mich—Bunions may be 
the result of improperly shaped shoes, 
but more often come from pointed- 
toed hosiery. For a foot held in a 
pointed bag can get very little benefit 
from the most perfectly shaped shoe, 
as the bag inside the shoe is cramp- 
ing the toes together. I find that 
pointed-toed hosiery produces more 
bunions than rheumatism or other dis- 
eases. 
a + * * 
49—Bunions Can Be Relieved Many Times By a 
Change of Shoes. In Bad Chronic Cases Surgical 
Treatment Is Advisable and Yields Excellent Results. 
Orthopedists agreed, 95 = 95%; disagreed, 1 = 1%; 
doubtful, 4 = 4%; no opinion, 0 = 0%. 
Shoe dealers agreed, 28 = 80%; disagreed, 2 = 6%; 
doubtful, 3 = 9%; no opinion, 2 = 6%. 
*Boston, Mass.—Bunions can be re- 
lieved many times by use of proper 
shield to relieve pressure and to pre- 
vent irritation. 
*Hutchinson, Kan.—Cannot always be 
relieved by changing shoes. 
*Muskegon, Mich.—I would suggest 
that surgical treatment for any bunion 
is unnecessary, as I have yet to find 
a case which will not respond to the 
proper kind of exercises, provided the 
patient is under forty years of age. 
Chicago, Ill—Dr. B. H. Monk—Do not 
believe a real bunion or real hallux 
valgus is relieved by shoes. It is pos- 
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sible to relieve a tendency that way, 
but not a really developed one. 
Philadelphia, Pa.—Operation is the 
only cure for established cases. 

* * * * 


50—Diseases of Bones, Fractures of Bones, Paraly- 
sis of Muscles, Shortening of Tendons With Marked 
Contractures and Deformities All Frequently Need 
Surgical Care. 
Orthopedists agreed, 100 = 100%; disagreed, 0 = 
0%; doubtful, 0 = 0%; no opinion, 0 = 0%. 
Shoe dealers agreed, 35 = 100%; disagreed, 0 = 0%; 
doubtful, 0 =0%; no opinion, 0 = 0%. 
New York City—Dr. Henry Keller— 
Conservative treatment should be 
given a thorough trial, however, before 
operative procedures are instituted; as 
many cases are worse after operation 
than before. 
* * * * 


These collected ideas require considerable effort to 
read through carefully. Larger numbers might exceed 
limits of patience of readers, and, with an overwhelm- 
ing number, decisions would be reached soon probably 
that each individual case must be handled in strictly 
individual manner. 

Among the total 5000 points voted on by 100 ortho- 
pedists, fifty to each person, there were in all 4413 
points of agreement, 272 points of disagrement, and 
315 points of doubt or no opinion. These figures rep- 
resent 88% of agreement, 5% of disagreement, and 7% 
of doubtful points or points not voted on. 

For the 1750 total points among 35 shoe men there 
wert 82% of agreement, 7% of disagrement, and 11% 
of other indeterminate points. 

Matters agreed on often are dismissed quickly from 
mind, while disagreements are retained most clearly 
sometimes to disproportionate degrees as the result of 
controveries. It is of interest therefore to observe 
how well agreed orthopedists and shoe men may be 
when it comes to a vote despite many confusing com- 
ments. 

The familiar story of the group of blind men who 
examined an elephant can be recalled profitably. Each 
selected a different part; one examined the trunk, an- 
other the tail, a third the elephant’s side, and so on. 
In the discussion that followed, complete disagreement 
was possible, although each examiner was correct 
within his limited sphere. The point to be emphasized 
is that controveries in that instance were wholly un- 
justified. There were no legitimate grounds for argu- 
ments. All data needed to be fitted together and re- 
tained. 

Disagreements about many orthopedic subjects can 
be included in this class. Disagreements between shoe 
men and orthopedists are of such nature to a consider- 
able extent. 

Partisan viewpoints constitute a second important 
source for disagreements. A maker or seller of a spe- 
cial type of shoes dwells especially on merits of his 
particular lines. He may notice shoes of different 
types for comparisons of disadvantages of the latter 
with advantages of his own special kinds. An ortho- 
pedic surgeon may become absorbed in determining 
the benefits of surgery alone, and he may compare his 
successes and failures of non-operative methods. Such 
perfectly legitimate one-sided views abound, but, as 
they increase in numbers, they become responsible also 
for apparently never-ending controversies. 
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Controveries and contradictory ideas menace prog- 
ress and destroy public confidence. Reconstructive pe- 
riods are imperative when confusion becomes great. 
An engineer spends much of his time in calculating his 
engineering problems. The human mechanism is de- 
serving of even greater calculation; and we should not 
rush ceaselessly and thoughtless from one new idea to 
the next one. A period of deliberation, and readjust- 
ment, now is becoming an increasing need. 

Hope of restoration‘of order and of obtaining clear, 
accurate, general conceptions of confusing details con- 
cerning feet, lies increasingly in impartial fair com- 
parisons—merits with merits, disadvantages with dis- 
advantages, also in collection of all permanent facts, 
and in fitting each into its proper place in the whole 
picture. 

If such labors are not undertaken, then accumulated 
knowledge may become a hindrance rather than an ad- 
vantage. Patients may receive increasingly poor treat- 
ment at times possibly while numbers of special 
methods and ideas continue to increase. All important 
regions of the body, it seems, should be surveyed in the 
same impartial, comprehensive way if orthopedic sur- 
gery is to progress in well-balanced manner. 

One way of reasoning is that, because one special 
type of shoes or one orthopedic method is good, others 
are bad. Instead, shouldn’t there be recognition that 
all methods or types have some object in their exist- 
ence, and possess some advantages and some limitations 
of various sorts? Let it be remembered, too, that even 
very trivial advantages or disadvantages occupy posi- 
tions of deciding importance occasionally under excep- 
tional circumstances. 

After looking over the scope of foot troubles, the 
need of renewed study of a few fundamental princi- 
ples of muscle physiology especially, and of the physiol- 
ogy of other foot structures, becomes apparent. Shoe 
fitters should realize for sake of their customers and 
their own ultimate welfare that they are not physi- 
cians. Physicians ought to realize that they do not 
know all details of shoe fitting. Each should keep 
within their own sphere of activity generally, with 
perhaps occasional exceptions. Yet each should learn 
as much as possible of the other’s viewpoints for clos- 
est co-operation. Best shoe retailers should receive 
support most strongly of the medical profession, and 
vice versa. 

There is good evidence now for accepting the ma- 
jority of ideas that have been advanced concerning 
shoes and feet, with their advantages and limitations. 
Relief for weakened muscles is possible by means of 
foot plates, pads, strappings, improved foot postures 
that are assisted by certain shoes, special supporting 
heels, and some carefully designed and properly fitted 
shoes possessing reinforced hanks. The special type 
of support has to be selected according to individual 
needs and special limiting circumstances. 

Weakening muscles can be relieved at times by 
hygienic measures that increase nerve tone and re- 
duce vascular defects. 

Too much and too continuous support must be 
avoided. Muscles can be improved by increased func- 
tional use, flexible shoes, special exercises, massage, 
and physical therapeutic means, each individual case 
responding best to individual care. 

Corrections of deformities may be attempted at 
times by manipulations, exercises, strappings, appli- 
ances, casts, surgery, and by shoes themselves. Changes 
from bad shoes to those that allow contracted feet to 
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expand naturally are important factors in foot correc- 
tions many times. 

There are four main channels only through which 
influences acting on the feet possibly can exert them- 
selves. These are through mechanical effects of func- 
tional use and support of body weight; secondly, 
through all external means including shoes; thirdly, 
through the circulating blood; and lastly, through con- 
trolling nerves. These four main groups of influences 
always should be considered in every individual case, 
for they all act in combination under normal conditions. 

Responsibility for success or failure in treatment 
should not rest on particular types of shoes or medical 
measures primarily, but on persons who advise them. 
The agents or methods will be all right when they are 
used correctly for their intended purposes. Wearers 
of shoes themselves very frequently indeed are at fault. 

In conclusion, the writer wishes to thank heartily 
all of those orthopedists and shoe men who have made 
this survey possible, over one-third of the orthopedists 
and over one-ninth of all shoe men having responded to 
the questionnaires that were sent out. 

25—* Milwaukee, Wis.—I would add that stiff shanks 
are for rest purposes only. Stout people frequently 
come in this class. I would not put a rigid shank on a 
delicate person whose foot muscles and ligaments have 
only average strength, but would use flexible shank 
shoes in which the uppers act like a bandage. 

28—* Milwaukee, Wis.—I think if a person is selling 
all sorts and shapes and kinds of shoes, and merely 
wants to “get by,” that removable supports will an- 
swer but, from my experience, I feel that where shoes 
are built anatomically correct as far as shape of the 
curves and contour of the inner sole are concerned, 
that people ought not to be abused with extra sup- 
ports shoved into shoes that are incorrect in their 
alignment. 

39—* Milwaukee, Wis.—To what extent are we “our 
brother’s keeper”? 

45—* Milwaukee, Wis —What can the surgeons do? 

46—*Milwaukee, Wis.—I believe that it would be a 
good thing if the orthopedic surgeons would demon- 
strate to the shoe. retailer just what these are, in order 
that he may get his shoe customer interested in hav- 
ing the orthopedic surgeon do these things for him. 
We certainly have not the time in a busy shoe store to 
go through all the processes mentioned. We could send 
far more customers to orthopedic surgeons if they 
would teach us how to diagnose our customers and 
talk more intelligently so that they would be willing 
to go to an orthopedic surgeon.—S. J. Brouwer. 

30—New York City—Dr. V. P. Gibney—Agreed. 

23—*Milwaukee, Wis.—I know from actual experi- 
ence that disease will start to settle in parts where 
wrong shapes and wrong heels have been used even for 
a short period. People grow old earlier because of im- 
proper body balance, where shoes are not built cor- 
rectly on the inside as to the lines of the inner sole 
following the contour of the arches. 

16—-*Milwaukee, Wis.—S. J. Brouwer, of S. J. 
Brouker Shoe Co.—I presume that a posture of repose 
would mean a Chinese woman sitting still. For maxi- 
mum, full, efficient strength we need to restore the feet 
back to normal. 

22—*Milwaukee, Wis—S. J. Brouwer Shoe Co.— 
Normal, adaptable feet do not last a lifetime if you 
have shoes that vary in size, shape and balance to any 
extent at all. If that doctrine were preached to the 
public, too many folks would get shoes too small. 
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Ornamentation of. Footwear Has Scarce Begun 


We expect this cartoon to stimulate 
all envious designers to still greater effort 
Br PAUL BROWN 
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Our Versatile Art Staff Exposed 


When the Wide World Copies Our Stuff and Merchants 
Clamor for More Cartoons to Stick up in Their 
Windows, We Bow to the Inevitable 


E are proud of the men who have in the 

V\ past contributed to the art work of the 

BooT AND SHOE RECORDER. You may 
recognize the handiwork of some of these capable 
men in the great consumer magazines and news- 
papers as O. P. Williams, cartoonist of the Hurst 
Syndicate; Franklin P. Collier, cartoonist of the Bos- 
ton Herald, Maurice E. Day, 
designer of covers for the 
House Beautiful and winner 
of the $1,000 prize offered 
by Sunburst covers; Rol- 
land Anderson, whose front 
covers on the Saturday 
Evening Post occasionally 
please our eye. 

Our veteran friend and 
contributor is undoubtedly 
Edward D. Allen, once shoe 
merchant in Franklin, Pa., 
and for the past 10 years 
not so active because his 
right thumb is rendered less 
artistic by the use of shears 
in clipping coupons. 

Gordon Livingston, John 
B. Kenney, Richard Bart- 
lett and Frank Duffy are 
now the present upholders 
of the REcoRDER’s high 
standard of art work. 

There is a world-wide in- 
terest in our designing car- 
toons by Paul Brown. We have seen reproductions 
of these in business papers from Japan to Australia 
and from Buenos Aires to London. Several mer- 
chants have asked us to have the series bound up 
for distribution to their customers, and you yourself 
may have used them stuck up against the window 
glass so that the public could see. All this is preface 
to a little skit pertinent to the cartoon series, one 
of which is shown on the opposite page. Shoe and 
Leather News of London in its leading editorial says: 





What “Shoe and Leather News” of London Has to Say 


After one of our recent comments on the lack of 
freshness in design, our American contemporary, the 
Boot AND SHOE RECORDER, of Boston, in a merry mood, 
published a page of “novel” designs, which was cer- 
tainly new and startling, showing a wonderful imagina- 
tion on the part of the artist, who also displayed a 
subtle sense of humor, which was delightful when 
taken as a joke it was intended for. 

Apparently the same facetious artist has been again 
at work, and in our issue of the 8th inst. we gave 
another reproduction of what he calls his “helpful sug- 
gestions by way of evolution from old types.” 





“In the office down on South Street we were slinging 
the ink and pushing the pen along.” Ed Allen aloft. 
Paul Brown in modest foreground 





But to go back to our own illustrations of really 
useful and practical designs. We are glad to see 
that there is a beauty in outline which is to be com- 
mended, although there is nothing that can be called 
absolutely new. The long, plain fronts, which seem 
to be finding so much favor at the present time, are 
only modifications of former designs. 

A writer on this subject 
says: “It is related that a 
courtier named Robert, in 
the Third Edward’s time, 
wore the toes of his boots so 
long that he had to stuff 
them with tow and curl them 
up like a ram’s horn. 

We are again, however, re- 
minded of the old proverb, 
“There is nothing new under 
the sun,” by a quotation that 
tells us the same thing was 
practised as early as the time 
of Rufus, and that they were, 
previous to Edward’s time, 
worn in Cracow. 

The same historian says: 
“A fashion we have lately 
taken up is to wear our 
forked shoes almost as long 
again as our feet, not a little 
to the hindrance of the action 
of the foot.” A design we 
have no wish to see repeated! 

' A writer of the time of 
Elizabeth, speaks of men’s shoes made of “white 
leather, some of black, some of red, some of black vel- 
vet, some of white and some of green.” They are said 
to have been “carved, cut and stitched all over with 
white silk and laid on with gold and silver.” Oh, the 
pride and vanity of the man of the past! 

So far as we know there are no men’s samples of 
this description on the market at present, and we think 
it quite possible that if our shoe designers attempt it 
they will first do so by introducing the style into 
women’s goods. Ladies’ shoes had high heels in the 
reigns of George I and II. “The shoes worn by the 
women were much handsomer than those worn by their 
predecessors (says our historian) ; the uppers cut from 
silk and satins were richly embroidered.” 

As a change from the long front, we are told that 
in 1790 the shoes worn by women were cut “exceed- 
ingly short in the vamp”—modern “short-footers,” we 
suppose. And so styles are repeated over and over 
again. 

Elastic web, extensively used 40 or 50 years ago, 
had almost disappeared entirely from the boot fac- 
tories, and its use was practically unknown to the 
younger shoe operatives of to-day until its recent 
adaptation for low shoes with side gussets. 
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When the side-spring boot was popular practically 
all women’s boots which had patent caps, or ‘patent 
imitation lace fronts, had an insertion of white kid 
laid under the patent. Now we get a revival of white 
piping! 

It is extraordinary how we move in circles, from 
which apparently we cannot get away. 

If an attempt should be made to revive “flourish- 
ing” (designs stitched in white silk) there will be some 
difficulty in obtaining skilled labor, as flourishing ma- 
chines with vibrators have disappeared, and foot-driven 
machines have no place in the modern factory. 


A LETTER FROM PAUL BROWN 


Dear Editor: 

You called me on the telephone one morning and read 
to me the kind words as printed in an English shoe pub- 
lication. My blushes were unseen by you. But, rest 
assured that I appreciated that you, an extremely busy 
man, should take the time to read to me a paragraph 
that is one more step in cementing the bond between 
America and England. So deeply did I appreciate it that 
I feel it my duty to double my price on the page cartoons, 
making them $200 each. In doing this, I am taking into 
consideration, and with due sensitiveness, the fact that 
you are to publish my picture. That will not be added 
to my future bills, and I will only expect as heretofore 
the same percentage from the book rights, syndicates, 
and moving pictures rake-off. As to the picture itself, 
I desire to state that my phiz is adorned with a hat and 
so I can speak of the bald-headed gent on the throne 
behind me. No, he is not a relative of mine—he’s a friend, 
and I borrow money from him (proof positive). I show 
him my ideas in the rough, and he encourages me in my 
efforts. Would you suspect him of doing so in the hopes 
that I’ll be successful and prosperous and eventually re- 
turn to him the coin advanced to me? 

You'll notice by the picture that our tastes differ—the 
young man behind me, he with the smooth surface on top, 
wears a shirt that speaks for itself. Can you visualize 
the colors that it might have had before the laundry fought 
it and captured those colors? Compare that shirt with the 
modest one that covers a part of my brawny right arm, 
and you are immediately impressed with the difference 
in our tastes. (There ain’t none, and we’re both drinking 
water, curse it.) Enough! Ed Allen is my pal. My 
friend, “Jake” Day, has placed him on a throne, with me 
at his feet. Righto! 

I’m glad you’ve grabbed this picture of me. It flatters 
me—makes me like unto a movie idol. I have others— 
made by kind and loving friends, who go further in show- 
ing the contours above the shoulders. Ones that except 
for my strong will and charitable feelings, might have 
severed the bonds of friendship and increased the hospital 
list of patients. I’m glad you didn’t get the one that 
shows my nose as the center of interest. Collier made it. 
(More curses.) It’s one that my sparring partner calls 
the Lobster Claw picture. She ought to know. Of course, 
the claw part was always visible, but for many moons I 
thought that I had successfully concealed the lobster part. 
Ho, hum! Alas, and a-lack-a-day. 

It’s very fashionable these days for us guys who don’t 
work or do anything to write about ourselves. When we 
were born, how at the age of two we had Rembrandt 
backed off the map; our early struggles before we became 
successful; the home life; our ambitions—all those little 
intimate things that make the rest of the world old friends 
who’ve known us all our lives. Wonderful, isn’t it? So 
here goes for the close-up stuff that puts the whole neigh- 
borhood wise to me. . 

I was born one dark morning many years ago. If I 
admitted the number somebody would moisten the palms 
of both hands, grab the axe and remark, “That guy has 
lived long enough!” Even now, kind friends say, I’m dead, 
but don’t know it. My first drawing was made while I 
was an infant in my mother’s arms. I don’t remember it, 
a I’m sure it happened. It was entitled “Mother and 

ild.” 

Since then life has been much harder. My drawings 
of late have not all been successful, and I’ve tried every- 
thing, from one to five cards. But I shall continue to 
strive, with the faint hope that some day a royal flush 
will be tacked on the wall, bearing the date, the number 
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of victims, and the amount of the purse. Ho, hum! 

Serious stuff now. Many people have asked me how I 
got my ideas. I hate to tell ’em. Still, it’s all very simple. 
One gets a wall—stone, brick or even hardwood (be sure 
it has a strong, firm foundation), then one faces the wall, 
steps back a few, and suddenly shoots forward, head down, 
so as to strike the extreme top of the head hard against the 
wall. After that all one has to do is to pick up the loose 
ends, the scattered thoughts, the extremely small parts of 
gray matter, place them on a perfectly good and uncom- 
plaining bit of drawing paper, go around ’em and over 
’em with ink, and then to show it to an editor and make 
him like it. Sometimes you have to lick an editor into 
the proper frame of mind. But it’s only a little more fun 
—even at that it must be nice to be an editor and be able 
to tell artists just how punk they are. 

Yours for more nut ideas wtih the same point of dis- 
tribution. PAUL BROWN. 





Hoover Gives Views 
(Continued from page 56) 


first, that the increase of rates of from 30 per cent to 
100 per cent in different commodities are part of it, 
and are in turn part caused by it; and second, the 
increased rates bear very unequally on different 
groups in the community. 

“If we search for the cause of this increase of 
spread we shall find therein a vast complex of in- 
creased taxation, increased wages, rents, and a dozen 
items, all reacting upon each other, and also express- 
ing themselves in increased cost of operating the 
railways. For instance, the total increase in national, 
state and municipal taxes since 1913 is approximately 
$5,640,000,000. At the present purchasing power of 
the dollar, our total national productivity is probably 
somewhere around 50 billions of dollars, of which over 
10 per cent must now be devoted to increased taxes. 
This sum of money must be obtained either from the 
producer or the consumer and in any event a con- 
siderable part of the taxes contributes to widen the 
spread. Because the increase in spread due to taxes 
necessitates a spiral of increased wages, rent, etc., 
and before its force expends itslf, my own opinion 
is that possibly 20 points in the distorted index num- 
ber flows from increased taxes. 

“Unless the ‘spread’ is decreased by actual savings, 
the cost of manufacture and distribution would be at 
least partially increased by higher prices of producer’s 
goods. The spread is fundamentally due to increased 
cost of manufacture and distribution, not to the fall 
in producer’s goods. The real remedy is an attack 
upon the causes of the spread and thereby to bring 
consumer’s goods down to the producer’s buying 
power.” 





Compelled to Be Systematic 
(Continued from page 50) 


it is sound. When times are good and everything is 
going right, most businesses get along and are said 
to succeed, but as soon as difficulties arise, they are 
lost. If the RECORDER can cause an awakening to the 
lack of business methods and to the fact that much 
can be done to remedy the evil by public schools, 
association meetings and the business press, the de- 
sired result may be accomplished. The success of 
the shoe industry depends very largely upon the suc- 
cess of the little individual shoe stores all over the 
country. 
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gi HE innate curiosity of the human animal 
was appealed to in a window display re- 
cently arranged at Cammeyer’s Thirty-fourth 
Street Store, New York, by M. G. Gregoire. 
Processes and raw materials are always in- 
teresting to the layman, and Mr. Gregoire, 
in an effort to turn this appeal to an expla- 
nation of quality, arranged his display to 
show the various component parts of the 
firm’s branded “Shoo-Kids,”’ children’s shoes. 
Dissected shoes, cut-soles, counters, shanks 
and other portions of the shoe were shown in 
their raw state. The display attracts consid- 
erable attention and boosted sales, according 
to reports. 


Windows Can Be Made Invaluable ‘as 


Educational Forces 


The Public Wants to Know ‘‘What Goes into Shoes’ 
and Merit is Emphasized by a Display of 
Footwear Ingredients 
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Does the public realize the many materials and 
many processes through which a ready-to-wear 
shoe becomes an article of wearing apparel?— 
Instruct the public in your window 
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Get a Central Idea 
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The Secret of a Good Show Window in a Small or Large 
Store is the Basic Idea Presented Vigorously 
to Attract Attention 
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A style show in miniature with spot-light on 


the one best selling number—Try it in your 
store 


“7 








RIMMING a display window with no- 
thing but shoes is a most difficult task. 
To avoid such endless monotony, M. G. Gre- 
goire, display manager for Cammeyer’s, New 
York, varies his windows by the judicious 
use of bits of furniture, screens and other 
objects, apparently wholly unrelated to shoes. 
In this display a floor lamp and small table in 
ivory and blue to match the draped silk used 
as a background, effectively served as a set- 
ting for the exhibition of shoes. Two shades 
of silk were used, Copenhagen blue and ivory 
yellow. The lamp standard was of ivory and 
the shade of Copenhagen blue. The table 
was ivory with blue stripes. Hosiery, small 
flower baskets and fashionably dressed minia- 
ture French wax models also served to liven 
up the display. 
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and Develop Around It 
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Making It Short? 


Written and Illustrated for 
RECORDER AD-VISOR SERVICE 


advertisements.” That’s the opinion 
among those who “take a shot” at ad- 
vertising or would like to. “Short” to some 
means “getting it over with a snap,” “punch,” “pep,” 
“ginger.” N. Webster says of “short”—to lack, curt, 
abrupt. Short weight, short measure, short accounts 
are a few of the “shorts” he mentions. 
Would you like to have any of the foregoing qual- 
ities associated with the advertising you do? 


How Much Is Too Much Copy? 


“People don’t read long advertisements” has been 
proved a fallacy consistently for years by mail order 
houses, the most dangerous competitors of local mer- 
chants everywhere. Descriptions ranging from 100 
words to several thousands of words accompany each 
article for sale beginning with a one or two dollar 
article upward are considered essential to getting an 
order. True, they deal in long distance selling and 
the articles are not seen until bought, yet does the 
one who reads your advertising see the goods? Do 
you stand in any better position while your advertise- 
ment is being read than the mail order house? If 
your advertising is soliciting mail orders you are 
at scratch with the mail order houses, or better, you 
are nearer to the reader and can offer a little better 
delivery service than the mail order house. If your 
advertising is built to develop interest and create de- 
sire it must not fall “short” of either, else a visit 
to your store will be delayed, and forgotten. 


Several pages of mail 


‘ Meer it short. People don’t read long 


are the solid type whose wants are filled with staples 
trademarked and advertised by the manufacturer 
often-times. They are the backbone of a business, 
composed to a great degree of men, for men remember 
the names of the shoes that satisfy them and call for 
them repeatedly by trademarked name. 


Apportioning Newspaper Space 


The first is always in the open market waiting to be 
tempted.. The second must be guarded against the 
influences of competing concerns. They are yours to 
hold. Your advertising must take care of both equal- 
ly, although in slightly different ways. The bulk of 
your advertising should be directed toward those who 
form the bulk of your trade. Still the “floaters” are 
always potential loyal buyers, and business growth 
demands proper consideration of their wants. It re- 
quires careful apportioning of your advertising to 
give each class their due. 


One Idea of an Ad 


The most you can expect of each ad is to convey one 
idea to the reader. If you advertise a corrective shoe 
that’s all you can hope to get the reader to think about 
in one ad. You will cover all the desirable points in 
that shoe, to substantiate all the claims you make for 
its being easy on tired aching feet. If you make 
style your theme in an ad, stick to style, and be sure 
and put in everything you feel will convey the idea 
that that is a stylish shoe. If you make durability your 
point of interest focus all the strength you can muster 
on that point. If you are using price as a reason 

for one buying a shoe then 
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do everything you can to 





order catalogs are devoted saat 





to directions on how to 
order and the satisfaction 
to be derived through shop- 
ping at home. Nothing is 
left to imagination. Too 
few possess sufficient 
imagination to carry them 
over the gap which lies be- 
tween their desire and your 
store. Too often a sale 
goes to the storekeeper 
who happens to be nearest 
when the impulse to buy 
obtains, 


Sorting Out Buyers 


Buyers may be classified 
by buying habits as “float- 
ers” who are attracted at 
the moment through style 
or price appeal. Style is 
usually the bait. And 
steady customers to whom 
some particular quality in 
a pair of shoes bought of 










Street No. 


PU Wear It! 


Looks good—feels good they all say. Most of ’em want 
to keep them on when they leave. A month from now 
they'll be more satisfied than ever, for if there’s such a 
thing nowadays as “improving with age” it’s the leather 
in these oxfords. The finish shows up better with each 
polishing. The tanning fats keep the fiber from harden- 
ing or stretching or cracking. 
as proved by its popularity. 

just enough perforating to make it distinctive. 


Dark Tan or Black with 


Blank Shoe Co. 


get it sold on price without 
laying yourself liable to a 
_ public conviction of your 
having relented of profi- 
teering. 

There are always plenty 
of reasons for holding sales 
at certain times. Some 
folk (those who can afford 
to pay a good price, too) 
make it a point to wait for 
sales in order to get certain 
articles at a reduction, so 
you are bound to please 
some who have the money 
to buy whatever the price 
and you’ve always a chance 
to sell them some regular 
goods once you have them 
in the store. You must be 
careful not to disappoint 
them, however, by raising 
their hopes too high and 
then not being able to fill 
their needs once they are 


The last is a good one 


$7.50 


You’ll want woolen hose 
and a pair of shoe trees 
(it’s a shame the way 
good shoes are mistreated) 
to get ail the satisfaction 
and wear that the manu- 
facturer puts into these 
shoes. 





Town 





you has appealed. They 


m im your store. 
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Making It Short? 


Handling a sale is a ticklish proposition at best. 
Some stores would rather sell their stock to someone 
in another city than to let an unsatisfactory sale cut 
into regular selling periods. However, if you cut 
prices low enough and make no promises as to fit or 
style range you’ll get rid of your shoes and you won’t 
offend anyone. Quick clean-ups are essential. 


Bury Your Old Shoes Before They Bury You 


Rather than drag out a sale throw what’s left after 
a reasonable time into the furnace, or better give them 
away to a charitable organization. If you don’t the 
morale of your sales force will suffer. It sort of gets 
under a salesman’s skin that “here’s a bunch who are 
looking for something for nothing,” and he treats 
shoppers accordingly. Have you ever attended a sale 
yourself, to be told to “take your pick and hurry up 


mind and that advertisement has met all possible 
objections that inertia is overcome. You are ready to 
buy. That’s the job of your advertising. If you are 
not reasonably certain that your ad does this then 
you may be convinced that the ones who read it will 
not be moved to buy. That’s the job of your adver- 
tising. If you are not reasonably certain that your 
ad does this then yeu may be convinced that the ones 
who read itw ill not be moved to buy. “How and 
Why” are two elements without which advertising 
cannot sell. Furthermore, if you’ve left out either of 
the two for “short’s” sake your ads will come perilous- 
ly near to exemplifying Webster’s definition of “short” 
—lacking, not up to the standard. 

While we were looking up “short” we found these: 


When you talk of style say: rat 








about it. There are others here.” Some people have Fresh Energetic Tasty 
a very convenient idea of prices. It’s easily lowered Novel - Brisk Clever ; 
to conform with lower prices, but their idea of service Modern Spirited Rare 4 
and value is fixed. The retailer of shoes is more than Innovation Buoyant Exquisite 
a distributor. Shoes must be sold, and there is good Unique Bright Matchless 
will to be reckoned with in such a highly specialized . Select Airy Stately 
business that can’t be bought with “sales.” Choice Sprightly Splendid 

A sale should be run at fever-heat always. The Vigorous Merry Radiant 
moment interest begins to flag it should be stopped. 
The start should really be a climax arrived at When you talk of color say: 
through good use of a mailing list and newspaper Brilliant Fine Showy { 
space announcing the day on which the sale starts. Sparkling Quiet Modest 
Your mailings will allow old customers to come in and Shining Tasteful Refined 
get the pick of bargains. Your newspaper space will Delicate Harmonious Springlike 
get new customers attracted through exceptional Luxurious Crisp Velvet 
values. Pleasing Vivacious Sh y 

“Make-a-Friend Sale,” “Clean Shelves,” “The Shoes Lovely Lively — 
Haven’t .Changed—But Prices Have,” “Everyone Dainty Vivid Intriguing 
Seems Surprised,” “Three Days of Markdowns.” Delightful Striking F leecy | 

Such headings as subjects Gay Rich : 
for sale ads may be followed | yy Mellow Engaging 
by some good reasons for —_ Crystal Soft 
holding a sale. Luster Stunning 

; Clean Shelves— Clear Glisten 
Conviction Is Made Up of is the order of the day at this store. It may seem 
Reasons queer, but the bigger business you do the more 


: : every style carried left on your shelves. 
Claims don’t convince. they woul have stayed 
dust until they became too old to do anyone any good. 


When a person is ready to 
buy a suit of clothes or a 
pair of shoes they are very 
likely to scan carefully every- 
thing you say about your 
goods. If you leave nothing 
to doubt in your advertising 


in Style. 


likely you are to have a few choice morsels in most 
Years ago 


Today Prices Are Reduced 
Every Shoe Is Sold While It Is Still 


You get the benefit of improved merchandising 
methods, for without such a clean-up our money 
would gradually accumulate as stock on the shelves. 
Our ability to provide you with the 


it will be hard to stop one 
from buying of you. If you 
are going to buy something 
there are certain questions 
which will arise in your mind 
automatically as to the qual- 
ity you desire, the kind you 
prefer, and the price you 
ought to be able to buy a 
thing for. Nothing is de- 
cided, those questions haven’t 
even crystallized but if your 
attention is caught by an ad- 
vertisement of the article in 


the best possible prices would be impaired. 
You Save at Least One-Third on All 
Shoes Purchased During Sale Begin- 
ning 
Monday 


Putting aside the matter of your co-operation which 
enables us to be of utmost service to you, we know 
these reductions are going to tempt you. We've 
lowered prices enough to warrant your coming and 
buying. . 


Blank Shoe Store 


Street Town 








When you talk of comfort 


the shelves gathering say: 

Soothing Cushiony 
Delightful Pliable | 
Ease Pliant 
Yielding Limber 
Gentle Glove-like 

goods at Tender Elastic 
Smooth Restful 
Support Resilient 
Willowy Protective 
Downy Thistle-down 
Feathery ~~ Cool 
Sleek Gratifying 


The suggestive value of the 
right words cannot. be em- 
phasized too strongly. Their 
job in your ad is to. create 
desire by stimulating the 
imagination. 
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They Make Direct Advertising 
Work Over Time 


Novel Methods Are Employed by the Eldredge-Reynolds 
Company of Omaha in Building Up Lists 
of Prospects 


BY FRANK H. WILLIAMS 


with very good results in increasing their 
business while others do not make any use at 
all of this form of advertising. 

The fact that such a large number of shoe stores do 
not make use of direct mail advertising seems odd 
in view of the fact that a big percentage of dry goods 
stores, department stores and women’s specialty shops 
—which are really a similar line of retail business to 
that of selling shoes—do use this form of advertising 
with very good effect. Some of the ways in which 
department stores use direct mail advertising could 
also be successfully utilized by shoe stores with equally 
great success. And, since this is the case, let us look 
at some of the ways in which a particularly successful 
department store uses direct mail advertising with the 
thought that shoe stores might gain splendid ideas 


GS wits shoe stores use direct mail advertising 


dredge concern. The space in this circular which was 
occupied by the announcements of these other stores 
was paid for by these other stores. Forty-three thou- 
sand of these circulars were mailed to a shopping 
radius of fifty miles in which there is a population of 
800,000. A special sale on shoes by the Eldredge store 
was included in the announcement. Of course, it goes 
without saying that these circulars brought splendid 
results. 

But while the co-operative feature of the circulars 
is a novelty, the biggest novelty in the way the 
Eldredge store made use of this direct mail advertis- 
ing was by including material in the circular regard- 
ing the attractions current in Omaha at the time the 
sale was on. For instance, the store told about the 
shows at the local theaters during the sale week and 
also featured announcements of the Gypsy Smith re- 
vival meetings and the Aero congress. In other words 











from this source for their 
own businesses. 


Working a 50-Mile Radius 


For instance, let us con- 
sider some of the unique and 
effective ways in which the 
Eldredge-Reynolds company, 
of Omaha, one of the leading 
department stores of. that 
city, uses direct mail adver- 
tising with particularly 
good results. 

This store is located in the 
Paxton building. It does not 
occupy all the ground floor 
space in the building, other 
stores on this ground floor 
being a music company, a 
candy shop and a sporting 
goods house. Recently when 
the Eldredge-Reynolds store 
decided to put on a special 
Eclipse Sale it was figured 
by the management that it 
would be a good stunt to en- 
list the co-operation of these 
other stores in putting on 
some special direct mail ad- 
vertising for the event. So 
these other stores were in- 
duced to put on special sales 
at the same time as the big 
store and their sales were 
featured in a four-page cir- 
cular gotten out by the El- 





Alluring Bait for the Man 


Lifting the burden from the shoulders of the 
tired business man might well be the name 
applied to a direct by mail stunt used just 
before Christmas by the C. F. Hovey Company 
of Boston. To a list composed of men having 
charge accounts they sent the following letter 
which speaks for itself: ; 

We would like to be of assistance to you and 
all executives who observe the pleasant cus- 
tom of personally and individually remember- 
ing employees at Christmas. 

_ Whether you are one of those who believe 
in are early,” or even if you are a last 
minute shopper, we want to offer you our per- 
sonal service. 

Now then 

If you are too busy to “shop,” a phone call 

to Beach 3460 (ask for Ann Barr) will 

bring a Hovey representative from the 

Men’s Shop with sample ties for your se- 

lection, or anything a man likes. 
Or 

Ann Barr will send a feminine represen- 

tative to you with suggestions for gifts 

for women or misses whom you may wish 
to remember. 

If you are coming in yoursélf to shop, look 
for any of “the girls with the white carna- 
tions.” They are at your service for sugges- 
tions, and willgladly assist you in making 
selections, if desired. 

We would especially like to have you visit 
the Hovey Men’s Shop, which occupies a sepa- 
rate section of the store, with its own entrance 
on Summer Street. 

It will be a particular pleasure to serve you. 











these circulars were really 
newspapers in a sense be- 
cause they contained news 
of all the ground floor stores 
in the Paxton building and 
also contained news of cur- 
rent Omaha attractions. Is 
it any wonder under these 
circumstances that the cir- 
culars were so successful in 
drawing people to the store? 


Retail Salesmen Send Cards 


Here’s another interesting 
way in which this store 
makes use of direct mail ad- 
vertising: 

At Christmas time each 
year the store makes a list 
of all insurance companies, 
orinting companies and other 
organizations from which 
the store purchases supplies 
and sends each of these con- 
cerns a circular letter urging 
them to patronize the store 
at Christmas and to make 
their Christmas gifts to em- 
ployees take the form of 
merchandise certificates good 
for shoes and other articles 
at the store. This stunt in- 
variably pulls a lot of busi- 
ness to the store. 

During a recent sale this 
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store had a quantity of post cards printed in script 
and distributed among the sales force who addressed 
them to their friends and then signed their own names. 
The copy on these cards read as if the sales person 
had been in the receiving room and had overheard 
plans for a big sale and was passing the tip to her 
particular customer. The results attained by this 
card were very worth while and the stunt will be re- 
peated by the store some time. 


Mail Boxes As List Sources 

Another unique direct mail stunt which was used 
by this store was in going around to the various apart- 
ment houses of the city and securing the names of 
residents of these apartment houses from the mail 
boxes in the entrances of the buildings and then send- 
ing circulars and letters to these people which were 
particularly applicable to “Cliff Dwellers.” Some very 
satisfactory results were secured in this manner. 
Surely this stunt could be used by shoe stores with 
good effect in selling house slippers in the winter time 
because, owing to the steam heat in apartment houses, 
the dwellers in these houses can wear house slippers in 
the winter time where residents in less warm homes 
cannot do so. 

During one sale held in the children’s wear depart- 
ment of the store a post card was sent to mothers 
which had, apparently, been written by a child who 
was eager to tell its mother all about the wonderful 
values in children’s shoes and other children’s articles 
at the Eldredge-Reynolds store. This card brought 
a large number of mothers to the children’s wear 
department and resulted in the store doing a very 
good business. 


Chair Pads for Business Women 


Here, too, is the way the store secured a splendid 
mailing list of business women. The store purchased 
a large quantity of brown felt by the yard and had 
a factory cutter come into the store and cut up a large 
number of chair pads. Then the store printed up 
some blotters telling about the pads and offering to 
give a pad free to every business woman who would 
come to the store and give her name and address and 
business address. These blotters were then distributed 
around to the various offices in the downtown district. 
A very large number of women responded and regis- 
tered in order to get one of the pads. And in this 
way the store got its mailing list of business women. 

But after getting this mailing list in this manner 
the store was not content to let things go without 
getting even greater benefits from the list than would 
be secured by circularizing the list as a whole. So the 
names on the list were separated into lists of business 
women employed in various office buildings. In this 
way the store had a list of business women working 
in some certain building, a list of business women 
working in some other certain building and so on. 
Once these lists had been made up the store sent out 
direct mail advertising to all the business women in 
some one particular building offering a “Neighbor- 
hood Special” of business shoes or some other article 
to the women in that one building only for a certain 
day. Following this, other buildings were circularized 
in the same manner. This stunt has been repeated 
several times. 

At one time the store solicited all the professional 
men of the city on a sale of shoes. A very clever card 
was gotten out which looked just like the appointment 
cards used in a doctor’s office. The card’ then made 
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an appointment with the recipient to view the best 
values in professional men’s shoes in the city at the 
Eldredge-Reynolds store. This brought in a lot of 
trade. 





Wool Hosiery Demand 
Will Continue 


F. D. Crawford, hosiery buyer for Carson, Pirie, 
Scott, Wholesalers of Chicago, Ill., returned February 
3 from a two months’ trip to England and the Con- 
tinent. 

For many years Mr. Crawford has kept in the closest 
touch with foreign manufacturers, and no one is better 
posted to-day than he on conditions in the hosiery 
mills abroad. Mr. Crawford found that the Germans 
are not in a position to deliver goods before summer. 
The French of course, he says, are the stylists, the 
creators in hosiery as well as in other branches of 
dress. The French woman is still partial to the sheer 
stocking of the lighter shades of grey and beige, which 
she wears on all occasions with the black patent, or 
satin slipper, black dress and hat. This custom has 
grown so dear to the French woman’s heart that many 
attempts to change it have failed. There was quite 
an effort to introduce red as a leading shade for 
spring, and it was hoped that this could be followed 
up by a shade of blue. These efforts met with indif- 
ferent success. 


Half Your Stock Should Be Black 

There is nothing particularly new in hosiery styles 
in France. Lace clocks are good—also a stocking 
which Mr. Crawford referred to as “thick and thin.” 
That is a stocking characterized by thick and thin 
stripes of varying widths. 

There is evidently a firm conviction existing abroad 
that wools will have a greater demand than ever 
before. They will be particularly good in the spat 
shades, that is varying shades of grey and beige, 
although there are many attractive color combinations 
to be seen also. 

It will be a safe bet to have at least 50 per cent 
of your stock black. 


(Continued from page 55) ; 
The offer may be made in such a way as to attract 
more attention to the hosiery department and event- 
ually increase its sales. A single line may be of- 
fered at about cost price to all purchasers of shoes 
during the week. This should be made to appear as 
an offer worth taking advantage of. For instance, 
a $1.50 hose may be offered for $1.09, or a special 
price of a dollar may be made of a line that ordinar- 


‘ily. sells for much more. 


It is also possible to induce women to purchase 
during this week by offering some kind of a souvenir 
or gift. It is altogether likely that a special price 
could be secured from some local candy manufac- 
turer, or from a local dealer. Candy of good quality 
is now being sold at slightly more than half-a-dollar 
a pound box. The merchant can afford to pay fifty 
cents a pair to secure the sale of a goodly number 
of pairs of his novelty lines. The announcement of 
a pound box of candy to every purchaser of shoes 
above a certain price, and a half-pound box to those 
purchasing at a lower price “for Women’s Week only” 
will not appear out of place, and it is sure to create 
business worth while. 
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Total Sales and Overhead 


NE of the hardest problems facing retail 
() merchants the country over and one which 

is giving the men of this industry the 
hardest tussels of their life is to maintain a proper 
relationship and a safe balance between volume 
of sales and operating expenses. 

If a parallel could be maintained on both the 
rise and decline in prices of merchandise and the 
various items comprising overhead expenses the 
problem would be comparatively easy to solve. 
Such, however, is impossible. Merchandise fluc- 
tuates in price so rapidly, the rise and fall in 
prices is so acute that it is impossible to keep rent, 
freight, salaries and other items of overhead run- 
ning on the same parallel. 

There are a number of items of overhead over 
which the merchant has practically no control. 
Rent, taxes and freight rates are principal factors 
in this class. They are charges against the busi- 
ness that must be met and which must be paid out 
of profits and which change with comparative 
slowness. 

Other items of overhead expense that are to a 
great extent subject to the dictation of the mer- 
chant, but in the manipulation of which he must 
exercise keen judgment, tact and diplomacy, are 
insurance, advertising, delivery service, credits 
and, greatest of all, compensation of employees. 

While the merchant has little to say as to in- 
surance rates he has within his hand to determine 
the amount of insurance which he carries on his 
stock, furniture and fixtures. 

It is entirely within his power to regulate the 
advertising budget and spend as much or as little 
as he deems wise and prudent. Within his power 
also lies determination as to whether or not he 
will deliver, free of charge, merchandise bought 
in his store. Whether or not he will extend credit 
and on what basis credits will be extended or 
whether he will do a strictly cash business is also 
a matter over which he has complete control. 


There is always expense entailed in maintaining a 
credit department in addition to any losses that 
may occur from unpaid bills, and it is only a ques- 
tion as to whether or not this expense and the 
losses from bad debts would overbalance the loss 
of profit from sales that could not be made were 
the business conducted on a strictly cash basis. 

One of the biggest individual items of expense 
in a retail business is the compensation paid to 
salespeople and other employees. It is possibly 
within the province of the merchant to dictate ab- 
solutely the wages of his salesmen. No matter 
what price he would stipulate as a salary for sales- 
people somebody would take the job. But, it is not 
a problem to supply help for a store, but it is a 
problem to supply competent help, men and women 
who can intelligently sell merchandise and sell it 
so that it will remain sold. Salespeople who 
through their own personality and through their 
own methods of conduct will. bring new customers 
to the store and who will retain the good will 
and friendship of the people who have been ac- 
customed to come to that particular store. 

With the decline in the price of merchandise 
has also come the necessity of making less profit 
per pair, the necessity has also arisen of selling 
more pairs in order to keep up the total volume 
of business in dollars and cents and to accomplish 
this in a way that will not increase operating ex- 
penses. 

Most of the larger stores have eliminated a 
number of people from their sales force. This 
process of elimination of itself presents a serious 
problem to the average merchant. 

In every shoe store in the country that has been 
established for a number of years are employees 
who have been good and faithful and who have 
reached an age where they are necessarily slow- 
ing up somewhat. The most of these men have 
been with the firm so long that they have practi- 
cally become a part of the institution, even though 

(Continued on page 76) 
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Texas to the Forefront 


chants has demonstrated that Texas is 

large not only in area, but in the desire on 
the part of shoe merchants to find out ways and 
means of better conduct in their business. The first 
meeting of the Annual Convention of the Texas As- 
sociation was a luncheon held at twelve o’clock at 
which over five hundred merchants and shoe travelers 
were present. Mayor E. R. Cockrell not only wel- 
comed the convention but presented a mortgage on 
the city to President Langston and one to the presi- 
dent of the Shoe Travelers Association. “Charles 
Degen of the Pfister and Vogel Leather Company ex- 
plained somewhat in detail the process of tannage of 
both sole leather and upper leather. He then took 
up the present status of the leather market reviewing 
the immense shrinkage in values and the consequent 
loss which tanners had taken and stated that in his 
opinion leather prices are on a firm and sound basis. 
Consumption of leather is only about sixty to seventy- 
five per cent of normal and tanners are regulating 
their production on this basis. In discussing the topic 
why hides are low in the country and high in the 
shoes he explained as a reason that the excessive cost 
of transportation, high taxes and high labor costs are 
largely responsible and that lower prices could not 
be expected until these things were adjusted. In his 
opinion, what the laboring man and, in fact, what all 
classes of people need is not higher wages but more 
work, which will automatically produce larger output, 
larger consumption and more business. Tannery 
wages are approximately 125 per cent above pre-war 
prices although there has been a reduction from peak 
wage prices of about 25 per cent. The first regular 
session of the convention was called at three o’clock. 
President Langston in his annual address pointed out 
the necessity of a better price for farm products and 
a closer parallel between those products and manufac- 
tured products as a necessity in getting business back 
on a normal basis. He recommended, first, that mer- 
chants should sell their wares on the closest possible 
basis commensurate with good business practice, that 
they should buy in markets where labor adjustments 
have been made that are favorable alike to manu- 
facturers and workmen and that they render an honest 
day’s work for an honest day’s pay. W. E. Buckley 
of Houston, in discussing the benefits of membership 
in the Texas Association said, “To solve trade prob- 
lems, determine styles, get a line on business condi- 
tions and obtain the best information on the internal 
problems of stores’ trade associations is an absolute 
necessity and without them a merchant would be like 
a ship without a rudder. The Texas Association, 
through its transportation, legislative, style, arbitra- 
tion and other committees, has been of inestimable 
benefit to Texas merchants and the cost is infinitesima! 
in proportion to the benefits received. There are in 
Texas eighteen hundred retail concerns selling shoes 
who are available as members of the association.” At 
the close of Mr. Buckley’s address it was determined to 
put on a state wide drive for membership. H. W. 
Longmore of Denison acted as chairman of the open 
forum session, 
The first topic discussed was, “How Far Ahead 


Oe: Texas Association of Retail Shoe Mer- 


Can Orders Be Successfully Placed on Women’s 
Shoes?” Mr. Longmore divided merchandise into two 
classes: staples and novelties. As staples he classified 
shoes that were reasonably safe over a six-month 
period; as novelties he classified shoes that are bought 
right now to be sold with snap and pep immediately 
on their receipt and not to be duplicated. In his 
opinion it is safe to buy from March to May 40 to 
50 per cent of shoes to be delivered from July to 
September, buying from May 15 to July 15, to be 
confined largely to shipments within six weeks after 
orders are placed. From October 1 to 15 samples 
should be ordered and orders placed for short heels 
during the holiday season. It is important that the 
buyer keep the holiday season. It is important that 
the buyer keep in constant touch with customers. 
Stock records are a good buy but the sentiment and 
attitude of the public is the best guide. R. M. Logan 
of Fort Worth thought novelties could not be safely 
bought more than six to eight weeks in advance. 
C. H. Mueller finds it difficult to get orders through 
in less than eight to ten weeks on real high grade 
shoes and recommended buying carefully and often. 
H. C. Scoggins says shoe business has reached the 
point where the only staple articles are boudoir slip- 
pers and babies’ soft soled shoes. He said work with 
your manufacturers, listen to the advice of the style 
makers in those factories, buy lower grades, not in 
exactly the same pattern, but similar patterns. L. 
F. Tuffly said the greatest need was first to sell the 
styles you buy to yourself and then sell them to your 
sales people—make them the style. In his opinion the 
average merchant had reached the point where he 
was too timid—he lacked confidence in himself and 
in his sales people. L. M. Bridges of Taylor expressed 
the same thought and added, “If you throw a little 
Joe try your darndest to throw another little Joe before 
you roll a seven.” The sentiment of the convention 
was that buying should be done carefully, that a mer- 
chant should have confidence in what he buys and 
thoroughly sell the style purchased to the sales people 
in his store. The second question was, “Is It Advis- 
able to Bring Women’s Boots Back?” Opinion was 
divided on this question. Several merchants argued 
in favor of bringing them back in order to create a 
division of seasons so that the appetite of the con- 
sumers would be whetted for something new and 
something different. H. C. Scoggins was of the 
opinion that if boots again became the vogue that 
less pairs would be sold because boots keep their shape 
better and last longer than low shoes and a certain 
element of style would depart from the industry and 
it would be difficult to keep up the volume of pairs. 

Another loss of sales would occur in the hosiery 
department because hosiery is not so important a 
factor im the boots as it is when low cuts are worn. 
It was agreed that it would be poor business policy 
to keep the boots now in stock anticipating a revival 
of boots business because if boots did return to stock 
the type and character of the new boots would be 
different from those now on the shelves. It was the 
general impression that boots would not again be 
popular until skirts were lengthened so that the pre- 
vailing style would not be more than six inches from 
the ground. 
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What Do You Know About Leather ? 


The Principal Product of the Shoe Industry 
Is Little Understood 


best-known shoe stores in the West wrote 

the RECORDER for some information about 
leather. He explained that he was selected to 
prepare a paper on the topic of “Shoe Leathers” to 
be read at the monthly meeting of the. salesforce. 

In his letter he asked fourteen questions. Here 
are a few of them: “What is Elk Skin? Is it really 
made from the skin of an elk? How is it tanned? 

Is Mule Skin leather used from the hide of a mule? 

Is Seal Grain made from the skin of a seal? 

Is Walrus leather made in bags and suit cases 
made from the hide of the walrus? 

What is Veal? Kip? Cordovan? Buckskin? How 
are they tanned? 

Is there any difference between Side Leather and 
Split Leather? 

Is all chrome tanned leather used for harness or 
is some of it used for shoes? 

Almost every day a shoe salesman is asked to 
answer a lot of just such questions as these. How 
many of them can you answer correctly? 

Put the list up to the salespeople in your store 
and tabulate the answers. The public expect in- 
telligent service as much as excessive service. 

It is generally conceded that a thorough knowl- 
edge of the product is one of the first essentials to 
successful salesmanship. Surely a man who does 
not himself know his product is in a hard way when 
it comes to explaining it or intelligently expounding 
its virtues to a prospective customer. 

Leather is the most used product in the shoe in- 
dustry and yet very few people who are selling 
shoes on the floor are acquainted with the various 
processes of tanning or converting hides and skins 
into the leather. 

Contact with salespeople in many stores dis- 
closes the fact that few salespeople have even a 
reasonable knowledge of the source of the various 
kinds of leather which they are daily passing out 
to customers. 

True it is that they all know leather is made from 
the hides and skins of animals; but the particular kind 
of an animal from .the hide of which a certain piece of 
leather has been produced is not generally known. 

Within the past decade wonderful strides have 
been made in the process of tanning and finishing of 
leathers, and even the best posted shoe buyers are 
often puzzled to determine the source of some of the 
newer leathers that are now on the market. 

The great majority of shoe salesmen have not 
taken the trouble to try to educate themselves on 
leather production. Others who would be glad to 
acquire more knowledge have not known where to 
go for the information. 

The RECORDER took up the question with a number 
of prominent tanners of upper leathers because we 
believe a pretty thorough knowledge of leather is 
necessary in getting more shoes sold right. 


S est months ago a salesman in one of the 


Undoubtedly shoes would be more intelligently 
sold and there would be fewer kicks and complaints 
if salespeople knew more about the natural fibers of 
the raw skins and the changes that take place in the 
process of transforming the raw material into the 
finished product. If they were better acquainted with 
the service and wear that might reasonably be ex- 
pected from a certain kind or weight of upper or sole 
leather. 

We asked these tanners if they would welcome 
merchants and salespeople into their respective 
plants and if they would be willing to explain the 
various steps through which a skin passes from the 
time it enters the tannery until it passes out as fin- 
ished leather—from beam house to finishing room. 

The response was hearty and the spirit shown by 
the tanners indicates very clearly that the members 
of the tanning industry are willing to go the limit for 
the betterment of the shoe industry as a whole through 
co-operation and the exchange of ideas. 

Several of the tanners expressed the thought that 
they were anxious to have this opportunity of get- 
ting the merchant’s viewpoint as to colors, finishes 
and weights of leathers and also the ideas of mer- 
chants and salespeople as to the mental attitude of 
the consuming public. 

The tanners are of the opinion that if merchants 
and salespeople had first-hand information about 
the intricate and expensive processes through which 
hides and skins pass on their route from beam house 
to finishing room, they would be better fortified in ex- 
plaining the spread that exists between raw country 
hides and finished footwear. 

The tanners have one request to make. Few of 
them are equipped with ushers to conduct parties 
through the works. They suggest, therefore, that 
merchants or salespeople notify the tannery in ad- 
vance of their visit so somebody will be available to 
conduct them through the plants. 

The following tanneries have authorized the RE- 
CORDER to extend an invitation to the merchants and 
salespeople to visit their respective plants: 

The Forsythe Leather Company, Wauwatosa, Wis. 

Castle Kid Company, 1516 Broadway, Camden, 
N. J. 

The Standard Kid Company, 207 South Street, Bos- 
ton, Mass. 

William Amer Company, Third and Willow streets, 
Philadelphia, Pa. 

Thayer Foss Company, 15 South Street, Boston, 
Mass. 

The M. Strauss & Sons Corp., 470 Frelinghausen 
Avenue, Newark, N. J. 

Delmarvia Leather Company, Wilmington, Del. 

Henwood & Nowak, 95 South Street, Boston, Mass. 

Roden Leather Company, Grand Rapids, Mich. 

Sawyer Tanning Company, Napa, Cal. 

Anchor Leather Company, 1001 West Division 
Street, Chicago, Il. ' 

Day-Gormeley Leather Company, 195 South Street, 
Boston, Mass. 
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Ohio Valley Association Convention 
to Be a Hummer 


Biggest Attendance in its History Anticipated 


first states to recognize the importance of 

co-operation through association, Ohio has 
steadily forged to the front and has attained an 
unusually conspicuous place in the administration of 
the affairs of the National Shoe Retailers’ Associa- 
tion. 

James P. Orr of Cincinnati, Ohio, is succeeded by 
C. K. Chisholm of Cleveland, Ohio, as president of 
the N. S. R. A. Since Cleveland is to be host to the 
1922 convention of the Ohio Valley Retail Shoe 
Merchants’ Association, it is only natural that the 
merchants of this city should take off their coats and 
work with all the vim and vigor in them to produce 
a convention that in point of interest and informa- 
ton will rival any national convention ever staged. 

At the initial meeting of Cleveland merchants on 
Jan. 25 to make arrangements for the convention fifty- 
eight merchants were in attendance. Every few days 
since that there have been committee meetings and 
general meetings and the enthusiasm is constantly 
growing. 


LL eyes turn to Ohio this year. One of the 


Local Committees 

Cleveland men who will have charge of entertain- 
ment and other features of the convention which are 
more or less local are as follows: 

H. M. Chisholm, general chairman of convention 
committees. 

Entertainment Committee—Harry Dean, chairman, 
assisted by Ed Aymar. 
Reception Committee—A. LaRose, chairman. 


Hotel Committee—Charles Petot, chairman. 

Publicity Committee—Fred Roth, chairman. 

Finance Committee—George Greber, chairman, as- 
sisted by George Gerline. 

Ladies’ Committee—Tom Wilkinson. 

Badges—Mr. Benger, assisted by Mr. Stellar. 

Program Committee—E. A. Clark. 

The convention will be held at the Winton Hotel, 
one of the largest and most modern hotels in the 
country. On Monday afternoon the ladies will be en- 
tertained by a shopping tour in charge of a profes- 
sional hostess. Receptions and card parties will pro- 
vide further entertainment for the lady guests. Mon- 
day evening will be a smoker at the Empire Theater. 
The whole house has been reserved for this occasion, 
and the mayor of Cleveland will be prominent among 
the guests. 

On Tuesday night will be a dinner dance at the 
Winton for all merchants and women attending the 
convention. 

The merchants, traveling men and wholesalers of 
Cleveland are providing all of the entertainment fea- 
tures, and the only expense other than railroad fare 
and hotel bills that need be incurred by visitors is a 
$5 registration fee for merchants. 

Pennsylvania Merchants Invited 

The officials of the Ohio Association, recognizing 
the national importance of their meeting, are extend- 
ing an invitation to merchants in Pennsylvania, Ken- 
tucky, Indiana, Michigan and all other States to at- 
tend their convention at Cleveland, March 6, 7 and 8. 

It is to be understood that the Ohio merchants have 
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no desire to interfere with any other association in 
any way, but the central location of Cleveland makes 
it an available point for merchants of surrounding 
States to reach. This is especially true of merchants 
in western Pennsylvania. Merchants who do not be- 
long to the Ohio Association will attend this conven- 
tion on the same basis and have all the privileges of 
the members of the Ohio Valley Association excepting 
the right to vote. 

The officers of the Ohio Association are all men of 
national reputation in the shoe industry. John J. 
Baird. of Columbus, Ohio, the president, is the newly 
elected secretary and treasurer of the national asso- 
ciation; Seaton Alexander of Wheeling W. Va., the 
first vice-president, is a director of the N. S. R. A., 
while E. A. Clark of Cleveland, Ohio, the third vice- 
president, is chairman of the National Style Commit- 
tee, and Henry F. Hagemann of Columbus, Ohio, is 
the head of the National Insurance Committee. C. 
Klingensmith, second vice-president, of Youngstown, 
and Lewis M. Wright, treasurer, of Springfield, are 
both nationally known shoe merchants. 


The Program 


The program of business sessions has not been 
fully worked out, but with all the talent of which 
Ohio is possessed, it goes without saying that this 
part of the convention will be exceedingly profitable 
to every merchant in the country. A goodly portion 
of the time will be devoted to open forum discussions 
which will take up the style question, general busi- 
ness conditions, buying problems, help problems and 
the various other topics with which the merchant has 
to do in the conduct of his business, and especially 
those that are causing him anxiety and worriment at 
the present time. 


An Unusual Program for an 
Unusual Convention 


The directors of the Ohio Valley Association realize 
that their membership is facing problems in the con- 
duct of business which are due, and which must be 
met with the best information possible if shoe mer- 
chants of Ohio and other States covered by this asso- 
ciation are to prosper. 

The program for the convention to be held at the 
Winton Hotel, March 6, 7 and 8, has been arranged 
with this thought in view. It is to be a merchants’ 
convention pure and simple, a heart-to-heart get- 
together stripped of all red tape and formality. Every 


merchant will have an opportunity to say what he | 


thinks on any problem that he is facing. He can ask 
questions, and in turn is expected to answer questions 
of others from his own experience and observation. 
Prominent Speakers on Program 
Hon. Newton D. Baker, former Secretary of War. 


- will be one of the prominent speakers on the program. 


Mayor Fred Kohler, who as police commissioner of 
the city of Cleveland a few years ago, won national 
prominence through his campaign of cleaning up the 
city, will welcome the convention to the city. 

Henry Green, secretary of the Better Business Bu- 
reau of Cleveland, who has done wonders in promoting 
truth in advertising in the city of Cleveland, is a 
speaker well worth while and his ideas on advertising 
are being used the country over. 
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Shoe Displays 


There will be no regular style show at the Ohio 
Convention, but 115 manufacturers have already made 
reservations for rooms at the Winton Hotel, in which 
they will display their lines, and applications for 
rooms are being received in bunches. In all proba- 
bilities the list of displays will total 150 before the 
convention opens. Among these are some of the high- 
est grade lines in the country and also some of the 
cheapest. 

In fact, every grade of merchandise can be found 
in the display rooms of the Winton Hotel during the 
Ohio Convention. 

The committee having in charge this part of the ar- 
rangements recognized the educational value of dis- 
plays, and consequently are making it easy for manu- 
facturers. to show their lines to the seven or eight 
hundred merchants who will attend the convention. 

Charles E. Petot, 1900 Euclid Avenue, is chairman 
of this committee. Petot says tell the traveling men 
and manufacturers that rooms are $10 a day, includ- 
ing tables and covers, and they can sleep in the room 
if they want to. Reservations begin Sunday, Feb. 5. 


No Expense to Merchants 


The dues in the Ohio Valley Association are $5 a 
year. This fee is collected from the merchants as 
they register. It is not a registration fee but pays 
the dues for a year in advance. 

At the time of registration merchants will be given 
coupons which will admit him and ladies accompany- 
ing him to the entertainments and social functions te 
be held during the convention. He will be given a 
badge, which will be his ticket of admission to the 
‘convention session. 


Ohio Valley Retail Shoe Dealers’ Association 
Program 


Sunday, March 5: 
$3 Advance Registration. 
Meeting of Directors. 
Monday, March 6: 
9:00 a. m.—Registration, Winton Hotel. 
10:00 a. m.—Directors’ Meeting. 
Inspection of Displays. 
Question Box at Registration Desk— 
Fill it. . 
Formal opening of Convention. 
1:30 Sharp. 
Call to order by President J. J. Baird. 
Singing, “Star-Spangled Banner.” 
Invocation by Dean White, Trinity Cathedral. 
Official Welcome by Mayor Fred Kohler. 
Greetings by C. K. Chisholm, President, N. S. R. A. 
President’s Message—J. J. Baird. 
Reading of Minutes and Reports of Officers. 
Appointment of Committees, Nominating, Reso- 
lutions ‘and Auditing. 
Report of Delegate to N. S. R. A. Convention, by 
H. D. Zavitz: 
2:30 
OPEN FORUM—Your Meeting. 

Shoe Styles for Immediate Use and Early Fall 
—Women’s Men’s, Misses’ and Children’s. So you 
will know what to buy Tuesday and Wednesday. 
Chairman, C. C. Bane, Stone Shoe Co., Cleveland, 
assisted by Sam Wilkinson, Cleveland; N. E. Net- 
ter, Toledo; J. C. Shaffer, Dayton; J. W. Wise, 
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Akron; C. B. Hall, Youngstown; Chas. Voller, 
Cincinnati; H. M. Horton, Canton; V. C. Wene, 
Columbus; L. J. Bergman, Columbus; Harry 
Schultz, Louisville, Ky.; R. B. Nay, Wheeling, W. 
Va.; Ross Seale, Huntington, W. Va.; C. E. Petot. 
Cleveland; Harvey Geist, Zanesville; John D. 
Price, Charleston, W. Va.; Austin P. Herman, 
Chillicothe; Stewart Allen, Lorain; Mrs. Hilda F. 
Ball, Parkersburg, W. Va.; H. C. Volrath, Cincin- 
nati; C. L. Nisely, Springfield; A. A. Lazarus, 
Springfield; Joseph Coppe, Alliance; Percy Neu- 
brand, Berea; Ed Neal, Warren; Ed Parker, Mt. 
Vernon; C. C. Long, Marion; Arthur Rose, Cleve- 
land; John F. Rosino, Sandusky; I. S. Weil, 
Youngstown; M. C. Peterson, Toledo; George J. 
Bunn, Salem; Paul W. Crawford, Lima; H. R. 
Rodgers, Chicago. Traveling Salesmen and Manu- 
facturers are invited to participate in this dis- 
cussion. 

Note. — Exchange your Coupons for Theater 
Tickets. Extra Stag Theater Tickets, 85 cents. 
Extra Ladies’ Theater Tickets, $1.10. 


MONDAY NIGHT ENTERTAINMENT 
8:00 
STAG THEATER PARTY. 
2:30: 

Ladies’ Entertainment. Reception and Tea, Mez- 
zanine Room, Winton. Mrs. Haden Johnson, 
Hostess. 

7:00 
Theater Party. Meet at Mezzanine Room. 
TUESDAY, MARCH 7 
9:00 
Registration and Review of Display Exhibits. 
1:30 

Singing—Community Songs. 

Address by George M. Spangler, Secretary, Com- 
missioner, N. S. R. A. 

What Association Membership Means to You, by 
Henry Hagemann, Secretary, O. V. R. S. D. A. 


2:00 
Address by Hon. Newton D. Baker, Ex-Secretary 
of War. 
OPEN FORUM—Your Meeting. 
2:45 wre 


Turnover—How to Figure It and How to Get It. 
Chairman, Chas. E. Petot. Discussion opened by 
Dean Melvin Copeland, Harvard Bureau of Busi- 
ness Research, assisted by the following: Gilbert 
Marsh, Akron; David Petty, Pittsburgh, Pa.; Ed 
Aymar, Cleveland; George Dimmel, South Bend, 
Ind.; Carl Stickney, Athens; Eben S. Baird, Co- 
lumbus; L. J. Bamberger, Columbus; Chas. Cor- 
win, Columbus; Dick Mahanna, Columbus; P. J. 


Mayer, Dayton; Leo Schott, Cincinnati; Benton 
H. Orr, Cincinnati; John D. Rabb, Toledo; J. W. 
Smith, Youngstown; E. A. Clark, Cleveland; Mary 
L. Roberts, Columbus; Seaton Alexander, Wheel- 
ing, W. Va.; H. A. Hoskins, Cleveland; George 
Dohrman, Cincinnati; Walter Hoskins, Toledo; 
E. L. Volkmor, Cleveland; Windsor Cone, Dela- 
ware; Chas. Seidenfeld, Murray; Clarence Fra- 
zier, Xenia; Chester Allen, Bellefontaine; J. B. 
Kirkpatrick, Shelby; Chas. R. Johnson, Hamilton; 
Frank J. Baker, Portsmouth; H. H. Barkley, 
Maysville, Ky.; J. C. Hero, Louisville, Ky.; J. J. 
Henry, Huntington, W. Va. Opening of Question 
Box. What is your Biggest Problem? 
1:30 
Ladies’ Entertainment. Shopping Tour, Mrs. 
Johnson, Hostess. 


TUESDAY NIGHT 
7:30 
Dinner Dance and Entertainment (informal). 
Rainbow Room, Hotel Winton. Extra tickets 
to Dinner Dance, $5. 


WEDNESDAY MORNING, MARCH 8 
9:00—Buying by Merchants. 
1:00—OPEN FORUM— 

Subject: Special Sales— Uses and Abuses of 
Competitive Prices in Advertising, by Mr. 
Henry Green, Secretary of the Better Busi- 
ness Bureau. (a) How to Maintain Proper 
Balance Between Total Sales and Overhead, 
by E. C. Logan, leader. (b) Buying Prob- 
lems. Disposal of undesirable merchandise. 

Assisted by E. D. Gilbert, Wheeling, W. Va.; C. 

B. Klingensmith, Youngstown; Ed Hangerman, 

Dayton; H. M. Chisholm, Cleveland; R. T. Graff, 

Delaware; Oscar Hermann, Chillicothe; B. F. An- 

drews, Akron; W. A. Smth, Bucyrus; C. H. Tay- 

lor, Zanesville; M. J. Bender, Cleveland; A. L. 

Zwierlein, Cleveland. 

3:00 
Report of Committees— 
Resolutions. , 
Auditing. 
Nominating. 

Election of Officers. 

Introduction of New President. 

New Business. 

Good of the Association. 

Adjournment. 

Don’t forget our 1922 slogan— 


HELP ONE ANOTHER. 
New directors’ meeting. 
MEET WITH US AGAIN NEXT YEAR. 











(Continued from page 71) 


they may not own a dollar’s worth of stock of the 
company. Almost without exception men of this 
character have formed acquaintances and friend- 
ships upon which the store has drawn dividends 
throughout the years of service and when it comes 
to reducing the number of employees or lowering 
the wage scale the problem presented by this par- 


ticular class of salespeople is very acute. 

In speaking of this particular problem one of 
the big wholesouled merchants of the Middle West 
says, “Sentiment plays a big part in every rightly 
conducted retail business, and when you take sen- 
timent out of business you take the heart of the 
business with it. So far as our institution is con- 
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cerned these men are going to remain on the pay- 
roll just so long as they continue to give us the 
best there is in them regardless of what that best 
may be. 

“Their earnings must be based upon their worth 
to the firm but not necessarily upon the actual 
volume of business they produce in dollars and 
cents. 

“It is difficult to estimate the value of a man 
like this to your organization. You cannot ac- 
curately judge the number of sales that are being 
made by other people in the store that have cus- 
tomers who have been influenced to come there by 
these old wheel horses.” 
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One of the most valuable assets a store can have 
is the confidence, the goodwill and the moral sup- 
port of the salespeople and the best way to main- 
tain the morals of the sales force is to take them 
into your confidence. Show them the balance 
sheet, show the stock record, make them feel that 
they are a part of the institution and success or 
failure is mutual and will be borne alike by the 
firm and the employees. 

How are you solving the problem of maintain- 
ing a proper balance between gross sales and over- 
head expense in your store? Will you exchange 
ideas with other merchants through this depart- 
ment? E. C. LOGAN. 








MILWAUKEE 


to establish his own factory at Bel- 





Merchants Prepare for Spring Opening 


“Civie Style Week” to Be a Concentrated 
Rush on Spring Merchandising 


ITH typical Wisconsin win- 
W ter weather prevailing for 

the first time this season, 
boot and shoe merchandising has 
received a stimulus affecting the 
heavier lines at the same time that 
novelties and style goods move rather 
slowly, as might be expected at this 
period. There have been several cold 
waves earlier in the winter, but not 
until the last two weeks did the more 
typical conditions set in. As it is, 
snowfall has been far below normal. 


Sales Still in Order 


Local shops are still engaged in rid- 
ding themselves of odds and ends in 
staples as well as style lines in order 
to enter the spring selling season 
with as little “old stuff” on the 
shelves as possible. New lines are 
beginning to come in and the big ef- 
fort now is to make a place for them. 
Sales are being continued with varia- 
tions calculated to overcome any 
lapse of consumer interest. The good 
response to the price appeal indicates 
that the public is still going strong 
as a bargain-hunter. 


Prepare for Spring Opening 


The more definite object of the 
present effort is to be ready to pitch 
in on spring merchandising in concen- 
trated form during the week of 
March 19 to 25, which has been set 
asidé as “Civic Style Week” by mer- 
chants in wearing apparel of all de- 
scriptions. These events have been 
held every spring for the last four 
years and each succeeding year has 
witnessed more and more concerted 


action by retail merchants to reap - 


the obvious advantage of a strong 
well-organized campaign to awaken 
the public to the new spring offer- 
ings for children and men as well as 
women 


Factory Situation Good 


Milwaukee boot and shoe factories 
are maintaining satisfactory schedules, 
although complaint is heard that be- 
cause orders have not been placed 
until late, demands are piling up, 
making prompt deliveries difficult. 
The policy of merchants to buy small 
lots, even if frequently, has placed a 
strain on factories, it is stated, which 
complicates production and delivery 
problems sharply and to the possible 
disadvantage of manufacturers as 
well as merchants. It seems to be 
recognized, however, that existing 
conditions place merchants in a pe- 
culiar position with respect to buy- 
ing in the good old-fashioned way. 


State of Industry Good 


Reports of the Industrial Commis- 
sion of Wisconsin show that at the 
end of December the tanning industry 
of the State employed 7.3 per cent 
more people, and the boot and shoe 
industry 5.4 per cent more than at the 
close of the previous month. A sur- 
prising showing is that the shoe fac- 
tories employed 21.4 per cent more 
people than in July, 1920,- which is 
arbitrarily accepted as the “peak” for 
the sake of comparison with current 
conditions. The tanneries employed 
3.5 per cent less than in July, 1920. 


Dickens Joins Ogden 


Charles A. Dickens, who resigned 
several months ago as secretary and 
sales manager of the Edmonds Shoe 
Co., Milwaukee, has become a member 
of the Ogden Shoe Co., manufacturing 
full grain calfskin dress shoes for 
men. Mr. Dickens has been elected 
vice-president and assumes general 
direction of the sales department. 
Elbert W. Allen, who served as sales 
manager for the Ogden company sev- 
eral years, resigned a short time ago 


gium, Wis., which is known as the 
Allen-Spiegel Shoe Co., and makes 
medium-priced welts for men. Mr. 
Dickens is the new president of the 
Shoe Sales Association of Milwaukee, 
an organization of sales managers of 
local factories. He served as its sec- 
retary for about three years and was 
an important factor in making the 
association slogan, “Quality First— 
All Ways—Milwaukee,” known to the 
trade throughout America and for- 
eign countries. 


Collar Goes to Gimble’s 


Charles E. Collar, for several years 
a buying executive and merchandising 
director to the S. J. Brouwer Shoe 
Co., 322-324 Grand Avenue, Milwau- 
kee, has resigned to accept the posi- 
tion of manager and buyer of the 
boot and shoe section of Gimble Bros.’ 
department store in Milwaukee. He 
succeeds L. D. Roth, who resigned 
February 1 to engage in business 
elsewhere. Mr. Collar is known as 
one of the keenest shoe men in Mil- 
waukee and is well equipped in every 
way to handle the extensive business 
in women’s, men’s and children’s foot- 
wear at Gimble Bros. He is a power 
in the councils of the Milwaukee Re- 
tail Shoe Dealers’ Association. 


Shaw Forms New Concern 

M. T. Shaw, Inc., is the name of a 
new corporation which has_ been 
granted a charter to manufacture 
and deal in shoes, leather, findings, 
etc., at Racine, Wis. The principals 
are M. T. Shaw, who has been for sev- 
eral years general manager of the 
Racine Shoe Mfg. Co., and J. G. 
Ettle and Thomas Nelson. The capi- 
tal consists of 1000 shares of common 
stock without par value. 


Carl Genske Marries 

Something akin to a surprise was 
occasioned in Wisconsin retail circles 
by the announcement that Carl M. 
Genske, a prominent shoe dealer of 
Two Rivers, Wis., and Miss Cora Jo- 
hannes, called the most beautiful girl 
in Two Rivers, were quietly married 
at Waukegan, Il. 








Opens New Store 


H. Goelz, 1043 Third Street, Mil- 
waukee, has opened a new store at 
993 Third Street, occupying one of 
the ground floor shops in a new $50,- 
000 commercial building, 40 x 150 
feet in size and four stories high, 
erected by the Upper Third Street 
Realty Co., of which Mr. Goelz is a 
director. The new block is populated 
by a number of retail merchants who 
have gained prominence in the Upper 
Third Street business community and 
who represent about eight different 
lines of trade. 


Sheboygan Shop Closed 
The Vogue Boot Shop, established 
April 1, 1921, at Sheboygan, Wis., by 
J. G. Ford and R. B. Lorch, has dis- 
continued business and the partners 
are re-engaging in their former busi- 
ness as traveling men for manufac- 
turers. 
Hoppe Store Incorporated 
The A. M. Hoppe & Sons general 
mercantile establishment at Luxem- 
burg, Wis., one of the largest of its 
kind in the state, has been incorpo- 
rated with a capital stock of $60,000 
as the A. M. Hoppe & Sons Co. The 
ownership remains unchanged. A. M. 
Hoppe and his sons, Emil and Wil- 
liam, comprise the board of directors 
and officers. 


Oconto Partnership Dissolved 
Perley Grubb has sold his inter- 
est in the firm of Perley & Grubb, 
dealers in boots, shoes, harness and 
leather goods at Oconto, Wis., to his 
partner, George Schwedler, who will 
continue the business under his own 
name, 
Manitowoc Store Damaged 
A loss of about $3,000 was caused 
by fire of unknown origin in the shoe 
store of Houfek & Lonsdorf on Wash- 
ington Street in Manitowoc, Wis. The 
damage is covered by insurance. Re- 
pairs are under way and new stock 
has been ordered so that. business is 
suffering only small interruption. 


New Tannery Organized 
A charter has been granted to the 
Merrill Globe, Mitten & Tanning Co. 
of Merrill, Wis. The capital stock is 
$15,000 and the incorporators are 
Robert Kurtz, Richard B. Runke and 
H. B. Kurtz, all of Merrill. 
Richardson Makes Change 


J. O. Johnson has disposed of his 
holdings in the Peterson & Johnson 
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Shoe Mfg. Co., 509 Fourth Avenue, 
Milwaukee, to Wililam G. Richardson, 
who succeeds him as general superin- 
tendent. Mr. Richardson was for more 
than ten years connected with the 
United Shoe Machinery Corporation. 

At the annual meeting of the Shoe 
Sales Association of Milwaukee, com- 
posed of the sales managers and as- 
sistant sales managers of practically 
all boot and shoe factories in Milwau- 
kee, Charles A. Dickens was elected 
president. Mr. Dickens served as sec- 
retary for nearly three years from 
the beginning of the organization, re- 
tiring some time ago upon his leaving 
the local field temporarily following 
his resignation as secretary and sales 
manager of the Edmonds Shoe Co. 
He has re-entered the Milwaukee in- 
dustry as vice-president and ditector 
of the sales department of the Ogden 
Shoe Co. 

Charles G. Sharp, sales manager of 
the F. Mayer Boot & Shoe Co., was 
elected vice-president. H. P. Plass, 
advertising manager of the Weyen- 
berg Shoe Mfg. Co., was chosen sec- 
retary. The new treasurer is Frank- 
lin F. Rohn, president of the Rohn 
Shoe Mfg. Co. 

The elevation of Mr. Dickens to the 
presidency is regarded in the nature 
of a recognition of great service ren- 
dered the association as well as the 
Milwaukee boot and shoe industry by 
him as secretary. He was the most 
active worker and to him is attributed 
most of the credit for the excellent 
accomplishments of the association in 
giving the Milwaukee industry a new 
place in the manufacturing trade of 
the United States. The association 
slogan, “Quality First—All Ways— 
Milwaukee” has been “heard ’round 
the world” by reason of its vigorous 
projection by Mr. Dickens and his as- 
sociates in the organization. At pres- 
ent the association is working to ap- 
prise the world that Milwaukee shoe 
factories are endeavoring to reduce 
prices all they can, but will suffer no 
reduction in quality. 

Under the new leadership of Presi- 
dent Dickens, the Shoe Sales Asso- 
ciation is embarking on another con- 
certed campaign to enhance the 
popularity of Milwaukee-made boots 
and shoes, not only throughout the 
North American continent, but in 
Europe, Asia and other foreign coun- 
tries. 





CINCINNATI 


Retailers Buying in Larger Quantities 


Factories Operating at Seventy-five 
Per Cent 


tion that the shoe factories of 
this market are operating with 
their usual regularity; in the ma- 


I’ can be said without exaggera- 


jority of the cases they are produc- 


ing footwear at about 75 per cent of 
their capacity. But in a few instances 


a sufficient volume of business has 
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been booked to necessitate a 100 per 
cent production schedule. While this 
market on the whole did a satisfac- 
tory business at the Chicago con- 
vention, and while the sales forces 
from this center have been booking a 
reasonable amount of orders during 
the past five weeks, it is generally an 
obvious fact that retailers are still 
buying in very small quantities. They 
are replenishing their stocks only for 
their immediate needs. . 


Orders Show Improvement 


However, as the stocks are becom- 
ing cleaned of their odds and ends, 
consisting largely of high shoes, and 
as the pre-Easter shopping days loom 
up on the calendar, retailers are be- 
ginning to direct their attention 
toward covering their needs for 
Easter footwear. The quick deliv- 
eries they are going to expect in 
stylish lines is causing many manu- 
facturers to stock styles they ordinari- 
ly would not consider. 

And only during the past week the 
manufacturers here have noticed a 
decided awakening among merchants 
throughout the country in the form of 
orders which show crystallized deci- 
sions on the questions of styles and 
patterns that will move prior to 
Easter. Black patent leather and 
gray suede combinations in straps 
stand out as the leading sellers. The 
8/8 and 10/8 heels are very popular. 
All patent leather oxfords, as well as 
straps, are also good. The orders 
booked during the past week have not 
only been larger, but they have 
shown that merchants in various sec- 
tions of the country are concentrat- 
ing on a fewer number of styles. 
Manufacturers here are of the opin- 
ion that many merchants have been 
too slow in placing their orders, that 
there will be hundreds finding them- 
selves in need of shoes and losing 
sales on pre-Easter business unless 
orders are placed earlier. 


Vollman-Lawrence Report Good 
Business 

The Vollman-Lawrence Company, 
successors to the Helming McKenzie 
Company, reports an exceptionally 
fine volume of business during the 
past few weeks. They are produc- 
ing a popular priced line, and there- 
fore are finding a very satisfactory 
demand. George Vollman stated that 
he is highly pleased with the progress 
they have made since they started 
business early last fall. They are 
producing twelve hundred pairs a 
day, and expect to increase their out- 
put to fifteen hundred within the near 
future. 

Baron Shoe Company Organized 
. The Baron Shoe Company was re- 
cently organized and _ incorporated 
under the laws of Ohio. This new 
concern will do a wholesale jobbing 
business, and is located at 8 West 
Pearl Street. 
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Interior of Endicott-Johnson Salesrooms at 22 Wiggins Block, Cincinnati, Ohio 


Endicott-Johnson Salesrooms Moved 

Retail merchants in Cincinnati and 
vicinity will find Endicott-Johnson’s 
sample rooms at 22 Wiggins Block 
instead of the Greenwood Building, 
where they were formerly. The new 
quarters are more conveniently situ- 
ated in the center of the city near the 
Sinton Hotel. John E. Messer and 
W. W. Wallace are in charge. 


J. Brems Thirty Years a Turn Maker 


J. Brems, who for thirty years has 
been making turn footwear in this 
market, having been associated with 
the Duttenhofers and Helming Mc- 
Kenzie during this time, is now op- 
erating his own business under the 
name of The Queen City Turn Shoe 
Company. Mr. Brems’ four sons are 
in business with him. H. J. Hehman, 
who was with Helming McKenzie for 
ten years and with Holters for five, 
also has an interest in the business. 
Their line of popular priced all leather 
turns is meeting with a widespread 
demand. 


Henry Duff With Feder Gregg Com- 
pany 


Mr. Henry Duff, who was formerly 
associated with the Julian Kokenge 
Company of this city and Wright & 
Peters of Rochester, has become in- 
terested in the Feder Gregg Shoe 
Company, Cincinnati. Mr. Duff will 
have active charge of the selling end 
of the Feder Gregg line in the entire 
South. He has a host of friends 
throughout the Southern States. 


Val Duttenhofer, president of the 
Duttenhofer - Stevens Company, is 


spending a few weeks in Florida on a . 


winter vacation. 

E. K. Woodrow, sales and advertis- 
ing manager of the Krohn Fech- 
heimer Company, was in the East last 
week studying conditions. 

Stanley Duttenhofer of the Val 
Duttenhofer Sons Company has re- 
turned to Asheville, N. C., for a few 
months. 





ST. LOUIS 


Slight Business Betterment Observed 
Some Calls for Spring Styles Noted— 
Patent Oxfords and Low Heel 
Strap Stuff Good 


SLIGHT business betterment 
y in the retail shoe trade was 

observed this week. After 
an extremely dull period the previ- 
ous week, the diminutive rustle for 
spring shoes was enthusiastically wel- 
comed. The activity, which has for 
the greater part been on spring mod- 
eis, has injected an optimistic spirit 
into the retail shoe business. The major 


part of the increased buying for the 
most part has been brought about by 
an advance spring sale held each year 
at this time by the shoe department 
of one of the largest department 
stores. The season’s first showing is 
usually introduced to milady by this 
particular store and is observed cau- 
tiously by other merchants for guid- 
ance as to the popular styles selected 
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by the women. The best styles of 
the market are included and it is 
always looked forward to by women 
shoe buyers. Three-quarter page 
space was used in all newspapers Sun- 
day and so successful was the sale 
that on Monday it was impossible to 
find chairs to try on shoes. The sale 
was continued for a week with a re- 
sponse of like period. The reflex ac- 
tion on the other retail shoe stores 
was somewhat peculiar, in that all 
stores did exceedingly well on the 
days that the sale was most success- 
ful. Retailers themselves conceded 
that the sale brought many persons 
down-town to purchase shoes who, un- 
able to find exactly what they wanted 
or being difficult to fit, shopped around 
to find shoes that pleased them. This 
drove them into other stores in the 
down-town “shoe belt.” The manager 
of the shoe department of this par- 
ticular store stated that the sale had 
exceeded last year’s business. The re- 
sponse the first day was overwhelm- 
ingly in favor of this year’s business 
as against a year ago. 

The first choice in the sale and the 
style of which the greatest number 
of pairs were disposed was a patent, 
low-heeled oxford, with tip and blu- 
cher effect. The toe was slightly 
broader than has been shown in this 
style during the early winter. Patent 
strap stuff, especially with the ex- 
tremely low heel and a broad strap, 
was also big in the demand for shiny 
shoes. The manager of this store 
stated that they simply couldn’t get 
enough of patent shoes. The second 
style in choice was satin in strap 
stuff. One or two straps with deep 
cut-in vamps and a running front 
strap. Cut-out quarters, an ankle 
strap and waist strap seemed to re- 
ceive preference in this field. Junior 
Louis, about 14/8 heel heights were 
the most acceptable. The one definite 
note sounded in this sale that seems 
a certainty is that low-heeled stuff is 
the only style that will be tolerated 
by the fair sex this spring. Some of 
the satin patterns were shown with 
a black suéde overlay which ran from 
the throat of the vamp in a fan shape 
effect over the toe. This was also 
shown in black kid instead of suéde. 
Few calls were heard for the combi- 
nation effects in patent and gray 
suéde. Although some attractive pat- 
terns were on display, the vogue 
doesn’t seem to have grasped very 
firmly up to the present time. Most 
retailers anticipate placing their 
spring line on the floor starting next 
week. Up to the present most of them 
have contented themselves with clean- 
ing house on the old stock. 


Manufacturers and Wholesalers Hold 
Meeting 

The St. Louis Shoe Manufacturers’ 

and Wholesalers’ Association held its 

monthly meeting Jan. 27 at the Mis- 

souri Athletic Club. The principal 
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business transacted at the meeting 
was a resolution adopted expressing 
confidence in the board of directors of 
the National Shoe Retailers’ Associa- 
tion in selecting a date for the na- 
tional convention which would be gen- 
erally satisfactory to all branches of 
the shoe industry. The resolution 
adopted is as follows: 

Whereas, The St. Louis Shoe Man- 
ufacturers’ and Wholesalers’ Associa- 
tion has been requested by manufac- 
turers of other shoe centers to sup- 
port a movement to bring about a 
change in the date of the annual con- 
vention of the National Shoe Retail- 
ers’ Association; and 

Whereas, The St. Louis Shoe Man- 
ufacturers’ and Wholesalers’ Associa- 
tion has not only enjoyed the priviiege 
of attendance as a group at previous 
conventions of the National Shoe Re- 
tailers’ Association, but has also prof- 
itably participated in the splendid 
growth and development of these an- 
nual gatherings which have been of 
very definite benefit to all branches 
of the trade; therefore, be it 

Resolved, That the St. Louis. Shoe 
Manufacturers and Wholesalers’ As- 
sociation express its complete confi- 
dence in the ability of the board of 
directors of the National Shoe Re- 
tailers’ Association to select a date 
for the annual convention which will 
not only assure the greatest possible 
attendance but also be most gener- 
ally satisfactory to all branches of 
the shoe industry. 

It was also reported that the asso- 
ciation favored Cleveland for the hold- 
ing of the next annual convention. 
General satisfaction was expressed 
toward the manner and method of the 
exhibit made by the St. Louis group. 


New Shoe Jobber for Wholesale 
District 


M. Lipschitz, president of Lipschitz- 
Barack Shoe Co., has severad his con- 
nection with that firm to enter busi- 
ness for himself under the name of 
M. Lipschitz. His temporary quarters 
are now located at 1420 Washington 
Avenue. 


Lund-Mauldin Sales Force Attend 
Conference 


The entire traveling force of the 
Lund-Mauldin Co. were in the house 
for five days attending a sales con- 
ference. After going over the line, the 
salesmen left this week for their ter- 
ritories with the fall, 1922, line. Six 
new men have been added to the sell- 
ing staff. They are: T. J. Becker, who 
will travel southern Missouri and 
northern Arkansas; C. T. Foreman, 
who will have Indiana for his terri- 
tory; Milton Ikard, western Texas; 


H. W. Klos, Michigan; Hal E. Laun- 
dy, western Pennsylvania, and George 
M. Yeatman, Colorado, Utah and Wy- 
oming. 
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Hamilton-Brown Mail Messenger 
Robbed 


Two armed bandits stopped Leo- 
pold Heulster, errand boy of Hamil- 
ton-Brown Shoe Co., and snatched a 
satchel containing mail for the com- 
pany. Heulster, following a daily 
custom, had obtained the mail of the 
firm at the central post office and 
was on his way to the company’s of- 
fice when accosted by the robbers. It 
is the opinion of the officials of the 
Hamilton-Brown Shoe Co. that the 
loss sustained in the robbery was 
slight. The satchel contained nothing 
but the morning mail, consisting for 
the greater part of salesmen’s orders 
and possibly checks for small 
amounts. Two packages of the stolen 
mail were discovered by a letter car- 
rier. The letters were undisturbed 
and no attempt had been made to rifle 
them. 


Questionnaire Shows Slight Slump in 
Holiday Business 


A recent issue of the Drygoodsman, 
St. Louis trade periodical, contains an 
article on business conditions in the 
St. Louis trade territory, based on a 
questionnaire to which about 700 re- 
plies were received from merchants of 
ten States. 

The returns indicate, the article 
says, that “retail business did not 
show much of a slump after all dur- 
ing the holiday season. In brief,” the 
article says, “the total decrease in 
units of merchandise sold was only 5 
per cent for this period and the. total 
decrease in dollars and cents, while 
indicating the reduced prices ob- 
tained in general, was only 14.9 per 
cent, not quite 15 per cent. The con- 
dition of stocks is reported as 59 per 
cent normal, 26 per cent light and 15 
per cent heavy. 

“Prospects as to future business 
hinge heavily on prices which farm- 
ers will realize for their crops. The 
tendency is to look for better busi- 
ness this spring than last fall and 
better business next fall than this 
spring.” 


Another Department Store to Erect 
Garage for Customers 


The Famous-Barr store will erect 
on Seventh Street between Elm and 
Walnut a four or six-story free park- 
ing garage for its customers, to be 
operated on a plan similar to the 
four-story parking garage that is to 
be erected by the Scruggs, Vander- 
voort & Barney Dry Goods Cbd., on the 
south side of St. Charles, between 
Eleventh and Twelfth Streets. 


J. V. Byrn Official N. S. R. A. Repre- 
sentative at Oklahoma Convention 
J. V. Byrn of Kansas City and pres- 


ident of the Missouri Retail Shoe 
Dealers’ Association, has been ap- 
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pointed official representative by the 
N. S. R. A. to the convention of the 
Oklahoma Retailers, to be held in 
Muskogee, Feb. 6, 7, 8. It is expected 
that Byrn will urge Oklahoma to join 
the tri-State convention in 1923 and 
make it a four-State convention. It 
is pointed out that a convention with 
four States participating would at- 
tract many manufacturers to display 
their styles and give a better oppor- 
tunity for greater development of 
State organizations. 


Grand Leader Annual Advance Spring 
Sale Better Than Year Ago 


The annual advance spring shoe 
sale of the Grand Leader conducted 
this week was a success, according to 
Manager Hinckley, who stated that 
the demand for better merchandise 
was particularly noted in having 
shown an increase over a year ago. 
Patent leather oxfords and _ strap 
pumps were the most sought after 
patterns. Next came satins in fancy 
straps and overlay effects. Low 
heels in particular were demanded in 
all styles. 


From Coast to Coast 


George H. Young, Pacific Coast 
salesman, and Paul A. Jesberg, Walk- 
Over representative in Los Angeles, 
Cal., are on a visit to the Campello 
plant. 


Carroll with Holters 


John H. Carroll, formerly salesman 
for the J. E. French Co. of Rockland, 
and a former resident of Brockton, 
who is now living in Detroit, has be- 
come identified with the sales force 
of the Holters Co. of Cincinnati and 
will cover middle west territory with 


‘headquarters at Detroit. 


McLaren Extends 

Activities 

Will McLaren, who has been cov- 
ering the State of California for the 
Rice & Hutchins Chicago company, 
has been appointed to represent the 
Rockland and Curtis Marlboro fac- 
tories of Rice & Hutchins, Pacific 
Coast and Denver West. Mr. Mc- 
Laren has been with the Rice & 
Hutchins Chicago company for some- 
thing over ten years, with a sample 
room in San Francisco. He is very 
well known in his native State and 
he will have the good wishes and con- 
gratulations of all of his friends. 


Will 


A Correction 


In the advertisement of Tober-Sai- 
fer Shoe Co. on page 110 of Febru- 
ary 4, Boor AND SHOE REcoRDER, the 
price on No. 3670 patent chrome 
“Flapper” model should have been 
$4.25 instead of $4.45. 
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Douglass Osik New President of the 
G. Seal vA. 


Oxfords for Men and Women Going 
Good 


Association has had an un- 

usually successful year under 
the administration of R. J. Eberly, 
according to reports that were made 
at the annual meeting, which was 
held in The Arcade, the “official” 
headquarters for the class of knights 
of the grip who handle shoes. 

New officers were elected at the 
meeting. Douglass Osik with the 
Diamond Shoe Co. was installed to 
succeed Mr. Eberly as president. Lou 
Hall was elected vice-president and 
E. F. Buzek, the old reliable, was 
again elected secretary and _ treas- 
urer. 

Buzek is an institution so far as the 
shoe travelers association of this 
city is concerned. The affairs of the 
travelers are his hobby, as much so 
as poker and chess are the hobbies of 
other men. 

He takes a delight in looking after 
the affairs of the travelers of this 
city. He attends conventions; is al- 
ways present at local meetings and 
ever since the time he was first 
chosen secretary-treasurer, which is 
so far back in history that the mem- 
ory of the oldest traveler here run- 
neth not to the contrary, he has not 
drawn a penny for his services. 

For sixteen years he has been a 
member of the Cleveland Shoe Manu- 
facturing Co. 

Mr. Hall, the new vice-president, is 
with the Beacon Shoe Co. and he is a 
live wire. 

The membership committee brought 
in the names of seven applicants. 

A report of the work done at the 
national convention of travelers in 
Philadelphia was’read by Mr. Buzek 
and it was heartity approved. 

Every member of the club was di- 
rected to get in touch with his con- 
gressman and United States senator 
and to ask each to vote for the pend- 
ing bill that will restore the inter- 
changeable mileage. All ‘present 
agreed to do so. 

Charles E. Petot, of the Petot Shoe 
Co., attended the gathering and spoke 
to the members in behalf of the an- 
nual convention of the Ohio Valley 
Shoe Retailers’ Association. He urged 
the travelers to get solidly behind the 
meeting, boost it in their travels and 
help make arrangements. 

A committee made up of Mr. Osik, 
Mr. Hall and Mr. Buzek was named 
to co-operate with the committees of 
retailers and others in the industry. 

For the space of several seconds 
members of the organization siléntly 


Ts Cleveland Shoe Travelers’ 


stood as a token of respect for one 
of their number, who was taken by 
death a few days before the meeting. 

The deceased traveler was Ralph 
Clark, who, although he was a mem- 
ber of the Pittsburgh travelers’ or- 
ganization, resided at 11111 Clifton 
Boulevard in this city. 

A resolution offering the condo- 
lences of the members to the widow 
was adopted and spread upon the min- 
utes of the association. A copy of 
the measure was delivered to Mrs. 
Clark. 

Interment was made at the former 
home of Mr. Clark in Van Wert. 

The meeting was one of the most 
successful held by the organization 
for some time. There were 35 mem- 
bers present, and a number of vis- 
itors were in attendance. 


Committees Are Appointed to Make 
Arrangements for Meetings of 
Ohio Valley Shoe Retailers’ 
Association 


Committees have been appointed to 
make arrangements for the annual 
convention of the Ohio Valley Shoe 
Retailers’ Association, which will be 
held in Hotel Winton this city on 
March 6, 7 and 8. 

The Shoe Travelers’ Association of 
this city has taken a lease on the en- 
tire tenth floor of the Hotel Winton 
during the week of the convention, 
and it is planned to stage a first 
class style show for the benefit of the 
visitors. “The rooms on the floor will 
be decorated for the occasion and vis- 
itors will be welcomed. 

John Baird of Columbus, who is 
president of the Ohio Valley Shoe Re- 
tailers’ Association, was in Cleveland 
recently to attend a meeting of direc- 
tors of the National Shoe Retailers’ 
Association, and while there plans for 
the meeting of the Ohio Valley or- 
ganization were discussed. 

Mr. Baird was greatly pleased at 
the enterprise displayed by local mer- 
chants in starting so early on ar- 
rangements and he predicted the an- 
nual gathering would be a notable 
one. 


Business Slowly Improving 


Retail shoe merchants in this city 
have already seen a reaction to the 
announcement some time ago of the 
Federal Reserve Bank for this dis- 
trict that business would gradually 
improve early in the present year. 

Merchants in the down-town dis- 
trict say that February has started 


pat t. 
off with sales that are above the av-‘** 
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erage for. several. preceding months 
with the possible exception of the 
holiday season. 

Men from factories are going , 
into the stores in larger numbers and ; 
they report that things are looking up 
considerably in the factories. 


Oxfords Are Selling 


There is an unusual demand for 
oxfords at this season of the year. 

The first week of February saw the 
start of the demand. It comes from 
both men and women. Children also 
are asking for the low type of shoes. 

Shoe men assert it is the sensible 
thing. For the present, the boot can 
be worn, although it may run down at 
the heels some and is not so neat ap- 
pearing as it was at the start of the 
winter. Within four weeks March 
will be with us, and the boot is gen- 
erally out of form. 

The weather has moderated ‘con-, 
siderably since the last day of Janu- 
ary and that undotbtedly has helped. 
boost the sales. of oxfords. 


Chicago Company Coming is! 
i ? 


The Bartlett Co., of Chicago, is go+" 
ing to take the store rooms in Euclid: 
avenue that are being vacated by° 
Klein’s. 

There are six floors to the build- 
ing, which is in the heart of the 
shopping and theater district. 

One of the departments will be de F 
voted to shoes and the word has been. 
brought here that the company 
is going to place special emphasis on.:' 
this department. 


Another Patent Leather Season 


Men in the shoe trade here who., 
have watched the early spring buying: - 
are certain that Cleveland is to have: 
another good season for ae: 
leathers. 

Both men and women have taken a 
liking to the shining models and the , 
demand is said to be unusually brisk. | 

Mahogany is also regarded with - 
favor. 


Willey with Roth 


A. L. Willey, formerly with The 
Holters .-Company, . Cincinnati, has 
joined the’ sales force of The Roth 
Shoe Manyfacturing Company, Cin- 
cinnati. r. Willey is covering In- 
diana, Illinois and the City of Louis- 
ville. 


P. Sullivan Men 


John P. Murphy has joined the sales 
force of the P. Sullivan Co., Cincin- 
nati. -Mr. Murphy will cover New 
York ‘City, Brooklyn, Philadelphia, 
Washington, Baltimore and Pitts- 
burgh. 

Charles Auer, who has been in this 
territory for many years, will con- 
tinue to call on his trade as in the 


Continued on page 107) 
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Sweet Sally Lunn 


Easy to break in. 
Hard to break out. 





Style No. 403—Welt. “Flapper Strap.” 
Eve. Cloth. Last 110. White Ivory Sole. 
9/8 White Ivory Heel. AA, 5 to 8. A,4 
2 to 8. B,3to8. Cand D, 2% to 8. $3.65 





Style No. 764-10—Welt. Eve. Cloth. Last 
150. _ Regular Leather Sole and White 
Welt. 13/8 White Ivory Heel. AA, 5 to 8. 
A, 4 to 8. B,3 to 8 C and D, 2% to 8. 


i 








W HITER\N 
IN STOCKIN 


HE whitest, cleanest, 

slickest whites to be had. 
Made in THE white shoe 
town of the country. Made 
by help trained and accus- 
tomed to handle white shoes. 
Made in as modern a plant 
as you can find—equipped to 
the minute and most effi- 
ciently organized. White 
shoes made under Ideal 
White Shoe Conditions. The 
kind you always wanted to 
buy. 















Don’t put it off and repent 
all season. 








A complete line of other white styles, both{Not 
strap and oxfords, sport trimmed and plain.from 


Buy ’em 


Lunn & Sweet Co J 


Auburn. Maine. 
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, AST year retailers all 








: over the country were 
wildly wiring for whites be- 
cause they waited too long. 
, This year the outlook is for 
a bigger white business than 
ever with less advance buy- 
- ing. 
| 
The answer is obvious. 

Some one will be stung. 
; Will it Be You? 


both ot in stock but made to order in five weeks 
plain.ftom receipt of order. 


miTo-day 


0. Lunn 6 Sweet Co. 


Auburn, Maine. 





Sweet Sally Lunn 


Easy to break in. 
Hard to break out. 

















Style No. 433—Welt. “Sport Oxford.” 
Eve. Cloth. Last 110. White Ivory Sole. 
9/8 White Ivory Heel. AA, 5 to 8 A, 
4to 8 B,3 to 8 C and D, 2% to 8. 

$3.50 

















Style No. 753-5—Welt. Eve. Cloth. Last 
165. White Ivory Sole. 14/8 White Ivory 
Heel. AA, 5to 8 A,4to 8 B,3 to 8. 
te ee Ge eee $3.35 
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> IN STOCK—Oxfords that are : 
: Stylish, Serviceable and : 
= Y , 5 
Salable 
E $5.75 > . fs 3 oe ai bie Gee eee WELT, 3 
: $4.85 = 
: Terms: Net 30 Days : 
z Write for Stock Catalog : 
=: (CC. P. FORD & CO., Rochester, N. Y.  : 
3 New York Office, 127 Duane St., E. H. Talbot, Jack Galway : 
Sjannevnnnvnsvnnnevccevnevncevscevsceenseennevsccvncevceevceenseevneevneesuevsnevsunmauevnnensuevuuenueessoesuevsneesueesueeavevsuevsuenueesseesguesceesseenseessietniie 





Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy 
Maple Pac. Natural shape affords every freedom to the 
foot. 





The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible ‘“‘pal’’ for the growing 


lad. Write for Dealers Price and 
Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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“King of Jobs’’ . 


Ready For At Once Shipment 


MEN’S HIP RUBBER BOOTS 


All Perfect—Packed in Original Cases 
Made in the U.S. A. by Our Best Manufacturers 
SOLD IN 10 CASE LOTS 


Sizes as Follows 
3 Cases, Size 8 3 Cases, Size 10 
3 Cases, Size 9 1 Case, Size 11 











No. 649 


No. 946 
Boys’ Brown Side McKay Bals Boys’ Brown Side McKay Blucher 
Rubber Heel Rubber Heel 


Regular Sizes 1 to 6 


Regular Sizes 1 to 6 
Sold in 24 Pair Case Lots Only. 


Sold in 24 Pair Case Lots Only. 


Price $1.50 


Price $1.50 





Ladies’ Black Vici, Hand Turned 
Comfort Polish—Rubber Heel 
Sizes 4-8 


Ladies’ Black Cabretta McKay 
Comfort Polish—Rubber Heel 
Sizes 4-8 


| 
Price $1.35 Price $1.75 | 


Sold in 36 Pair Case Lots Only Packed 12 Pair Solid Sizes to Case Sold in 36 Pair Case Lots Only 


Price $1.65 
S. ROSENBERG & SON 


140-144 Essex St., Boston, Mass. | 
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Fashion’s 
Newest Designs 
In Stock 


No. B 277—Patent Colt Princess. 


Black Silk Elastic Gore, 15/8 SIZES 

Celluloid Louis Heel, Turn. Price 

$5.65. MA 4eeuea 
e taneken 
 nknwnnan 
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- saecare 











No. B 280—Patent Colt Two 
Strap, 14/8 Cuban Heel, Welt. 
Price $4.90. 











~~ 


No. B 282—Patent Colt One Strap. 
Nickel Buckle, Imitation Tip, 10/8 Rochester, 


Heel, Welt. Price $4.90. 





Terms: Net 30 Days 


Joy, Clark & Nier, Inc. 





No. B 281—Patent Colt Oxford, 
N. We Grey Kid Apron, 7/8 Heel, Welt. | 
Price $5.00. 


















Illustrated Straps in 


PATENT, GUN METAL OR 
BROWN 


READY FOR SHIPMENT 
No. 6 










No. 6—$3.75 per dozen pairs. 
No. 4c—$3.00 per dozen pairs. 












Write for our new ornament which. converts your one 
or two strap pumps to a sandal. 











Vanity Novelty Works 


961 Gates Ave., Brooklyn, N. Y. 





SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S. Pat. Of. 


“The Kind That Sells” 





“RADCLIFFE” “DUDLEY” 


(Trade Mark) (Trade Mark) 
“YALE” “co” 
(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. cuicaco U. S. A. 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 

ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry as 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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TONY RED CALF 
11/8 Heel AA to D 
Goodyear Rubber Heels 


227 Last 
3 to 8 


SELLING 


A REAL STOCK SERVICE 


If you buy on proof instead of promise, try us now when you 


SHOULDN'T take chances. 


Thousands of merchants find our shoes the best turnover propo- 
sition in America; commend the stock service as the most extensive 
in the field, intelligently adjusted to present problems. 


Our catalog tells all—shows all, in numerous numbers expressing 
the best in daring or conservative men’s and women’s styles. Illus- 
trated is the leading seller today—proven, at that. 





Samples Prepaid to New Accounts. 


DIAMOND SHOE COMPANY 
196 CHURCH ST., NEW YORK 
Brockton 





Two Factories: 
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PROCESS 


IN-STOCK STYLES 


i 4 ‘ ” 
“RITZ ONE STRAP” anes 
No. 33—Black Satin, Full Louis Saas 
Heel, Rhinestone “S casegeesoeses $4.3 
Sizes: A, 4-8 . 3%-8; C, 3-8. 


No, 23—Black Ooze Calf, Full —— o3> 
29—Brown Kid 8% Inch Boot, $3.50 


ered Heel, Beaded....-.seceseeeeees 
Bette. DRE BE sc cvccenesecccces 
No. 3 





Sizes: A, 4-7%; B, 4%-7; C, = 
O—Same in Black a caee anaes $3: ‘50 
Sizes: A, 4%4-8; B. 3%-8; C, 3%-8; D. 3-8. 





Change of Policy 
Three or more pairs, in any width, or any number of widths, at 
prices listed. Continued requests from our customers have con- 
vinced us that this service is necessary. 


Order the sizes that you want. 
Terms: 2% 10 days; net 30 














poll ee Scotch Grain Calfskin, 10 “RITZ ONE STRAP’ Vo. 327—Brown Kid Five Eyelet Oxford, 
ee PW BUR. ccc ccc cccccccces No. 32—Black Satin, Junior Louis Cov- Medium Toe Laste %. ...cccccsccsscce $3.50 
Sizes: B, 4-8; C, 3%-8; D, 3-8. ered Heel, Rbleastens os Pere $4.35 Sizes: A, 4%-8; B, 3% 8; C, 3%-8; 
Sizes: , 3%-8 , 3-8. D, 8-8 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 


FACTORY: 13 Wormwood St., So. Boston, Mass. 
BOSTON OFFICE: 405 Rice Building NEW YORK OFFICE: Room 1205, 110 W. 34th St. 
Address all correspondence to the factory 
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” ON RIVERSIDE DRIVE. NEW YORK CITY 
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MORE FAMOUS THAN RIVERSIDE DRIVE 


The name STERLING identifies Patent Leathers of Quality 
and Reputation universally favored for Style and Utility, 
and recognized as the Standard in shoe manufacture, selling 
and wearing. 

Retailers will protect themselves and their trade by specifying 


Sterling Colt Sterling Kid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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Marked Activity Displayed in Sport 
Footwear Leather 





Most Tanners Report However That Other Leathers are 
Quiet Even Though Shoe Manufacturers are Busier 


HILE some reports state 

that the leather market has 
quieted down during the past ten 
days, the fact remains that shoe 
manufacturers are beginning to oper- 
ate on a larger schedule than they 
were two weeks ago. Buyers have at 
least come to the conclusion that 
prices will not go higher. This per- 
tains to shoes as well as leather. So 
far as leather is concerned, it is on 
virtually a pre-war level in fact, some 
kinds of leather can be secured for 
less money than in 1914. The ten- 
dency to buy in very small lots, either 
of shoes or leather, is interfering 
more with volume than is the mat- 
ter of price. 

The labor situation has also re- 
tarded business in that shoe buyers, 
in seeking a shoe at a price, found 
that manufacturers would go no far- 
ther in the matter of reduction in 
view of the high labor market. 


Smoked Horse and Elk Good 


There has been an excellent busi- 
ness on certain types of leather, such 


up to 50c. per foot on the top grades; 
the medium from 30c. to 40c., and 
some good lower grades below 30c. 
per foot. There has been consider- 
able slightly snuffed calf taken at 20c. 
and up. 


Side Leather Less Active 


The call for side leather has been 
less active of late and prices have 
been on a close basis to make volume. 
The call for a good shoe at a low 
price has helped the demand for the 
better grades of side leather. Leath- 
ers are wanted all the way from 15c. 
to 25c. per foot, but the top selections 
of full grain side run up to 30c. 
There are still some job lots to be 
picked up at low prices for cheap 
shoes. 

There is a fair call for the better 
grades of patent leather also for some 
of the medium grades for women’s 
light footwear. It is a better season 


for patent by far than last year for 
the medium and fine grades of shoes. 
Prices continue on a firm basis, with 
40c. for the top grades of patent side; 
35c. for medium and the lower grades 
30c. and downward. Patent colt 
brings from 60c. to 80c. for top selec- 
tions. 


Glazed Kid In Good Call 


A dullness which affected some 
other lines has not been so serious 
in the matter of glazed kid. Less 
money is being offered for the fancy 
colors. Manufacturers of top grades 
of shoes are offering five to ten cents 
less per foot for the best grades of 
white. Colored kid in the best tan- 
nages is still quoted from 65c. to 85c. 
per foot and 40c. to 60c. for the 
medium. Poorer selections range 
from this point downward. Blacks 
can usually be secured from five to 

(Continued on page 97) 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


as smoked horse and elk, and other a a a aptand ia ony “ ont. 
x , to ee a .40 a $1. .60 a $0. 
te — apg tne Calf, smooth, colored, top grade.. .28a .30 1.40a 1.50 40a 45 
df ll of this kind of leath Calf, smooth, black, top grade... .26a .28 1.30a 1.40 35a .40 
mand fOr all Of this Kind Of leather Side leathers, colors, top grade.. .18a 22 15a 1.00 22a .28 
wanted. As was the case last year, Side leather, black, top grade.. .16a _  .20 65a .90 20a .26 
retail merchants have placed their Genuine buck ................. 45a .50 140a 1.60 60a .80 
orders in a tardy manner and hence, White buck, top grade (side lea.) .28a .30 90a 1.00 35a 40 
there is a stampede, as usual, for cer- Elk, heavy side ............... 24a .26 65a .70 22a .24 
tain makes of upper leather, with Kid, colors, best fancy........ 35a 40 1.40a 1.65 70a _ .80 
others neglected. a Ig | See 28a .30 1.35a 1.60 60a .75 
While the bargain stocks are pretty Kiq! mediam? cslors c.ocllll, BO 24 = 0a 110 BB a BO 
much a thing of the past, there is Kiq’ medium, black ......-..... 18a 22 ‘60a 1.00 25a .40 
still excellent leather available at Kid, cheap ..........+.+.e0+00: 06a 12 20a .36 oa 
what would have been considered Chrome patent sides ........... 25a .30 85a 1.05 35a 43 
radically low prices a year and a a OEE O64. 04d catiéenancuenes re S Se 70a .85 
ago. The time is past, however, when . 
tanners are willing to forego a profit Sole Leather (price per pound) 
entirely for the sake of making a ——— PE wivwktetudwss ces oe = yoo 58 ys = 
. r) 8. eene Shaw ame GSaemmew .. j§\WUEGEE cocccecccocccscssesceoses occ e e a eos 
my ed a rad poe gh 3 Rows Ne. 1 eak backs..:............ 38a 39 2a 95 58a 60 
— age k No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
and upper leather markets. No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 10a 80 
Calf Leather Business Raw Hides and Skins (price per pound) 
There have been fair sales of calf ek a (1913 Av.) 
leather the past week, particularly in . loothen homage pee a 18% 52a BB a 16% 
the specialty finishes. There has been Heavy Texas steers for. "sole i r F 3 as 5 
an increasing call for the finishes MR as. décaveee linens a <0 — — 
adapted for sport shoes and also for Light native cows, for side upper 
suede leathers in the different shades. EE De ov advainans captenetinatnd .a 17% wee: ee 18%a_ =«.14 
The firmness of raw stock prices is Branded cows, for light sole 
affecting the market to considerable a. ‘3 - : 06% 00 000 0.0-4'0:8 4 -a 17% ooo St .50 ..a 12% 
extent and prices are on about the 0. + DUES for neavy Upper an 
same basis as the past two weeks. ” Neg | med ‘Gity seagocbscaee 53 a .15 Aba .50 08% a _ .09 
— top grades of ooze calf wen fine calf leather ............ soo em 80a 1.02% 10a _ ~«.18 
rom 60c. to 75c. per foot in colors Kips for upper leather......... ..a 16% 65a 80 10a _ .16 
and black; the smooth finishes in B. hides, for hemlock sole , 
colors are reported at 45c. and even MONE os. 0cccbbbbsuacbioves .a 30 42a 46 14%a 15 
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For Next Fall 


UNITED STATES RUBBER COMPANY 
salesman is on his way to you with 
new samples of “ U.S.” Rubber Footwear 
for fall delivery.. The scarcity during the 
past few months of many “U.S.” items, 
particularly women’s gaiters, has con- 
vinced dealers of the value of advance 
orders. 


To place an order sufficient to protect 
your trade is the first essential of good 
business. The new samples, with their 
many added features and improvements, 
will assure you that the “U.S.” line is 
today the standard of waterproof foot- 
wear and the best investment for trade 
satisfaction. 


United States Rubber Company 


“U.S.”’ Portland “U.S.”’ Empress 


When ordering leather shoes 
\ always Specify 


RUBBER HEELS 
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How Rubber Footwear Is Merchandised 


Scheme Used in An Exclusive Retail Shoe Store of Boston 
as Presented by Berton Murley, Rubber Buyer 


AID Berton Murley, who has 
S charge of the rubber pur- 

chases for the Thayer McNeil 
Company, Boston: “The buyer of 
rubbers for an exclusive shoe store 
should look well ahead and study 
leather shoe styles for the coming sea- 
sons. Orders at this store are placed 
in April of each year for the coming 
twelve months’ supplies, and it is 
necessary to know whether women’s 
shoe heels are going to be high or low, 
or their toes broad or pointed. Men’s 
styles must also be taken into consid- 


eration, as a rubber last must be iden- | 


tical with the shoe last over which it 
is fitted. If the heel or the toe is not 
right there is trouble. Rubber shoe 
manufacturers are always willing to 
co-operate with the retail merchant in 
the way of a special rubber last, if 
they know far enough in advance. We 
have a special rubber made for our 
Plastic shoe. 


Careful Fitting Necessary 


“Rubbers should be carefully fitted. 
The rule I follow with all but the 
Plastic is a half to a size larger. It 
is better to fit too large than too 
small. In the case of the Plastic 
shoe, however, we fit the rubber a 
whole size smaller than the shoe. And 
this might apply to the fitting of rub- 
bers over any health shoe. 


Looking Ahead 


“As to looking ahead, take, for in- 
stance, the women’s brogue style. 
This type of shoe was not much in 
vogue in the spring of 1920, but in 
the fall of 1920 it was big and it was 
necessary to make a forecast on the 
fall, 1920, stock in the spring of 1920. 
And since that time the heels of the 
brogue have been getting lower. All 
this needed careful forecasting. 

“T have often thought it a big han- 
dicap that we should be obliged to 
purchase a whole year’s supply of 
rubbers at one time, especially on ac- 
count of the way leather shoes are 
now purchased from the factories—at 
three or four weeks’ notice. It would 
certainly help if we could buy one- 
quarter of our needs in the spring, 
and then buy the other three-quarters 
as we can sell them. 


Rubber Stock 10 Per Cent 


“I believe that a good proportion 
of rubber stock in its relation to the 
leather and fabric shoe stock of an 
exclusive -shoe store in a big city is 


for Thayer McNeil Company 





A GAITER LINING SUG- 
GESTION 


Burton Murley, buyer of 
rubbers for the Thayer, Mc- 
Neil Co., Boston, offers a 
suggestion as to women’s 
gaiters, namely, that as the 
fair sex are so fond of turn- 
ing over the gaiter tops, cuff 
fashion, a red rubberized silk 
lining would give a pleasant. 
bit of color. “This might 
form an indeterminate step 
between the black turned- 
over top and the talked-of 
fur top, and proposed Rus- 
sian boot gaiter,” added Mr. 
Murley. 











one-tenth. This is about our propor- 
tion, and we sell in that ratio. This 
store is a great rubber mart. It is 
situated in the heart of Boston, with 
an entrance from two streets, and in 
addition to the pair of rubbers which 
we always suggest with every new 
pair of leather shoes sold, people 
come in here to buy rubbers only, to 
fit over some pair of leather shoes 
which they have previously bought 
here or elsewhere. We believe in car- 
rying a full stock on every type of 
last in all colors. Besides black, we 
sell blue, brown, tan and even white 
rubbers. Black rubbers are, of course, 
the great big sellers, and although it 
would seem logical for women to wear 
tan rubbers with tan shoes, yet the 
ladies prefer black rubbers with tan 
shoes. 


Carry Best Grades 


“We believe in carrying only the 
very best andes of rubbers and hav- 
ing the right types of rubber lasts 
and the best grades, as there is not 
much necessity of marking rubbers 
down, unless it might be a tan rubber 
or white rubber, on which we antici- 
pated a bit too heavily, although 
we try to go very slowly on colors. 
Again, we might mark down some 
odd pairs of rubbers if a certain type 
of heel or last is discontinued in mid- 
season. We have sold such ‘styles as 
low as 50 cents the pair. And this 
all bears out my first merftioned ‘la- 


ment’ that it is too bad. that we have 
to place our rubber order practically 
a whole year in advance. 


Combination Sales 5 Per Cent PM. 


“Yes, indeed, the principle on which 
every store salesman should be in- 
structed as to selling rubbers is to 
suggest them with every pair of shoes 
sold, for it is surely a pity to ruin a 
good pair of leather or fabric shoes 
by subjecting them to rains and snows. 
We offer a 5 per cent PM. on every 
pair of rubbers sold at the same time 
a shoe is sold. This applies also to 
overshoes, and I, must say that this 
year this stimulus is not necessary, 
for overshoes have sold as fast as we 
could get them. The four-buckles are 
the quickest movers, although as a 
matter of fact I think that the six 
buckles are better fitters, as there is 
more symmetry obtainable at the 
ankles. The four-buckles have a more 
straight up and down appearance. The 
five and six-buckle height adjusts 
itself correctly to the leg, and it is 
made a little larger at those partic- 
ular points. 


Russian Boot Types 


“Next year I believe that we will 
see overshoes on the idea of the Rus- 
sian boots, and also some fur-topped 
styles. In fact, I have already seen 
some on both the above types. The 
probability is that if we put in such 
novelties as these we would display 
them prominently in our windows, but 
as to displaying, we do not believe 
in giving much window space to either 
rubbers or gaiters. We really do not 
have to display the latter, and that 
we are a big mast for rubbers is an 
established fact. Sometimes a sign, 
printed jn large red letters, indicates 
that we have rubbers to afford foot 
protection on a wet day. 


Good Sellers 


“Our trade likes the croquet rubber. 
Perhaps one woman in a hundred will 


_ ask for storm rubbers. As to san- 
“dals, our best selling types are the 


ofie-strap and the storm sandal. On 
the heavy oxford, the strap is the bet- 
ter; on slippers, Jike patent leather, 
etc., with turn soles, the storm foot- 
hold is the better. 
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Pretrte 


Armortreds 


Add a finishing touch 
to Women’s Shoes 





OMEN are becoming as enthusiastic Petite Armortreds for Women are the result 
rubber heel wearers as men. of patient experiment for the best rubber heel 
And when you find, as we have by careful ex- for women, from every standpoint. 


periment, that women are hardest on rubber 
heels, the possibilities (and problems) are so 
vast that no honest heel manufacturer can neg- 
lect them. 


If you ask for them on your shoes your cus- 


tomers will remember the service they give. 


1. Every month more women become rubber heel converts. 


2. Women demand many heel styles—again increasing the 


ae QUABAUG RUBBER CO. 


3. Women are ‘fussy’ about dress—they want their heels 


straight and true. NORTH BROOKFIELD. MASS. 


ARMORTRED 
SPORT SOLES 
and HEELS 
have the same 
character and 
quality as 
ARMORTRED 
HEELS 

















ARMORTRED 


SOLES AND HEELS 
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Steck Taking and Arrangement 


“We take an inventory of our stock 
twice a year—the first of March, just 
before we make up our order for the 
manufacturers, and the first of Sep- 
tember. We buy only once a year, ex- 
cept on fill-ins from the jobbers dur- 
ing the winter. We devote about one- 
twelfth of our store’s shelf space to 
rubber cartons, packed two in a box, 
without tissue paper, in order to make 
a neater arrangement; but the bulk of 
our stock we keep in the basement, 
packed in the factory carton, with tis- 
sue paper and all of the original 
wrappings. We take off sizes every 
morning from Oct. 1 until March 1, 
and during the rest of the year at 
the end of each month. Our rubber 
box cartons are arranged on our 
shelves just as are our cartons for 
leather shoes—placed endwise, two 
rows across, the size and width sten- 
ciled on the end of box nearest to the 
salesperson, and when the carton is 
empty it is faced with the stenciled 
side to the wall. 

“The best selling sizes in women’s 
rubbers are 6, 6% and 7; in men’s, 8, 
814, 9, 9%; and in children’s, from 8 
to 2 in children’s and misses’ rubbers. 
The smallest size rubber carried by 
us is No. 4, for a little tot of about 
two years; the smallest size overshoe 
we carry is 5, and in rubber boots 6.” 


Women Best Buyers 


Mr. Murley believes that it is well 
to carry a complete stock of rubber 
boots for men, women and children. 
Their trade buys more of the storm 
king height than the knee length, and 
this applies to the women customers 
as well as to their men customers. 
Another interesting point is that 
women buy in large measure their 
husbands’ and grown up sons’ rub- 
bers. Men have a natural dislike for 
rubbers, and the average man buys 
them only when some particular pres- 
sure has been brought to bear, either 
through a warning on the part of the 
doctor or the insistence of his wife 
or daughters. 
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Men in Boston are particularly fond 
of the low rubber—the foothold, the 
Everstick, the Earl rubber (which is 
a little higher than the Everstick) 
and the plain sandal. The storm rub- 
ber for men is bought only by a few 
old men who have been educated into 
a liking for that particular style. 

As to the popular widths, M stands 
No. 1, N comes next, and then F, with 
W at the foot of the class and not 
very often chosen except for the chil- 
dren. 


British Rubber Plight 


Says Herbert N. Casson, writing 
from London for Barron’s issue of 
Jan. 23: 

“While Britain produces two-thirds 
of the rubber, the United States uses 
70 per cent of the world’s output. 
Also, more than 70 per cent of the 
rubber is used for tires. 

“Thus the rubber trade, at present, 
is at the mercy of a few large Ameri- 
can users. It is being controlled, not 
by the producers but the consumers. 
That is the odd plight of the British 
rubber trade. 

“Great Britain uses only one-sixth 
of the rubber. This is the disadvan- 
tage that the growers are trying, in 
a feeble way, to overcome. 

“Rubber goods are not in general 
use in England, as they are in Amer- 
ica. A few people in this wet country 
wear rubbers; the others wear heavy 
shoes. 

“It is also true that English-made 
rubber goods are not usually of the 
highest quality. They are not well 
moulded and not well advertised. 

“All told, the British people have 
invested more than $600,000,000 in 
rubber plantations. They have in- 
creased the acreage from 116,000 to 
3,300,000 in seventeen years. 

“They set out to produce rubber 
and they succeeded beyond their 
dreams. But they have not yet learned 
how to sell it at a profit. 

“They totally ignored the two great 
factors in business building — sales- 
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manship and advertising; and they 
have paid a stupendous price for their 
mistake. That, however, is the Brit- 
ish way—to learn new truths by the 
disasters of personal experience.” 


Reports from Brazil 


Business conditions in Brazil show 
a gradual improvement, and business 
men there feel that the corner has 
been turned, reports E. G. Wilmer, 
president of the Goodyear Tire & 
Rubber Co., on his return this week 
from a trip to that country. 

“Our own business in Brazil is bet- 
ter to-day than it has ever been,” he 
said. Domestic business of the com- 
pany, he found, after his seven weeks’ 
absence, to have maintained its steady 
advance in volume, and prospects for 
1922 were quite encouraging. 


Recent Rubber Quotations 


Para—Up-river, fine ....... 17 @17% 
Up-river, coarse.......... 124%@ .. 
*Island, fine ,.......... - 16 D os 
BUEN, GREER cose ccceece 7%@ .. 
Caucho, ball, upper....... 12 @.. 
Caucho, ball, lower....... 10 @.. 
ES ei vena tank 6 a @ 8% 

Plantation—First latex, crepe 154%@ .. 

Brown crepe, thin, clean.... 1 ae 

Brown crepe, rolled........ 13%@ .. 

Amber—No. 1 ............. 15%@ .. 
are ae 15%@ .. 
. Fee eee 15 @.. 

Smoked ribbed sheets....... 15%@ .. 

*Centrals—Corinto ........ .. 10 

. “RSC ars @ 10 
PO <cecadesa 6 @ 9% 
TM .etddesedae a6 @ 13 
. a " 2 apere @ 26 
*Balata, block, Ciudad.... .. @ 55 
*Balata, block. Colombian .. @ 42 
*Balata, Panama ........ .. 40 
Ss GEE a6. 6.cc0s6 ees 68 @ 70 

African— 

*Benguella, No. 2........ 7 @ 9 
*Kassal, prime black..... 14@.. 
*Kassal, prime red....... 10 @ 12 
*Nominal. 


Scrap Rubber 

With no signs of improvement in 
the crude rubber situation business in 
scrap is very closely restricted and 
prices are nominal. be: 


Boots and shoes............ Ps 
Arctics, trimmed .......... 2%@. 
Arctics, untrimmed ........ 2 4 ‘an 
@ 
@ 


Tamer tubes, Mo. 2... cccacs Ee 3 
Inner tubes, No. 2......... 3 *. 2 


Py 


Peas, GleGM. BPO... 2. scicses % 
Tires—Automobile ......... 4 








(Continued from page 93) 


ten cents less per grade. There has 
been a better call for the lower grades 
of kid in response to the demand for 
cheaper shoes and this is hardly in 
keeping with the upward trend of raw 
goat skins. India skins are $3.00 a 
dozen higher right now than a year 
ago, which has not encouraged ex- 
tensive selling of kid leather at a 
lower price. 


Sole Leather Firm 


The sole leather situation is prac- 
tically unchanged from recent re- 
ports. Shoe manufacturers are buy- 
ing very close to their needs and are 
not placing large orders for long 
time delivery as formerly. Prices 
are on a firm basis. 


Cleaner For Horse and Elk 


Smoked horse and smoked elk are 
going big. Both tanners and shoe 
manufacturers are experiencing great 
difficulty in filling their orders on 
sport shoes. One of the great diffi- 
culties in their manufacture is the 
cleaning of them in the treeing room. 
The finish of this leather is so deli- 
cate that if a strong cleaner is used, 
it ruins the finish. The New England 
Blacking Company, in conjunction 
with several tanners, has worked out 
a very satisfactory method of hand- 
ling this problem. They are supply- 
ing a combination cleaner and dress- 
ing which wil lthoroughly clean and 
dress the shoes, provided the shoes 
come into the packing room only 
slightly soiled. If, however, they 


come through in bad condition, they 
are supplying a special cleaner and a 
tinted dressing to’ be used over it. 
Where the leather has been damaged, 
they are supplying a smoked elk re- 
pairer. 


1922 R. A. R. S. S. Officers 


A strong team of shoe travelers 
form the officers’ personnel of the R. 
A. R. S. this year. They are as fol- 
lows: President, James P. Beatty; 
first vice-president, Frank Rice; 
second vice-president, Jack Berna; 
third vice-president, Clayton Hutt- 
gren; fourth vice-president, Frank 
Shafer; secretary, Clark B. Rowley; 
treasurer, Jack Castle. 
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A Name That 
Means Money 


for You. 


[' THERE IS ANY DOUBT IN YOUR MIND AS TO THE POSSIBLE DE- 
MAND FOR CORDO-HYDE LACES, ask the first man you meet if he 
would appreciate a lace that outwears by months ordinary laces, stays tied 
and never looks shabby; and if he is not already wearing CORDO-HYDE he 


will say “Where can I get them?” 


SO THAT YOUR CUSTOMERS MAY KNOW OF THIS worthwhile lace, 
keep them on display. We will furnish Display Card for the asking. 


A Suggestion 


THE WILLINGNESS OF CERTAIN MANUFACTURERS 
TO USE CORDO-HYDE LACES PROMPTS US TO 
suggest that you ask for CORDO-HYDE in the shoes you 


order. 
LACE DIVISION 


O. A. MILLER TREEING MACHINE COMPANY 
; BROCKTON, MASS. ' 
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Gagey isin the Ring 
An H. M. of the B. S. T. A. 
and Nationally Known 


ARON WILLIS GAGE, ex- 
clusively known as “Gagey,” 


is in the ring at the top of the 
Recorder’s Shoe Traveler page this 
week. The expression “exclusively 
known as Gagey” may not con- 
vey any idea of work to the average 
reader, but to the Recorder scribe it 
meant an exhaustive research. How- 
ever, full information in regard to 
Aaron Willis Gage was finally ob- 
tained from the poll tax list of his 
home town. The time of his birth 
also required some strenuous mathe- 
matical calculations, but after many 
deductions and additions, and reading 
civic and national history, we find that 
“Gagey” first saw the light of day in 
Atlanta, Ga., in 1855. He is thus in 
the class of the “young-old” fellows. 


“Maiden” Trip In 1875 


In 1875, “Gagey” started out on his 
“maiden” trip, with the then exten- 
sive fields of New England smiling 
before him. He carried the line of 
the old firm of George F. Daniels Co. 
of Boston. At the age of twenty-four, 
he had climbed up to the top of the 
ladder and had became a member of 
the firm. A few years afterwards, 
he helped to form the firm of Hayes, 
Gage & Loomis who were located at 
43 Lincoln Street, Boston, specializing 
in slippers and shoe findings, and do- 
ing a business which grew to na- 
tional and even international propor- 
tions. In. fact, pressure of inter- 
national trade necessitated Gagey’s 
making a trip to Europe in the inter- 
ests of his firm. “Gagey” took but 
one trip, because of his averison of 
water, and particularly that of the 
saline variety. 

In course of time he severed his 
connection with Hayes, Gage & 
Loomis, and became affiliated with 
Hazen B. Goodrich & Co., for whom 
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he traveled some few seasons. For 
fifteen years he was with P. N. Wad- 
leigh Company of Haverill, who later 
sold out lasts, patterns and all other 
stocks, including Gagey, himself, to 
the Hillard & Tabor Co. 


Honorary Member B. S. T. A. 


Aaron Willis Gage is an honorary 
member of the Boston Shoe Travelers’ 
Association, as is evidenced by the 











HARRY MODLIN 
Vice-President of Chicago Shoe Trav- 
elers’ Association and Manager Chicago 

Branch of Long Shoe Co. 








fact that tickets for every social func- 
tion of the B. S. T. A. are sent out to 
Gagey marked “H. M.;” the deep 
significance of this designation is 
known only to Gagey and Billy Noll. 


Gagey’s Old Pals 


Among the old pals of Gagey’s, of 
beloved memory, who have passed. to 
the great beyond are: Joel C. Page, J. 
C. Hunt, “Josh” Oliver and “Milt” 
Urner. Among his old pals who are 
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very much alive are: “Herb” Hill, Ar- 
thur Earle, of Room 319 Philadelphia 
1922 Convention fame “‘Ed” Pierce, 
Harry Ripley, Waldo Oakman and 
“Old Hutch” as “Gagey” calls him, 
but who is known to the shoe ‘con- 
sumers of Portland, Maine, as E. W. 
Hutchinson. (Ed. Note—More about 
“E. W.” anon.) 

That “Gagey” has a remarkable 
memory is evidenced by the matter 
which he furnished for a book written 
about twelve years ago, entitled, “Joel 
Page’s Reminiscences of Fifty Years.” 
This is an account of some 300 
shoe travelers, with pictures of them 
as they appeared when they first went 
out on the road. 


“The Peripatetic Drummer” 


A brief allusion to Gagey’s first 
trip West may here be in order. This 
by the way was back in the days of 
1875. The then youthful shoe traveler 
was under the impression that this 
territory would be filled with cowboys 
and wild shooting, and he set forth 
in glee. He also thought that the 
Northwest was the land of the frigid 
zone. So says one of Gagey’s con- 
temporaries, Gagey was seen leaving 
Boston clad in a coat of Irish frieze 
reaching to his heels and a collar 
which came to the top of his head, 
which he said was protection against 
all possible frost bites, the blowing 
of the locomotive whistle and ringing 
of bells. At the same time, he was 
loaded down with two large grips, 
looking as though they were filled 
with cast iron. On these grips some 
very facetious fellow salesman had 
pasted stickers, which read—“Gagey, 
the Peripatetic Drummer from Bos- 
ton.” 

Much Hand Shaking 


One of the brightest memories of 
Gagey’s recent years was his visit to 
the 1922 N. S. R. A. Convention, Chi- 
cago, on which occasion he met many 
of his old and valued friends from all 
parts of the country. Brother travel- 
ers and shoe buyers gave him a big 
reception and “Gagey” says that he 
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This USKIDE Sole Outwore These Three Leather Soles 


—And is Ready to Compete with a Fourth! 


BIG retail store in Boston wanted to 
find out for themselves about the wear- 
ing quality of USKIDE Soles. 


They got one of their employees to make a 
comparative wearing test by soling one of 
his shoes with USKIDE and the other with 
a high grade leather sole. 


The first leather sole wore through before 
the USKIDE Sole had hardly begun to show 
signs of wear. A second leather sole was 
put on. This, too, wore through, and still the 
USKIDE Sole was practically unscarred. A 
third leather sole was put on. And it,as may 
beseen from the above illustration, gave way 


before the scrape and grind of daily wear. 


But the original USKIDE Sole, without a 
patch or a repair of any kind, still held its 
place on the other shoe, ready to fight it 
out with another leather sole, still water- 
proof, still protecting the wearer's foot and 


keeping his shoe in shape! 


In addition to its marvelous durability, 
USKIDE has other points of superiority as 
a shoe bottoming material, which we are 
always glad to demonstrate. 


USKIDE Soles add a powerful selling argu- 
ment to any line of shoes intended for 
heavy wear. 


United States Rubber Company 


USKIDE 





Soles 
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knows how to sympathize with Presi- 
dent Harding on New Year’s day, 
when he is kept busy shaking the 
hands of all callers. 


“Gagey” At 207 Essex Street 


At the present time, after forty-five 
years on the road, Gagey can be found 
at 207 Essex Street, Room 318, where 
for the last eight years he has been 
showing the line of ballet slippers 
made by the Kendall Shoe Co., and 
also some other special lines of slip- 
pers, to his friends and the large 
buyers, as they come from all over 
the country—from Maine to Cali- 
fornia. 

“Here is an old joke, but it may be 
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“Old Hutch” Talks 


However, “Old Hutch,” officially 


known as E. W. Hutchinson, did talk. 


He related that about twelve years 
ago he left the road after a record of 
forty-five years’ travel from Buffalo 
to the Mississippi River for the old 
firm of Wallace, Elliott & Co., and 
engaged in the retail shoe business at 
Portland, Maine. His store is known 
as the Walk Over Shoe Co. Mr. 
Hutchinson comes to Boston every 
week to buy shoes, “and sometimes 
other things,” he said, and always 
runs in to see his old friend, “Gagey.” 
Just then, “Gagey” took from a ready 
reference file on his desk a large 
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for a great many years for J. &. T. 
Cousins. Of late years he traveled 
for Charles K. Fox, but was obliged 
to undergo a very severe operation, 
and after recovering from same he 
found that his eyesight was failing, 
so that he has recently been obliged 
to give up the road. 


A Day of Get Togethers 


Arfd this was surely a day of get 
togethers and hearing from old 
friends, because just at that moment 
in came a letter from Arthur Earle, 
in answer to one Gagey wrote, in- 
spired by the Recorder’s Shoe Traveler 
pages account of the hospitality of 
Room 319. Mr. Earle expressed 














Cc. G. FITZSIMMONS 


Covers Iowa, Nebraska and Kansas 
for Duttenhofer-Stevens Co. 











CHARLES R. MCWILLIAMS 
President Los Angeles Shoe Trav- 


elers’ Association. He represents 
A. E. Nettleton Co. 





PAUL J. DAVIS 
Who covers Arkansas and Missis- 
sippi with boot tops and shoes for 
The Tweedie Footwear Corp. and 
Tweedie Boot Top Co. 

















timely just now,” said Gagey to the 
Recorder scribe the other day. But 
I do not want you to print it. “Oh, 
have you written it down—vwell, all 
right.” So we are quoting him—“Do 
you know why the shoe traveler is the 
most independent man on earth? 
No! Well, it is because he takes 
orders from nobody.” 


A Re-Union of Friends 


But Gagey was not worrying, for on 
the occasion that this joke was 
“cracked,” A. W. was found at his 
office surrounded by a coterie of 
friends, among whom were “Old 
Hutch” and Joseph K. Hayes, 
formerly of the old firm of Hayes, 
Gage & Loomis, and now for the past 
twenty-five years a lawyer. Mr. 
Hayes was fixing up Gagey’s State 
income tax papers. Mr. Hayes re- 
fused to be interviewed, and Gagey’s 
remonstrances with him were all in 
vain—he simply would not talk. 


photograph of Mr. Hutchinson and his 
four stalwart sons, which he regards 
as one of his principal treasures, and 
which is surely worthy of much ad- 
miration. 


Some “Old Timers” 


“Give Gagey a good story,” said 
“Old Hutch.” “There are only two 
men who have traveled longer than 
he—one is Ernest Rankin, who is 
still traveling for Reynolds, Drake & 
Gabell Co., and ‘Uncle’ George Hale, 
who is eighty years old and is still 
traveling for the Broadwalk Shoe Co. 
of Haverhill,” “and,” chimed in 
Gagey, “he traveled a great many 
years for Lounsbury, Mathewson Co. 
in New York State and up in Canada, 
and is one of the liveliest young men 
I know. 

“Another one,,” said Gagey, “of 
whom I wish to tell you, is A. W. Du- 
bois. He is about seventy-five years 
old, a regular old timer, and traveled 


much regret that Gagey was not one 
of the guests during the days of Janu- 
ary 16-18. 


Devoted to His Friends 


We have treated “Gagey’s” past in 
humorous vein, just as he himself 
would wish it treated. We have 
spoken of current episodes. And now 
for a moment we are going to be 
serious and refer briefly to “Gagey’s 
sweetly pathetic plans for the future, 
for they show above all a remarkably 
fine trait in this veteran traveler’s 
character—namely, his devotion to his 
friends. The late Joel C. Page and 
A. W. Gage were inseparable in life 
and Mr. Gage has determined that 
when his last order shall have been 
written and he is commanded to cease 
his labors on this earth, that he shall 
lie down to rest beside his old friend. 
And so Joel C. Page and A. W. Gage 
will one day sleep side by side in a 
little cemetery in Wyoming, Mass., 
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Brown Shoe Company 


Shows Remarkable Gain 


During November, December and January Brown Shoe 
Company manufactured, sold and shipped to customers 
96% more pairs of leather shoes than for the correspond- 
ing period one year ago. 


Actual sales in dollars show an increase of over 40% 
during the same period. 


For 44 years it has been the policy of this Company to 
make and sell dependable shoes. Buster Brown for 
Boys and for Girls and other brands of Brown Make 
*5x* 100% Leather Shoes give lasting satisfaction 
and increase the business of merchants who sell them. 


Catalog Showing Our Complete Line on Request 
or Wire for Salesman 


Www es Vue Gowegaiony, inc. 


First*Successful Shoe Manufacturer in St.’ Louis 


FOUNDED 1878 


CeROWN 


FEL 
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where “Gagey” has purchased a lot 
adjoining that of his dear old pal. 

Says T. A. D—“Gagey” is one of 
our most beleved associates and 
scarcely any of the old class of -buy- 
ers ever leave Boston without call- 
ing on this tried and true member of 
the B. S. T. A. 


FitzSimmons Is a Hustler 


C. G. FitzSimmons, who has joined 
the sales force of the Duttenhofer 
Stevens Company, Cincinnati, is now 
covering the states of Iowa, Neb- 
raska and Kansas. Mr. FitzSimmons 
has been connected with the shoe 
business for fifteen years. He started 
selling shoes in a retail store when 
he was in short trousers. Before go- 
ing into the army where he spent two 
years, he was financially interested 
in three retail stores in Illinois. Since 
the war he has been interested in a 
number of retail stores in Nebraska. 
After discontinuing his retail busi- 
ness he joined the salesforce of the 
Edmonds Shoe Company, Milwaukee, 
and for the past two seasons made 
good records with this line in the ter- 
ritory he is now covering. 


Regarding “Charlie” 
McWilliams 


“Charlie” McWilliams, from the 
Pacific Coast, reached the A. E. Net- 
tleton Co.’s factory on January 12 
after a few days at the N. S. R. A. 
Convention, Chicago. Charlie is a 
former Bostonian but a few years 
ago moved to Los Angeles, where, 
midst the flowers and sunshine, if 
looks are a criterion, he is growing 
younger and handsomer every day. 

The Los Angeles Shoe Retailers 
Association recently elected Mr. Mc- 
Williams president of their associa- 
tion; he is also president of the Los 
Angeles Shoe Travelers’ Association, 
vice-president of the California Re- 
tail Shoe Dealers’ Association and 
general chairman of the convention 
of that association to be held in Los 
Angeles in the month of June. With 
this load of responsibility and honor, 
Charlie bears up well and still wears 
the same sized hat. 


Barie a Nettleton Hustler 


Hiram Barie passed through Syra- 
cuse recently en route to New York 
City. Mr. Barie stops at the Cla- 
ridge while visiting his New York 
customers and has a full line of 
samples on display. 


R. R. Clark Dead 


E. B. Arbuthnot, Secretary of the 
Pennsylvania Shoe Travelers Asso- 
ciation, announces the sad news of 
the death of one of the Keystone 
State Association boys—R. R.’ Clark. 
Mr. Clark died at his home in Cleve- 
land, on Wednesday, February 1. Mr. 
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1922 
Style Pointers 


Excerpts from Report of F. J. 
Meany, Chairman Style 
Committee, N. S. T. A. at 
the Philadelphia Convention. 


F. J. Meany, Chairman of the 
N. S. T. A. Style Committee, 
who travels for Laird, Schober 
Co. gave an excellent report at 
the N. S. T. A. Philadelphia 
Convention, outlining the 1922 
style program as seen by his 
committee. This report was 
published by us in a recent is- 
sue of the Boot and Shoe Re- 
corder. But to re-emphasize, 
we are quoting excerpts from 
same, herewith, as follows: 

We feel that Paris still wields 
a powerful influence as_ to 
styles, in color schemes, com- 
binations, lasts and height of 
heels. We learn from the 
Parisian modiste that skirts are 
longer. But it is a question if 
the well-dressed American 
woman will follow this fashion 
until the fall, as she seems well 
pleased with the present length 
of skirts for the coming spring 
season. 


The Sky Is the Limit 


Now, as to style: We all 
know that changes, especially 
in the novelty class, are created, 
we might say, over night, and 
as the style committee of the 
California Retail Shoe Dealers’ 
Association, well said, “The 
sky is the Limit,” inferring that 
there is no single pattern or 
style. Never in our history 
have patterns been so beauti- 
ful, not only in their many de- 
signs, but in their color com- 
binations. They are classed in 
the shoemaking world as works 
of art, combining the Grecian, 
Roman, Spanish and Parisian 
types in style, not forgetting 
the American touch, deemed 
more practical as to fit, which 
the American woman demands; 
all these styles representing 
the most advanced ideas in shoe- 
making and designing. 

The public often asks the re- 
tail merchant, “Where do all 
these styles originate? We 
thought the strap patterns had 
been exhausted, but there seems 
to be no limit.” 


New and Startling 


The designers are always on 
the lookout for something new 
and startling, the more start- 
ling the more expensive. 
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Clark was an active member of the 
N. S. T. A. He was highly esteemed 
by a host of friends and his death is 
a distinct loss to all with whom he 
was affiliated. The Pennsylvania 
Shoe Travelers Association desire to 
express through these the Recorder’s 
columns their sincere sympathy to 
Mr. Clark’s family and friends. 


Raphael Is Publicity Man 


Arthur S. Raphael, who represents 
Nahm Bros. of Philadelphia, has re- 
cently been appointed chairman of the 
Publicity and Educational Commit- 
tee of the Philadelphia Shoe Travel- 
ers’ Association, and has_ recently 
sent out the following account of the 
February 4 meeting of his associa- 
tion. 

One of the best monthly meetings 
the association enjoyed in a long 
time was held at headquarters, The 
Hotel St. James, Saturday, Febru- 
ary 4. 

This was probably due to the fact 
that the members were anxious to 
hear the readings of the reports from 
the various committees having the 
annual affair of the National Shoe 
Travelers’ Association convention in 
charge this year. 

The meeting was full of “pep,” and 
all present were well pleased with the 
knowledge gained of the splendid 
work accomplished. 

James Scanlon, newly elected presi- 
dent, and one of the staunch workers 
of the association, called the meeting 
to order, after a splendid luncheon 
had been served, took the reins, 
crackéd the whip, and started the 
meeting off by driving full speed 
ahead. 

Outlining the year’s work in store, 
the following committees were then 
appointed. Employment Committee, 
I. Frank Oberfield, chairman; Welfare 
Committee, Paul Lippencott, Jr., 
chairman; Legislative Committee, B. 
B. Davis, chairman; Style Show Com- 
mittee, R. W. Franklin, chairman; 
Constitutional Committee, Jas. H. 
Moody, chairman; Membership Com- 
mittee, C. R. McClellan, chairman; 
House Committee, R. W. Franklin, 
chairman; Entertainment Committee, 
William Delameter, chairman; Pub- 
licity and Educational Committee, 
Arthur S. Raphael, chairman; Claim 
Committee, William F. Schoell, 
chairman; Building Committee, the 
chairman will be appointed at a later 
date. 

Great work is expected this year 
and the chairman of each committee 
will: be held accountable for the ef- 
forts of his committee members (for 
they must produce), for the good the 
association has done, and will con- 
tinue doing, means much to each in- 
dividual member, therefore President 
Scanlon, as well as all the earnest 
supporters of the Philadelphia Shoe 
Travelers’ Association, are in high 
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hopes of putting something worth 
while being put over this year, 1922. 


Five New Members 


C. R. McClellan, chairman of the 
Membershin Committee, started the 
ball a’rollin, by handing in five ap- 
plications for membership, Harry S. 
Rodearmel, with The Cotter Shoe 
Co., Lynn, Mass.; Arthur R. Daroies, 
with McElwain-Hutchinson & Winch, 
Boston, Mass.; Ralph W. Helm, with 
Weimer-Wricht & Watkins, Philadel- 
phia, Pa.; George Howard Russell, 
with Turner-Tomovkins, Philadelphia, 
Pa.; Samuel L. Saunders, with The 
Holland Shoe Co., Holland, Mich., 
they being duly elected to member- 
ship. 

William F. Schoell, secretary- 
treasurer, read his report of the year 
1921, proving his efficient work, and 
untiring efforts were well applied to 
the very successful year just ended 
for the association. 

Words of praise are also due to 
the splendid work of I. Frank 
Oberfie’'d who, with the assistance of 
his co-workers. of the Entertainment 
Committee, finished his past year’s 
work with glowing colors. 

Watch for Philadelphia Shoe Trav- 
elers’ News. 


Rogers in Chattanooga 
G. J. Rogers, covering the terri- 
tory former'y traveled by the late 
Hunter Rutland of the A. E. Nettle- 
ton Co., has completed his trip and 
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Frank Weber Praises 
National’s Work 


The installation of the new officers 
for the current year took place at the 
regular meeting of the Cincinnati As- 
sociation of National Shoe Travelers, 
recently held at the Shoe & Leather 











B. F. RICHARDSON 
Who covers Iowa and Nebraska 
with boot tops and shoes for Tweedie 
Footwear Corp. and Tweedie Boot 
Top Co. 


105 


Club rooms. Frank Weber, who now 
fills the president’s chair took the 
gavel of authority with his character- 
istic air of confidence which bespeaks 
success, and declared that the Cin- 
cinnati Association is going to stand 
out more strongly than ever as a vital 
functioning unit of the National. 


J. Jaffre Thanked 


Resigning president J. Jaffre, after 
thanking the members for their ear- 
nest co-operation during his adminis- 
tration and admonishing them to give 
their new president an even greater 
amount of support, was accorded a 
standing vote of thanks for his un- 
tiring efforts during his incumbency. 


Big Achievements 


Weber pointed out many of the 
great things the National Association 
has done for the general benefit of 
the shoe travelers who are members. 
He stated that the successful adjust- 
ment on the personal income tax re- 
turn in itself—though only one of the 
many accomplishments—is sufficient 
to make every shoe traveler stand by 
and work for his association with 
greater enthusiasm. 

He pointed out further that the 
National Association, with the sup- 
port of its affiliated organizations, 
has been one of the deciding factors 
in virtually securing an interchange- 
able mileage book which allows a one- 
third reduction in railroad fares for 


traveling men. 





is now at his home in Chattanooga, 











Vermont Convention Postponed 

Springfield, Vt., Feb. 13.—George D. Nelson and 
E. B. Moore, president and secretary, respectively, of 
the Vermont Shoe Retailers’ Association, have sent 
out notices postponing indefinitely the annual conven- 
tion of the association which had been tentatively 
scheduled for this month. “Out of ninety members,” 
says the notice, “only nine said they could come to the 
convention.” 


Stunt Pulls Big Business 

Malvern, Ark., Feb. 14.—W. A. Lea of the Jimmie 
Rowan Shoe Store here, recently put on a “stunt” 
which brought most of the children of the town into 
his store and sold enough shoes to increase his sales 
100 per cent over a rather good record made the day 
before. Briefly, Mr. Lea advertised that to the boy 
or girl bringing into the store the best answer to the 
question: “If one pair of shoes will wear six months, 
how long will two pair of shoes, worn alternately, 
wear?” he would give a new one dollar bill and that to 
every child who brought in an answer would be given 
a pencil. The winner’s name and the best answer— 
two years—were published in a subsequent advertise- 
ment. “Our store on that day was headquarters for 
the children,” said Mr. Lea. “We certainly were well 
supplied with them.” 


A “Good Lift” Rule 


Do not worry; eat three square meals a day; say 


your prayers; be courteous to your creditors; keep 
your digestion good; exercise; go slow and easy. 
Maybe there are other things that your special case 
requires to make you happy, but, my friend, these I 
reckon will give you a good lift—Abraham Lincoln. 





Officers of Texas Shoe Retailers’ 
Association 


Officers of Texas Shoe Retailers’ Asso- 
ciation for the ensuing year as follows: 
President, L. E. Langston, Fort Worth. 
Vice-presidents: First, H. C. Scoggins, 
Houston; second, H. W. Longman, Deni- 
son; third, R. M. Logan, Fort Worth; 
fourth, E. L. Kelton, Dallas. Secretary, 
W. E. Taylor, Fort Worth. Directors: 
H. L. Davis, Waco; Carl Mueller, Austin; 
Charles Chutz, El Paso; Robert Hill, Dal- 
l-s. Convention headquarters and con- 
vention city for three years Fort Worth. 
Texas association will place L. E. Lang- 
ston in nomination for member of the 
board of directors of national association 
at election in Chicago next January. 
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Sailing on the High Tide 
of Popularity 
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The 
Arch Preserver Shoe 
for Men 
—Keeps Good Feet Good 


 sgeaticncagnesig an even tread-base which 
meets with the specifications and de- 
mands of the foot as it is today and at the 
same time permits the making of shoes 
having a style and appearance acceptable to 
men of refined taste, for use upon all occa- 
sions and for all purposes. 


Carried In Stock 








Last No. 390 


































Last No. 580 











Ready for 


Immediate Delivery 


Sizes 5to 13. Widths AAA to E. 


Stock No. 158 Russia Calf Bal., Price 7.65 
Stock No. 157 Black Calf Bal., Price 7 
Stock No. 347 Black Glazed Kid Blu.. 
SE eh tetas yg -odycideeabe ache’ 7.90 
Stock No. 447 Havana Brown Kid 
i PN ccc bash eacad ous eee 8.75 





No. 158 and 159 made on Last No. 580 
No. 347 and 447 made on Last No. 390 








—— E. T. Wright & Co., Inc. 











A shoe built on the principles of a can- 
tilever bridge. The arch is anchored 
at both ends. 


Arch Preserver 
Rockland, Mass. 


Catalogue 
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Western Letters 


(Continued from page 83) 


DES MOINES 


Pre-Inventory Sales Good 


Big Sale of Goloshes—Seasonable Weather 
Increases Shoe Sales 


ITH virtually all of the lo- 

\ \ cal shoe stores in the midst 

of clearance sales prepara- 
tory to making an inventory of 
stock there has been the usual heavy 
rush for bargains from all classes in 
the city. Because of the fact that 
very low prices have been put on the 
shoes they are being moved in a most 
favorable manner. 

The weather has been especially 
seasonable this year for the sales of 
goloshes and shoe merchants have not 
been slow in taking advantage of their 
opportunity. Generally speaking, with 
every heavy snow fall has come a 
period of extreme warmth which has 
just suited the wearer of goloshes. 
Another factor that has resulted in 
their wide sale has been that fashion 
leaders here have taken up the style 
with great enthusiasm. Those who 
have been wearing oxfords throughout 
the winter and cannot endure anything 
binding around their ankles have been 
compelled to buy goloshes in order to 
withstand the vagaries of the weather. 
Comparatively little attention has 
been given as yet to the new spring 
styles. 

A salesmanager of one of the larg- 
est local shoe companies says that 
there are certain points that the shoe 
salesman of to-day must remember 
more than ever during the year 1922. 
He says the shoe business is only now 
turning to the up grade and that it 
will take all the fighting power of 
the floor manager and salesmen to 
help each individual store to sell more 
shoes. “In our own stores,” he says, 
“we are telling the salesmen to con- 
centrate on two or three styles only 
when showing new stock, emphasize 
two or three outstanding points in re- 
gard to the shoes and above all, em- 
phasize that the store is behind every- 
thing that we sell.” 


Convention Season Descends 


Seven conventions including one of 
international scope are scheduled for 
Des Moines during this month. Ten 
important conventions have already 
been held in this city since January 1. 
The fact that special railway rates 
have been secured and local commit- 
tees have been hard at work for weeks 
preparing business programs and en- 
tertaining features, has been one of 
the outstanding reasons why Des 


Moines has been so successful in at- 
tracting favorable attention. 


First Spring Style Announced—Re- 
ductions in all Winter Footwear 


During the past week the Arant 
Shoe Co. has announced a new style 
in the much demanded low heel patent 
oxford at $7. This style bids fair to 
be one of the best sellers for spring. 
They have the same style brogue ox- 
ford in russet brown calf at $6 but 
this does not seem to have as great a 
demand. 

White’s Shoe Shop are persistent in 
their publicity for “Cantilever Shoes 
For Comfort.” Their 1922 prices in 
boots are $13 and $14, while their 
prices range in oxfords from $11 to 
$13. 

The Heggen Shoe Store are offering 
a so-called Midseason Oxford Special 
in black and brown kid and calf skin 
at $6.40. All of the models are of the 
perforated brogue type. 

Breck’s Walk-Over Boot Shop has 
200 pair of boots that are being of- 
fered at a clearance price of $5. Two 
special lots of “rack” specials, that is, 
shoes on a rack just inside the door 
which are picked out by the customer 
and then tried on by the salesman and 
another lot of colored Kidskin boots 
are on sale. Both lots being sold at 
$1.95 per pair. 

The Globe is offering men’s and 
women’s shoes and oxfords at $3.88 
per pair. 


Unique Advertising 


In order to get away from the com- 
mon methods of clearance sales ad- 
vertising the Elwell Field Shoe Co., 
who use no comparative prices in their 
adds, listed their stock pair by pair, 
according to style, and made a definite 
reduction on each class of footwear. 
They advertise the same service in 
their special fitting as usual for non- 
sale periods. 


Dollar Day Reinstituted 


A Dollar Day At Panor has been 
reinstituted as a regular Tuesday 
event. Children’s shoes are given 
especial attention at this price. 
Women’s rubbers, morning slippers 
and boots were all offered at this price. 
with a favorable volume of sales as 
the result. 
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Joseph Kendall Is Dead 


Joseph Kendall, well known sales- 
man in the Ohio valley passed away 
the middle of January. Mr. Kendall 
was connected with Pearl Street job- 
bing houses, Cincinnati, for over 
thirty-five years, and he had a hest 
of friends in the shoe business at 
large. He was associated both with 
the Durrell Bros. and the W. K. Thorn 
Company. Both of these concerns 
since have passed out of existence. 


B: S. T. A. Officers Installed 


With the installation ‘of officers 
serving as a valid excuse, members 
of the Boston Shoe Travelers’ Asso- 
ciation got together for an uproarious 
good time at the Essex Hotel, Wed- 
nesday, February 15. Dinner was 
served at one o’clock in the afternoon, 
following which an excellent enter- 
tainment was held and the newly 
elected officers were installed, as fol- 
lows: W. H. Larkin, president; E. L. 
Puffer, vice-president; ._ William F. 
Noll, secretary-treasurer; E. U. Bur- 
dett and W. Merrill, members of the 
Board of Executives for two years. 

(In our issue of Feb. 11, we incorrectly 
announced that this meeting had been held 
at the clubhouse of the Boston Athletic 
Association. The article was prepared in 
advance of the date and the issue had 
done to press before we learned that un- 
foreseen difficulties had arisen, forcing a 


postponement of the installation until 
Feb. 15.—Epb. Norse.) 


W. A. Hinesley Dead 


Mrs. W. A. Hinesley, widow of W. 
A. Hinesley, writes us that her late 
husband died very suddenly January 
14, in Kansas City, following an 
operation. Mr. Hinesley represented 
the Pontiac Shoe Co. of Pontiac, IIl., 
in Kansas and Oklahoma for twenty- 
five years and was their oldest sales- 
man. He had many friends in this 
territory. : 

W. A. Hinesley was born in In- 
dianapolis, on February 21, 1861, and 
moved to Lawrence, Kan., June 6, 
1889, where he resided until July 18, 
1920, when he moved to Kansas City. 
Mr. Hinesley was a member of the 
Central Association of Traveling 
Shoe Salesmen, Elks, Country Club, 
Abdellah Temple of Leavenworth, 
Kan. He was also a Rotarian. 


Canadian Marking Regulations 
Postponed 


The New England Shoe and Leather 
Association in its bulletin to mem- 
bers of February 3 states: “We un- 
derstand that the Canadian Govern- 
ment has postponed the new regula- 
tions requiring the marking with 
name of country of origin of certain 
merchandise going into Canada until 
after the close of the next session of 
Parliament, scheduled to convene 
March 8.” 
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We congratulate the dealers who sell 
shoes advertised in Successful Farming 
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How Would You Like 
to Shoe This Family ? 


The Farmer as a Footwear Buyer 


The farmer today has $12,000,000,000 in crop value that 
he didn’t have six months ago. People who live in cities 
are the easiest fooled people in the world. That’s why 
someone can start the rumor that the farmer is not buying, 
and have people believe it. As a matter of fact the farmer 
has been the steadiest, biggest buyer of necessities all dur- 
ing the late depression. Even when he was hit hardest he 
was the steadiest buyer. You who depend partially on his 
trade know that this is so in your community. Now that 
he has come back stronger than ever, he will be a still 
greater source of income for the local merchant, because 
his buying habits have changed. 


Farmers Buy National Brands 


Local merchants have reported that there has been a great 
increase in the sale of Nationally Advertised apparel, and 
a decrease in the sale of unknown brands. Thus, the gen- 
eral merchant in rural communities is entering into a 
period of greater prosperity. The great force of National 
Advertising directs trade to his store, if he carries these 
brands. Footwear advertising in the papers the farmer 
likes the best, helps the local merchant. 


SUCCESSFUL FARMING, Des Moines, Iowa 


FARMING 


Successful Farming Reaches the Farmers 
You Want to Sell 


Successful Farming goes to the farmers who lead in their 
community. They farm by the best- paying methods, and 
hence their judgment is followed by others. What they buy 
in personal apparel also influences the taste of neighbors. 
In every sense, they are the “key men” to large sales. 


They gladly pay an annual fee to Successful Farming for 
one reason only, to become more prosperous farmers. 
They not only depend upon it for advice on farming 
problems but also for world news, politics, etc. With its 
wide range of contents it also has something of great 
interest every month for every one in the family and 
because of their belief in Successful Farming, the adver- 
tising pages become their dependable buying guide. 


Successful Farming Can Be Your Selling Aid 


You as a merchant have a great opportunity which you should not overlook. 
Every month members of the most successful farm family in your community 
are reading these Footwear advertisements. To bring the sales to your 
stores—carry these brands advertised in Successful Farming and let the 
farmers know you carry them. You will find 
it mor2 economical and easier than compet- 
ing against them. 
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Roller Skates 


Bring Down Mothers’ 
Wrath On Shoe Men 
Who Wonder What 
To Do About It 


oom of you shoe men will wonder 
J what earthly connection roller 
skates have with these columns, but 
if you have a boy you know. Have 
you ever noticed boys scooting around 
on one skate, using the other shoe as 
a propeller and a brake? 

You must have observed how the 
constant grinding whets out shoes 
quickly. Shoe men are now wondering 
just how many days a pair of boy’s 
shoes will last. 

Of course, some of you may say: 
“We should worry if the boys need 
new shoes often.” 


Then Mothers Complain 


But there’s the rub. Johnnie gets a 
pair of shoes. He skates, kicks tin 
cans, grinds his shoes on the pave- 
ment and indulges in the dozens of 
other sports dear to the hearts of 
boys. There are holes in the soles of 
his shoes in a short time. His mother 
throws up her hands in horror and 
straightway comes in to tell you the 
shoes you sell aren’t worth a picayune. 

Now, men, that is the situation. 
Have you ever thought what you are 
going to do about it? 


Better Bottoms Solves It 


Many shoe merchants have relieved 
themselves of worry by insisting that 
“Rock Oak” bottoms be placed on 
every pair of boy’s shoes they order. 
They know that “Rock Oak” soles 
wear longer and give parents better 
value for their dollars. 

You men know that satisfied custom- 
ers are your best advertisements. You 
cannot build business without satisfy- 
ing them. Have “Rock Oak” bottoms 
on your shoes and set the pace for 
bigger business in 1922. 

Write to us. We will help you get 
the “Rock Oak” soles. 


The AMERICAN 
OAK LEATHER 
COMPANY 


Cincinnati 


Chicago Boston St. Louis 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Of. 
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SALT LAKE CITY 


Dealers Making a General Clean-Up 


One and Two Dollar Sales Increase—Demand 
for “Regular” Merchandise Light—Rumor 
Proves Correct, Collapse of Pacific 
Sales Co.—Tom Lawson on Men’s 
Footwear—Cummings Leaves 


Hospital — 


Robinsons 


Move to New Location 


chants here are making a gen- 

eral clean-up on their broken 
lines and “out-of-fashion” mer- 
chandise. At the Broadway com- 
pany’s place many new tables and 
stands have been improvised and 
filled with “bargains,” changing the 
whole appearance of this well known 
establishment. The demand for regu- 
lar merchandise is light and some of 
the dealers with whom the writer has 
talked during the past week declare 
that this is the best time to feature 
their bargain goods. In a few cases 
they have bought the “bargains” of 
competitors and sold them at a good 
profit. The Auerbach company’s shoe 
department, according to Manager 
Staiger, disposed of 2000 women’s 
low-heel boots and plain pumps at a 
dollar a pair and could have sold 
many more. 


Ocha: of the leading shoe mer- 





Pacific Sales Co. A Bankrupt 


The Pacific Sales Co. which opened 
a shoe store on Main Street last year 
is bankrupt and its manager, Ed. 
Newburg, is facing a criminal charge 
for having made an alleged false 
statement to a representative of R. 
G. Dun & Co., regarding his lia- 
bilities. It is said that Newburg said 
his firm owed $20,000 when the 
amount was just three times as much. 
Newburg pleaded not guilty at the 
preliminary hearing, saying that he 
was very busy when Dun’s man 
called and declared that he was asked 
to give an approximate statement 
which he did to the best of his ability. 
He was held by a $500 bond. The 
stock of the company was sold to a 
bankrupt dealer. Excessive news- 
paper advertising is regarded by 
many dealers as one of the principal 
causes of the firm’s failure, the sums 
expended in this direction during the 
past few months amounting to a very 
large sum. 





Tom Lawson On Men’s Shoes 


Tom Lawson, secretary of the Mc- 
Kendrick Shoe Co., which specializes 
in men’s shoes of the better grades, 
told the writer that he expects the 
coming Spring will see the sale of 
many men’s Oxfords. Mr. Lawson 


declared that the Winter of 1921-22 
will prove the best Winter for Ox- 
fords in his 27 years’ experience, as 
far as the sales of his own firm are 
concerned, at least. He looks for Ox- 
fords to become as popular with men 
during the Winter season as they are 
now with the fair sex, he said. 





Harry Cummings Leaves Hospital 


Harry Cummings, the popular 
young head of the Walk-Over Shoe 
Co.’s branch in this city, who has been 
in the Latter-day Saints Hospital for 
three or four months past and whose 
life was despaired of for a long time, 
has left the institution and is at home 
again. It may, however, be another 
six weeks or two months before the 
patient will have _ sufficiently re- 
covered to be able to resume his du- 
ties as he is still very weak. 





Robinson Bros. Co. in New Location 


The Robinson Bros. Co. has moved 
into its new location under the Tele- 
gram and workmen are at work 


_ putting the store vacated into shape 


for Hunter and Thompson who will 
open about March 1. It is said that 
the latter firm will carry men’s shoes 
as well as women’s footwear, but Mr. 
Hunter could not be reached before 
these lines were written. 





Earl C. Brown Visits Canada 


Earl C. Brown, head of the men’s 
department of the Hirschman Shoe 
Co., who accompanied Mr. Hirschman 
to the big convention, will visit rela- 
tives in Canada before returning to 
this city. He is expected home about 
the 15th of this month. 





Uerich Has Big Month 


Charles Uerich, manager of the 
shoe department of the Gardner & 
Adams Co. told the writer that he 


- had a big month in January. The 


prices which proved popular were 
$8 and $10. This company sells 
men’s shoes only and instead of mark- 
ing down certain lines has adopted 4 
flat discount of 25 per cent on every- 
thing but rubbers, said Mr. Uerich. 
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KANSAS CITY 


Shoe Exhibit to Be Held March 13-14-15 


Business in This Section as Good as Could 
Be Expected in a Normally Slow 
Season 


ica Shoe Exhibit were re- 

viewed at a meeting of the 
Central Shoe Travelers’ Association 
at the Elks’ Club, Kansas City, Feb. 
3. The exhibit, which will be staged 
at the Choates House, Kansas City, 
March 13, 14 and 15, promises to be 
one of the best of its kind of the sea- 
son. It is to be given by the 
Travelers and promises to be some- 
thing different than the average. 
Several novel attractions have been 
arranged and the entertainment side 
well thought out. 

According to Frank L. Wells, one 
of the leaders of the Central ‘Associa- 
tion and a member of the coffimittee 
in charge of display space at the 
Choates House, there will probably be 
more than 125 lines represented at 
the exhibit, containing the latest 
styles and the “last word” in foot- 
wear. Mr. Wells said that arrange- 
ments had been made for more than 
a hundred exhibitors but that ac- 
commodations for others could be 
easily arranged. 


Pia: for the Heart of Amer- 


Dealers Meet On Same Days 


As the date of the exhibit falls 
upon the same days as the annual 
convention of the Tri State Shoe Re- 
tailers’ Association, also to be held 
in Kansas City. It is believed that 
the display will stimulate business 
and be a good thing for both the 
travelers and the merchants. The 
two associations are co-operating in 
adjusting their programs so _ that 
there will be no conflict. As well as 
the Missouri, Kansas and Nebraska 
dealers merchants from all over the 
southwest are expected to attend the 
exhibit. 

Under the first plans for the exhibit 
it was proposed to have a runway and 
models for all the exhibitors, but 
later this was changed and the ex- 
hibitors having models to display 
their lines (shoe) will employ them 


individually. Space may be procured 
through Mr. Wells, Ridge Building, 
Kansas City. 


Farm Aid Will Help Business 


Business in the Kansas City trade 
territory, it developed at the meeting, 
is regarded by the salesmen as about 
as good as could be expected for this 
time of the year, a normally slow 
season. 

The relative low price of agricul- 
tural products as compared with the 
high costs of most of the things that 
the farmer must buy will naturally 
have a great influence in the business 
of this section, and the influence will 
not be a stimulating one as far as 
booming sales is concerned. 

As business generally depends al- 
most entirely upon the prosperity of 
the farming element it is to be seen 
that unless the farmer can be pulled 
or can pull himself out of his financial 
rut business will remain slow. The 
salesmen, however, believe that spring 
will bring about a revival: of the 
“good old days” and are preparing to 
sharpen their pencils and get busy. 


Complain Against Hotel Rates 


One complaint which is general 
among the travelers at this time is the 
way the hotels continue to ignore the 
fact that the war is over, and charge 
at a rate which would put the justly 
famous Light Brigade in the piker 
class. In even the smaller places, 
they say, an exorbitant rate is de- 
manded, and a salesman can do noth- 
ing but pay it. The chief difference 
between the average hotel man and 
Jesse James is the fact that Jesse is 
dead, one traveler said. 

Another complaint is voiced against 
the high passenger rates charged by 
the railroads. This, however, they 
hope ‘will be relieved through the bill 
recently passed by the Senate and 
now up for’ ‘consideration by the 
House which would have the railways 
issue mileage books at a reduced rate. 











Bunker on Pacific Coast 


Frank E. Bunker, one of the best- 
known traveling salesmen on the Pa- 
cific Coast, and who for the past year 
and a half has been in the automobile 
business in Los Angeles, has once 
more returned to the road and is rep- 
resenting- the Geo: E. Learned Co. of 
Newburyport, Masso. Frank says 
that-he is more than pleased with the 


business he has so far written this 
season. 


Barnett, Jr., on the Job 


N. A. Barnett, Jr., with the Rice 
& Hutchins Cincinnati company, has 
been laid up with an attack of pneu- 
monia, but has now entirely recovered 
and is back on the job and is sending 
in a mighty nice business. 








SONG OF THE SALES TRAIL 


Out in the tang of November 
morning, 
Hitting the trail, with your 
samples aboard, 
A song on your lips 
From the pure joy of living— 
What better sport does this 
old world afford? 


Gone are the thoughts of your 
yesterday’s troubles, 
Cold hotel dinners and long 
delayed mails; 
Ahead are the unbroken 
Trails of the future; 
Yonder are waiting the un- 
taken sales. 


The store at the crossroads, the 
town in the valley, 
Each one holds a charm in the 
crisp of the morn, 
And you take a new grip 
On the wheel of your jitney, 
Just thanking the Lord for 
the day you were born. 


The wind in your face sets the 
young blood a-rushing, 
Your brain takes a new-col- 
ored view of your line; 
Away with the gloomy 
Reflections of evening— 
To-day is to-day and the 
weather is fine! 


A new zest of selling and fight- 
ing for business 
Is warming your blood and 
setting your jaws, 
And you know as you 
Push up a notch on the throttle 
That this is your day and that 
success is yours! 
Ken R. Dyke 
in Forbes Magazine (N. Y.) 











“Business Is Picking Up” 

Fred Coleman, who travels for the 
Watson Shoe Co., covering the prin- 
cipal cities between Boston and Chi- 
cago, has just returned from a trip. 
There is no need of asking “Fred” if 
his trip was a successful one, as the 
large number of orders which he has 
turned into the factory precludes that 
question. “Yes, business is certainly 
picking up,” said “Fred,” as he 
boarded the train for the Watson 
plant. 


Wheaton with Diamond 


Fred Wheaton, who has been rep- 
resenting Alden, Walker & Wilde, 
for many years in New York and 
Pennsylvania, has accepted a posi- 
tion with the Diamond Shoe Co. to 
represent this concern in Brooklyn 
and thereabouts. Mr. Wheaton is well 
acquainted in his territory and will 
no doubt be of value, not only to shoe 
buyers, but to his firm. 
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One .of Marshall's va- 
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Note: It is made with 
full quarter lining and 
leather slip soles. 


C.S.MARSHALL COMPANY 
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Well-to-Do Best Market for Shoes 


in 1922 


So Declares Herbert T. Drake in Address as President of 
New England Shoe and Leather Association at Annual 
Meeting—Money Easier to Get, Says Federal Reserve 


DDRESSES on the prevailing 

industrial, economic and fi- 
nancial situation were given to-day 
before the New England Shoe & 
Leather Association by Herbert T. 
Drake of the Emerson Shoe Co., and 
Frederic H. Curtiss, Federal Reserve 
agent of the Federal Reserve Bank 
of Boston. 

It was the annual meeting of the 
association, held at the headquarters 
on Essex Street. 

Mr. Drake, who has been president 
of the association for a year and to- 
day was re-elected for another term, 
delivered his annual address. He paid 
tribute to the efficiency of the secre- 
tary, Thomas F. Anderson, and to 
other members who have been work- 
ing hard during the year in behalf 
of the organization. Regarding the 
industrial situation, he spoke as fol- 
lows: 

“We have passed through a year 
that most of us would like to forget. 
Perhaps it was as our superstitious 
friends would have us believe, a hoo- 
doo year, because the sum of its nu- 
merals total 13. 

“But there are many signs of im- 
provement which were not on our 
horizon six months ago. A barome- 
ter which we have all looked to in 
years gone by has shown encourage- 
ment in its activities for the past 
sixty days—Wall Street and United 
States Steel. Industrial maps of busi- 
ness conditions in the country are be- 
ginning to show lighter spots of in- 
creased activity. No longer can Los 
Angeles claim to be the only oasis in 
the desert of black ink. 


Armament and Budget System 


“The limitation of armament con- 
ference has just completed its labors 
with results so far reaching that we 
cannot to-day realize their importance 
in relieving the world of its war bur- 
dens. The work on a budget system 
and co-relation of various Government 
activities is already producing vast 
economies in our administrative ex- 
penses, which will go far toward re- 
lieving us of our excessive taxes. 


Unprofitable Labor Must Go 
“I do not believe, however, that the 
signs of improved conditions warrant 


any easing up in the most rigid econ- 
omies in our own industry. Business 


Agent Frederic H. Curtiss 


will not be inhaled by sitting in the 
sunlight. We must continue to elimi- 
nate non-productive, unnecessary ex- 
pense. We must see that we know 
our own jobs, and that those who 
work for us know theirs. Every unit 
in the machine that is not productive, 
every employee whose labor cannot 
show a profit, must go. Let me illus- 
trate this point with an example I 
saw cited recently. A factory located 
twenty miles outside a large city 
maintained expensive offices in town. 
When questioned as to whether the 
city office was necessary, it was ad- 
mitted that all business came either 
by mail or from salesmen and that 
the trade never used the city office. 
The only real excuse for the office was 
that several of the executives lived in 
town and objected to a daily trip of 
twenty miles into the country. 


“Will” Worth More Than “Ought” 


“Competition this year will be keen 
—and next year and the year after 
that. Foreign markets are still un- 
changed and there is no immediate 
prospect for improvement. But the 
home market has always been in- 
finitely our largest market, so that 
the lack of foreign trade is not so im- 
portant, after all. Competition, as 
someone remarked, begins above the 
ears. Your most dangerous com- 
petitor will be he who knows his mar- 
ket best—who knows what the con- 
sumer wants and how much he will 
pay for it. I believe we are all too 
apt to study our problem from our 
own angle, thinking and. planning on 
what the consumer ought to want and 
how he ought to buy, rather than 
finding out at first hand what he actu- 
ally does want and what he actually 
will buy. 


Well-to-Do and the 1922 Market 


“When the depression first started, 
the well-to-do people felt it the most. 
Security markets broke with a crash, 
and shortly afterward manufacturers 
and traders suffered from the sudden 
drop in wholesale commodity prices. 
Hence, during the first part of the 
depression the investors and business 
men were hardest hit. Now, however, 
the: security markets have begun to 
advance, and the investing public is 
feeling better. The wage-earning 
classes, on the other hand, still have 


a severe period of readjustment 
ahead. This means that the best 
business this year should be found in 
the grades of goods bought by. the 
more well-to-do classes rather than 
laboring classes. 

“Various indications of this trend 
are apparent. For example, rug and 
carpet manufacturers are reporting 
that the cheaper grades are moving 
more slowly than the better qualities. 
Manufacturers of butter substitutes 
are not finding the stimulus to their 
business which at first thought would 
be expected in times of depression. In 
fact the substitutes seem to be worse 
affected than genuine butter. The 
same experience is encountered by 
makers of women’s shoes and hosiery. 
Perhaps the recent slump in sales of 
the chain stores reflects the same con- 
dition. 

“Clients should recognize this shift- 
ing in trade and plan accordingly. 
This year price will still be the best 
sales argument, but quality must be 
maintained. Our advice is to stress 
good quality, moderate price merchan- 
dise, and not to be stampeded into 
stocking up with cheap stuff to meet 
the present depression in trade. 

“The industry in New England 
faces its own peculiar problems. In 
1914 New England purchased 54 per 
cent of all the shoes made in the 
United States—this fell to 48 per cent 
in 1919 and to 37% per cent by No- 
vember, 1921. It is time that this as- 
sociation faces these facts and ana- 
lyzes the conditions for this decrease. 
New England tips its hat to no section 
of the country in its supremacy in 
workmanship and style authority. Per- 
haps the greatest tribute to her pres- 
tige in shoemaking was paid by the 
International Shoe Co. of St. Louis 
when it came to us for the W. H. Mc- 
Elwain Co., so that our traditions of 
fine shoemaking could be added to 
that splendid mid-Western organiza- 
tion. 


Not Quality, Not Price, But Labor 


“Our most pressing problem is not 
one of quality. It is not on that ac- 
count that our production is falling 
behind. It is a problem of costs— 
stated simply—the labor problem. In 
the discussion of this it may be that 
both the. manufacturer and ‘labor 
leader are approaching it from the 










































































Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 


in Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties. 
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COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
This stock. Bik. Sat. 
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0 days. 
118 Phoenix Row, 
~ Haverhill, Mass. 
123 Easex St., Boston 
Room 36 


ee 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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Leather 
Slippers 
Samples on Request 
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FREEMAN-THOMPSON SHOE CO. 
Manufacturers ‘‘Comforets’” St. Paul, Minn. 
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wrong angle. We ask for reductions 
and are met with the counter that no 
reductions have occurred in other sec- 
tions. 

“But that is not the real point. 
What we must determine is what is 
the difference in labor cost in mak- 
ing the same shoe between this and 
other sections of the country. Is this 
differential (which we know exists) 
fair to the industry in New England? 
Should we here have to pay more la- 
bor cost for the same operations than 
is paid elsewhere ? 

“I believe a representative commit- 
tee should be appointed from this 
association to study relative costs of 
operations and maintain the supremacy 
of this country. Personally, I always 
had confidence in the common sense 
and good sense of the laboring class 
in our district. I have always felt 
that the interests of capital and la- 
bor are identical and that neither can 
long prosper at the expense of the 
other, If it can be shown that our 
labor cost is higher, I am convinced 
that our labor will accept readjust- 
ments that will enable us to resume 
full operations and maintain the su- 
premacy of our industry which has 
been New England’s proud heritage 
for 300 years.” 

In the course of his address before 
the New England Shoe and Leather 
Association, Mr. Curtiss spoke as fol- 
lows: 

“It is well known that periods of 
business prosperity follow periods of 
depression in a pretty regular recur- 
ring cycle, but it has not been gener- 
ally known that certain industries 
usually feel an incoming depression 
or a revival of business before others. 
“Several of the large New England 


industries are those whose business’ 


cycles seem to precede the cycle of 
business throughout the country, and 
the result is that the general business 
situation in this section changes be- 
fore it does in, let us say, the agri- 
cultural districts of the West and 
South. You gentlemen are connected 
with one of the industries which is al- 
most the first to change from a con- 
dition of prosperity to one of depres- 
sion. This is neither an unmixed 
blessing, nor an unmitigated curse. It 
forces you to be particularly keen in 
forecasting, inasmuch as you have not 
many guide posts to follow such as 
you might have if you were in the steel 
industry, for instance, the course of 
whose business cycle lags behind or 
follows that of business in general. 
“As a partial recompense‘ for hav- 


ing to judge the future with fewer - 
signs to help you, there is the advan- ' 


tage that there is the better chance 
to liquidate your stock of merchandise 
while the market for shoes and 
leather is falling than in industries 
whose business cycle lags. While 
your business is declining others are 
still good, for a few months, at least, 
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and unemployment is comparatively 
small, and retail trade still fair.” 

Showing with statistics that are 
collected by the bank how the shoe 
and leather business is now coming 
back, Mr. Curtiss continued: 

“T believe the shoe industry in this 
section of the country reduced opera- 
tions to about 30 per cent capacity 
during November and December in 
1920, whereas now our reports indi- 
cate that the New England shoe fac- 
tories are running at approximately 
70 per cent of maximum capacity. The 
textile industry, particularly the 
woolen division, had a better come- 
back than your industry had. Reports 
which we have received at the bank 
from department stores all over New 
England indicate that retail trade has 
been much better during the past year 
than most people believe. Boston de- 
partment stores in particular had un- 
usually good business last year. 

“It is rather hard to tell those who 
have had experience with frozen loans 
that money is easy to get at present. 
Nevertheless it is a fact that there 
is a vast change in the credit situa- 
tion now as compared with that of 
last year. Money rates declined the 
greater part of 1921. 

“This is the time of the year when 
money rates should normally decline, 
yet they are holding up. Probably 
the fear of the bonus bill passing 
Congress and the President, which 
might entail a new bond issue, has 
some effect on the money market. 
And then refunding operations, both 
of some five or six billion dollars 
worth of United States Government 
bonds, which come due within the 
next year and a half, and some pos- 
sible change in the form of the for- 
eign loans due this country, may also 
tend to increase the rates. But pos- 
sibly the main reason for the in- 


. crease is that one of the prime 


causes of easier money which has 
been available for purchasing bonds 
and acceptances and other short- 
time and éasily liquidated loans has 
been the surplus funds of corpora- 
tions whose businesses were dull, so 
that they did not need to use the 
money. themselves, or has been funds 
in bands which customers did not 
need because business was dull. Now, 
that industry is picking up and cor- 
porations feel that prices are so sta- 
bilized that. they can carry a fair- 
sized inventory this money is being 
withdrawn from investment sources 
and being put to industrial uses. 
After all, the important thing is not 
the rate which you have to pay, but 
the fact that credit can be obtained. 


Not Afraid of the Bonus 


Mr. Curtiss had no fear of any in- 
dustrial or financial disturbance from 
the bonus legislation. Relative to 
this subject he said: 

“There has been considerable talk 


lately about the possibility of 2° 


period ‘of re-inflation, caused by the 
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ex-service men spending their bonus, 
or adjusted compensation, as they 
prefer to call it, when and if ob- 
tained. In the first place bonus pay- 
ments probably will not be so large as 
some of the press statements lead us 
to believe. There are five different 
methods of payment provided for in 
the McCumber bill, only one of the 
five providing for a direct distribution 
of cash. if all the ex-service men 
took cash the total payment would 
not exceed a billion and a half dol- 
lars, to be paid in quarterly instal- 
ments. The first few quarterly pay- 
ments would not exceed the amount 
of $200,000,000 in cash. Two of the 
plans call for the payment. of ad- 
justed compensation plus 40- per cent 
to be applied toward buying farming 
lands or improving town and city 
property. This sort of payment is 
much more apt to cause an increase in 
business activity in prices than the 
straight cash payments. The one plan 
among the five which seems to be the 
most attractive provides for a twenty- 
year endowment insurance, which 
will be for an amount 3.18 times as 
much as the adjusted compensation. 
Of course there is little chance for 
this sort of payment to cause any 
business inflation. A bonus payment 
of any method would be of insignifi- 
cant proportions compared with the 
amount of business done regularly in 
the country. 

In closing, Mr. Curtiss stated that 
he believes that commodity prices are 
going to decline, with interruptions 
for several years. Competition is go- 
ing to be very severe in New Eng- 
land industries, but the outlook for 
the immediate future is not bad, 
neither is it rosy. He said that the 
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salvation of New England industries 
will line in quality production, rather 
than quantity. 


Association Elects Officers. 


The following-named officers were 
elected by the association: 

President, Herbert T. Drake, Em- 
erson Shoe Co., Rockland; vice-presi- 
dents, Charles H. Jones, Common- 
wealth Shoe & Leather Co.; A. C. 
Lawrence, A. C. Lawrence Leather 
Co.; Fred B. Rice, Rice & Hutchins, 
Inc.; Arthur W. Wellington, United 
States Leather Co.; secretary-treas- 
urer, Thomas F. Anderson; directors, 
Frank C. Allen, Creese & Cook Co.; 
Harry H. Beckwith, Beckwith Manu- 
facturing Co.; Albert N. Blake, Wat- 
son Shoe Co.; Charles A. Coe, United 
States Rubber Co.; Harry W. Crooker, 
Crooker & Morse, Inc.; Oscar C. Da- 
vis, George E. Keith Co.; William G. 
Dodge, Nathan D. Dodge Shoe Co., 
John E. Driscoll, American Hide & 
Leather Co.; Philip H. Fraher, United 
Shoe Machinery Corporation; Ben- 
jamin W. Fredericks, Kistler Leather 
Co.; William F. Fitzgerald, Turner- 
Tanning Machinery Co.; Louis N. 
Hannum, Whittemore Bros. Corpora- 
tion; Owen C. Howe, Sands & Leckie; 
Charles C. Hoyt, Farnsworth, Hoyt 
Co.; John S. Kent, Jr., M. A. Jackard 
Co.; Herman E. Lewis; Alfred L. Lin- 
coln; William J. McGaffre, Thomas G. 
Plant Co.; William H. McCloskey, 
McElwain, Hutchinson & Winch; W. 
H. Nash,. Wilder & Co.; Burt W. Ran- 
kin, Hunt Rankin Leather Co.; Al. A. 
Rosenbush, Al. A. Rosenbush & Co.; 
Francis A. Shea, Reece Button-Hole 
Machine Co.; Hovey E. Slayton, F. M. 
Hoyt Shoe Co.; Harry I. Thayer, 
Thayer, Foss Co. 





HAVERHILL 


Cut-Out Patterns Popular Sellers 


Broader Straps Find Favor, Say Manu- 
facturers of Turn Sole Footwear 


AVERHILL manufacturers of 

women’s turn shoes agree 
that the strap pattern in women’s 
slippers will be, with variations, a 
ready seller for spring and summer. 
The cutout is featured, there being 
many variations. These cutouts are 
naturally more expensive to produce 
than the plain patterns, but they are 
received with favor by merchants, 
who, while believing in the continued 
salable qualities of the one strap, de- 
sire to give the consumer a choice 
in selections as regards patterns. 
Straps from % to 1 inch wide are 
being featured with buckle or but- 
ton fastenings. Patent leathers are 
going stronger than ever, both plain 
and in combination with gray quar- 
ter Louis, half Louis and Spanish 
Louis heels are good sellers, while the 
low or one inch heel is enjoying ex- 
tensive favor. Novelties, not too ex- 


treme, are having a good sale, much 
better, in fact, than manufacturers 
anticipated a few weeks ago. Prices 
are running close to the moderate fig- 
ures, as in line with consumer de- 
mands. 
Going After Business and Getting It 
It is the consensus of opinion 
among Haverhill shoe manufacturers 
that this is a season and a year when 
“Go-Getters” will obtain business and 
“Stay-Homers” will lack orders. This 
is the viewpoint of at least one Ha- 
verhill manufacturer. Some time ago 
the Boot and Shoe Recorder issued 
a little leaflet, which in part read: 
“There will be considerable 
business and the firms which go 
after it will be the ones to get. 
it.” 
A member of this Haverhill concern 
cut out this portion of the Recorder 
leaflet and fastened it on the wall of 
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Where to Buy 


Women’s Shoes 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., 


ne. 
35 York St., Brooklyn, N. Y. 



















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Tease. 
Boston Office 
Rice Bldg. Room 406 

















FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our tig, new factory, 
and production is “hitting on high.’”” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 
Inquiries Promptly 
Answered. 





Samples on Request. 
Felstiner-O’Connell 
oF Weannnte 1s 
Haverhill, Mas. 

Boston Office, 92 Beach St. 











25% Cash Discount 


From the regular 55c. 
list on thirty pair case 
lots. 

Prepaid Express Toe- 
sans fit and wear. 


Wm. Sumner Smith Co. 


New York or Chicago 














Where to Buy 


Children’s Shoes 

















SOFT SOLES 


A Wonderful Line for the 





apwards. Alsoa full 
line of Ladies’ Pump 
Straps. 





NU BABY SHOE CO., East Lynn, Mass. 
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TO DRESS WELL” 
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his office. Being printed in red ink, 
it is quite conspicuous. 

In alluding to his plan the manu- 
facturer indicated this point on the 
office wall and said: 

“We thought it a pretty good 
slogan and decided to adopt it for 
1922. We began with the Chicago 
Show and worked hard there with 
fairly good results. Following that 
and during the rest of the month we 
combed intensively the cities of New 
York, Philadelphia, Baltimore, Pitts- 
burgh and other centers. The net 
result was a sufficient amount of or- 
ders to keep our factory moving at 
practically full production through 
the month of February. We were 
further encouraged by getting more 
orders, some of which are repeats of 
our first orders. Others are being 
received from our salesmen. We pro- 
pose to continue to live up to this 
motto and to go after business harder 
this year than ever before. We feel 
quite confident that we shall get our 
share of orders for women’s turn 
slippers for 1922.” 


Stockholders in Shoe Concern 
Bring Suit 

A bill in equity was recently filed 

in the Superior Court by minority 
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stockholders of the Harrison-Lock- 
wood Company, shoe manufacturers, 
recently assigned. The plaintiffs, 
some of whom are former employees 
of the company, ask an injunction 
from any conveyance of the business 
during investigation of alleged illegal 
acts of the respondents. The minor- 
ity group claim that the majority 
stockholders, comprising officers of 
the company, were paid higher sal- 
aries than the business would justify, 
and that others had been paid in ex- 
cess of the value of their services for 
the purpose of supporting a plan to 
reorganize the company and freeze 
out the minority stockholders; and 
that the assets were finally conveyed 
to the assignees for the benefit of the 
creditors. This conveyance the court 
is asked to declare illegal, and that 
accounting be ordered and a receiver 
appointed to continue the business 
until the case is determined. 


New Leather Concern 
Incorporated 


The F. C. Richardson Leather Com- 
pany, with a capital of $10,000, has 
been incorporated by Frank C. Rich- 
ardson, Louis Birenbaum and John J. 
Ryan, all of Haverhill. 





BROOKLYN 


Factories Are Fairly Busy 


Satins and Black Patents Constitute the 
Bulk of the Business 


ROOKLYN manufacturers of 
women’s fine shoes, according 
to reports from several of them, are 
fairly well supplied with orders that 


will keep the factories running at the ° 


present pace up until April. In fact 
two of the factories report being sold 
up until that date and assert that 
they are taking no orders for delivery 
until after April 1. 

Styles are still more or less indefinite, 
and although it is hoped that some 
stability can be given the style situ- 
ation, it is expected that the desire 
for new business will bring out new 
models within the next few weeks. A 
few manufacturers say they have 
some new styles under cover ready to 


be sprung on the trade as soon as the 
Easter business is out of the way. 


Busy On Sport Shoes Also 


Satins and black patents still con- 
stitute the bulk of the business now 
going through the factories here. 
Some of the manufacturers who are 
speciailsts in sport shoes are booking 
a good business on these and expect 
additional business as soon as the re- 
tail selling season is fully under way. 

On street shoes the strapped models 
still lead in popularity, with most of 
the new styles showing a tendency to 
get down to one strap effects. Black 
brocades are Coming in for some at- 
tention, particularly in evening shoes. 





NEW YORK 


Still Sticking to Price Cuts 


Retail Shoe Merchants Complain of Sea- 
sonal Dullness—Combinations of Suede 
and Patent for Spring 


HE usual seasonal dullness in 
the retail shoe trade here ap- 
pears to have been intensified during 
early February, and complaints of 


poor business were registered by 
nearly all merchants. Activity in 
some quarters was stimulated by 
drastic reductions on large quantities 
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of shoes, some of which were special 
purchases from manufacturers or 
wholesalers. 

Among the notable sales of early 
February were those conducted in the 
Forty-second Street store of the Ad- 
ler Shoe Company which took over 
the men’s shoe store conducted by 
John Adler. The old stock of shoes 
was put on sale at a flat price of 
$4.95 a pair. Large crowds responded 
to this price appeal and the stock 
moved out in generous quantities. 
The store, as soon as the old stock is 
completely cleared will be remodeled 
and refitted into one of the most 
modern men’s shoe shops in the city. 


Gimbel and Slater Hold Sales 


The same price of $4.95 was put on 
a large quantity of men’s high shoes, 
mostly Scotch grain leather, by Gim- 
bel Brothers. The shoes were pur- 
chased from a manufacturer for cash, 
and evidently were a cancelled or re- 
turned order. The shoes bore the la- 
bel of a Buffalo and Rochester mer- 
chant. Mixed in were some pairs of 
regular Gimbel shoes. 

Another sale that attracted con- 
siderable attention was that held in 
the J. & J. Slater store. Women’s 
high grade shoes were offered at ex- 
tremely low prices and the Slater 
clientele, notified by mail, responded 
liberally. Newspaper advertising 
brough some new customers to the 
store. 

“Specials” Also Offered 


Alfred A. Kohn, Fifth Avenue, also 
has been running a series of specials 
in order “to make new friends” accord- 
ing to his advertisements. Last week 
this special was a grain leather ox- 
ford for men at $7.50. 

The dull trade so far has given the 
retail merchants but little opportunity 
to feel out the trend on spring styles. 
A few things, however, appear to 
stand out prominently. Suede and 
patent combinations are expected to 
be good sellers in practically all 
stores. There is some tendency to 
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get away from the suede or ooze 
quarter with patent vamp and to 
substitute for it apron effects in pa- 
tent or suede. The one-strap model 
predominates with the strap broader 
than those heretofore shown and fas- 
tening with one or two buttons, or a 
broad buckle. 


Expect Whites to “Go Big” 


All the retail merchants are look- 
ing forward to a big season in white 
goods, and are now placing their 
orders for shoes of this description. 
The all white and white with patent 
or other black leather trim seem to 
have the edge over the white and tan 
combinations that were strong last 
year. In some quarters there is a 
disposition to go stronger on all 
whites, and for bulk selling there is 
considerable purchasing of all white 
fabric welts in one strap models with 
1%-inch covered heels. 

Despite the great discussion of one 
inch heels and the showing of spring 
heels on sport shoes, most merchants 
do not expect a bulk business on 
these. Some reaction against the ex- 
tremely low heels already has set in, 
according to leading retailers who ad- 
vise against stocking too heavily on 
them. 

The Russian or Cossack boot is 
considered an extreme novelty and 
only a few of the retailers are stock- 
ing them. The general feeling is that 
the model made its appearance too 
late in the season to attain any wide 
vogue. 


To Hold Reception and 
Dance 


The annual reception and dance of 
the employees of the Griffin Manufac- 
turing Co. of this city is to be held on 
February 23rd at the Brooklyn 
Academy of Music. This affair is al- 
ways a very enjoyable one and is at- 
tended very largely by members of 
the findings and shoe trades of New 
York. 





LYNCHBURG 
Straps Displayed for Spring 


Browns and Combinations of Gray and 
Black Featured by First Store to 
Show New Styles 


INGLE strap walking pumps 
with buckle fastenings in sev- 
eral styles are displayed by Rucker- 
Evans Company which is the first of 
the Lynchburg retail shoe stores to 
show new styles for spring. Most of 
the other footwear shops are getting 
in their new stocks but have not yet 
Placed them before the public. 
Combinations of gray suede and 
duli black calf, of patent and faun 
Suec'e, and in two shades of brown are 


among the offerings for the coming 
season that are in the Rucker-Evans 
windows. Patent leather will be a 
leader if the predictions of this store 
are carried out. 

Showings of spring styles by some 
stores are being delayed on account 
of a “hang-over” of clearance sales 
which are hanging on in several 
stores. The featuring of special sales 
in advertisements has about come to 
an end but many shop windows are 
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Where to Buy 


Men’s Shoes 
















PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
Onginator<ownery of Trade Mark Pullman” 
DULL CABERETH = W6Padox. 
GLAZED KIT 82 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
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Stock Dept. 5 <¢ 


Is at Your Service ay 
THE STETSON SHOE CO. (Inc.) 

















South Weymouth, Mass. 








BOSTON KTON 
OFFICE aaa ESSEX ST. 





Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 








wen Harding Shoe Co., sree 


Makers » *- Yo 8 Turn Shoes Specializing 
High Grade Novel 





NEW YORK 
D. F. Mellen 


BOSTON 
215 Bssex St. 
Bernard L. Durgin 


Factory 
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Where to Buy 


Men’s Shoes 
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CRAIG -REED & EMERSON INC. 
BROCKTON MASS tie 





HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


r 
SHOES AND RUBBERS 


Every Wednesday and Friday 
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Where to Buy 


Boys’ Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















Where to Buy 


Ballet Slippers 














or 
326 W.MONROE ST 
CHICAGO 








W2 SUMNER SMITH 








GYMNASIUM SHOES 


Black Kid... .$1.10 
BALLET ‘SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 








Ballets in Stock 


Child's “Sait. a3. .81.25 
Misses’ 11%-2.. 1.80 
Girls’ 2%-7. 1.35 
Terme 2-10, Net 80. 


BAY STATE 







MPANY 
Haverhill, Mass. 
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still full of shoes at marked down 
prices which the merchants are hop- 
ing to clean out before they are 
forced by the weather to welcome in 
the new season. 


Boots at 98 Cents Per Pair 


A record for low clearance prices 
was made by Gilmer’s, Inc., in a spe- 
cial sale in which they offered boots 
for women at 98 cents a pair. The 
shoes were staple styles in black and 
tan with French heels usually priced 
between $6 and $8. 


Clocked Hosiery Popular 


Clocks are becoming increasingly 
popular on wool hosiery and the more 
unusual combinations in colors are 
beginning to be seen. But with the 
peak of the winter almost over and 
the hold of the black silk stocking in 
no ways lessened, it is generally be- 
lieved among the hosiery dealers that 
the first warm days will see the win- 
ter’s crop of wool stockings parked 
among the moth balls, with the possi- 
ble exception of “trick” styles. 


Dollar Day Held 


Lynchburg shoe merchants co-oper- 
ated with the committee on the Retail 
Merchants Association in the second 
semi-annual Dollar Day which was 
held February 16. D. J. Evans, of 
the Rucker-Evans Company was the 
shoe representative on the committee 
of which H. C. Christian of the J. R. 
Millner Company was chairman. 
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Many of the tag ends of clearance 
sales were marked down to $1 a pair. 


Craddock-Terry Offices 
Moved 


Office forces of the Craddock-Terry 
Company have made another move as 
the result of the shifts that have fol- 
lowed the rental of the new plant on 
Campbell Avenue. All the factory 
office forces have been removed to this 
new Central plant and after the space 
which they formerly occupied was re- 
modeled the general offices of the en- 
tire chain moved in to take their 
place. The rooms which the general 
office workers had used are to be com- 
pletely overhauled to make private 
office space for the company officials. 


Spat Supply Exhausted 


Spats have gone. Some of them 
brought half price, some of them 
merely $1.98, but they have gone. 
They departed as the result of a 
record breaking snow which not only 
helped along the sale of. boots but 
caused many a maiden to seek spats 
to cover her ankles. In one depart- 
ment store where spats were offered 
at special prices a “run on spats” was 
started by the clerks. With snow 
falling so hard that few customers 
braved the weather, the younger 
salesgirls became fearful of their own 
comfort when quitting time should 
come with the result the stock was 
practically exhausted by the women in 
the store, most of whom went home 
wearing spats. 





MEMPHIS 


Many Expected at Convention 


Tri-State Membership Has Grown Consid- 
erably During the Year—Novel Fea- 
tures Planned by Officers 


EMPHIS has had several 
treats in February along the 
line of commercial exploitation. 
Dr. Sheldon, a noted authority on 
business, has been delivering a series 
of lectures on salesmanship, commer- 
cial training, etc., under the auspices 
of the Chamber of Commerce. Capt. 
W. H. Stayton, president of the Balti- 
more Steamship Company, and an 
official of the American Merchants 
Marine was here to present the merits 
of that work. The Tennessee Retail 
Clothiers’ Association with several 
eminent national speakers is sched- 
uled for this month. Many of these 
merchants have shoe departments. 
The annual meeting in Memphis, 
March 6-7-8, of the Tri-State Shoe 
Retailers’ Association will be a 
worth-while event to the shoe mer- 
chants of this section of the Missis- 
sippi Valley and at the present time the 


attendance promises to be large. The 
actual membership of the body has 
grown a good deal since its establish- 
ment here a few years ago and there 
will be many outside visitors as well. 
In addition to the set speeches, which 
will be of real value and interest, 
coming as they will from expert au- 
thorities, there will be a round table 
or open forum discussion that will be 
of practical benefit. President Reuben 
Stiefel of Memphis and the several 
committees from the Memphis Deal- 
ers’ Association will be busy from 
now until the convention on the de- 
tails of the session to make it one of 
pleasureable interest. Officers of the 
Tri-State also include Arthur Stegall, 
Jackson, Tenn.; A. K. Cohen, Little 
Rock, Ark., and R. C. Trusty, of 
Grenada, Miss., vice presidents. 
Robt. Love, of the Oak Hall, Mem- 
phis, secretary and treasurer. Di- 
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rectors are: I. Rothschild, of Helena, 
Ark.; Morris Ellis, of Nashville; W. 
T. Gallagher, of Greenville; Joe Hart, 
of Helena; Arthur M. Springer, of 
B. Lowenstein Bros., Inc., Memphis; 
P. B. Powell, of Yazoo City, Miss.; R. 
G. Clinkscales, of the John Gerber Co. 
shoe department, Memphis, and W. R. 
Miller, of Phil A. Halle shoe depart- 
ment, Memphis, which men are also 
members of the style committee. 


Tennessee Briefs 


It is said that the Hamilton-Brown 
Shoe Co. of St. Louis will shortly 
open a display and sales room on 
Monroe Avenue, between S. Main and 
S. Second, in the Marx-Bensdorf 
Building, a handsome five-story struc- 
ture occupied by various wholesale 
interests. 


The Dittman Shoe Co.’s Memphis 
show rooms have been moved to 146 
Monroe Avenue. B. B. Bowen. is in 
charge. 

Sherron’s, Main and Union, one of 
the leading retail stores of Memphis 
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last week featured a Dollar Sale in 
odds and ends of ladies’ shoes pre- 
paratory to putting on their new 
spring displays. In this particular 
sale no phone or mail orders were ac- 
cepted. 


J. Goldsmith and Sons Company, in 
their shoe department recently, had a 
five-day demonstration of Dr. Scholl’s 
foot comfort appliances with an ex- 
pert from Chicago present to demon- 
strate. 


The Bootery, 43 South Main Street, 
is now showing women’s spring foot- 
wear of gray suede, patent kids, all 
white reignskins, and similar styles 
with trimmings in colors and hosiery 
to match. 


The work of tick eradication in the 
South has had the effect of improving 
the quality of hides produced in this 
section, according to G. H. Bloom, of 
the Goldin-Bloom Co., Memphis, deal- 
ers in hides and furs at Poplar and 
Promenade. Part of their hides go to 
tannery interests in Vermont. 





LYNN 


Easter Shoes Sell Briskly 


White Season Will Open Early—Low 
Heels Lead—New “Common Sense” 
Wood Heels—New One-Strap 
Pumps and Dress Oxfords 


YNN is busy making shoes for 
Easter. At least one firm is 
refusing additional orders for de- 
livery before Easter. But, in the 
main, Lynn manufacturers are accept- 
ing late Easter orders, and are prom- 
ising quick deliveries. 

Buyers are taking a wide variety 
of shoes, but the bulk of the present 
business is on one-strap pumps and 
dress and sport oxfords. Low heels 
are in larger demand than for many 
aday. A new wood heel, 8/8 high, is 
called a common sense style. It is 
selling. Also, a very large demand 
for rubber top lifts on heels of shoes 
is reported. 

Patent leather, black kid, grey 
suede, brown kid,. black satin, ;: white 
calf, white buck, white fabrics, Rus- 
sia calf, smoked horse, pearl elk, and 
other materials are being cut for 
shoes for Easter and spring’ time 
sales. 

Shoes are plainer than a season or 
two ago. But variety is still the spice 
of the Lynn trade. ; 


SOME NEW ONE-STRAPS 


A plain, but pretty type of shoe, 
developed by the Travers Shoe Co., is 
a one-strap pump, with a plain vamp, 
a low cut side, a strap % of an inch 
broad, and a wood heel 8/8 high, 


with a flat tread. This shoe is made 
of patent, grey suede and white 
fabric. The patent pump has a cellu- 
loid finish heel. The grey shoe has a 
grey covered heel. The white shoe 
has a white heel. Also, a similar style 
shoe is made of fine black kid leather, 
with black all leather heels, 8/8 high, 
and of Russia calf, with natural all 
leather heels, 8/8 high. 


DRESS AND SPORT OXFORDS 


Patent leather oxfords, with sad- 
dles, or aprons, of patent Scotch grain 
leather, are among the best sellers for 
the Easter trade with the Sargent 
Shoe Co. Also, orders for white shoes 
are being booked for March delivery. 
Low heels, of leather, are on these 
patent leather oxfords. They are 10/8 
high. Some Russia calf shoes, of the 
same type, have leather heels with 
rubber top lifts. Saddles, or apron of 
calf of contrasting colors, are én these 
shoes. 


Rubber Heels Abound 


One feature of the Lynn trade is 
the abnormal demand for rubber heels 
on shoes. Most every manufacturer 
of street and sport shoes is using 
them. Some makers of comfort shoes 
use nothing but ‘rubber heels. Alto- 
gether, Lynn manufacturers never 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Bssex Street 








IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 
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shoes and fabrics that 
LEAVES NO RING 
Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 
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DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
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This feature in its quick 
service is a time saver in 

meeting immediate needs. 
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were using as many rubber heels as 
they are to-day. To facilitate the 
nailing of them, the heel nailing ma- 
chines are being adjusted, so they will 
nail either leather or rubber heels. 
That does away with hand nailing. 

Several reasons are given for the 
popularity of rubber heels in the 
women’s trade. One is that the na- 
tion-wide advertising campaigns of 
the springy, silent tread of rubber 
heels have started women to buying 
them. Another reason is that women 
are wearing low heels, instead of high 
heels, and that top lifts of rubber are 
all right on low heel shoes. 

However, the prayer of manufactur- 
ers is that retail merchants select a 
few good grades of rubber heels and 
stick to them. Special emphasis is 
put on the quality of the heels. 
About 200 varieties of rubber heels 
are on the market, and it is practically 
impossible for any one shoe manufac- 
turer to keep a complete assortment 
of sizes of all. So if buyers will hold 
down their specifications to just a few 
selections of good rubber heels, manu- 
facturers will bless them. 


Shanks More Shapely 


Shanks of shoes are better made 
than ever. Too bad that shanks is 
such a homely word! A shank of a 
shoe, as made to-day, is a pretty part 
of a shoe. In making a shank, a 
piece of metal is fastened into the 
shank, with tacks, or prongs, and then 
is molded, under eight tons of pres- 
sure, to the shape of the instep of the 
last. It is locked in to stay, and it 
will hold the shank of the shoe in 
shape as long as the shoe is worn. 

The shank of the sole, being secure 
by reason of its metal reinforcement, 
can be trimmed down slim and 
shapely. That helps to make the shoe 
look light and dainty. Furthermore, 
some shanks are so made that they 
help to form the forepart of the shoe, 
and make the tread flat and true. 

However, the big gain, from the 
improvement in shanks, is that they 
make the shoe wear longer, and look 
better as long as they are worn. 
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Judging Styles by Weight 


A curious way of judging styles is 
that of a Lynn manufacturer who 
weighs his new samples. If any of 
his low cut shoes weigh more than a 
pound to a pair, he discards them. He 
figures that women do not care to 
wear heavy shoes on their feet. 
“Heavy shoes look clumsy,” says he. 
“Besides they make a woman tired 
quickly, and she soon tires of the 
shoes.” This man makes welt shoes. 
Manufacturers of turn, or flexible 
McKay shoes commonly get out low 
cut shoes that weigh only 14 ounces 
to a pair. 


“Best for Five” Shoes 


Several Lynn makers of shoes are 
getting out good shoes to retail at $5 
a pair. Makers of McKay shoes have 
been doing so for some time. Now, 
some makers of welt shoes are doing 
likewise. The shoes are stylish, but 
not fancy. One of the troublesome 
problems, by the way, is to get out 
good shoes, with wood heels, that will 
retail at $5 a pair. Wood heels add 
anywhere from 25 to 50 cents a pair 
to the cost of making shoes. And that 
extra expense brings them just beyond 
the maximum price that buyers are 
willing to pay for shoes to retal at $5. 


Three New Lasts 


Showing one drift of styles are 
three new lasts, which V. K. & A. H. 
Jones & Thomas are putting into their 
sample line. One these lasts has 
an 8/8 heel, and two of them have 
12/8 heels. 


The machinery and equipment of the 
Colonial Shoe Co., Lynn, makers of 
women’s welt shoes, has been sold to 


‘the New London Shoe Co., of New 


London, Conn., and will be moved to 
the latter city. 


Hunt, Rankin Co., makers of calf 
leather, have completed a four-story 
addition to their tannery at Peabody. 





BOSTON 


Mark-Downs the Big Feature 


''wo Exclusive Shoe Stores to Open About 
March 1—New England’s December 
Shoe Production Shows Big 
Increase 


LL of the shoe stores and shoe 

departments have joined in a 
general reducing of goods. For 
the first time in the history of its 
store the Thayer McNeil Company 
has put on a general mark-down sale 
of its Plastic shoes. Oxfords which 


were formerly $12 and $15 are now 
$9.85 and $11.85; boots which were 
formerly $15 and $17.50 are now 
$11.85 and $13.85. The firm adver- 
tised this sale in the daily papers and 
stated that these prices are lower 
than will obtain in the spring; that 
never before have they reduced pric<s 
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on Plastic shoes in this general way 
and that they do not intend to do so 
again, but that this special sale was 
held because they believed that in this 
manner these shoes would be intro- 
duced to many women who had not 
formerly appreciated “the wonderful 
comfort and durability of the Plastic 
shoe—and the union of the corrective 
principle, with a graceful, trim ap- 
pearance.” “Into them,” continues the 
ad, “we have built all the knowledge 
and experience gained by forty-one 
years of shoe merchandising.” Be- 
sides the Plastic shoes sale, the regu- 
lar annual mark-down sale, with great 
reductions in all departments, is going 
on. 

The Jones, Peterson & Newhall Co. 
are continuing their annual mark- 
down sale, with a special bargain 
table, where are grouped a miscel- 
laneous lot of boots and shoes, in not 
all sizes, but good bargains, at $2.00 
to $3.50. Besides boots and shoes for 
men, women and children, hosiery is 
included in the reduced prices. 


Hosiery Reduced 20 Per Cent 
The T. E. Moseley Co. began with 
the week of Feb. 6 its 75th anni- 
versary sale, with final reductions on 
their entire stock of fall and winter 
boots, formerly $10 to $17—now $5.00 
to $12; some white canvas oxfords 
with Cuban heels, which were $10, 
sold at this sale for $3.00 and boots, 
pumps and oxfords on their bargain 
tables, in broken sizes, former prices 
$10 to $18, sold at $4.00, $5.00 and 
$6.00. All Louis heel boots, formerly 
priced up to $20, sold at $3.50. All 

hosiery was reduced 20 per cent. 


Men’s Special Offerings 

At Coes and Stodder’s, men’s “wet- 
weather” boots, in genuine tan Scotch 
grain leather on a medium toe, easy 
fitting last, with fine punching at 
vamp seams, lace stays and quarter 
foxings, over-weight single soles, full 
length rawhide slip sole, broad, square 
leather heels, damp proof, reduced to 
$9.90; also a men’s black and tan 
calf boot, with extra heavy full length 
double soles, broad, square heels, 
blucher cut, formerly $10, now $7.35. 

Dr. A. Reed Cushion Shoe Store has 
offered men’s discontinued lines, kid 
and calf, wide toe boots, A, B and C 
widths; also some oxfords in A and B 
widths; 125 pairs of women’s boots, 
discontinued lines, mostly Cuban 
heels, colored cloth tops, button AA 
to D widths, and odd sizes in oxfords, 
t $4.95; the hosiery section of this 
store sold women’s green heather 
ribbed sport hose, size 9 only, original 
price $1.25, at 49 cents, and women’s 
four buckle overshoes, first quality, 
at $3.95. 

Money Saving Sale 

Hagan’s has been conducting a 
“Money Saving Sale,” with a lot of 
women’s white boots, mostly Louis 
heels, formerly $7.00, at 65 cents; an- 
other lot of women’s boots and ox- 
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fords, formerly $8 to $12 at $1.85; a 
lot of men’s boots, formerly $7.00 to 
$10, at $1.85; the highest price adver- 
tised in men’s boots or oxfords was 
$6.85 on shoes, formerly $12 to $16, 
and on women’s boots and low cuts, 
formerly $12 to $18, now $5.85. 

All sale shoes at this and most of 
the other shoes were plainly desig- 
nated as final. Hagan in his “Money 
Saving Sale” stated—“Cash only—No 
C. O. D.’s. No phone or mail orders. 
Extra salesmen to wait on you 
promptly and serve you properly. 
You can buy in absolute comfort and 
confidence.” 

At E. W. Burt & Co., a men’s 
genuine Scotch grain tan and black 
boot and oxford, perforated toe, low 
flange heels, all sizes and widths, 
formerly $10, was advertised at $7.85. 

At the John Nichols store, a men’s 
vici kid cushion sole comfort shoe, fuil 
weight, single oak leather soles, rub- 
ber heels, medium broad toe last, snug 
fitting heel and a Scotch grain, solid 
single soles, wide welts, including 
heels, brogue_ style, perforated, 
slightly square toe, sold at $5.00. 


Regarding Louis Heels 


Louis heel boots and oxfords are a 
decidedly negative quantity in the re- 
tail shoe stores. No one seems to 
want them. At wholesale, Louis heel 
oxfords can be bought for 25 cents the 
pair and as to Louis heel boots, they 
can be purchased as low as 50 cents 
the pair. Surely there is no need of 
any one going barefooted this winter, 
if height of heel is not an objection. 


New Spring Styles 

With all of the foregoing talk as 
to mark-downs, it might be thought 
that Boston retail shoe merchants are 
not showing any new or snappy foot- 
wear, but quite the contrary is true. 
New merchandise is coming in daily 
and will be displayed in beautiful and 
complete array about March 1, and 
then some lively selling up to Easter, 
April 16, is anticipated. Many of the 
new styles for women have low heels, 
broad toes and wing tips, indicating 
the strong sport influence of the com- 
ing. spring and summer. The one 
strap in gray buck and patent com- 
bination, with a 14/8 heel, was noted 
for a strictly dress shoe. 

As to hosiery some brand new im- 
ported lisles in a “checker board” 
pattern of brown and white were dis- 
played at Hanan & Son’s and Henry 
H. Tuttle Co., also some pretty silks 
and wools, and in all silk, the new 
“bast” shade; also buck, light gray 
and camel’s hair. 


Stores Nearing Completion 
The exclusive shoe store of Thayer 
McNeil Company is rapidly nearing 
completion and about March 1 will 
make its official bow to the public at 
414 Boylston Street. 
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New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 

Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 one St. 


Formerly Walpole She Shoe Supply Co 








Boggs & Cobb, Inc., Boston, Mass. 








MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 


Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 
MAX H. BERGER 
12 Everett St. Brockton, Mass. 
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ATLANTIC PRINTING CO. 


Shoe Printers 
Tear out this ad and mail for de- 
talls of our Special Printing 
Service for the Boot and 
Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
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6 Beacon Street Boston, Mass. 
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Still Fighting for Free Hides 

The New England Shoe and 
Leather Association on Feb. 3 
sent a strong appeal to its members 
for co-operation in the tariff campaign 
being conducted by the association. 
Members were asked to immediately 
get in touch with their senators and 
representatives so that any miscon- 
ception which might exist in their 
minds regarding the real status of 
hides and skins as the basic raw ma- 
terials for our shoe and leather pro- 
ducts might be eradicated. 

The circular stated that New Eng- 
land senators and representatives in 
Congress apparently take the errone- 
ous view that hides and skins are in 
themselves an “American industry,” 
requiring tariff protection, whereas 
they are merely a by-product of the 
cattle industry, and in themselves 
represent only a nominal value to 
farmers and cattle raisers; also that 
the farmers’ organizations themselves 
are convinced that a duty on hides 
would be of no pecuniary benefit to 
them, but on the other hand would, 
undoubtedly increase the cost of their 
footwear. 


Shoe Men to Lecture 


Through the courtesy of the 
Foreign Trade Bureau of the Boston 
Chamber of Commerce, a series of 
lectures has been arranged for the 
students of the Chandler Secretarial 
School, among which will be a talk 
by Charles T. Cahill of the United 
Shoe Machinery Corporation on “The 
Shoe in History and Romance,” and 
one by Thomas F. Anderson, Secre- 
tary of the New England Shoe and 
Leather Association, on, “Our Inter- 
esting Neighbor, South America.” 


Production 9,870,200 Pairs 


The Tanners Council has recently 
issued Census figures on hides, leather 
and shoes for December, 1921, from 
which state that New England’s boot 
and shoe production increased from 
8,858,905 pairs in November, 1921, to 
9,870,200 pairs in December, 1921, 
or 40.7 per cent of the total United 
States boot and shoe production for 
December of 24,241,773 pairs. The 
number of shoe manufacturers report- 
ing to the Council from all over the 
country was 1022 in November, 1921, 
and 999 in December, 1921. 


Skeffington Talks to Sales- 
men 

The regular meeting of the Boston 
Retail Shoe Salesmen’s Association, 
Inc., was held at Dupont’s, on the eve- 
ning of Feb. 13. Supper was served 
at 6.30 p. m. The speaker was H. J. 
Skeffington, former immigration of- 
ficer of the Port of Boston, who took 
for his subject—“The Deportation of 
the Bolshevik and the Mutiny on 
Board Ship.” 
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The committee on plans to systema- 
tize the employment branch of the as- 
sociation reported at this meeting and 
put the following questions to mem 
bers—“How much are you interested 
in yourself ?”—“Can you see any rea- 
son why you should help another of 
your vocation, as you would like to be 
helped?” There was a large attend- 
ance. 


“Hands Across the Sea” 


William W. Mason, the manager of 
the Rice & Hutchins retail stores in 
Great Britain and wholesale represen- 
tative of the same firm, is at present 
in Boston. Rice & Hutchins three 
stores in London and the Manchester 
store, have been doing a good busi- 
ness on the women’s fine shoes manu- 
factured at one of the Rice & Hutchins 
South Braintree factories. 

Mr. Mason says that he is in a po- 
sition to offer quite the best women’s 
footwear on the British Isles, which 
speaks well for the New England 
product. 

C. P. Halverson has joined the re- 
organized advertising and publicity 
staff of Rice & Hutchins. Mr. Halver- 
son comes from Chicago with a very 
creditable sales promotion record in 
the West. 

Dealers handling the Educator Shoe 
have secured considerable profitable 
publicity from the use of a film pro- 
vided by Rice & Hutchins, the makers 
of the shoe. 

The film presents in story form the 
trials and tribulations of this gentle- 
man while wearing shoes which were 
ill-fitted and not properly constructed 
for the correct development of the 
foot, and carries him through his final 
arrival to a state of blissful comfort 
by the purchase of Educators. 

The film is furnished to dealers 10 
be run in connection with a feature 
film at the local movie house. A win- 
dow trim is also provided. 


QUESTIONS AND ANSWERS 

J. A. Manning, manager of the 
children’s shoe department of Jordan, 
Marsh & Co., attended the sessions of 
the N. S. R. A. Chicago Convention 
and made some worth-while comments 
thereon. He took with him a ques- 
tionnaire prepared by the Retail Shoe- 
men’s Institute, which we append in 
part herewith, with his answers to the 
questions propounded: 

1. What was the keynote of the Na- 
tional Convention? Economy in the 
operation of business. 

2. How was it emphasized in the 
speeches and exhibits? It was em- 
phasized in speeches by the constant 
stressing of increased turnover, low 
stocks, careful buying, ete. In ex- 
hibits, by emphasis on in- «stock and 
price advantages. 

3. How did the merchants respond? 
Merchants gave every evidence that 
they were planning to operate very 
carefully. 
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HERE comes a time in every business when conditions combine to make pos- 
sible greater values for the price asked. 


With the writing down of inventories, a recession in raw material prices, a newly 
equipped factory, we find ourselves 1 in position for operations on a most favorable 


production basis. 


To-day our shoes offer exceptional opportunities for profit to merchants. See 
YOUR jobber for W.& D. shoes immediately. Requirements can safely be, and 
should be, anticipated and provided for. No advantages can be expected by wait- 
ing. The market ts stabilized. 


Weeks go by with lightning rapidity and Easter will soon be here. Everybody 
cannot be supplied at once. The old story about the early bird 1s more than a joke. 


lt would be an act of wisdom to buy now. 


Above we show a most appropriate Spring seller. Wauthits Grey Suede quarter and 
patent vamp and cuff, it presents an appearance which separates it at once from 
anything ordinary. Can be had also with Nude Suede quarter. Those good old 
New England features of turn shoemaking are built into it, making it a fashion 


that will fit. 


W itherell & Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


The W & D Line is Featured in the Chicago 
Market by Harper-Kirschten Shoe Co. 
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WHO’S THE LUCKY ONE 
IN YOUR CITY? 























IN YOUR FEET 


th 
pa 
sh 
wh 
See this week’s Saturday Evening Post—Feb. 18th. ~ 
—Full Page advertisement of the line behind the most valuable Shoe Franchise a 
in the world. Start of a big national campaign that will put GROUND-GRIP- ' 
PERS at the very top of popular demand for a shoe giving STYLISH comfort - 
Special Exclusive-Store offer still open in a few cities. Too good a proposition ~— 
for you to miss if you’re in one of them. bee 
cus 
Wire for Samples or Salesman. we 
as 
‘ the 
GROUND-GRIPPER SHOE CO., INC. pro 
144 Brookline St., East Lynn, Mass. i 
we 
Largest Exclusive Manufacturer of Health Shoes in America = 
coll 
YROUND s 
S 
ider 
men 
sine 
Shoe 
WALKING - SHOES as 
ties 
mak 





The ORIGINAL Natural-line Flexible Shank Health Shoe for all the Family. 
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4. As to style features, what did 
the convention bring out in women’s 
footwear? Low heel footwear along 
sport lines promises to be the big 
sellers. Broad one-straps look like 
the best bet in low heels, turns or 
welts. One-straps have replaced mul- 
tiple straps. Buckles are back. 

5. Men’s footwear? Price was the 
principal consideration. Plain styles 
are in demand—in other words—good 
staple shoes to retail for $5 and $7 are 
the ones wanted. 

6. Children’s footwear? Sally and 
other types of sandals the big num- 
bers. Stitchdown construction is re- 
ceiving attention. 

7. Style specialties? Gray ooze or 
suede in fancy shoes. Smoked horse 
or elk sport styles look like popular 
numbers. 

8. Was there any buying in volume? 
Not much, but there was much sam- 
pling. 


BOOT AND 


9. What were the favorites? Low 
priced welt oxfords. 

10. What is the general sentiment 
among shoe merchants as to the im- 
mediate future? Business to be quiet 
until about March 1. 

11. As to 1922 as a whole? 1922 
to be a good year, with the volume on 
women’s in $8 grades and in men’s in 
$7 grades. 

12. What (briefly) are the most 
practical, workable ideas on thoughts 
gathered from your experience in Chi- 
cago? The principal impression 
gained was that 1922 will be a year of 
keen competition and that the store 
which is best equipped to offer new 
goods at a popular price level, with a 
high standard of sales service, will 
prosper. Old stock and high prices, 
with indifferent service, will mean 
ruin. The public is more exacting and 
critical than ever before. 





BROCKTON 


A Twenty-Five Year Old 
Pair of Shoes 


ROM Shreveport, La., the 

Phelps Shoe Co., Ltd., sent 

the other day to Stacy-Adams Com- 

pany of Brockton a pair of men’s 

shoes accompanied by a letter, of 
which the following is a copy: 

“We are sending you to-day by par- 
cel post, insured, one pair of Men’s 
Black Calf Cut Bals that you made 
for our firm about twenty-five years 
ago. 

“This pair of shoes was a special 
order for one of our customers who 
has worn them every winter for the 
past twenty-five years. They have 
been half soled numerous times. Our 
customer brought them in to us and 
we in turn are sending them to you, 
as we thought you would like to have 
them to show around the factory and 
probably keep as a curiosity. We trust 
you will get some amusement as well 
as good advertising out of them, as 
we think the trade papers would be 
pleased to feature them through their 
columns for you. 

“With best wishes, we are 

Respectfully yours, 
(Signed) PHELPS SHOE CO. LTD.” 


Stacy-Adams Co., who have been 
identified with the manufacture of 
men’s high grade -shoes in Brockton 
since 1875, passed on this pair of 
shoes to the Boor AND SHOE RECORDER 
as an example of the lasting quali- 
ties of good leather and good shoe- 
making. The shoes have French 
calf vamp and mat kangaroo top. 
Both vamp and top are to-day in ex- 
cellent condition, and it is worthy of 
special note that the stitching around 
the vamp has not ripped in any place 
during a quarter of century of con- 
tinued use. Part of the original heel 


is still on the shoes, and to prove 
there is nothing new under the sun, 
these shoes have the soft toe which is 
at present enjoying popularity in 
men’s high grade footwear. Inciden- 
tally Stacy-Adams Co. continue to do 
business with Phelps Shoe Co., Ltd., 
after twenty-five years, another strik- 
ing illustration of quality value. 





Man’s shoe of the Spanish War period, 

made by Stacy-Adams Co., Brockton 

Mass., and in good condition after 2 
years’ wear 


Retail Shoe Store Sold 


A retail shoe store on Centre 
Street, conducted for nearly thirty 
years by the Walter E. Wolstad anda 
landmark in the Brockton retail dis- 
trict, has been purchased by local 
parties and will be conducted under 
the name of the Woldstad Shoe Store, 
continuing the policy of the founder 
of the business. George H. Holmes 
who has been identified with the 
store for twenty years will continue 
as manager. 


SHOE RECORDER 


To Manufacture Medium 


Priced Shoes 


The Baronet Shoe Co. is the style 
of a new concern incorporated under 
the laws of Delaware to manufac- 
ture a line of shoes under the trade 
name of “Baronet.” This concern has 
an option on the “Ideal factory,” so- 
called, in the Campello section of 
Brockton. The officers are‘ Roscoe 
Pickens, Boston, president; George E. 
Tully, Milford; first vice-president; 
H. C. Castle, Brookline, second vice- 
president; Chas. J. Spiegelburg, Wal- 
tham, treasurer; and Chas. I. Pickens, 
Watertown, secretary. 

President Pickens says in refer- 
ence to the plans of the new com- 
pany: “We plan to manufacture a 
line of men’s welts to retail $6 to $7, 
starting with twenty-five dozen daily 
and working up to one hundred or 
more dozens, as the business de- 
velops. Women’s shoes will be added 
later. It is the intention of the con- 
cern to operate, eventually, its own 
stores, beginning with three or four 
of the principal cities. Mr. Tully, 
who for several years has been gen- 
eral superintendent of the Regal fac- 
tories, will occupy a similar position 
in our organization. ‘ It is planned to 
interest Brockton citizens in our com- 
pany by the issue of $500,000 of 8 
per cent cumulative participating pre- 
ferred stock, par value $10. 


Will Make Children’s Shoes 


The Goodyear Shoe Co. with a capi- 
tal of $50,000 has been formed by 
Isadore Solomon, Marks Fefferbloom 
and Aaron Rosen. Children’s foot- 
wear will be manufactured in Brock- 
ton. 


ROCHESTER 


Cc. H. Helmar Goes to 
Newark 


The announcement that Charles H. 
Helmar, salesman for the Empire Last 
Works, has been appointed salesman 
for the United Last Works’ and will 
make his headquarters in Newark, 
N. J., is one of interest to the shoe 
trade. For several years Mr. Helmar 
has been one of the most prominent 
figures in the activities of the Roches- 
ter association of Traveling Shoe 
Salesmen, having been chairman of 
the Rochester Shoe Style Show for 
two seasons and it is with genuine re- 
gret that the R. A. T. S. S. part with 
Charley, but every man in the organ- 
ization is mighty glad to hear the 
good news of a better position, and 
everyone in Rochester wishes him 
success in his new work. Among other 
activities Mr. Helmar has been a lead- 
ing spirit in the Rochester Chamber 
of Commerce, where he has served as 
chairman of the Travelers’ Council 
during the past year. 
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it’s a winner! 
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oe Tony Red Calf 
’ Philadelphi 

Tony These models in our Gute’ - 

Red Calf spring samples were Rubber Heel 


Philadelphia Ox- so tremendously pop- 














ford Rubber Heel ular we decided for A, B, 7-11; C, D, 6-11 
A, B, 7-11; C. D, our customers’ con- 
6-11 venience to have them 
: Twenty-five styles— 
READY NOW 
Our Spring and | N O C K High Shoes 
Summer, 1922, Cata- } and Oxfords. 
log ready February Complete Run of 
20th. Sizes and Widths. 














), M. A. PACKARD COMPANY (9, 
BROCKTON 


MASSACHUSETTS 























Also 


Black Satin Strap 
Mahogany Oxfords 












$4.50 


















279 Mahogany Brogue Oxford, Im. Wing 
rip. Lea. Sole, Low Rubber Heel, 
| Welt, A-D .. . coccccc cet 
| 284 Mahogany Oxford, Tip, Rubber Low 
A-D 3.75 
| 
| 







Heel, Welt 
















260 Mahogany Oxford, Tip, Rubber Low 
Heel, Welt, B-D ° ee 3.35 
451 come style in Boot, Rubber Heel, 
felt , ‘ -- 3.85 7 *k § 
261 Dull Calf Oxford, Tip, Rubber Low 328 Gray Buck Strap, Cov. Full Louis sae Gov, Full ‘Loule ‘Heat —— AD 's5 00 = 
Heel, Welt. B-D cae es 8.35 el, MN, Mines tscivaecteted $4.50 348 Same style Junior Heel..... : 25.00 = 
| 262 Tony Red Calf Oxford, Tip, Rubber 329 Same with Junior Louis Heel...... 4.50 346 Black Suede Strap, Steel Bead., — 
Cuban Heel, Welt A-D............ 4.35 325 Black Suede Strap, Cov. Full Louis Cov. Full Louis Heel, Turn T 5.50 
286 Mahogany Oxford, Tip, Rubber Been, TOPR, Branco sccsccesqeess 5.00 lack iii aie : 
Cuban Heel, Welt, A-D........... 3.75 309 Patent Vamp, 1 Strap, Gray Buck, Black Satin Strap Slippers, Full 
275 Havana Brown Kid Oxford, Im. Quarter Full Louis, Turn, A-D.... 4.50 Louis Heels and Junior Louis Heels. 
Tip, Cuban Heel, C-D ... 4.00 210 Same with Junior Heel........... 4.50 Prices $3.25, $3.50, $4.00, $4.50. 








Send for Catalog of High and Low Shoes In Stock 


THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE F F BOSTON (9), MASS. 
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EZURFOOT 
SHOES 


are profitable. 


EZURFOOT 
SHOES 





| 

| are constructed of selected 
| Brazil skins, extra fine 
soles, leather counters, 
Crawford Steel Shank, spe- 
cial patterns. 


Assure big returns on a 
small investment. 




















LET GRIFFIN 


Help Sell Your Suede Shoes 





Show your customer how 
conveniently she can clean 
and recolor her suede shoes 
Nialaatiniae with GRIFFIN SUEDE 
| CLEANS & RECOLORS POWDER. 

' The only suede powder put 
up in the GRIFFIN PAT- 


R__ seems _ TENTED TIN. 
eu Foe 


- 
| 








MOUa 











(The powder and buffer are in one 
compact tin) 


MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 


HANeeHen NANA eannanee A aeaeanonareNsaasaeeea eed es tenga ranean 
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: al sven es oor I If your dealer cannot supply your 
= demand 
4 Handy Felt Buffer 
= Sets in Bottom of Tin WRITE Showing Buffer in Use 
GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 





= MITT TTT TTT mn a 


BLACK AND BROWN KID 
TEN STYLES BOOTS AND OXFORDS 
ALWAYS IN STOCK WIDTHS E AND EEE 
SAMPLES PREPAID Style 217—Black Kid, E and EEE, $5.50 SIZES 4 TO 10 
Same in Brown, $6.00 
Sizes over 8 25c Extra 
~ 
L. F. KUNSTMAN SHOE CO. 45 South Wells St., Chicago 
AGAAALLAAAAADANSAAU UAL NAAALNAALNAL wu HOT POMIUUALSQANAUGNNLUTUNAAAAONANAANNGAA SENNA EUN UN EAGAN AGUA AAA Ul ll I LLLUQULLLSQUD 0000 UONGAL SUL ROU 





11500 MLSERETTSCNOONMRONNNNNNETT eens enn TvnNNNNNT C20 AHN AAPM LAL 












No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 
Artificial Flowers, Plants, 
Vines, etc.. MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 































APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
WENTiLATION®§ «children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 













‘ 
© metaite. $2, $3.50 
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Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





Buyers’ Easy Reference Directory 


Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 





FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





CAB BOUDOIRS—In Stock 


ORDERS SHIPPED DAY RECEIVED 






Black ..... .00 
Black (Rubber 
Heel) .. 05 
R coccee BD 
Tan .....-. 1.05 
Dark Brown. 1.05 
Pink ..cc.s- 1.10 


Blue .....-. 1.10 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. ~ 


HAVERHILL, MASS. 








IN STOCK— 


READY FOR 
AT ONCE DELIVERY 


EXCEPTIONAL VALUES 
AT THE PRICE ASKED 
FINE BLACK VICI BOUDOIR 
Sizes 3 to 8 Price $1.35 
FINE BLACK VICI ONE-STRAP 
LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 
In less than 36 pr. lots add Se. 
per pair. 2% 10 days, net 30 days. 


Brown-Edwards Co. 
West Epping, N. H. 











BLOODED-STOCK 


g a horse and he was just a horse you 
for granted the hae the owner said, 
had spoken the 


If a were bu 
would have to ta 
and then wait for experience to show if 
truth. 


But if you bought a horse of blooded-stock that had a 

digree, you would not need to take the man's word for it. 
The digree would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It’s the same in buying advertising spece. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what to expect in 
the way of and endurance. 














The Bee that puts the Buzz in Business 


Wonderful Increase in Sales, 
From using the Success Shoe Display Unit Finished 
in white, French grey or old ivory, and oak, ma- 
hogany or mission green stains. 
It will sell your goods for you, many merchants 
report their line and left over proposition 
has been solved by using the Success Sales System. 
In six square feet of space it displays to better 
advantage, the number of shoes requiring 24 square 
feet of table lay. Sells all sizes and styles 
equally well as it is adjustable. Increases your 
sales, reduces your overhead. Its the Bee that 
makes your business Buzz. For both regular and 
special selling it fs used by progressive merchants 
everywhere. 
Quality Service and Satisfaction Guaranteed. 
$7.75 crated wt. 26 Ibs. 
% doz. 45.00 crated wt. 160 Ibs. 
100 pounds or over may be ordered by freight. 
Don’t put off ordering until tomorrow, they bring 
you business every day. 
Pay for themselves in a jiffy. 

Success Manufacturing Co., Inc. 
Spokane, Wash. 
Formerly Success Seed Grader (Co., Inc. 
Patent Applied For Spokane, Wash. 
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Prepare Now For Easter 


Fashion’s in a tip-toe mood of happy anticipa- 
tion. She has just glimpsed the charm of the new 
Easter styles in the Lexington line. Whether for 
sports, street, afternoon or evening wear there is 
a model in the Lexington line to fill and intrigue 


129 

















her fancy. 


Nubuck 
Ooze Calf 


Black Satin 
Silk Brocade 


Any model heel 





For Present Selling 


Patent Leather 





For Future Selling 


White Kid 
White Cabretta 
White Nubuck 


Any model toe 














Prices on Request. 
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TWO WINNERS ARE SHOWN 


The two models illustrated are selling rapidly for 
Faster trade illustrating our slogan, “to sell the 
right shoes at the right time.” 


LEXINGTON SHOE CO. 
33 Essex St. Haverhill, Mass. 


Trade Mark 


























SELL 
AT A 








BATAVIA SPECIALTY CO. 


BATAVIA, N. Y. 


“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


ODD PAIRS 
PROFIT 


You can sell odd 
pairs of boots and 
overs at a profit if 
sized out with other 
goods in the ECO- 
NOMIC DISPLAY 
CASE. 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 


The Economic 
Case brings this 
merchandise directly 
to the attention of 
your customers, and 
your clerk will show 
the odd sized items 
before going to the 
stockroom to look 
for the size in new 
goods, for the odd 
sizes are always in 
~— sight in the 
conomic Case. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it is 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request. 


CLIFTON MFG CO. 


BROOKSIDE AVE., JAMAICA PLAIN 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 


Write for Prices 








BACKING AND STAY CLOTHS 
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Stock Up for EKaster—and Before 


Patent 2 Strap, Welt, 
2% to 8, AA to D.$3.20 
2103—Gun Metal, Welt, 
2% to 8, AA to D.83.45 
2106 — Glazed Horse, 
Welt, 2% to 8, AA to D, 
83.10 


No. 2103 


2113—Gun Metal Lace 


These numbers and others are available Guaed, Welt, 3% to 8. 


BA 00 Decccccccss $3.10 


now for immediate shipment. They are lliiacihled silele. sieee 


Oxford, Welt, 2% to 8. 
AA to D..........83.45 


No. 2113 


FAIRY SHOES 


And that means that they are standard of quality, style, material 


and workmanship. 


It is scarcely necessary to point out that a heavy call is to be ex- 
pected on In Stock Departments—but early orders are sure of 


delivery. 





GRIEB SHOE MANUFACTURING CO. 


309 ARCH STREET 








An Announcement 


The Hercules Wood Heel Fastener Co. takes pleas- 
ure in announcing the completion of its Patented 
TWIN SYSTEM SEAT TRIMMER, DOUBLE 
BREASTER and WOOD HEEL FITTING MA- 
CHINES. 

To the shoe manufacturers in general and to those 
of our friends who knowing of our endeavors in 
this field have been awaiting formal announcement, 
we extend a hearty invitation to see in actual oper- 
ation in an up-to-date plant the technique and fine- 
ness of this most modern and revolutionary method 
of Fitting and Double Breasting all wood heel 
turns. 


We are proud of the results of our efforts which, 
after years of study and costly experimental work, 
have finally developed a system insuring a quality 
of wood heeling heretofore entirely unknown, in a 
manner never attempted, at a speed considered im- 
possible; where one operator with ease and simplicity 
excels the combined output of numerous wool heel- 
ers, producing a positive heel seat plus the most 
needed and most wanted thing in the manufacture 
of wood heel turn shoes to-day, A REAL DOUBLE 
BREAST with Arch Supporting Features. 


May we explain to you how our Twin System Seat Trimmer 
Double Breaster and Wood Heel Fitting Machines will do your 
wood heeling in this modern practical and efficient way, at a 
distinct and direct saving from your present cost of ordinary 
wood heeling. 


Write for further information to 


The Hercules Wood Heel Fastener Co. 
957-971 Kent Ave. at De Kalb Ave., Brooklyn, N. Y. 


PHILADELPHIA, PA. 











STITCHDOWNS 


MADE GOOD 
TO MAKE 
GOOD 


Community Stitchdowns make good with Merchant, 
Mother, and Child alike in Salability, Wear and Com- 
fort respectively. 

The Lotus 2-Strap Pump illustrated is but one of the models 
in our complete line of Stitchdowns. It is made of the best 
of materials in tan, patent leather, mahogany, or with patent 
leather vamp with grey calf quarters, It is a winner at the 
following prices: 


5to8 8% toll 11% to2 


$1.20 $1.40 $1.60 


REMEMBER: Community  Stitchdowns 
are repairable. 


We also carry a complete line of sandals, ox- 
fords, play shoes and other novelty stitchdowns 
of the better kind. Sample orders quickly at- 
tended to. 

Order Community Stitchdowns from your 
jobber. If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 
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GET READY FOR 


SPRING and EASTER TRADE 


is 
In Growing Girls’, Misses’ and Children’s Sizes. ° 
iS 








Sturdy Shoes in Approved Styles Are Carried. 











IN-STOCK 


Orders 
Promptly Shipped 


Prices quoted here 





on > 
* ° No, 9532—Growing Girl’s Brown Calfskin Oxford. 
No. 9547—Growing Girl’s Lace Oxford. Most pope INSUTEC good margin Broad toe, carrying combination heel and forepart. 
ular shade of Brown Calfskin. Wingfoot — Wingfoot rubber heel. In stock. Sizes 244-7. Widths 


In stock. Sizes 2%-8. Widths AA-D....... 00 OG BBD cccccvcccccsevecsecccestcccscusoceces $3.85 
: sits i of profit for retail 








selling. 





Each shoe illus- 











trated is made of 
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all leather, over 





No. 9544—Growing Girl’s Mahogany Side Lace Ox- 


Yat vay /a\ivant 

















ford. English last, all leather heel. In stock. passed for fitting A bo 
ae SS se censnseiesoesedeces $3.50 ~ No, 9533—Growing Girl’s Mahogany Side Lace Ox- e 
°,° a ford. Wingfoot rubber heel. In stock. Sizes 2%-7. 

qualities, and are Widins AA'D e..s---seeseeiseneniteeees ai.50 (G 
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every detail. 
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ORDER NOW 
and be ready for 
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No. 8512—Miss’s Mahogany Side Lace Oxford. Easter Trade No. S517—Miss’s Patent Leather Ankle Strap pF 
o * . : Pump. Low outside heel. In stock. Sizes 12-2. jy 
Ko-Rec-Toe’’ last. Outside heel with rubber top lift. Widths B. C and D $3.00 e 
In stock. Sizes 12-2. Widths B, © and D....$2.85 PE ee Ree ee ONS SO SORES TONSA T AIR NT ED , e 
No. 7512—Child’s, same as above. Spring_heel. No. 7517—Child’s, same as above. Spring heel. 
Sizes 8%)-11%. Widths C and D.........0.+. $2.50 Sizes 84-11%. Widths C and D............. $2.70 } 
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Write to Dept. R for booklet showing additional in-stock styles 


THE L. D. STICKLES SHOE CO. 


Manufacturers 


RED WING MINN. 


PROD FI  LIEOS 
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98% 


Said if they were buying 
a new outfit now it would 
be another Progressive. 


Willing to buy again! 
That’s what 98% of the re- 
pairmen said who responded 
to a questionnaire contain- 
ing this query. These men 
had all used Progressive Fin- 
ishers five years or longer. 


— 
IP 





— i @ ima 


— ——— = 
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Could you imagine these 
men willing to invest again 
in Progressive equipment if 
it hadn’t given them the best 
of satisfaction? If you buy 
a Progressive Finisher now, 
in five years you'll be mighty 
glad of it. Better let us tell 
you why. 


PROGRESSIVE 


SHOE MACHINERY CO. 


MINNEAPOLIS, MINN. 

















SPECIAL OFFER 
Send for Samples 


“Silk Oxford Laces” 


ee eee ee ee ee ea ee 


“Perfection Quality” One-Half Inch 
Tubular 
Black, White, Mahogany and Brown 
27 Inch—$8.35 to $9.50 GR. 





February 18, 1922 














“WINNER BRAND” 


Best Quality—Popular Prices 
Tubular and Round Mercerized Laces 


ee ea ee EC EC ee 


Send for Samples 
“Be Convinced” 


Pat. 430, Tubular, Fabric Tip 
Pat. 330, Tubular, “Clincho” Metal Tip 
Pat. 226, Round, “Clincho” Metal Tip 


ALL WANTED COLORS 


W. K. CHANDLER, Inc. 


125 Summer St. Boston, Mass. 
































Buying in Bulk 


Grocers used to display their wares by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk.” Like the old-time grocer’s cus- 
tomers, they frequently received as much 
refuse as “‘coffee."” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 
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MISCELLANEOUS 


MISCELLANEOUS 


WANTED TO PURCHASE 















of ADDERS 


MODERNIZE 
STORE METHODS 


To provide adequate 
storage facilities for shelf 
stock — to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety to insure quick service for 
wholesale or retail teade—imstall one 
or more MYERS NOISELESS 
{y/ CUSHION TIRE STORE LAD. 

DERS. Deep tread steps, full 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and effici 
=o “al — of design cnractivaly 





— any height — easily 
installed — meets most 
requirements. 

Circular on 








- 











Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes, 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160- 5101- 5162 






















Ideal Line Rolling Step 
Ladders 
Fifteen styles. Satis- 
faction guaranteed 
Lasts a Life-time. 
Write for catalogue. 
Daynite 
Furniture Mfg. Co. 
213 + Chouteau§ Trust 
Blidg., St. Louis, Mo. 































The Most Popular 
Size Stick 


“VARNUM” 


Made in Three Styles, 


iT No. 1, 2, 3 

a With Standard Measures, 

English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Sise Sticks 
are made of Extra 
A Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
® long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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Beautiful Glass Fixtures 


Our celebrated line 
shown in 
Catalog G. F. 


c — | Large line of 


* Wood Fixtures 

: Ask for Catalog ‘‘L.”” 
Window Valance 

in Stock 
. Ask for samples. 
aa Write us about Windo 
Rugs _ = _— g 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 
CHICAGO 


NEW YORK SHOW ROOM 
70 West 36th Street—Just Bast of Broadway 


~ 





We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 

















SHOE STORE h 


CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 8410 








Phone Stagg 1757 








The NEW YORK EXPORT 
PURCHASING CORPORATION 


596 Broadway 
New York City, N. Y. 


WILL { serpin stocks } FOR 
BUY Entire Stocks CASH 





Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark » De 
Pat. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 


“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 


Price, $4.50 
Frank W. Whitcher Co. 
Patentees and Manufacturers 
Boston, Mass. 











Ch: B: 
161 We Lake Bt, 
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page per issue: 


Space 1 time 7times 13 times 


in... $5.00 $4.00 $3.50 
in... 10.00 8.00 7.00 
-- 15.00 12.00 10.50 
in... 20.00 16.00 14.00 


orn 
= 





26 times 52 times $1.25. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each 
P Minimum amount accepted, seventy-five 


cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, = 
Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 


insertion. 





$3.00 $2.50 When advertisers desire answers to come in care of this 
6.00 5.00 office, twelve words must be allowed in each advertise- 
. . ment for address. When advertisers desire replies for- 
9.00 7.50 warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 

12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








We want a REAL SHOE SALESMAN for Indiana and 
Louisville, Ky., where we have a fair amount of established 


WANTED—REAL SHOE SALESMAN 
man we hire MUST BE A WORKER and one who can 
——e ren” wean 2 Agee 8 . oo submit high grade references with the application—giving 
usiness. e indiana territory consists o e entire state age, all lificati : 
as far north as Fort Wayne, including that town—the Penn- _~ a a Se OS iy ee See 
sylvania Railroad into Chicago being the dividing line. 
We will consider applications from successful salesmen who 
have had the proper training, and want a man who — 
this territory and is at the present time making it. Th fidence 

THE HOLTERS COMPANY, Cincinnati, 


sales for the past four seasons. 
We will give drawing account and advance expense: money. 
Every application or inquiry will be treated in absolute con- 


Ohio 








EVERAL GOOD TERRITORIES 
OPEN for experienced sales- 
man, must be well acquainted with 
shoe trade. Complete line of work 
and semi-dress nailed and Good- 
year welt shoes. State by whom 
previously employed and _ refer- 
ences. LUEDKE SCHAEFER 
SHOE CO., Milwaukee, Wisconsin. 








SHOE SALESMAN 


An Experienced Salesman 
Who is acquainted with the shoe 
jobbing houses of the Eastern, 
Southern and Western’ States. 
State experience and salary ex- 
pected. Address D-116, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











HE FOLLOWING TERRITORIES 

OPEN for your wide awake, willing 

to work salesman—Eastern Pennsylvania, 

Northern Iowa, Southern lowa, North 

Dakota, and other not mentioned terri- 

tories. EDMONDS SHOE COMPANY, 
Milwaukee, Wisconsin. 


W ANTED—Live wire salesmen with an 
established following with the 
shoe and findings trade, to handle our 
patented Gilco Shoe Retainer and other 
items. Liberal commission. EK T. 
GILBERT MFG. CO., Rochester, N. Y. 


W ANTED—Experienced, energetic man 
for Pennsylvania—everything East of 
Altoona—also the VIRGINIAS, to sell 
Rochester’s leading factory line of 
Juvenile Spring Heel TURNS and “first- 
steps."’ Superb factory stock service, old 
established line at popular prices, liberal 
commissions. In application state age, 
length of time on the territory, and full 
information as to other line carried. 
References required. H. H. FREELAND, 
Manufacturer, Rochester, N. Y. 














EXPERIENCED SALESMAN WANTED 
to carry a line of women’s, misses’, child- 
ren’s welts and McKays for Baltimore, 
Washington, Pittsburgh, Detroit and its 
vicinities, Only men with experience 
need apply. Give all details in first 
letter as to previous experience and ref- 
erences which will be kept confidential. 
Address K-561. care Boot & Shoe 
Recorder, 127 Duane St., New York. 























ANTED—Live-wire salesmen to carry 

MacMaster’s famous Soft Soles and 
Infants’ turns in 1/5-4/8-8%/11. Terri- 
tory open: Central and Eastern Pennsyl- 
vania; Ohlo and Kentucky: Indiana and 
Tilinois; Texas; Arkansas, Oklahoma and 
Louisiana; Kansas and Nebraska. Pay 
10% on Soft Soles and 7% on Turns. 
Line carried in one grip. Our line is old 
established, well advertised and we want 
applications only from hustlers who will 
give our line proper attention. Give 
present line, references and full particu- 
lars in first letter. J. J. MacMASTER, 
Rochester, N. Y. 





VW ANTED—A top notch sales- 
man to sell the jobbing trade 
and large retailers for a Milwaukee 
firm with a full line of Men’s and 
Boys’ Work and Semi-dress Shoes, 
nailed and Goodyear welt. Ex- 
perience necessary. Write giving 
full details. Address D-118, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











W ANTED—Experienced Salesmen. In 
Wisconsin, Minnesota, North Dakota 
South Dakota and Iowa, to handle our 
goods as a side line on 10% commission 
to the retail trade. We manufacture a 
complete line of Ladies’ and Gents’ 
Spats, Children’s, Misses’ and Ladies’ 
Jersey Leggins, Children’s Pantalettes, 
Men’s and Boys’ Canvas and Waterproof 
Leggins and Leather Puttees. State line 
of goods you are handling, territory 
covering, and give reference. Address: 
THE BROWN-WARNER MFG. CO., 
Franklin, Ohio. 





WANTED Traveling Salesmen with 
established business in Oklahoma, 
Arkansas, Alabama, Georgia, Kentucky 
and Tennessee, to carry popular priced 
line of Women’s Welts and McKays in 
connection with other non-conflicting 
lines. Replies must contain full infor- 
mation as to territory covered, lines 
carried, volume of business, references, 
etc. We carry good selling numbers in 
stock. Address D-76, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








WANTED SALESMEN —To carry as 
side line our beaded and rhinestone 
shoe ornaments for the following terri- 
tories: South, excepting Texas and 
Louisiana; Dakotas, Montana, Washing- 
ton and Oregon; Michigan, Indiana, 
Illinois and Missouri, excepting Detroit, 
Indianapolis, Chicago and St. Louis; 
Kansas, Nebraska and Iowa. We manu- 
facture a high grade line and only desire 
men that are willing to call on every 
high grade shoe store on their respective 
territories. Ten per cent commission, 
paid monthly. Address D-96, care Boot & 
ee Recorder, 207 South St., Boston, 
Ss, 











THe SALES EFFORTS of the 

solld leather, full vamp BISON 
BRAND Service Shoe Line have 
been extended, but a few desirable 
territories are still open. AN 
OPPORTUNITY WITHOUT PAR- 
ALLEL IN THE SHOE SELLING 
PROFESSION is THEREBY 
OFFERED TO SHOE SALESMEN 
OF PROVEN ABILITY.., The 
truth of this statement can easily 
be verified by addressing appli- 
cations to the PORTAGE SHOE 
MFG. COMPANY, of PORTAGE, 
WISCONSIN. 








FELT SLIPPER SALESMAN 
—wWe have several good Eastern territor- 
ies open to capable salesmen who have 
established business for our line of Felt 
and Satin Quilted Slippers. Commission 
basis. Replies must contain full infor- 
mation as to territory covered, volume 
of business, references, etc. Address 
D-113, care Boot & Shoe Recorder, 127 
Duane St., New York, N. Y. 

















XPERIENCED SHOE SALESMEN 
WANTED—Big Producers in States 
of Ohio, Pennsylvania, Indiana, Illinois, 
Iowa, Michigan, Texas with established 
trade to sell exclusively a line of Ladies’ 
McKay Boots and Oxfords ranging in 
price from $2.00 to $3.50. Give references 
and details concerning your sales in first 
letter Replies absolutely confidential. 
THE ELBINGER SHOE MFG. CO., 222 
W. 4th St., Cincinnati, Ohio. 


REAL PROPOSITION FOR REAL 

SALESMEN—Several good territories 
are open, for capable salesmen, to sell 
an exceptionally well made line of 
Women’s hand-turned comforts, at right 
prices. Commission basis only. An in- 
stock proposition. Applicants must have 
established trade and furnish best of 
references. Address D-119, care Boot & 
Shoe Recorder, 207 South St., Boston, 


Mass. 
LINE WANTED 


























ORK SHOE SALESMEN — Several 
choice territories with established 
business open. Real opportunity for big 
calibre men. ST STRONG SHOE 
co.. Milwaukee, Wis. 


ANTED HIGH GRADE SALESMAN— 

For the States of Minnesota, North 

and South Dakota, Wyoming, Utah and 

Montana. FIEBRICH - FOX - HILKER 
SHOE Co., Racine, Wis. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted im advertisement. 


ANTED—A medium-priced line of 
Women’s shoes, McKay or Welts, to 
carry with a line of Children’s shoes. 
Established trade in Utah and Idaho. 
Address D-93, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 
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BOOT 





AND 


Member of the Associated Business Papers, Ince. Member of the 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitting, for the right price, at the right profit. This 
is the great problem of the retail shoe merchants. The chief pupose of “The Boot and Shoe Recorder” 
is to help solve it; for this is the basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather; their production and distribution. 

Annual Subscription in the United States, $5.00 


No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N. Y., a8 second classe matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Canadian, $6.00 


Foreign, $10.00 














POSITION WANTED 


SHOE ARTIST — Prominent New York 
Ehoe Artist, desires connection with 
firms requiring quality illustrations of 
shoes in halftone, line and color. Prices 
and samples furnished on request. Ad- 
dress K-553, care Boot & Shoe Recorder, 
127 Duane St., New York. 


ALESMAN with several years retail 

shoe experience and who has just 
made Middle West for one of the largest 
jewelry manufacturers open for propo- 
sition. S. R. WARD, Garland Bidg.,, 
Chicago, Ill. 


HELP WANTED 











FOR SALE 


S HOE MEN NOTICE—For sale prosper- 
ovs shoe business in a live city of 
fifty thousamd population in Northern 
Michigan. Store is in the most prominent 
location in the city. Stock strictly up to 
the minute. Must sell at once owing to 
failing health. Address D-112, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 








Fok SALE—First class shoe store on 
Hartford, Conn. busiest street. Can 
be had for cost of stock and fixtures. 
For further particulars address I. C. 
VAN HEUSEN, 188 Worthington St., 
Springfield, Mass. 





WANTED—Experienced shoe man to 

to manage a good-sized shoe store 
in city of about 150,000 population. State 
previous experience, age, married or sin- 
gle and salary wanted to start. Address 
D-94, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED—Shoe Buyer and Department 
Manager for department catering to 
better class trade. Give full details in 
first letter, including age, experience, 
references and salary expected. J. F. 
STAMPFER CO., Dubuque, Iowa. 





A HIGH GRADE PROPOSITION — 
Wanted a Manager and Buyer for a 
Retail Shoe Store in one of Rhode Island’s 
largest cities. To the man who proves 
his fitness and ability will be given the 
privilege of buying an interest in the 
store. Must be experienced in buying 
and merchandising both Men’s and 
Women’s Shoes. In making application 
give age, salary wanted, nationality, 
years’ experience and references, which 
will be confidentially respected. Address 
D-99, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





FOR SALE 


FOR SALE—Best equipped shoe shop in 

the city, with small stock of Men’s 
Shoes; established fifteen years in same 
location; long lease: business for past 
six years everaged over $20,000 per annum. 
Address FOOT FORM SHOE SHOP, 14 
W. First St., Tulsa, Okla. 








FoR SALE SHOE STORE in one of the 
very best towns.of 25.000 in the 
Pacific Northwest, best corner in town 
th long lease. Owner has other in- 
terests, Address D-117, care Boot & 
Soe Recorder, 207 South St., Boston, 
ass. 








| OR SALE—Soft Sole Shoe Man- 
I ufacturing Plant. Overhead 
i} small, and a good going business. 
||} Small investment required. Good 
|} reason for selling. Prospects for 
future business very good. Address 

D-103, care Boot & Shoe Recorder, 
|| 207 South St., Boston, Mass. 














FOR SALE — Shoe Store, Western 
’ Kansas. Only Shoe Store in City of 
00, fine location. Address D-114, care 
Boot & Shoe Recorder, 207 South St., 
Loston, Mass. 





FOR RENT 


SHOE DEPARTMENT FOR RENT on a 
commission basis in Davenport, 
Iowa’s largest Ready-to-Wear Depart- 
ment Store, on the best corner in town, 
with a frontage of 80 x 150 feet and 210 
feet of show windows. When answering, 
send references with first letter. Address 
D-90, 189 W. Madison St.. care Boot & 
Shoe Recorder, Chicago, Il. 





PUBLISHBD WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNB, Treas. and Gen’] Mgr. 
GBRORGBE W. R. HILL, ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

EB. C. LOGAN 
OWEN A. THOMAS 
HELEN M, HANBY 
Associate Editors 





PUBLISHER’S NOTICE 


SUBSCRIPTION— The subscription price of the 
Boot and Shoe Recorder is $5. a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The 
for Canada is $6.00 a year including post- 
age. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





FOR LEASE 











Shoe Department 
for Lease 


The proprietors of a Women’s 
ready-to-wear and Furnishings 
store in a large western city, wish 
to lease the shoe department to 
some manufacturer of Women’s 
High Grade Shoes. The shoe de- 
partment will have a capacity of 
5.000 pairs and a seating capacity 
of 22 chairs. Either a fixed annual 
rent or lease on percentage basis. 
All parties interested should address 
D-100, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 


























OPPORTUNITY 


A SPLENDID OPPORTUNITY—A young 
and growing corporation manufac- 
turing attractively priced Children’s and 
Misses’ Shoes, requires additional cap- 
ital for expansion. A _ splendid oppor- 
tunity for a young man with some money 
to take active charge of saieS and business 
management. Will bear fullest investi- 
gation. Address D-115, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 











QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” eolumns—a 
growing directory for all the trade, 
pomenting answers briefly to cur. : 
rent problems in merchandising : 


Hee epeneeeeegren 











OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West_ Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H,. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKEE OFFICE: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens, L. Hab- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
Cuba, 


JAPANESE OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Send. all replies to Boot & Shee Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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“WORTH WHILE” STYLES 





Men’s sport oxford of smoked elk, 
with mahogany apron. Carries sport 
or leather sole. ‘These shoes are not 
carried in stock, but are made to order 
on four to five weeks’ deliveries. 


Factory at Avon, Mass. | 














F 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. ‘It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 


* 
feet 



















| UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


BRANCHES < 
Auburn, Me... +++++-87 Main Haverhill, Mass.......145 Essex Milwaukee........... 258 Fourth Philadelphia.....221 North 13th 
Brockton, Mass........93 Centre Johnson City, N. Y....124 Main New Orleans........216 Chartres Rochester, N. Y........ 130 Mill 
; Cincinnati. , 708 Broadway Lynn, Mass..... .-+..306 Broad WOW Wet. cccccsccccs 37 Warren BOs BOMB ccc cccccece 1423 Olive 
; Chicago ‘< 18 South Market Marlboro, Mass......11 Florence J. K. Krieg, N. Y....39 Warren San Francisco.......859 Mission 
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FOX FOOTERY WISHES YOU PROSPERITY FOR 
THE SPRING SEASON—AND THEREAFTER. 


RETAILERS WHO FEATURE FOX SLIPPERS, 
PUMPS AND OXFORDS ARE PUTTING THEIR 
BEST FOOTWEAR FORWARD. 





AND THE NATURAL REWARDS OF SUCH A 
STEP ARE INCREASED PROFITS AND PERMA- 
NENT CUSTOMERS. 





Charles K: Fox, Inc. 
Haverhill, Mass, U.S. A. 


BOSTON: 54 Lincoin Street NEW YORK: Marbridge 
CHICAGO: Great Northern Bidg. Bldg, Broadway & 
34th St., Room 632 





Vol. 80, No. 23. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. 
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In Stock 





Stock No. 310 


Smoked elk golf oxford, with black gun metal calf overlap 
saddle, Duflex sport sole and heel, Goodyear stitched. 


° $4.55 net 


A number in great demand. Designed in conjunction with 
the nation-wide sport movement. For immediate delivery. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, 
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STANDARD 
KID 


GUARANTEED SELECTIONS 





YOU Must Answer the 
Good-Shoes-At-A-Price 
Demand 


You, the retailer, coming in contact with the 
public, must answer that insistent request for 


Good-Shoes-At-A-Price. 
STANDARD KID is being specified by shoe- 


men everywhere because it has the quality es- 
sential to the shoe success and so priced from 
us to you, through the shoe producer, that the 
final selling unit is generous to you without be- 
ing prohibitive to the consumer. 


For those shoes-at-a-price ask for STAND- 
ARD KID. It is the leather for good shoes at 


a humble price. 




















THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis. 
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‘Queen of the Sports’’ 
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STYLE 405 


IN-STOCK 
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RUEPING’S SMOKED ELK 


BARNET’S VAN DYKE CALF 
SADDLE 


CORRUGATED SOLE AND HEEL 
GOODYEAR WELT—WIDTHS A-D 


PRICE $5.00 


“Follow the Creighton Line” 
A. M. CREIGHTON 





LYNN, MASS. 


ci 4 
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Reg U.S. Pat OF U.S. Pat. Of. 


STYLES FOR EASTER ~ 


JUVENILE SPECIFICATIONS 


Genuine Goodyear Welts. One-piece Flexible Insoles. 
Flintstone Flexible Oak Out Soles. Whole Lift Leather Heels. 
Sole Leather Box Toes and Counters. Snug Fitting Heel Seats. 








a ay Bg 




















Pattern 972. Last 65. Pattern 974 Made with Buckle. Pattern 761. Last 30. Pattern 757 Lace Oxford. Patent 
Sizes 24% to 7. Widths A to D. Rubber or Leather Heels. Leather, Mahogany Calf, Black Calf, $4.10 per pair. 





























J 
bos oY foil Py ee Nex ata] 
Pattern 365. Last 20. Sizes 12 to 2 with Heel, Bto D, Pattern 362. Last 20. Sizes 12 to 2 with Heel, B to D. 
$3.25. Sizes 8144 to'11\4 with Heel, C to D, $3.00 $3.25. Sizes 844.to 11144 with Heel C to D, $3.00. 


Patent Leather, Mahogany Calf, Black Calf, Brown Kid and Black Kid 


Delivery, four to six weeks. Terms: Net 30. 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
ea~ CARTHAGE, MISSOURI yon 


7 € 
Any ~ dhoe shoe 


dystem “The Quality Is Higher Than the Price.” r System 




















Standard 








Reg. U.S. Pat. Off. Reg. U. S. Pat. Of. 
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Cannot Believe It Possible that 
Ramsey’s ‘““They Cannot Rip” 


Some retailers have had so much trouble with 
SANDAL the ripping or loosening up of the outsoles in 
ordinary stitchdown shoes, sandals and oxfords 
that they do not believe it possible to get any 
such as we advertise. 


" 





Ramsey’s They Cannot Rip 


We advise you to try them out and see for 











SALLIE SANDAL yourself. 
5-8 8%-1l 11%-2 4-6 614-11 
No. ©—Cherry Chrome, Oak Leather Sole...... $0.80 $0.90 $1.05 81.55 81.85 
No. 40—Cherry Chrome, Neolin Sole........... .75 85 1.00 55 1.85 
5-8 8%-11 11%-2 2%-6 6%-11 
No. 00O—Cherry Chrome, Oak Sole............ 80.90 $1.05 $1.20 $81.75 $2.05 
No. 51—Gun Metal Chrome, Elk Sole.......... -00 1.05 1.20 1.75 2.05 
No. 12—Cherry Elk, Oak Sole.........eesese0 1.00 1.15 1.35 1.85 2.15 
No. 53—Smoked Elk, Elk Sole..........-0005 1.00 1.15 1.35 1.85 2.15 
No. 14—Cherry Full Grain Crystal, Oak Sole.... 1.00 1.15 1.35 1.85 
LADIES’ SALLIE SANDALS 
PLUG OXFORD Outside Rubber Heel 2%-7 
No. 162—Patent Leather, Oak Sole, Sheep Limed............cccccecceccecesecs $2.25 
No, 174—Cherry Full Grain Crystal, Oak Sole... . 0.0... ccc cece cee e cece eeeeee 2.15 


PLUG OXFORDS 
5-8 8%-11 11%-2 2%-46 
No. 20—Cherry Chrome, Oak Leather Soles........... $0.85 $0.95 81. 10 81.60 
No. 240—Cherry Chrome, Neolin Soles............s6. 80 D0 1.05 1.60 


PLUG OXFORDS—BEST BEND SOLES 


5-8 8%-11 11%-2 2%6 
No. 200—Cherry Chrome, Oak Sole.........6.eeeeeeee #0. 95 $1.10 $1 25 81.85 
No. 210—Tan Full Grain Lotus... ........0e-ceeeeenee 05 1.20 1.40 1.95 


No. 214—Cherry Full Grain Crystal..........e.esse08 eit 1.20 1.40 1.95 


BOYS’ AND MEN’S VENTILATED OXFORDS 


Outside Rabber Heel 





6-11 
— = vas Be, 660—Cherey Cheam, Gals Gabbe icc oc ccccccteecesec vetécccccoesces Py ey 82.00 
VENTILATED OXFORD No. 914—Cherry Full Grain Crystal, Oak Sole... ......--- cece eeecenee 2.00 2.25 






Spams 


“Kao? 


“THE ONLY COMPLETED STITCHDOWN' 


TRIPLE WA?’ WELT N 


ONE ROW OF STITCHING HOLDING UPPER TO INSOLE HAT Is, 
TWO ROWS OF GOODYEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPBRL T A 


se END we GOOUNUAR GtErauED Guewine ot berren ov cures | RAAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 








or 
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LEVOR GRAIN KID 


(CABRETTA) 


Resembles the tiny snowball rolled down a snow- 


clad slope— 


With every revolution it has accumulated friends. 


Unlike the snowball the virtues of Levor Grain 


Kid will endure forever. 


G. LEVOR & CO., Inc. 


NEW YORK GLOVERSVILLE 


ARTHUR S. PATTON LEA. CO., St. Louis 


STULL CLC 


Tanners 


BOSTON 
GEORGE W. NEWMAN, Cincinnati 
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P goes the curtain today on 
the most smashing spring val- 
ues that weeks of preparation $ 
could devise—values so momentous 
—so extreme that they could not be 
disclosed till the last link in the huge 
production chain was perfected — the last 
fractional advantage of market gained — 
the last combined possibility of quality and 
economy figured to a pin-point nicety. 


The result stands revealed here in price 


and picture. No words could add to what ( 

































Qe 


these numbers promise for the upbuilding 
of your substantial spring and summer sell- 
ing. For many a month their rapid move- 
ment will be a reminder of what the Mayer 
organization conceives to be its value- 
giving duty toward Martha Washington 
dealers in periods when no retailing ad- 
vantage dare be lost. 
Order meg y 3 A yey cen this adver- No. 


tisement or. through a Mayer salesman. 


F. MAYER BOOT & SHOE CO. 
MILWAUKEE 


42 _— — - wwe, lf 


No. 


-.Martha \ 


Aas. 
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DESCRIPTION 
No. 3010. Martha Washing- 
ton black kid six eyelet 
. lace oxford. Perforated 
A, tip, vamp and eyelet row. 
‘EE '¥g Cuban rubber heel. 
Last No. 135. Goodyear 
welt. $3.00 
peo lig SIZES 


No. 3010. Black kid. Width B— 3¥ to 9. 
C—2¥4 to 9. D—2'4 to 9. 


Deliveries starting 
April 1 No. 3011. Cocoa kid. WidthB—3%2to% gf 
pri ist C—2)4 to 9. D—2¥ to 9. yf 


1|Washingtor 








































No, 15 

















i Manufacturers 






® Ault-Williamson Shoe Co. 


LO I _ES - Ee, x 
Auburn  y Axenuns orrice. 109 8, om sramer Maine 








° 
3 No. S3—Black Kid 1 s 
+ | No. 15—Black Kid Common Sense Bal, No. 52—Best quality Black Kid Oxford, Leather Heel. aa panty a Ana phy 


re CS GE BO. co ccvccciecesevessas $3.00 13/8 Heel, Black Kid Quarter and Sock Lining. 

ae No, 21—Same style with Foxed Quarter, Lining. In Stock—A, B, G, D, B.....cccece $2.75 
c next grade ..... settee ene eae 82.75 No. 50-—Same shoe with Plain Toe. No. 47—Same style with Drill Lining. 
ose Both In Stock—D, E, EE. Both In Stock—A, B, C, D........ $3.75 Im Stock—B, C, D, B..cccocccccces 82. 
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Gap SSE ESSE SSE SRESRESRESE ESSER eases 
Fe ei 
gf " 8 
G ae 
» ConstantComiort | 
Gj ss 
ef 2 
Fd OUR trade in comfort shoes has not Fd 
a “just happened”—it has been devel- at 
sss oped by painstaking service year after year. Gi 
PEG The greater part of your “comfort shoe” Fd 
Gs buyers come back time after time if you have i 
o given satisfaction. re: 
:. ik : : mt 
iS Don’t treat this business lightly—be sure Pes 
G} you are not failing them in giving real re 
Fe quality. The price hunters will shop around Fd 
oe anyway. Ff 
#% Sell your trade “CONSTANT COM- Fe 
G3 FORT” shoes—fit them right and you have is 
4 built better than you probably realize—in No. 2—Black Kid, 7” Polish, 9/8 Rubber rf, 
3% holding the family trade in years to come. RR ee S32 
GC} Both In Stock—B, ©, D, B.....+.+: g.10 
oO No. 200—Same as No. 2, next grade. ey 
re Sixty staple styles of oxfords, sandals and boots carried in Bo. ee Ss a te... or0§2.85 eT 
FESS stock. Order now. B 
Go 
o S 
4 3 
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Gallun’s 
Black 


Norwegian 


$5.25 





IN-STOCK 


AtoD 


A YOUNG MAN'S STYLE 


For immediate business. This new oxford 
has been stocked to meet an insistent demand. 
Style leaders pronounce our “Victor” the com- 
ing last. Mail your sizes today. They will be 
shipped promptly. 





MARION SHOE CoO. - 
MARION, IND. 
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You will improve your line of shoes 
by using 


o/lee Calf 























ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 
ACE 909 









































J. S. BARNET & SONS, Inc. 
i Tanneries Salesrooms, 75 South St. 
LYNN, MASS, JU. S. A. BOSTON, MASS., U. S. A. 

CABLE ADDRESS “TENRAB” 
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sx“RHOD A One Straps 


In-Stock March 15 


457 


442 





No. 457—Black Kid ‘‘Rhoda” one " 

strap-imitation tip. Goodyear Welt. No. 442 ~ Patent , Rhoda’’ _ one 

18/8 heel. Tremont last. AA to D. strap. Imitation tip. Goodyear Welt. 

Price ..... ers eae: Tlray- 83.75 10/8 heel. Princess last. AA to D. 

No. 45S8—Same in Brown Kid. Price weet teste sees eee e ees 00 

Rage gible nated te aR ce 84.25 No. 443—Same in Coco Calf. Price, 
84.00 





459 






375 





No. 375—Patent ‘“‘Rhoda”’ one strap. No. 459—Grey suede ‘‘Rhoda’’ one 


Covered military wood heel. Imita- strap. Imitation tip. Goodyear W2lt. 
tion turn. Tremont last. A ta D. Covered military wood heel. Tremont 
I ee he ene ee $4.00 Last. AA to D. Price...... $5.00 


All orders shipped same day received 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc H. SULLIVAN, Secretary 


BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 





DUTTA LULU 
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Perfect “team play”, with every one of our 10 


factories to help shoe manufacturers in every 


emergency, is proving more forcefully than ever 


our ability to render service that is service—at the 





time when it 1s most needed. 


Thinking shoe manufacturers don’t say “How can 


we get the lasts in time?’’ They put it up to the 


UNITED LAST COMPANY 


Ten Factories — 


ROCHESTER 
HAVERHILL 
AUBURN 

ST. LOUIS 
MILWAUKEE 





Headquarters: Boston, Mass. 


BROCKTON BOSTON 
NEWARK 212 Essex St. 
; CINCINNATI 
a 803 Sycamore St. 
» ST. LOUIS 
NEW YORK Adv. Bldg., Rm. 303 


Six Show Rooms 


CHICAGO 
Wells Bldg., Rm. 406 


PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bldg. 


THT] TMT ] ll} 
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Milford Made 


Oxfords Shipped in a Week 


Same Results as if Made to Order 


Park Town 


CHOICE OF THESE FIVE LASTS 
B, C and D Widths 













This is the type of 
shoe, made on our 
PARK LAST of 
Dark Tan Calf. 


$4.85 





Longfellow 
























































Court 
Z E guarantee to ship your order on the seventh UPPER 
SOLES day, exclusive of holidays, from its receipt at our STOCK 
Old Fashioned factory, in B, C, and D widths. These oxfords Top Grade 
Oak Tanned are not carried in stock but are made to your order. a _ 
a 
This means prompt and complete order filling—no wait- 
BOX TOES ing for sizes or widths that happen to be out of stock. QUARTER 
Sole Leather The style is acknowledged a volume seller. LINING 
Brown India 
Our standardized production system which we have fol- HEELS 
COUNTERS lowed for a number of years assures you of top grade Wingfoot 
Sole Leather materials and careful construction in every detail. Rubber 
4 99 
re eee eS Say St cn Size! : SRE Pre Se 
Width|| 5 |5%| 6 |6%| 7 |7%| 8 |8%| 9 [9% | 10 |10%| 11 
B || a me 
Ss Se CO eS 
D | | | 
Made with Famous 
T Goodyear Wingfoot Heels 
> = = | Knox Shoe Company 
on There 
Shoes ° 
Means That Factory, Milford, Mass. 
They Are 
SOLID eRe 
THROUGHOUT Boston Office, 135 Lincoln St. 
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WHOLE nation has thrown the 
weight of its enthusiastic approval 
in favor of wool hosiery! 


Sportswear no longer means golf or 
skiijoring. It means comfort, freedom, 
pleasure in dress—every day. It induces 
in the wearer a frame of mind which 
embodies ease, poise, and consciousness of 
the well-being associated with out-of-doors. 


Wool hose express this spirit of sportswear. 
The present vogue has carried wool hose sales 
to heights never dreamed of. Still greater 
things are in store for the retailer who will 
but press forward to meet the opportunity. 


Centemeri imported wool hose are made and 
distributed with the single purpose of 
bringing to the retailer and his customer a 
maximum of satisfaction. Light weights— 
fine rib—flat weaves—silk-and-wool—pretty 
clocks—full lengths—wide color ranges: 
diversified uses and individual tastes are thus 
met to a nicety. 


Centemeri offers cooperation in securing 
proper assortments, and in _ planning 
department policies of buying, financing and 
selling. 


There is no season in wool hose selling. You 
can make sales every day but you should act 
now to assure a supply for everyday selling 
next Fall. 


400 Fifth Avenue New York 


MADE IN 
GREAT RITAIN 


WOLSEY 
COMPANY Iid. 


CENTRAL OFFICE 
LEICESTER. ENGLAND 








i’ 
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No. 1049 
Silkk and Wool 
Hose for Women 
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No. 1160 


Women’s Silk 
and Wool Hose 
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Showing one of the snapp 
styles featuring our presen 
line of Ultras’ The skeleton 
saddle strap usedin different 
color leather makes this 
sport oxford one of our - 
most attractive numbers 
In the new color Biege KK 
Leather with Brown Biege Kid 
trimming. Can be ‘made on order 
within 4 weeks. 


Price $5.45 net 30 days 


MOORE- HAFER’ 
MHOE “MFG °CO 


BROCKPORT. N.Y. U..4A. 


NEW YORK OFFIC 545-547-544 MARBRIDGE BLOG, G WAY AT 54BST. 
JACK EJESTER MGR. 

















Lillian O.Tites. A: ) 
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‘the Margie 





)} Shown in onsen Calf 
/ #26, with lace band of same 
t { leather. Mode in a welt with 
ig white stitched heel seat 


‘4 dye | «Canryinga % leather — 
| \\ ya ; flan e a ; aal 
“| ‘ i attractivein other leathers. 


Can be made on order 
within 4 weeks. 


| - Price $5.45 Net 30 days 


| \ MOORE-AIAFER’ 

















“EOE *MFG °CO° 
BROCKPORT. N-Y.UZA. - 


NEW YORK OFFICE 545-547-544 MARBRIOGE BLOG,BWAY aT S4UST. 
JACK E.JESTER, MER. 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


DEGEN LIPP, Inc. 
188 Floyd Street 


BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND OITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BROUKLYN 
Julius Grossman, Inc. 
372 DeKalb Avenue 


BROOKLIN 
Wm, Henne & Co., Inc, 
957 Kent Avenue 
BROOKLYN 
R. H. Hoskins Co, 
39 6th Street 
LONG ISLAND CITY 
Horn Shoe Co. 
145 Roebling Street 
BROOKLYN 
F. 8. Kauder Shoe Co. 
10 Leo Place 
BKUOKLYN 
American Shoe Co. 
Livingston Street 
BROOKLYN 
J. J. Lattemann Shoe 
Mfg. Co. 
8t. posed _ 


Maetrich 1 yre & Co, 
242 Greene Avenue 
BROOKLIN 
I. Miller & Sons, Inc. 
1 Carlton Avenue 


1 Carlton Avenue 
BROOKLYN 
Pincus & Tobias 
17 Lexington Avenue 


BROOKLYN 
Parisian Shoe Co. 
226 Varet Street 
BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 
BROOKLYN 


Dr. A. Posner Shoes, Inc. 
141 Roebling Street 
BROOKLYN 
Rogers & Davis 
1615 Bast N. Y¥. Avenue 
BROOKLYN 
Strassburger-Stiles 

99 Myrtle Avenue 
BROOKLYN 
Chas. W. Strohbeck, Inc. 
309 Johnson Street 
BROOKLYN 
Vogel-Miller 
4th Avenue & Baltic Street 
BROOKLYN 


S. Waterbury & Son 
232 Throop Avenue 
BROOKLYN 
S. Weil & Co. 
379 DeKalb Avenue 
BROOKLYN 
Algier Shoe Co. 
1388 Broadway, Cor, Bedford Ave. 
BROOKLYN 
Julius Altschul 
220 Varet Street 


BROOKLYN 
Kozak & McLoughlin 
, 14th Street & Govenor Place 
LONG ISLAND OITY 
George W. Baker Shoe Co. 
3843 Com , ae 


BROOK 
Baker-Chandler Co., Ine. 
641-649 Avenue 
BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. Cousins 
869 DeKalb Avenue 


BROOKLYN 
John Cramer 4 Gon 
199 Steuben Str 


BROOKLYN 
Bert E. Drake Shoe Co, 
235 bk. a 


D. H, Chandler Shoe Co. 
166 Livingston Street 
BROOKLYN 
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RESTIGE of locality speaks volumes 

for quality. In the footwear world the 
name “Brooklyn” invariably suggests high- 
est grade shoes for women. 





For stores selling Brooklyn-made shoes, the 
word “Brooklyn” is of itself a powerful ad- 
vertisement. 










Footwear prestige follows, not precedes, 
evidence of quality. Brooklyn-made shoes 
have earned their pre-eminence by their 
perfection. 





Shoe Manufacturers Board of Trade 


22 
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A Big Season 


Sport Shoes 
REG.U.S.PAT.OFF. Is Just Ahead of 
YOU! 


— Salable. Profit- 


able. 
22580 These three words mean much to you. 
Smoke Side 
Tan Celt Tim 
Fibre Sole and Heel 
85.50 


Shown here are these correct models 
from one long line of quality low heel 
sport footwear. 


There is seasonable style in the Selby 
Line which your customers will de- 
mand as never before; salability 
which is the natural result of show- 


22520 ing Selby’s; and the profits which 
‘Pat, Trim i 
Fibre Soie and Heel you must have to operate your busi- 
$6.60 
ness. 


Why not order now and derive the 
benefits which Selby footwear give? 


Orders filled on “30-day” 


22548 ther styles upon 
on 22548 5. Samples of other sty p 
Tan Calf Apron 
Fibre Sole cud Heel request 
$5.25 


THE SELBY SHOE CO. 


Portsmouth, Ohio 
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- FOLLOW THE GREEN LINE 


———— 
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THE DANIEL GREEN LINE 


FOR 1922 IS 


ANIEL GREEN salesmen are now on the 
road, with the 1922 line of genuine 
Comfys and quality Boudoirs. 


Dealers who realize the dominating position 
that the Daniel Green line has achieved— 
through quality of product and steady year- 
after-year advertising—will not be tempted 
to experiment with cheaper imitations. They 
will wait for the Daniel Green salesman. 


But if you are in a hurry—and wish to place 
your order before our salesman’s advance no- 
tice reaches you—write us direct, and we will 
put you in touch with him. 











free on request. 


NOW READY 


There are a number of new things about the 
1922 Daniel Green line that will interest you 
—both in styles and prices. Each year sees an 
increase in those far-sighted dealers who no 
longer regard Daniel Green slippers as a short 
season proposition, but give them a prominent 
place in their stores all the year round. 


Our national advertising is greatly increased 
for 1922, and will run steadily throughout the 
year. A constantly increasing demand is be- 
ing created straight through the year, which 
means increased profits for the dealers who 
see the larger possibilities of this famous line. 
1922 will be the biggest Comfy year ever 
known. 


The Green Book Is Ready for You 


Prepared especially for dealers who handle the Daniel 
Green line, to help them increase their profits. 
in detail how Daniel Green Slippers will be advertised 
in 1922, and gives valuable suggestions and practical 
helps for tying up your store, in a profitable way, with 
this great national campaign. 


It tells 


A copy will be sent to you 


DANIEL GREEN FELT SHOE CO. 





New York Salesrooms: 
116 East 13th Street 


CI 
Ay ‘iu 
(SE 






General Offices: 
Dolgeville, N. Y. 


GENUINE 


Comfy alippers 
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95 SOUTH STREET, BOSTON 


Leather Trades Bidg., St. Louis, Mo. 
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Where Is The 
Retailer Who 
Doesn’t Know 


TONY 


Reg. U. S. Pat Off. 


RED 
CALF 








We Haven’t Found 
Him Yet 
—and recently 


We were surprised at 
the Chicago Conven- 
tion to meet retailers 
from small towns in 
Kansas and North Da- 
kota who were as famil- 
iar with the virtues of 
TONY RED as the 
Broadway Buyer in 
New York City. 
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The National and International Reputation of 
TONY RED CALF and CREESE and COOK 
CO. didn’t just happen. It is founded on consis- 


tent quality. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 


SALESROOMS 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 














TANNERIES 






NEW YORK 


DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
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Two 


from 





Line of 

















tary heel. 


Price $3.75 


They are 


country. 


Emery 








New Styles 


“TheE&M 

















Our Bombo Welt, in Gray Nubuck. Gun This Two-Button One-Strap Turn can be 
Metal Calf short wing tip and foxing. Made had with Patent Vamp and Gray Buck 
on our new 85 last. Carries 7% leather mili- Quarter and Heel Cover. Made on our new 


61 last. Carries 10/8 military covered heel. 


Price $4.00 


Both shoes are sellers and moneymakers for you. 


made in our Haverhill factory which 


assures the workmanship that you like. 


Our new line to retail at $5.00 is going strong 
and bringing orders from the best houses in the 


Get in‘on it! 


& Marshall Co. 


Haverhill, Mass. 
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Made in Milwaukee Sold all over the World 








Introducing a New Leather 
COLORED PEVEE KID 


A new leather with the same de- 
pendability that is so characteristic 


of all P & V Leathers. 


The exceptional uniformity of the 
raw material used in tanning 
COLORED PEVEE KID results 


in a most uniform product. 


Produced in a beautiful brown 
shade with a full rich color. It has 
been given a finish which will go 
thru the shoe factory without neces- 
sitating extra precaution towards 
cleanliness. 


The smooth tight grain and its extra 
good feel makes this a very desir- 
able leather to use for your fine 
men’s and women’s quality shoes. 
Let us send you a specimen cutting. 


PFISTER & VOGEL LEATHER CO. 
Milwaukee Wis. Established 1847 





























‘ye 
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SINBAC 


Built to Sell on Service 








offers high grade 


Sport Oxfords 








Goodyear Welts 


























No. R 4623 No. R 4622 


Best of Soles—Leather Counters 


High Grade Smoked Elk 


Brown Trim Black Trim 


Duflex Section Sole Rubber Heels Attached 


? ; Best Smoked Elk. Black Calf 
Brown Trim. Duflex rubber Trim. Rubber Heels attached. 


sole. Built to stand rough One-piece leather innersole. 
usage. 4623 Young Ladies Leather counters. 


4 to 8-A, B, C, D... .$4.25 
272, to $ 4621 Misses’ 1114 to 2-B, 
lp eT 5 a $3.50 


4622 Y. L. 2% to 8-A, B, 
hy: Se $4.00 


Uelthy-fut 

CHICAGO, ILL- 

Send for Catalog R Sinsheimer Bro. & Co. 
Listing Big Line of New 211-15 W. Monroe St. 


Spring Styles CHICAGO 
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1401—Patent Leather vamp, 
gray ooze color D quarter and 
collar, 11/8 covered Cuban 
ME ewheenndetncedenne $7.00 


1405—Same in All Patent 
Leather one strap buckle, 
perforated vamp and quarter, 
11/8 celluloid covered Cuban 
De se aveas Wakiesua ae $6.25 


“THE FLAPPER” 


THE FASHION SENSATION 
In Stock 


Brooklyn 
Turns 


Immediate Delivery 












SOLD IN CASE LOTS IN THE 
FOLLOWING SIZE SCHEDULE 


3% 44% 55% 66%77% 
AN ee = —— TLtit ea 
AR wee = B 
B.-3F123222221« 
C sees = -_ = 





1404—Patent Leather vamp 
and quarter, gray ooze color 
D collar and foxing, gray 
binding, 11/8 celluloid cov- 
ered Cuban heel ....... $6.75 


1404A—Same design as above 








Terms: 3 off, 10 days. 


with gun metal vamp and 
PEE eas cvsicdenanes $6.75 


TRIANGLE SHOE MANUFACTURING CO., Inc. 
11-13 EMERSON PLACE 


New York Office and Showroom, Room 435 Marbridge Building 


BROOKLYN, N. Y. 
































Style 





























No. 644 


80 Boylston St., 











! 
J. J. GROVER’S SONS COMPANY | 


LYNN, MASS. 


Boston 
Little Bldg. 









47 











‘New York 
West 34th Street 


= Blucher Oxford | 
No. 257 Last. 

Medium Toe. Plain 

Box Toe. Turn Sole. 

1% a | — with 

Rubber 

B to Eg: IN STOCK 


Price $4.85 
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These two shoes should 
be in your stock 





Lenox Sport Oxford 


Advance orders indicate the popularity of this shoe for next sum- 
mer selling. It will be a big number. White Duck Upper. Red or 
Black sport trimming. White corrugated sole. Pneumatic heel. 
Kendex insole. | 


Description Last Width Size : Price 
Women Sport Oxford.......... Comet © 1g $1.45 


-Heep- OUTLOOK 























Here is one of the best values in 
Canvas Footwear ever put on the market. 









Description Size Price 
RN esd hae White Bal........ 6-12 $1.20 
GR ees White Bal......... 2%-6 1.10 
ME daca een White Bal......... 11-2 1.05 
I sks. 0 0:0 Se 8-1016 95 
rer Brown Bal......... 6-12 1.20 
Cr preree S7 Brown Bal......... 246-6 1.10 


ar | - 1.05 


HOOD RUBBER PRODUCTS C0., Inc. 


WATERTOWN, MASSACHUSETTS 
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Te Kumeu ag 


Shoe for: Cn Ae ee 


ONSISTENT VALUE is 
always found in WEBER 
UNION MADE SHOES. 


To retail at $5.00 to $8.00 there are 
no shoes for men in which you can 
place more confidence. 


No. 966 


WEBER BROS. SHOE CO. ~ San 
NORTH ADAMS, MASS. Duflex _Saction Fibre, Sole 





New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
































What You Will Know 
at Sight, 


Your Customers Wi ll 
Learn from Use. 









Long wear will teach your customers 
the high quality of Ensign Welt Shoes 
for Boys. You, as a buyer, will quickly 


recognize this quality at inspection. 







Stock No. 200 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, English Last, 


Ghe ENSIGN SHOE CO. ot ee Se 


Sizes, | to 51. 
BELFAST, MAINE Price $3.00 

















> 


w 


— 
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$7.00 


Genuine Turns No. R 124 Mahogany Kid 


All Solid 
Sizes 1-5 


IN STOCK 
Order Today 





lk 
No. R 116 Pat. Mat Top 





No. R 128 White Kid No. R 118 Pat. White Top 


MEAS Waa Ce. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. "BOSTON, MASS, 
312 W. Monroe St. 123 Duane St. 100 Summer St. 
ST. LOUIS, MO. PITTSBURGH, PA, PHILADELPHIA, PA, 
1408 Washington Ave, 923 Penn Ave. 51 North Third St. 
FACTORIES 
Annville Middletown Lebanon No. 2 
Lebanon No. 1 Palmyra Elizabethtown 


Pennsylvania 
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Petite 


A rmo rtreds 


Add a finishing touch 
to Women ’s Shoes 


OMEN are becoming as enthusiastic 
rubber heel wearers as men. 


And when you find, as we have by careful ex- 
periment. that women are hardest on rubber 
heels, the possibilities (and problems) are so 
vast that no honest heel manufacturer can neg- 
lect them. 


1. Every month more women become rubber heel converts. 

2. Women demand many heel styles—again increasing the 
market. 

3. Women are ‘“‘fussy'’ about dress—they want their heels 
strarght and true. 











Petite Armortreds for Women are the result 
of patient experiment for the best rubber heel 
for women, from every standpoint. 


If you ask for them on your shoes your cus- 


tomers will remember the service they give. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD, MASS. 


ARMORTRED 
SPORT SOLES 
and HEELS 
have the same 
character and 
quality as 
ARMORTRED 
HEELS 




















ARMORTRED | 


SOLES AND HEELS 











a 














ws 
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LALA HUM 


g 
A 





C.H.ALDEN CO 
Ne 


Us & 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


—hest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


MT 








The above is one of the styles that can be delivered 
promptly 


Lot No. 200 
Men’s No. 4 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 





S 
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2 
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The Sport Shoe Vogue 


PORT shoes for men reach the zenith of their 
popularity this year—and will maintain it. 
They deserve their success, because they are 

_ smart, sensible and comfortable. 


Bates Sport Shoes have stepped swiftly and 
securely into the front rank. We foresaw the 
sport-shoe demand as a conspicuous feature of 
1922 style tendencies—and we have capitalized 
it notably. 


To wit: We have designed a large variety 
of exclusive sport patterns. We have picked 
just the right leathers. We have made precisely 
the proper combinations of leathers. We have 
concentrated much thought on putting “atmos- 
phere” into these handsome shoes. 





Result: Thirty to forty optional combina- 
tions of lasts, patterns, leathers and trimmings 
in Bates Sport Oxfords! 


And the price range is highly favorable to 
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3 a sewn ae ~ 
Pale dame fn a en omar 


Bates 
e “Brogue” 


$5.00 


RETAIL 





Sss-est.-"" 
SSS 


Style 401 


White Duck, with Dark 
Tan Calf Saddle Tip 
and Backstay. Natural 
Oak Sole. Rubber Heel. 





Note our Brogue sport model number 401, illustrated 
here, to retail at $5.00. It is an exclusive Bates design. It 
is priced to produce volume business for the dealer at a 
desirable profit. 


the dealer. It follows the Bates permanent 
policy of highest value at moderate price. 





The complete line of Bates Sport Shoes com- 
prises numerous styles made of White Kip, 
Smoked Horse and other suitable stocks. They 
are built with leather soles and sport spring 
heels, also with any of the popular brands of 
rubber sport soles our customers call for. 


Send for new Spring In-Stock Catalog. 
The best time to order sport shoes is NOW. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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The Aristo two button one strap The Bradford one strap cut out The Newport made in 
Black Patent ............. $4.90 Quarter Patent Chrome ....... $4.75 
Patent Vamp, Gray Suede Patent Chrome ........ $4. 90 Patent and Gray Suede a 
errr 5.55 Patent Vamp, Gray Suede ao WT WE cncshecenes 75 
Gray Suede .............. 5.90 Gee TS ccc ccscices 




















«Every Hopkins & Ellis Turn is a Real Business Builder” 





OPKINS and ELLIS Turn Novelties 

offer progressive retailers an 
opportunity to meet the ever-increasing 
demand for $6 to $8 footwear with shoes 
that will add to the prestige of their store. 
“H & E” Turns are made to give satisfac- 
tion and are priced to attract trade. 


You Can Retail “HanaE” Turns for *6 to *8-°° 


We are prepared to accept orders on the above, con- 
vention approved, styles in any number of pairs to 
a width. AA to C widths on all styles. Order as 
many pairs of each width or size you want and we 
will make them up 


For Delivery in Four to Five Weeks 


Several desirable styles are carried in stock, for immediate 
delivery. Send for our latest in stock bulletin. 


HOPKINS and ELLIS 


HAVERHILL, MASS. 














1922 
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To Retail Al 
$5.00 








IN STOCK 


FOR IMMEDIATE DELIVERY 


No. 713 No. 714 














Patent Leather Black Suede Calf 
Three-Strap Pump Three-Strap Pump 
22 Last, 12/8 Heel 22 Last, 12/8 Heel 
A, B and C Widths A, B and C Widths 

$3.25 $3.50 





Terms: 2% ten days, net thirty days. 





Planned by master designers, made from selected 
materials, and put together by Lynn’s best work- 
men. Positively the most reliable buy at the above 
prices. 









P. J. HARNEY SHOE CO. 


FACTORY AT LYNN, MASSACHUSETTS 


"The Shoos You Order Are the Shoes You Get” 


A a . -—— 
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See Formative Smartness 


at the 
Cleveland 


Convention 
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aH The most shapely shoe 
1 i in the whole field of 
HU flexible-arch footwear 
\ 
. Style 32—Made of fine- 
belt grade Black Kid. Leather Smart Style 
! it rigdey counter. Solid leather heel. .. h Mi 
aH F }} } All-Kid quarter lining. with roominess 
i Hit Price 85-00 and perfect 
( i! i} * Style 33—Same as Style comfort 
{ } 4 i ' and except made of Brown 
AN - ; 
1 | Price $5-85 } 
} 
it IN STOCK 
| i 
‘2 } } 
Wil! ee 
i | | aspera agin Shoes are winning laurels at various great gatherings of shoe 
1 retailers about the country this winter. These smart models for women 
4| are proving their aristocracy! 
ity 
natty ; ' 
li | So, the complete display line of Formative Shoes as shown at Chicago 
if |! and Fort Worth will be exhibited on living models at the convention of the 
TAIL Ohio Valley Shoe Retailers at Hotel Winton, Cleveland, on March 6, 7 and 8. 
Hh Hil It will be worth seeing. 
Heat 
Wii . Flexible-arch footwear for women has never before been accompanied 
iti iil with as much artistic style and beauty of form and fit as in Formative Shoes. 
vat Their grace of trim shapeliness is a revelation to their handlers and wearers. 
yaa 
Ath) j! er 
AHH At the Cleveland exhibit Harry S. Rodearmel, our Sales Manager, will 
“ qi a these striking features of Formative Shoes and explain our inter- 
HeLa TT esting sales-agency proposition. 
al 
ae 
oftihi ij 
TH 
Hi COTTER SHOE COMPANY | 
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Hannahsons Got ‘Em 


HIS is to be one of the biggest 
Sport Shoe Seasons ever known. 


As usual HANNAHSONS is “on 
deck,” ready to take care of your needs 
for stylish sport fabrics of good quality 
and unequalled value. Hannahsons 
shoes are so priced that you can make 
a liberal profit and sell them at the 


prices your customers want to pay. 


The two shoes illustrated are IN 
STOCK, ready to ship the minute you 
want them. Mail your order today. 


Satins Going Big 


Don’t lose Satin sales because you 
lack sizes. Hannahsons carries all of 
the popular styles In-Stock. It will 
pay to go over your shelves today and 
send us your order for the sizes you 
need. 


Terms: 


2% 10 Days 
Net 30 


Minimum 
Order: 


Twelve Pair 








Black Satin Grecian 
Strap 14/8 Spanish Jr. 
Heel. B, C, D, 2448. 


ANNAHSON 
SHOE CO. 


Haverhill, Mass. 


February 25, 1922 





No. B545 
$2.00 









White Sea Island Sport 1 strap. 
Patent Trimmed 11/8 Military 
Covered Heel. B, C, D, 214-8. 


No. B555 
$2.00 





White Sea Island Sport Oxford 
—Patent Trimmed 11/8 Mili- 
tary Covered Heel. 
21-8. 


B, C, D, 





No. B815 r 
$3.35. a 
Black Satin Grecian oe 
Strap 12/8 Cuban Pd 
Heel. B, C, D, 2%-8. Pa 
o 
ad 
? » 
Fi ed 
¢ 4 
a os 
“ ‘el 
rd ¢ 
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WEARING QUALITY 








ray gO satisfy the pressing demand for 





Si satin shoes, you may be tempted to 
buy satins of low quality. 





Think twice before you do so. 


The best policy is to use the best you can 
get—and fell your retailers the brand 
you use. 


“LOOK FOR THE NAME IN THE SELVAGE” 


Skinner's 
Shoe Satin 


in Blacks and Colors 








WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 











42 BOOT AND SHOE RECORDER February 25, 1922 






















No. es ay & Lack. No. 4 — 
wegian e Square 
Rawhide Double Sole, Stitched Heel. 
A—7 to 11; B—6 to 11; O 


D—5 to 11 

Price $6.65 
No. 424—As above in Black Nor- 
wegian. 

Price $6.65 
No. aT 2 Bro 
Norway College Ba ete a ble 
ane. A—7 to 11; B—6 11; 

and D—5 to 11, 

Price $5.65 
No. 434—Same as above in Black 
Norway. 


Price $5.65 


IN STOCK 
STYLES 


No, 372—Patent ©. 8. Oxford, Fen- 
way Last, Flexible Sole. AA—6 
to 11; A and B—6 to 11; C a 
D—5 to 11. 


Price $5.25 
No. 467—As above in Black Ivory 
Calf. 


Price $5.25 


Price $5.00 
o, 234—Stroller Last. Women 
C. Oxford, 10/8 —,, A—4 “4 
; B, C and D—2% 


Price $5. py 


ge. By Elk Sport Oxford, 
Ap a 


“+ a Sta ay. 
Ribbed. “Dufe Ww 
Heel. Swagger Last. ° Widths B to E. 


| Price $5.75 














THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 
BROCKTON MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bidg. 706 Security Bldg. 
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Quality at a Price! 
$2.75 MM $2.75 






Goodyear 
W elts 






You Can Beat All Competition on These 
Shoes—and Profit Big 


Made from fine Mahogany Side Leather with splendid 


leather soles and rubber heels. 


The styles tell their own story. 


Reorders Are In Order 
For May and June Delivery 


Write your Wholesaler today for samples. If he cannot 
supply you, write us and we will have our nearest jobber 
get in touch with you. 


Globe Shoe Company 


Women’s Welts and White Canvas McKays 


Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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rawtord Shoe 


BRANDED OR UNBRANDED 


FOR MEN AND WOMEN 


STOCK STYLES READY TO SHIP 


B-538—Winsor Last. Our Mirror B-548—Same shoe as above in Gun Style B-105—Women's Patent Colt 
Patent Oxford. Light Weight Con- Metal Calf. Code Word—Comet. Dress and Dancing Oxford. 125 
struction. Flexible Sole. AA-D. Price $5.25. Last. Flexible Sole. Imitation Turn 
Code Word—Crystal. Price $5.25. Edge Low Heel. Short End Box. 
Widths 1, 2, 3, 4. Price $5.00. 
me Price $6.00 
ee Stock No. 861—Bal, Tony 
ee red Calf. Perforated 
throughout. Fancy center 
perforation in tip. Coodyear “Wingfoot™ rubber heel. 
“Vogue” last. Heavy single sole. 
Stock No. 871—Style like No. 861, P & V No. 104. 
Perforated throughout. Fancy center perforation in 
tip. Goodyear “Wingfoot™” rubber heel. 13 iron 
single sole. On “Our Advice” last. 
(Send for Catalogue) ° 


BOSTON—207 Essex Street 









Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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P Whatever the Sport» 
we make the shoe. ‘ 











jie tity 
iy wy 
TH 


The Factory Behind the Shoe 


“After a hard day give me one hour of sport and I am a new man.”—Roosevelt. 


We manufacture the following shoes: 





Baseball Shoes 
Tennis Shoes 
Golf Shoes 
Bowling Shoes 
Basket Ball Shoes 
Running Shoes 
Football Shoes 
Boxing Shoes 
Skating Shoes 
Outing Shoes 
Camping Shoes 





Cross Country Shoes 
Marathon Shoes 
Jumping Shoes 

Road Running Shoes 
Indoor Running Shoes 
Bicycle Shoes 
Gymnasium Shoes 
Sheepskin Moccasins 
Sheepskin Socks 
Sheepskin Boots 
Sheeplined Boots 





It will take just a moment to write for samples. 












Edw. W. Simon, Eastern Representative 


258 Broadway, New York City we 


“The ATHLETIC pe Co. 


916~934_N. Mars: 
Chicago, Tl. 









hfield Ave. 


The Ralphs-Pugh Co., Wes pera Representative 


Central Representative 
530 Howard St., San Francisco, 


‘ells St., Chicago, Ill. 


RECORDER 
— CHAR 
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It’s Sure to Be the 


Just show a pair of shoes made with the 
Nedlin-Wingfoot Sports Bottom to anyone 
who likes the great outdoors. 


You will find they arean instant hit. They look 
good, they feel good, and they are good. 


Street wear, outing wear, sports wear, all are 
provided for in the design and construction of 
this new Nedlin-Wingfoot Sports Bottom. 


The low, flat tread buttons, for instance, are 
placed exactly to insure a light, firm, even grip, 
on pavements, boards, or turf. 


They take hold, but they don’t injure. There 
is nothing in this pliant, resilient bottom to 
tear the greens, or pit the clubhouse floors, the 
way cleats and spikes do. 





( 


f 


f 


GOOD YEAR 

















ed 
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it of the Season 


The new Nedlin-Wingfoot Sports Bottom is 
made for both men and women. It is suited to 
practically every activity—golf, yachting, 
motoring, cross-country hiking, and general, 
all ’round street wear. 


Theentire shoe bottom supports the upper with 
a lasting springiness. It is extremely easy and 
comfortable. It is waterproof, too, and it wears 
as only Nedlin Solesand Wingfoot Heelsdo wear. 
Goodyear will advertise this remarkable new bot- 
tom in the 34,800 street cars of 564 cities and towns 
during the summer season of 1922. 

Order your street and outing models with the 
new Nedlin-Wingfoot Sports Bottom zow. 
Your customers are sure to demand it. 


Your manufacturer will supply you. 





SPORTS BOTTOM 
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“Send me ‘up two pairs— 


my size Is—” 


HAT if every customer was as easy to handle 
as that! No time used up in fitting or 
choosing a style. 


But that’s a typical telephone Educator sale —the 
same shoe the customer had before. 


In Philadelphia they are now buying Educators 
at the rate of one pair to every thirty-sixth person. 


As more and more retailers get to know— 

How easy the Educator Sells— 

How quick the turnover— 

How simple the stock requirements are, and there- 
fore— 

How profitable the sale— 


We won't be able to supply enough Educators for 
every retailer. 


Moral: Get your Educator line started now. 
Rice & HUTCHINS, Inc. 
10 HIGH STREET BOSTON, U. S. A. 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 

Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 
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Sport Footwear Marks Important E;poch 


Fundamental Changes in Types of Footwear, Leathers and 
Even Sizes Influenced by Sport Attire 


eagerly sought than attractive sport shoes. 
The term “sport” as applied to shoes is 
relatively new, but the demand for suitable foot- 
wear adapted for sport and “sports” has been in- 
creasing steadily for fifteen or twenty years. The 
great increase has come within the past few years. 

A few years ago the search was on for a 
leather shoe which could be so waterproofed as 
to stand long wear in snow, slush or rough wet 
going without the feet getting wet. There was 
more or less success along this line, as is well 
known. 

The leather boot was wanted in certain outing 
pastimes for its flexibility, lightness and general 
adaptability in varied leathers, both as to quality 
and finish, particularly in contrast to the heavy 
soled rubber boot. 

As time elapsed, the term “sport” was gaining a 
new use and likewise there was a noticeable de- 
velopment in all dress accoutrement. Not many 
years ago a sport was generally understood to be 
a person of rather athletic proclivities. To-day it 
has both a style and a utility definition—knicker- 
bockers worn by both men and women have 
strongly influenced sport footwear. 

Even since the war the tendency toward out- 
of-door life embracing everything from hunting 
and camping to the every day walking has in- 
creased tremendously. The up-to-date stores are 
] following this lead with departments to care for 
all needs. 

To go back a bit in this story, let it be said that 
much attention was given to boots and boot moc- 


TT case is hardly anything in footwear more 





casins for hikers and hunters and others with a 
view to keeping dry feet. It was found by ex- 
perience that.the hosiery was not fully reckoned 
with, for the best results. Experienced woods- 
men have always known how to keep warm and 
dry feet by wearing several pairs of heavy woolen 
stockings. The amateur sportsman formerly 
would get a well-made boot, perhaps, but would 
wear lisle thread, silk, or cotton hose. 

He found, eventually, that he must first get a 
well-made boot and wear, preferably, two pairs of 
woolen hose, one next to the feet medium weight 
and the other heavy, having his boot large enough 
to allow ample room. Then, in the event of long 
tramps in snow, or snow water, his foot would 
not be chilled and if the boot wet through, the 
mingling perspiration was such that he was still 
assured of warm feet with little chance of taking 
cold; also, in severe cold weather his feet would 
be warm. 

Now we have advanced to the era where almost 
everyone speaks in terms of sport. It is, one 
might say, a sport country when not at work. 
There are not a few great minds who concur in 
the opinion that this marks an important epoch 
in the country’s history—meaning the greater 
physical development and health of its people. 

We of the shoe industry must march with this 
development, not alone in the thought of style, 
but in quality. If there is anything that athletic 
and walking strain needs —and by that we in- 
clude every form of sport, it is quality of work- 
manship and material. It is no field for footwear 
which will go to pieces after brief wear. There is 
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ample opportunity for both style and quality. It 
is the duty of both manufacturer and retail mer- 
chant to strive for the best in this respect to guard 
against the consumer’s disappointment. 

This does not mean that low prices cannot be 
made for those of smaller purse, for there are 
low-priced leathers to-day which are tough, ser- 
viceable and also meet the style demands. 

For the good of sport and business, as well, it 
is advisable to encourage this rapidly increasing 
branch of the shoe business by installing adequate 
sport departments, giving the needs of customers 
the most careful attention. Have the right peo- 
ple in charge of this end of the business, people 
who know sports and their needs. The RECORDER 
has given, is giving and will continue to give all 
of the necessary information relative to styles 
and materials, both in footwear and hosiery lines, 
so that this really great and new department of 
the business may be extremely profitable and en- 
joyable. 





, 7 
Do You GUESS or Do You 
r 
KNOW? 

T may sound like stating an obvious truth to 

say that an accurate knowledge of costs is 
inseparably related to the successful management 
of any retail shoe store, but how many merchants 
really KNOW the facts about their business and 
how many merely GUESS? A knowledge of the 
“cost of doing business” is the fundamental prin- 
ciple on which all really successful retail shoe 
businesses are built. There are many shoe mer- 
chants in the country to-day whose chances of 
continuing as successful retailers are poor because 
they do not KNOW the facts about their operating 
expenses. In the period of keen competition 
which business of all kinds is now facing, only 
those merchants who are best equipped with 
knowledge can hope to survive. 

During the latter part of last year the editor 
made a trip through certain sections of the coun- 
try, and one of the strongest impressions he 
brought back was that an appalling number of 
shoe merchants are still GUESSING. Many 
GUESSED for twelve months that they were mak- 
ing a profit, and after taking inventory at the 
end of 1921, woke up to the fact that they had 
lost money. Even then they did not KNOW why 
they had lost money; they did not KNOW why 
the rate of stock-turn was slow; they did not 
KNOW why end sizes and broken lines accumu- 
lated; they did not KNOW how many pairs of 
shoes they had sold during the year in comparison 
with previous years. As for their expenses, they 
merely had a record of the aggregate amount of 
money that had been paid out. Why their ex- 
penses were high and where to begin to cut down 
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expenses were also matters of making a GUESS. 

How many merchants of your acquaintance are 
always telling you that their business is different 
or can readily name one hundred and one external 
reasons why the whole retail shoe trade is going 
to the bow-wows? The retail shoe business in 
general certainly is not going to the bow-wows, 
but a good many individuals in it are if they don’t 
take stock of themselves and stop GUESSING. 

The more we study this question the more we 
are convinced that success or failure in the shoe 
business is simply a question of individual man- 
agement in each store. As a matter of fact, the 
problems confronting the proprietor of a large 
store in New York City are fundamentally the 
same as those that must be solved by the owner 
of a store in Huntington, W. Va., or Gopher 
Prairie, Minn. It isn’t a question of the size of 
the city, the section of the country or the volume 
of business done, but it is a question of cutting 
out the GUESSING, and KNOWING what you 
are doing. 

Because of this situation the BooT AND SHOE 
RECORDER has decided to run a short series of 
articles. The first of these will touch briefly on 
some of the retailer’s problems that the editor 
encountered on his trip in the latter part of 1921. 
The following articles of the series will tell how 
a retail shoe merchant who knew nothing at all 
about accounting installed a simple set of records 
that gave him all the necessary information about 
his business without requiring too much of his 
time. In addition, the importance of stock records 
will be brought out, and a simple system of stock 
records discussed that has proved successful in 
small stores as well as large. 








In the advertisement of Tober-Saifer Shoe Co. on 
page 110 of the Feb. 4 Boor AND SHOE RECORDER, the 
price on No. 3670 patent chrome “Flapper” model 
should have been $4.25 instead of $4.45. 


We Beg Your Pardon 


We wish to call attention to a typographical error 
made in the inside page cover advertisement of the 
Tweedie Footwear Corporation in our issue of 
Jan. 28, the last line of which read, “We are also 
able to give five to six weekly deliveries. A postcard 
will bring salesman!” This should have read, “We 
are also able to give five to six weeks’ deliveries. 
A postcard will bring salesman!” 
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Two tones tan calf. 
By Brown Shoe Co., 
St. Louis 


Ali buck. By French, 
Bhriner & Urner, Bos- 
ton, Mass. 





Mocassin in smoked 

fan and white calf. _ horse and tan calf. By 

By The Florsheim Shoe << — A. J. Bates Co., Web- 
Co., Chicago, IU ov ster, Mass. 











Types of Sport Footwear for MEN 


Four distinctive lasts—four unique patterns and a diversity of leathers showing the 

range of style possible for men. Golf started the vogue and leading clothing houses 

predict sixty per cent of all suits sold this spring to be four-piece suits—including 
knickers. 
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Leathers for Sport Footwear 


A Careful Analysis of All the Leathers—So That the Merchant Is 
Better Informed as to Their Utilities 


T is fortunate that the unprecedented demand 
I for sport footwear finds the leathers most 
suitable and popular at a price lower than 
they have been for years. Most of these leathers 
are as low—some lower—in price than before the 
war. Then, too, the finishes which are now in great 
favor do not add to the expense over ordinary finishes. 
The most talked-of leathers in the new sport shoes 
are buck, elk, horse, calf, 
veal and kip. These vary 
in cost from 18c. and 20c. 
per foot up to 80c., accord- 
ing as to whether they are 
the genuine, as their name 
implies, or side leather fin- 
ished to closely resemble 
the genuine. It should not 
be gathered from this that 
side leather is not service- 
able, or that it lacks in es- 
sential qualities for excel- 
lent footwear. 

Right at the minute “the 
craze,” so-called, is for 
smoked leathers and coffee 
shades of elk, horse and 
calf, and white and pearl 
buck. The smoked leath- 
ers are very popular for the 
new footwear. In the best 
smoked calf the leather is 
actually smoked, likewise 
with the best elk and veals 
and glazed horse. The best 
calf brings 45c. per foot. 
This ranges down to below 
30c. per foot, the same as 
other finishes of calf. There 
is a light leather dressing 
finish over the smoked calf. 

There is but very little 
genuine elk. Elk leather, such as we will see in 
most sport shoes, is the grain split of a light cow 
hide. The finish is durable, but it needs a cleaner 
specially adapted for it, to clean it properly and mel- 
low the leather. Elk leather of the variety men- 
tioned brings all the way from 20c. to 30c. a foot 
and even higher. It wears well and should give 
good service. 


Sport footwear needs a 


White Buck Leather 


White buck is one of the most’ popular of our 
sport leathers. It is used in footwear for a large 
variety of sport and outing wear. There are a num- 
ber of leading and smaller tanners as well, turning 
it out in large quantities. One of the leading tan- 
ners makes a white buck which is easily cleaned. 
He has made a discovery in tanning and finishing 
this leather so that it can be cleaned with luke-warm 





companion type of leather. 
The Carl E. Schmidt @ Co., Inc., picture the wide use 
of leathers in sports 


water, soap and cloth, or soft brush so that the 
leather does not harden when dried. It is restored 
to its original appearance, soft and mellow, thus 
proving a boon to golfers, tennis players and others 
who have regard for the appearance of their foot- 
wear. 

The white buck mostly used is quoted at 27c. to 
40c. per foot. It is a side leather well tanned and of 
excellent finish, varying according to tannage. Some 
choice selections are quoted 
up to 45c. and 48c. per foot. 
The genuine buck going into 
the most expensive shoes 
runs up to 60c. and even 
80c. a foot for the best. 

Some of the best kips and 
veals also run up to 40c. 
and above for the best se- 
lections in colors. Like- 
wise, while top grades of 
smooth finish, grain calf 
bring 45c. per foot, there 
are some select tannages 
quoted as high as 50c., but 
most calf leather brings 
from 45c. downward. 

The exception to this is 
suede calf. The top selec- 
tions of suede, or ooze calf, 
bring 70c. per foot for col- 
ors. Suedes are quoted by 
the few leading makers at 
70c. and 50c. for colors, 
there not being many selec- 
tions. Blacks are generally 
about 50c. less per foot. 

It should be mentioned 
that the pearl grays still 
retain their popularity in 
calf and buck. The term 
buck has come to mean 
more the style of finish 
than the animal from whence came the hide or skin. 

There are other leathers entering into our sport 
shoes than the popular smoked shades and colors 
mentioned above. For instance, there is used in 
trimming, shoulders, foxings, etc., calf in various 
colors and finishes, patent leather and kid, and even 
considerable sheep in cheap footwear. 

In mentioning the leathers which are unusually 
popular at this time for sport footwear, the writer 
alluded almost wholly to those which are adaptable, 
say, to golf, tennis, university, veranda, beach wear 
and the like. There must not be overlooked, how- 
ever, the great demand for the heavier leathers for 
hunting, hiking and woods wear. These usually call 
for heavy grains, calf, kip and elk. These are also 
heavy grain side leathers. The elk leather in this 

(Continued on page 57) 
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By Val Duttenhofer 





By Rice & Hutchins, = 
Inc., Boston, Mass. Sons Co., Cincinnati 


Outdoor Life 
is on the 


INCREASE 


White canvas with 
patent trimming. By 
Flexible Shoe Mfg. Co., 
Chicago, Ill. 


Smoked horse and tan 
calf. By C. P. Ford & 
Co., sme, a, 


Smoked horse and tan 
ry 5  *- J. H. Winchell 
averhill, Mass. 
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Smoked horse and tan 

calf. By Julius Gross- 

man, Ine., Brooklyn, 
a. F. 





} wi buck and tan. 
By A. Garside & Sons 
Long Island City, N. y: 


All Leathers 
and 
All Patterns 
Make 
All Types 
Salable 


SPORT 
SHOES 


For 
WOMEN 


White canvas, patent 

trimmed. By Sel 

Shoe Co., Portsmouth, 
Ohio 














Patent and smoked 

horse. By R. H. Hos- 

kins Co., Long Island 
City, N. Y. 






White ey tan calf, Bd 
R. H. Hoskins 
Long Island City, ni y 
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Skates Track 


Detachable 





Basketball 








Baseball 








Football 


Skating 


Who Sells the Athletic Shoes in Your Town ? 


Opportunity in “‘Sports’’ 


ball team. No doubt your town has a 

team of which you are proud and you prob- 
ably get out and “root” for them when they have 
a game on the home grounds, but are they “rooting” 
for you—for your store? 

Did you fit them out with the shoes they are wear- 
ing on the diamond? 

Your town may not boast of a highly paid profes- 
sional team. Baseball players, be they professional, 
amateurs or “vacant lot leaguers,” as a rule are the 
most live-wire, red-blooded young men in the com- 
munity. Their good will is an asset to any store. 


iy VERY town worthy of the name has a base- 


Footwear as well as Sport Styles 


It pays to cultivate their friendship. It pays better 
to supply their footwear needs, whether it be for 
sports, street or dress. If you sell them athletic 
shoes you are doubly sure of supplying their other 
requirements. 

The same fellows appear at track meets and in 
leisure hours are seen on tennis courts. Next fall 
they will be playing football and then basketball 
and in leisure hours will be bowling and skating. 

Who is supplying them with footwear for these 
various sports? Do you carry footwear for these 
various sports and let them know you have them, 
or do you force them to go to some stationery store. 
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hardware store, drug store or pawnbroker’s shop 
to buy them? 


The Profitable College Trade 


Maybe you are in a college town and the college 
is supplying its own men. If so, the chances are 
that the men are not being properly fitted and the 
efficiency of the team is lessened thereby. College 
athletic directors as a rule are glad to turn this 
business over to a shoe man once they are convinced 
that their men can do better team work when prop- 
erly fitted and equipped. 

Few high schools are equipped to supply the foot- 
wear needs of their various athletic teams, and the 
boys must depend upon local merchants in some 
line or other. 


Shoe Stores Not Complete 


Several manufacturers of athletic footwear tell 
us that a very small percentage of their output goes 
to shoe stores. One of the largest manufacturers 
of athletic footwear says that less than 10 per cent 
of his product goes into shoe stores, while nearly 75 
per cent goes to hardware stores. 

What facilities has the hardware dealer or the 
druggist or the pawnbroker to adequately serve this 
portion of the footwear buyers of the community? 
Certainly the salespeople in these stores are not 
as well equipped to sell athletic shoes as are the 
salespeople in your store. 

Maybe the home team is losing because the men 
are not properly shod, and, besides, you have lost 
the profit that you should have rightfully made. 


Investment Not Heavy 


The investment in athletic shoes does not have to 
be heavy nor does the stock of any kind need to be 
large. Each sport has its own particular season; 
consequently, the money can be constantly turning. 

The mark-up on this class of merchandise is very 
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satisfactory. If there was not a profit in it the hard- 
ware man and the druggist and the pawnbroker 
would not dabble in it. 

Better take a walk up street and see who is fea- 
turing athletic shoes and then watch that man. See 
if he or some of his better salespeople are not pretty 
close to the benches of the home team. See if you 
do not recognize someone from that store on the side- 
lines at the football game. 

There are many stores complaining about men’s 
shoe business being slow. Your store may be one 
of them. If it is, are you and your salesmen taking 
an active interest in the athletic activities of your 
community? Are you using the right kind of a mag- 
net to draw groups of red-blooded young men into 
your store and send them forth as a crowd of boosters 
and rooters? 


Distinction with a Difference 


There is a difference between “sport shoes” and 
“sports shoes.” The first term is generally applied 
to a rather wide variety of footwear that is used 
quite generally for street wear in the summer sea- 
son; made of a variety of materials on rather broad- 
toe lasts, carrying broad, flat heels and frequently 
fitted with rubber soles. 

The second term is used to designate footwear for 
some particular game or sport and is used exclu- 
sively, or nearly so, for that purpose, such as base- 
ball, football, tennis, bowling, track, etc. 

Since shoe merchants have neglected the latter 
class and have literally compelled the devotees of 
the various games and sports to go to hardware 
stores, drug stores and other places for this class of 
footwear, it is not surprising to see the former types 
—sport shoes—also finding their way into these 
other stores also. 

The shoe merchant who is not featuring athletic 
footwear—that class of footwear made for particu- 
lar games or sports—is overlooking one great big bet. 








Leathers for Sport Wear 


(Continued from page 58) 


case is split thick. The calf is heavy. Water- 
proofed leathers are always in demand. Leathers 
are wanted usually in tan and dark tan shades, the elk 
carrying the natural elk leather shade. Black calf, 
kips and veals are also used considerably. The 
prices range about the same, although higher for 
some of the best tannages from selected skins. 


The Soles for Sports 


The sole leather situation, or rather the sole to 
the shoe, is another matter. Depending on the use, 
design, or taste, we will see a demand for sole 
leather, rubber, rubber composition, and composition 
of various sorts. This part of the shoe is determined 
by the manufacturer, the merchant and the consumer, 
and according to the use. The very finest grades of 
sole leather are lower in price than for years. More- 
over, the careful merchant can secure what he wants 
to-day in dependable composition and rubber soles, 


but they should be called for according to the use 
for which they are needed. 

The idea should be to keep sport leathers and sport 
shoes in their place and not encourage their use for 
every function or all kinds of wear. Their sphere 
is natural and proper, but there is other footwear 
which has its proper place and should be pushed 
accordingly and just as energetically. 

It is also observed that as in previous drives on 
certain types of footwear or leather, there is almost 
a shortage of these leathers most wanted, while in 
staple kinds there is a quiet market Every one must 
have and have quick the smoked leathers, white buck 
and the pearl grays. The tanners were in fairly 
good shape to meet this rush, but the leaders are 
even now experimenting on variations and improve- 
ments in color and finish, so we may yet look for in- 
teresting developments before the season is over. 


| 
. 
| 
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Sport Hosiery Influence Footwear 


Watch the Fitting—One-Half Size Larger Because of 
Heavy Stockings 


By MARY EMILY RUSSELL 


of sports of all kinds has been evident to 

the careful observer, but probably no one 
foresaw that it would be the dominating factor in 
American life to-day. This cultivation of sports 
cannot fail to have such a beneficial effect on the 
health, the morals and the general well-being of our 
people that we should rejoice and give thanks that 
our surplus energy has been turned in such a sane 
direction. 


| ee some years now the growing influence 


The Influence of Sports on Dress 


Naturally with the attention of the country fo- 
cused on sports and the individual participating more 





Hosiery shown by courtesy Krueger-Tobin Co. 
Brown check hosiery to match smoked-horse shoe with 
brown calf apron 


and more in them, the dress of the people must neces- 
sarily show the effect, and nowhere is this more no- 
ticeable than in hosiery. Not only do the men and 
women who are able to indulge in outdoor sports, 
dress the part in rough tweeds, serviceable shoes and 
stockings, etc., but the same type clothes are affected 
by people in all walks of life. Notice the shop girl 
as she hurries along the street, ten to one she is wear- 
ing a sensibly short skirt and serviceable oxfords 
with a good-looking pair of sport stockings showing 
between; similarly with the young working man— 
look closely and you will probably see that his 
clothes are of the loose, comfortable English type 
with socks to match. 

Of course with such an obvious demand for every- 


thing for sport, the shoe man cannot afford to dis- 
regard it. Look over the stock of sport shoes you 
bought and consider carefully what types of sport 
hosiery will be most appropriate for wear with your 
shoes. Then buy hosiery in accordance. If you 
have many of the smoked horse sport oxfords in 
stock, get some light-weight woolens, silk and wools, 
or new lisles, all of which come in many fancy pat- 
terns on a light background which goes excellently 
with the smoked leather. Also several manufactur- 
ers of silk hosiery have dyed up a supply of stock- 
ings especially to match this leather. The impor- 
tance of this form of service is being more fully 
recognized every day and the shoe man will find the 
hosiery manufacturer willing and anxious te co- 


- operate with him at all times. 


Lisle Sport Hose for Summer Wear 


Have you seen the new lisle hose for sports wear? 
If not look at them for they should go big this sum- 
mer, being light in weight, yet strong enough for 
service. They come in a wide and most attractive 
range of patterns, and are not prohibitive in price. 
The hosiery illustrated on this page are excellent 
examples of this type of stocking and are imported 
by Krueger-Tobin Co. The model is wearing a small 
brown check stocking on a cream background to 
match the smoked horseshoe with brown apron. You 
have probably seen woolens in jacquarded patterns 
similar to the other two illustrated, but these are a 
newer development—instead of wool with a jacquard 
pattern of mercerized lisle, these are of lisle with a 
jacquard pattern of silk and come in many color com- 
binations: 
shades of grey 
or beige and 
brown with 
touches of blue, 
green or purple 
to give them 
life. Lisles may 
now also be se- 
cured in shot 
effects in vari- 
ous colors and 
are good with a 
plain clock for 
emphasis. 


Silk Sport 
Hosiery 


Sport hosiery 
of silk is usual- 
ly so expensive 
that it can be 
worn by only 
the few, but for 
the very reason 








Hosiery shown by courtesy Krueger- 
Tobin Co. 


Vivid colors in lisle sport hose 
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that it is exclusive it is desired by all. At the peak 
of the price list is the heavy stocking woven of 30 
threads of silk, with a hand-sewed seam, in a two- 
tone effect, black on the surface with a background 
of gold, white, blue, etc., and many other desirable 
color combinations. Then there are the Derby Ribbed 
stockings for women, in heavy silk of a solid color. 
The shot silk in emerald, blue, purple, rose as well 
as darker shades are among the most desirable for 
sports wear. Many women who do not intend to take 
part in too strenuous exercise but merely follow the 
sport trend in fashion, wear a plain silk stocking 
with either a hand-embroidered clock of contrasting 
color or a narrow open clock. 


Sport Hosiery for Window Display 


By all means do not neglect to play up'sport hos- 
iery big in your counter and window displays. In 
no other type of hosiery are the patterns as attractive 
and varied and the color as eye-compelling. A good 
variety of sport hosiery in your windows will help 
bring trade in your doors. 





What is Smoked Elk 


New Sport Leathers Need Definition 


DEAR EpiTor: Would you please tell us if there is 
such leather as “smoked elk” leather for sport shoes? 
> = = 
Shoe Buyer, 
The Boston Store. 


Editor’s Reply—As we understand it, there is 
smoked leather and elk leather, but no such thing 
as smoked elk leather. At least there has not been 
since the days the Indians smoked elk skins. 

There is no genuine elk leather either, for there 
are no skins of elks in the market. The common 
elk leather of today is made of cow hides. The hides 
are chrome tanned and generously coated with oil 
and are colored and finished to look like elk. Elk 
leather was first made for work shoes and, later, was 
used for boy Scout shoes, and recently it has come 
into use for golf and sport shoes. 

Smoked leather is made of cow hides or calf skins, 
chrome tanned and smoked to color it. It is smoked 
in wood smoke, like a ham or a herring. Of late 
some tanners have chrome tanned leather and col- 
ored it with a dye, and scented so that it will smell 
like smoke. This smoke smell will stick to. the 
leather through the factory and into the store. Only 
a very little leather can be used in making smoked 
leather, for the smoke will oxidize the oil and spoil 
the looks of the leather. 

If the leather smells of smoke, it is smoked leather. 
If it feels of oil or grease it is elk leather. That is 
one ready way to tell the difference between smoked 
and elk leather. Yet there is an exception to this 
rule, for genuine smoked leather may be made up 
into shoes and then the shoes may be coated with 
an oil compound to make them soft or even to make 
them waterproof. The oil is applied in the finishing 
room. of the shoe factory. Hunting boots of smoked 
leather are made this way. 
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We used to hang “still-lifes” on 
the dining room wall. You ought 
to see the still-life in our cellar! 
According to reports from Holly- 
wood, the wood seems to have been 
mis-named. Should have been 
mistletoe. 

Might be called the bonus of con- 
tention. 

Scientists have invented machine 
to hear fly’s footfalls. Wonder if 
they ever slept in a hammock on 
the back piazza on an August 
morning? 

Girls rolling their own are now 
using a mixture—silk and wool. 
New York minister’s sermon at- 
tempts to take a fall out of Charlie 
Chaplin. Movie experience urges 
us to warn the dominie. 

Firm has brought out attractive 
anklet . ornament for flappers. 
Look for nose rings about August. 
Effort of making out income tax 
reports gets easier all the time. 

If the paragraphers were made to 
drink some of the darn stuff, the 
Prohibitioners wouldn’t need to 
urge them not to make a joke of 
the hooch question. 

Capital is nothing but wages— 
saved. 

If more wheels were revolving in 
factories and :fewer under hats, 
we'd all be a heap sight better off. 
The only overhead some birds 
know anything about is their hats. 
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The Outdoor Freedom of Women 


There are major indications that sport types in costume and footwear are here 
not for a season alone, but over the long swing of a number of years. The call of 
outdoor life is changing Spring and Summer types of shoes in materials, weights 
and also sizes—watch your size increases, due to both heavy hosiery and increased 


athletic exercise. 
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New Sport Footwear 
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g ladies are wearing distinctively different costumes, all classi- 


These four youn 
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meaning “participation in outdoor sports, 


Mostly, the term is used because sport footwear is worn 


” attire, 
in combinations of white and black, white and tan or smoked horse and brown. 


“Sports 


fied as sports attire. 


needs a new classification. 
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A Good Way to Look at It— 


The less rent you pay, the more you ought 
to spend for advertising on the basis that 
whatever might be lost through a compara- 
tively unfavorable location will be made up 
in reaching everyone through advertising. 





—as an old-time fighter—still it has the 'form' and ‘speed! 


you always associate with a clever boxer. 


A good shoe to put your money on. No stalling nor lack 
of stamina to go the full distance. Its 'backbone,!' 'sand,' 
'pep' or whatever you're pleased to call it won't ever cause 
you to recall a sad lack of judgment in selecting this man's 
boot to put you through the winter. 


The price is just what you'll call L-O- W, after you've put the 
shoes through some ‘tough going.’ 


price 
here 


No.1 


Mats of This Ad $1 Each 
Electros of This Ad $2 Each 


Owing to low price at which these cuts are sold, we cannot afford to open ledger accounts. 
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Reeorder 





Exclusive use of this 
plate to one merchant 
in each town. Insert 
your own description 
under toe of boot and 
feature price at the bot- 
tom as marked on cut 
in as large as 30-point 


type. 


Please, therefore, send cash with oder 
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News Cut 
Service 


Electros of Shoes 75c Each 
Mats of Shoes 35c Each 


There is style and timeliness of pattern in these cuts 
that you will readily approve of, we know. We have 
placed a price on them that will suit you, too. 


We have these cuts on hand, ready for shipment. 
The day your order is received your plates will go 
to you. Simply figure out the number of days it 
will take the mail to deliver your order and return 
with the plate, and you'll be certain to have the plate 
when you need it. Send cash with order. This will 
help us to provide a valuable service at the minimum 
of expense to users. 





Be sure to order by number 
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The Outlook of the Traveling Shoe Salesman 


Representative Men Who Keep Contact Between Manufacturer 
and Merchant Express Themselves as to Business 


T is always an inspiration to meet the traveling man—particularly if he is a sales- 
I man—for there is a distinction and a difference. 

In this issue you meet with many—mind meeting mind—and some good will 
come out of it. For every bill of shoes sold the modern traveling man sells an idea—so 
that the merchant can more easily move the goods and make a profit. The brand of 
salesmanship of to-day is based more on perspiration than upon personality—WORK 
MAKES WEALTH is the keynote of the real salesmen of the day. Their life is not 
an easy one—the past year has not been a prosperous one—but they live in hope, and no 
man could be a traveling shoe man if he did not live in hope and keep going that “prom- 
ise factory” which he carries around under his hat. 
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Read what he has to say in this issue— also if a five-dollar bill looks good to you 


send in your titles to the cartoons in this section. 
sent in by the salesman and published in this issue. 


The titles are concealed in the letters 
Some of the cartoons are easily 


identified as to salesmen—the balance reveal themselves in the text. The best set of 


titles gets the V. Try it! 








Brush Away the Cobwebs 
By A. J. KUENSTER 
with the Ozark Shoe Co 

E should all ask our customers 

to shake the cobwebs from their 
minds. Cheer up, become optimists 
and look up to a better business for 
1922. 


Spruce up. Put in some new goods 
of better quality. Keep your stock 
sized up often, clean and attractive, 
and do what you can to make your 
store a popular place to trade in. I 


think it is up to the traveling sales- 
man to enthuse and encourage his cus- 
tomer to make a change. Get in line 
with new goods. The people are get- 
ting tired of looking at the bargain 
counters. The people want and are 
ready to buy something new. 

I want my customers to confine their 
buying, as much as possible, to staple, 
sturdy, yet pretty and comfortable, 
shoes—every-day sellers—for such 
shoes seldom find their way on the 
bargain counter and they always bring 
a profit. 





Put in new energy and more pep 
into your business. In fact, let’s get 
back to normalcy and try to reach the 
goal we are all after. Now, “Let’s 
Go.” 


In Union There Is Strength 
By FrReverick J. BrowN 
Detroit Representative, Hamilton-Brown 
Shoe Co. 
O not let fear and failure absor) 
our time and thoughts. Have 
faith in God and humanity that we are 
not forsaken, and the earth and hu- 
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man ingenuity is going to continue to 
produce, if we are faithful in perform- 
ing our part in it. 

Let us spend money judiciously and 
for the comforts needed in life, and 
thus help to restore confidence in busi- 
ness—so long as babies are born bare- 
footed and without clothes, the human 
race will need to be clothed and shod. 
Life and success in business will con- 
tinue to improve according to the good 
business sense and judgment we put 
into it. 

While Detroit, which is my working 
territory, has been very hard hit dur- 
ing this business depression, yet I 
faithfully hold to the fact that our 
great auto factories will soon boom 
and come into their own again, when 
the great army of wage earners who 
spend their earnings freely will make 
business for all, and the wheels of 
industry will move on to full and com- 
plete success and prosperity. 

Therefore, let us all have confidence 
and pull together, for, “In Union 
There Is Strength.” 


Buy Early 
By Bos EMMET 
New England Representative of 

A. M. Creighton 
FIND that there are too many shoe 
stores for the number of patrons. 
In most cities and towns that I visit, 
the shoe stores increase faster in pro- 
portion than our population. Most re- 
tail merchants are groping in the 
dark; they have a shoe store and a 
stock of shoes, and that is about all. 
They have no idea whether a certain 
department pays or not. I refer now 
to what we term the general family 
shoe store. To my mind, shoe stores 
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to be successful must get down to 
more of the specialty idea. A shoe 
merchant must departmentize his 
business. He should inventory his 
men’s, women’s, misses’ and children’s, 
boys’ and youths’ separately and, if 
possible, especially for a test, keep 
the sales separately to see if he really 
needs all these departments, or 
whether he could not drop some of 
them and make those departments he 
keeps very much stronger. 

The retail merchant should find out 
the class of trade his locality is best 
adapted for—if for high-class goods 
cater to high-class trade, keep high- 
grade lines and forget the medium and 
lower grades, and vice versa. We 
often hear the buyer say: “Well, we 
have a few calls now.” Does it really 
pay to buy lines for these few calls? 

I think business would be better if 
we could have more co-operation be- 
tween retail merchant and factory. I 
refer to early buying. There are some 
lines a retail merchant’is justified in 
buying early—there are others, in 
women’s especially, that he is justified 
in buying as near to the opening of 
the season as possible. If he would 
place the lines he is sure of early, it 
would mean much to the factory—also 
the traveling man—and in the end 
work out greatly to his own advantage. 


Banish Conservatism 
By GaBe H. CoHN 
with Charles Meis Shoe Co. 
HERE is only one answer to your 
question, “What to do to make 
1922 a successful year to retail mer- 
chant, manufacturer and myself?” 
The retail merchant must not be too 
conservative in purchasing merchan- 
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dise for three reasons: When he gives 
me an order my firm keeps their men 
busy, we keep the manufacturers busy 
and the manufacturers keep wage 
earners busy. 

Hence, if labor is busy, retail mer- 
chants get the money. 


Keep Zeal Pumps Working 


By FRED W. BLAINE 


With McElwain, Hutchinson & Winch, 
Des Moines, Ia. 


I AM going to keep the “zeal pumps” 

working every second of the time 
to produce hearty, wholesome co-op- 
eration that will be beneficial in every 
respect to every retail shoe merchant 
with whom I come in contact. 

Every ounce of energy, every loyal 
impulse, every constructive thought, 
will be extended and expended to pro- 
mote and produce a year worth while 
for the manufacturer. 

My individual aim will be to so give 
service that satisfaction will be com- 
plete, with a measure full and running 
over—not with rude or unseemly 
boasting—there is everything in fa- 
vor of 1922 being a record-breaking 
year for every business in the United 
States and for the world. 

Our great crops are strengthening 
in price daily; never before have we 
had so much money in this country. 
And what is to hinder 1922 from be- 
ing a prosperous year? 

We have turned the corner and have 
“bumped” into prosperity. 


Push Them Clouds Away 
By Harry C. PEAsB, with Selz Shoe Co. 
et attain permanent betterment of 

conditions for 1922 we must wipe 
out selfishness and suspicion. 
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Pull together in 1922 for the better- 


ment of humanity. Push the clouds 
aside and see the sunshine. 

Conditions in Wisconsin are not 
particularly serious. Being a dairy 
State, it is feeling somewhat the ef- 
fects of low prices for its farm prod- 
ucts, but as it is a period of readjust- 
ment some of the things that go the 
lowest will undoubtedly right them- 
selves in the course of time. There is 
no State in this glorious Union that 
has a greater future than Wisconsin. 
This, also, can be applied to the whole 
Northwest. The first-hand producer 
is bound to “Come into his own.” 


“T Shall Advise the Merchant” 


By C. F. Woop 
Buffalo Representative of Brown Shoe Co 


O make 1922 a worth-while one for 

the retail merchant, the manufac- 
turer and myself, I am going, first, to 
advise the retail merchant; I am going 
to help him to dispose of his old stock, 
allowing him to buy the more up-to- 
date styles. I shall help him to place 
new styles in his store in a position 
where they will attract the attention 
of the shoe-buying public, thus mak- 
ing ready sales and permitting him 
to give more orders to the manufac- 
turer. 

The retail merchants in this section 
are buying carefully. Novelties are 
selling fairly well, but they are getting 
more optimistic, and some large or- 
ders are being placed. 


Bury the Crape 
By W. E. RATCLIFFE 
Representative of Lunn & 
Sweet Co. 
USINESS is going to be good. The 
fellow who has bought his shoes 
and played the game is going to have 
his shoes on time, and nothing can 
stop him from doing business. 

The sooner a lot of these birds quit 
sitting around throwing out gloom and 
go to work and preach the real shoe 
gospel, the better off all of us will be. 
These crape hangers are digging their 
own grave. 


Indiana 


Sell Shoes 


By F. R. Lippon 
Representing P. W. Minor & Son 


MONG the trade these days I hear 
the question, “Where are we all 
going and what are we going to do 
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before the sunshine of industry breaks 
through?” and my answer to this is 
always, “Sell Shoes.” 

Shoes are one of the best articles 
on earth to sell, as people will never 
get through wearing footgear; so why 
worry? My aim for 1922 is to sell 
ladies’ stylish dress shoes and the kind 
the merchant will get a quick turn- 
over on. The only way we can ex- 
pect business is to help him pick the 
winners and be a winner. 

Business in Buffalo and western New 
York seems to be a little slower at 
this time of year than usual; but I 
find the merchants more optimistic, 
and a general feeling that when the 
Easter bunny arrives, the baskets will 
be filled as usual. Let closer co-opera- 
tion be our slogan. 


Study Family Wants 
By Frep S. OMUNDSON of Columbus 
URING 1922 I shall continue to 
study the demands and purchas- 
ing power of the average family in 
my territory; I shall do all I can to 
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induce merchants to accept my judg- 
ment. I want retail shoe stores to 
make money. 


Buy Cautiously and Oftener 


By J. Stour 
and Illinois Representative 
. Lane Co 


Indiana L 
EXPECT to cover my territory 
oftener this year, as I believe the 
best interests of my customers lie in 
buying more cautiously than they have 
in past seasons. In this way they can 
reduce their average cost of stock, 
and by turning their stock oftener can 
do business with less capital, gradu- 
ally reducing their financial obliga- 
tons to the manufacturers and whole- 
salers. 
I believe by good, hard, conscien- 
tious work, 1922 can be made a good 
year for shoe men generally. 


Ohio. 


New Conditions—New 
Treatments 

By RALPH STADEKER 

Reed & Co., Rochester, N. Y. 
HE manufacturer, the retail mer- 
chant and the salesman must 

recognize that the keynote for success 

for all in 1922 or any other year, is 


with E. P. 
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to sell the retail merchant only such 
shoes as his local environment call 
for, to sell him less pairs at a time 
than he has been in the habit of pur- 
chasing, to sell him more often than 
in the past. New conditions demand 
new treatments and with the varying 
fickle styles prevailing in women’s 
shoes, the future success of the retail 
merchant must be safeguarded by 
sane and unselfish handling of his 
business by the salesman, thereby in- 
suring success for the manufacturer 
and for himself. Pre-war ideas of 
selling are gone, never to return, and 
the salesman who recognizes this and 
acts accordingly will earn substantial 
benefits and the confidence of his cus- 
tomers. 


More Real Fellowship 


By R. J. Patrick of Hampton, Va. 


O my way of thinking, the best 
way to restore confidence in the 
shoe world is a little more real fel- 
lowship. The buyers should be a little 
more “smiley,” the salesman should 
cut out hot air, and the manufactur- 
ers should make shoes like samples. 
Conditions in my territory are not 
good, but we have passed through the 
breakers and next season we will 
climb up on a safe beach. The mer- 
chants are getting back their pep, 
shoe stocks are broken up, and some 
real buying will be done. 
Let’s all get together and smile, 
smile, smile. 


*“Shoe Consciousness” 


By MArT BRINGARDNER 
Northwestern Representative of the 
Riley Shoe Mfg. Co. 
LL of us should endeavor to put 
over a real idea—that of bring- 


’ ing about in the buying public a 


“Shoe Consciousness.” We _ should 
strive to make shoes the keynote of 
dress and not, as in many cases, the 
thing of least importance. We should 
by the proper sort of advertising put 
into the minds of the public a “Shoe 
Consciousness”—in the sense that 
every woman should feel that there is 
no “all purpose” shoe, but that she 
should have the proper shoe for every 
occasion, or style of dress. 

Let us all strive to make the women 
conscious of their shoes. They will 
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not be conspicuous by being poorly 
shod. How can this be done? Why 
not have a Shoe Style Week. Then 
follow it up with advertising through 
whatever medium is deemed best to 
keep before the eyes of the public 
this idea—“Look at your Shoes.” Have 
you the proper shoes for all oc- 
casions? The keynote in your dress 
should be your shoes. 





Keeping Everlastingly at It 
By M. FIRESIDE 


Iowa Representative of Smith Wallace 
Shoe Co., Chicago 


= 1922 I am going to keep ever- 
lastingly at it. I am happy to 
say that I am so far, this year enjoy- 
ing a very nice business. I find that 
the state of Iowa has been hit harder 
than many other territories, and some 
of the retail merchants are complain- 
ing of dull business, but they are not 
losing their “pep.” They are antici- 
pating a good spring business. Stocks 
are low. 


Sell Seasonable Shoes 


By A. F. Jenxs 
New York State Representative for 
Ralston Health Shoemakers 
= the year 1922 I shall do about 
as I have in the past; that is, I 
shall endeavor to sell my trade sea- 
sonable shoes, meaning that I will 
push high shoes for fall and winter 
and oxfords for spring and summer. 
I believe that in no way can a mer- 
chant get his stock in worse shape 
than by buying unseasonable shoes. 

If I can persuade my trade to con- 
fine their buying to as few lines as 
possible, I believe I shall be doing 
them a favor and that their stock will 
be in much better condition at the end 
of 1922. 

Conditions in New York state have 
changed very little from last year, 
but there seems to be an undercur- 
rent of feeling that things are going 
to be better, and enough of this feel- 
ing is bound to bring good results. 


Better Business Keys 
By H,. L. GITHENS 
Representing the M. N. Arnold Shoe Co. 
AITH, unity and righteousness are 
the keys to better business de- 
velopment. 


The “Golden Rule” 


By C. A. DuROFCHALK 
with Endicott-Johnson Corporation 


ET us, one and all, mix a little 

more “square deal,” or “Golden 
Rule,” with all our present-day and 
future activities. 


Labor and Do, the Watch- 


words 
By JoHN LAPRELLE, SR. 
Representative of Charles A. Eaton Co. 
ABOR omnia Vincit (labor over- 
comes everything) is an old Latin 
proverb, time honored and immortal, 
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and the great factor in the achieve- 
ment of anything worthwhile in this 
life. Edison, the matchless electri- 
cian and inventor of all ages, recog- 
nizing this great factor, said, that 
Genius Consists of Eighty or Ninety 
Per Cent Labor. 

The worst is behind us. When we 
start out on the road, let us put on 
the appearance of confidence, wear a 
smile of optimism, and scatter rays 
of sunshine to dispel the mental 
gloom. 


Proper Profit Gospel . 
Orville Romig, Moore Shafer Shoe Mfg. 
Co. Hustler, Agrees with Babson 

SHALL preach the business gospel 

“proper profit” in every store I 
enter. Proper profit in any business 
is such profit as is sufficient to take 
care of all possible loss from any 
usual source and remunerate the pro- 
prietor for his efforts and his knowl- 
edge. Such a basis of profit has 
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never been figured by the average 
shoe man. 

I travel the states of Illinois and 
Indiana and go into Chicago. The 
main business interests are three— 
mining, manufacturing and farming. 
In spite of the fact that the miners 
have voted to go out April first there 
is not much sign of depression in the 
immediate mining districts. The av- 
erage miner is thrifty enough to have 
laid something by to tide him over the 
strike and the unions carry funds for 
emergency. 

Conditions are Better 

Neither coal miners nor their fam- 
ilies will go barefoot during the com- 
ing strike. 

Many of our manufacturing con- 
cerns which have been closed or 
working short time have shown 
marked signs of revival within the 
last month. The railroad shops of 
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the town from which I am writing— 
Danville, Ill., added another day 
to their recent four-day schedule, 
during the last week. Very few of 
our operating farmers are anyway 
near financial straits. Most of them 
have full granaries, holding for an 
increase in price. 


Public is Understocked 


Shoes cannot avoid coming in for 
their share of improved business. The 
public is not overstocked in shoes— 
in fact it is understocked. The 
demand for ridiculously cheap shoes 
has .played out almost entirely. The 
shoddy game always kills itself. 

The well-informed shoe merchants 
in my teritory predict, almost with- 
out exception, that this coming spring 
will bring them the healthiest busi- 
ness they have enjoyed for some time. 


Co-operation the Strong 
Point 


By R. L, CLEMENT 
Indiana and Michigan Representative for 
Nunn, Bush & Weldon Shoe Co. 

I AM going to try to show the retail 

merchant that co-operation is go- 
ing to mean the greatest point in re- 
tailing shoes. The merchant must 
kéep in direct contact with the manu- 
facturer. He must know that he is 
doing business with the right kind of 
a manufacturer so he will have con- 
fidence. He must know in his own 
mind that he is buying the best line 
of shoes for his local trade. He must 
know that he will get the best service 
from the manufacturer. 

Then I am going to help the manu- 
facturer by selling the retail mer- 
chant who is honest and will co-oper- 
ate with him. 


Style, Merchandise, Price 


By JOHN ALLEN 

Iowa Representative of the James Clark 

. Leather Co. 

HE thing for the salesman to do 

this year is to try to give the 
dealer not only style, but merchan- 
dise, for the price he can get the big- 
gest turnover. Conditions make it 
very necessary to see that he does 
not over-buy in any line he is selling 
—not only shoes, but every line. 

Impress upon them the necessity 
of being more careful on credits, as 
it makes a double load for them to 
carry. 

Conditions in the state of Iowa 
seem to be improving right along. It 
is a slow job, but nevertheless build- 
ing has commenced, many of the 
small towns are planning to pave the 
state road which will give work to a 
good number of men—that means 
money to buy shoes and all things 
that they need. 








Good Shoes Wanted 


By Wi.u1s L. GoopwWILLig 
Representing French, Shriner & Urner and 
M. N. Arnold Shoe Co. 

ET the manufacturers set one 
price, a right price for the entire 
season so that the retail merchant 
will have no excuse to say “Will see 
you later on when your price may be 
lower.” <A part of my work will be 
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to keep retail merchants realizing 
what the consumer wants, good shoes 
properly merchandised which will 
keep up the standard of their stores 
and not handle a bunch of junk which 
brings about lack of trade confidence. 
The keynote of success is to keep the 
standard up and work. 


Good Advice Alphabet 


By Tuomas DALY 


with Upham Bros. Shoe Co.. Stoughton, 
Mass. 


HAT this section (the Middle 
West) needs mostly is: 

A—Money for railroad equipment; 
B—Stabilization of farm products; 
C—Labor adjustments in relation to 
building; D—Banish the crépe that is 
subconsciously waving in the minds of 
the public; E—Induce merchants to 
avoid comparative prices in advertis- 
ing, such as, $12 values for $3. The 
consumer cannot grasp this difference 
in prices, and it raises a doubt all 
along the line; F—AlIll the people in 
the United States—in fact, in the world 
—should be hopeful; G—Hard times 
are not here. It is only the soft times 
going; let us get going; H—Speak 
confidence with words that bite like 
a steel chisel into the minds of the 
doubter, the “I-don’t-know” fellow, 
the “let-me-see” fellow, the “Good- 
enough” fellow; I—Let us work to- 
day—never mind to-morrow; J—Let 
us be like the old violin, playing tunes 
of confidence and honesty all the time; 
K — Most lines of business have 
reached the lowest rung of depression 
—now they are on the upward swing; 
L—We cannot all be winners. We can, 
however, make the fellow in front 
break the record; M—A 300-hitter al- 
ways swings to hit. The barns are 
full—hit her out; N—There are enough 
pennants to go around. Pitch the ball 
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of confidence straight at the batter of 
hope with the bat of “I Will Do It,” 
and times will be better for everyone. 


Against Cheap Shoes 


By S. G. WRIGHT 
Covers Middle West for Charles A. 
Eaton Co. 

Y mission is to point out to my 

customers the wisdom of selling 
a high-grade line of shoes, and try 
to induce them to stand firm. If I can 
do this it will certainly be a help to 
the merchant, the factory and myself. 
It is not my intention to disparage 
the manufacturer or consumer of the 
cheaper article, as they each have 
their place in this world of trade. I 
have found that for twenty years past, 
quality, regardless of price, was the 
policy to stand on. 


Pitching Right In 
By J. A. BROWNELL 

Lambertville Rubber Co. Representative 

O make 1922 a worth-while year 

for the retail merchant, the man- 
ufacturer and myself I am advising 
my customers to buy their reasonable 
requirements and be careful not to 
load up with bills that will be hard to 
meet this fall. I am trying every day 
to spread the smile of optimism, 
cheerfulness and looking ahead for the 
better times that are already in sight. 
Conditions in my territory of Iowa 
are improving daily. 


Confidence by Co-operation 


By 8S. G. Prpico 
Pedigo-Weber Shoe Co. Central Eastern 
States Representative 


HE salesman has a most wonder- . 


ful opportunity NOW to show his 
importance as the connecting link be- 
tween the retail merchant and the 
manufacturer. By very close appli- 
cation I expect to keep myself quali- 
fied to assist the merchants, to whom 
I am privileged to render service, in 
selection of styles and in merchandis- 
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ing ideas to meet the present situa- 
tion. These aids are naturally assim- 
ilated by daily contact with the “live 
wires” of the trade, and when ably 
disseminated make for the betterment 
of the game. With co-operation of re- 
tail merchant, manufacturer and sales- 
man we should jointly exercise every 
effort to remove the menace of doubt 
and restore full confidence, so essen- 
tial to business profit. 


A Clear Understanding 


By CuHas. J. VEGIARD 
Representing Blum Shoe Mfg. Co. 
WOULD urge a fuller co-operation 
between the manufacturer, retail 
merchant and salesman. 

For the retail merchant, a fair per- 
centage of early buying, thereby in- 
suring the manufacturer a fair chance 
to keep his help busy, and also to get 
his orders out in good season for the 
retail merchant’s profit. Much dis- 
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satisfaction was experienced the last 
two seasons on account of late ship- 
ments of goods, which was not the 
fault of the manufacturer, as he was 
not given time enough to get out his 
season’s work. 

For the manufacturer, no new pat- 
terns and lasts in mid-season. This, 
more than anything else, has held the 
retail merchant back from giving ad- 
vance orders. 

For the salesman, a clear under- 
standing of both sides. The salesman, 
in a great many instances, is to blame 
for this state of affairs. He is out 
for business, his expenses are way out 
of proportion these days. He is bled 
right and left. His sales manager is 
probably a driver and he has got to 
“go get it.’ Not getting his usual 
amount of business on his first trip, 
he feels he must have something new 
to take on his extra trip to increase 
his trade. That is where he makes 
his mistake. 

Now, something ought to be done 
to get the three associations together 
on this matter. I was at the January 
style show in Chicago, and how any 
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retail merchant could get any idea of 
the season’s styles from all of that 
“jumble” is beyond my guess. 

In my territory, so far, trade is up 
or down, according to local conditions. 
I find the trade on felt slippers very 
streaky, with the best clean-ups in the 
small towns. The factory towns, as 
a rule, are very dull. 


Think Ahead 


By Lee T. EaAstHAM of Mineola, Tex. 


7 HE only thing left for all of us to 
do is to quit thinking about the 
big business we have had and work 
out a way to sell the retail trade un- 
der the present conditions. 

The press has sold the public on not 
buying, and we will have to sell them 
in a way that will make them forget 
the price. They say that money is 
the thing that is holding things back, 
but if you were down here and could 
see the amount of money spent for oil 
stocks and leases you would think dif- 
ferently. They are drilling for oil in 
nearly every town in Texas. 

Farmers are “hard hit,” but when 
the negroes get their bonus they can 
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pay the planters that have carried 
them for the past two years, and 
when Texas brings in oil in one-fifth 
of the wells they are drilling prices 
will take another jump and business 
will be better down here than ever in 
its history. 


More Religion in Business 


By W. E. HINESLEY 


Missouri, Oklahoma and Arkansas Repre- 
sentative of Excelsior Shoe Co. 


jt Yaar season has its opportuni- 
ties, but they must be sought. 
1922 will witness opportunities for get- 
ting into business which have not ex- 
isted for years. Retail shoe merchants 
must renew the feeling of confidence 
that formerly existed. We need more 
religion in business, and it must come 
before business will show any great 
change for the better. 

My territory, Missouri, Oklahoma 
and Arkansas, is made up of agricul- 
tural interests only. I am confident 
that 1922 will show a steady gain in 
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general business. Work should be 
the key, and I know 1922 will be a 
satisfactory year from all standpoints. 


Play the Game 
By F. W. SKINNER, St. Louis 
AM going to try to do by the retail 
merchant as I have always tried to 
do—give him what I thought would 
sell and tell him the best things in 
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my line; also tell him the truth at 
all times and, in return, expect him 
to keep what he buys and not cancel 
after I am out of town fifteen min- 
utes. (Live and let live!) 

As for the manufacturer, I will do 
the best I can under all circumstances, 
as I have always done, playing the 
game fair between merchant and firm, 
trying to get new trade and keeping 
my old, posting the house on matters 
that come up in my territory that will 
be of interest for them to know; play- 
ing the game square and expecting 
the same in return. 

For myself, I will be 100 per cent 
American—do by others as I would 
wish to be done by, and in so doing 
I will succeed, having faith in my 
fellow craft. 


Restore Confidence 
By WILLIAM WALTON 
with Marston & Brooks Co. 
HE first great thing to my mind 
is to restore confidence. Combine 
that with careful buying and quick 
turnover by the retail merchant and 
co-operation of all to bring back 1922 
to normal. 

The salesman can greatly help by 
selling every pair of shoes he possi- 
bly can to the merchant without load- 
ing him up. The retail merchant 
should buy when the salesman is there 
and not expect to get his goods at a 
moment’s notice. 

The manufacturer can co-operate 
with both by providing honest mer- 
chandise which will quickly turn, stay 
in style and by giving prompt deliv- 
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ery. An in-stock department would 
be of great help here. 

The unsettled conditions have a 
tendency to make the merchant hesi- 
tate in buying or placing orders ahead. 
This delays the attainment of the re- 
sult for which all are working—Pros- 
perity. 

If the retail merchant would buy 
and sell more shoes, the salesman sell 
a few extra cases, and the manufac- 
turer make and ship more and better 
shoes, 1922 would be worth while for 
all. 

Suggested slogan: “I will try and 
sell more shoes in 1922 than I ever 
did before,” and by working, having 
faith and co-operation we can do it. 


Service to the Merchant 
By ARTHUR R. LARSON 

Detroit Representative for Selz Shoes 
¢ ¢C\ ERVICE to the retail merchant” 
will be the keynote of my cam- 
paign for the coming season. It will 
probably be necessary to visit the 
trade more often and encourage a con- 
tinuous placing of orders throughout 
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the season. Every salesman will try 
to sell styles that will be quick turn- 
overs and make fair profits for the 
dealer. 

It will be the salesman’s duty to give 
the factory a steady volume of orders 
with reasonable delivery schedules and 
avoid the usual rush orders, which 
are a detriment to factory production 
and generally result in disappointment 
to the retailer. 

Co-operation throughout, and we 
need not consider the last question, 
for when we accomplish the above our 
reward follows. 


Service and Honest Merchan- 
dise 
By Wm. H. KROoLL 


Michigan Representative of Harrison 
Shoe Co. 


N an endeavor to make 1922 a 
worth-while year, I am going to 
try to follow the Golden Rule and help 
my house give the retail merchant 
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the best service possible and honest 
merchandise. 

While last year was a strenuous one 
for the shoe industry, and we've all 
got our bumps, the shoe salesmen I 
meet are looking for a good season. A 
steady increase in employment in 
Michigan, which ranks among the best 
agricultural and manufacturing states 
in the Union, as well as the center of 
the great automobile industry, makes 
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us believe that 1922 will show a de- 
cided improvement over 1921 for bet- 
ter business. 


The Dope for To-day 
By Frep E. KiIrKMAN 
Representing The Feder-Gregg Co., 
Cincinnati, Ohio 

HAT I am going to do is, “Show 

a little speed,” covering the ter- 
ritory twice each season, showing the 
very latest, live selling patterns of 
those “Smart Shoes for Women” made 
in Cincinnati, all at popular prices. 
These will certainly turn many a dull 
day into a live one for both the retail 
merchant, our little factory and the 
salesmen. 

Live, new patterns, good shoes that 
will fit correctly and wear well— 
priced right—in my opinion, is the 
real “dope” for to-day. 


Rubber Salesman’s View 
By D. H. Conoit of Kansas City. Mo. 
HE tragedy of war has killed mil- 
lions of men who bought shoes— 
this is a great loss to the trade. 
America leads the world in raw ma- 
terial, machinery and skill in the shoe 
trade. The salesmen are a fine body 
of men and there is little reason for 
discouragement in the long run. It 
does seem at this time that there 
should be more protection for the re- 
tail merchant and more of a united 
effort in the factories for correct 
styles. 

A retail merchant in good faith 
bought a stock of high shoes, only to 
find that his customers wanted low 
shoes for winter wear. My message 
is: Let the salesmen be missionaries 
for lasting peace, with greater faith 
in the Prince of Peace from whom all 
blessings come. Then confidence will 
walk with us and orders, too. 


BOOT AND 


Faith and Unity 


By L. S. Hatt 
Cleveland Representative of F. M. Hoyt 
Shoe Co. 
HE chief thing to make 1922 a 
worth-while year for all con- 
cerned is Faith—the unity of sales- 
men, manufacturers, merchants, and 
“quality” merchandise. 

One of the fundamental thoughts 
that should be in one and all of our 
minds is that business conditions are 
better, and are going to be still bet- 
ter, for one and all of us are com- 
pelled to pass out of our losses for 
1921. 

Let us be optimistic and spread 
sunshine as we go along. It is cer- 
tain that we will be compelled to make 
sacrifices in many ways. It may be 
hard, but it can be done. Maintain 
the confidence of your ability, the 
firms associated with, and your cus- 
tomers. And be a “Go Getter,” 
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Bringing Bacon Home 
By G. M. MUNDEN 
Representing Peters Branch International 
Shoe Co. 

BELIEVE in our organization to 

the extent that I expect to be able 
to offer unexcelled merchandise at 
honest prices, and with this thorough- 
ly soaked into my hide and heart, I 
shall feel conscientiously free to urge 
the retail shoe trade of my territory 
to buy our “Solid Leather” shoes along 
lines that will best suit their needs 
and enable them to do business as 
business men wish to do. 

I shall advise merchandising on a 
reasonably small margin of profit, to- 
gether with more liberal and attrac- 
tive advertising. 

This is in support of my belief that 
the manufacturer and retail merchant 
who display a conscience in making 
prices are they who will in the long 
run “Come home with the bacon.” 
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The One Sure Goal 
By C. K, SWENSON 
Representing the C & E Shoe Co. 
ARD work, honestly done and 
conscientious business methods is 
the one sure goal for “Better Business 
Development.” 


Fight with a Smile 
By W. D. PITCHER 
with the Walk Over Shoe 


LL of my trade have faith in the 

future and have prepared accord- 
ingly. The results of my trip were 
very satisfactory. 

It is the ability to look with cour- 
age toward a better future that keeps 
you fighting on with a smile. The 
man who can’t and “won’t” feel that 
way is a failure automatically. 

Because shoes are a necessity, some 
one is going to sell them. I am going 
to make it my business to sell a few 
more than my share. 


fe 


1922 Promises Well 
By Cuas. A. RAMSEY 
with Condon Bros. & Co. 


NDUSTRY to-day is a group of in- 

dividuals rather than an individual 
group. Therefore the manufacturer 
and the retail merchant, with the 
salesman as the connecting link, are 
all working together for their own 
and each other’s good. 

More settled conditions are pre- 
senting themselves every day and the 
outlook for 1922 is very promising. 


Bad Dreams Most Over 


By O. E. HAMILTON of Des Moines 


INTEND, for the coming year, to 

combat the idea that we cannot 
expect to get back to normal for sev- 
eral years. Soon all our bad dreams 
will be over, for courage and confi- 
dence will be restored. 
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Style and Merchandise 
By JOHN ALLEN 


Iowa Representative of James Clark 
Leather Co. 


HE thing for the salesman to do 
this year is to try to give the 
merchant not only style, but mer- 
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chandise for the price he can get the 
biggest turnover. Conditions make it 
very necessary to see that he does not 
over-buy in any line he is selling; not 
alone shoes, but every line. 


Effervesce for 1922 
By EMMET H. Cox 

Who Travels for Michigan Shoemakers 

AM showing every merchant ani 

buyer I visit statistics as to the 
crops of the past year, the amount 
of oil produced and the amount of 
money the farmer should have to 
spend for merchandise. I am fairly 
“effervescing” with optimism for 
1922. 


Traveler Is “Shock 
Absorber” 


By B. MCWHIRTER 
Secretary-Treasurer of the Southwestern 
Shoe Travelers’ Association 

O the traveler comes the duty and 

pleasure of acting the “shock ab- 
sorber” for the entire industry. Our 
indispensable friend, the retail mer- 
chant, expects the best we have, and 
gets it. Our equally indispensable 
friend, support and employer, demands 
the best we have, and gets it. By 
giving the very best that we have to 
each we serve ourselves the best. And 
that is what I expect to do. 

In my opinion, if the traveler is to 
continue to give the service that he 
has been able to give in the past, the 
time is here for the travelers, as a 
body, to be heard in the councils of 
both the shoe manufacturers and the 
retail shoe merchant; then real co- 
operation and unity can be accom- 
plished. 
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Concerted Educational 
Action 


By JoHN E. O’BRIEN 


Who Travels the South for Commonwealth 
Shoe & Leather Co. 


HE shoe trade is “in bad” with the 
consumer and from all the abuses 
heaped upon his head, the retail mer- 
chant seems to be the chief offender. 
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He is accused every day in his busi- 
ness with over-pricing his merchan- 
dise; in the hotel lobby and on the 
train we hear him ridiculed by travel- 
ing salesmen in other lines, presum- 
ably intelligent and fair-minded men; 
he is railed at by politicians, even by 
members of Congress. Aye, in the 
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present day he is indirectly charged 
by the Department of Justice with 
profiteering. 

Therefore, the big problem on hand 
appears, how can the shoe business be 
rehabilitated? This must be done; it 
can be done by a process of enlighten- 
ment, and Frank King, president of 
the Travelers’ has sounded the key- 
note, “Unity of All for Better Busi- 
ness Development.” 


Carry-On 
By CHARLES BRANDMAN 

with E. T. Wright & Co., Inc. 
4 sun is shining right around 

the corner. The fact still remains 
that 75 per cent of your pleasure 
must come out of your business inas- 
much as 75 per cent of your time is 
devoted to it. Accept this fact and 
wisdom will prompt you to get all 
the fun you can out of your business. 
Trade is good and will continue to be 
good. Salesmanship is nothing more 
or less than the ability to tell the 
truth convincingly. 


An Atmosphere of Confidence 
By Ben F. WILLIAMS 
Vice-President of Pennsylvania Shoe 
Travelers’ Association 
I AGREE with you that it was a 

remrakably fine keynote sounded 
by our new president, Frank B. King, 
of “Unity of All for Better Business 
Development.” 

F. A. Miller said before the 1921 
convention of The National Shoe Re- 
tailers’ Association in Milwaukee, Jan. 
13, 1921, “And then an effective brain 
impulse brought this thought: At least 
one man in this world thinks you have 
some spark of human intelligence and 
has complimented you with such an 
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inference at least, and unless you want 
to stand a self-accused numbskull, you 
had better bestir: yourself and make 
an honest endeavor to carry your part 
of the business man’s mutual burden 
in solving the problems of the day.” 

The year 1921 will go down as the 
most unsatisfactory year in the his- 
tory of the shoe and leather industry. 
All branches of the industry suffered, 
first of all through deflation of the 
cost price of materials and finished 
product which they had on hand. The 
shoe and leather industry is one of 
relatively slower turnover than many 
others, some months elapsing from the 
time the animal is killed, the leather 
tanned, made into shoes, and delivered 
to the consumer to wear, so you will 
see that goods in process and finished 
have been continually subject to low- 
er replacement valuation. 

The next important factor in the 
profit and loss showing was the lack 
of steady production, due to general 
trade conditions, which caused a large 
overhead cost that is figured on each 
pair, and usually on the amount of 
pairs made that represent an average 
production, then again the lower unit 
values of each pair made and sold 
have made it impossible for either 
shoe manufacturer or retail merchant 
to adjust his expenses downward to 
anywhere near approaching the per 
cent of decrease in price, so again you 
can see, if there had been full produc- 
tion instead, both manufacturer and 
merchant would have lost money on 
this item alone. All through 1921 
there has been a strong demand for 
lower prices of footwear, based on the 
events of 1921 and present conditions. 
My judgment would be that the bulk 
of business and large future orders 
will be placed on the cheaper shoes, 
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$4, $5 and $6 shoes, that will compare 
with.the old grades that sold for $2, 
$3 and $3.50 per pair. 


The Worst Is Over 


It is my firm belief that liquidation 
in shoe values has spent its force and 
that the consumers’ strike is gradual- 
ly fading away. We are not only 
through the worst of our difficulties 
but we are actually upon the threshold 





of quickening business. It behooves 
us all, therefore, to do all that can 
possibly be done to dispel any uncer- 
tainty or any distrust that may exist 
among different branches of our trade 
and to create in its place a feeling of 
confidence and co-operation that will 
hasten the coming of the day for the 
return to the wholesome, old-time, 
mutually profitable relationships. 


Keep Shoes in Rightful Place 


The Most Important Part of Milady’s Cos- 
tume, Says J. B. Meek, with the 
Sachs Shoe Mfg. Co. 

HE year 1922 is the year for trav- 

eling shoe salesmen to show their 
worth, to show whether he is an order 
taker only or a strong ambassador to 
lend his might to contribute to pros- 
perity and stabilization of the indus- 
try. The question is often propounded 
to us: Have shoes yet reached their 
bottom prices? One who stammers 
and says, “I don’t know,” is not worthy 
to be classed as one of our profession. 
Right off the bat the question should 
be answered, “Yes, and they should 
be no cheaper.” We have brought 
about the condition that to-day a 
woman feels as if the most important 
part of her outfit as to dress is her 
shoes, and this is as it should be. Good 
shoes, new patterns and new ideas cost 
money to produce, and if we are to 
hold the unenviable place as the build- 
ers and sellers of the most important 
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part of a woman’s costume, we must 
create confidence in not only the style 
of our commodity but of its value to 
the consumer which cannot be pro- 
duced at little cost. 

To-day the traveler who is honest 
with his trade must give very material 
assistance to his customer in the se- 
lection of styles. Very likely the 
salesman alone has no better ideas of 
saleable styles than his customers. 
But he has the advantage of the ideas 
of many merchants and many good 
and successful ones. When he puts 
all these ideas into one, he can and 
does work out a very successful and 
good selling plan. Few merchants 
appreciate the extent that traveling 
salesmen play in the creation of styles. 
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Survival of the Fittest 


During the war period any man who 
could travel and promise deliveries 
could sell shoes, but the shoe situa- 
tion in 1922 will devolve itself into the 
“survival of the fittest” in manufac- 
turers, salesmen and retail merchants. 

In my judgment the survivors will 
be the ones who create confidence in 
their shoes for the real value they 
represent and not for the cheap price 
we may offer them. 


A Noble Duty 


I feel as if the traveling shoe sales- 
man for 1922 has a noble duty to per- 
form to forget war-time conditions 
and use his best and honest efforts to 
create confidence at all times, in all 
places and with all shoe people in a 
matter that is unquestionably right. 
The prices of shoes have become 
stabilized and no one in any of the 
branches of the shoe business is re- 
ceiving unreasonable profits. 

Let our 1922 motto be, “Keep the 
Shoe Business in Its Rightful Place, 
Where It Is To-day—the Most Im- 
portant Part of Milady’s Costume.” 


Join the N. S. T. A. 


By EMIL DECKER 
Representative for Chipman, Harwood 
& Co. 


4 le keynote sounded by President 

King of “Unity of All for Better 
Business Development,” has always 
appealed to me, besides, I have always 
contended that a salesman in the true 
sense of the word must put all possi- 
ble “Pep” and “Punch” into his work, 
and, above all, he must be enthusi- 
astic as to his line of merchandise. 
The real salesman must be optimistic, 
that is, he must always see the bright 
side of things and never let any dark 
clouds worry him. 


I am confident that with the line - 


I have I will get my usual share of 
business. 

Referring back again to President 
King’s utterance, I regret to say that 
his motto seems to be disregarded by 
so many of the shoe travelers. There 
is only a small percentage of them 
that are affiliated with the National 
Shoe Travelers’ Association, yet by 
the efforts put forth and results ob- 
tained by this organization, all of them 
reap the benefits. In this connection 
I would suggest that in order to ac- 
complish what President King had in 
mind, you urge upon every shoe trav- 
eler to affiliate with the national asso- 
ciation, as by so doing his lot in life 
will be very much improved. The cost 
to him is very small, and “In Unity 
There Is Strength.” 


Get Down to Brass Tacks 
By CHARLES E. WILSON 
Editor of Indiana Shoe Travelers’ 
“Live Wire” 
Se must get down to 
brass tacks and see how much 
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more he can do than he ever did be- 
fore. Then the renewal of faith in 
one another naturally follows. 
Business in Indiana has taken a 
real turn for the better. There has 
come a slight quickening in business 
and industrial activity, and the pres- 
ent situation seems to be a steady but 
gradual progress in most lines of trade 
and manufacturing operations. The 
gains in business, perhaps, have been 
somewhat larger than were expected, 
even by those merchants who were 
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anticipating a turn for the better with 
the new year. 

Several developments have figured 
in bringing about an improved general 
economic situation, although the im- 
provement thus far has not been of 
such proportions that it could be 
termed a business revival. Increased 
buying by manufacturing concerns to 
replenish reserve stocks, the stability 
of commodity prices, easier credit sit- 
uation with money rates working to- 
ward peace-time levels, are all evi- 
dences that conditions are shaping up 
more favorably. 

The turn in the road to recovery 
has been reached (and passed), and 
we hear more expressions of greater 
confidence in the outlook than we have 
heard in many months. We must keep 
up the fight, and by so doing we will 
soon get back to normalcy. 
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Service 100% 
By J. H. WILLETT 

Manager Sales, Regent Keds, United 

States Rubber Co. 

T is doubtful if the shoe trade has 

ever faced a year where there was 
so much of vital importance at stake 
for the manufacturer, retail shoe 
merchant and the salesman. There can 
be no arguments brought forward 
that will take away from the fact 
that 1922 is to be a year that spells 
“All for one—one for all.” 

If manufacturer, retail merchant 
and salesman will truly co-operate 
they should be able to say at the end 
of the year that the work was well 
done, the idea generously shared, the 
encouragement given and the advice 
accepted in the spirit of the giver. 

The next most important link in the 
chain is “Service.” This year this 
factor must be treated so that it 
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works 100 per cent and I might add, 
overtime. In other words, every one 
in the trade must become imbued 
with the spirit of service if we are 
really going to be successful. 


I Speak for Good Shoes. 


W. S. Bacon 
Who Travels for Thompson Bros. Shoe Co. 
in Minnesota, Nebraska. North and 
South Dakota 

N the agricultural section of the 

country, which I travel, there is 
much discouragement among the 
farmers on account of the extremely 
low prices on nearly everything they 
produce and the exorbitant freight 
rates now prevailing make their ship- 
ments to market net them scarcely 
nothing. 

These conditions have created a 
great demand for cheap shoes and the 
retail merchants are feeling the ne- 
¢essity of meeting this call — conse- 
quently many are buying cheaper 
shoes than they wish or ever intended 
to carry. 

Notwithstanding all this, I firmly 
believe that good shoes will soon at- 
tain their rightful places in the minds 
of the majority of these people. One 
Pair of cheap shoes is usually enough 
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to convince anyone that the better 
goods are the cheapest in the end. 

It is my business to induce the re- 
tail shoe merchants to carry Thomp- 
son Bros. Shoe Co. high grade goods 
and I believe that in so doing, I am 
helping the manufacturer, the mer- 
chant and myself, as good shoes are a 
credit to all concerned and make 
friends for all who make or sell them. 


A Silver Lined Cloud 


By J. F. FLANIGAN of Waco 


SHALL advise the retail merchant 

to use his best efforts to collect his 
outstanding debts, and to pay his 
creditors as fast as he can; to sell his 
surplus stock at a nominal profit, or 
even at a small loss; to commence at 
once with a clean slate. 

To the manufacturer, I would ad- 
vise leniency with his customers, as 
the fault is not theirs that they can 
not pay promptly; to meet competi- 
tion in his respective line. 

For myself I am going to work, if 
possible, harder than ever, and by the 
influence of cheerfulness make my 
customers put on their fighting 
clothes, for the worst is about over; 
and recall to them “that the darkest 
cloud has a silver lining.” 

At present conditions in Central, 
West Texas and Louisiana are bright 
for a good crop, and I look for much 
better business as the crop begins to 
grow. 


1922 Will Reward Go- 
Getters 


By A. J. SPRING 
Des Moines Representative of Brown 
oe Co. 


LOSER application and _ deter- 
mined effort on the part of all the 
parties concerned will make 1922 a 
worthwhile year for everyone con- 
nected with the shoe industry. 
Personally I desire to render a 
higher, a more efficient service to my 
trade and to my house with the end 
in view of increasing stock turnover 
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by retail shoe merchants and sending 
in a steady flow of orders to the fac- 
tories to keep the wheels constantly 
turning. 

Conditions in my territory are 
gradually improving. Grain prices 
have strengthened considerably dur- 
ing the past few weeks and it is ap- 
parent that the reaction has set in 
and we are moving into a period of 
prosperity. 
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A familiar slogan is that “1922 will 
reward Go-Getters.” There is more 
truth than fiction in these few words 
and I believe the retailer, merchant, 
manufacturer or salesman who sin- 
cerely goes after business will make 
1922 worthwhile.” 


He Profits Most Who Serves 
Best 


By C. E, QUIGLEY 
with Weber Bros. Shoe Co. 

I SHALL, to a greater extent than 

ever before study the needs of my 
customer, putting his interests above 
my own, never overselling him or un- 
derselling him—one being as import- 
ant to him as the other. 

I will endeavor to more fully co- 
operate with the firm I represent in 
their efforts to render more efficient 
service to their customers and mine; 
never losing sight of the fact that in 
the problems they must encounter, as 
a co-worker, it is my duty and shall 
be my pleasure to share them as they 
may wish to have me do. 

I am facing the New Year with re- 
newed courage and faith in the ulti- 
mate outcome of business, realizing 
that I must, in order to secure satis- 
factory results, THINK, PLAN and 
WORK harder than has been neces- 
sary in past years and will always 
keep in mind the maxim: “HE PROF- 
ITS MOST, WHO SERVES BEST.” 

Conditions in my territory, I think 
differ but little if at all to those of 
the country as a whole. Merchants 
are, in my opinion, ultra-conservative 
in placing orders; the cause for this 
being the feeling of fear that condi- 
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tions may become worse. In my 
opinion, the doubt or fear in this re- 
gard is not justified. We all know 
that there is a slow but certain return 
of better conditions. And with an 
abiding faith in the future of our 
country, the strongest financially on 
earth, and the most progressive, I feel 
optimistic and am preaching it all 
along the line. 


Far from the Bow-Wows 
By H. A. MILLER 
with McElwain, Hutchinson & Winch, 
Writes from Dallas 
HILE a number of retail mer- 
chants have taken their losses 
and are adjusting their businesses to 
the present level there are still many 
who think that by certain sales 
methods they will fool the public into 
buying; they are only fooling them- 
selves as will be evidenced by the 
smart retailer’s progress competi- 
tively. 

Having just completed a_ trip 
through a portion of my territory I 
can report that the farmer is very 
busy everywhere that you look put- 
ting his land in shape for the com- 
ing crops. This proves that we are 
far from the . ternal bow-wow’s that 
some would have us believe. 

Where confidence of this sort is 
exemplified, need we not stir from our 
lethargy and be ready to keep pace 
with the prosperity that knocks at 
our threshold with the exclamation 
“Go Get It”? 


No Room for the Pessimist 


By Jay JAFFE 
with the Roth Shoe Mfg. Co. 

HE future has all the possibilities 

of good business for every Ameri- 
can citizen. I believe that we have 
turned the corner from the late de- 
pression, and we are on the way to 
prosperity. 

As far as the shoe business is con- 
cerned, I have always had faith in 
the men who are controlling the shoe 
business of this country. To my mind 
the industry is controlled by loyal 
Americans, high grade business men 
with plenty of capital behind them and 
conservative. And conservatism is es- 
sential. They are going forward 
when progress is needed and I see no 
reason to worry for the future. 

The only thing that would perhaps 
hamper a little, would be the few 
pessimists we have among us—never- 
theless, I am glad to say from my own 
personal observation that they are 
few, and if each and every one of us 
would only adapt for a slogan “No 
room for the pessimist in the shoe 
industry,” we will soon obviate them 


from our midst and there will be 
smooth sailing for everybody here- 
after. 
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I Shall Talk “Quality” 


Horace W, Bacon 
Iowa Sales Office, Weyenberg Shoe Mfg. 
Company 


SHALL continue to talk Quality 

as never before to the retail mer- 
chant, believing firmly that it is the 
one qualification and the only one that 
will serve his interests, the manufac- 
turer, myself and last but not least, 
the consumer. 


“Let Us Pull Together” 


Says Albert L. Smith, with The Florsheim 
Shoe Co. 

HE salesman should realize that 

his responsibilities are greater 
than ever before. To-day, salesman- 
ship does not consist in merely selling 
merchandise. It is just as much our 
problem to aid the merchant in se- 
lecting styles that will make business 
for him as it is the problem of the 
merchant himself. 

In this age of constantly changing 
styles it is possible for an unscrupu- 
lous salesman to “break” a customer 
by selling him shoes that he cannot 
dispose of to his particular trade. On 
the other hand it is possible for him 
to be of the greatest assistance in the 
selection of styles. 

The merchant can co-operate with 
the salesman by remembering that in 
many cases the salesman’s time is ful- 
ly as valuable as his own. 

A salesman can save his firm time 
and money by using a little extra care 
in writing his orders, not leaving the 
factory to guess at a part of the de- 
tails. 

Let us all pull together to make our 
business relations more pleasant and 
the year 1922 will be the best we have 
had. 


Full Stock But Don’t Over- 
load 


By H. J. LANGENDORF 
of Reick Langendorf & Co., Chicago 
HE retail merchant must give more 
consideration to quality, which 
has been sadly neglected during the 
recent orgie of spending. The public 
in general has been brought more or 
less to the realization that money 
does not grow on trees, and is more 
careful in buying. 

We might therefore state the pol- 
icy of our house for the year as fol- 
lows: “Urge upon the retailer the 
necessity of a complete stock but not 
overload him on one line. Sell him 
what we think he will sell. Reduce 
our margin of profit, and impress up- 
on the retail merchant the necessity 
of his taking the same action.” 

From the factory we are going to 
expect the same consideration which 
we intend to show to the retailer—a 
reasonable stock but a complete stock. 

It is our intention to operate in the 
same conservative manner as we have 
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in the past and as you ask us “how 
we find business” we will be frank to 
tell you we go out and look for it. 


“Give Confidence the Seat of 


Honor” 
By JOHN ROEDDER 

Who Travels for the Commonwealth Shoe 

O make 1922 worth while for the 

retail merchant, manufacturer, 
and myself, I shall endeavor to dis- 
seminate merchandising ideas, give 
the retail merchant the benefit of my 
observations, discuss not so much my 
shoes as his problems. However, 
there have been many merchants who 
have not alone kept up their dollar 
and cents column, but have shown a 
good profit for their efforts. These 
merchants have not enjoyed excep- 
tional or especially favorable condi- 
tions in order to make their pair 
column grow, so they must stand as 
examples not to follow in their en- 
tirely but for others to study and 
profit by. 


Business Is Only Asleep 


Especially gratifying is the fact 
that business is not dead but dormant, 
and all it needs is an awakening. So 
if by closer co-operation I can help 
the retail merchant to work out in 
part his problems—if my humble sug- 
gestions will sew the seed to head his 
business toward greater volume, and 
if my call promotes greater co-opera- 
tive unity between retail merchant 
and manufacturer, then indeed have 
I fulfilled by obligation, for the re- 
tailers’ orders placed with the sales- 
man sent to the manufacturer is all 
we need to bring about prosperity. 


Good Conditions to Prevail 
Here in Chicago the building trades 


: have settled their differences and we 


will see the greatest building boom in 
history. There are millions upon mil- 
lions of idle capital lying in our banks 
willing to work, and all we need is to 
act and talk prosperity to put this idle 
money in circulation. So let the re- 
tail merchant, the traveling salesman, 
and the manufacturer, all three of us, 
see to it that we do our work well; 
let us jointly attack our problems. 
Please give confidence the place of 
honor that it deserves and we will all 
be surprised to know that prosperity 
is once more among us, unchanged in 
its gifts to the deserving and more 
substantial for us all. 


The Pot and the Kettle 


By CLARKE B. RowLeEy 
Secretary of the Rochester Association of 
Traveling Shoe Salesmen 


4 pero is not the shadow of a 
doubt that the time old saying of, 
“the pot calling the kettle black” can 
be applied in a great many instances 
to the series of controversies which 
arise between the shoe manufacturer 
and the retail merchant. However, 
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we find that the pot is not always 
justified in its accusation or the kettle 
in retorting, “You’re just as black.” 
There never was a period in the his- 
tory of the industry when there was 
greater need for harmony than this 
year of 1922. 

In setting forth some of the criti- 
cisms of the manufacturer as given to 
me by the retail merchant. I might 
classify them as follows: Favoritism 
in filling orders; preference in the 
matter of terms, introduction of mid- 
season styles (welcomed by the large 
dealer and condemned by the small) ; 
rendering of invoices due for discount 
before goods are received; the mak- 
ing of samples out of all proportion to 
the quality of the regular work, and 
many other minor grievances. 

My suggestion in regard to the rem- 
edy for all of these impositions is 
that the retail merchant always holds 
the club of patronage. This club can 
be used very effectively and if the 
manufacturer with the information 
furnished him by his sales force, is 
so short sighted that he cannot de- 
tect the policies which are losing him 
business, he deserves to lose that 
business and it is up to him to correct 
those policies. 


Industry Optimism, Truth- 
fulness 


Cheerfulness, Loyalty, Says W. F. Prather, 
Representing Frederick S. Peck 


HERE are five essentials to the 

success of anyone selling mer- 
chandise, namely, Industry, Optimism, 
Truthfulness, Cheerfulness, Loyalty. 
And with the minds of many of the 
shoe manufacturers and retail mer- 
chants in the state of depression 
which we now find them, it is es- 
pecially necessary for the salesman, 
if he desires to do his part in making 
1922 a worth-while year, to exercise 
these five points as never before. 

The doctrine of work—the great 
panacea for the mind and body—is 
what we must preach. The optimistic 
salesman who works is going to sell 
shoes, and if he is truthful and loyal 
to both his employer and customer he 
will find so much pleasure in his labor 
that good results are inevitable. 

For my part, I shall exercise these 
virtues to the very best of my ability, 
and feeling that business is on the up- 
ward trend, fully expect a realization 
of my anticipation (a good business) 
for 1922. 


Sales Efficiency 
By WALTER L. MarTIN 


Who Travels Missouri and Kansas for 
Dunn & McCarthy 


Ts year 1922 will be a year of 
competition. Styles and prices 
will be the real issues of the shoe busi- 
ness. The success or failure of any 
business will depend upon the effi- 
ciency of its sales and merchandising 
organization. And in a condition of 
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this kind the real salesman and real 
producer will stand out alone. 

The National Shoe Retailers’ Asso- 
ciation’s convention should, by all 
means, be changed to an early fall 
date, instead of January. These Jan- 
uary conventions have retarded buy- 
ing in the fall to large extent, caus- 
ing a congestion of orders in the fac- 
tories in January, February and early 
spring months, with retail merchants 
disappointed on their deliveries and 
poorer shoemaking. The convention 
date of the National is wrong. Let’s 
get together and change it. 


For a More Sound Basis 
By H. H. BEALE 
of Noblesville, Ind.. Who Represents Wm. 
F. Mayo Co.—1921 President of I.S.T.A. 

N the territory which I travel, the 

middle states, merchants have got- 
ten out from under their great load 
and are now feeling more optimistic as 
to the future. I find that in my line 
buying has been more active for this 
year than last. Having sold more 
footwear in January of this year than 
during both January and February of 
1921. 

Now that the peace parley is almost 
over in Washington, I have every rea- 
son to believe that the meeting is go- 
ing to be conducive of good results 
because of the fact that it has afforded 
the great powers of the world an op- 
portunity to get better acquainted and 
have a more friendly and agreeable 
understanding. This will be a great 
factor in stabilizing the money mar- 
ket of the world which in turn will 
strengthen credits and stimulate our 
export trade, for all of Europe and the 
Latin countries are crying for shoes. 

So with these things as set before 
us, I think we have many reasons for 
optimism, and it is the duty of every 
traveling salesman to preach the gos- 
pel of good business and a higher 
standard in business, which will lift us 
all above the petty things in life and 
place us upon a higher, sounder and 
saner basis in our commercial trade. 

And in that way the manufacturer, 
the retail merchant and salesman will 
share in the profits in which each in- 
dividual or group is entitled to share. 


Boost for Good Times Ahead 


Geo. J. NICHOLS 

with Tenico Manufacturing Co. 

INETEEN TWENTY-TWO will be 

a year when all strong men go 
forward with determination to spread 
the gospel of optimism. Business will 
be better because the country is in 
better shape. It will be more profit- 
able and respectable to be a booster 
for the good times ahead than to 
stand around hotel corridors spread- 
ing the gospel of discontent. 

In my own business we are pre- 
paring with equipment and the neces- 
sary finance to double our volume, and 
I am confident we will accomplish it. 


Conviction Is Strong Point 
By SHERIDAN C. SANDFORD 


of Angola, Ind., Who Represents the 
Mishawaka Woolen Mfg. Co. 


I INTEND to carry with my samples 

to each retail merchant the con- 
viction that the next few months will 
see a big improvement. The Govern- 
ment loan to the farmer will certainly 
bring about more activity in all busi- 
ness. I expect to go to my custom- 
ers with all the information I can 
pick up which will in any way help in 
his business. Of course, my particu- 
lar effort will be to see that the retail 
merchant gets the right kind of rub- 
ber footwear, and every time I take 
an order I want to feel and make him 
feel that he is helping just that much 
to get business back to normal. 

In regard to the manufacturer, I 
expect to put in plenty of hard work 
so that I may send in all the orders 
possible, and so the factory can keep 
that extra man busy, that he in his 
turn can buy an extra pair of shoes. 

If I do all I can for factory and re- 
tail merchant, I know I will share in 
their prosperity. What blesses one, 
blesses all. 


Creative Selling and Right 
Prices 
“Stick to Facts.” Says G. J. La Montagne 
with Marion Shoe Co. 
WASTE no time talking about 
what I think the other fellow 
ought to do to bring down prices. 
Sell the retail merchant the grade of 
shoes he wants, what the customer 
wants at the price he wants to pay. 
People will buy only what they want 
at the price they think is fair. 2— 
Co-operate with my factory to help all 
I can to get more shoes sold right and 
keep up production which will help 
keep down prices and produce better 
shoes. Large production, quick turn- 
overs and lower prices is an American 
doctrine, and these are the pillars of 
present as well as of future business. 
3—Believe in myself, in the goods I 
sell and be a “bull” on the U. S. A. 
We do not need imaginary solutions 
to-day. We need facts. And I feel 
that the closer the retail merchant, 
the manufacturer and the salesman 
stick to the facts of business as they 
know them, the sooner will we all get 
out of the slough of slow selling into 
which we have fallen. Creative sell- 
ing and right prices are two principal 
points in any selling policy to-day. 


Keep Up Your Advertising 
By F. E. Hart 
at Indianapolis Salesroom of Brown 
Shoe Co. 

HE retail shoe merchants seem 
inclined to buy just what they 
need for immediate selling and are 
looking for lines that carry these 
shoes in stock and also seem inclined 
to buy shoes that can be sold at from 
around $8 per pair down instead of 
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the higher-priced shoes they formerly 
sold. 

I have found that the merchant who 
has kept up his advertising and has 
been on the job all the time has very 
little complaint on the business he is 
getting and in several instances is 
showing a nice gain in business over 
the same months of previous years. I 
am going to sell the merchant more 
good salable shoes this year than ever 
before. 

I believe that each salesman can 
help by not trying to load the mer- 
chant with unsalable shoes, but sell 
him exactly what he can use and in- 
sist on the merchant sending in mail 
orders every week or every day if 
necessary, for his best sellers. 


Pull on the Oars, Boys! 


By W. F. TRITCHLER 
Representing F. Mayer Boot & Shoe Co. 
I ACK of confidence has caused 

4 many a runner to lose the race 
just when he had it won. That same 
lack of confidence and faith in the fu- 
ture is to-day causing a lot of business 
men, merchants and salesmen to hang 
back on the oars when a few more 
good pulls would bring the boat into 
calmer waters. The success of any 
business depends to an exceptionally 
great degree upon the confidence of 
the public recognizing this fact. The 
alert business man proves every state- 
ment and tests every phrase by the 
unyielding measure of truth that he 
may gain and hold the confidence of 
the public. 


Right Goods at Right Price 


By S. Stmons of Davenport, Iowa 


HE territory I cover is agricul- 

tural and I find that the farmer 
has been hit financially worse than 
others, but he is by no means broke. 
He has led the merchant to believe 
that he is “broke” and is unable to 
pay the long-past-due bills which he 
owes the retail merchant. 

The merchant’s mind last fall was 
ripe to accept such “dope” and swal- 
lowed line, hook and bait. Result— 
no buying by the merchants. I had 
the proof to the contrary Nov. 7, 1921, 
when we had fourteen inches of snow 
in Minnesota and four below zero. 
The farmers rushed to the stores and 
bought heavily—all merchants were 
so busy that it was impossible to get 
an interview with them during the 
day. 

My individual opinion is there is 
nothing the matter with the buying 
public, nor the times. 

I sincerely believe if the manufac- 
turer will be satisfied with a very 
small net profit and look for his large 
profit in quantity sales, he will then 
be on the right trail and will accom- 
plish what he is now trying his level 
best to do. 

As for myself, I will continue to do 
as I have done in the past—be true 
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to my firm, honest with my customers, 
and hustle as never before. 


Retail Merchants Should‘ 


Co-operate 
By Joe LOBATTI 
with the Sherwood Shoe Co. 
HE conditions in Greater New 
York are the worst I have ever 
witnessed. The retail merchants are 
entirely at sea on what to do for the 
next season. They are overstocked 
with staples and resort to novelties to 
stimulate business. The general cry 
down here is cheaper shoes! 

It seems to me that the retail mer- 
chants ought to get in closer touch 
with one another. There should be 
honest co-operation and understand- 
ing. If the retail merchants don’t get 
together on some kind of a sane policy 
I am afraid that it will be the sur- 
vival of the fittest. 

I think the worst is over. Taking 
into consideration that the retail mer- 
chants have bought less than one- 
third of the amount of pairs that they 
did a year ago. If there is any busi- 
ness at all when the spring opens, 
business ought to be back on a level 
basis. 


“Now, All Together !”’ 


By CLINTON C. ROBINSON 
of the Ohio Paper Box Co. 

I BELIEVE there will be so many 

favorable angles to the selling side, 
after this big housecleaning among 
retail merchants, for two years, that 
any good, nervy, red-blooded hustler 
who will get busy right at the bar- 
rier, and run straight and true all 
through the race, will get the purse. 
We Cincinnati pluggers never have 
let up, and don’t think anything but a 
machine gunner will stop us this trip. 


Cater to the Foot Sufferers 


Says W. A. DeLacey, with the Wizard 
Lightfoot Appliance Co. 
I AM going to try to persuade the 
retail shoe merchant that, in order 
to increase his volume, he must cater 
to the two classes of people who are 
coming into his store—those who have 
good feet and those who have bad 
feet. He would find that at least 85 
per cent of his trade had bad feet and 
the rest good feet. 

I have been investigating conditions 
in my territory (Greater New York) 
and find that the shoe stores that are 
doing the biggest percentage of the 
business are those who are catering to 
foot sufferers. Of late there is a won- 
derful trend toward foot correction. 
It is surprising to see the increase in 
the number of manufacturers who are 
placing on the market special shoes 
made along sensible lines. 

A big break for better conditions is 
due soon, and when it comes it is going 
to carry with it volume. All are look- 
ing forward to a big Easter business. 
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“A Heap” in Co-operation 
By M. M. BurRTON 


Council Bluffs Representative for 
Hamilton-Brown Shoe Co. 


¢¢¢%O-OPERATION”—there is a 

heap in that word. In my fif- 
teen years in southwestern Iowa with 
Hamilton-Brown Shoe Co. I have 
never seen the time when I felt that 
there was so much need in co-operation 
between merchant, salesman and man- 
ufacturer. 

It is a three-cornered game and we 
should all pull together. “Co-opera- 
tion—there is a heap in that word.” 

Conditions in Iowa have improved 
wonderfully in the last sixty days. 
Everyone is looking forward to a nice 
spring business and the merchants are 
not afraid to buy their Easter wants. 


Public Doesn’t Want Cheap 
Shoes 


By C. R. MAXWELL 
Representing the Irving Drew Co, 
HE public, in my estimation, does 

not want cheap shoes, as is evi- 
dent by the fact that the bargain 
tables at $1 to $1.98 are not attract- 
ing buyers. But they do want stylish, 
good shoes at low prices. So it will 
be my aim to keep the standard of 
quality and get my shoes sold right. 
The extreme style business (the 
“nutty” stuff) is not to be encour- 
aged. I shall try to sell stylish, con- 
servative shoes that will clean up at 
a good profit and result in good turn- 
overs. 


Good Old American Common 


Sense 
By HerMAN Scuocke of Brooklyn, N. Y. 


S to the present, no factor has dis- 

turbed the retail shoe merchant 
more than the belated conventions 
with post-season style shows. While 
it is very beneficial and almost neces- 
sary for the members of the trade to 
meet once or twice a year, combined 
with’a style show, let these gatherings 
be timed so as to be of real benefit to 
all. For instance, come together in 
March, when the manufacturers have 
such styles on display that will be in 
vogue for the coming fall, likewise in 
September or even October, for spring. 
Establish the styles then and there, 
that those who visit the convention 
may inspect them, and if not ready to 
buy, will be posted when later on 
salesmen come along to take the or- 
ders. The past three seasons men on 
the road were met with the universal 
remark: It is too early to buy; I shall 
wait until the convention, where I am 
sure new patterns and styles will be 
shown that are not now in your line! 
Result: Some manufacturers outdid 
themselves in displaying jazzy shoes, 
which were bought with avidity. The 
few best sizes sold, balance for the 
bargain counter. There are not many 
cities large enough to absorb a full 
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run of sizes of these “loud” shoes; 
many a retail merchant has learned 
this to his sorrow and at great ex- 
pense. 

For next fall I predict normal, sane 
sales, careful buying in good season. 

Price cutting sales will have died a 
natural death due to the absurdity of 
the sameness of all of the advertise- 
ments. Good old American common 
sense will again demand quality and 
master shoemaking. 


Farmer’s Welfare Important 
By F. A. SHELDRICK 
with Thompson-Ehlers Co. 

AM going to try to stop everyone 

who dares to say “hard times” in 
my presence, for there is no such a 
thing in Iowa or South Dakota. Then 
I am going to spread the idea that we 
will never see pre-war conditions 
again. We are to look ahead instead 
of looking backward. 

As to conditions, we will never be 
going at top speed until we can truly 
say that the farmer is doing well. In 
South Dakota he is burning corn for 
fuel, thus beating the railroad out of 
two hauls. 


The Tide Has Turned 


By A. L. CHASE 
with Charles K. Fox, Inc. 

AM confident that we have reached 

low water-mark and the tide has 
turned. The retail merchant is mak- 
ing strenuous efforts to turn his old 
stock into money, and he knows the 
quicker. he does it, the more it will 
bring. For the past year and a half, 
the average retail merchant has not 
been in shape to place orders to any 
great extent, but he is getting in bet- 
ter shape every day, and must soon 
be in the market to buy. Then the 
factories will start up; unemployed 
labor will be called back to work; 
they will have money to buy at retail, 
and the shoe salesman may stop dig- 
ging into his little pile of savings— 
and, as story books used to say—“We 
may all live happy forever after.” 


Quality Is Never Forgotten 
By James F. Estey 
with N. B. Thayer & Co. 

= for the year 1922, every retail 

shoe merchant, shoe traveler and 
manufacturer will preach optimism, 
pull together, and help each other, 
we will all be much happier at the 
end of the year. A “pleasant smile” 
and a “happy disposition” are better 
than riches. 

The retail merchant must not ruin 
his business by trying to sell cheap 
merchandise, any more than the 
manufacturer who has built up a 
reputation on honest merchandise. 
Quality is never forgotten—but price 


is. 
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Brighter Business Outlook 
By FRED LUDWIG 
Who Travels for Parker-Holmes & Co. 
ITH the passing of price infla- 
tion in all lines we are nearing 
a brighter business outlook, for the 
ensuing year. With the renewal of 
faith in each other and the slow but 
steady increase of the unemployed, 
the message that should be sounded 
from coast to coast should be that of 
the advent of a “Stabilized Pros- 
perity.” 

Optimism plus hard work, an every- 
day message of prosperity for the 
shoe merchant, will ultimately bring 
about the most desired and sorely 
wanted condition, that is, an honest- 
to-goodness renewal of better busi- 
ness. 

The retail merchant, in order to 
forge ahead—and earn for the coming 
year a satisfactory income, should 
buy accoridng to his needs and not 
plunge for every style created. A 
safe and sane business principle, as 
just quoted, coupled with a good un- 
derstanding of replacement prices, 
plus the disposal of “dead stock,” will 
surely spell “Success.” 

Business in my territory is steadily 
increasing, the shoe merchants are 
buying for the spring season with 
expectations of a very good business. 

And last, but of paramount import- 
ance, the shoe merchants should ad- 
vertise. Let them send broad-cast 
the news that true economy remains 
in the fact, that the real pre-war all- 
leather-shoes have again established 
a solid footing, with the good old 
time popular prices. 


The Gospel of Conservatism 
By J. L. SCHLESINGER 
of Thompson Bros. Shoe Co. 

BELIEVE that we should all be in 

accord in that great watchword 
Optimism. That is a potent factor, 
and if portrayed to the retail merchant 
consistently, it must be productive 
and will do much to stimulate a 
skeptic. 

There is one goal that every busi- 
ness man who is earnest in his work 
is trying to reach. That goal is a 
desire to be an important factor in 
his line of action and to bring about 
a healthy condition for 1922 in that 
great industry of ours. The manu- 
facturer as well as the retail mer- 
chant must be carefully guarded by 
the traveling salesman. It is a fore- 
gone conclusion that the manufac- 
turer should be considered first, for 
the entire risk is put upon his 
shoulders and never in the history of 
our existence has there been such a 
feeling of unrest on his part as at this 
time. This I believe in a measure was 
brought about by the retail mer- 
chant not getting closer to the 
manufacturer. By that I mean in not 
giving the manufacturer the support 
and keeping in closer touch with the 
credit department. 
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The retail merchant’s interests 
should naturally be guarded by the 
salesmen but our ambition should not 
bubble over. We should try and con- 
serve his interest and preach the gos- 
pel of conservatism and prevent his 
being placed on the delinquent list. 

I believe that unity of thought and 
action will assist in bringing about 
that normal condition which we all 
desire. 


Service to the Merchant 
By Epwarp R. PAGELS 


“Foot-Fitter Ambassador” in the State of 
Iowa 


I CAN honestly say that the retail 
shoe merchant is going to get all 
the co-operation I can give him, for 
I feel he is entitled to it, as our suc- 
cess depends entirely upon him. My 
company manifests a real interest in 
every retail merchant, and is offering 
unlimited services to assist him in 
successfully handling our product. 


Work Says N. Nickpatrick 
ye ask me what I am going to do 

to make 1922 a worth-while year 
for the retail merchant, the manufac- 
turer and myself, the only thing I can 
see is work. There are surely some 
mighty good retail shoe merchants in 
my territory. They are live ones. 
This is the kind that will make busi- 
ness. 


A Cryptic Telegram 
Walter B. Yost wires from Philadelphia, 
513 Denckla Building, Under 
Date of Feb. 4 
A= my customers say they hope 

business will improve by March 
1. All I say is “Thank God this is a 
short month!” 


Work, Work, Work 
By EMERSON CLARK of Topeka, Kansas 
Y message to’ retail merchants for 
1922 will be—Have more pa- 
tience, more courage, more hope, more 
faith, more love, and work, work, 
work. 


Cut Out Parisian Nightmares 


y A. J. Davison, with W. B. Coon Co. 


B 
I AM going to do my best to sta- 

bilize the shoe business by inducing 
retail merchants to cut out the frills, 
fancies and crazy junk they are show- 
ing to-day and to substitute neat, 
staple shoes. 

After meeting many buyers in the 
Northwest, I am well acquainted with 
their views. They are absolutely 
afraid to buy two months in advance 
for fear the style will change before 
the vanity shoe salesman will show up 
with a new Parisian nightmare. 

Plain footwear, shapely and well 
made, is having the call to-day and it 
will continue to be the best bet for 
careful buyers. 


. 
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Stop Style Drifting 
By ALBERT L. PUFFER 
Vice-President, Boston Shoe Travelers’ 

Association, with Smaltz-Goodwin Co. 

BELIEVE that the interests of all 

could be better served if more of 
an attempt were made by manufactur- 
ers and retail merchants to unite on 
certain styles to govern the coming 
seasons. This to me is the most im- 
portant thing to be achieved. Shoe 
styles in a measure just happen. 
There is no concerted action to create 
new ideas which have the sanction of 
a united body or even group. In 
millinery, suits and gowns, certain 
governing principles are decided in 
advance. The public is given to under- 
stand that these ideas are correct and 
to take care to follow these sugges- 
tions. 

To-day, no one can put his finger 
on anything new which is definite for 
spring and summer. We just drift 
along, hoping to have, in a general 
assortment, some things the public will 
buy. It is possible to unite on some 
features in regard to advance styles, 
either by a small or large group of 
manufacturers and merchants. This 
would be doing no small piece of work 
and might be accomplished at some 
national convention of merchants or 
manufacturers. 

This action would in no way elimi- 
nate individual effort. Anyone would 
have the privilege of interpreting the 
details as he might choose, but each 
would create with the adopted and ac- 
cepted style trend in mind. With this 
knowledge behind him the merchant 
can assure his customers that his 
styles are correct, instead of standing 
around and letting the customer tell 
him what is correct in footwear. 


Co-operation Is the Word 
By WILLIAM H. LARKIN 
Pacific Coast Representative for Stacy- 
Adams Co. and President Boston 
Shoe Travelers Association 
ARD, conscientious work and op- 
timism is my slogan for the com- 
ing season. I personally believe that 
intelligent salesmanship, coupled with 
absolute loyalty and a genuine spirit 
of co-operation, is essential at the 
present time for the salesman, the firm 
he represents and the retail shoe mer- 
chant. 





Business Planks 
By R. R. RATCLIFF 
Sales Manager, Bradford Shoe Co. 

Digg ive igh Knowledge, Public 
Demand, and Hard Work—four 
planks that I would suggest for the 

business platform of 1922. 
CONFIDENCE: Close observation 
of general business conditions and a 
more or less actual knowledge of the 
shoe business, convince me that the 
present and the future hold wonder- 
ful opportunities for the person who 
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is willing to look ahead and conscien- 
tiously strive for the best. 

KNOWLEDGE: 1922 will be a real 
test of ability and will prove a man’s 
worth in business. We will see the 
elimination of a great many concerns 
that should never have been in busi- 
ness, and we will see prosperity come 
to the sound, legitimate business man 
who has a thorough knowledge of his 
particular line, confidence in himself 
and the organization furnishing his 
supplies, backed by the capital neces- 
sary to maintain, establish and build 
a sound organization equipped to be 
a benefit to the community. 


Public Demand 


PUBLIC DEMAND: I know numer- 
ous concerns who are holding their 
own and in some cases increasing their 
volume in dollars and cents, which, of 
course, means additional pairs. These 
men realized early in the game that 
the public demand was for value mer- 
chandise at popular prices. They re- 
duced their stocks and turned their 
money into profitable channels by plac- 
ing on their shelves merchandise that 
could be sold at prices demanded by 
the public, depending on volume and 
turnover to secure a legitimate return 
on their investment. 

WORK: In a recent trip which in- 
cluded calls on retail merchants, man- 
ufacturers and tanners, it was very 
noticeable that the executives of con- 
cerns have, so to speak, taken off their 
coats and gone to work. They are 
enthusiastic in stating that they are 
working as they have never worked 
before. 


Work With the Merchant 


My policy as a salesman has always 
been to work with the customer, “not 
work him.” I will continue this policy 
in 1922 and will put forth every effort 
to increase my efficiency and value to 
the shoe trade by studying and know- 
ing more, if possible, about the needs 
and demands of the retailer and manu- 
facturer. Close co-operation, more 
general knowledge, and faith in one 
another will greatly benefit retailer, 
manufacturer and salesman. 


Faith in Humanity and 
Future 
By FRANK J. WEBER 
President of N.S.T.A. and President 
Cincinnati Association of N.S.T. 

HAT is most needed by all of us 
is to preach optimism. Do it 
morning, noon and night, and it will 
not be long before the pessimist will 
be looking at his shadow, for he will 
find himself standing alone. Then he 
will hunt cover with the big majority. 
During the period of the late war 
everybody did a large business with- 
out much effort. It was conceded at 
that time that a readjustment was 
bound to come. Many thought it 
would come sooner than it did. But 
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nevertheless, we all knew that we had 
to go through with it, and from al] 
indications now, it looks as though we 
were out of the woods again where 
the sun shines, so if we all get busy 
and plant the right kind of seed, and 
that seed is Optimism, not Pessimism, 
we are bound to get a crop of results. 


“Build on a Rock” 


Says William H. Davis, with Common- 
wealth Shoe and Leather Co. 

(Mr. Davis writes from Gainesville, 
Ga., and presents a brief idea of local 
conditions, as he feels that they will 
have quite a bearing on the main sub- 
ject.) 


Y territory lies wholly in the cot- 

ton belt of the Carolinas and 

Georgia, and the boll weevil scourge, 

that touched this section rather lightly 

in 1920 but full force in 1921, has this 
territory temporarily paralyzed. 

This condition will gradually im- 
prove as the farmers readjust their 
methods of farming to meet the new 
conditions, but things will be very 
quiet for a year or two, until this re- 
adjustment is made. 

So this section will go through a 
“hand-to-mouth” period, and here is 
where I can comment on the main 
subject. 


Intensive Cultivation 


The best course for the salesman to 
pursue, for the best interest of the cus- 
tomer, and ultimately for the manu- 
facturer and himself, is an intensive 
cultivation of the merchant who is 
worth while. 

Go to see him as often as practical 
—sell him lightly, but wisely; keep 
him in touch with all the live, new 
things that come out—be a real friend 
and adviser. 

While the salesman will not make 
much money for himself temporarily, 
he will be “building on a rock,” and 
both he and his house will ultimately 
reap the benefit, when the merchant 
thus cultivated will be in a position to 
place some “real” orders. 


Everything Bright for 1922 
By T. G. FitcH 
with M. N. Arnold Shoe Co. 


BELIEVE that 1922 will be.a year 

for business that will put 1921 in 
the shade. I am an optimist and shall 
start on my trip full of hope and cheer. 
I shall do my best to help the mer- 
chant see the light I believe is now ap- 
pearing. The merchant can prove to 
his trade he can, and will, sell goods 
of quality at the prices that will at- 
tract and satisfy the consumer. I 
believe the high-grade shoe manufac- 
turers are on their marrows trying to 
give the retail shoe man the lowest 
possible price, and the retail merchant 
is fast approaching bed rock prices 
that will convince the consumer. 
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All are trying to deal fairly one 
with the other. Co-operation must 
prevail between the manufacturer, 
salesman and retail merchant. I travel 
in the Central West We are very 
dependent on the farmer, who is now 
beginning to see the clear sky of 1922. 
Conditions ahead look much brighter 
to him, and this will reflect directly 
to the merchant who has taken his 
losses and is now near the level, ready 
to push onward in a more normal way. 


Tell the Merchant the Truth 


By CuHuas. H, Cooper 
with Weber Bros. Shoe Co. 

FIND that the retail shoe merchant 

who bought his regular lines in 
moderation is much better off to-day 
than the merchant who laid off buying 
his regular lines and picked up such 
shoes as he needed from time to time. 

I have talked with a great many 
merchants, and nearly all of them ad- 
mit to me that their business is better 
than it was in 1914. Of course, they 
have lost some money in the gradual 
decline of their merchandise, but by 
the same token they made money on 
the raise. 

I do not know of a traveling man 
who does not leave his factory full of 
enthusiasm and with the determina- 
tion to make good. The last three sea- 
sons have been mighty hard on us 
fellows, and the factory sales man- 
ager who has taken that into consid- 
eration has obtained the best results. 
When a man is having a poor busi- 
ness and is receiving “ginger” letters 
from his sales manager, his usefulness 
is gone. 

The factory that plays square with 
its men and its trade is building upon 
a sound foundation. The traveling 
man who is honest with his house, who 
keeps his word and is honest with his 
customers is also building a structure 
for himself which will endure. It 
should be the determined effort of the 
traveling man to break clean in all 
his dealings. The motto should be 
this coming season, “Tell the merchant 
the truth, as you understand it, get 
his confidence, and keep it.” 


Turn-Over for Normal 
By J. M, ComMINnGs 

Who travels for Thompson Bros. Shoe Co. 

I deem it important to carefully 
watch the retail merchant’s interest 
and take the utmost precaution in 
selling him only what he is going to 
use so that he may show the turn- 
over which apparently is, in my opin- 
ion, the slogan which every manufac- 
turer should have before him con- 
stantly the entire year. 

TURN-OVER—This I believe will 
bring about that healthy business that 
we are striving for, that normal con- 
dition. I believe this will also ans- 
wer your question, “What shall I do 
for myself?” 
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Fight for Prosperity 
By J. B. ANTRIM 
with the Selby Shoe Co. 


HE Sunny South is recovering 
from a hard blow, like other sec- 
tions of the country. The merchants 
of the South are looking forward to 
seeing, not far off, “Old King Cotton” 
again reigning supreme. The outlet 
for the future is growing brighter 
each day. When prosperity comes to 
us all by hard work and perseverance, 
we then will know it will be lasting. 
We must fight and pull together and 
help start prosperity. 


Maintain Quality 
Says Gordon Goldsmith, Representing 
Phillips-Cram Corporation, K. M. Stene 
Importing Co., Maryland Shoe Corpora- 
tion and J. Newton Seitz Shoe Co. 


When a situation of the present 
type arises, there are always those 
who, in their eagerness to cater to a 
demand for lower prices, lose sight 
of the standards of quality which 
their customers have learned to ex- 
pect from them. It is my belief that 
when the situation shall have cleared 
up, there will be found among the 
most prosperous those merchants and 
manufacturers who have steadfastly 
maintained quality in their mer- 
chandise and service, and that the 
salesman who spreads that truth will 
be most helpful to both the manu- 
facturer and the customers whom he 
serves. 


Service Is the Word 


H. L. Ware, Who Represents the Excel- 
sior Shoe Co. at Room 1310, Great 
Northern Building, Chicago, Writes 


I think that by giving “service” to 
the firm I represent and the best pos- 
sible service to the retail merchant, I 
am helping to establish a basis that 
is mutually beneficial to all con- 
cerned. I study the style question 
carefully and aim to sell merchandise 
carrying all the points essential for 
the success of the retail merchant, 
who in turn is able to help me and my 
firm to success. 

Conditions have not been so good 
in the Northwest territory the past 
year. Nebraska and Iowa were hit 
hard, on account of the low price of 
corn and oats. Business is better than 
a year ago. My territory is Iowa, 
Nebraska, Minnesota and Milwaukee. 


For a Better Business 


And a Bigger Business, Says E. D. Gee of 
Detroit 


[It appears to me that this is not a 

time for any individual to reflect 
on “what am I going to do,” but to 
know what must be done to help each 
and every one from the manufacturer 
to the retail merchant. It must be 
“What shall we do?” 

For the past few years unforeseen 
conditions have created unnatural and 
excessively high prices. 

That condition has passed, and the 
great obstacle for better and saner 
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conditions, must be mastered and 
overcome. 

Cheap novelties have crowded the 
conservative manufacturer to fall in 
line. Manufacturers must realize the 
grave situation and boil down the 
lines to fewer numbers and by all 
means stock staple shoes. 

Price a Big Factor 


Price is going to be the most potent 
factor for some time to come. Shoes 
will not only be sold on reputation 
and price, but the great factor will 
be to keep them sold, which will not 
be up to the traveling man alone. 

During the great flourish when 
prices were going up by leaps and 
bounds, merchants everywhere bought 
far in excess of their needs, mainly 
to protect themselves on a rising 
market. There was no hesitancy on 
the part of the public to pay exces- 
sive prices for footwear. 

A great many new and unsound 
stores sprung up of which a great 
many will pass on into oblivion. The 
sudden setback in business found 
merchants with their shelves filled 
with high priced shoes, and the mar- 
ket on a decline. 

This condition caused the sharper 
ones to unload, and competition in the 
line “of special sales” created low 
prices. The retail merchant has been 
hit a hard blow, and he will not be 
eager to stock up too soon. He must 
recover therefore, we can look for- 
ward to a slow return of consistent 
buying. 

The public want good shoes for less 
money. That is what the merchant 
must feature. 


Keep ’Em Coming! 
By J. H. BuRCHER 
With C. P. Ford & Co. 

The merchant’s slogan is “keep 
them coming.” Business is better. 
The retail trade is more optimistic 
and the majority of them have about 
gotten from under their high price 
boots. Their present stocks are in 
better condition than they have ever 
been before; however, they have all 
taken terribly big losses on their 
boots, which they have sold for $1.00 
a pair, some of which cost them as 
much as $13.50 a pair. 

They have also decided to do busi- 
ness on half the capital by anticipat- 
ing only 4 to 6 weeks ahead and using 
stock departments on staple shoes 
which they will size up as they need 
same. This is the real condition and 
all of us must face the music as long 
as we have a 12 months season re- 
gardless of the high cost of traveling. 

Sport oxfords of the Put-and-Take 
pattern in all combinations, with a 
6/8 leather heel and leather sole will 
lead; sport straps of patent and gray 
and other combinations will be big. 
Turns in pretty straps in all patent 
and satin and combination, with 15/8 
Spainsh heels. You can keep your 
eyes on buckles for early fall. 
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Texas Convention a Humdinger 


C. K. Chrisholm of the N. S. R. A. Calls 
Texas Retailers Go-Getters 


Tuesday’s session of the Texas State Convention 
began with a luncheon, at which C. K. Chisholm, presi- 
dent National Shoe Retailers’ Association, and Char!es 
E. Williams, third vice-president, were the principal 
speakers. 

If there is any one term which characterizes the ses- 
sions of this convention it is the spirit of Texas and 
the spirit of Americanism. Texas merchants, like 
merchants all over the country, have suffered and 
taken severe bumps on account of the decline in prices 
and change of styles, but the spirit of the merchants 
is not broken. They are optimistic and the corners of 
their mouths turn upward and not downward. There 
is not a trace of sourness or pessimism to be found 
among the merchants and travelers assembled at the 
Texas Hotel. 

In Mr. Chisholm’s address he complimented the 
merchants upon their optimism and characterized them 
as a bunch of go-getters. He paid high tribute to 
Tom Scoggins, who until his death a year ago had 
been a faithful and valued member of the board of 
directors of the National Association. He recom- 
mended to Texas shoe men that they select another 
man to represent them on the board and go to Chicago 
next January with the determination to have that 
man elected. The reason for the National Shoe Re- 
tailers’ Association is to make merchants better and 
to enable them to serve their communities better and 
make their homes happy. In closing he said: “Now 
what I want you men to do for me is first to go out 
and build up the membership of your own organiza- 
tion, and then see to it that every member of your 
State organization is a firm member of the National.” 

Mr. Williams in his address reviewed many of the 
important accomplishments of the National Associa- 
tion and outlined some of the most important features 





which are being contemplated in the near future. He 
paid high tribute to the Harvard Bureau of Business 
research for the excellent work they had accomplished 
for the retail shoe merchants, and recommended that 
every merchant send his financial statement and other 
details of his business to Harvard, and reap the benefit 
of this service, which is being rendered free of charge 
to the shoe merchants of the country. 


Chisholm and Williams Presented with Sombreros 


At the close of the luncheon President Langston 
presented Mr. Chisholm and Mr. Williams each a large 
white sombrero, and then took them out and had them 
photographed with their hats on. 

The afternoon session was a joint meeting of shoe 
retailers and shoe travelers. J. U. McAllister, presi- 
dent of the Southwestern Shoe Travelers’ Association, 
presided at the meeting. 

Buford McWhirter, secretary of the Shoe Travelers’ 
Association, in a spirited talk pleaded for a closer co- 
operation between merchants and shoe travelers. He 
pointed out that the overhead expense of the shoe 
travelers was greatly increased by more frequent trips, 
and that it was therefore to work harder and work 
faster. In his opinion, the merchant or shoe traveler 
who does not carefully read the BooT AND SHOE RE- 
CORDER and other trade journals is overlooking one of 
the most prolific sources of education in the conduct 
of his business. 

E. M. Thomas, of Ennis, spoke on “What I Learned 
at the National Convention.” In his opinion, no mer- 
chant, great or small, can afford to miss the annual 
meetings of the national body because of the education 
in better business methods in the style trend and the 
general condition of business, and other features that 
affect the prosperity of his store. He defended mer- 
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chants against the charge of profiteering, because the 
statistics of the Harvard Bureau of Research show 
that the average net profit of retail shoe merchants in 
1921 was 1 2-10 per cent net. Mr. Thomas took up a 
discussion of styles from notes which he made at the 
convention, and which enabled him to better merchan- 
dise the shoes he had on his shelves and pointed the 
way to more intelligent buying for the future. 

A paper prepared by Harry Vinsonhaler of St. Louis, 
who was unable to be present on account of other mat- 
ters occupying his time, was read by Charles E. Wil- 
liams. The subject was “Spring Styles in Women’s 
Footwear as Seen by a Wholesaler.” Mr. Vinsonhaler 
emphasized the necessity of a more thorough preach- 
ing of the gospel of footwear consistent with the cos- 
tume and for the occasion. For morning and street 
footwear he anticipates large sales of sport footwear 
in various combinations of color. For more conserva- 
tive dressers brown calf, brown and black kid and 
plain white cloth in oxfords and straps with welted 
soles and heels ranging from 1 inch to 1144. Low heels 
will be popular in turn footwear as in welt. Welts 
for street wear and turns for afternoon and evening 
wear. For afternoon and evening wear strap patterns 
will predominate. In medium and high grades for dress 
footwear the Dorsay and quarter with instep strap will 
be popular. He expects whites to sell exceedingly well 
after April 1. . Wider toes have brought about lower 
and broader heels. A French Louis heel does not look 
well on a broad toe. Spanish, Louis or Cuban is bet- 
ter. The toes should harmonize with the heel. 


Style Committee Report 


R. D. Chastain, chairman of the Style Committee. 
in his report divided footwear inte several classes. He 
first discussed oxfords, then straps, and then tongue 
effects and side gores. Oxfords he subdivided into 
sports, brogues and regular patterns. Sport oxfords in 
various combinations of colors will be very strong. For 
Texas he recommends flexible leather soles rather than 
rubber soles because they are not so hot. Brogue ox- 
fords in calf and fabrics, as well as patent, look good 
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for the early season. Regular oxfords in kid leathers 
and in white fabric with heels ranging from 10 to 14 
eighths, and especially strong on 12 eights, will be 
strong. In strap effects both welts and turns will 
sell, welts being confined largely to the flat heel broad 
one-strap pattern. In the turns patents with low box 
heel, and also with Louis Jr., Louis and Spanish Louis 
heels, will be good, and about the same style in satins. 

It was the opinion of the committee that all-over 
suede would not sell as well as patent vamps and gray 
suede quarters. The committee would not recommend 
tongue effects, and believe side gores should be sold 
immediately and not repurchased. 


We Beg Your Pardon 


In the advertisement of the Crescent Shoe Co. of 
New York City, appearing in our February 4th issue, 
page 112, the following description appeared errone- 
ously: “No. 2005, sizes 24% to 7, English Toe, $2.40.’ 
The correct description is No. 2005, sizes 21% to 7, 
Broad Toe, $2.40. 


Meeting of R. R. S. D. 
T the weekly meeting of the Rochester Retail Shoe 
Dealers, held at the Chamber of Commerce on 
Tuesday, Jan. 31, the meeting was given over to a 
discussion of one of the greatest problems facing the 
retail merchants, that of “Stock Turnover.” P. M. 
Van Deventer of the Van Deventer stores explained 
the methods employed by his stores to obtain the great- 
est possible stock turnover, and then a general dis- 
cussion was held on the subject of “Stock Turnover.” 
E. J. Esser, one of Rochester’s oldest shoe merchants 
who has just recently sold his store to the F. G. Collins 
Shoe Co., attended the meeting and expressed his re- 
grets that he would no longer be associated with the 
boys, but hoped that from time to time he could drop 
in on the meetings. As a mark of appreciation of the 
splendid work done by Mr. Esser for the association 
he was presented with a box of the finest cigars. 
obtainable. 
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SAN FRANCISCO 


Working for Better Salesmanship 


Retail Shoe 


Clerks’ 


Association Starts 


Educational Campaign—Retail Shoe 
Merchants Considering Closer 
Co-operation Between Mer- 
chants and Salesforces 


HE Retail Shoe Clerks Associa- 
T tion of San Francisco is start- 
ing an educational campaign to 
promote better salesmanship. The re- 
tail shoe salesmen have been organ- 
ized for years past. Recently they 
have become very enthusiastic over 
the idea of increasing their efficiency. 
Prominent shoe merchants of the city 
are heartily in sympathy with the 
movement. The salesmen will hold 
meetings twice a month, where they 
will hear talks on salesmanship by 
shoe merchants and other successful 
members of the business who are able 
to speak from practical experience on 
the question of salesmanship. Several 
merchants have already volunteered 
their services and a series of interest- 
ing addresses will soon be arranged. 
F. J. Donworth of the Philadelphia 
Shoe Co. is president of the organiza- 
tion and E. A. Levy, also of the Phila- 
delphia, is secretary-treasurer. 

The California Retail Shoe Dealers’ 
Association is considering plans for a 
State-wide movement which would 
bring about closer co-operation be- 
tween shoe merchants and their sales- 
men. One of the aims of this move- 
ment would be to aid in fostering 
efficiency among the retail shoe sales- 
men. 


Los Angeles Convention Plans 


Max E. Sommer, secretary-treas- 
urer of the California Retail Shoe 
Dealers’ Association, states that a 
number of important measures are 
now coming up. For instance, the an- 
nual convention of the association 
takes place in Los Angeles early in 
June. This happens to be the week 
before the big national Shrine Con- 
vention in San Francisco. A million 
dollar entertainment fund is being 
raised to welcome the Shriners, as it 
is hoped to make the June, 1922, con- 
vention the greatest yet held. The 
retail shoe merchants, knowing that 
many Shriners who are shoe mer- 
chants will be coming to California, 
believe that quite a few of them would 
arrive a week earlier, in order to 
take in the State Retail Shoe Deal- 
ers’ Convention in Los Angeles, if 
sufficient inducements were offered. 
Plans, therefore, will soon be consid- 
ered to make the Los Angeles conven- 
tion a memorable one in the history 
of the association. 

The question of style exhibits at 


the Los Angeles convention is soon to 
be taken up. It was resolved, some 
time ago, not to hold exhibits, but the 
question, it seems, will not down, and 
it is to be given further considera- 
tion. The association is also formu- 
lating plans for having a regular 
standing intelligence committee. This 
committee may get out monthly bul- 
letins. More probably, however, it will 
send cards to members to tell them of 
any problems or of any important 
news coming before the trade. 


Al. Katschinski Honored 


Al. Katschinski, president of the 
California Retail Shoe Dealers’ As- 
sociation and second vice-president of 
the National Association, was given 
a banquet on Jan. 18 on his return 
from the national convention at Chi- 
cago. About fifty retail shoe mer- 
chants from San Francisco, Oakland, 
Sacramento, San Jose and other points 
gathered at Marquard’s Restaurant to 
hear their president describe his im- 
pressions of the Chicago convention. 
Max E. Sommer of Sommer & Kauf- 
man acted as toastmaster. Much en- 
thusiasm was aroused by the excellent 
talk made by Al. Katschinski. 

On Feb. 1, Al. Katschinski again 
left for the East in response to a call 
from Cleveland, Ohio, to attend a 
meeting of the officers and directors 
of the National Shoe Retailers’ Asso- 
ciation in his capacity of second vice- 
president. He was expected back at 
San Francisco headquarters of the 
Philadelphia Shoe Co. before the mid- 
dle of the month. Harold Katschinski, 
manager of the Philadelphia Shoe 
Store, Oakland, is taking a brief vaca- 
tion at St. Helena, Cal. 


Anxiety Regarding Styles 


There is considerable anxiety 
among retail shoe merchants regard- 
ing styles. In fact, the style question 
is considered largely responsible for 
the actual “less than cost” offerings 
that were made in some stores of high 
standing during January. Roy .Wha- 
lander, manager of the City of Paris 
shoe department, said: “The style sit- 
uation moves so fast that the mer- 
chant must clean out his stock. Later 
on, I think the customer will find that 
he has to spend a little more for 
shoes than he has been doing recent- 
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ly.” Mr. Whalander added that the 
City of Paris January sales were very 
successful and that February has 
opened most promisingly. 


Fashion Authorities Report 


The present style demand in San 
Francisco for women was summed up 
by H. A. Ballentine, manager for 
Hanan & Sons: “The goring patterns 
in patent leather, black satin and all- 
gray suéde are meeting with great 
favor among early spring shoppers. 
Another big factor is that there is 
a demand for a lower type of heels 
and turned soles. Patent leather shoes 
with gray suéde combinations are 
very good sellers at present. 

W. Russell Werner, manager of the 
men’s shoe department of the Frank 
Werner Co., speaking of the local de- 
mand in men’s shoes, said: “Square- 
toe effects are very good in men’s 
shoes. Black is the style at present. 
Patent leather is particularly good 
and I believe that black calf is going 
to rema:n in favor through the 
spring.” 


Semi-Annual Sales 


Among the stores that are holding 
successful semi-annual sales are Som- 
mer & Kaufman, the Frank Werner 
Co., the Davis Shoe Co., 29 Kearney 
Street; Peters Bros., the Bootery, the 
Walk Over stores, the Florsheim- 
Schaefer Shoe Co., the Royal Shoe 
Co., Bilsborough’s Shoe Store, Ba- 
ker’s, Rosenthal’s and several others. 


New Men’s Store 


The Frank Werner Co. opened its 
exclusive men’s store at 149 Mont- 
gomery Street, in the financial dis- 
trict, on Feb. 1, and the opening sales 
are reported to have been most prom- 
ising. Jerry O’Leary is the manager. 


Retail Store Activities 


A committee to devise ways and 
means to promote social activities 
among the staffs of both the Sommer 
& Kaufman stores has been appoint- 
ed. This committee consists of Edgar 
Caples, E. R. Whiting, George G. Bock 
and William E. Garren. In The Meas- 
ure Stick, the house organ of Som- 
mer & Kaufman, much space is de- 
voted to promoting general efficiency 
which is in line with the ideals and 
policy of the firm. The little paper 
is very popular among members of 
the staff. 


Sympathies to Frank More 


Elizabeth L. More, wife of Frank 
L. More, well known San Francisco 
shoe man, was killed late in January 
while crossing Geary Street. An au- 
tomobile driven by Mrs. Theodore 
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Roche, wife of the president of the 
Police Commission, ran Mrs. More 
down at 8.30 p. m. A passing auto- 
mobile hurried the victim of the acci- 
dent to the French Hospital, where 
she passed away soon after. Mrs. 
More was only thirty-one years of age 
and profound sympathy is felt for 
Frank L. More. He had formerly been 
buyer in the women’s department for 
the Frank Werner Store. For some 
time past he has been preparing to 
open a women’s and children’s shoe 
store of his own on Geary street, about 
March 1. Both Mr. and Mrs. More 
were well known socially and the fatal 
accident was a great shock to the many 
friends of the couple. 
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San Francisco Brieflets 

Carter & Rule, Inc., have taken a 
lease on the building at 469 Twelfth 
Street, Oakland, formerly occupied by 
Rosenthal’s, Inc. They are running an 
exclusive women’s and children’s shoe 
store. 

Harry Gibson, manager of the 
White House shoe department, re- 
turned from the Chicago convention 
full of enthusiasm for the excellent 
style displays he witnessed there. 
Carol Wells, proprietor of the City of 
Paris shoe department, has also re- 
turned from a buying trip East. 

Ernest Lancaster, formerly with 
Rosenthal’s, has joined the sales force 
of the City of Paris. 


CINCINNATI 


Manufacturers Note Healthier Conditions 
Reconstruction Well Under Way 


HE local branch of R. G. Dun 
& Co. stated in its weekly re- 
view last week: 

“Drastic liquidation in most 
branches of the shoe industry oc- 
curred prior to 1921, and the past 
year was a period of reconstruction. 
Gross business was within 25 per cent 
of sales for the previous year, and a 
reduction in selling prices of 25 per 
cent to 30 per cent was due to cheaper 
materials and a lessening demand 
for expensive footwear. So far this sea- 

‘son, shipments are in excess of 1921, 
but this is attributed largely to dry 
open weather. Retailers have bought 
conservatively and this is expected to 
continue for some months. The de- 
mand is largely for shoes retailing 
for $5 and $6. 

“Tanners of upper leathers report 
that the gross business for 1921 was 
less than the previous year, but sales 
in units showed an increase, while 
manufacturing was cut fully 50 per 
cent. Plants in this branch of the in- 
dustry are runinng practically at full 
time in anticipation of gradually im- 
proved business as the year advances. 
Shoe factories in general are operat- 
ing from 60 per cent to 70 per cent 
of normal. One prominent local con- 
cern specializing’ in women’s style 
wear is entirely sold up and running 
to full capacity. No further declines 
of consequence are in prospect unless 
a readjustment of labor costs is 
effected when the present agreement 
with workers terminates this coming 
April.” 


Cincinnati Business Men Take Trade 
Expansion Trip 

More than 100 Cincinnati manu- 

facturers and business men, among 

whom are representatives of the local 

shoe industry, has signed up for a 





trade expansion trip to Mexico. The 
trip and all preparations for it are 
under the supervision of the Cin- 
cinnati Chamber of Commerce. The 
party will leave Cincinnati on special 
Pullman cars on March 11. It is 
scheduled to return by April 7. The 
cities of New Orleans and San Antonio 
will be visited before leaving the 
United States by Laredo, Tex. The 
first stop of importance in Mexico will 
be Mexico City, where the party will 
remain five days. The intinerary then 


will include Guanajuato, Lake 
Chapala, Guadalajara, Agua Calli- 
entes, San Luis Potosi, Tampico, 


Monterey, San Antonio, Tex., Houston, 
Galveston. 





Goes With Vulcan 
Last Co. 


W. J. “Bill” Denny, who is known 
as one of the leading last salesmen 
in the country, has become associated 
with the Vulcan Last Company, Ports- 
mouth, Ohio, and also of St. Louis. 
For the past two years “Bill” has 
represented the United Last Com- 
pany in this territory. Prior to that 
time he was with the Rehbun Last 
Company, Cincinnati. His offices are 
located at 803 Sycamore Street. 


“Bill” Denny 


Manufacturers See Improvement 


After somewhat of an unseasonable 
lull during the first part of February 
and during which the orders received 
by the manufacturers here were un- 
usually small in size, a very favorable 
change for the better has been no- 
ticed. Merchants, though still buying 
with caution, are placing orders that 
are decidedly larger and covering a 
greater range of styles and patterns, 
which indicates that they are looking 
ahead to a healthy spring business. 
The opinion that prices have reached 
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the bottom in footwear at wholesale 
is obviously becoming more prevalent 
and, according to many of the local 
manufacturers, the retailers are dis- 
playing more confidence; they are 
showing a lesser degree of hesitancy 
in placing orders. . 


Morris Sichel Plans to Visit Europe 


Morris Sichel, secretary of the 
Sachs Shoe Manufacturing Co., has 
been spending the past month on the 
Pacific Coast. He expects to return 
the first part of March, when he will 
make preparations for a trip to 
Europe for the purpose of studying 
economic conditions. 


W. C. Kenney, well known in retail 
shoe circles, having been connected 
with the Regal Shoe Company for 
eighteen years, and for the past six 
months temporarily with the local 
Bostonian Shoe Store, has gone to 
Baltimore, where he will manage a 
Bostonian store. 


Seattle Business Conditions 
Unchanged 


ENERALLY speaking, there 

has been little change in 

business conditions in Seat- 
tle over January, but while there is 
nothing really tangible upon which to 
base this feeling, optimism is ex- 
pressed on every hand. Merchants in 
various lines declare their pre-inven- 
tory sales show satisfactory totals, in 
many instances larger than for Jan- 
uary one year ago. These annual 
sales are considered by retailers an 
accurate barometer of business. Col- 
lections are reported slow in practi- 
cally every line, but this condition is 
attributed largely to the fact that it is 
income tax time. 


Trouble Looms in Southwest Wash- 
ington 


From the lumber industry of the 
State of Washington, particularly in 
the southwest part of the state, is 
heard a rumbling undertone of unrest. 
As lumber is the economic backbone 
of the Pacific Northwest, anything 
which affects it is of vital concern. 
Wages have reached the lowest point 
in several years, while lumber work- 
ers are said to be still paying war- 
time prices for board and lodging. 
Similar unrest, although of different 
origin, existed in 1907 and again in 
1916, and offered a fertile field for 
trouble making elements. Rather than 
again play into the hands of radical 
agitators, it is rumored, many large 
logging operators prefer to close 
down. Economists who. declare in- 
creased production is the sole.road to 
prosperity will point to the present 
aggravated unemployment situation 











84 


and consider the lumbermen’s contem- 
plated move as a dangerous experi- 
ment. 


Seattle Enforces New Health Code 


At a time when 25 per cent of the 
personnel of Seattle stores are con- 
fined to their homes by a recurrence 
of influenza, which made its reappear- 
ance in this city the middle of Janu- 
ary, local retailers have been notified 
by the State Board of Health to en- 
force the recently enacted Regulation 
58, health law regulating non-return- 
able merchandise such as wearing ap- 
parel of any description and certain 
other articles. It has been intimated 
that the state board will from time to 
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time maintain a check upon Washing- 
ton merchants to see if they are obey- 
ing the law. Through the retail trade 
bureau of the Seattle Chamber of 
Commerce, all Seattle retailers have 
been notified to observe the law. Ow- 
ing to the liberal policy which has 
been in force for many years locally, 
the public has become habituated to 
the practice of making returns, ac- 
cording to Harold N. Moore, directory 
of the retail trade bureau. It is felt, 
however, that little difficulty will be 
experienced in putting the law into 
effect, since a full explanation has 
been offered the public and the rea- 
sonableness of the measure is appar- 
ent to all. 


ST. LOUIS 


Retail Business Spotted 


Some Stores Show Improvement—Others 
Remain at Previous Level 


HE business of the retail shoe 

merchant during the past week 
has two distinctive angles. Some 
few stores reported an improvement 
in point of sales. Others stated that 
business was at the same level of the 
previous week. None of the latter 
however omitted to remark that no 
back-slide was experienced. There is 
a tone of optimism even among those 
who failed to make a gain on the week 
before. This attitude is created by 
the fact that most of these merchants 
are still in the house-cleaning stage. 
They have for the most part placed 
no selling pressure on spring styles, 
fitting only those customers who have 
requested spring footwear. It is 
hoped that this condition will make 
buying unusually active when the sell- 
ing effort will be concentrated on the 
spring line. 

The stores that have closed the 
week’s business with an upward ten- 
dency have brought about this situa- 
tion through the forcing of spring 
footwear. In these stores the buying 
has been enthusiastic. One of the 
largest retailers in the “shoe belt” 
stated that on low heeled patent broad 
one-strap pumps it was impossible to 
get enough of them to satisfy the ap- 
petite created for this particular 
style. 

A close survey of present indica- 
tions as to what will be the best bet 
when the season really opens, the 
unanimous opinion is centered on just 
one style for preference. 

Patent leather, of course, leads all 
styles and leathers and is being shown 
in four ways. 

Welt oxfords, with low military or 
cuban heels and blutcher effect, ap- 
pears to be the popular pattern in 





this market. The tendency is toward 
more conservative effects in the punch- 
ing. A perforated tip with some per- 
forations across the saddle constitutes 
a greater percentage of the trimming. 

Patent strap stuff in the cut-out 
styles is having some call and the 
delicate two-strap with deep slashes 
and cut-outs around the quarter and 
collar receives preference in this field. 
The heel heights vary as to prefer- 
ence in many stores. Some are 
choosing full Louis heels while others 
are for the lower levels with more 
support. 

Combination effects in patent and 
gray suede are having a vigorous call 
and it is predicted that combination 
effects will lead the field as the 
weather becomes milder. 

The present choice of a majority of 
the stores as to the best seller is placed 
on a broad button or adjustable buckle 
one-strap with a flat 8/8 heel. For 
the present at least this is the pre- 
dominating style, in the shiny shoe 
realm. This is also being displayed 
in under-lay designs of green and red 
which follow around the collar. The 
same pattern is usually carried in a 
combination gray suede quarter, with 
patent leather vamp. In this type, 
however, the tendency for a slightly 
higher heel is apparent. 

Satin, conservative and pretty, is 
following right along in the current of 
fashion. There seems to be no doubt 
that satin is second choice of the 
feminine sex in their selection of 
spring footwear. Strap patterns pre- 
vail in this light airy footwear. Some 
styles are built on the low heeled 
broad button or buckle one-strap, 
while others are of the more delicate 
strap variety, featuring ankle and 
waist straps. 


SHOE RECORDER 





February 25, 1922 


Cut-outs and cut-downs to the shank 
are the principal lines observed in 
most patterns. Of course heels as- 
cend considerable on this type of shoe. 
It is whispered that orders have al- 
ready been pleced for some combina- 
tion effects in patent and satin. This 
of course in the low heel, broad oné- 
strap again. 

These two styles of patent first and 
satin second are positive at least for 
the present. Whatever veneration 
side-goring styles expect to receive, 
nothing has been noted in the call. 
While all the stores are featuring a 
few styles, there seems no apparent 
demand for these shoes. 


Some Activity Noted in Men’s 
Business 
The men’s end of the business 


jumped ahead during the past week. 
The leap, however, not phenomenal, 
but sufficient enough to believe that 
this buying flurry will continue now 
without a let-up. On Saturday a 
round of the retail stores, catering 
to both men and women, found more 
men being fitted than women. Not a 
few oxfords were being disposed of, 
the majority of which were of the 
brown hues. Many oxfords of the 
brogue effects left over from last sea- 
son are now being cleaned-up. The 
extreme punching and perforations 
are fast waning and being replaced 
with more of the conservative styles. 
Plain toes seem apparent on the new 
patterns and not so much of the 
“doggy” appearances of last seasot. 
Tan calf is expected to be the pre- 
ference, but in the .present selling 
some calls have been heard for black. 
Not. much is predicted for grained 
leathers. Whether or not patent 
leather oxfords will receive any pa- 
tronage no one wishes to commit 
himself. 


Seventy Attend Dinner Dance of 


Swope Employes 


Seventy members and guests at- 
tended the annual dinner dance of the 
Swope Shoe Co.’s Employees’ Associ- 
ation at the City Club Thursday 
evening, Feb. 9. 

Speeches were made by Horace 
Swope, secretary, and Arthur Ebbs, 
vice-president of the organization. 

The dinner dance, the second given 
by the Employees’ Association, com- 
memorates the seventy-third birthday 
of Meier Swope. The first meeting 
held was on April 7, 1920. A tenta- 
tive plan was formed at that time 
for holding of annual meetings. 

Besides the speeches, the program 
for the night’s entertainment con- 
sisted of singing and dancing. Prizes 
were given for a silent dance, a fox 
trot and a waltz. The music was do- 
nated by Swope Shoe Co. 
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Pioneer Shoe Man Killed by Auto- 
mobile 


Fred Schwartzenbach, 57 years of 
age, a pioneer in the shoe business in 
East St. Louis, was killed instantly 
by an automobile Tuesday night, Feb. 
9, in front of his home at 1413a State 
Street, East So. Louis. Schwartzen- 
bach was a veteran in the retail shoe 
business for the past thirty years. 
He started in business with his father 
in Belleville and finally opened a store 
in East St. Louis, where he conducted 
one of the prominent retail stores of 
that city for years. For the last five 
years he was employed at Huette’s 
Sixth Street store in St. Louis. He 
leaves a wife, two daughters and a 
son. 

Robt. Huette and Oscar Horn, floor 
manager of Huette’s Sixth Street 
store, were honorary pallbearers. 


Manufacturers Doing Capacity Busi- 
ness for Easter Delivery 


Practically all manufacturers are 
running their factories to capacity 
attempting to fill orders in time for 
the Easter business. This is especi- 
ally true of the novelty manufactur- 
ers, who for the most part are book- 
ing no more business for Easter de- 
livery. Some of these manufacturers 
are sold up until May 15 while others 
have delivery dates up to April and 
the ist of May. This condition is 
due partly to the enormous amount of 
business booked in Chicago at the 
convention. St. Louis manufacturers 
and wholesalers all did remarkable 
business at the convention. One of 
the big novelty manufacturers actual- 
ly sold at the convention 76,000 pairs 
of shoes. These figures seem astound- 
ing, but their authenticity has been 
verified from two or three angles. 

A manufacturer stated that they 
had turned down again as much busi- 
ness as they have booked, because of 
their inabality to make deliveries be- 
fore Easter. While these facts are 
some of the exceptional cases, there 
exists a healthy tone throughout the 
manufacturing trade. 

One of the large general line houses 
has shown a phenomenal gain in ship- 
ments over the same period of last 
year of something like 75 or 80 per 
cent. The dollars and cents increase 
of the year previous is a figure that 
is more than a few millions of dol- 
lars. One particular note observed 
in the orders coming in is that retail 
shoe merchants are not buying the 
volume they have in the past. The 
unit order doesn’t show the number of 
pairs it did a year or so ago. Mer- 
chants are apparently buying smaller 
quantities but doing their purchasing 
oftener. This of course assures their 
stocks of being fresher and sweeter 
than if they plunged on one style and 
were stuck with the lot. 
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Patent leather in oxfords and straps 
has first call in the demand. Oxfords 
and the broad one-straps are showing 
wide favor among the merchants 
throughout the trade territory. Com- 
bination effects are expected to gain 
in popularity as the more favorable 
weather approaches. There is a 
pointed indication that low heels will 
receive preference in most of these 
styles. However, some of the pat- 
terns are being shown with cuban and 
spanish Louis influences, and the us- 
ual Junior Louis heel types. 

The latter mentioned type of heel 
of course is carried more on the dress 
patterns and the delicate cut-out two- 
straps of which there are quite a few 
patterns being seen. Satin is being 
bought in good quantities in one strap 
with low heels and the two straps 
with higher heel heights. 

Some of the big general line manu- 
facturers who seldom play a style un- 
less assured of a positive demand have 
placed sport oxfords of smoked horse 
and smoked elk, trimmed with ma- 
hogany, in the line. Rubber bottoms 
are carried, but majority are available 
with leather bottoms if desired. A 
big demand is predicted for this style 
and all the manufacturers are carry- 
ing few patterns in the line. 

Tan calf oxfords will represent a 
goodly portion of the general business. 
Some pretty two-tone effects in ox- 
fords have been worked out by some 
of the larger manufacturers. The 
men’s end of the division is holding 
up satisfactorily. Exclusive manufac- 


. turers of men’s shoes are selling all 


the shoes that their factories can pro- 
duce. There is a decided tendency for 
more modified effects and designs and 
the brogue oxfords of last season are 
rapidly being supplanted by the plain 
patterns. Patent leather oxfords for 
men with an apron of dull calf is one 
of the newest developments of one of 
the high grade manufacturers. 


Sales-Manager Strayer Leaves on 
Extended Trip 


Chas. Strayer. sales-manager of 
Johansen Bros. Shoe Co., is going on 
a business triv through some of the 
larger cities of thé South. After com- 
pleting his business he will go to Al- 
toona. Pa., to attend the Pennsylvania 
Retail Shoe Dealers Convention. which 
will be held in that city on Feb. 20 
and 21. 

Strayer expects to be back in St. 
Louis in time to participate in the 
sales-conference which will be held 
with the entire selling force of the 
Johansen organization starting Feb. 
28 and terminating March 3. 


Vogue Boot Shop Ahead of Last 
Year’s Business 
No less an authority than S. Crasil- 


neck, one of the proprietors of the 
Vogue Boot Shop, is responsible for 
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the statement that January of this 
year showed an increase over the same 
month of a year ago of at least 40 
per cent. This is partly due to the 
fact that the store has only been 
opened about eighteen months and the 
location has grown and become known 
in proportion with the business. Cra- 
silneck also stated that the dollars 
and cents volume was considerable 
above the last year period. 


LOS ANGELES 
Signs of Early Spring 


Many New Styles—Patent Sandals 
Much in Evidence 

N early spring season is pre- 

dicted for Los Angeles, and 
from all indications is very near at 
hand. Milady is already wearing her 
new straw millinery, and it is up to 
the shoe merchant to see that she 
gets her foot “millinery” early. There 
is practically no cold-weather shoe 
buying in this section, and during the 
past season the demand has kept up 
pretty well on strap designs and on 
the novelty types. Only occasional 
rains brought calls for oxfords and 
rubbers. We hear on all sides that 
this is going to be the biggest sport 
season ever, and as sport and novelty 
styles are our biggest all-the-year 
sellers the merchants anticipate a 
good season ahead. 


New Shoes Arriving Daily 


The new shoes are coming in daily 
and a peep into the shops reveal many 
fascinating styles. Satins figure quite 
prominently in strap effects. At 
Gude’s we see some pumps of black 
satin with black brocaded satin quar- 
ters, and satin slashed tongue effects 
with side goring. Patent sandals are 
very much in evidence. We see a 
number of block heels on street models 
and are told these are the very new- 
est. Beige and gray quarters and 
patent vamps are appearing in the 
dressier models. 

In oxfords the sport styles prevail. 
A great variety of combinations are 
seen, usually the light-color vamps 
and quarters and patent or calf sad- 
dles and aprons. There is always a 
strong call for this type of shoe. 


The Bootery Is Showing Some New 
Hose 


At the Bootery we are shown the 
latest hose conceits. The knicker hose 
is a new arrival. It is of spun silk 
and has a cord to tie just beneath the 
knee. Then there are the “rollettes,” 
which have an elastic top and reach 
just below the knee. Curiously 
enough, we hear at the Bootery that 
it is principally the middle-aged ladies 
(instead of the chickens) who buy 
these hose. Whether they buy them 
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for themselves or for their daughters 
is food for thought. 


Gude’s Lose One Manager and Gain 
Another 


Mr. Jess Thompson has left for Salt 
Lake City to take up his new duties 
as manager of the Hunter-Thompson 
Shoe Company of that city. The Gude 
organization were all sorry to see him 
go, and gave him a little testimonial 
of the high esteem in which he is 
held by them before his departure. 
Mr. Harry Edwards, a shoe man from 
Seattle, will take Mr. Thompson’s 
place as general manager at Gude’s. 


Mr. Charles McWilliams Makes a 
Change 


Mr. Charles R. McWilliams has ac- 
cepted a position with the A. E. Net- 
tleton Company, Syracuse, as general 
manager of all their retail stores and 
general sales manager for the factory. 
This will necessitate his leaving Cal- 
ifornia and moving his family to the 
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East. However, he will retain his in- 
terest in the two Nettleton stores here. 
He has resigned as president of the 
Los Angeles Shoe Retailers, vice-pres- 
ident of the California Shoe Retail- 
ers’ Association, president of the L. A. 
Shoe Travelers’ Club and chairman 
of the shoe convention to be held in 
Los Angeles in June. 


Business Picking Up Gradually 


Sales are picking up gradually. 
Some of the stores report all the busi- 
ness they can handle, while others 
complain of the quiet. A great deal 
depends upon location. In the whole- 
sale district a great deal of activity 
is being shown getting the sample 
lines out and preparing for early busi- 
ness. The lines this season are more 
beautiful and complete than ever and 
a great deal of interest is being 
evinced by merchants in the new shoes. 
Real buying has not started in yet, 
but it is expected that in a few weeks 
orders will be coming in freely from 
off the territories. 


DETROIT 


Business Quiets Down 


Usual February Slump Arrives as Per 
Schedule 


HE usual February quiet spell 

has Detroit in its grip. Sales 
are being continued in many stores 
but the response is not as good as 
during January. Clearance sales have 
been going on for a considerably 
longer period than in former years, 
and it is not to be wondered at that 
the public will not respond as readily 
as when the exceptional bargains were 
first offered early in January. 

Spring lines are appearing in some 
of the windows; the J. L. Hudson Co. 
have had a spring shoe window dis- 
play since early in January, a number 
of different displays being made dur- 
ing that time. 

The Newcomb Endicott Co. had an 
exceptional display of women’s styles 
lines early in February. The back- 
grounds of the windows in this store 
are a beautiful mahogany. In the cen- 
ter of this background a tall pane! of 
brocaded material in blue and gold is 
set in a frame of brilliant blue, bor- 
dering on an Alice shade. At the base 
of this panel, silk of a corresponding 
shade is puffed. Running from mahog- 
any fixtures, shoe stands on plateaux, 
which form units on each side of the 
window blue silk is also draped and 
puffed on the floor. In front of the 
panel a tall wicker flower basket filled 
with foliage and fancy flowers stands 
as a beacon of attraction. The show 
ecard in this window reads: “Clever 
Styles from the Shoe Department.” 

The Queen Quality shoe store had 


two attractive Valentine displays. The 
permanent backgrounds of these win- 


dows are built in panels, old ivory in - 


color. These panels are filled in with 
a covering of cream paper. In the 
center of each panel a heart appears, 
in the middle of which a photo of a 
beautiful movie star was placed. Other 
hearts cut out of red paper were ar- 
ranged in graduated form above and 
below the large center heart. Show 
cards having a red heart pierced with 
a golden dart cut out at the top added 
to the attractiveness of these windows. 


Retail Shoe Dealers Association 


The annual meeting for election of 
officers of the Detroit Retail Shoe 
Dealers Association will be held on 
Tuesday, March 14. This meeting will 
be of great importance, as much busi- 

The matter of a Spring Style Show 
is under advisement among the down- 
town shoe dealers. Many who co- 
operated in the Fall Style Show were 
so well pleased with the resulting busi- 
ness that they are urging the mer- 
chants to adopt the Style Show as a 
permanent feature of their spring and 
fall advertising campaign. 

Merchants who are not so keen for 
a Style Show are suggesting that a 
certain week be selected as Spring 
Shoe Style Week, and that all co-op- 
erate to make it a distinctive time 
for the purchase of the newer spring 
styles. 
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R. H. Fyfe & Co., Readjust Prices 


R. H. Fyfe & Co. have announced to 
the general public a readjustment of 
prices to conform with the present 
market. The announcement follows: 

“We take pleasure in announcing a 
general readjustment of prices to con- 
form with present levels in the whole- 
sale market. 

“This is in accordance with our pol- 
icy of selling shoes, hosiery and sun- 
dries at the smallest possible margin 
of profit consistent with good mer- 
chandising and good service. 

“Nearly all prices have been sub- 
stantially lowered, and our complete 
stock for men, women and children 
is now marked on the basis of present 
cost of replacement. 

“We believe our customers will ap- 
preciate the important savings thus 
made possible.” 


Good Shoes Cheap in Detroit 


If the public realized some of the 
values being offered by many Detroit 
Shoe stores it is just possible that 
these stores would be mobbed instead 
of having to wait patiently for a little 
additional business. The Becker Shoe 
company is offering over 1000 pairs 
of men’s shoes in button and lace at 
$1.95 and $2.95, shoes that formerly 
sold for five times these prices. High 
cut women’s shoes have been offered 
as low as 95c. per pair, reminding us 
of the old-time cut prices the people 
are so eagerly looking forward to. 

Other stores have been offering 
equally as startling values without 
getting a very startling response to 
their advertisements. It is true that 
it is between seasons and that these 
lines are probably much broken in 
sizes, etc., but when these lots are 
gone what will the people find at such 
low prices again? 


New Shoe Stores are Many 


A great many new shoe stores are 
to open in Detroit this spring. As 
already announced in these columns 
three or more new Emerson stores are 
to be opened as soon as the fittings 
can be manufactured for them. Sev- 
eral W. L. Douglas Shoe stores are 
being opened, one of which was opened 
the first of February at 2035 Wood- 
ward Avenue, just above Fyfe’s big 
store. The new store is well located 
and has a very attractive front of the 
vestibule type, the door of the store 
being set in seventeen feet from the 
street line. This gives two windows 
this length and about five feet or more 
in depth. Some display space! 

J. E. Wilson, formerly manager of 
the Walk-Over stores, who recently 
sold out his interests to go into busi- 
ness for himself will open a store for 
men in the Baumgartner building. 
The ground floor of this building 
houses one of the largest most ex- 
clusive clothing and haberdashery 
lines to be found in Detroit. The new 
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shoe department is to occupy the base- 
ment and will carry a good line of 
men’s shoes. 

Hanan & Sons will open a store 
at 40 Adams Avenue in the new Stroh 
Building. This is also just a few 
doors from Fyfe’s. This store will 
be opened early in the spring. 

A new firm with a women’s shoe 
department on the main floor at 1412 
Woodward Avenue has been opened 
under the firm name, Alben’s. The 
new firm offers two “get acquainted 
lots” priced at $3.50 and $5.00, includ- 
ing “Black Satin, Black Patent, 
Brown Calf, Black Calf, Brown Kid 
and Black Kid One-strap, Two-strap, 
Lace Oxfords, Jazz Oxfords, Louis 
Heels, French Heels, Military Heels 
and Cuban Heels.” 


C. H. Baker Remodels Store 


C. H. Baker, who purchased the 
business of the Lindke Shoe Co., last 
fall have made extensive changes in 
the store. On the main floor a new 
stairway has been installed, doing 
away with a balcony over the elevator 
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entrance which was occupied by a 
shoe-shine parlor, and the hosiery de- 
partment which was housed at the left 
of the elevator. 

The second floor is being remodeled 
to house the women’s lines. When 
completed this will be one of the hand- 
somest show rooms in the entire coun- 
try. The third floor will be remodeled 
to make the children’s department 
more efficient and attractive. The shoe 
shine parlor, general offices and stock 
room are located on the fourth floor. 

The finish throughout is dark wal- 
nut. Cartons wil be green with small 
white labels centered on the face of 
the carton. 

A cashier and bundle-wrapper has 
been installed on each floor doing 
away with the tube system which car- 
ried the sales checks and cash to the 
cashier on the top floor of the build- 
ing. The new system will aid in con- 
serving the time of both customer 
and salesman. 

A large electric sign has also been 
placed over the main entrance. 

A. E. EDGAR. 


MILWAUKEE 


Spring Merchandise Selling in Volume 


Weather Has Been Unfavorable for 
Seasonable Goods 


HILE the boot and shoe 

trade is still devoting much 
attention to purging its retail 
stocks of odds and ends and “old 
stuff,” it is not neglecting the regular 
promotion of up-to-date merchandise. 
By this time the clearing sale effort 
has come to be largely a matter of 
making bargains leaders to attract 
the public to the shops. In this di- 
rection good success is being achieved. 


Weather Conditions Favorable 


This has been one of the finest 
winter seasons in years, so far as the 
taste of the public goes. Most of the 
winter has been one of fair weather, 
with plenty of above-freezing tem- 
peratures to offset sub-zero waves. 
Within a radius of sixty or seventy 
miles of Milwaukee there has been 
very little snow. Naturally such con- 
ditions are unseasonable from the ap- 
parel merchants’ point of view, for 
strictly seasonable goods have moved 
slowly. 





Style Goods Selling 


On the other hand, boot and shoe 
merchants have profited probably 
more than other classes of dealers by 
being able to sell spring goods in vol- 
ume rather earlier than customary 
for immediate wear. But thé sequence 
of warm waves following cold spells 


has made the course of trade rather 
choppy, due to the sharp reactions 
from equally sharp . temperature 
changes. Naturally the present 
vogue of pumps and oxfords has made 
boot business of small proportions, 
but the shrinkage in trade in high 
cuts has been accentuated by the 
vagaries of weather this winter which 
has made life in Milwaukee probably 
more pleasant than it is in California 
or Florida. 


Opens Downtown House 


Carl F. Mayer, 88 Garfield Avenue, 
Milwaukee, wholesale dealer in boots 
and shoes, has opened downtown head- 
quarters and show rooms at 286 East 
Water Street, to be better able to 
handle his growing patronage. Mr. 
Mayer specializes in ladies’ popular- 
priced McKays and welts, but with 
more room and better facilities expects 
also to extend the scope of his other 
lines. 


Change Store Name 


The Lewis Boot Shop, Oshkosh, 
Wis., specializing in Walk-Over foot- 
wear, has recently changed its name 
to the Petot Shoe Co. in order to 
make it conform to the style of nine 
other retail stores in a chain of which 
C. E. Petot of Cleveland, Ohio, is the 
guiding head. The Oshkosh store 
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originally was known as the Lewis 
& Petot Walk-Over Boot Shop. It is 
managed by B. C. Lewis, who is a 
brother-in-law to Mr. Petot. The 
change of name involves no change in 
ownership, management or policy. 


Fond du Lac Store Moves 


The J. L. Kern Shoe Co., 5 North 
Main Street, Fond du Lac, Wis., will 
be obliged to vacate its present quar- 
ters March 31, the ground being part 
of the site of a new $400,000 hotel 
building to be erected by a local 
syndicate. A new store at 30 North 
Main Street has been leased and as 
soon as present tenants vacate, ex- 
tensive remodeling will be under- 
taken. 





New Store at Waukesha 


George Harris, formerly of Mil- 
waukee, who purchased the Kennison 
Shoe Store at Waukesha, Wis., about 
eight months ago, later selling it to 
Cohan Bros., has concluded arrange- 
ments to open in a new location at 
Lincoln and Hartwell Avenues. It 
will be operated as The Harris 
Bootery and will feature a complete 
repair department as well as carry- 
ing a general line of ladies’, men’s 
and children’s merchandise. 





Gleue Bros. Sell One Store 


Gleue Bros., Inc., operating retail 
shoe stores at Wisconsin Rapids, 
Viroqua, Madison and Clintonville, 
Wis., have disposed of the Clintonville 
store to Frank Luzenski, of Wisconsin 
Rapids, a boot and shoe merchandiser 
of wide experience. 


To Add Shoe Section 


The Two Rivers Mercantile Co. of 
Two Rivers, Wis., which has been spe- 
cializing in women’s ready-to-wear ap- 
parel, is enlarging and remodeling its 
store and converting it into a com- 
plete department store. The changes 
contemplate the addition of a shoe 
section which will feature ladies’ foot- 
wear. 





Tanners State Position 


The proposal made that the City of 
Milwaukee build a water filtration 
plant at an estimated cost of $5,000,- 
000 is being sharply opposed by a 
great many business and professional 
men and other citizens, who deem it 
unnecessary and adding to the already 
heavy taxation burden. The city is 
now engaged in building a new 
sewerage system dnd a sewage dis- 
posal plant to be completed in 1924 
and cost $23,000,000. John A. Wil- 
son, chief chemist of the A. F. Gallun 
& Sons Co., one of the leading tannery 
concerns, contends with others that a 
filtration plant of the character 
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planned for Milwaukee would serious- 
ly injure the industry. 


Old Concern Retires 

The Runge Mercantile Co., since 
1894 doing business as general mer- 
chants at 1319 Main Street in Merrill, 
Wis., has decided to discontinue and 
will make disposition of its entire 
stock at once. The late F. J. Runge 
founded the business, and his son, 
F. C. Runge, entered it in 1899, in- 
corporating it in 1913 with $20,000 
capital. 


Racine Clubs Merged 


The Association of Commerce of 
Racine, Wis., has been organized as 
a consolidation of a number of busi- 
ness and professional men’s societies, 
including the Racine Commercial Club, 


Retail Merchants’ Association, and 
about four community clubs. The 
membership is in éxcess of 1000. 


Racine is the second largest city in 
Wisconsin and has a population of 
55,000. 


A. of C. 


J. G. Kissinger, a prominent whole- 
sale dealer in knit goods, was elected 
president of the Milwaukee Associ- 
ation of Commerce, succeeding Walter 
C. Carlson, president of the Milwaukee 
Paper Box Co., who served two terms. 
New directors include Carl Herzfeld, 
vice-president of the Boston Store, 
and Albert T. Friedmann, president 
of Edward Schuster & Co., operating 
three large department stores. 
Friends in the membership presented 
Mr. Carlson a Scottish Rite Masonic 
ring, set with diamonds, costing $10,- 
000, in appreciation of his service. 


Kissinger Heads M. 


Waukesha Store Enlarged 


The Quality Shoe Shop, 328 West 
Main Street, Waukesha, Wis., has 
completed the work of remodeling 
and enlarging its store, which is now 
hailed as one of the finest in Wis- 
consin and creditable to metropolitan 
cities. G. J. Wheeler, owner and 
active manager, has provided more 
stock room in order to carry a much 
wider line and run of sizes and widths, 
the lack of which in the shops in the 
smaller cities has frequently caused 
a loss of business to large city stores 
in the past. 


Some Gleue Improvements 


Gleue Bro., Inc., Wisconsin Rapids, 
Wis., are remodeling the shoe repair 
department and rear store room. The 
offices and repair shop are being ar- 
ranged more compactly to afford room 
for a new display window facing Vine 
Street, together with a fitting depart- 
for moderate-priced merchan- 


ment 
dise. 
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New Manager and Buyer for 
Gimbel Bros., Milwaukee 


Charles E. Collar, one of the best 
known men in the retail boot and shoe 
trade of Milwaukee and Wisconsin, 
to-day assumed new duties as manager 
and buyer of the shoe department of 
Gimbel Bros., Milwaukee, handling 
women’s, men’s and children’s foot- 





CHARLES E. COLLAR 


New Manager and Buyer for Gimbel 
Bros. Shoe Department 


wear. Mr. Collar takes the place of 
L. D. Roth, who resigned Feb. 1 and 
has returned to Minneapolis, where 
he was connected with the L. S. 
Donaldson Co. before coming to Mil- 
waukee about eighteen months ago. 

Although still a comparatively 
young man, Mr. Collar has the dis- 
tinction of having already spent more 
than a quarter of a century in the 
retail shoe trade. He started work 
as a clerk twenty-six years ago at 
Appleton, Wis., his native city. In 
1911 he resigned connections with the 
H. F. Heckert Shoe Co. to accept a 
position with the S. J. Brouwer Shoe 
Co. at Milwaukee, where he estab- 
lished an enviable reputation. His 
broadest experience was as buyer, and 
in this line Mr. Collar specialized in 
ladies’ shoes, although handling other 
lines as well. 

Gimbel Bros.’ Milwaukee store 
handled a general line of footwear and 
maintains a large department. Mr. 
Collar intends to build it up to a still 
larger extent by featuring quality 
merchandise and service. 

The Brouwer: store organization 
tendered Mr. Collar a farewell ban- 
quet on Friday evening and presented 
him with a testimonial of esteem. 

Mr. Collar is a veteran of the 
Spanish-American War, serving in 
Cuba and Porto Rico and principal 
musician of the Second Wisconsin 
Regiment Band. He is a member of 
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the Knights of Columbus and the 
Catholic Order of Foresters and is 
pursuing his music as recreation by 
playing cornet with the Milwaukee 
K. of C. Military Band. He is married 
and has two children, his son being 
now engaged in learning the shoe 
business with the Rich Shoe Co. of 
Milwaukee, and his daughter attend- 
ing Washington High School. 


Connecticut Jobber Predicts 
Good Times 


Joseph H. Small, president of the 
J. H. Small Shoe Company, shoe 
wholesalers of Bridgeport, Conn., 
says that times are on the mend. Re- 
ferring to Bridgeport directly, this 
city was called during the war the 
“Essen of America,” and rightly so, 
but it was one of the first cities in 
the East to feel the effects of the 
slump. However, to-day it is slowly 
returning to normalcy and its indus- 
tries are working almost full time. 
The workmen here have accepted their 
part of the readjustment willingly 
and quickly, thereby being employed 
continuously. A year ago there was 
only about 25 per cent of the working 
population employed. Mr. Small has 
so much confidence in the future of 
Bridgeport that he will commence re- 
tailing shoes to the public here in 
conjunction with his wholesale busi- 
ness. This store to be opened in 
Bridgeport will be but a forerunner 
of a chain to be operated throughout 
the East. 

Speaking of the wholesale business, 
Mr. Small says that collections are 
continuing to be better all over and the 
retailers having low stocks on their 
shelves are beginning to feel the ne- 
cessity of buying shoes. 

The J. H. Small Shoe Company will 
soon commence an intensified adver- 
tising and selling campaign to the re- 
tail merchants. 


Henry Allen Root Dead 


Henry Allen Root of Pittsfield, 
Mass., shoe merchant for fifty years, 
died February 12 of cerebral hemor- 
rhage. He was born on the Pittsfield 
site of the log cabin of his great- 
grandfather, Col. Oliver Root, who 
blazed the trail to Pittsfield from 
Westfield, and helped to settle the 
town. He owned a wood lot on West 
Mountain which had come down to 
him in unbroken inheritance from the 
days of the Indians. 

In 1870 Mr. Root, as a clerk, en- 
tered the shoe store his father had 
founded in 1855, and he had been iden- 
tified with the firvi of O. Root & Sons 
since that time. He was a prominent 
baseball player in his younger days, 
an expert trout fisherman. member of 
St. Stephen’s Episcopal Church, and 
Sons of the American Revolution. He 
is survived by his widow. one son, two 
daughters and three grandchildren. 
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Style No. 327 


Brockton (Campello Station) 


Say Boys! 
We Are Strong on Greys— 


Some of the most nifty styles of shoe- 
making are in our line for Spring and 
Summer. This model, in Grey Elk 
with Patent trimmings, is swell. We 
are telling you straight—it’s a seller. 
Can give you other combinations if 
you fancy them. All we want to 
know is what you're after. Drop us 
a line for samples and prices. Let us 
put you right on Greys. 


THE PRESTON B. KEITH SHOE CO. 


Mass. 


















139 South St., Boston, Mass. 








You saw our statements last week 


WASHABLE 





eee vu ta 


WHITE BUCK 


We mean what we say. Try it out in your shoes. 


C. D. KEPNER LEATHER CO. 


212 W. Lake St., Chicago, Ill. 
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No. 137414 
(Sheet Steel or Brass) 
Size: 10 Line 
Standard Finishes 





One of the season’s leaders is the 
Slide Buckle, which adds grace and 
beauty to the modern strap slip- 
per. No. 1374% can be had in 
many attractive finishes to har- 
monize with preferred shades of 
footwear. 


TONGUE BUCKLES 












No. 1067 
Size % inch 





No. 1368 


Sizes %-1 inch 


No. 1364 
Sizes %-1 inch 





No. 1069 
Size % inch 





Shoe manufacturers have learned 
to depend upon the “Anchor 
Brand” line as a source of supply 
for Tongue Buckles because it en- 
ables them to offer their customers 
a variety of styles and thereby 
make a favorable impression. For 
narrow or wide straps we can fur- 
nish buckles in a comprehensive as- 
sortment of designs and finishes. 


“Anchord Brand” Buckles 
are sold by leading jobbers 


Tear out this advertisement, send it to us 
and we shall mail you free samples. 


NORTH & JUDD MFG. CO. 
New Britain, Conn. 


Branch Sales Offices 
St. Louis New York 
608 Victoria Bldg. 127 Duane St, 


San Francisco 
Postal Tel. Bidg. 


Chicago 
326 W. Madison St. 
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MENZ. “EASE” 
SHOES 


| he gn gets the business— 
but you must depend upon 
quality to hold it. With the 
Menz “Ease” line you can make 
the price and give quality. These 
shoes are comfortable. They fit. 
They wear. They satisfy. They 
enable you to use the price ap- 
peal in a way that will add to 
your prestige. 


Illustrated above. 


No. 8025—Men’s Tan FARM-WEAR, 
Cap Blucher, Soft Box, Goodyear Welt 
S. S., Wingfoot Rubber Heel, D and E 
SI, EE 4 vncsesesesseceees $3.10 


No. 8027—Same as No. 8025, except 
Chocolate FARM-WEAR, D and E 
NE hs dirk Gack cancnadeumamnne $3.10 


No. g022—Men’s Chocolate Elk Cap 
Blucher, Goodyear Welt S. S., Wingfoot 
Rubber Heel, Modified Munson, D and E 
WED 064 0hen ea nbeeieunnneece bas $3.25 


The Menzies Shoe Company 


Fond du Lac 


C. S. Stearns Shoe Company, Boston, Mass. 
New England Distributors 


Wisconsin 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


A= E of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry as 


Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 








BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 


| 


LOCKING SHANK TO INSOLE 


QD 
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CHILDREN’ 


SHOES 


PATENTED DOUBLE WELT 


A NORMAL THE ACROBAT 
CHILDS FOOT SHOE FITS IT 


RE you selling “price” or shoes that satisfy? Price does not 
wear—quality does! Price attracts bargain hunters—good shoes 
win customers and keep them. 


“Acrobat” patented double welt shoes The “Acrobat” process is the original 
completely meet the growing de- and only genuine patented “double welt” 
mand for “real good shoes” at a price process. Many of the leading merchants 
that moves them fast, yet insures of America have for years found it very 
their quality. profitable to feature “Acrobats.” 


Send for Catalog 22-S showing in stock num- 
bers for babies, boys and girls, ages 2 to 16. 


SHAFT-PIERCE SHOE COMPANY 


General Sales Offices, 202 State Theatre Bldg., Minneapolis, Minn. 
Factories at Faribault, Minn. 


Specialists in Children’s Good Shoes Since 1892 


Acrobat No. 1107 
Chrome Patent Full Quarter 
Lace Oxford 
In Stoc 
3/8 ‘cD B Buck Chrome Sole, 


8%/11 C D- Oak Sole 
© D Oak Sole 6/8 


ant 4 stock in Mahogany Calf. 
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Five Fast Selling 
Numbers In Stock 





No. B 277—Patent Colt Princess, 
Black Silk Elastic Gore, 15/8 
Celluloid Louis Heel, Turn. Price 
$5.65. 


No. B 284—Patent Colt Gray Kid One 
Strap and Apron, Nickel Buckle, Imita- 


tion Tip, 10/8 Heel, Welt. Price $5.00. 
SIZES 

7) Pee eee 414-8 

rrr rrr rT TT Te eT 3 -8 

errr Tree 214-8 

FOr rT rere Tr ee 2%-8 

OE ced ken eer ee teededeeaae 214-8 


Terms: Net 30 Days 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 





No. B 282—Patent Colt One Strap, 
Nickel Buckle, Imitation Tip, 10/8 


Heel, Welt. Price $4.90. 














No. B 280—Patent Colt Two 
Strap, 14/8 Cuban Heel, Welt. 
Price $4.90. 








No. B 281—Patent Colt Oxford, 
Grey Kid Apron, 7/8 Heel, Welt. 
Price $5.00. | 














Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 


shoemaking. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy 
Maple Pac. Natural shape affords every freedom to the 
foot. 


The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible “‘pal’’ for the growing 
lad. 











Write for Dealers Price and 


W. C. Russell Moccasin Co. 





Catalog 





Berlin, Wis. 
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LITTLE, INDIVIDUAL REFINEMENTS, POSSIBLE ONLY IN 
THE SPECIALTY MANUFACTURED ARTICLE, DISTINGUISH 


THE 
Lundin SHOE 


THE UNUSUAL SATISFACTION THESE MEN’S FINE DRESS 
WELTS GIVE THEIR WEARERS, AFFORDS THE MERCHANT 
HANDLING THEM PARTICULARLY ‘“‘EASY SAILING’. 










The Lundin Shoe 
is right all through 


If there isn’t a Godin Dealer in your town, write for our proposition TODAY 


LUND-MAULDIN Co. 


MANUFACTURERS 


SAINT LOUIS U.S. A. 
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Easy to lace, trim in appearance, but rugged in 
wear, Diamond Brand Visible Fast Color Eyelets 
are an essential mark of quality on the accepted 
style models for 1922. 


United Fast Color Eyelet Company 


Boston, Massachusetts 














SHOE STORE 
ERVICE 


Section of the - 
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isplay Fixtures 


That are correct in design and that 
have practical utility—help put 





















across the sales in your store— 


When it is mighty easy for business 
to be dead. 








It is perfectly natural for fixtures 
correctly designed to increase in- 





terest for your merchandise, be- 
cause they present your shoes in a 
manner as skillfully and carefully 
as the hand of your star salesman. 


Catalog “I” explains the extent of 
our fixture service. 


We will gladly mail you a set. 





| 





WINDOW FIXTURES 

















William & Mary Period 
Design is noted for its 
artistic simplicity. With 
a delicate grace it com- 
bines beauty and _ prac- 
ticability—at once mak- 
ing it a design that will 
harmonize well with any 
scheme for decoration. 








|B 








Complete fixtures for 
windows—plateaus, dou- 
ble shoe stands, tables, 
etc. 











SHOW CASES } 








AB \( FZ 
Hugh Lyons & Company 


“Make Buyers Out of Passersby” 
707 South Street, Lansing, Mich. 
Chicago, 232 S. Franklin St. 


New York, 35 W. 32d St. 
| Boston, 52 Chauncy St. 


j.__ SEATING | _— 






























































LIGHTING 
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 cmeeaiiiitiaintas 
Individualize the Shoe Store 


oD 


Narura.ty you want you Y 


store to be known for the in- — 
dividuality of the footwear | 
to be obtained there. Accord- 


ingly. individuality should 


be expressed in the dress of 


the store itself. 


oeo~ 


In this connection.well chosen 


Individual Chairs prove to be | 
a highly effective form of ad- 


vertising: for advertising like 
charity, ens at home. 


Send us your view plan and © 


color scheme and let us submit 
ideas for beautifying the store 
with comfortable Individual Chairs 








MILWAUKEE CHAIR C25 


FOR OVER AHALF CENTURY 
Makers of Fine Qrairs 4 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
| MILWAUKEE: CHICAGO -NEW YORK: SEATTLE-MINNEAPOLIS | 








Jj 
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@ Hosiery 


“Onyx 


Reg U.S:Pat. Orrice 


for Men 


Are you selling men’s hosiery along with 
their shoes, or are you letting the department 
and men’s furnishing stores do it for youP 


If so you are missing a chance to increase 
your volume of sales without increasing your 
overhead. 


Add to your profits and to your list of friends 
by selling your men customers “Onyx.” 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery. 
BROADWAY AT 24TH STREET, NEW YORK 


Sole Selling Agents for 
PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 
Boston, Chicago, Philadelphia, Buffalo, San Francisco 
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TURN THOSE SLOW PUMPS 
AND TIES INTO CASH! 


By using our Converting Straps. 
Easily attached. Made in One, Two 
and Three Strap with Buckles. 
Pat. 35, Button Strap, (Illus- 


trated as Applied) in % and 
% inch. Turned Edge—Pearl But- 













Ornament’’—$4.00 to $5.00 doz. pr. 


Special Ornament 
No. R768 Shown on 
Tie, 30 Cents per 





Chandler’s Strap Slide Ornaments. Latest Designs 
Priced—Fancy Metal Patterns, $2.00 to $6.00 per doz. pr. 
Rhinestone Patterns, 3.00 to 6.00 per doz. pr. 
Ornaments designed for % or % in. Strap, R694-R689-R696. 
Ornaments designed for % or 4% in. Strap, R698 to R692, inclusive. 
Rhinestones designed for % in, R660—For % or % in, R766 and R663. 


Finishes and Colorings 


For Black Leather and Satin, Gray Silver, Bright Silver, Jet and Gold. 
For Brown Leather, Dull Rose Gold, Green Gold and Bright Gold. 
Chandler’s Natty Novelties Attract Customers and Increase Profits 


W. K. CHANDLER, Ine. “Boston, Mass.” 
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Handy Felt Buffer 
Sets in Bottom of Tin 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 








re Show your 
(a RIFFI No conveniently she can clean 
Poe) and recolor her suede shoes 
| SUEDE POWDER i with GRIFFIN SUEDE 
CLEANS & RECOLORS POWDER. 


we nasvy eatnce £00" The only suede powder put 

Caine up in the GRIFFIN PAT- 

= ENTED TIN. 

(The powder and buffer are in one 
compact tin) 


MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 


If your dealer cannot supply your 
demand 





LET GRIFFIN 


Help Sell Your Suede Shoes 


customer how 








WRITE Showing Buffer in Use 


NEW YORK, U. S. A. 
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Are you going along in the same old groove 
this year as last, letting customers abuse their 
shoes and blaming you? 


Don’t doit. Take the safer course. 


Advise the use of Miller Shoe Trees. The 
benefits are added wear, comfort and appear- 
ance. 


Once the customer acquires the habit of using 
them, your shoes will look better to him. 


THE “PACKFLAT” TREE 


(Ventilated) 


This tree, as its name implies, can be packed flat, 
making it convenient and desirable, especially for 
travelers. The adjustment is simple and serviceable. 
Our catalogue gives complete description of all 


Miller Trees. May we send you a copy? 


WHA 
Td ULL 


SHOE TREE DIVISION 


O.A.MILLER TREEING MCH CO. 


BROCKTON, MASS. 
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” Equipped— 


6845—Genuine beaded 

ornament with bead 
pendants. Attaches to 
strap by loop on back. 





6958 — High grade 
rhinestone strap orna- 
ment. Will completely 
conceal the button. 


“Dalco” Shoe Orna- 
ments are sold in 
the shoe markets 
throughout the 
world. We are al- 
ways ready and will- 
ing to send samples 
and prices to inter- 
ested parties. Make 
your wants known. 
We can satisfy your 
needs. 








A shoe “Dalco” equipped is 
trimmed right. It has selling value 
all its own. It possesses style fea- 


tures that are original, appealing 
and satisfying. 


“Dalco” ornaments are being sold 
by retailers apart from the shoe at 
a profit to themselves and with 
pleasure to their customers. 


Sell your customer on the idea— 
“Change the Ornament and You 
Change the Style’—and an in- 
crease in sales and profits will 
follow. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 
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27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 


Assorted Cabinets Supplied. 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 


EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN'T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 


Order from Your Jobber Today 





a. 
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See them ~ use them 
| in your own store ~ 


andard Show Card Service 








OW 


we are going to prove 


that our show card service 
will create sales for you~ 
and add attractiveness 
to your displays 


st Say so by your'OK” 


/ on(this -couponjand we'll 
/ ‘gnlthis coupon 's Beautiful 
Spring Issue~ complete 
with set of frames 


~they will convince you 
of their value 


Standard Bldg ~ Rogers Park 
CHICAGO , ILLINOIS 














——n4g— 








coupon you will at once for~ 
ward complete information 
on your ‘Prove it to me" trial order 











| Seiten. Upon 4 of this 





| 
| 
| 
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Say Progressive Finishers Bearings 
Are Not Noticeably Worn After 


Five Years’ Use 


We always believed that the high ‘ 
quality material we put into Pro- 
gressive Finishers wotld last in- 
definitely—but wanted evidence. 
So we asked a great number of 
repairmen who had bought their 
machines over five years ago how 
their bearings were wearing. 98 % 
said they weren’t noticeably worn. 


= re TTL 





This is another proof of Progress- 
ive Supremacy. Good materials, 
good workmanship and good de- 
signing all go to make good serv- 
ice for Progressive purchasers. 
Are you one of them? You ought 
to be! 


PROGRESSIVE 


SHOE MACHINERY CO. 


Minneapolis, Minn. 
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Clear Shelves for aF ull Drawer 





BOOTS—OXFORDS—SAILOR TIES 
Made into 
STRAP EFFECTS OR CENTER VINE STRAPS 


Special discount for large quantities. 
Delivery 10 days after receipt. 
Mr. Retailer—Send at once a pair or two of your old 
stock with style desired and you will be astonished 
at the complete change in your shoes without detec- 
tion. This is an opportunity to help flourish your 
spring business. 


WAVERLY SHOE TRIMMING CO. 
151 Vanderbilt Ave., Brooklyn, N. Y. 











oe 


“CRIP—’? 
“GRIPP—” 
“GRIPPE—” 
“GRIPPER—” 


Yes, Sir—Spells 
The National 
Standard Non- 
Slip Heel 
Lining 


















Suede Leather 
“GRIPPER” 


Reg. U. 8. Pat. Of. 


“GRIPPERS”’ 
made of specially 
Tanned Suede 
Leather. 

Gummed by a 


Amwme wee XO 


S @stesce Features ‘ Special Process. 

5 Individually packed. Guaranteed by the 
g Easily sold. 1 M f e 

g Proatable to sell. ; anutacturer against 

Sconomical in price. ® . 
° Special manufacturing ‘ sticking together or 
g Seeeese quecantons | to the envelope in 
satisfaction. 
[_ muggy weather. 


Specify Grippers From Your Finder 


MANUFACTURED BY 


THE SILVERITE COMPANY 


BOSTON, MASS., U. S. A. 








February 25, 1922 



































amr wee KD 

















— 












72 
CLEANER DRESSING 


The only known preparation for 


Smoked Aorse 
and Smoked Elk 
fgg pede Agua 


PORT Shu Cleaner-Dressing will clean 
these shoes without damage and at 
the same time mellow and soften the 
leather, restoring its original lustre. 


Have YOU Stocked it? 


New England Blacking Co. 
24 Binford St. Boston, Mass. 


ree ee eeeepeeeeeeeeeeereeeeee reer eeeeeehUmeehUmaeeUmee 
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BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 
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APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 
BOSTON: 133 Lincoln St. ST. LOUIS: Star Building 

















<i White Shoes 
4" Create Demand 


psnoc coct-@ For a preparation 
that will restore 

that new look to 

heels and edges of white shoes. 


ANROw White Shoe Edge 


Brings back the lustre to soiled heels and 
edges that have become so either by shelf 
wear or use, is chemically correct, dries 
quickly and very hard and will not rub 
off. One application is sufficient. Equal- 
ly good for rubber, fibre or leather soles 
and heels. 


A sure money-maker for you. Order 

enough to meet your requirements to-day. 

te $2.00 per dozen bottles. Retails at 
.25. 


J. W. JOHNSTON 


New Arts Building, Rochester, N. Y. 





* 
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‘THE HOSIERY WITH 
THE BLUE EDGE 


\PROPPER ' 
HOSIERY \; 


Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, 
INCORPORATED 
276 Fifth Ave. (Holland Bldg.,) NEW YORK 


Manufacturers of 


LADIES’ FULL FASHIONED SILK HOSIERY 
MILLS AT LONG ISLAND CITY 





HOTEL 
OPPOSITE SOUTH STATION Ga5% EX ABSOLUTELY FIREPROOF 








McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


More than a thousand shoe and leather firms are located just around the corner from the ‘‘Eesex.”” You could 
not be more conveniently situated for the convenient transaction of business. Rooms are generally availale ‘‘on 
arrival,"’ but we recommend making reservations. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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Charles A. Schan of New Albany, Ind., like hundreds of other shoe 


retailers, is featuring Everwear Hosiery. 


How a Hosiery Display 
Increases Shoe Sales 


Your customers purchase hosiery more 
frequently than they buy shoes. If you 
are “Hosiery Headquarters” they’ll 
come into your store much oftener— 
then when they need shoes they’ll 
come to you from sheer force of habit. 


Your shoe store is the logical place for 
hosiery sales. Would you be interested 
in knowing how other shoe merchants 
make big profits on a small invest- 
ment? Write for some sales sugges- 
tions—no obligation to you. 


There are standard 
Everwear Hosiery as- 
sortments for shoe 
stores that require 
only a slight invest- 
ment. You can sell 
hosiery — make two 
profits instead of 
one — with no in- 
crease in your over- 


head. 





Hosiery 


E H ‘ C M ate 
rwear osie O., Milwaukee 
ve we ry 5 Wis. ? 
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Shoo Store Sorvico Helps 
lo Get More Shoes Sold Right 


SUED 
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Store Appearance Counts for Much 


make the man,” but as a rule the appear- 

ance of the clothes a man wears is a pretty 
good index to his character, his tastes and his 
environment. An indication of the thoughts he 
thinks, the manner in which he spends his time, the 
class of people he wishes to attract to himself and 
whose friendship he cul- 
tivates. 


Jie is the saying that “The clothes do not 


of the store and the appearance of the salesforce. 
Gaudiness is, of course, to be avoided jin store ap- 
pearance as in dress, but artistic, harmonious 
blending of colors that add a touch of sunshine 
should be encouraged. Never before have the value 
show windows been rated as high as they are at 
present and never before have merchants been so 
willing to spend money to 
make their stores attrac- 





Likewise with a store. 
The outside appearance 
may belie the quality and 
character of the merchan- 
dise on the shelves. A 
cheap unpainted building 
with an unattractive front, 


dirty, ill-kept show win- hosiery. 


RECORDER MERCHANDISING CALENDAR 


March 1-4—The beginning of the spring sea- 
son; windows should kave new backgrounds. 
Newspaper cuts and copy should tell the 
story of the new shoes in the window. Push 
heavy oxfords. Devote one entire ad to 


March 6-11—Easter will be April 16. Special 


tive. 

Go into any large city 
and you will find stores 
that are devoting a large 
percentage of their floor 
space to display purposes. 


The Blue Birds Are 
Coming 


dows, poor lights, dirty 
floors and walls, may 
house merchandise of ex- 
cellent quality and char- 
acter, but the rank and 
file of people—the great 
consuming public—would 
scarcely suspect it. 

A few people may be so 
intimately acquainted with 
such a store that they tol- 
erate the untidy appear- 
ance because of the qual- 
ity of the merchandise and 


advertising, window trims and interior dec- 
orations should be planned, and mailing lists 
revised so addressing can proceed rapidly 
when started. Juvenile shoes should have 
special publicity. 


March 13-18—Meeting of sales force. Topic, 


“Selling the New Shoes to the Salespeople.” 
Take up a number of new arrivals. Explain 
the special style features. Make each sales- 
person believe in the new shoes. Allow each 
salesman to ask questions. Make it a pep 
meeting. 


March 20-25—The season is getting into the 


swing. Style tendencies are pretty well set. 
Some styles are almost sure to drag. Puta 
P. M. on the slow-movers. There is no profit 


Nature is casting off her 
sombre winter garments 
and adorning herself 
brighter gayer_ colors. 
The crocuses are peeping 
through the soil; the grass 
is beginning to take on a 
new freshness; the birds 
that migrated southward 
for the winter are return- 
ing and there is a new- 
ness and freshness in all 
nature. 








honesty of the firm. Just in shelf-warmers. 


in the same way a few 





The store should like- 
wise put on an appearance 








people associate with a 
certain man because he is 
of noble character andhigh aspirations- even 
though he may wear shabby or even filthy clothing. 
But both the man and the store are repelling many 
individuals whose friendship would be valuable to them 
because of their outward appearance. 

After all outward appearances count for much to 
a store. Not only the appearance of the front and 
show windows but the eppearance of the interior 


of newness. New foot- 
wear is on the shelves 
and when it is put on display the backgrounds of 
the windows and the draperies must be in harmony 
with the season if the display is to have magnetic 
drawing power. 

This does not necessarily mean the expenditure 
of a large sum of money, but it does mean the ex- 
penditure of a considerable brain power. A few 
little touches will work wonders. 


! 
i 
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Chicago the Center for Beautiful 
Shoe Stores 


Making Eye-Compelling Displays to Hold Attention of 
Public in Footwear 


eminent among the cities of the world 
in respect to beautifully trimmed show 
windows and attractively arranged store interiors. 

“I have studied store windows in most of the prin- 
cipal cities of Europe and America, but on the whole, 
no city, in my opinion, will compare with Chicago,” 
says Charles G. Phillips, the head of the United Pub- 
lishers Corporation, the largest organization of trade 
publications in the country. 

Mr. Phillips’ experience qualifies him as a competent 
judge. For many years he was a wide-awake mer- 
chandiser in'Boston. Later he became identified with 
the Dry Goods Economist and through successive 
stages attained to the management of that publication 
and now directs the activities of the gigantic interests 
which publish twenty-three of the leading business 
papers. 

Mr. Phillips was particularly impressed with the 
fact that not alone in the loop district but through the 
various shopping sections of the city, mediocrity in 
window displays seems to be the exception rather than 
the rule. There is an abundance of evidence that Chi- 
cago merchants as a body are of the same mind regard- 
ing the importance of well trimmed windows, alike for 
the main business arteries and the side streets. In all 
parts of the city are long rows of stores, each of 
which, as a matter of pride (and sometimes of neces- 
sity), endeavors to outdo its neighbors in the char- 
acter of its merchandise showing. 


Concentration of Specialty Stores 

Here it is not uncommon to find several shoe stores 
in a single block, all vying with each other and with 
stores in other lines for the attention of the passerby. 
This, of course, provides a strong incentive to the 
dealer to exert all his ingenuity, and employ all the 
means at his command, to give his displays a certain 
“class” and individuality by which his store may al- 
ways be identified from among others. 

Some aim to achieve this individuality through the 
design of their display fixtures, some through unique 
backgrounds, some through distinctive groupings of 
the merchandise, some through a characteristic ar- 
rangement of wall, floor or fixture drapes, some 
through the placing of small decorative pieces, and 
others through certain combinations of these. 

A good deal of attention now is given to show cards, 
to see that these are well gotten up, neatly framed, in 
harmony with the general color scheme and that the 
wording conveys a real selling message. 

Some Recent Shoe Trims 

The photographs produced on these pages were 
taken in the middle of February. While most windows 
at this time are not quite as “dressed up” as they are 
some six weeks later, a little observation of the trims 
in some representative Chicago shoe stores may prove 
interesting. 


"LJ ‘casineat among Chicago stands pre- 


The windows of the new East Madison Street store 
of C. H. Wolfelt & Co. are noteworthy for the unusual 
character of their appointments as well as of the mer- 
chandise displayed. On a floor of quartered white oak 
laid out in small squares, and against a paneled back 
of a warm brownish gray tone, are unique fixtures of 
silvered cast bronze, beautifully hand-chased. The 
console table and smaller plateaux illustrated have 
dark marble toys. Hosiery is sometimes displayed on 
silver stands designed in harmony with the shoe 
stands, and sometimes draped under some of the shoes, 
the colors being either a match or a contrast. 

The windows are generally given over to the display 
of novelty pumps. 

All window fittings are in keeping with the appear- 
ance of the store front, which is of ornamental iron 
and marble. 


Wolock & Bauer Have Attractive Trims 


The Wolock & Bauer store on West Rosevelt Road 
caters to a middle class trade but finds it profitable to 
stress the quality appeal in the window trims. Their 
trims are built up to about eye level, but have no ap- 
pearance of crowding, though a good number of shoes 
are shown. The fixtures of Adam period design in 
solid walnut, some partly covered with silk drapes and 
hosiery, create a quality atmosphere. The large 
screen, which in this trim is used to partition off the 
center window into two sections, is of figured walnut 
matching the shoe fixtures and is ornamented with 
candelabra. The rich taupe curtains are heavily 
fringed. 

True Artistry in Hanan Displays 


Any one accustomed to passing the stores of Hanan 
& Son would recognize a Hanan trim even though he 
did not see the name, because certain characteristics 
are carried through all of this firm’s displays. The 
shoes are always on or near the window floor, as it is 
the contention of Mr. F. Maxted, chief display man, 
that the eye has a natural tendency to travel down- 
ward and that shoes so placed can better hold the at- 
tention of the passerby. Illustrated is one of the win- 
dows of the new Hanan store at Madison Street and 
Wabash Avenue. A noteworthy feature is the hand- 
some lighting fixture of cast bronze, beautifully de- 
tailed by hand. Notice how the hosiery is arranged 
so that the “action” is downward toward the shoe dis- 
play. The shoe fixtures in this window are draped 
with beautiful silk mats in blue and gold, which add 
a touch of warmth to the setting. 

The background is of solid walnut extending from 
floor to ceiling. Daylight is admitted into the store 
through the upper portion of the window which forms 
part of the background. 


Beautifying a Shallow Window 


Leon’s, Inc., have in their downtown store on Madi- 
son Street, two narrow windows facing the vestibule. 
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THE WALKOVER STORE 


ON STATE STREET 


Decorations in balance with fixtures and shoes. All decorations designed and made by L. Baumann € Co., Chicago 


These windows are always good “eye catchers” be- 
cause of attractive decorative pieces which command 
more than a passing glance. In the trim here shown 
is a central placque resting on a dais. On the placque 
is a huge spider spinning a silken web. This window 
setting is further set off with artistic floral touches 
and an attractive lamp. It is a splendid example of a 
well-filled window with the thought of quality well 
emphasized. 


Another Pretty West Side Front 


The store of A. Rost & Son, at 4021 West Madison 
Street, is conspicuous for its effective window displays 
and spacious entrance. This store puts a variety of 
shoes in ‘the windows, with hosiery prominently 
shown. The background is of beautifully figured Cir- 
cassian walnut, which is matched by the shoe fixtures 
of William and Mary design. An exception to this 
color scheme is the clever set of juvenile shoe fixtures 
in white, shown in the middle window. This “goes 
big” with the ladies. 

Some stores believe in building displays high up in 
the window. The O’Connor & Goldberg trim here 
pictured shows 
the adaptability 
of glass fixtures 
to this purpose. 
They facilitate 
the showing of a 
large number of 
shoes in small 
space, and are 
not too conspicu- 
ous but pleasing 
to the eye. 


WhyChicago 
Leads in Dis- 
plays 


Chicago’s lead- 
ership in this vit- 
ally important ele- 
ment of merchan- 


A “close-up” of the handsome con- 
sole of chased metal and marble 
used as a central display unit in the 

Wolfelt windows 





dising, with especial reference to the shoe trade, may 
well be attributed to these factors: 


Keen competition in the shoe trade. 
Dollar competition with other lines. 
Rental value of display space. 
Display material readily available. 


Chicagoans have many conveniently located stores 
from which to choose when they wish to buy a pair of 
shoes. They needn’t go far to find shoes at any price 
they wish to pay, 
from the lowest to 
the highest. There- 
fore, the consumer’s 
problem is to decide 
on the store where he 
or she can secure the 
biggest value, as de- 
termined by the style, 
quality and service 
obtainable at a suit- 
able price. Most Chi- 
cago shoe merchants 
are .convinced that 
their share of the 
business will be 
measured largely by 
their ability to excel 
in the attractiveness 
of the settings used 
to bring their mer- 
chandise to the favorable attention of the public. 
Consequently they are always on the watch for ideas 
and material which will make for the betterment of 
their window and interior displays. 

Did you ever think of a millinery store, a waist 
shop or a haberdashery as a competitor? A little 
observation of the spending habits of the average 
family would prove this to be the case. It is hu- 
man nature to want more than we can have. A 
woman, for instance, would like a fifteen-dollar hat. 
She also would like a fifteen-dollar pair of shoes. But 
she mustn’t spend over twenty-five dollars for the two. 

(Continued on page 111) 





A close-up, showing detail on the 
placques and festoons used in 
the Walkover display windows 
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Chased Metal Display Fixtures 
In Keeping with the Quality of Fine Footwear 


Shoe and hosiery display fixtures of 
bronze, silver plated, such as those illus- 
trated, with chandeliers and sconces to 
match, impart a finishing touch of marked 
refinement to the window and interior 
displays of the better class shop. 





The construction cost of suitable win- 
dows and the rental value of all display 
space represent a considerable invest- 
ment, the returns from which depend 
upon the impression made on the public. 
Hence it is highly essential that display 
fixtures of individuality and enduring 
worth be used to complete the setting in 
which the footwear is shown. 
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Beauty and Permanence 


are outstanding characteristics of Pearl- 
man originations, which greatly increase 
the percentage of passersby who become 


ANN 





No. H customers. Their construction is such 

« Removable Console | d = d 1 3 

Bracket, 6” high, 6” that depreciation and replacement are 

wide; with marble practically eliminated. Made of bronze 

shelf. ° < ee is é : . No C 
—in any finish—with marble tops—in Adjustable Display Fixtury, 
any 17” high to swivel; any fin- 
“ color. ish; 7%4”x11%” ornamented 

tray. 





Victor S. Pearlman & Co. 


Artificers tn all metals 


533-535 South Wabash Avenue, Chicago, Il. 
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THE WOLOCH & BAUER STORE ON WEST ROOSEVELT ROAD 
Display fixtures, window screen and curtains by Decorative Fixture Co., Chicago 


(Continued from page 109) 
Who gets the fifteen dollars—the shoe man or the 
milliner? Usually the one who shows his product to 
the best advantage. 

Millinery is showy merchandise—shoes far less so. 
But the progressive shoe merchant, while realizing this 
handicap, refuses to be “licked” by it but proceeds to 
overcome it through the use of attractive fixtures, 
decorations, lighting and all available “props” to mul- 
tiply the attention value of his windows. 


Increasing Returns on Rent Investment 

There is a saying among merchants that the middle 
of the store is not a line drawn halfway between the 
sidewalk and the alley entrance but, from a business 
viewpoint, is a line drawn directly back of the show 
windows. In other words, the actual value to the mer- 
chant of the space back of the windows depends almost 
entirely upon the pulling power of the windows them- 
selves. This, in turn, depends upon the merchandise 
that is displayed in them and on HOW it is displayed. 
That little HOW is worth all the study that the mer- 
chant and the display man can give to it. 

The rent of a store is based largely on the number 
of people who pass by it daily. 
The success of that same store is 
based more largely upon the num- 
ber of people who enter. Beauty 
always attracts the eye. The more 
people who stop, the more will 
shop. 


No Dearth of Material 


One reason why good window 
displays are so general in Chicago 
is that this city is in the heart 
of the market for fixtures and 
decorations. Many manufacturers 
of display materials are located 
there, and the local stores are 
called upon regularly by their rep- 
resentatives, who are of consider- 
able help in the planning of unique 
and effective displays. 

This same service, however, is 
available by mail to merchants in 
all parts of the country. A num- 
ber of display fixture houses and 
artificial flower houses in Chicago 
and elsewhere maintain service de- 
partments in charge of competent 
designers and display men who 
will draw up complete plans for 
any sort of display from the sim- 


Permanent back and 
Ornate candelabra fixture by Victor 8. Pearlman 
Silk mats by The Adler-Jones Co., Chicago 


plest to the most elaborate. Some are prepared to 
fill orders for everything that may be wanted in 
a shoe window, such as shoe and hosiery display stands, 
consoles, plateaux, special window backs, cut-outs, 
screens, placques, vases, floral sprays, garlands, 
vines, trees, ornamental lamps, drapes. 

Many merchants who do their own trimming and 
are known for the attractiveness of their windows, 
give the lion’s share of the credit to the service depart- 
ments of the houses from whom they buy their fixtures 
and decorations. 


Walk-Over Uses Clever “Props” 

The Walk-Over window illustrated is an example of 
what can be accomplished by the use of well-planned 
decorative features. This being a narrow vestibule 
window, the decorations were confined to the permanent 
back of Circassian walnut, and consisted of ornate 
placques, festoons and drops. 

The placques are of modern design in ply wood, 
edged with composition moulding. Mounted on each 
placque is a composition basket finished in antique gold 
stipple and polychrome. The basket holds a decorative 

(Continued on page 113) 





A MADISON STREET WINDOW IN THE NEW HANAN STORE: 


atures designed by A. D. Seymour, architect, New York City 
& Co., Chicago 
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* Create the Right 
Atmosphere of Quality 


in Window and Interior Trims 





















































Typical sketch for a windcw back, designed and submitted in actual colors 
by Service Department of L. Baumann & Co. 







HE quality of a shoe is judged largely by the nature 

of the setting in which it is shown. The house of 
Baumann is the central source of the type of display 
material which best emphasizes shoe quality. 



















L. S. Janes, whose writings are “used as textbooks by 
prominent trimmers everywhere,*is a member of the il 
Baumann staff and co-operates with customers in the ; 
planning of unique displays and the selection of suitable 
materials. Our Service Department is at your disposal. ; 














A visit to the big Baumann display floor will give you aA 

many new ideas in store beautification. Here is practic- 

ally everything conceivable in floral decorations, window aa) Ey 
backs, screens, wall pieces, drapes, etc—shown separately BY a 
and in model trims. od ) 


Baumann Catalog No. R.S. 22 is an invalu- 
able handbook for the man who trims. Write no 
for it. ; & 


(Baumann elo. Es, 


Headquarters for display ideas and service 
"mporters and manufacturers of flowers and floral decorations 


357-359 West Chicago Ave. CHICAGO 
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(Continued from page 111) 
spray made up of turquois and apple green metallic 
foliage, small natural color oranges and wax orange 
blossoms. The festoons and drops are of the same 
material. The placque is suspended from a carved 
wood rosette finished in polychrome, by a green silk 
and gold metallic strap. These decorations were 
planned and executed by L. Baumann & Co., Chicago. 


The Fitting of Skating Boots 
Use the Same Care as in Fitting Good Street Shoes 


The store, not the side of the ice-coated pond, is the 
place to fit skating boots. Measure the feet with tape 
and size stick, in the usual way. Fit the foot accord- 
ing to measurements. Let the customer stand up and 
walk around, even though skates are attached to the 
soles of the skating boots. Then the customer can 
judge for himself about the fit of skating boots. 

Remember that skating boots are luxuries, and that 
people who buy them are willing to pay for the skill- 
ful service that is necessary to fitting them properly. 
Do not hand the skating boots to the customer and 
let him or her take them home and fit them himself. 





STORE OF A. ROST & SON, 4021 WEST MADISON ST. 
Shoe fixtures by Hugh Lyons & Co., Lansing, Mich. 


Fit Over Woolen Stockings 


Fit skating boots over woolen stockings, because peo- 
ple usually wear woolen stockings when they go skat- 
ing. If the customer has on silk or cotton stockings, 
slip on to his foot a woolen sock, which is kept just 
for fitting purposes. 

Fit skating boots neither too tight nor too loose, 
for if they are too tight they will cramp the foot and 
make it cold and stiff, and if they are too loose they 
will not support the foot. 

Fit skating boots so as to provide plenty of toe room. 
A skater uses his toes even more freely than does a 
walker. 

Usually a skating boot has a soft toe. But a hockey 
boot may have a hard toe, the box of leather being 
put in to protect the toes against a knock from the 
other fellow’s hockey stick. 


BOOT AND SHOE RECORDER 









A DOWNTOWN STORE OF LEON’S, INC. 
Spider plaque, ornate floor lamp and floral decorations 
furnished by Schack Artificial Flower Co., Chicago 


Heels or Heelless 


A skating boot may be heelless, while a 
hockey boot may have a heel 6/8 high, or there- 
abouts. Of late, there is a tendency to put heels 
on skating boots. However, heels or no heels, 
is much a matter of customer’s choice.. If the 
low-heel boot is chosen, the heel of the skate 
should be of the built-up type. A person who 
has walked all day on heels cannot with comfort 
skate in shoes that drop the heel down an inch 
more or less. 

The skate is usually fitted, not along the mid- 
dle of the sole, but to one side, so that it comes 
nearly under the ball, about between the ball 
and the next toe. This is a good bosition, for 
a person in skating rises on the ball of the foot 
and thrusts out on his skates to push himself 
along. 





AN O’CONNOR & GOLDBERG ENTRANCE 
Glass fixtures by Hecht Fixture Co., Chicago 





BOOT AND SHOE RECORDER 


Schack’s 
New Spring Flower Book 


is now ready for the mail. 


Do not place your orders until you have received 
this wonderful Book; 64 pages; everything shown in 
colors: Backgrounds, Decorated Baskets, Flowers 
and Foliage; Display Fixtures. In fact, everything 
needed for Window Display or Store Interior, at 
prices you can afford to pay. This book is called 


“The Secret of Successful 
Window Displays” 


Why? Because it solves for you the ever present 
problem, how to produce the most attractive Windows 
at the least possible expense. We can save you money. 
If your name is not on our Mailing List, write for your 
Copy today. 


Schack Service Department : 
is at your service FREE OF CHARGE 


Make use of this service; let us help you solve your prob- 
lems. Our Service Department is composed of the country’s 
foremost designers. Most every problem is given individual 
attention. We submit sketches and estimates on special 
backgrounds, give suggestions on how to produce the best 
effect at the least possible expense. We can save you money. 
This expert service is absolutely free. 


The Schack Artificial Flower Co. 


1746 Milwaukee Ave. Chicago 


February 25, 1922 
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A store front of the most modern type 


New Store of Paul O. Kuehn 


South Bend, Indiana 


business? Well, you see, it was this 

way,” said Paul O. Kuehn, president, 
Indiana Retail Shoe Dealers’ Association, who has 
one of the most beautiful and also one of the most 
completely equipped shoe stores in the State of 
Indiana. 

“My uncle was a 
shoemaker and had 
a little store (or at 
any rate he called 
it a store) on a side 
street in South 
Bend. When I was 
thirteen years old I 
went to work for 
him at a dollar a 
week — say, wasn’t 
that some salary? 
Wait a minute.” 
Then Mr. Kuehn 
made a swift mental 
calculation. “Why, 
it would take over 
fifteen years’ salary 
at that rate to pay 
one month’s rent of 
my new store, to say 
nothing of salaries 
for six people, light, 
heat, insurance, ad- 
vertising and all 
the other overhead 
expenses. Anyway, 
I guess I was worth the money, because the second 
year I got two dollars. By that time I had learned 
the fundamentals of shoe making and repairing and 
was waiting on most of the shoe trade, and I was 
promoted to store manager at $3 per week. 


“Hoe: did I happen to get into the shoe 





A comfortable and practical interior arrangement 


“After this apprenticeship I went with W. R. 
Baker & Company, where I spent eleven years. All 
through these years I had been saving a little money 
and building up good will both among the people 
of South Bend and among the shoe travelers and 
manufacturers with whom I came in contact. 

“Both the money and the good will came in mighty 
handy. A. J. Klingle had been doing the same thing. 
We pooled our sav- 
ings and formed a 
partnership under 
the firm name of 
Klingle & Kuehn. 

“We treated peo- 
ple right, worked 
hard and made it 
pay. We made the 
firm name mean 
something to the 
people of this com- 
munity. Our room 
was small, and after 
eight and a half 
years together we 
concluded there was 
room in South Bend 
for another store. 
Mr. Klingle bought 
my interest in the 
business and I 
started the. new 
store. There you 
have the story. 

“In those early 
days I wasn’t draw- 
ing down very much money, but I was getting what 
money could not buy—a knowledge of right principles 
of shoe making and shoe fitting. Probably if I- had 
been making more salary I would have learned less, 
because early in the game I made up my mind that 
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WINDOW DISPLAY FIXTURES 


THAT ARE MADE BY OUR 


EXPERIENCED CABINET MAKERS 


A VERY SATISFACTORY LINE FOR LONG SERVICE 
MADE IN SEVERAL PERIOD DESIGNS 


NEW CATALOG 
THE OSCAR ONKEN CO., 1118 Fourth Street, Cincinnati, O. 
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some day I would be in business for myself, and deter- 
mined when I did have a store it would be a good one 
and would render every service possible for the com- 
fort and convenience of the people who entered its 
‘ oors. 

“There are no secrets about this store; every sales- 
person is a vital part of the organization; every Mon- 
day morning we have a conference, when we discuss 
any topic that is of interest to the store or any mem- 
ber of the force. 

“If there is a shoe that is not moving, we endeavor 
to find the reason and put the skids under it. 

“If there have been any complaints about our ser- 
vice or our merchandise, we thresh out the question. 

“I am convinced that most store problems can be 


The original store of Paul Kuehn 


solved better through a thorough understanding of 
the management and the employees than by outside 
agencies.” 

The New Store 


Embodied in the new Kuehn store are some unique, 
although not freakish, ideas. One of these innova- 
tions is the “Three-Door Front.” 

The store has a frontage of 24 ft. and a total depth 
of 100 ft. 

Mr. Kuehn appreciates the value of show window 
space, and designed his store to get as much display 
space as possible. 

He also wished to make it as easy as possible for 
window shoppers to get into the store. 

He conceived the idea of having three entrances. 
The center entrance is wider, more spacious and in- 
viting. This main door sets back 9 ft. from the prop- 
erty line and opens into the main aisle of the store. 

On either side of this, 6 ft. farther back, is another 
door. 

The show window to the left of the main entrance 
is used to display women’s shoes and the door on this 
side leads directly into the women’s department. 

The window space to the right of the main entrance 
is used to display men’s shoes and the door on this 
side leads directly into the men’s section. The small 
windows on each side of the main entrance are used 
to display children’s shoes. The children’s depart- 
ment is in the rear of the store, directly back of 
the main aisle. 

The base of the show windows are of antique Ver- 
mont marble. The front was designed and installed 
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by the Kawneer Manufacturing Company. 

The window backgrounds are of American walnut. 
The window display fixtures, made by the Decorative 
Fixture Company, are of special design and har- 
monize with the background. The interior woodwork 
is all of American walnut. Above the shelving and 
flush with the front of the shelving are panels done 
in brown and tan, and this color scheme is carried 
out in the entire furnishing of the store. 

The floor covering is of cork of a tan shade. Two 
rows of comfortable armchairs with cane backs, up- 
holstered in tan velour, are used. The chairs were 
made by the Milwaukee Chair Company. From the 
chairs to the shelving the floor is covered with a 
rich carpet matching in color the upholstery of the 
chairs. 

An eight-drawer National Cash Register was espe- 
cially designed to care for the special stock record 
system used by the store. A glance at the register 








There are showcases on each side of the 
entrance to the store proper 


shows the number of pairs sold in each department; 
individual sales of each salesperson, stock number, 
size and price, cash and charge sales. 


The Marshall Line at Altoona 


B. M. Brewer and D. D. Doran will be at Altoona, 
Pa., on Feb. 19, 20 and 21 on the occasion of the 
Pennsylvania Shoe Retailers’ Association’s State Con- 
vention in that city. They will show to visiting mer- 
chants the latest samples of “Marshall-made” foot- 
wear for men from the factory of G. S. Marshall Co., 
Brockton, Mass. 


R. A. T. S. S. to Hold Dinner 

To close the membership campaign which is being 
conducted by the Rochester Association of Traveling 
Shoe Salesmen a dinner will be held at the Powers 
Hotel, and it is planned to invite every shoe salesman 
who lives in Rochester or vicinity who is not already 
enrolled in the R. A. T. S. S. or some other association. 

Following the suggestion of the National Associa- 
tion that all affiliations be through the National Shoe 
Travelers’ Association, rather than by the various local 
associations. 
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Jones 


Designers ler fones c hicago. 
| 


06 South ¥ 
ert Ave. | 


ARTIFICIAL FLOWERS, DECORAT'VE 
SCREENS, VALANCES AND WICKERWARE 








Your business policy 
reflected thru displays 


Do not lose the vital influence of your window displays 
through employment of cheap, unattractive flowers and 
Quality decorations are essential, and positively 
will create that attention which leads through the steps 
of INTEREST and DESIRE, 


Adler-Jones decorations are conceded by leading mer- 
chants and display artists to be the most beautiful and 
effective on the market. Satisfy yourself by employing 
in your Spring displays, 


Practically all stores listed in the article on 
the Display Center,” this issue, 
Adler-Jones decorations. 

You are cordially invited to avail yourself of our in- 


_ service department. 
sketches without obligation. 


Send for our de Luxe Catalogue 


The Adler-Jones Co. 


Artificial Flowers, Fixtures, Valances, Plushes, Rugs, Floorings 


206 So. Wabash Ave., 
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FRED BRILL 
An active worker on R. A. T. 8. 8 
Membership Committee 


R. A. T. S. S. Appoint Committees 


President Jim Beatty of the Roches- 
ter Association of Traveling Shoe 
Salesmen announces the following 
committees for the coming year: 
Membership, Clinton S. Clark, Fred 
Brill, Jack Berna; auditing, R. P. 
Leard, Frank Bouli, Roy Schneider; 
welfare, Harry Chase, R. L. Seward, 
Charles H. Briggs; ways and means, 


UU MULAN WUE 





D. D. Oster, Jack Castle, Ray Statt; 
educational, Joseph P. Bayne, E. E. 
Evarts, Charles H. Helmer; publicity, 
R. L. Seward, Harry A. Chase, C. W. 
Anderson; nominating, Gus Schaub, 
Jack Galway, S. C. Gloud, Frank 
Rice, Harry M. Joy, D. D. Oster and 
J. C. Scofield. 

At the last meeting plans for hold- 
ing the annual banquet were discussed 
and the report of the delegates to the 
Philadelphia convention of the Na- 
tional Shoe Travelers Association was 
read. 


Frank Lakofka 


From a boy about the store to vice- 
president and general sales manager 
of one of the West’s largest footwear 
specialty houses, is quite a jump. 
Frank did not make this in one leap, 
but by diligent application to the du- 
ties entrusted to his care, he has 
progressed speedily, step by step, 
with merited reward at each mile post 
of the journey. 

Starting with Dovenmuhle in 1905 
in the capacity of general utility boy, 
he joined the forces of the Harper- 
Kirshten Shoe Company of Chicago 
in 1907. Here he was stock boy, and 
in this department he laid the founda- 
tion for friendships which have en- 
dured for years. 

Frank’s motto is a “square deal,” 
and he makes no exceptions on sample 
pair orders or case lot shipments. In 
and around Chicago he has built up 
a clientele of customers, who are 
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FRANK LAKOFKA 
A rising son of the West 


served season after season with styles 
which Frank Lakofka has shown al- 
most uncanny ability in choosing for 
winners. 

It is this keen judgment of values 
that played no small part in the prog- 
ress of this son of the West. To-day 
as vice-president and general man- 
ager of the Harper-Kirshten Shoe 
Company, Frank has opportunities 
which will further emphasize his qual- 
ities as a man and as an executive. 
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Plan for @ St. Patrick’s Day shoe and hosiery trim 


Some Ideas for March Window Trims 


Get Every Bit of Value Out of Your Display Space in March 


ANY sales are made from the sidewalk. 

This is particularly true of a window dis- 

play that has been carefully planned and 

installed with the idea in mind to attract atten- 
tion, create desire, demand and the sale. 

It is only human to patronize the store that puts 
up a well-dressed front by displaying the merchan- 
dise in the most attractive manner amid the most 
favorable surroundings. 

To place merchandise in a given space to show it 
off to the best possible advantage may seem a hard 
task, but if a little thought and consideration is 
given in the matter of the selection of the goods, the 
arrangement and background setting, many displays 
which might be classed among the “also-rans” can 
be turned into trade getters. 


The Problem in Mind 


Right now there are many merchants and display- 
men who are wondering—‘‘Well, what will we have 
in our show windows next?” 

The cold bleak winter season is practically over. 
Sale time is past and hardly a day passes now but 
hugh cases of merchandise are being delivered, 
which when they are opened yield sparkling new 
Spring shoe styles which will soon be clamoring for 
a show. 

Plan and Prepare 
Here we are, right on the threshold of a new sea- 


son. Are you going to be all set and ready for the 
big selling season that is just around the corner? 


Every one of us should get right down to fighting 
weight and make our plans for the advance showing 
of the new spring shoe styles in a manner that will 
make the merry, merry jingle in the cash drawer a 
little more regular. 


Things to Consider 


There are many things to consider in making ready 
for the worth-while displays that every live merchant 
wants installed in his windows. 

In the first place let us consider the window itself. 
Everything should be spotlessly clean, and above 
all, well lighted. Old lamps should be removed and 
replaced with new ones. The fixtures should be gone 
over and cleaned, re-nickeled or polished and have 
everything looking “spic” and “span” for the featur- 
ing of the new styles. 


Night Displays a Big Feature 


A well-lighted window is the store’s best adver- 
tisement, so keep the windows lighted after busi- 
ness hours. 

The American people are great window shoppers, 
and especially is this true in the evening when they 
take a turn around town looking over the windows 
and learning all about the styles. By making your 
advance showings you give them time to see all that 
is new in fashion’s realm and time to think and plan 
their own needs for the season near at hand. 


Displays for March 


To be as helpful as possible to our many RECORDER 
readers interested in the subject of window dis- 
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Weldzet 
WARNING! 


[? has been brought to our attention that a certain manu- 
facturer is supplying hosiery with a broad flat seam to a 
few jobbers and they in turn offering same for consumption 
which is an infringement on our brand WELDREST, which is 
made under Patent No. 1353659, granted September 21, 1920. 


Warning is hereby served upon those jobbers and dealers handling 
these imitation goods that they will be held to strict account- 
ability together with the manufacturer against whom suit for 
full damages is now about to be instituted. 





On the other hand, however, a License to manufacture under 
patents granted has been concluded by Allen Hosiery Company 
with David Jacobs, 268 Fourth Avenue, New York City, under 
agreement dated January 31, 1922. Under this license the orig- 
inal ideas of WELDREST workmanship and excellence of quality, 
as well as the feature of the spliced seam referred to in said 
patent, are to be incorporated in goods of his manufacture the 
same as in the original. Mr. Jacobs will eventually distribute 
his product to the discriminating jobber keeping constantly in 
mind, however, the high standard of quality rather than mere 
imitation of the original. 


When buying hosiery with the tailored, broad, flat seam, made on 
circular machines, for your protection and for the satisfaction 
of your customers and consumers, be sure that the original 
Patent No. 1353659, together with the date of patent grant, 
September 21, 1920, and the autographed signature of either 
firm appear prominently on the garment. 


The original will, of course, bear the well-known WELDREST 
trade mark. WELDREST Hosiery has always been made and 
sold to the trade by the original designers and patentees, ex- 
clusively. 


J The combined strength of the undersigned is squarely behind 


—_ this patent and all imitations on “making, using or vending” will 
be prosecuted to the full extent of the law. 








Look for the tailored, broad, 
flat seam. 


ALLEN HOSIERY COMPANY 
Wayne Avenue and P. & R. Rwy. 
PHILADELPHIA, PA. 


DAVID JACOBS Original Designers, Patentees and 


268 Fourth Avenue 
New York City Manufacturers of 


Sole Licensee of 
Weldrest Patent olaresT 


FAMILY TAILORED HOSIERY 
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play, we illustrate herewith several new and orig- 
inal decorative ideas to use in working up an advance 
showing of the new spring shoe styles. 

Plate 1.—Illustrates a novel idea in recognition 
of St. Patrick’s Day, which comes the 17th of March 
as usual. This design should be installed about a 
week before the event and will give added interest 
to your display front at this particular time. The 
construction is quite simple and is of such nature 
that by a few deft changes in removing the sham- 
rock and cut-out pipes can be utilized for future dis- 
plays. 

The background is made from wall board cut out 
in the shape shown and painted white in color, using 
alabastine or any other cold water paint. 

The center plaque consists of a tall panel cut from 
wall board and painted a grass green. The edges are 
then finished off with narrow bands of gold tinsel. 
Upon the face of the panel is placed the circular cut- 
out painted white, upon which is pasted a large 
green shamrock cut from felt or cardboard. A nar- 
row band of gold is then painted on the cut-out, as is 
shown. 

The panel is flanked on each side with pieces of 
wall board cut-out in the shape shown and gilded. 

The large clay pipes are cut from white cardboard 
and placed back of the cut-out, as illustrated. The 
arrangement of the green foliage on the center panel 
is clearly shown. 

In this illustration we show a unique way of using 
the new Sho-Off display fixture which works in very 
nicely with this trim. This fixture should be equip- 
ped with a grass green silk skirt and white hosiery. 
The arrangement of the fixtures gives some idea of 
how to place the stands for a good showing of the 
shoes. 

Plate 2.—Illustrates a novel idea to use in the 
showing of several pairs of shoes where you desire 
to call particular attention to certain numbers. 
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With this trim you can show several shoes and “play up” 
certain numbers 


The unit back is made from wall board in the 
usual manner and painted a pea green color. The 
sides are decorated with narrow bands of black sa- 
tin ribbon about 2 in. wide. Just in front of the 
unit are placed the show stands as shown. The ar- . 
rangement of the black leather skins as a decorative 
feature is clearly illustrated. 

The large ribbon bow should be a satin ribbon as 
near the color of the background unit as possible. 

Plate 3.—Shows an ideal unit setting to use in 
connection with an advance showing of the new 
spring shoe styles. The background consists of three 
pieces of wall board painted a cream color and as- 
sembled as is shown. The connecting pieces are 
narrow strips of wall board painted green. 

Just in front of the side panels are placed the 
small decorative trees which are made of green rus- 
cus On a wire frame. These trees may be obtained 
from any manufacturer dealing in window decora- 

tions at a nominal cost. 





























Unit setting for an advance spring style showing 


Upon the face of the center 
panel is placed the oval card bear- 
ing the inscription, as is shown. 
This oval card should be cut from 
green cardboard and lettered in 
white and gold. 

Around the edge of the card are 
arranged the flowers and foliage 
as illustrated. 

A partial arrangement of the 
window fixtures is shown for the 
correct display of the shoes. 


Start Plans for Easter Now 


' In the next issue of the 
RECORDER our Display Ex- 
pert will give some interest- 
ing suggestions and designs 
for decorative plans for 











Easter and Spring Open- 
ing. Watch for them. 
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RIGHT IN TIME! 


Whittemore as usual meets the 


emergency by perfecting a 
dressing for Smoked Elk Shoes 


Order “Smoked Elk Bostonian Cream” from you Jobber or 


NOT ONLY CLEANS THE SMOKED ELK, BUT CLEANS AND 
POLISHES THE BROWN OR TAN TRIMMINGS. A MOST 
NECESSARY PREPARATION TO USERS OF SPORT SHOES. 


WHITTEMORE BROS. CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 
BOSTON, MASS. 


send direct to us. 























This complete line of display fixtures shown in 
our folder No. 5/6. Write us for copy. 


J. R. Palmenberg’s Sons, Inc. 


1852—70 Years—/922 
63-65 West 36th St. New York 


CHICAGO BOSTON BALTIMORE 
24 W. Jackson Bivd. 2% Kingston St. 12 W. Baltimore St. 


























Over a Half 

Million and 

Still Going 
Strong 





Are you getting 
your share? 


Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a half million people. The demand 
is stronger than ever. Repair shops, retail stores, foot specialists 
make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE CO. 
Jang Building 
CINCINNATI, OHIO 


UNGS 


ARCH BRACES 























































































The shoe fixture is the 





foundation of the shoe display 


If you have a good class perma- Consult our Service Department 
nent back and flooring in your win- 

dow the shoe fixtures must be in when next you are ready to con- 
keeping as regards quality and in sider plans for permanent window 
harmony with respect to design equipment or special trims. All 








ing, the effect is lost. 7 
and coloring, or the e orders are executed in our own fac- 


It is safe to assume that you can tories. 
most readily secure the most suit- 

able fixtures from the largest fix- 

ture house, which offers the widest 

selection. 


The very best of fixtures, decora- 
tions and everything used in artis- 
tic window displays of shoes and 
hosiery are procurable here, and 
you are assured of prompt service 
at moderate cost. 


New Catalog T Ready 


Every merchant and display man should have 
a copy of this 64 page book at his elbow. It 
is more than a catalog—a veritable encyclo- 
pedia of modern display ideas. 


THE DECORATORS SUPPLY CO. 


2553 Archer Ave. CHICAGO 
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Famous Collections by Industrial Leaders 
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a ie season passes and the prospects of 


another are considered, you hear rumors 
that this or that color will be “good.” 


Some of these predictions materialize for 
a period and then it’s all over. 


But season after season New Castle 
HAVANA BROWN remains the out- 
standing colored leather surety on which 
there is no speculation. 


The footwear found in the smarter places 
shows the increasing prevalence of New 
Castle Havana Brown Kid. Its vogue is 
now recognized as permanent. 


NEW CASTLE LEATHER CO., Inc., 
NEW YORK 





Sketched on Fifth Ave. 


One of the newest im- 
ported suit models 
showing the longer 
skirt just reaching the 
top of the boot of 
——- BROWN 
KID. 





This boot style has 
all that distinctive 
grace of line and 
finished shoemaking 
which one expects 
from the maker — 
LAIRD SCHOBER 
& CO.—the leather is 
New Castle HA- 
VANA BROWN 
KID, of course. 


Judge it by its users. 
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Smoked Leathers in Big Demand for 
Sport Footwear 


Patent Leather Is a Domestic and Foreign Trade Favorite 
Kid Has Been a Bright Spot in Market 
During the Past Few Months 


EATHER business has shown 

some improvement the past 
week, particularly in sport leathers. 
The demand is as eager for these 
sport leathers as it was a year ago 
for gray suede, although more tan- 
ners make leathers adapted for sport 
shoes; hence, they are better able to 
supply the demand in full. The de- 
mand is centering on the smoked lea- 
thers, such as elk, horse, calf and the 
better grades of side leather. The 
¢all also runs down into the cheaper 
grades of side leathers for the cheaper 
grade sport shoes. 


White and Gray Buck Popular 

There is also an unusual demand 
for white and pearl gray buck for the 
same type of footwear. Tanners ex- 
pect this demand to keep up for some 
months to come. In the meantime, 
there is only an average business on 
other lines of leather. There is less 
disturbance from labor at the present 
time and workmen are only too glad 
to get work when there is any, but it 
is safe to say that tanners are oper- 
ating on a basis of 40 to 75 per cent 
of normal. The demand for patent 
leather, which is much larger this 
year than in a number of years past, 
is making for a brisk business at the 
patent leather tanneries and japan- 
neries. The feature of the business is 
the sport leather demand which is a 
boon in this time of rather dull busi- 
ness. 

The leather business is not unlike 
many others right now, in that more 
effort is being expended in selling. 
Salesmen are obliged to make more 
calls and go after the business harder 
than they ever have before. More- 
over, there is much shopping about on 
the part of shoe manufacturers who 
are determined to secure the very low- 
est prices in order to meet the com- 
Petition which they are up against, 
and also in order to make a shoe at a 
price which the public is demanding. 


Sole Leather Situation 

The sole leather situation shows 
virtually no change over the past few 
weeks. Tanners are firm in the mat- 
ter of price and are not inclined to 
sustain any further losses. The aver- 
age price ‘of best quality oak steer 
backs is around 50c. a pound. The 
quotation is 50c. to 55c. a pound, with 
light weight backs 45c. to 50c. Green 


hide leather is on a basis of 34c. to 
36c. a pound and dry hide leather, 
which is slow of sale, brings around 
28c. for No.1. Union sole brings 42c. 
to 45c. a pound for tannery run cow 
backs, with packer cow backs 45c. and 
steer backs 47c. to 50c. for the best 
tannage. The best demand is for 
union sole which largely goes to sole 
cutters. The oak sole market is fairly 
active and tanners look for an im- 
proving business from now on. 


Upper Leathers 


In upper leathers there is a better 
business than a week ago. Orders 
have come in more plentifully from 
shoe merchants which means a better 
leather business and with larger ag- 
gregate sale. The standard tannages 
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of smooth chrome calf range all the 
way from 30c. to 45c. per foot. There 
is not much leather to-day selling at 
over 45c. Excepting for sport foot- 
wear, the lighter weights of calf have 
been slow of sale. On the other hand, 
there is a good call for suede calf on 
the basis of 70c. and 50c. per foot. 


Fair Trade in Side Leathers 


The aggregate business in side lea- 
ther is good, but this covers a wide 
range of leathers. It goes into sport 
footwear, staple footwear, shoes. for 
the medium and poorer classes, and 
also for the agricultural, industrial 
and mining sections. Heavy water- 
proof leathers are ‘wanted, likewise 
the medium and lower grades. Prices 

(Continued on page 131) ~ 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War 
$0.32 a $0.35 
28a .30 


26a 
18a 


colt P oe. top grade 


colored, top grade. . 
Gait’ smooth, black, top grade... 
Side leathers, colors, top grade. . 


Side leather, black, top grade.. 
Genuine 


White buck, top grade (side lea.) 
Elk, heavy side 

Kid, colors, best fancy 

Kid, colors, _ grade 


Peak 
$1.40 a $1.50 
1.40a 


Shasrcsee 


SRRSSSSR 


—_ 


Sole Leather (guieo per pound) 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use. 


33 56a .58 
36 BOG .ic. 
39 92a 95 
AT 98a 1.05 
48 1.15 a 1.25 


Raw Hides and Skins (price per pound) 
(1918 Av.) 


Native steers, as used in sole 
leather, harness, etc. 


steers, for 


leather 
No. 1 buffs for heavy upper ‘and 
side leather 
No. 1 Chicago City calfskins for 
fine calf leather 


Kips for upper leather 
B. “" hides. for —— sole 


18% 52a .55 
18 coo 8. ae 
.., ree 
1T% coef 
15 45a .50 


1AT% , “1.02% 
16% d 80 


30 ‘ 46 


13% a 
50 son 
08% a 


10a 
10a 


14% a 
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SNUGLERS 


Every dealer who con- 
siders a satisfied trade 
above everything should 
welcome the new line of 
Snug-lers. The wide vari- 
ety of colors—the smart 
but sensible new designs— 
the superior quality and 
the splendid service of 
Snug-lers assure a year- 
round source of profits. 


United States Rubber Company 
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A New Rubber Heel 


Soon To Be Put on the Market by the New Seiberling Rubber 
Company—An Interesting Business Personnel Headed 
by F. A. Seiberling—Rubber Quotations 


HE new Seiberling Rubber 
IT. which will include rub- 

ber heel making as one de- 
partment of its business, has a 
personnel which will be interesting to 
shoeman. For instance, I. R. Bailey, 
vice-president in charge of sales, 
whom the industry recognizes as the 
jnventor and develover of the Wing- 
Foot Rubber heel. Mr. Bailey has been 





F. A. SEIBERLING 
Founder and President of the Sieberling 
Rubber Co. 


identified with the rubber business for 
over thirty years and is familiar with 
the merchandising of rubber heels in 
all of its phases. Mr. Bailey resigned 
as assistant sales manager of the 
Goodyear Rubber Company to become 
Vice-President, in charge of sales, 
with F. A. Seiberling, shortly after 
the former Goodyear President organ- 
ized the Seiberling Rubber Company 
about four months ago. 

H. L. Post, assistant sales manager 
of the Seiberling Rubber Company, 
has been for six years manager of 
Goodyear sole and heel sales and is 
widely known and recognized as a 
highly successful merchandiser of 
rubber heels. 

H. J. Thompson, in active and direct 
charge of Seiberling heel sales, was 
identified as assistant manager and 
for the past two months as manager 
of sole and heel sales for the Good- 
year Tire and Rubber Company. 

All of these men have resigned 


from the Goodyear Tire and Rubber 
Company to join the Seiberling or- 
ganization. 

A story of instant success and 
achievement is that of the Seiberling 
Rubber Company, which was formed 
four months ago by F. A. Seiberling, 
founder and for twenty-two years 
president, of the Goodyear Tire and 
Rubber Company, who is everywhere 
known as “The Napoleon of the Rub- 
ber Industry.” 


A Veteran Organization 


Here is a veteran organization of 
selected men who have elected to fol- 
low their old chiefs. Old dealer 
friends, confident in the ability of 
any Seiberling organization to pro- 
duce a high quality product, have wel- 
comed the new company enthusiasti- 
cally. The sales organization is now 
complete. Two strictly up-to-date 
factories at Barberton and New 
Castle, Pa., have been re-equipped 
and re-arranged. Brand new heel 
manufacturing apparatus has been 
installed and will be ready for volume 
production by March 15: Production 
of Seiberling rubber heels for the 
repair trade has already started. 

Seiberling officials announce that 
the new Seiberling rubber heel will 
embody knowledge gained through 
exhaustive research and practical ex- 
perience and that it will be the best 
rubber heel that can be produced. 


Congratulations of Trade 


Many men in the shoe trade have 
enjoyed the hospitality of the Seiber- 
ling Akron home and Mr. Seiberling’s 
associates are known widely as men 
foremost in the business. 

The entire trade wish “F. A.”, I. R. 
Bailey, H. L. Post, and H. J. Thomp- 
son, unlimited success in the merchan- 
dising of the new Seiberling rubber 
heel. 


The Rubber Market 


On February 14 first latex pale 
crepe rubber sold down to 15c on 
spot. On February 15 the market for 
plantation grade opened at around 
that basis with a weak tone and very 
few buyers in evidence, but later 
holders were inclined to withdraw 
offerings at the low levels, especially 
as London came firmer, with buyers 
at 8%d. The indication of greater 
steadiness brought out buyers at 
15%c. for ribbed smoked sheets on 
the spot or for March delivery, 15%c. 


for April, 16%c. for April-June, 
17%c. for July-September, 17%c. for 
July-December and 18%c. for October- 
December. While occasionally lots 
were released at the above figures, the 
general asking prices were \4c. above 
them. The discount of %c. on first 
latex crepe was retained. Paras were 
unchanged and received little atten- 
tion. 





I. R. BAILEY 
Vice-President and in Charge of the 
Sales of the Sieberling Rubber Co. 


Rubber Quotations 


Para—Up-river, fine ....... 18%@ .. 
*Up-river, coarse ........ 134%4@ .. 
CRE, TAD ec cccaseees 17 @.. 
Island, coarse .........+. i%@ .. 
Caucho, ball, upper....... 12%@ .. 
Caucho, ball, lower....... 114¥@ .. 
CES Escidvaacedos tenes 9% @ 8% 

Plantation—First latex, crepe 154@ .. 

Brown crepe, thin, clean.... 14%@ .. 

Brown crepe, rolled........ .. @ 13% 

Amber—*No. 1 ..5....-005. 15%@ .. 
BA» Sion w ahi 6a wee wks o eee 15  «. 
BOO, BD cbcbes chnes cde coe 14% @ .. 

Smoked ribbed sheets....... 154%@ .. 

*Centrals—Corir* . .....+++ «+ @ 10 

CEG: ceadsecdicccceccs ve @ 10 
*Mexican scrap ......... .- @ 9% 
CGURFUNS, Wet .ccccccees we @ 13 
*Guayule, Gry .........6+ «+ @ 26 
*Balata, block, Ciudad.... .. @ 55 
*Balata, block, Colombian .. @ 42 
*Balata, Panama ........ .. @ 40 
SMalate, GOCE: .. icc cccee 68 @ 70 
*Benguella, No. 2........ 7 @ 9 
*Kassal, prime black..... 16°..@ «s 
*Kassal, prime red....... 10 @ 12 
*Nominal. 

Scrap Rubber 
Boots and shoes............ 3%@ .. 

Arctics, trimmed .......... 21% g o's 

Arctics, untrimmed ........ 2 ° 

Inner tubes, No. 1........-+ «+ @ 3 

Inner tubes, No. 2.......... «+ @ 2 


Hose, steam, fire........... %@ 
Tires—Automobile ......... %@ 


ee 
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Sole an Heel 


jor all Sport Shoes 


It is the 


Smartest looking golf or sport footwear sole to be obtained. 


No hard knobs to walk on or Suction Cups to fill up with 
mud, etc. 


Dryden Double-Wear Sport Soles and Heels are made in 


PINK BROWN BLACK WHITE 


They have already been adopted by many leading shoe manu- 
facturers. Ask the salesmen who call on you to show you their 
samples carrying Dryden Double-Wear Sport Soles and Heels. 


Attractive price proposition for shoe 


manufacturers. 
RECORDER 
= irc — 


DRYDEN RUBBER COMPANY 
CHICAGO 


BOSTON — DETROIT — ST. LOUIS 
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(Continued from page 127) 
range from 18c. to 30c. per foot. This 
includes the grain sides from light 
cowhides, also elk sides, veals, kips 
and similar classes of leather. Some 
cheaper leathers in bargain stocks are 
still available at prices below 20c., 
but this leather is becoming scarcer 
every day. The banks still hold some 
leather as collateral which it would be 
desirable to have moved. 


Kid is Active 


The kid market is active and has 
been on an average the bright spot in 
the leather market during the past 
several months. The top grades still 
bring 80c. per foot and prices run 
from here all the way down from six 
to eight cents per foot. The average 
medium grades of kid run from 30c. 
to 45c. There has been virtually no 
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change in kid prices although the ad- 
vancing tendency of raw stock is 
likely to bring higher prices for lower 
grades before the season is over. 


Good Call for Patent 


The patent leather market is active, 
prices ranging from 30c. to 45c. per 
foot on the best grades of patent 
sides. Patent kips of the best tan- 
nage are quoted at five cents higher, 
as a rule, than patent sides. The 
choice selections of patent colt bring 
from 70c. to 80c, a foot, and there is 
also good leather available at 60c. to 
65c. per foot, and the lower grades 
run down according to price. Not 
only is the domestic trade in patent 
leather much improved over last sea- 
son, but there is improvement in the 
export trade which tends to keep the 
domestic market firm. 





Eastern News Letters 


BOSTON . 
These Are Quality Business'Days 


“Service to the Public Is Essential—Over- 
Optimism Just as Unjust as 
Pessimism” 


AID I. B. Howe, of A. H. Howe 

& Sons, 170 Tremont Street: 
“IT am optimistic in a broad sense. 
Conditions have not changed very 
much in the last few months. We 
did not enter 1922 with any kind 
of a movement which could be con- 
strued as a better business bang, but 
I do believe that conditions are work- 
ing back to pre-war conditions. And 
we are well on the way. Our shops 
reflect more unit sales than for some 
time. In war days, the retail shoe 
merchants were wont to talk about 
quantity business—to-day it is the 
quality business which counts. Crafts- 
manship plays a big part in the 
merchandise of to-day. People are 
looking for service and we are supply- 
ing this, even at a sacrifice to our 
own profits. January 1922 has been 
our most trying business month—we 
only just about equalled January 1921 
business, whereas in every month of 
1921 we went ahead of the cor- 
responding period of 1920. 


“Brighten Your Hearthstone” 


“February has shown up remarkably 
well, and I believe that we shall 
either go ahead of 1921 or nearly 
equal the February 1921 record. I am 
sorry that our January 1922 business 
was not ahead of the corresponding 
month of 1921—nevertheless it was so 
and I believé,in coming out and tell- 
ing the\truth* Our business year of 
1921 will be a hard year for us to 
beat in 1922. I shall be surprised if 
We go ahead, but if we can equal our 


1921 business we shall be very well 
satisfied, considering nation-wide con- 
ditions. I believe that over-optimism 
is just as unjust to a merchant as is 
pessimism. We should not expect too 
much of 1922 business and we must 
not go too fast. This is not the time 
for coups in the shoe business. Sat- 
isfy your regular trade and win back 
the trade that was formerly yours, 
who perhaps changed its buying place 
for the war period. Brighten your 
hearthstone as well as you can.” 
Price Range Statement 

It is Mr. Howe’s opinion that high- 
est grade shoes for spring will be 
about $15; high grades to mediums, 
$10 to $7.50; low grades, $4.00 to $7.00. 


As to Heels 


As to heels, he said: “Boston is not 
primarily a high heel city—the ladies 
here riever went into the high French 
heels with the eagerness displayed in 
New York and other big cities. Bos- 
ton and Philadelphia have been much 
alike in their women’s style tenden- 
cies. The low heel is certainly a big 
favorite at the present time.” 


Student on International 
Questions 

Mr. Howe is a keen student on in- 
ternational affairs. He spoke of the 
deplorable monetary conditions in 
Austria and other European countries. 
While he stated that he would not go 
so far as to say that America should 
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wipe out the debts of the various 
across-sea nations, he believes that 
something might be done to ameli- 
orate conditions, as he does not feel 
that any country benefits by having 
bankrupt neighbors. As he views the 
situation, it will take at least ten 
years before Germany can in any way 
readjust her affairs. 


Youngsters Like Low Cuts 

“The youngsters like low cuts, and 
they have bought them way ahead of 
the usual low cut season,” said J. A. 
Manning, manager of the children’s 
shoe department of Jordan Marsh Co., 
“so we find ourselves at the present 
time with our stock of big girls’ low 
cuts, all shot to pieces. You see we 
anticipated the low cut demand and 
bought early on these lines. Big 
girls’ boots, from 2% to 7, moved 
rather slowly, so we find ourselves 
with an unusually large stock of boots 
on hand. This situation means that 
we are just now too heavily stocked 
on boots and sizes on our low cuts 
are somewhat broken, so rather than 
sizing up on these lines, we have de- 
cided to clean out a large group of 
these lines and replace them with 
brand new styles. Therefore, the two 
diametrically opposed conditions have 
resulted in this sale of one thousand 
pairs of high grade big girls’ shoes, 
largely tan oxfords and strap pumps, 
and over 400 pairs of top grade boots, 
at $5.85. 


“Les Bottes Russes” 

“Les Bottes Russes,” as C. F. 
Hovey Co.’s shoe department an- 
nounces, have made their appearance 
in Boston. These are cleverly intro- 
duced to the public by “Ann Barr” 
who writes to “Peggy” in an ad of the 
store in the daily papers, as follows: 

“You can’t imagine what’s hap- 
pened! I think it must have been the 
boots—you know, I had just bought 
them, and I was so proud that “my” 
store—Hovey’s, you know—was the 
very first place to show them— 

“He’s just the handsomest thing! 
Sue Hempstead introduced us—you 
remember Sue. He is quite a hero— 
so modest, but you could just tell, by 
one look into those wonderful black 
eyes of his, that he is a hero. 

“Anyhow, Sue took us out to her 
house, in her new roadster, and I 
couldn’t resist throwing one knee sort 
of nonchalantly over the other, and he 
WAS impressed—he kept looking, out 
of the corner of his eye. 

“The boots, you know, are quite the 
newest—they only came out at the 
Style Shows in New, York last week, 
and Fifth Avenue has just begun to 
notice them! 

“Mother would probably scalp me 
if she knew what I paid for them— 
either that or else she would buy a 
pair herself. You never can tell, with 
mother. 

(Continued on page 135) 
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Distinctive in Its Quality 


—s m _- 


, 


Cedar Cliff Satin is superior because of the superior- 
ity of the raw materials used in its manufacture. 


Superiority of workmanship 
brings about that richness of 
lustre, fineness of texture and 


wearing quality which are dis- 


tinctive Cedar Cliff features. 


The Cedar Cliff 
Silk Company 


251-255 Fourth Ave. 
New York i! 2 


Willis— Black Satin, one strap with 
ent out on strap and quarter beaded 
strap and vamp 1% Louis heel. 


Manufactured by 


Geo. W. Baker Shoe Co. 
343 Classon Ave. 
Brooklyn, N. Y. 










February 25, 1922. BOOT AND SHOE RECORDER 133 








ATINS 


Made Especially for Satins 


Footwear in which Cedar Cliff Satin is used holds its 
shape longer, wears longer and looks better. The reason 
—Cedar Cliff Satin is made especially for use in Satin 
Shoes. 













Attention to all little details of. manu- 
facture, however slight, makes them 
combine the rich lustre, beauty, 
strength and durability which manu- 
facturers and merchants alike have 
come to recognize as true Cedar Cliff 
qualities. 


The Cedar Cliff 
Silk Company 


251-255 Fourth Ave. 
New York N. Y. 
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Pauline—Black Satin, one strap 
side button, 1% Louis heel. 









Manufactured by 


Geo. W. Baker Shoe Co. 
343 Classon Ave. 
Brooklyn, N. Y. 
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STEDMAN SUPER-SOLING 


“STUDS” a Real “He” “WAFFLE IRON” Sole “STEADY-MAN” Sole “STEADY-MAN” 
Sole and Heel for Men’s and Heel for Women’s and Heel for Women’s and Heel for Men’s Golf 
Sport Shoes. Sport Shoes. Golf Shoes. Shoes. 


b er will have bought wisely if your purchases are made from lines that 
include sport or golf shoes bottomed with— 


“STEADY-MAN,” the famous Golf soles and heels for men’s and women’s 


Golf shoes. 


“WAFFLE IRON,” soles and heels for women’s sport shoes. A refined aie 


basically strong. 
“STUDS,” the all-round soles and heels for men’s sport shoes. 


These are all quality products, scientifically made to give the greatest grip and 
withstand the hardest grind. 


Merchants who spell service to customers with a big “S” are to-day selling sport 
shoes with the above bottoms at attractive profits, 





All the above are carried in stock for immediate delivery to shoe manufacturers 
or merchants operating shoe repair departments. 


STEDMAN PRODUCTS COMPANY 
SOUTH BRAINTREE, MASS. 
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(Continued from page 131) 
“Thirty dollars! But they were 
worth it.” 


“Play the Low Heel Game” 


“T shall play the low-heel game,” 
said Walter G. Lewis, manager of the 
shoe departments of Jordan, Marsh & 
Co. recently, as he stood in front of 
some very artistic and strictly new 
women’s sport sandals. These very 
lovely models had a distinctly Parisian 
touch, but they were American made, 
with all of the grace that only United 
States shoemaking can produce for 
the American woman’s foot. Beside 
Mr. Lewis stool S. S. Laird, Jr., of 
Laird, Schober & Co., who was taking 
a review of some sixteen different 
creations of his factory. Thus the 
RECORDER representative unexpected- 
ly came upon an advance showing of 
the beautiful in footwear and had the 
advantage of having the latest style 
touches of the Laird, Schober line 
demonstrated just as it will be pre- 
sented to the Boston public this com- 
ing spring. 

Mr. Laird stated that he believed 
the best heel heights in a Spanish 
Louis would run from 1% inch to 2%, 
and in a Cuban wood heel from one 
inch to 1% inches. This predic- 
tion was borne out in this showing. 
For instance, a patent leather sandal 
with a red kid saddle strap had a red 
Spanish Louis heel of 2% inches; it 
was buckle fastened at the side with 
two little buckles and had black pat- 
ent leather front strap. The same 
model appeared in patent with green 
kid trimmings and green heel—also 
several leather combinations. An 
ankle strap sandal in grey buck fast- 
ened with two little buckles at one 
side had seven little bars of patent 
leather at the ankle and carried a 
patent leather fringed ornament on 
vamp; this model has a_ two-inch 
Spanish Louis heel. A brocaded sil- 
ver sandal had plain silver saddle and 
ankle straps, was silver buckle fast- 
ened, one-inch heel, and made a 
strictly classical appearance. 


New Walk-Over Shop Styles 


At the Walk-Over Shop, 170 Tre- 
mont Street, some very attractive new 
spring styles were shown. One 
beautiful model was in a 1% Span- 
ish heel. The shoe was a one-strap 
grey suede quarter, patent vamp and 
front strap—it was button fastened. 
“Bronze kid,” said Leon Hanscom, 
factory man at the store, “has not 
been selling very well for the past 
three or four years, but it is coming 
again. Here is something new in a 
bronze kid sandal with a 1% heel, 
center strap. Another snappy model 
which we have just put in is this white 
kid sandal, with full Louis heel, and 
a little more pointed toe than some 
of the other models.” 

The new shoes here varied as to the 
vamp measurements from 234 inches 
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to 3 inches. Mr. Hanscom stated that 
the store was going to low heels very 
strongly, and that one big shipment 
of new styles was coming in and an- 
other one would arrive just before 
Easter. 


“We plan to order about thirty days 
ahead, instead of every two or three 
months, as formerly,” added Mr. 
Hanscom. 

There were also some 6/8 heels on 
sport shoes in three different strap 
effects, and some 8/8 heels. A white 
buck oxford carried a green sole and 
green saddle strap. A white buck 
with black calf saddle strap carried a 
% heel, and black rubber suction sole. 
The calf leather trimmings were deco- 
rated with perforations. 

An interesting feature of the foot- 
wear display was the hosiery shown. 
A white silk with black polka dots was 
placed near a white buck shoe with 
black trimmings. There were some 
lace clocks, but in the opinion of Miss 
Waugh, hosiery buyer and manager of 
the slipper department, silk clocking 
is more popular with the trade than 
the lace clocks. 

Attractive Boudoirs 

The slipper department of this 
store, by the way, has been doing a 
very active business. Beside the street 
and indoor party shoes shown here 
are some satin boudoirs, in dainty 
colors. One exquisite creation was 
made of Austrian brocaded cloth in 
wisteria shades with a touch of gold; 
this shoe had a light blue satin Skin- 
ner satin lining. Some of these 
boudoirs were mule style and others 
had a back or protection against the 
heel. 


New England Distributors 

C. S. Stearns Shoe Co., 275 Con- 
gress Street, will be the New England 
distributor of the Menzies Shoe Co. 
They will carry Menz “Ease” shoes 
for men and “American Boy” shoes 
for boys in stock for “at once” de- 
livery from Boston at the Menzies 
regular listed prices. 

A “Ginger” Letter 

Field Bros. & Gross Co. have been 
sending out to the trade a “ginger” 
letter and circular. They have received 
many favorable comments thereon. 
This company has an in-stock depart- 
ment and the “ginger” shoes are well 
illustrated on the back of the stock 
list for shoe wholesalers. 


“Practical Shoes” Explained 

Perry E. Thayer of Thayer, McNeil 
Co. gave a talk on Feb. 8 before the 
Home Economics Committee of the 
Massachusetts State Federation of 
Women’s Club. The conference was 
held at Melrose Highlands and about 
200 women were present. Mr. Thayer 
took for his subject “Practical Shoes,” 
and so well did he present his facts 
that he received a very fine letter of 
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thanks from the home economics com- 
mittee’s secretary. 


Retail Salesmen Meet 


The Boston Retail Shoe Salesmen 
held a very interesting get-together 
at Dupont’s Restaurant on the evening 
of Feb. 13, last. A letter was read 
from a Charles R. Bumgardner of 
Lawrence, Kan., asking for infor- 
mation in regard to organizing a re- 
tail salesmen’s association in their sec- 
tion; also a letter by Secretary Daly 
in which he stated told Mr. Bumgard- 
ner about the aims and objects of the 
association since its inception. 

C. W. Pollock, store manager of 
Thayer, McNeil Co., reported for the 
committee-on the amendments to the 
constitution and by-laws. 

The other members of this commit- 
tee are: Herbert Currier, in charge of 
the orthopedic department of the 
Walk - Over Boot Shop, Tremont 
Street, and H. F. Salisbury. 

R. L. Upton, chairman of the em- 
ployment bureau committee, gave a 
very comprehensive report on the pro- 
posed plan of action of this feature 
of the association’s work. His report 
was accepted as progressive. H. J. 
Skeffington, former immigration of- 
ficer, Port of Boston, gave a thrilling 
talk on the “Deportation of the Bol- 
sheviki and the Mutiny on Board 
Ship.” Mr. Skeffington told his story 
in a very dramatic manner and held 
the interest of his audience from start 
to finish. A full attendance was pres- 
ent. Rose’s Jazz Orchestra furnished 
the music. The daily papers covered 
this meeting in good shape. 


Shoes Made in Seven Days 


Buying close to actual needs and 
at more frequent intervals than ever 
before continues to be the policy in 
vogue not only among the retail shoe 
merchants of New England, but also 
among those from other parts of the 
country who buy in Boston market. 
To meet this condition of affairs many 
novel schemes have been evolved by 
manufacturers. In-stock departments 
have sprung up where none existed 
before. Revised production methods 
have also been put into effect with the 
idea of speeding delivery. And, at 
least one firm, the Knox Shoe Com- 
pany, Milford, Massachusetts, has put 
into effect a plan by which shoes can 
actually be manufactured and shipped 
within seven days of receipt of order. 

Briefly, the plan consists of hav- 
ing always on hand a supply of up- 
pers. These uppers are applied to 
any one of five different lasts, of 
which choice is given. The shoes are 
then bottomed and shipped in seven 
days time. This plan which, inci- 
dentally, is meeting with a consider- 
able measure of success, minimizes 
the risk assumed by the manufac- 
turer, and gives freshly made shoes 
to the merchants in as short a time 
as most of them desire. 
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LYNN 


New Spring Time Fancies 


Easter Orders Roll Up—New Sport Shoes 
Appear—Boots for Fall Are Planned 


¢69N the spring time,” muses a 

Lynn designer, “a young 
maid’s fancy lightly turns to 
thoughts of shoes. So our shops are 
beginning to blossom, like a garden in 
the spring, with new shoes for Easter 
and springtime wear.” 

A steady increase in orders for 
Easter shoes has taken place since the 
first of the month, and shops that 
were idle in January are busy in 
February. Evidently, retail mer- 
chants want new style shoes, and a 
lot of them. 

Patent leather pumps, of the one- 
strap style, are selling with new 
strength. Gray suede and black satin 
pumps are also selling. Many of these 
shoes have the 8/8 or 10/8 wood heels, 
that are called common sense heels. 

Straps are broad. Some have tiny 
perforations in the middle. Others 
have rows of perforations on either 
side. A few will have buckles, or 
other ornaments on them, if some de- 
signers have their way. 

Of smoked calf leather are some 
new sport oxfords made. Smoked 
calf is worth about twice as much as 
smoked elk. Apron patterns, a fam- 
iliar trimming, are being modified, in 
various ways, to get new style effects. 


The Hosiery Influence 


Hosiery styles influence shoe styles 
more than ever before, so Lynn shoe 
men say. Some confidently predict 
that the new light wool sport hose, of 
the natural shade, or of blended brown 
and gray, or brown and white shades, 
will cause a record breaking demand 
for sport shoes, especially oxfords of 
smoked calf, or elk, with tan calf 
trimmings. 

As the season of sport shoes is 
opening unusually early this year, 
Lynn manufacturers are expecting a 
long run on them. 


QUICKER PRODUCTION 


“Shoes can be made more quickly 
these days, thanks to the simplifica- 
tion of styles,” comments Frank Stet- 
son, production manager of the Wat- 
son Shoe Co. 

“You know,” he continued, “those 
extreme novelty styles of a year ago, 
took a long time to get through the 
stitching room. But the plainer styles 
of to-day we can put through more 
quickly. 

“Of course, we have to leave a welt 
shoe on a last, to shape. So, if we 
gain time in the stitching room, we 
can leave shoes on lasts longer in the 
bottoming room. The shape of the 
bottom is even more important than 





the shape of the toe. A good shank is 
an ornament to any shoe. 

“Probably we get a quicker produc- 
tion of shoes than the average fac- 
tory because our new building has so 
many unusual facilities for manufac- 
turing.” 


SPORT BOOTS FOR FALL 


A few steps ahead of the season are 
the pattern makers, and “Sanborn, of 
Lynn, Inc.,” are already working on 
patterns of boots for fall. 

“They may come,” said the senior 
Mr. Sanborn, as he knifed out a new 
pattern of a nine-inch boot. “I’ve 
been making patterns for 50 years, 
and I’ve seen all kinds of styles go 
and come back again. 

“We need a two-season style, for 
the good of the trade. Boots for 
winter and low cuts for summer. That 
is what I would like to see. 

“Sport shoes are the thing these 
days and I expect that a fashion of 
sport boots will follow this summer’s 
run on sport oxfords. We are going 
to develop a sport boot that is just 
right, sooner or later. I think it will 
be 8% inches high, or less. I doubt 
if we get knee high sport boots, even 
if young women wear knickerbockers 
for their winter outing. A knee-high 
boot binds the muscles of the calf of 
the leg too much. Besides, it takes 
seven or eight feet of leather to make 
the upper, and that figures up too 
much for the popular priced trade. 

“If we are going to have boots next 
fall, they must be economical to 
make, as well as sensible and service- 
able to wear.” 


PATENT ONE-STRAPS 


Charles MacLaughlin, of Bresna- 
han, MacLaughlin Co., says that one- 
strap pumps, of patent and grey suede 
leather, are the best sellers for Easter 
trade. His shop is running to capa- 
city, making such styles chiefly. 

“Wood heels are good,” he adds. 
“They are lower than I expected to 
see in style. Yet they are good heels 
and I think they will please even those 
persons who make war on high heels. 

“A wood heel is an ideal heel for a 
shoe for a dainty woman, you know. 
It is light, and it is free from nails. 
Besides, it has the best shaped heel 
seat. The heel of the foot settles 
snugly down into this heel seat, and 
that is the foundation of the graceful 
lines of the arch.” 


A SHINE SAVING STYLE 


For the growing popularity of pa- 
tent leather pumps, two reasons are 
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given. One is the fact that tanners 
are making better patent leather than 
ever. It seldom cracks or peels. The 
other reason is that patent leather 
holds its shine. So a woman wearing 
a pair of patent leather pumps saves 
a dime a shine and, in the course of 
time, saves enough to buy another new 
pair of shoes. 


VENTILATED SHOES 


New models of ventilated shoes are 
jn the sample lines. The holes in 
them are smaller than a year ago, and, 
also, they are more finely bound. The 
idea of to-day is to get a foot venti- 
Jating system that is almost invisible. 


IN PRAISE OF PUMPS 


Says “Tom” Welch, of the Welch 
Shoe Co.: 

“These new one-strap pumps are 
ideal. You know, we always said that 
a pump would be the best style shoe 
for women to wear in summer, if it 
could be so made that it would not 
slip at the heel, nor gape at the side, 
no matter what foot it was on. 

“Well, the new strap on the new 
style pump certainly holds the sides 
snugly to. the foot, and also stops the 
shoe from slipping at the heel. 

“To my mind, the new strap pump 
is among the most sensible of styles 
that has appeared for many a day.” 


A TOO EXPENSIVE STYLE 


There is small chance of Russian 
boots appearing in Lynn shops, be- 
cause it takes nine or ten feet of lea- 
ther to make a pair of them and, 
more than that, they can be made of 
only extra clear grained skins, which 
are very expensive. 

Besides, any Lynner can make five 


BOOT AND SHOE RECORDER 


pairs of pumps from ten feet of lea- 
ther. 


FEET OF YOUTH 


“You never can tell the age of a 
woman by the looks of her feet,” com- 
ments a Lynn manufacturer. “You 
can guess her age by the looks of her 
face. Even the most skilled operator 
of the beauty parlor cannot make an 
old face new. But the shoemaker can 
put a new shoe on the foot, and re- 
store its youthful looks. 

“Ponce de Leon crossed the seas, 
and explored the new continent, to 
find the fountain of youth. But it re- 
mained for the shoemakers of to-day 
to provide the fountain of youth for 
the feet. 

“And, as I’ve said before, you never 
can tell the age of a woman by the 
looks of her feet. They all look young 
these days of strap pumps and sport 
shoes.” 


IT IS SINGULAR 


“Is not it singular,” asks a Lynn 
designer, “that an arctic looks all 
right with short skirts, while a boot 
does not. Maybe it is because the 
arctic top is black, and makes a color 
contrast. Or maybe people expect to 
see arctics look that way. Or maybe 
it is because the arctics flip, flap and 
flop. If that is so, why not a boot of 
leather, that would flip, flap and flop? 

“I am tempted to make a leather 
boot, just as high as an arctic, and 
with a top like an arctic, buckles and 
all, to see what it looks like.” 


END OF WORK SHOES 


Tufts & Friedman, who have made 
men’s work shoes for the past 22 
years, are ceasing business, and that 
will be the end of the making of men’s 
work shoes in Lynn. 


BROCKTON 


Steady Gain in Shoe Shipments 


An Attractive Factory Paper—Combination 
in Comfort and Sport—New Slogan 
for a Boys’ Shoe 


HIPMENTS of shoes from 

Brockton for the past week 
were 11,106 cases as compared 
with 9259 cases for the corresponding 
period a year ago. Total shipments 
to date for 1922 were 62,660 cases, 
as compared with 45,820 cases for 
1921. 

The February issue of “Korrect 
Shape News,” gotten out by Field & 
Flint Company, is well filled with at- 
tractive pictorial and typographical 
matter. In the former is shown the 
New England group at the N.S.R.A. 
Convention at Chicago; an excellent 
likeness of Perley G. Flint of Field & 


Flint Company, recently elected a di- 
rector of the National Boot and Shoe 
Manufacturers Association; a picture 
of one of the departments of the com- 
pany’s plant, characterized by a fac- 
tory inspector as “the cleanest shoe 
factory I ever saw”; several models 
of young men’s new Anatomik shoes; 
a photograph of C. Kenneth Chisholm, 
new president of the N.S.R.A., and 
one of Alick Weir, who traveles all 
over the United States in the interest 
of Anatomik agencies. The editorial 
columns contain matter of much in- 
terest to merchants who handle Field 
& Flint Company’s line of men’s foot- 
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wear, as well as to the trade in gen- 
eral, An editorial by President Field 
urges the getting-together of labor, 
capital and various branches of the 
trade to find solutions of business 
problems. 


Boys’ High Grade Shoe 


E. T. Wright & Company, of Rock- 
land, Mass., makers of the “Just- 
Wright” shoe for men, have for some 
time been making boys’ Arch Pre- 
server shoes of the same select mate- 
rials as are used in the men’s Arch 
Preserver footwear. Customers vis- 
iting the factory have expressed a de- 
sire for a line of boy’s shoes of the 
same quality without the Arch Pre- 
server construction. This demand has 
grown to a point where E. T. Wright 
& Company have decided to meet it. 
They are now offering the trade a line 
of boys’ shoes suitable to the stores 
catering to fine trade. Workmanship 
and quality of material is identical 
with the boys’ Arch Preserver shoe 
which has gained favor with retail 
shoe merchants. “Following in the 
footsteps of his dad” is a slogan which 
the concern is adopting in connection 
with its new line of boys’ footwear. 


Making “Girl Scout” Shoe 


The Preston B. Keith Shoe Com- 
pany is the only authorized concern 
making the “Girl Scout” shoe, the 
name being copyrighted and protected 
by the “Girl Scout” trade mark. The 
concern makes this shoe on one last 
in both low and high cut patterns, of 
black and colored leathers. It is a 
combination comfort and sport shoe, 
as its name implies. 


Shoe Manufacturer’s Marriage 


Oscar C. Davis, vice-president of 
George E. Keith Company, was mar- 
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ried recently to Miss Hazel E. Buck 
of Brockton. The ceremony was sim- 
ple, there being no formal invitations 
or announcements and only the imme- 
diate families were present. After a 
month’s tour of the South, Mr. and 
Mrs. Davis will be at home in Brock- 
ton. The bride was employed in the 
executive building of the George E. 
Keith Company for several years, the 
last two years having been Mr. Davis’ 
secretary. 


Factory Superintendent Dead 

G. Lawrence Paine, for the past ten 
years superintendent at C. S. Mar- 
shall Company’s factory in Brockton, 
died suddenly at his home in Whit- 
man, February 10, at the age of 65. 
Mr. Paine had been in poor health 
for some time, although active in his 
factory duties to the day of his death. 
He was a native of South Weymouth, 
Mass., and a member of one of the 
the old families in that town. In 
early life he was employed by vari- 
ous shoe manufacturing concerns. 
Later he entered manufacturing with 
the late Miller Cook in Whitman, 
under the firm style of Cook & Paine. 
When this firm was dissolved, Mr. 
Paine became superintendent of the 
Gardner factory of the Commonwealth 
Shoe & Leather Company and later 
for the Regal Shoe Company of Whit- 
man. Ten years ago he took the po- 
sition of superintendent at C. S. Mar- 
shall Company’s factory and remained 
in this employ until the time of his 
death. Mr. Paine was prominent in 
Masonic and banking circles in Whit- 
man. For many years he was a 
trustee of the Whitman Savings Bank 
and the Whitman Co-operative Bank. 
He was highly esteemed by a large 
circle of friends and acquaintances in 
and out of the shoe trade. He leaves 


‘ a widow and two children. 
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Good Spring Business Anticipated 


New Stocks Are Arriving and Show Some 
Novelties—Low Heels and One- 
Straps Popular 


OVELTIES, low heels, one 

straps, button and buckles, and 
combination gray and patents are 
attracting attention of buyers lately, 
shoe men generally report. All look 
for a good spring season, and most 
of them have their stocks already in 
their stores. Few stores have been 
holding sales lately, for industrial 
conditions here have not improved to 
any great extent within the last few 
months. Business men _ generally, 
however, predict a slow return to 
more normal conditions with the 
spring, for Syracuse, due to its great 
diversity of industry, was one of the 
last cities to be affected by the de- 





pression. The return to normalcy, 
shoe men say will be slow, but they 
think it is at hand now. 


Dollar Day—February 28 
Dollar Day, which will be held here 
February 28, will be the first big 
sales day, in which shoe merchants 
have taken part during the last six 
months. The Chamber of Commerce, 
which is directing the Dollar Day 
campaign, is doing extensive adver- 
tising in the 38 mile trading zone and 
it is expected that thousands of shop- 
pers from out of town will be drawn 
into the city on that day. Shoes al- 
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ways feature Dollar Day sales and 
the event February 28 will be no ex- 
ception. Retail merchants have no 
general plan of Dollar Day sales, 
some offering a pair of shoes at $1, 
others $1 off on a pair, while others 
offer each shoe at $1.00. 


At $5.00 the Pair 


Claude Eaton, manager of the Bea- 
con Shoe store, reports that the store 
is enjoying its greatest season, due 
in part he believes to the general 
price reduction and the offering of all 
shoes at $5. 


A Three Price Basis 


Another store which has gone on 
a three price basis is the Sterling 
which is selling at $5, $6 and $7. 
Manager F. A. Page says that sales 
have increased greatly since this ac- 
tion has been taken and he believes 
that the buying public has been wait- 
ing for standardization of prices. 
Just now the company is featuring 
men’s cordovan oxfords at $7. 


Corrective Shoes 


Corrective shoes have increased the 
business at Larkin, Burns & Keller’s 
store, according to John Larkin, mem- 
ber of the firm. The store has been 
featuring Dr. Kahler’s shoes for the 
last seven months. 


Class in Salesmanship 


Twenty-two members of the Syra- 
cuse Retail Shoe Dealers’ Association 
have formed a class to study sales- 
manship under the direction of Frank 
Butterworth, salesmanager of the 
Boston Retail Shoeman’s Institute. 


BOOT AND SHOE RECORDER 


President Arthur Evans of Boston 
addressed the club at its last meet- 
ing, explaining the course and the 
benefits of intensive study in modern 
salesmanship methods. It was de- 
cided to hold the class once each 
week at the Park-Brannock store. 
M. F. Hilfinger of the A. E. Nettleton 
Co. will lead the round table discus- 
sions. 


Wheeler Goes to Oneida 


Ernest Wheeler who has _ been 
manager of the Newark Shoe Co. 
store in this city has gone to Oneida, 
N. Y. to be connected with the Con- 
niff & Toher store in that city which 
recently started selling corrective 
shoes. 


Nettleton’s Annual Election 


At the annual election of the A. E. 
Nettleton Co. here, Henry W. Cook 
was re-elected as president. Martin F. 
Hilfinger and A. A. Webb were 
named vice-presidents; Ira N. Lee, 
secretary and treasurer. George H. 
Bond and G. R. Cook were new direc- 
tors elected. 


Shoes at $3.00 


The action of Gray Brothers’ two 
stores in this city offering all stock 
at $3 a pair, has proved a big success, 
according to the store managers. 


The Oxford Demand 


The demand for oxfords is just be- 
ginning to manifest itself, and mer- 
chants predict a big sale within a 
short time on all low shoe styles. 
Patent leather oxfords for women 
look like big sellers. 
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Manufacturers Report Improvement 


Trend Toward Turns Strong—Little Style 
Change—Black Patents and Satins 
Lead in Sales 


ITH few exceptions manu- 

facturers of women’s fine 
shoes in the Brooklyn district re- 
port a continued improvement in 
business. This is borne out by 
leather men who sell their wares in 
this section, who say that the demand 
for fine leathers has strengthened 
since the first of February and that 
the outlook for a good season is prom- 
ising. 


A $60 Single Sale 


B. B. Raymond of the McCormack 
Boot Shop made a new single sale 
high record the other day when he 
sold $60 worth of shoes in less than 


half an hour to a woman customer go- 
ing to Cuba for the winter. He sold 
her a pair of high black corrective 
shoes, one pair of low black correc- 
tives, one pair of low tan correctives, 
one pair of patent pumps, one pair 
of black suede pumps, and one pair 
of silver pumps. 


N. S. R. A. Convention Report 

A. B. McCormack, delegate at large 
from the State association to the 
N. S. R. A. Chicago Convention, gave 
an interesting report on the conven- 
tion proceedings before the local 
club. He told of the styles shown, 
and the trend of demand. 
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Men’s Shoes 


[ Where to Buy 























PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
Originetorowners of Trade Mork Pullman’ 

4162 a doz. 

GLAZED KIT #182 
Colorr Black and Brown 
full sizes 3 toll in Stock 
rt. GUSTIN CO. J 
Dwisd New York 
ae 


























Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














BOSTON 
OFFICE 





Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 


wenHarding Shoe Co., Inc. a- 


Makers a Women’s Turn Shoes Specialising 
High Grade Novelties 











NEW YORK BOSTON 
D. F. Mellen 215 Wessex St. 
Bernard L. Durgin 


Factory 
ee 
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Where toBuy 


Men’s Shoes 














CRAIG -REED & EMERSON INC. 
BROCKTON MASS 2 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 

















Where to Buy | 


Boys’ Shoes 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 




















| Whereto Buy 


Ballet Slippers 














326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 











GYMNASIUM SHOES 


Black Kid....$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 











Ballets in Stock 
mD— 


-K 
Child's 8%-11. .$1.25 
Misses’ 11%-2.. 1.830 
Girls’ 2%-7.... 1.36 
Terme 2-10, Net 80 


BAY STATE 
SLIPPER 






COMPANY 
Haverhill, Mase 
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Brooklyn producers feel that they 
have gone a long way in meeting 
the public demand for lower prices 
and on sport shoes a few of the 
Brooklyn makers are now on a com- 
peting basis with makers in other 
districts. The sport shoe business in 
Brooklyn, however, is confined to rela- 
tively few firms, most of the manu- 
facturers feeling that they are not 
equipped to go into this kind of work. 

Manufacturers making both turns 
and welts say that the trend toward 
the former is strong at present, al- 


though some of the low heeled 
strapped pumps are carrying welt 
soles. 

There has been little change in 


style within the past few weeks in 
Brooklyn. Manufacturers are work- 
ing on samples that are intended for 
after Easter selling now, and the 
current business is being booked on 
styles established earlier in the sea- 
son, Strapped models still predomi- 
nate, with turn cut out oxfords show- 
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ing up slightly stronger. Some plain 
oxford business is going through, as 
well. 

Despite the efforts to get onto 
colors, the demand for black is still 
strong and predominates the field. 
All manufacturers say that black 
patent and black satin lead in sales. 


Manufacturers Board’s Election 


The Shoe Manufacturers Board of 
Trade of New York, the . Brooklyn 
manufacturers’ organization, has 
elected new officers. George W. 
Baker, Sr., of the George W. Baker 
Shoe Co., heads the organization as 
president, succeeding Raymond Morse 
of Morse & Burt. Ernest C. Wheeler 
of the J. & T. Cousins Co. is vice- 
president; Frank Grossman of Julius 
Grossman, Inc., is treasurer and Her- 
bert Garside of A. Garside & Sons is 
secretary. A new executive secretary 
has been appointed in the person of 
Frank H. Curry, former secretary of 
the Brooklyn Metal Exchange. 





NEW YORK 


Retail Shoe Business Quiet 


Public Has Been “Fed” Up on Reduction 
Sales—Nothing Particularly New in 
Way of Style Footwear 


XTREME dullness prevails in 

the local shoe retail field, with 
merchants feeling that greater 
activity is coming with the opening 
of spring business shortly after 
March 1. Any number of exvlana- 
tions are offered for the lack of snap 
in retail demand at present, most of 
them centering on the fact that the 
public has been “fed up” on reduction 
sales, until the power of cut prices 
to draw crowds has been exhausted. 
Exceptions to this rule are reported, 
however, so other factors probably 
enter into the situation. 

Style, in the opinion of many retail 
merchants, has a strong influence in 
heightening the busy seasons and 
lowering the dull ones now. Since 
there is no marked change in the class 
of footwear worn in winter and 
spring months, most women have 
been able to wear their old footwear 
with new garments, and since noth- 
ing in the way of esvecially new 
styles has been offered so far this 
year there has been no style incentive 
for the women to buy. 


Sport a Bright Spot 


The sport shoe business is one of 
the brightest spots in the trade, al- 
though the weather has not been 
exactly favorable for the full develop- 
ment of the sports shoe business. 
Early indications, however, point to 


the largest season in sport shoes the 
merchants here ever have had. Manu- 
facturers in this vicinity and the rep- 
resentatives of manufacturers in 
other districts, say that orders for 
sport shoes are running ahead of or- 
ders for the staple white goods. 


Low Prices at Department Stores 


The department stores are continu- 
ing their drives for volume through 
the medium of low prices. The shoes 
for these sales are being bought for 
the occasion, in the main, and do not 
represent mark-downs of regular 
stock. In this connection it is ap- 
parent that retail shoe stocks here 
are not top-heavy and that radical 
price reductions in order to clear the 
shelves are not necessary. 


A $4.95 Sale 


A large sale at $4.95 was staged 
recently by Gimbel Brothers in their 
women’s shoe section. 


Hart Returns from Europe 


Louis M. Hart, president of Cam- 
meyer’s cut short his vacation in 
Europe and arrived home on February 
15 on the Olympic. Mr. Hart was 
touring Europe with Mr. Hess of Al- 
lentown, Pa. A brother of Mr. Hess 
died suddenly and the two were re- 
called from their pleasure trip, Mr. 
Hart returning with Mr. Hess. 
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At Poland Springs 


John (“Jack”) Slater is spending a 
short vacation at Poland Springs, Me. 


A Slogan Justified 


Samuel Malkin of H. Malkin’s Sons, 
who have their infants’ and children’s 
in-stock department at 120 West 
Broadway, New York, has recently 
returned from the Pennsylvania Shoe 
Retailers’ Convention, where his firm 
exhibited their line. Mr. Malkin 
states that his volume of business 
done at the Convention justifies their 
slogan “Little Shoes That Go Big.” 

Besides selling a number of shoes 
at the Convention, he had an enjoy- 
able time meeting his many friends 
in the trade. 


Bush Building Offices 


The sales service division of the 
Bush Building has been abandoned 
and the 14th and 15th floors are given 
over to private offices of salesmen for 
shoe and allied manufacturers. 
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SAMUEL MALKIN 
of H. Malkin’s Sons 





ROCHESTER 


Stock Turnover Discussed 


Ernest N. Park Advises Retail Shoe Mer- 
chants to Go After Business Strenu- 
ously by Continuous Advertising 


HE weekly meeting of the 

Rochester Retail Shoe Dealers 
Association held at the Chamber of 
Commerce on Tuesday, Feb.. 7, was 
one of the livest shoe gatherings ever 
held in Rochester. As has been the 
custom since the first of the year, 
when William Pidgeon, Jr., again took 
over the presidential chair, the meet- 
ing was given over to discussion of 
a topic of vital interest, and owing 
to the fact that the subject of “Stock 
Turnover,” which was discussed at 
the last meeting, was of most vital 
interest it was decided to continue 
that discussion. 

Ernest N. Park of the Park-Bran- 
nock Co., Syracuse, N. Y., former 
president of the New York State Re- 
tail Shoe Dealers Association, at- 
tended the meeting and offered many 
constructive suggestions for increas- 
ing stock turnovers in 1922. 

It is Mr. Park’s belief that in every 
community there are just so many 
pairs of shoes that can be sold during 
the present year, and if merchants 
are to turn their stocks they must go 
out after business. To get more wusi- 
ness Mr. Park states that his store 
has materially increased their ap- 
Propriation for advertising and that 
they are going to advertise continu- 
ously, 

In answer to a question of a local 
tetail merchant regarding direct re- 
sults traceable from advertising, Mr. 


Park stated that he believed that ad- 
vertising had to be run continuously, 
in which case results were certain to 
be visible, but that merchants should 
not expect every advertisement to pro- 
duce immediate business, but that the 
cumulative effect of continuous ad- 
vertising was sure to produce results. 





Making Extensive Alterations 


Cosmo Dispenza, manager of the 
Nettleton Shop, is making extensive 
alterations which will materially in- 
crease the size of the store and enable 
him to carry a much larger stock. The 
shop is located in a “V”-shaped store 
and as the business has grown very 
rapidly it was beginning to outgrow 
the store. To take care of this, Mr. 
Dispenza is building a balcony on top 
of his present cases, which are on two 
sides of the store. On this balcony 
new cases to the height of about six 
feet will be built and the office which 
is now on the floor level will be moved 
to the balcony. 

The present fixtures and furniture 
are of mahogany, and the new bal- 
cony is being built of the same ma- 
terial. This shop, which is one of the 
handsomest shoe stores in the city, is 
doing a mighty fine business and shoe 
men are congratulating Mr. Dispenza 
on his ability in putting his new shop 
over so that expansion was necessary 
to take care of his trade. 
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Where to Buy 


Children’s Shoes 











‘Bonita, Shoe * Baby 


TURNS end SOFT SOLES 


In Stocl< 


Send. tr Catakg 


AH. MertinG@ 


Mehkhew ROCHES/ER ny * 














Ihe Bs as FOOT WE AR CO. 
amfpacliure 

INDI AN MOO ASINS, BOOT SOCKS 

FOOT yo ta sl UMBI R SI [PPE RS 
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FAC Te ORY 1, 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods We DO NOT eeld 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Hasex Street 














IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 


and 
Popular Priced Stitch- 
owns, sizes 5 to 2 
SAMPLES Sent Prepaid 


OROCHESTER, NY. “a 














Where toBuy 


Miscellaneous 











_—~ 








Perfection Pneumatic 
Arch Cushion 
“et nee 


ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 















142 


Where t to Bu | 
Shoe Ornaments 
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SHOE BUCKLES, 


DETACHABLE STRAPS 


a. SHOE BEADING 
Seaseo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


IS MYRTLE AVE BROOKLYN NY 


EEE — 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 





aval 








a, M. B. MARTINE, Inc. 


) Show Room—130 W. 42nd Street 
S Office— 148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, 

YTHING IN SHOE OR- 
NAMENTATION, ptXeLuDING 





























DO YOU KNOW? 


on ou can buy it—or 
ell t—through h the 


“Where to Buy’’columns. 
This feature in its 
ice is a time saver in 














meeting immediate needs. 
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Annual Store Get-Together 

The twenty-seventh annual dinner 
of the Employees’ Mutual Benefit As- 
sociation of the Sibley, Lindsay & 
Curr Co. was held in the tearoom of 
the store on Thursday, Feb. 9. A well 
arranged program of vaudeville fur- 
nished entertainment. The speaker of 
the evening was the Rev. Milton B. 
Pratt of the Spencer Ripley Church. 


Business Is Quiet 
The retail shoe business in Roches- 
ter is extremely quiet. Sales are still 
being featured by several of the down- 
town stores, but reports indicate that 
unless the prices are extremely low 
the public is not liable to purchase. 


Featuring New Shoes 
Spring footwear is already coming 
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into its own and several stores are 
featuring their new shoes both in their 
advertising and in their windows. 

Sibley, Lindsay & Curr Co. is fea- 
turing a new line of shoes for women 
under the name of “Seneca.” Included 
in the new line are new round-toe 
models in patent calfskin, gun-metal 
zalf and brown Russia calf, which car- 
ry a low walking heel and have two 
straps over instep and strap tongue 
from vamp to top strap. Lace ox- 
fords in Russia calf with a darker 
shade leather apron have plain toes 
and low flat heels, and lace oxfords 
in brown Russia calf with welt sole, 
round toe, low flat heel, and tip, are 
also featured. All of the shoes are 
offered at $7.15 per pair. 

McCurdy’s is featuring new walk- 
ing oxfords in brown and black Rus- 
sia calfskin priced at $9 per pair. 





PROVIDENCE 


Business Continues Quiet 


Clearance Sales Still On—Retail Stocks 
in Better Condition Than a Year Ago 
—More Plants Close 


ANUARY was regarded as be- 

ing quiet in retail shoe circles. 
The same verdict exists for the 
first two weeks of February. Retail 
merchants ordinarily expect a lull dur- 
ing the present period, but the depres- 
sion has fallen below what is consid- 
ered normal at this time. 

Clearance sales inaugurated the 
first of the year are still in progress, 
with the majority of merchants stat- 
ing that same are below expectations, 
although a considerable amount of 
footwear, on the whole, was sold. 

Inventories in general found the 
stocks in pretty good condition, as far 
as salable merchandise was _ in- 
volved. Stocks are in much better 
condition to-day than they were a 
year ago. 

A spirit of optimism prevails, the 
fact remains that merchants and 
manufacturers alike are working 
toward better things. The faith of 
forward looking men is not weaken- 
ing. 

Four more textile plants in the 
State were forced to close the past 
week as the result of the walkout of 
employees, who took a _ practical 
stand against the wage reduction 
and increased hour schedule which 
went into effect. Some manufactur- 
ers stated that owing “to the unrest” 
and “dissatisfaction” brought about 
through the cuts which have gone into 
effect, they do not consider it advisa- 
ble at this time to reduce wages in 
their respective plants. 


Dollar Day Held 


“Dollar Day,” which was inaugu- 
rated four years ago as an annual af- 
fair by the Olneyville Business Men’s 
Association, was observed, Wednes- 
day, February 8. Many attractive 
bargains at $1 were on display pre- 
vious to the set date. Robert J. Ap- 
pleton was recently elected president 
of the association. 


Children’s Shoe Sale 


At the Providence Children’s Shoe 
Store on Westminster Street, located 
in the downtown “shoe belt,” a clear- 
ance sale has been held. High grade 
stocks of infants’, children’s, boys’, 
youths’ and growing girls’ shoes com- 
prise the offering at prices ranging 
from 60 cents to $3.50. This is the 
only exclusive children’s shoe store in 
Providence. 


Rubber Plant Facing Shutdown 


Unless theré is a decided improve- 
ment in the order situation at the fac- 
tory of the National India Rubber 
Company, Bristol, R. I., there is a 
probability of a shutdown for a con- 
siderable period during the coming 
summer, according to a meeting of 
the factory council held recently. 


Annual Convention March 7 


The Rhode Island Shoe Retailers’ 
Association, at its monthly meeting. 
held February 7, voted to have its an- 
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nual dinner party and convention on 
Tuesday evening, March 7, when of- 
ficers for the ensuing year will be 
elected. President Pierce appointed a 
committee, consisting of John Wil- 
son, John A. Larrabee of Providence 
and A. E. Pellequin of Woonsocket, to 
present a list of nominees for office. 
The members of the association who 
attended the recent meeting of the 
Massachusetts Shoe Retailers’ Asso- 
ciation at Boston, held recently, made 
interesting remarks of that session. 
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Applications for membership were 
received from Frank A. Leddy and 
H. W. Adams, both of Providence. 


Back on Job 


George E. Peirce, president of the 
R. I. R. S. D. A., and “Bert” Thomas, 
who is vice-president, are back “on 
the job” after a business trip through 
the New York and Chicago markets 
respectively. Messrs. Peirce and 
Thomas are optimistic regarding the 
future. 








A Communication from 
Washington 


Secretary Delany is in receipt of a 
communication from the secretary of 
Henry Cabot Lodge, enclosing Senate 
Bill 848, which has already passed 
that body and has now been entered 
in the House. The various organi- 
zations of the N. S. T. A. have been 
working vigorously to secure the pas- 
sage of this act in the House, and 
hundreds of letters have been sent to 
Congressmen urging its passage. “It 
seems an assured fact at this time,” 
says Secretary Delany, “that this act 
will soon become a law.” 


(Copy) 
67th Congress S. 848 
2d Session. 
IN THE HOUSE OF REPRESEN- 


TATIVES 
JANUARY 23, 1922 


Referred to the Committee on Inter- 
state and Foreign Commerce 


AN ACT. 

To amend section 22 of the Act en- 
titled “An act to regulate commerce” 
approved February. 4, 1887, as 
amended. 

Be it enacted by the Senate and 
House of Representatives of the 
United States of America in Congress 
assembled, that section 22 of the Act 
entitled “An Act to regulate com- 
merce,” approved February 4, 1887, 
as amended, is hereby amended by in- 
serting “(1)” after the section num- 
ber at the beginning of each section 
and by adding to the section two new 
paragraphs, as follows, to wit: 

“(2) The commission is directed to 
require, after notice and hearing, 


each carrier by rail, subject to this 
Act to issue at such offices as may be 
prescribed by the commission joint 
interchangeable mileage tickets at a 
just and reasonable rate per mile, 
good for interstate passenger car- 
riage upon the passenger trains of 
any and all other carriers by rail sub- 
ject to this Act. Such tickets may be 
required to be issued for any distance 
not exceeding 5,000 miles nor less 
than 1,000 miles. Before making any 
order requiring the issuance of any 
such tickets, the commission shall 
make and publish such reasonable 
rules and regulations for their issu- 
ance and use as in its judgment the 
public interest demands; and es- 
pecially it shall prescribe whether 
such tickets are transferable or non- 
transferable, and if the latter, what 
identification may be required; and 
especially, also to what baggage 
privileges the lawful holders of such 
tickets are entitled. 

“(3) Any carrier which, through 
the act of any agent or employee, 
willfully refuses to issue or accept 
any such ticket demanded or pre- 
sented under the lawful requirements 
of this Act, or willfully refuses to 
conform to the rules and regulations 
lawfully made and published by the 
commission hereunder, or any per- 
son who shall willfully offer for car- 
riage any such ticket contrary to the 
said rules and regulations shall be 
deemed guilty of a misdemeanor, and 
upon conviction, shall be fined not to 
exceed $1,000.” 

Passed the Senate January 20, 
(Calendar day, January 21, 1922.) 


Attest: 
(Signed) GEORGE A. SANDERSON, 
Secretary. 








Snow White Shoe Edge 


The greatest trouble found by the 
wearer of white shoes is the work 
necessary to keep them clean. This 
is especially true of the edges of soles 
and heels. With everything pointing 
to a great white shoe season there 
should be a real market for a shoe 
edge, which will restore that new look 
to white shoes which have become 
soiled either by shelf wear or use on 
the golf course or pavements. 

To meet this demand J. W. John- 


ston of Rochester, New York, has 
placed on the market a snow white 
shoe edge which is chemically correct, 
and which restores that new look to 
white shoe edges and heels. It covers 
with one stroke of the brush, dries 
quickly and will not rub off with ordi- 
nary wear. Snow White Shoe Edge 
is put up in a handy sized jar, with 
cap which is easily removable and a 
brush for applying the liquid is also 
supplied. The edging is equally as 
effective on leather, composition or 
rubber heels and edges. 
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Standard Shoe Materials 
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717 MAIN ST. CINCINNATI, O. 
on andiinbeanemill 
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The One 


Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. S508" Het 


Tanneries at Danvereport 








T. W. GODSOE, 
Ww. G. DONALD, *"Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 
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95 South Street, Boston 













Machinery, 


93 Essex Street ” ‘ 
Haverhill . . Mass. 
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COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co 
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Beggs & Cobb, Inc., Boston, Mass. 








MAX H. BERGER 


Manufacturer of CUT Soles 
From the Best Tannaged Leather 
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Shoe Illustrations 





THE 
~LAZZARO CO. 
FOOTWEAR ILLUSTRATORS 
170 Summer St JX, Boston, Mass. 


: DERWOOD & & PREG 


ILLUSTRATIONS 


SH \} 








| Where toBu 


Engraving and Printing 





















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











| ¢> UNIVERSITY 
-Ftcrrorre a 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Teepe out this =4 ant mal for de- 

ails of our 

Service fer — est ane” 
hoe Trade 


201 South y ty Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Shoes for the Occasion 
By T. A. DELANY 
Secretary of the National Shoe Travelers’ 
Association 

I would reiterate most emphati- 
cally the 1922 convention slogan of 
President Frank B. King, “Shoes for 
the Occasion.” It is as inappropriate 
for a man to wear a fur-lined coat in 
July as it would be for him to wear 
dark tan shoes with a tuxedo, or for 
a woman to wear gaiters in a ball- 
room as for her to wear patent leather 
pumps on Broadway in a blizzard. 

America leads the world in style 
and Paris is now second to New 
York. Americans are the best dress- 
ers and most lavish spenders in the 
wide world, but they must have nov- 
elties. And we must satisfy their 
whims for new creations for every 
occasion—otherwise we must make 
up our minds to use the old car of 
last year and the coat of a few sea- 
sons past. Why confine all the nov- 
elties to street shoes? Sell shoes for 
street, indoor, party, home, church 
and state wear. Give the people nov- 
elties, but novelties for the occasion. 


Speed Up 
By GENE MURPHY 
Pacific Coast Representative for The 
Menihan Co. 

Due to careful observation and close 
trade contact, the Western salesman 
was able to keep the merchants in his 
territory from overloading and has 
kept them posted on market condi- 
tions. As a result, credit conditions 
are good, buying is good and retail 
selling very good. The contact with 
the retail merchant must be early and 
often, and this frequent visiting must 
continue until real facts as to price, 
style and public confidence are re-es- 
tablished. We have not gone to seed; 
there is no need to borrow trouble; 
there will be more shoes sold this 
year than in the past, with no greater 
volume of business but just a little 
speeding up. A close eye on stock 
and overhead will easily accomplish 
the rest. 
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Good Values Create Good 
Business 


“Shoes are sold on a smaller mar- 
gin, and even the most stylish shoes 
will not command the profit that sim- 
ilar fine designing would entitle them 
to a number of years ago. The pub- 
lic to-day is getting style and value in 
footwear at lower prices in keeping 
with the service rendered than ever 
before. There isn’t a greater saying 
in the trade than ‘Good values creatv 
good business.’ Give good values. It 
pays.” 

New Shoe Man in Denver 


N. E. Clark, formerly buyer for 
the M. L. Rothschild Co., and located 
in Minneapolis, Wis., recently pur- 
chased the interest of the late R. E. 
Young in the Broadhurst-Young Shoe 
Co., Denver. “We are looking for- 
ward to a good year,” states Mr. Clark 
in speaking of the business of his 
store. “We expect a big sale of low 
shoes for women in patents and satins 
this year. Men’s shoes are not selling 
as fast at this time as women’s. Since 
styles of men’s shoes are not changing 
like women’s, there is no reason why 
a shoe merchant should mark down a 
stock of men’s shoes, as in the case of 
a stock of women’s shoes that are 
about to go out of style. As a result 
men are buying shoes more from 2 
price standpoint and are waiting as 
long as possible for a big drop, which 
can’t come as yet and perhaps not for 
some time. We can, however, hold 
on to our stock of men’s shoes and 
wait until they want them.” 


Brief News Items 


R. H. Johnston has just recently 
moved his Regent shoe store from 617 
Sixteenth street to 607 Sixteenth. He 
has one of the most attractive shoe 


.establishments in Denver at present. 


Max Sanders, manager of the 
Popular Price Shoe Store, Trinidad. 
Col., recently made a business trip. 

The R. & J. Hendrix shoe store, 1525 
Champa street, Denver, has been fea- 
turing its annual January clearance 
sale of late with good results. 








Charles P. Hall Dead 


Charles Palen Hall of 126 Prince 
Street, West Newton, Mass., died at 
Phillips House, Massachusetts Gen- 
eral Hospital, Boston, Feb. 17, after 
an operation. He was in his sixty- 
third year. He leaves a widow, Mary 
Lovett Hall; a daughter, Eleanor 
Palen Hall, and a son, George Lovett 
Hall of Wayland. His early life was 
spent in New York. He had been en- 
gaged in the hide and leather business 
nearly all his life. Before the Ameri- 
can Hide & Leather Co. was formed, 
of which he was first vice-president 
and a director, he was connected with 





the United States Leather Co. He 
was a director of the Boston & Maine 
Railroad and of the First National 
Bank of Boston. 

Former President Wilson appointed 
him one of five trustees to take charge 
of the Boston & Maine holdings in the 
New Haven Railroad. He was for- 
merly a director of the Boston Ele- 
vated Street Railway Co. and was one 
of a commission named by the late 
Governor Douglas, which established 
the sliding scale now used by the Bos- 
ton Consolidated Gas Co. He has been 
a resident of Newton for thirty years. 
He was a member of the Exchange, 
Algonquin, Brae-Burn Country and 
Neighborhood clubs. 
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The Saturday Evening Post carries our advertisements regularly, thus 
popularizing “Arnold’s Glove Grip Shoes” and stimulating demand 
for styles in stock. Keep your store in line with our advertising for 
success. : 


Model S-488 
“THE GOLF”—FOR MEN 


Smoked Elk with Coco Calf Saddle Strap. Special 
“Glove Grip” Vacuum Cup rubber sport sole and 
heel. In Stock—AA-A, 7 to 1l. B,6to ll. C, D, 


E, 5 to 11. 
Price $6.50 


There’s distinction in every line of Arnold Glove 
Grip Sport Oxfords, and comfort such as you never 
believed possible. 

They are made on the same principle as all Arnold 
Glove Grip Shoes. When you lace one of these 
oxfords you lift up the arch of the foot instead of 
pushing it down. The result is a degree of com- 
fort not found in any other shoe made. The 
Glove Grip feature is patented and cannot be 


nN O LD 


GLOVE -~GRIP. SHOES 












































TWO SMART SPORT STYLES, READY - TO - SHIP 


Model 8-735 
“THE SPORT”—FOR WOMEN 


Smoked Veal with Black Calf Saddle Strap and 
Stay. Special “Glove Grip” Vacuum Cup rubber 
sole and heel. In Stock. AA-A, 4 to 9. B, 3 to 9. 
C, D, 2% to 8. 


Price $6.00 


A style that wins favor everywhere. An ex- 
ceptionally strong seller. Distinctive in its 
“Glove Grip” features and “Arnold” stand- 
ards of workmanship. It measures up to 
every requirement of particular trade. 





Spring and Summer Stock Style Catalogue Now Ready. 
Let Us Place a Copy in Your Hands. Write for It Today. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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shoes. 





Herman’s 
Famous 


Soft Toe Reinforcement — Solid leather 


Bottom-Filler — Cork 


Outsole — 10-iron Oak, best quality $ e 1 5 Counter — Oak sole leather 
Vamp Overlap 




















Strap — Best tubular 
Inside Eyelet Stay — Strong Leather ee 






Eyelets — Fast-color Tan 


Tongue — Circular bellows, 
same leather as vamp Lining — 10-oz. Army Twill 
















65” 


Vamp — Best Boarded Russia, 
Army shade 


Tip — Same as vamp 











Counter-Pocket and 
Inside Backstay 
Plump leather 





Shank Base — Fibre 
Shank Plate — Spring steel 
Heel — Solid lifts of Oak sole 





Insole — 7-iron Oak, plump grain 





Sock-Lining — Felt 





Outside Backstay — Russia leather, same as Vamp 
(Actual Photograph of the inside of Herman’s Famous “65” Army Shoe) 


Army Style for General Outdoor Wear 


With so many so-called “Army” shoes on the market, it is of interest to know that 
Herman’s No. 65 Army Tan Blucher has for many years been the best-known, best- 
built and largest-selling Army style in the world. Being thoroughly satisfactory not 
only for military use but also for civilian wear, it has been a notable trade-builder in 
almost every retail store that carries it. It has the largest range of sizes of all military 





Specifications 
Regulation U. S. Army model, made on Munson Last. Side-seam blucher. Soft toe (no box). 
Vamp, tip and top cut from top quality Russia Leather, of Army color. Circular bellows 
tongue. Vamp and top lined with white twill. 
Sizes and widths: AA—7 to 12; A—5 to 12; B—5 to 12; 
In Stock C—4 to 12; D—5 to 12; E—5 to 12; EE—5 to 12. 


Send for cloth-bound catalogue of eighteen other In-Stock Herman Specials 


ORDER NOW. We advise dealers to send us trial orders on No. 65 for immediate shipment. 
These shoes practically sell themselves, as they are favorably known everywhere. 


Send for Catalog and full information about the Herman sales policy and dealer proposition. 


JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASSACHUSETTS 
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THE COST OF A SHOE 


& 
ITS COUNTER 





Fu cost of a pair of shoes is the aggregate cost 
of its several parts. 

If a saving in total cost can be secured through the 
lesser price of one of the important parts, it is good 
business to demand that part. 

That's why we say to the shoe merchant, ‘‘Specify 
Mousam Counters in the shoes you buy.” 

By doing this, you not only insure the highest qual- 
ity in an important part of your shoes, but you 
assist the manufacturer in keeping downcost—cost 
to yourself and ultimate cost to your customers. 
And Mousam Counters are superior to leather 
counters. They cost 400% less. There is every 
argument in their favor. 


MOUS AM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 


Mousam Division 
121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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Decidedly Brockton Shoes 





The latest addition to our traffic department. 

One of the great essentials to business today is quick service to the 
customer. 

This 5-ton truck leaves our factory every morning with more than 3000 
pairs of 


Brockton Made Shoes 


for delivery all over the U.S. A help to the purchaser. A help to our 
business. : 

We have many more such aids to efficiency, as our rapidly-increasing 
business shows. 

The whole country this year has turned to sports. We are ready for 
them with the last word in sport shoes for men and women. 
Women’s low heel sport oxford in black and white, smoked horse, 
pearl elk, black, and tony-red combinations to retail at $5 and $6. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 
Makers of Welt Shoes to Retail for $5.00—$6.00 


Sales Department, 117 Lincoln St., Boston 


Chicago Office, 209 Security Bldg. New York Office, 303 Fifth Ave. 
Philadelphia Office, 411 Forrest Bldg. Detroit Office, 213 Bowles Bidg. 














BOOT AND SHOE RECORDER 




















HTT 


UG 


LLL 


——-* 





DISPLAY 
CREATES 
SALES 


New York Showroom: 
607 Marbridge Bldg. 



























DEGEN-LIPP, Ine. 


Makers of Women’s Best Turn Footwear 


“HARRIET” 





“A Decidedly New Pattern” 


Factory: 
133-143 Floyd Street, Brooklyn, N. Y. 








































“Oshkosh” Leather Tops 
Specialized in Fit and Wear 


Tops only, or on Red, Black or White Rubbers 









- The ROENITZ SIDE 


Exclusive Leather Top Factory for 25 years. 
Also Mfg’rs of the “Oshkosh” Line of 
Work and Outing Shoes. 

“They reduce the cost of living.” 
Write for Prices. 


The H. C. Roenitz Co., Oshkosh, Wis. 


Established 1877 
Wholesale Shoes, Rubbers, Leather and Findings 





' REQUIRE 










The “OSHKOSH” TOPS 
with wide back Stay, 
heights from 5 to 18 inches. 
Men’s, Boys’ and Youths’, 






or 








PIECE TOPS. No seam 
in back to hurt the foot. 
(See Cut.) Best Black or 
Brown Retanned Stock. 


The only Cor- 
rectly made, 
close fitting 
Tops. 











395 Broadway, 








TRADE & MARK ate 


The Latest Styles 
















(GUARANTEED) SILK HUB GORE 
In Various Widths to 

Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 
Webster and Spencer Aves. 
CHELSEA, MASS. 


New York City 
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No. 771 at $3.15 
A Goodyear Welt 





Second Quality 
Same as 771 Except 
Having a Box Toe 
No. 757 at $2.90 
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LA CROSSE, WIS. 
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JUVENILE 
STITCHDOWNS 


“MADE GOOD 
TO MAKE 
GOOD” 





Community Stitchdowns make good with Merchant, 
Mother, and Child alike in Salability, Wear and Com- 
fort respectively. 


- The Lotus 2-Strap Pump illustrated is but one of the models 
in our complete line of Stitchdowns. It is made of the best 


of materials in tan, patent leather, ma ny, or with patent 
leather vamp with grey calf quarters. It is a winner at the 
following ces: 
5to8 8% toll 11% to2 
$1.20 $1.40 $1.60 


REMEMBER: Community Stitchdowns 
are repairable. 


We also carry a complete line of sandals, ox- 
fords, play shoes and other novelty stitchdowns 
Fo the qatee kind. Sample orders quickly at- 
ende oO. 


Order Community Stitchdowns from your 
— If he hasn’t any, send us your 
order. 


The Community Shoe Mfg. Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 
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A WORD TO THE WISE 
Buy a Shoe That Repeats 


For five successive years we have made this par- 
ticular shoe—our No. 771. 
start—is still selling strong. 


WHY? °’Cause we have made it just a little better 
each season. 


It now has: A full vamp 


You’ RE SAFE IN SAMPLING A CasE Now 
Send for Catalog. 


LA CROSSE BOOT & SHOE MFG. CO. 
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It sold big at the 


Grain Leather Insole 

Top Grade Oak Sole—9 Iron 
Natural Sole Finish 

Grain Leather Counter 


Waxed Linen Thread 


Headquarters Block 
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Buying in Balk 


Grocers used to display their wares by plac- 
ing them in bushel baskets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 
wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk.”” Like the old-time grocer’s cus- 
tomers, they frequently received as much 
refuse as “coffee.” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
culation with the stamp of accuracy. 


_ In the Boot and Shoe Recorder's circulation 


an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B.C. 
























‘THE THREAD YOU WILL 
EVENTUALLY USE 


Its excellent, uniform quality is making shoe- 
making and repairing easier and more profit- 
able. The strong, smooth, elastic nature of 
Meyer's thread is saving time, trouble and 
expense to all users. Onr “‘Gretna’’ twist 
replaces costly silk and gives superior re- 
sults. Order ‘‘Meyer’s’’ thread. Finders 
supply the repair trade. e@ serve manu- 
facturers direct. 


JOHN C. MEYER THREAD Co. 


THE LOWELL THREAD MILLS 
LOWELL, MASS. 


Buyers’ Easy Reference Directory 


Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS | 


332 Summer St. BOSTON, mat 3 














INFANTS’ UP-TO-DATE LOW CUTS 


Hand Turned—In Stock 


Immediate Delivery ' 
Also 4 
, Strap Ro- 
man Sand- 





oa 
al $1.25 

“Sally Sandal’’ — All 1 Strap—2 Buttons— 

Leathers — Spring Spring Heel. 2/5— 

Heels, 2/5—00c. 2/6 80c. 2/6—85e. 5/8 

—O5e. 5/8—§1.00. —0e. 


Also Mary Janes 1 and 2 Strap in Leather and Canvas. 
Terms 2% 10 days—Net 30. 


THE BAY STATE SLIPPER CO., Haverhill, Mass. 








Wood Sole 
Boots and Shoes 


Fuli Oil Grain Leath- 
er, Waterproof Sole 
Leather Counters. 
High-cut Buckle 

Shoes ...... $2.25 
High-cut Boots. 4.25 
Riemer’s Steel 

Rims for Sole 

and Heel ... 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 


Developer is unexcelled. Well-known 
surgeons recommend its use, 

Make your stock of 
wenTnation@§ children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 


Retails, $2, $3.50 Brockton, Mass. 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 

The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equipped to . 
promptly handle your applications for stration 
of Trade-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 














No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
ilustrations in colors of 
Artificial Flowers, Plants, 
Vines, eic.. MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 

















Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 
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FAILURES 


Boston—Chapin & Clark Shoe Co., C. & C. 
Shoe Co., wholesale shoes, reported 
assigned to Harry J. Sheehan and 
Raymond P. Dellinger. Assets listed 
$16,000; liabilities about $34,000. 

Salem, Mass.—Daniel Glover & Son, shoe 


manufacturers, reported involuntary 
bankruptcy. 

Holyoke, Mass.—American Chain Shoe 
Shop, reported involuntary bank- 
ruptcy. 

Brockton, Mass.—Stephen L. McKerven, 
leather, etc., reported liabilities 
$1,865.31; assets $640. 

Amesbury, Mass.—Littlefield Heel Co., 


heel manufacturers, reported business 


being conducted by assignee. Total 
assets $6,990.60. Total debts $28,900. 
Hartford, Conn.—Capital Shoe Store, 


Harry Lassman and Kellman Minsk, 
trading as above, reported filed in- 
dividual and partnership petitions in 


bankruptcy. Firm's liabilities $11,761; 
assets $4,500. Lassman _fiiabilities 
$6,405; assets $17,500. Minsk no 


assets or liabilities. 
Wallingford, Conn.—Ralph Russo, shoes, 
etc., reported liabilities $37,908; assets 


$16,274, 

San Francisco, Cal. — The Fillmore 
Booterie, Roderick M. Rogaway, 
Prop., reported king extension. 


as 
Assets $37, 00: liabilities $24,000. 

Arlington, Ga. alfred Perling, shoes, etc., 
reported liabilities $26,049; assets 
$23,100. 

Washington, D. C.—Louis Schooler, shoes, 
etc., reported offering 30 per cent. 
Liabilities $16,282.96. Stock on hand 

Washington, Ga.—J. A. David, shoes, etc., 
reported making offer of 20 cents on 
dollar. Reported assets about $23,000; 
liabilities $32,331.95. 

Hawkinsville and Fitzgerald, Ga.—Moore 
Bros., shoes, etc., reported liabilities 
$41,556; assets $49,908. 

Barnesville, Ga.—C. L. & J. T. Butler, 
shoes, etc., reported involuntary bank- 
ruptcy. 

West Point, Ga.—Ferrell, Tatum & Co., 
shoes, etc., reported involuntary bank- 
ruptcy. 

Atlanta, Ga.— Cowon-Dunn,  booterie, 
shoes, reported receiver appointed. 
Chicago, Ill.—Ideal Shoe & Legging Co., 

shoes, spats and leggins, reported ex- 
ecuted a deed of trust. Liabilities 
approximately $20,000; assets about 

,000. 


Joseph Ratkovich, 
pairing, reported 
$3,500; assets $1,500. 

Leopola Leon, shoes, 
bilities estimated: at 


Leon Shoe Co., 
voluntary bankruptcy. Reported re- 
ceiver appointed. 

Henry Kleine & Co., Inc., wholesale 
shoes, leather and shoe store supplies, 
reported at meeting of creditors held 
February 9, Mr. Kleine’s attorney 
stated that unless friends could assist 
him, Mr. Kleine would be unable to 
continue in business, and that an 
audit taken February 1, 1922 showed 
assets $250,641.52; liabilities $523,- 
049.02; loss .$72,417.50. The bank is 
the only secured creditor, having a 
mortgage of $35,000 on Henry Kleine’s 
individual property. A creditors’ com- 
mittee of three was appointed com- 
prised of Mr. Cox, Vice-pres. of the 
State Bank of Chicago, Mr. Wilson, 
Mer. of the American Oak Leather 
Co. and D. Forbes of D. Forbes & Co. 
They will investigate and report to 


shoes and re- 
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reported lia- 
,000; assets 


shoes, reported in- 
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creditors later. The bank creditors 
suggested that an immediate liqui- 
dation should take place, and the 


business wound up, but this did not 
seem to find favor with the majority 
of the creditors. Mr. Kleine felt his 
position very keenly, and suggested to 
creditors that if they gave him their 
support he would be glad to con- 
tinue on some form of extension, in 
order that they would eventually be 
paid in full. 

Quincy, ll.—Julius Tick, shoes, etc., re- 
ported liabilities $3,505; assets $2,154. 

Gary, Ind.—H. B. Klein, shoes, etc.. re- 
ported trading as Klein’s Bargain 
House, in bankruptcy. Stock sold. 

Council Bluffs and Missouri Valley, lowa 
—J. A. Barbe, shoes, etc., reported 
made arrangements for loan enabling 
him to offer settlement of 25 per cent. 


Attorney state liabilities $48,00v; 
assets total $25,750.00. 

Fort Wayne, Ind.—Simon Shoe _ Shop, 
shoes, reported in bankruptcy. 

Jackson, Miss.—W. C. Buckley, “Buck- 
ley’s Sample Shoe Store,’’ reported 
offered 25 per cent, which was 
accepted by majority. 

Duluth, Minn.—Rockwell Shoe Co., John 


Prop., reported offering 50 
Attorney states assets 
$16,000; liabilities 


Hagerstown, Ind.—Robert N. Snyder, 
shoes, etc., reported liabilities more 
than $1,068, only nominal assets. 

Detroit, Mich.—Castle Shoe Co., shoes, 
reported involuntary bankruptcy. 

M. Kulick, shoes, reported invol- 
untary bankruptcy. 

The Shop of Durst, shoes, reported 
liabilities $32,000; assets $8,000. Offer- 
ing 20 cents on dollar. 

Bangor, Me.—David Snyder, 
reported liabilities of $1,548. 
petitioned into bankruptcy. 

Passaic, N. J.- uis Rosenberg, shoes, 
— granted an extension of one 


heel Oak, Mich.—Thomas J. Jackson, 
“Ye Bootery.” reported ‘called a meet- 
ing of creditors. Assets said about 
$15,000; liabilities not ascertained. 

Grand Island, Neb.—Eggers & Baumann. 
shoes, etc., reported assets claimed 
$15,801.25; liabilities of $26,121.85. 
Offering of 50 cents on dollar. 

Jersey City, N. J., also Jamaica, N. Y.— 
The Mack Shoe Store, reported made 
offer of 50 cents on dollar. 

Chandler, Okla.—Sam Goldstein, 
etc., reported bankruptcy, 
about $45,000; liabilities $80.000. 

Dayton, Ohio—Anthony J. Roderer, shoes, 
reported in bankrurtcy. Liabilities 
something over $20,000; assets a little 
over $11,000. Offering 33% per cent 
cash. 

York, Pa.—The Garner Co. (Sol. Garner). 
shoes, etc., reported creditors rejected 
an adjustment plan embracing year’s 
extension. Said to owe about $18,000. 
Assets said arourd $15,900. 

Nanticoke, Pa.—Robert Schneider, shoes, 
ete., reborted in bankruptcy. 

Brocklyn. N. Y.—Shapiro & Hudes, Blue 
Bird Bootery, reported called a meet- 
ing of creditors. 

Bolton, Texas—Hammersmith & Metcalf, 
shoes, reported offering 50 ner cent. 

Lubbock, Texas—The Leader Shoe Store, 
George C. Wolfarth. Prop., shoes, etc.. 
reported offering 25 per cent. 

Seattle, Wash.—Queen City Mfe. Co., Inc., 
shoes, reported suit filed for appoint- 
ment of receiver. Liabilities said 
about $24.000; assets about $13.000. 

Cincinnati. Ohic—Co-operative Shoe Co., 
wholesale shoes, reported arrange- 
ments under way giving deed of trust. 


Rockwell, 
per cent. 
approximately 
$15,000 


shoes, etc., 
Reported 


shoes, 
assets 
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Changes in Business 


Current Events in Failures, Suspensions and Activities - 


in the Shoe and Leather Trade ‘ 


(ei 


WLLL he Oe ee 





1) (@\ (0) (0) @\10\ 10) 10) (0\0(@\1/0\) (0) 18 0 
Alleged liabilities in neighborhood of 
$55,000; assets about $17, or $18,000 

Philadelphia—Guy Lee Leather Co., inc., 


Commission leather, reported offered 
compromise at 35 per cent, but cred- 
itors unwilling to accept. 

Lititz, Pa.—Morris B. Cohen, shoes, etc., 
reported temporary receiver appointed. 

Rimersburg, Pa.—E. Corman, shoes, etc., 
reported involuntary bankruptcy. 

Kingstree, S. C.—W. E. Jenkinson, shoes, 
etc., reported assets $26,000; liabilities 
$20,900. Attorney states compromise 
will be offered of 25 per cent. 

Baltimore, Md.—Morris Weinstein, shoes 
and repairing, reported receiver 
appointed. Claims owed about $8,000. 
Reported petitioned into bankruptcy. 

Hyman Cohen, shoes, repor 
claims not successful in raising money 
for reported offer of 40 per cent, and 
a SeneeS an offer of 20 per cent 
cash. 

Ashville, N. C.—Jack L, Blomberg, ‘“‘Econ- 
9my Sample Shoe Store,’’ ‘Asheville 
Bootery’’ and “The Emrorium,” re- 
ported involuntary bankruptcy. 

Buffalo, N. Y.—Morris Kolken, shoes, etc., 
reported involuntary bankruptcy. 

Moorshead City, N. C.—Sam Adler, shoes, 
etc., reported inventory shows mer- 
chandise $16,613; fixtures $1,875. As- 
sets will be sold March 6. 

New York City—Jester & Brennan, shoe 
manufacturers, reported receiver 
appointed. 

Harris & Lazansky, (also at Rock- 
away Beach and Arverne, N. Y.) 
shoes, reported involuntary bank- 
ruptcy. 

Lewiston, Pa.—I. R. Levin, (The Leader) 


shoes. etc., reported involuntary bank- 
ruptcy. 

Union, S. C.—Clark-Wharton Clothing 
Co., shoes, ete., reported receiver 
appointed and will continue’ the 
business. 


El Paso, Texas—Joseph Oseransky, shoes, 


etc., reported involuntary bank- 
ruptcy. 

Cobalt, Ont.—R. W. Boyd, shoes, reported 
assigned. 

Montreal. P. Q.—Singer Fit-Rite Shoe 
Co., Ltd., wholesale and retail shoes, 


reported alleged bankruptcy a ge 
ings instituted. Have made offer 

compromise at 40 per cent; liabilities 
estimated $100,000; ncminal assets 


’ 


CHANGES 


Boston—Bay State Shoe Co., wholesale 
shoes, incornorated with authorized 
capital of $25,900. 


Haverhill, Mass.—J. E. Dube Co., manu- 
facturers. incorporated with capital 
of $75.000. 


Witherell & Dobbins Co., shoe man- 
wee capital stock increased by 

Sagamore Shoe Co., shoe manufac- 
turers. incorvorated with authorized 
eanital of $50,000, 

Peahodv, Mass.—H. M. tLesther Co., 
leather. succeeded by Hershenson 
Teather Co. 

Jonesboro, Ark.—Rhodes Dry Goods Co., 
shoes. etc.. renorted sold out to Doyie- 
Kidd Dry Goods Co. 

Independence, Cal.—C. A. Melton. shoes, 
reported sold out to R. N. Wellington. 

San Bernardino, Cal.—G. Nathan, shoes, 
succeeded hv Gollober & Pasch Co. 

Chicago, Ill.—Morris Weinstein, (567 West 
Roosevelt Road) wholesale shoes, suc- 
ceeded bv Wein Shoe Co. 

Englewood, Ill.—W-C Bootery, shoes, dis- 


solved partnership. 
Baltimore, Md.—Brave & Myerburg, shoes, 
etc., dissolved partnership. 
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mr 
eBest Shoe Jor The Least Money _ 


CHAUHAN 











FACTORY 
Lynn, Mass. 










Three to Four Weeks’ 
Delivery 


Ladies’ Tan Russia One Buckle, Perforated Vamp 
and Imitation Foxing, Imitation Straight Tip and 
Medallion, 8/8 Heel with Goodyear Wingfoot 
Rubber Top Lift, Single Sole. Also in Louis and 
Junior Louis Heel. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 









BOSTON OFFICE 
72 Lincoln St. 
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Boston 


Crooker’s Return from 
Europe 


Harry W. Crooker of Newton, 
prominent Massachusetts shoe manu- 
facturer who left Boston last Sep- 
tember for a trip around the world, 
accompanied by his wife and their 
daughters, Misses Beth and Hope, re- 
turned to Boston February 7. 

In speaking of his globe-circling 
vacation Mr. Crooker said that it was 
a delightful one from start to finish, 
and practically without any disagree- 
able incidents. 

The Crookers visited Japan, China, 
the Philippines, India, Egypt, Italy, 
France and England, Mrs. Crooker 
and her daughters remaining behind 
in France until next May. 

Speaking of world financial and 
business conditions, Mr, Crooker says 
that he really did not find any marked 
improvement over what he understood 
the situation to have been a year or 
so ago. He did not visit Germany, 
but was given to understand, by busi- 
ness men recently there whom he met, 
that Germany is one of the busiest 
and most prosperous countries in the 
old world to-day. 


Re-Enters Shoe Business 
Mr. Crooker has re-entered the 








shoe manufacturing business as head 
of the firm of Crooker & Morse, Inc., 
of Bridgewater, Mass., and is full of 
hope and enthusiasm for the rehabili- 
tation of New England’s shoe indus- 
try. He will later make a special re- 
port to the New England Shoe and 
Leather Association regarding the 
leather and footwear situation as he 
found it in Europe and Asia. 


Rochester 


Returns to E. T. Gilbert 
Mfg. Co. 


Owing to ill health in his family, E. 
M. Sunleaf who formerly covered the 
Pacific Coast States for the E. T. Gil- 
bert Mfg. Co., makers of “Gilco” shoe 
specialties, was forced to give up the 
road some six months ago, but the 
call of the road was too strong and 
Mr. Sunleaf has again accepted a posi- 
tion with the old house and will cover 
Southern and Central Indiana, and 
Southern and Central Illinois. 


Retail Trade Fair 


The last week in January was 
rather quiet as far as the Rochester 
retail shoe business is concerned. In 
women’s footwear business is better 
than in men’s and children’s. Sales 
are still the rule, especially in the 








downtown section, but it requires ex- 
ceptionally low prices to tempt the 
public. In women’s footwear, stores 
that are featuring sport footwear for 
southern wear report that sales are 
frequent and everyone feels that this 
type of footwear will be stronger this 
Spring than ever before. For street 
wear women’s brown calf oxfords are 
extremely popular. 


MISCELLANEOUS 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


wow tr THE CHICAGO 
: WIRE CHAIR CO. 


and Prices 
621 N. La Salle Street 
Chicago, Ill. 
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MISCELLANEOUS 








WANTED TO PURCHASE 








Ideal Line Rolling S' 
Ladders en 


Fifteen styles. Satis- 
faction guaranteed. 
Lasts a 

Write for catalogue. 

Daynite 
Furniture Mfg. Co. 

213 Chouteau Trust 
Bidg., St. Louls, Mo, 




















Beautiful 


Glass Fixtures 
Our celebrated line 









Wood Fixtures 


Ask for Catalog “‘L.”’ 






Plush. 
The Hecht Fixture Co. 


Medinah Bldg., Wells & Jackson 
CHICAGO 


NEW YORK SHOW ROOM 
70 West 36th Street—Just East of Broadway 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Broo lyn 

Phone Stagg 1757 











The NEW YORK EXPORT 
PURCHASING CORPORATION 


96 Broadway 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY 1 strpton stocks | CASH 





Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 





Finished 


Golden Oak or 
Mahogany. 


Carried in stock by all wholesale 
shoe and findings houses. If your 


jobber cannot supply you, order 
direct from us. 
MILBRADT MFG. COMPANY 


2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 














WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 8410 








Milbradt Rolling 
=f | Step Ladders 


~ are made in a great many 
__ - | styles to suit all kinds 
= y —| of stores and shelving. 
- They will enable you to 
- get along with less help, 
> save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 














Milbradt 
Manufacturing Co. 
2416 No. 10th St. 





ST. LOUIS, MO. 














FOR SALE 


FoR SALE SHOE STORE in one of the 
very best towns of 25,000 in the 
Pacific Northwest, best corner in town 








MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 





TT 
STEP LADDER 
ANY 


COMP. 
67 Randolph St, 
Chicage, Ill, 











FOR SALE 


S HOE MEN NOTICE—For sale prosper- 
ous shoe business in a live city of 
fifty thousand population in Northern 
Michigan. Store is in the most prominent 
location in the city. Stock strictly up to 
the minute. Must sell at once owing to 
failing health. Address D-112, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 


FOR SALE—First class Boot Shop, either 
one-half interest or all. Stock inven- 

tories $10,000. Best location in live city 

of 55,000. Address D-126, care Boot & 

Shoe Recorder, 207 South St., Boston, 
ass. 


FOR SALE—One of the finest equipped 
Shoe and ‘Hosiery Stores in live 
Maryland city, 30,000 population. 
Reasonable rent, cash business. Several 
renowned makes carried. Excellent 











opportunity for live wire. Address D-124, 
care Boot Shoe Recorder, 207 South 
St., Boston, Mass. 





FOR RENT 


OR RENT—Space for a first class Shoe 
Department and one of the most 
popular department stores in the Bronx, 
New York City. Light airy space, 25 x 80 
on second floor. Interested parties must 
be financially responsible. Wonderful 
opportunity for the right party. Address 
D-130 care Boot Shoe Recorder, 207 
South St., Boston, Mass. 


OR RENT—1000 square feet floor space 
in a large high class ready-to-wear 
store for Women’s Shoe Department. 
SELIG DRY GOODS COMPANY, Indi- 
anapolis, Indiana. 











FOR LEASE 


ANT TO LEASE SHOE DEPART- 
MENT in the best store in the State 

of Texas. A good opportunity for any 
one knowing the shoe business and wish- 








with long lease. Owner has other in- ing to make a home in the South. Ad- 
terests. Address D-117, care Boot & dress all inquiries to D-129, care Boot & 
Shoe Recorder, 207 South St., Boston, Shoe Recorder, 207 South St., Boston, 
Mass. Mass. 
ADIES’' SHOE DEPT FOR 
OR SALE—Soft Sole Shoe Man- ° . 
ufacturing Plant. Overhead LEASE—Women's Wear Store 
small, and a good going business. ll pen ol eens — Rage 
a 
Small investment required. Good Ladies’ Shoe Dept.; will make 


reason for selling. Prospects for 
future business very good. Address 
D-103, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















favorable terms with first class 
parties. Address D-131, care Boot 
& Shoe Recorder, 189 West Madison 
St., Chicago, Ill. 
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page per issue: 


Space 2 time 7times 13 times 

$5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





cents. 
26times 52 times $1. 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


SITIONS WANTED—Four cents per word for each 
insertion. Minimum amount accepted, seventy-five 
For other ‘““Want” advertisements, seven cents 
per word for each insertion. 

25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


Minimum amount accepted, 











SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











EVERAL GOOD TERRITORIES 
OPEN for experienced sales- 
man, must be well acquainted with 
shoe trade. Complete line of work 
and semi-dress nailed and Good- 
year welt shoes. State by whom 
we, Re and refer- 
ences. EDKE SCHAEFER 
SHOE co, , - Wisconsin. 








SHOE SALESMAN 


An Experienced Salesman 
Who is acquainted with the shoe 
Jobbing houses of the Eastern, 
Southern and Western § States. 
State experience and salary ex- 
pected. Address D-116, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











WANTED SALESMEN —To carry as 
side line our beaded and rhinestone 
shoe ornaments for the following terri- 
tories: South, excepting Texas and 
Louisiana; Dakotas, Montana, Washing- 
ton and Oregon; Michigan, Indiana, 
Illinois and Missouri, excepting Detroit, 
Indianapolis, Chicago and St. Louis; 

sas, Nebraska and Iowa. We manu- 
facture a high grade line and only desire 
men that are willing to call on every 
high grade shoe store on their respective 
territories. Ten per cent commission, 
paid monthly. Address D-96, care Boot & 
Shoe ee 207 South St., Boston, 


We HAVE the following fensen open 

for salesmen to sell Keds as a side 
line. New York, New Jersey, Con- 
necticut, Pennsylvania, Rhode Island. 
Address K-559, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 





WANTED 
SALESMAN WITH ENERGY 


To sell a specialty line consisting 
of six Misses’ and Chiidren’s Shoes 
of exceptional merit and value that 
will make you friends and money. 
Can be handied as a side line, com- 
mission basis. 

CAN BE SOLD TO THE BEST 
MERCHANTS who will readily 
appreciate trem. References re- 
quired. Address in confidence, P-14 
care Boot & Shoe Recorder, 1420 
Widener Bidg., Philadeiphia, Pa. 











NEw YORK WHOLESALE HOUSE 

desires successful Brooklyn Sales- 
man. Men's, Women's and Children’s 
Shoes and Tennis. Address K-566, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 





ELT SLIPPER SALESMEN — Several 
good territories, also Canada, are open 
for experienced salesmen, capable cf suc- 
cessfully placing a line of High Grade 
Felt and Satin Boudoir Slippers. Want 
men of proven ability willing to travel on 
straight commission basis. Address 
D-13), care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


EVERAL GOOD TERRITORIES ARE 

open for experienced salesmen, cap- 
able of successfully placing of Ladies’ 
High Grade Turn Shoes. Want men of 
proven ability. Address D-123, care Boot 
. Shve Recorder, 207 South St., Boston, 
Mass. 








ANTED—Experienced Salesmen to sell 
a western made line of Men’s Quality 
Dress Welts in the following territories: 
Missouri and Kamsas, Wisconsin, 
Nebraska and Colorado, Texas, Eastern 
Washington, Oregon, Idaho and Montana. 
Address D-127, care Boot & Shoe Re- 
corder. 189 W. Madison St., Chicago, Ill. 


W ANTED—Experienced Salesmen. In 
Wisconsin, Minnesota, North Dakota 
South Dakota and Iowa, to handle our 

s as a side line on 10% commission 
to the retail trade. We manufacture a 
complete line of Ladies’ and Gents’ 
Spats, Children’s, Misses’ and Ladies’ 
Jersey Leggins, Children’s Pantalettes, 
Men’s and Boys’ Canvas and Waterproof 
Leggins and Leather Puttees. State line 
of goods you are handling, territory 
covering, and give reference. Address: 
THE BROWN-WARNER MFG. CO., 
Franklin, Ohio. 





WorK SHOE SALESMEN — Severa! 
choice territories with established 
business open. Real opportunity for big 
calibre men. STEVEN STRONG SHOE 
CO.. Milwaukee, Wis. 





ALESMEN WANTED to sell full line 
of shoes and tennis for wholesale 
concern. New Jersey territory with 
established trade. Address K-558. care 





Boot & Shoe Recorder, 127 Duane St., 
New York 
ISCONSIN, with diversified 


farming and _ industries, is 
admittedly one of the most uni- 
formly productive states in the 
Union. A steady and liberal income 
is assured to any shoe traveler of 
experience, who can convince us 
that he is qualified to take over the 
choicest territory we have to offer, 
namely. Wisconsin. The fact that 
we are located in the heart of this 
territory carries with it tremendous 
selling weight. Address appli- 
cations with full detalis to the 
PORTAGE SHOE MFG. co., 
Portage. Wis. 











ALESMEN ATTENTION — Manufac- 

turer’s line Infants’ and Children’s 
square edge turns. Spring line ready. 
Stock preposition. 6% commission paid. 
A few choice territories open. References 
and lines carried. Address D-121, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—We want to hear from sales- 
men traveling Oregon, Washington, 
Minn sota, North and South Dakota, also 
Missouri, who have a wide acquaintance 
and can furnish references. To those 
salesmen with the above qualifications we 
are prepared to give our well estabished 
line of Children’s Medium-Priced Flexible 
Turns and Stitchdowns, consisting of 50 
IN-STOCK STYLES. in the following 
sizes: Flexible First Step Shoes, sizes 1 
to 5 and Spring-Heel Turns, sizes 4 to 8 
and $1, to 11. Stitchdowns carried up to 


size 2. High-rate of commission paid. 
Give full particulars. GOODGER & 
MILOW SHOE CoO., INC., Rochester, 
N. Y. 


Send all replies te Boot & Shoe Recorder, 207 South St., Boston, cates cthavaien extel to efvectement. 





ANTED—A top notch sales- 

man to sell the jobbing trade 
and large retailers for a Milwaukee 
firm with a full line of Men’s and 
Boys’ Work and Semi-dress Shoes, 
nailed and Goodyear welt. Ex. 
perience necessary. Write giving 
full details. Address D-118, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











WANTED—Traveling Salesmen with 
established business in Oklahoma, 
Arkansas, Alabama, Georgia, Kentucky 
and Tennessee, to carry popular priced 
line of Women’s Welts and McKays in 
connection with other non-conflicting 
lines. Replies must contain full infor- 
mation as to territory covered, lines 
carried, volume of business, references, 
etc. We carry good selling numbers in 
stock. Address D-76, care Boot & aoe 
Recorder, 207 South ‘Bt. Boston, 


ANTED—Salesmen to take care of 

New York City or Brooklyn territory 

in selling Women’s, Children’s and Boys’ 

Shoes. Good opportunity. Experienced 

only need apply. Write K-570, care Boot 

$ =e Recorder, 127 Duane St., New 
fork. 


SALESMAN WANTED for Boston Whole- 
sale Shoe House. Line of Jobs and 
Novelties. State experience and refer- 
ences. Address D-122, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 











POSITION WANTED 


AN EXPERIENCED SHOE SALESMAN 
with business education, desires 
position, 
store or department. H. 
Steelton, Pa. 


SHOE BUYER AND MANAGER— 
Thoroughly experienced, wishes to 
make change. Real live shoeman and 
efficient, capable manager. Kansas or 
Middle West states preferred. Address 
D-125, care Boot & Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 





s able to manage or assist in 
BE. ZORGER, 











LINE WANTED 


WANTED—A medium-priced line of 
— a s shoes, McKay or Welts, to 

with a line of Children’s shoes. 
Established trade in Utah and Idaho. 
Address D-%3, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








HELP WANTED 








FEIFER BROTHERS, Little 
Rock, Arkansas, need experi- 
enced Buyer and Manager for Shoe 
Department. Must handle Ladies’ 
and Men’s Shoes. Good reference 
and Southern experience necessary. 
Salary and bonus. 
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THE RECORDER CREED: Getting More Shoes Sold Right; not only 
right purpose, to the right wearer, in the right fitting, 
is the great problem of the retail shoe merchants. 
is to help solve it; for this is the basic problem upon which de 
industries relating to shoes and leather; their production and 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audtt Bureau of Oircwlations. 


Member of the Associated Business Papers, Ine. Member of the 
Entered at the Post ODice, 


Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 
ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


“more” but “right”; sold for the 
a J the right price, at the right profit. This 
f “The Boot and Shoe Recorder” 
ends the progress of the entire allied 
istribution. 


Canadian, $6.00 


The chief pupose o 


Foreign, $10.00 


New York, N.Y., a8 second class matter. 











OPPORTUNITY WANTED 


OPPORTUNITY WANTED 
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REPUTABLE NEW YORK WHOLESALE HOUSE 
WILL CONSIDER PROPOSITION REPRESENTING 


LARGE MANUFACTURER 


AS DISTRIBUTORS FOR POPULAR LINE OF 


Men’s, Women’s or Children’s Shoes 


ADDRESS BOX K-569, BOOT & SHOE RECORDER, 
127 DUANE ST., NEW YORK CITY 
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LINE WANTED 


HELP WANTED 








I Can Sell Your 
Shoes 
In the Southeast 


Have for the past 12 years 
been in the buying end of 
the game, but my acquaint- 
ance with all of the best 
retailers in Georgia, Flor- 
ida, South Carolina and 
Alabama, and 15 years’ 
knowledge of their wants 
makes my claim true. 


I want to travel; pre- 
ferably with a line of 
Ladies’ Popular Priced 
Shoes. | can place them in 
the best stores. This | 
know, and an interview 
will prove my claims. 


What have you to offer? 


Address D-128, care 
Boot & Shoe Recorder, 


207 South Street, 


Boston, Mass. 








One of our Clients desires 
a Substantial Interest 
in a going concern 
MANUFACTURING 
CHILDREN’S SHOES 


He is a well known 
and _ successful sales 
executive, capable and 
desirous of assuming 
full responsibility for 
merchandising your 
product — and pre- 
pared to make a rea- 
sonable investment. If 
you can advantageously 
use additional working 
capital for immediate 
needs or future expan- 
sion you will do well to 
get in touch with us im- 


mediately. All negoti- 
ations confidential—no 
brokers. 


Address E. B. Terhune, 
Gen. Mgr. Boot & Shoe 


Recorder, 


207 South St., Boston 











PUBLISHBD WEEKLY IN THE INTEREST 
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BOOT AND SHOE RECORDER 
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OFFICERS OF THE CORPORATION 
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The Care Employed 


The refining, which is sometimes described as “the making 
of fibre,” in most mills usually depends upon the experi- 
ence of the operator to obtain the desired results. 


West Virginia mills have developed a system of refining 


which prevents mistakes of judgment by the operator. No 
fibre for West Virginia Counter Board is used until the re- 
quired refining test has been satisfied. A final inspection 
requires that the accepted fibres be screened before pass- 
ing to the sheet producing machines. 


Consider the care employed in the manufacture of West 
Virginia Counter Board. This care makes it the most 
uniform counter board. The raw material used makes it 
the most durable and satisfactory. 


Let our representative show you the satisfactory counter 
produced from West Virginia Fibre. Write us. 


We also manufacture Reliable Innersoling. 


Pulp Products Dept. 


West Virginia Pulp Paper Company 
200 Fifth Avenue 732 Sherman Street 
New York, N. Y. -Chicago, III. 


W est Virginia Fibre resists water longer than leather or any of its substitutes. After 
thorough soaking, West Virginia Fibre has three times the tensile strength of leather. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch’”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. ‘ Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


Haverhill, Mass....... 145 Essex 
Johnson City, N. Y....124 Main 


Buockton, Mass... . 


J. K. Krieg, N. Y....39 Warren 





cccobococes 258 Fourth Philadelphia.....221 North 13th 
ecvccece 216 Chartres Rochester, N. Y........180 Mil 
eeccccceccee 87 Warren St. Louis............1423 Olive 
San Francisco.......859 Mission 
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Milford Made 
Oxfords Shipped i Week 
Same Results as if Made to Order 
Park , Town 
CHOICE OF THESE FIVE LASTS 
B, C and D Widths 
This is the type of 
shoe, made on our 
PARK LAST of 
Dark Tan Calf. 
$4.85 
Longfellow 
y Court ¥ 
scones E guarantee to ship your order on the seventh UPPER 
. day, exclusive of holidays, from its receipt at our STOCK 
Old Fashioned factory, in B, C, and D widths. These oxfords Top Grade 
Oak Tanned are not carried in stock but are made to your order. Dark Tan 
Calf 
This means prompt and complete order filling—no wait- 
BOX TOES ing for sizes or widths that happen to be out of stock. QUARTER 
Sole Leather The style is acknowledged a volume seller. LINING 
Brown India 
Our standardized production system which we have fol- HEELS 
COUNTERS lowed for a number of years assures you of top grade Wingfoot 
Sole Leather materials and careful construction in every detail. meiier 














on These 
steams Yast Factory, Milford, Mass. 
They Are 

SOLID 


THROUGHOUT Boston Office, 135 Lincoln St. 


~— <8 
S nu see | Knox Shoe Company | , 
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(Cabretta) 


Judge It YOURSELF—then . 
CONFIRM Your Opinion. 


Ask your neighbor 











G. LEVOR & CO,, Inc. 


Tanners | 

NEW YORK — GLOVERSVILLE — BOSTON ; 

WHITE ARTHUR S. PATTON LEA. CO., St. Louis GEORGE W. NEWMAN, Cincinnati Gi 
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Smart Patent One Strap, Gray Nubuck Quarter, 14/8 
Wood Cuban Celluloid Covered Heel. 


$4.65 nes 


Immediate delivery. on this number. , Order now! 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes MJ 
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Jn Stock, 


Style 392 


Patent Colt One-Strap 
“Shirley” 


French Cord Bound 
Kid Quarter Lining 
Flexible McKay, 14/8 Cuban Heel 


Widths A to D Price $3.60 — 


Al “t- Geighton 
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Jn Stock, 


Style 405 


Rueping’s Smoked Elk 
Russia Calf Saddle 


Goodyear Welt, Spring Heel 
Widths A to D Price $5.00 


A.M. CG l on 
A. Geighton 
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‘Constant Comfort 


‘America’s Best Comfort Shoes” 


““A Good Name Is Better Than Riches” 


WE HAVE BUILT A GOOD NAME 
IT STANDS FOR HONEST QUALITY 


It means something to us to maintain this name. 
It will mean much to you to sell your trade shoes 
that will stand the test of service; any other kind— 
at any price—will tend to lower the standard 
you’ve set and to lose for you the prestige that is 
the only foundation of permanent and profitable 
business. 


’ We have built honest quality into “Constant Com- 
fort” shoes and sell them to you at the lowest pos- 
sible price. 





In spite of the noise that “price” makes—there’s a 


growing, quiet undercurrent of commonsense that Fo. $5 Back Kis T° Folch. 19/8 Cat's 
promises a better market for quality goods. Meet No. 33—Same style next grade. 
Both In Stock—B, C, D, B........ $3.10 


it with “Constant Comforts.” 


Sixty staple styles of oxfords, strap sandals and boots 
carried in stock. Order now. 





No. 62—Black Kid plain toe oxford, 12/8 No. 52—Best Quality Black Kid Imitation No. 83—Black Kid Two-Strap San 12/8 


Cat’s Paw Heel, gray ooze lining. Tip Oxford, 13/8 Heel. Black kid lining. Leather Heel, Gray Ooze Quarter and Sock 
No, 66—Same style with stock tip. No. 50—Same style plain toe. Lining. 
Both In Stock—B, ©, D, B........ $2.85 Both In, Stock—A, B, ©, D..:..... $3.75 In Stock—A, B, ©, D, E.......... $2. 


No. 47—Same style with Drill a 
In Stock—B, ©, D, B.....see-ees 4) 


Ault-Williamson Shoe Co. | 


Manufacturers 
Auburn 3 avuners unit ms: = Maine 
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Reg. U.S. Pat. Of. 








STYLES FOR EASTER 


JUVENILE SPECIFICATIONS 


Genuine Goodyear Welts. One-piece Flexible Insoles. 


Flintstone Flexible Oak Out Soles. Whole Lift Leather Heels. 
Sole Leather Box Toes and Counters. Snug Fitting Heel Seats. 


ae =a] 
























Pattern 972. Last 65. Pattern 974 Made with Buckle. Pattern 761. Last 30. Pattern 757 Lace Oxford. Patent 
Sizes 24 to 7. Widths A to D. Rubber or Leather Heels. Leather, Mahogany Calf, Black Calf, $4.10 per pair. 
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Sees De ie Aa 


Pattern 365. Last 20. Sizes 12 to 2 with Heel, B to D, Pattern 362. Last 20. Sizes 12 to 2 with Heel, B to D, 
$3.25. Sizes 814 to 1144 with Spring Heel, C to D, $3.00. $3.25. Sizes 844 to 1114 with Spring Heel, C to D, $3.00. 


Patent Leather, Mahogany Calf, Black Calf, Brown Kid and Black Kid 
Delivery, four to six weeks. Terms: Net 30. 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE. MISSOURI 


“The Quality Is Higher Than the Price.” 














Reg. U. §. Pat 
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Made in Milwauhee 


Introducing a New Leather 
COLORED PEVEE K KID 


A new leather with the same ee 
pendability that is so characteristic 


of all P & V Leathers. 


The exceptional uniformity of the 
raw material used in tanning 


COLORED PEVEE KID results 


in a most uniform product. 


Produced in a beautiful brown 
shade with a full rich color. It has 
been given a finish which will go 
thru the shoe factory without neces- 
sitating extra precaution towards 
cleanliness. 


The smooth tight grain and its extra 
good feel makes this a very desir- 
able leather to use for your fine 
men’s and women’s quality shoes. 
Let us send you a specimen cutting. 


PFISTER & VOGEL LEATHER CO. 


Milwauhee Wis. Established 184-7 
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No, 409 — Mahogany Calf 
College Oxford, perforated 
tip, vamp and eyelet line, 
% Wingfoot Heel, A- 
Grade Full Grain Counter, 
Polo Last, C and D, 6 to 





No. 310—Mahogany Veal 
College Oxford, perforated 
tip, vamp and eyelet line, 
% Wingfoot Heel, A- 
Grade Full Grain Counter, 
Polo Last, C and D, 6 to 


ell come again.” 


No. 308—Mahogany Veal 
Lace Oxford, Leather 
Quarter Lining, % Wing- 
foot Heel, A-Grade Full 
Grain Counter, Princeton 
Last, C and D, 6 to 11. 

$3.85 








No. 204— Mahogany Kid 
Lace Oxford, perforated 
tip, vamp and  foxing. 
Leather Quarter Lining, 
% Wingfoot Heel, Guar- 
anteed Counter, Polo 
Last, C and D, 6 to 11. 
$3.35 


No. 307—Mahogany Veal 
Lace Oxford, perforated 
tip, vamp and eyelet line, 
Leather Quarter Lining, 
% Wingfoot Heel, A- 
Grade Full Grain Counter, 
Polo Last C and D, 6 to 
$3 


BEST STYLE—BEST LOOKS 
BEST QUALITY—BEST WEAR 


—And that’s no exaggeration for the fifty-year-old reputation of Beals-Pratt 
is built into these oxfords just as it is built into every shoe the house produces. 

Show your customers these up-to-the-minute ound 

—More—you -_ a friend, for in B-P shoes you sell satisfaction and satis- 
faction means “ 

A beautiful booklet describing our complete line of twenty-six numbers sent 
free on request. 


All Shoes and Oxfords in Stock for Immediate Delivery. 


No. 407 — Havana Brown 
Vici Blucher Oxford, 
Leather Quarter Lining, 
% Wingfoot Heel, A- 
Grade Full Grain Counter, 
Repeater Last (A/C Com- 
bination), C and D, 6 to 


No. 306 — Mahogany Veal 
Blucher Oxford, Leather 
Quarter Lining, % Wing- 
foot Heel, A-Grade Full 
Grain Counter, Repeater 
Last (A/C Combination), 
C and D, 6 to 11... .$3.85 





BEALS-PRATT SHOE MFG. COMPANY 


MILWAUKEE, 


ers and you make a sale. 











335 






























445 



















WISCONSIN 
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‘Victoria Brown” 
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BARNET LEATHER CO., Inc 


~eornguaanade bes reten St., New York City 
Tanneries Little Falls, N. Y. 





| New England Distributor 
Barnet Leather Co., Inc., of Mass., 98-100 South St., Boston, Mass. 
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416X 
IN-STOCK 


A to D 





BEST SELLER of the SEASON! 


The last is the best, the shade is the best and the perfora- 
tions are the most desirable of the season's offerings. 
Orders received show the overwhelming demand for this 
combination. It is the season’s predominating oxford. 

Our Tuxedo Last, Nut Brown Calf, 12 Iron Edge, Wing- 
foot Heel. 


Get the habit of profiting by our Stock Service! 











MARION SHOE CO. 
MARION, IND. 
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“Faithful to the Last” 


Staple, Fancy 
and Sport Oxfords 


will be carried in stock for Spring delivery 


Newest Oxfords 
Newest Ideas 
Newest Styles 


The same good old fashioned quality 
at prices that are indeed moderate 








New catalog ready March 2oth. 











Nunn, Bush & Weldon Shoe Co. 


Milwaukee Wisconsin 
Look Here! 


If you want to do more business on 
less capital than you ever believed 
could be done, ask about the Nunn- 
Bush Merchandising Plan. 
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Six “RHODA” One Straps 


ee A 





 —_ 


In-Stock April Ist 





457 442 
4 
No. 457—Black Kid ‘‘Rhoda”’ one Ne. 442— Patent “Rhode” one 
7 oe - tip. Goodyear Welt. strap. Imitation tip. Goodyear Welt. 
a — Sa ae =» 10/8 heel. Princess last. AA to D. 
No. 458—Same in Brown | Kid No. 44%—Same in Coco Cait. Price 
OD svccuanbadboenscuesuee ys 








= 
= 
| z 459 
= 375 
No. 375—Patent “‘Rhoda’’ one strap. No. 459—Grey suede ‘‘Rhods”’ one 
| Covered military wood heel. Imite: strap. Imitation tip. Goodyear Welt. 


Covered military wood heel. Tremont 
ee ee Last. AA to D. Price...... $5.00 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 


ISECENOSEAL 

















SMP I TAIT 
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Lawrence Leathers 
Are Reliable Leathers 


Lawrence Leathers deliver that 
service which your customers 
have a right to expect 


NUBUCK WEILDA 


Reg. U. S. Pat. Of. Reg. U. S. Pat. Of. 


BLACK DIAMOND GUN METAL 


Reg. U. S. Pat. Of. Reg. U. S. Pat. Off. 


DURO 


Reg. U. S. Pat. Of. 


Det wh ete etn ee eee Soe ee, eS 
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A. C. Lawrence Leather Company 


161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 


-+ =>} 
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gr POSNER’, 


SHOES & STOCKINGS 


For Children and Young Ladies 


PATENT LEATHER PUMP 
—A WINNER— 










































IN STOCK 
TURNS 
Made with Ankle or Instep A complete line of Pumps and 
Strap Oxfords. 
Ne. ~ aa 7 Built on lasts that are scien- 
; tifically correct in every detail. 
WELTS Dainty in appearance, yet as- 


Made on Instep Strap Pattern _ suring durability and comfort. 


2 
Mo Ot FL HS ae Bein ped 


. 068 2?-6 4.50 





DR. A. POSNER SHOES, Inc. 


Office and Stock Rooms: 142 West Broadway 
New York, N. Y. 
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KINNICKINNIC 


DISTINCTLY A 


SPORT SHOE 
LEATHER 


The result of experience and cooperation with the leading manu- 
facturers of specialty footwear covering a period of years. 


The elasticity, mellowness of feel and fineness of grain of this 
upper leather has enabled others to build an increasing sport 
shoe business from year to year. It will enable you to do likewise. 


Produced in 
Veal — Kip and Cow Sides 








A variety of shades allowing for a wide range of original ideas 
and individuality in creating combinations. 


We will be pleased to supply gratis color cards for your salesmen. 








FRED RUEPING LEATHERCO, 
FOND DU LAC. WIS,USA 


FRED RUEPING. 


LEATHER COMPANY 


Established 1854 FOND DU LAC, WISCONSIN 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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No. 1002 — Women’s Very Fine 
Quality Patent Leather One Strap. 
French Corded, a =a > — 
Heel, Turn Sole. » B, OG, Ss, 

1 , $4.50 


No. 1000—Same Pattern, with Pat- 
ent Leather Vamp, Black Silk Bro- 
eaded Quarter $4.85 


No. 1101 — Women’s Very Fine 
Nude Gray Nubuck One Strap, New 
18/8 Spanish Heel, Flexible Sole. 
4, B, O, D widths $5.26 
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THESE LATEST 
STYLES 


NOW ON THE FLOOR 


for 


IMMEDIATE DELIVERY 


i= i] 3904 
No. 3904—Black Patent Leather 
Vamp, Gray Ooze Quarter and Strap, 
Celluloid Covered Military Heel, 
Very Flexible Sole. A, B, © 
width 


No. 3903—Same Pattern in All 
Over Patent Leather One Strap, 
Leather Military Heel, Flexible Sole. 
B, C, D widths $3.00 


a S 





No. 3505—Patent Colt Oxford, Smoked 
Elk Apron and Tip, 9/8 Military Rubber 
Heel, Flexible Sole. B, ©, 


No. 3504—Same Pattern, with Smoked 
Elk Vamp and Quarter, Patent Leather 
Apron and Tip $3.50 











Novelty Shoe Co. 9 = SES 


New Process Flexible Sole. A, B, 6 
“True to Its Name” widths $5.50 


32 S. Wells St. 7 
CHICAGO aap ey an tie”, BEES 
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Advantages of Flexible 
New Way Shoe Shelving 


HE fact that New Way shoe shelv- 

ing is sectional and interchange- 
able and can be moved at will is a 
point well worth considering when con- 
—ws the purchase of shelving to be 
used in the shoe department. 


lcomemeenaiil 
iS eeneeeeenieall 
Seema 
SES 
[ane 
iene 
eel 
SS —<e!, 
—_——— 
—— 


’ 
’ 
| 


With our standardized system a quick installa- 
tion can be made, and further, because of a 
standardized system, the equipment should 
always carry a good valuation and is not de- 
preciated in the event of moving from place 
to place or from store to store. 


Ne w Way shoe shelving is made Of still further advantage is the fact that it is 
eid both wall and center types yossible to buy this product at an extremely 
with adjustable, reversible, in- ses price—a price which compares favorably 
terchangeable shelves. Display with cheap, “builtin” types which are not in- 
section has plate glass hinged terchangeable and lack dexibility, and makes 
door, and interior is fitted _ purchase of New Way a. 
ah three 10dnel liustable changeable a positively the best buy on 
wih three RE GAJUSAOK the market from the standpoint of economy 
plate glass shelves. Lower part and service. 


of display has hinged mirror ‘ 
- Shoe C “AS 
door adjustable to any angle. Shoe Seoe” coil” Sant hes at tee 


BRANCHES BRANCHES 


NEW YORK GRAND RAPIDS SHOW CASE COQ st Qt3t one 


1465 Broadway at 42nd St. 
DALLAS 


GRAND RAPIDS, MICHIGAN BS teenat tite. 
CLEVELAND 
Licensed Canadian Manufacturers: JONES BROS, & CO., LTD., Toronto, Canada 1113-1114 Ulmer Bldg. 


KANSAS CITY Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon HONOLULU, HAWAII 
Harrison Bldg. 


CHICAGO 
215 South Market St, 


606-607-608 Ridge Bldg. 
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The FREEMAN POLICY is one of 
specialization—of doing one thing well. 
By concentrating on men’s shoes in only 
ONE LEATHER and THREE GOOD 
STAPLE LASTS, we are able to offer 
you the very best shoes that can be 
bought low enough. to retail at $5.00. 

























No. 55—In Stock 


Latest French Last in select Mahogany 
Kip. Neatly Perforated and Medallion 
Tip. A to D, 6 to 11. 


$3.30 
FreemanShoeMts (p. 


=m —- Beloit, Wisconsin 







| ————EKL 


“ y 
—-! 


ae ES Sh 


te ee 
—— <- 


~ 











> 

; mapscethon 

~ : Pt ae D Y — 

ee 
eer : 


, Ad 
we ow 
o ae 


= a. 
pry - 























Calls for prompt action. 


The dealer who wants to 
do a profitable Easter 
Business, will mail order 
several dozen of each of 
these two beautiful Spring 
Styles. 


In Stock March 15th 


Orders will be shipped in rota- 
tion as received. 


A146— Women’s “ Maxine” 
Patent Leather ‘ Pandora” 
Strap, 8/8 Heel, Welt, Bad 
Last, A 3144-8; B 

3-8 ; C 214-8 





W258 — Women’s “Barbara 
Brown” Patent Gray Suede 
“Sonora” Strap, 14/8 wood 
covered Cuban Heel, Wilson 
Sewed, Vogue Last, A 314-8; 
B 3-8; C 214-8. 


Price 


. Ae 
om, 


4 a 


a ; 
< 
a 


— 


CN 
% 





eked 


__ SUROWW VUSS GOUIQaNy 


= apna Bee n> ie 








March 4, 1922 BOOT AND SHOE RECORDER 23 








NA AA 
* 
rN 

4 


re 

R ‘ — =. 
bat A 

po 














Pe 


ee od tot . , Tn 

os er Be SD te CIO arm ras 2 = Dea 1“? 

aN AA IRR Ne Kn aA) oy aM eg fh oe, Pree Ing Lip as 
. tr nf ¢ A r ‘- 


IN STOCK 


The ROSEMARY 










7 oS & 
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No. 19 Patent leather, turn sole 
Covered Cuban heel - $8.25 AAA to C 






No. 94 Black satin turn sole 
Covered Louis XV heel - $7.50 AAA to C 


I. MILLER & SONS, INC. 
One Carlton Ave. Brooklyn, N. Y. 


| HANA LY AI : 
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IAT ROR 


I. MILLER & SONS, INC. 
One Carlton Ave. Brooklyn, N. Y. 
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Rall-Koffron Co. 
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Ped. 13, 1922. 


The Goding Shoe Company, 
853 West Chicago Avenue, 
Chicago, Illinois. 


Gentlemen: 


In reply to your request to Rall Koffron Co. 1 
am enclosing, herewith, a photo of myself, also 
a couple of snapshots which sere taken on ay 
last summers tramping trip. I am also sending 
you by express the actual pair of Goding shoes 
which was the only pair of shoes I sore on ay 
trip from Cedar Rapids to the Rocky mountain 
district and return. 





You Will note that there is still no break in 

the uppers altho I have worn these shoes a good 
deal during the present school year while attend- 
ing Coe College in this city. I have been walking 
an average of 5 miles per day in these shoes during 
the school week and on every Saturday have used them 
for hiking on 10 and 15 mile trips. 


These shoes have not only made me a very firm 

of the Goding shoe on account of .their Rs Fa 
wearing quality, but I have also sent a good many of 
my college friends to the Rall Koffron Store and have 
yet to hear the first complaint on any of your shoes. 


You are aware that college students are hard on shoes 
end anyone who cute down his shoe bill i : 7 
him @ real service. — 


My new pair of Goding Shoes is exactly the same style 
as the old pair and are certainly proving satisfactory 
in every respect. You are at liberty to refer to me 
any time as I voluntarily offered Mr. Rall thie 
recomondation. 











Yours very 


truly 
Sofa. ben. eA oy 








No. 519 
Brown Kid Bal. Prince 
last. All solid leather. 
Wingfoot rubber heel 
Widths B, C, D. 
Price . . 85.85 















fron store of that city a pair of Goding Shoes which he 
wore on a hiking trip which Mr. W. A. Rall has described 


ARLY last June Mr. R. E. Karban, a college student 
of Cedar Rapids, Iowa, bought from the Rall-Kof- 


to us as follows: 


More recently we have received from Mr. Karban him- 
self the letter reproduced at the left, telling of his further 
use of these same shoes on daily hiking trips of ten to 


“He tramped through Omaha, across Nebraska and 
Colorado to Denver and Colorado Springs. From Colo- 
rado Springs he took a trip up Pike’s Peak, making the 
distance in five hours and fifteen minutes and coming 
down in the record time of two hours and fifteen 
minutes. 


“From Colorado Springs he tramped to Cheyenne and 
Laramie, returning to Cedar Rapids after having walked 
approximately 3,000 miles in seven weeks. His best day’s 
mileage was seventy miles in fourteen hours, equaling 
Weston’s record. Upon his return he wore these shoes 
until the opening of the college year and after over 4,000 
miles of travel through mud and sand, stones, over plains 
and mountains, there is not a break in the uppers. The 
shoes have been twice resoled and the original soles wore 
twice as long as,either of the others. We think it no 
more than fair to report this experience with Goding 
Shoes and can also state that we have yet to receive our 
first complaint on shoes from your factory.” 


fifteen miles. As illustrated above the shoes have tramped 


over 5,000 miles. No padding was put in them when they 


were photographed, and the photo was not retouched. 
If you want shoes like these, order No. 519. 


THE GODING SHOE COMPANY 
833-855 W. Chicago Ave. Chicago, Ill. 
. 
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SPORT SHOE 


The result of 46 years conscientious shoemaking endeavor 





The above model is indicative of the Jones & 
Thomas line of women’s sport shoes, and is made 
up in two tones of dark Russia with beveled 
leather sole and fibre heel. 


OR 46 years, Jones & Thomas excellent craftsmanship has 
performed admirably in the fitting of particular women. The 
company now presents an exclusive line of sport footwear, con- 
sisting of twelve timely numbers. Each style is designed primarily 


to appeal to the outdoor woman. 


The sport line is of all leather construc- Easy access to the complete Jones & 
tion and is made from dependable ma- Thomas assortment is made possible by 
terials. Rapid turnover is provided for the twelve following points of distribu- 
by timely style and moderate price. tion, each centrally located. 
NEW YORK ST. LOUIS PITTSBURGH 
PHILADELPHIA LYNCHBURG PORTLAND, ORE. 
BALTIMORE CHICAGO SAN FRANCISCO 
BOSTON TOLEDO MINNEAPOLIS 


It will be a pleasure to tell you the loca- 
tion of your nearest whole- 
sale Distributor. 


V.K. & AH. JONES & THOMAS. CoMPANy 


(INCORPORATED) 
226 BROAD STREET 


Lv . .°. oe 


Boston Office: 141 Lincoln Street 
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BEACON 


THERE ARE NO BETTER 


SHOES 
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Sas" =< FoR FIT—FOR STYLE—FOR WEAR 


a 


Oxfords full of “‘Pep”’ at Popular Prices 


Beacon shoes stand Supreme 
for Value in our grades. New 
lasts and patterns—reduced 
prices and improved quality. 
—That’s the reason for our in- 
creasing volume of Stock Sales. 


IN STOCK 





No. B5021—Proxy last. Chip- 






pendale Russia Oxford. Wing tip. bs 95—8 
Goodyear Wingfoot Rubber Heel. As > | Ry id }. rent 
C and D-5 to 11. [eas > Beveled Sole. B-6 to 11; C and 


. ~ D-5 to 11. Price....... 


Price $3.85 
rice $3.85 Price $4.50 





No. B-386—Swag last. Mor- 
occo Calf Oxford. Orange stitch- 





No. B194—Swag last. Morocco 
Russia Oxford. . Brass evelets. No. B5019—Pennlast. Chippendale Russia ing. Goodyear Wingfoot Rubber 
Goodyear Wingfoot Rubber Heel. Oxford, Goodyear Wingfoot Rubber Heel. Heel. A-7 to 11. B-6 to 11. 
B-6 to 11; C and D5 to 11. C-6 to 11; D-5 to 11. © and D5 to 11. 

Price $4.20 Price $3.60 Price $4.70 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 
Chicago, Ill. 
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BEACON 


SHOES 


y ; 7 
FOR FIT—FOR STYLE—FOR WEAR ~ Sq, wee" 
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Spring Styles tor Volume Selling 


aS 


Women’s appealing 
Easter footwear at 
prices that will please 
your trade. Beacon 
quality at these prices: 
means big business 


I 























for you! No. B-3263—BON TON 
TWO BUCKLD STRAP 
No. B-7002—Topaz Last. Black Vici Brown Lotus Two Buckle ‘‘Ritz” “=~ 4 
Oxford. Welt. 1178 = Wingfoot Welt, 13/8 Cuban Heel, Wingfoot Ru 
Rubber Heel. B, Bs nef ber Heel. 


8. s 
No. B-7250—Same as Fa Price 68.66 IN-STOCK ealaacid > OF O ant D, 88 


pendale side—Price $3.50. Price $3.35 


LS 


No. B-3505—PROM 

TWO BUTTON STRAP 
Black. Vici “La Tosca,’’ Two Pearl 
Buttons, 13/8 Cuban Wingfoot Rubber 
Heel, Imitation Turn. 


eee 


On 
Tt 


3 al 

















| 








No. B-4704—PROM 


ua 








No. B-4508—vVassar Last. yo bn TWO BUTTON ONE STRAP A, 4-8 B, C and D, 3-8 

Oxford. I. — 13/8 = Dar “ ” — - ° an , 3- 
ngtoot bber k Brown Vici, ‘“‘Parisian’’ Pattern, P 

sae Fm BG and 14/8 Cuban Leather Heel, Imitation : rice $3.60 





Turn, Pearl Buttons. 
No. FF ne as above in Chi No. B-3707 
pendale Side. Price $3.35. — A, 48 B, 8%-8 © and D, 8-6 Same in Brown Vici. 


N B-47090— . ° 
cane Ta nn Bae = oe Price $3.35 Price $3.60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 








18 South Wells St. — - Tee Manchester 
Chicago, Ill. a es Rates New Hampshire 
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eauty-(omfort 
cf Individuality 


SHOE store appointments 
possessing these three attributes 








accomplish more than attract- 


ing customers in. They make 





them feel at home and play no 
small part in inducing them 
to form the habit of buying 
all their shoes at that one store. 








Individual chairs are abso- 
lutely essential to that home- 
like atmosphere which has 
proved so great an asset to the 





modern shoe store. 
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Miwa UKEE Individ- 

ual Chairs for Shoe Stores are 
the embodiment of beauty, com- 
fort and individuality. . 


We have designed and exe- 
cuted the seating for a large 
number of the best known shoe 
stores throughout North Amer- 
ica. Send us floor plan and 
interior color scheme of your 
store and we will be pleased to 
submit some original sketches 
for the seating plan. 














MILWAUKEE CHAIR C& 
4 4 ASO 
FOR OVER A HALF CENTURY 

tb of Sine 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE ~* CHICAGO: -*- NEWYORK -* SEATTLE -*- MINNEAPOLIS 
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BOYS wil] be BOYS 


Real Boys want mannish shoes 


like dad's. 


Real] Boys. want rubber. heels, 


like dad's. 


ARMORTRED 
HEELS for Boys 


Look well— Wear better 


ARMORTRED Heels for boys add © 


character to boys’ shoes. 


Boys’ shoes with ARMORTRED 
Heels are quiet—don't scratch floors 
—and are more economical. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD, MASS. 


ARMORTRED 


SOLES AND HEELS 
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For Easter 
In Stock March 15th 
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Sterling Patent Colt One Strap Pump. Argo Last 
14/8 Junior Louls Heel 
5 Iron Welt Sole, Turn Edge 
AA5-8; A4l2-8; B4-8; C32-8; D3/2-8 
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719 
Same in Black Kid 


Price $5.50 
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La France Spring and Summer Catalog on Request 
40 In Stock Styles Illustrated 
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Williams Clark & Company 


Lynn, Mass. 
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MARCH! 


NO MATTER HOW WINDY THE 
WEATHER, THAT MAN IS FIXED TO 
**MARCH"’ WHO WEARS THE 


Lundin SHOE 


THESE MEN'S FINE DRESS WELTS 
HAVE A SNAPPY INDIVIDUALITY, 
MADE POSSIBLE ONLY BY OUR BE- 
ING SPECIALTY MANUFACTURERS, 
WHICH GIVES THE LUNDIN DEAL- 
ER AN ABSOLUTE ‘*CINCH’’ ON 
DISCRIMINATING MEN'S TRADE. 


If there is no LUNDIN 
Dealer in your town, write 
for our proposition TODAY 
The Lundin Shoe 
is right all through 


LUND -MAULDIN 


MANUFACTURERS 
SAINT LOUIS 
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"T'HE possession of a genial good humor 

as well as a thorough understanding of 
what men like and want to wear, has made 
Ed Armstrong of L. Armstrong & Sons store 
one of the most popular men in Rockford, 
Illinois. 


FIRST opened in 1891, to serve a small but 

well settled community, the Armstrong 
store today does business with customers 
who come from a distance of fifty miles to 
buy their clothing. 


6 JUST everyday folks”—is how Ed Arm- 
strong characterizes these customers, 
who bring in two hundred thousand dollars 
a year in return for his cheery greeting used 
policy of “Pleasing the customer first.” 


OR thirty years the Armstrong store has 
done business in. Rockford, the stock in- 
vestment in that time has multiplied nearly, 
and the business volume more than ten 
times. 


i spite of the active competition locally 
and due to the fact that Chicago is located 

only a short distance away the business is 

done on a very low overhead expense, as a 

result of a principle inaugurated— 

"THAT no goods shall be carried over from 
one season into the next. 


Six years ago, the first Kelly Sale was held 
in the Armstrong store and a total of 
some $24,000 worth of merchandise was sold 
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in an off-season and since then—twice each 
year this organization has beer employed to 
assist in the Armstrong idea of “clean shelves 
for the next season.” 


(GONSTANT association with the growth 

of this store is proof positive that Kelly 
Service is first planned to be satisfactory to 
the customer,‘a principle laid down almost 
twenty-seven years ago, when the.’ business 
was founded. 


O many retailers, these results are almost 
miraculous but to those who have used 

the service—only a definite knowledge of 
what to do—coupled with what might be 
termed our unlimited experience and ability. 


N order to know just what we can do for 

you—just write us, giving the size and 

character of your stock and the explanation 
will follow—without obligation. 








KELLY SALES SYS 


MINNEAPOLIS-MINNESOTA 
U.S.A. 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Julius Grossman, Inc. 
372 DeKalb Avenue 
BROOKLYN 
Wm. Henne & Co., Inc. 
957 Kent Avenue 

BROOKLYN 
R. H. Hoskins Co, 
39 6th Street 
LONG ISLAND OITY 
Horn Shoe Co. 
145 Roebling Street 


BROOKLIN 
F. 8S. Kauder Shoe Co. 
10 Leo Place 
BROOKLYN 


American Shoe Co. 
166 Livingston Street 


BROOKLYN 
J. J. Lqgeomgnn Shue 
St. Edwards Place 
BROOKLYN 
Maetrich Eyre & Co, 
242 Greene Avenue 


BROOKLYN 
I. Miller & Sons, Inc. 
1 Carlton Avenue 
BROOKLYN 
Morse & Burt Co. 

1 Cariton Avenue 
BROOKLYN 
Pincus & Tobias 
17 Lexington Avenue 


BROOKLYN 
Parisian Shoe Co. 
226 Varet Street 


BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 
BROOKLYN 
Dr. A. Posner Shoes, Inc. 
141 Roebling Street 
BROOKLYN 


Rogers & Davis 
1615 East N. Y. Avenue 
BROOKLYN 
Strassburger-Stiles 

Myrtle Avenue 
BROOKLYN 
Chas. W. Strohbeck, Inc. 
300 Johnson Street 
BROOKLYN 
Vogel-Miller 
4th Avenue & Baltic Street 
BROOKLIN 
8S. Waterbury & Son 
232 Throop Avenue 


BROO! 
Algier Shoe Co. 
138 Broadway, Cor, Bedford Ave. 


BROOKLYN 
Jalius Altschul 
aret t 


BROOKLYN 
Kozak & McLoughlin 
14th Street & Govenor Place 
LONG ISLAND CITY 
George W. Baker Shoe Co. 
P 343 Classon Avenue 
BROOKLYN 
Baker-Chandler Co., Inc. 
641-649 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
766 Stone Avenue 
BROOKLYN 
J. & T. Cousins 
369 DeKalb Avenue 
¥ 


BROOKLYN 
John Cramer & Son 
199 Steuben Street 
BROOKLYN 
Bert E. Drake Shoe Co. 
235 Park Avenue 


BROOKLYN 
D. H. Chandler Shoe Co. 
166 Livingston Street 
BROOKLYN 
DEGEN LIPP, Inc. 
133 Floyd Street 
BROOKLYN 
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May 15-16-17-18 
1922 














Will witness the presentation of another Footwear 
Style Revue by the Shoe Manufacturers’ Board of 
Trade of New York, Inc. Better, different in pres- 
entation, and completely representative of all that 
is best in style footwear for women for fall. 











GRAND BALL ROOM 
HOTEL COMMODORE 
NEW YORK CITY 











Shoe Manufacturers Board of Trade 
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TYLISH STOU) 
OuT SIZES 
TRADE SP 


Reg. U. S. Pat. Off. 








The reinforced, built-in steel arch supporting 
shank is a feature which very often clinches 





the sale. 
No. B266—Black glazed . ” No. B269—Black glazed 
kid one strap pump, 16/8 es = po ae kid one erep pomp, 18/ 14/ 8 
pelt. ° heel. Price medium toe, 10/8 Wing. Cuban heel rice 





No. B259—Black glazed 
kid oxford, regular tip. 
14/8 Wingfoot Cuban heel. 


foot heel. Price #4.25. 
No. B255—The same as 
above in Havana brown 
kid. Price $4.75. 

IN STOCK 





No. B258S—Black glazed i 4.25. 
kid oxford, medium round- Note: Sizes 8% and 9. Price © 
ed toe, no tip, 14/8 Wing- 25 cents extra; 9% and No. B263—The same as 
foot Cuban heel, Price 10, 35 cents extra; 10% above in Havana brown 
$4.25. and 11, 50 cents extra. kid. Price $4.75. 
Widths A to EEE Sizes 2% to 11 


“STYLISH STOUT OUTSIZE” lasts embody developments which make them the most 
comfortable fitting known. 


True, an A width Stylish Stout fits an A wide foot; but with a greater degree of com- 
fort than is found in the average make. The EEE fits a EEE foot and imparts the 
appearance of a C or D. 


The season is approaching when women must consider their low shoe requirements, and 
the dealer who is prepared, will find that Stylish Stout Outsize low shoes offer still 
greater sales possibilities than Stylish Stout Outsize boots. 


The narrower widths fit normal feet COMFORTABLY and the wide widths offer the 
stout woman style with comfort, the combination she has heretofore been unable to 
find. 

A catalog and price list will be sent upon request. 











i‘ 


Rochester, N. Y. 


506 Security Bldg. 
189 W. Madicon St. 


Chicago Office: 





i 
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THE SATURDAY EVENING POST 


March 11, 1922 





Is that weariness 
due to your feet? 


Know—now—that there 
is a certain, positive 
way of relieving all 


forms of foot 


EVEN people out of every ten, it is esti- 


mated, are suffering from some form of 
foot trouble 

Corns, bunions, callouses—what hours of 

tortured agony they cause! Weak, or fallen or 


broken arches! At night you are so tired— 
feet, legs, back —you can hardly stand. Ora 
condition known as weak feet — feet not quite 
up to the demands of modern footwear and 
pavements, and everyday business hustle. 

Some might say that we area nation of fatal- 
ists. We know that these conditions exist, 
and yet we do nothing. Or we trya socalled 
remedy, get no relief, and give up. We decide 
that nothing can help us. And so we go 
through life—enduring hours of needless suf- 
fering, losing days of precious happiness. 

If you are one of these, take new hape—now. 
A new science to combat a new problem 
During the last decade or two, men of science 
have given more attention to foot problems. 

Prominent among them has been Dr. Wm. 
M. Scholl. For the last twelve years he has 
given himself almost entirely to a specialized 
study of foot troubles and their correction. 

In thousands of shoe and department stores 
the country over are men—trained Practipe- 
dists—who have been carefully instructed in 
Dr. Scholl's methods. In cheee stores Dr. 


NOTE: If you cannot locate the Dr. pane 
the name of the nearest store 


trouble 


Scholl's appliances and remedies are selected 
and supplied with an intelligent understanding 
of the specific foot trouble to be corrected. 

The name Dr. Scholl is vastly more than a 
«ark of identification for a line of appliances 
and remedies. It is a name that stands for an 
idea and a service. 


Suré relief from every foot trouble 


No matter what your foot trouble may be, Dr. 
Scholl's Foot Comfort Service offers you im- 
mediate and certain relief. 

For every form of foot ailment —tired, 
aching feet, weak or fallen arches, tender heels, 
corns, bunions, callouses—Dr. Scholl has 
devised a scientific appliance or remedy. 

If you are one who has despaired of finding 
relief from foot suffering, take new hope in 
Dr. Scholl's Foot Comfort Service. 

€ You CAN have relief. Today foot suffer- 
ing is needless. Go to the shoe or department 
store in your town that is headquarters for 
Dr. Scholl's Foot Comfort Service and see 
the man in charge. Tell him of your foot trouble 
and let him examine your stockinged-feet. 

PR now to know the joy. of active, 

comfortable feet—have again the 
Thousands 


serdy feet of your youth, upon 
Sone ae ee the 
bleeced eelct you. 


nny write us. We will send you 
let, “The Feet and Their Care.” 


¢ and an new book 
Addvers The Scholl Mfg. C Co. 213 Scher Se. Chicago, IIL 


Branch Offices 62 W. 1 
For Canada, address The Scholl Mfg. Co., Led., 


Se., New York City. 
i Adelaide Se. E., Toronto, Ontario, Canada. 














wake 
quan the nu fi ihe 


eawly an 
corre: sedby Dr Scholl's 
Anterior Metatarsal 











Dr Scholls Foot Comfort Service 





al 


Reduced facsimile of the Dr. Scholl advertisement in the March 11th Saturday 
Evening Post—an advertisement advertising your store and the service you are 
rendering to the community. Get our “ tie-ups” at once. New ones each month ! 
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This Advertising 


is talking about your store 


When you advertise, you naturally select the best newspapers in 
your city. Even if you use all of the newspapers, you look to 
one of them to bring the best results, and invariably it proves true. 


The full-page advertisement reproduced in miniature on the 
opposite page appears in the March 11th issue of the Saturday 
Evening Post — America’s greatest weekly magazine. It will go 
into 2% million homes—and among them are the leading fami- 
lies, the people whom others follow, in your own community. 


This advertising is talking about your store—if your store is identi- 
fied with Dr. Scholl’s Foot Comfort Service. Read it carefully— 
see how it directs people to you, how it puts the sale of foot 
appliances on a professional basis, how it establishes your store 
as a real authority on foot troubles. Our Educational Dept. and 
a most complete Advertising and Publicity Dept. are at the serv- 
ice of our dealers. If you are not selling Dr. Scholl’s Foot Com- 
fort Appliances and Remedies investigate their money-making 
possibilities at once. Write 


THE SCHOLL MFG. CO. 


213 W. Schiller St., Chicago 
62 West 14th Street, New York City 
112 Adelaide St., E., Toronto 


Offices in London, Paris, Stockholm, Buenos Aires, Capetown, Melbourne, 
Amsterdam, Brussels, Copenhagen, Milan, Sydney. 


Dr Scholl’ 


Foot Comfort Service 

















BOOT AND SHOE RECORDER 























Founded 1874 
Present Capacity 
30,000 pairs of shoes daily 
13,000 Men’s 
17,000 Women’s 


THE 


WALK-OVER 


INDUSTRY 
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Sold in 102 Countries 
7ooo Employees 
6000 Customers 

Authorized Capitol 
19,900,000 
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BRANCH STOCF 
DEPARTMENT 
ST LOUIS, MO 


4 


—E— - ~ 4 


MAIN PLANT, CAMPELLO, BROCKTON, MASS. 





NO. 4 FACTORY, MIDDLEBORO, MASS. 











NO. 5 FACTORY, NORTH ADAMS, MASS. 














Geo. EF. KEITH COMPANY 
MAKERS OF WALK.OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U. S. A. 


Exclusive Agencies in all Important Cities in the United States and the 
World Over. Including New York, London and Paris, 

















a 





RESEARCH 
LABORATORY 
CAMPELLO, MASS. 
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RAMBLER RED 


NUMBER 12 








Merchants and 
manufacturers 
who specify 
Gallun’s New- 
est Creation 
will be amply 


rewarded. 


Long-established manufacturers have a genuine re- 
spect for every Gallun product. For years they 
have preferred Gallun-tanned leather for beautiful, 
permanent color and finish. 

The same skill that built this fine Gallun reputation 
for a master product has produced Rambler Red 
No. 12. 


Of a deep, rich shade, Rambler Red presents a 
lustrous finish which is distinctively its own. For 
spring and summer styles it is produced in Aztec 
and Viking Calf. These two leathers are smooth- 
finished and are available in a wide range of 
weights and grades. 


Specify it in your next order! 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Ine. 


H. A. ELY, MANAGER, 11 EAST ST., BOSTON, MASS. 


KAI 
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FOUR POPULAR “FLAPPERS” 


Shown by Tober-Saifer Shoe Co. 


For March Tenth Shipment Forward Your Order Today to 
Insure Prompt Delivery 





Style 1232—The New “Flapperette” Pump Patent Chrome Vamp, Grey Buck Quarter, perfo- 
rated vamp and tip. Lightweight Goodyear Welt Sole, 13/8 Celluloid covered military heel. 
The big hit of the spring season. A, B and C widths, 244 to 8. 


$5.00 


Style 1224—Exactly same as above except all over patent. 


$4.85 





Style 
1220 


Style 1220—The new “Flapper” Pump so much in demand. Patent chrome perforated vamp 
and tip. Lightweight Goodyear welt sole 8/8 flat leather heel. A, B and C widths, 24% to 8. 


$4.35 
Style 2872—Same style as above except in flexible McKay sole. B and C widths only, 2) to 8. 
$3.50 
H EE “5 yt ete 
GAPS, TOBER-SAIFER SHOE CO. aR 
im ol Novelty Footwear in Stock a 
? SHOE BL) * 
Ser —S—C<ité«~d S12 Waasshninnggtttonn Ae‘. St. Louis, Mo. 
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WEARING QUALITY 














i wjO satisfy the pressing demand for 
satin shoes, you may be tempted to 
buy satins of low quality. 





Think twice before you do so. 


The best policy is to use the best you can 
get—and fell your retailers the brand 


you use. 


“LOOK FOR THE NAME IN THE SELVAGE” 


Skinner's 
Shoe Satin 


in Blacks and Colors 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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HE distribution of Lynn footwear is not con- 


- fined to certain. territories. So varied are the 
==) lines, so uniform their appeal, that the thrifty 
farmer's wife buys as unhesitatingly as milady of Fifth 
Avenue. For Lynn manufacturers are versatile. With 
true skill, they produce comfort shoes of the highest 
order. Their novelty creations set an enviable stand- 
ard for others. In like manner, they fashion shoes for 


the little folk. 
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% ‘THAT 4% 
A MAKES YOU SURE” Q 
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~, WELTS 
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WOMEN'S 
HIGHEST 














. MAXWELL & SHOE CO. 





; HENNESSEY 
S) 
FOOTWEAR 


WHITE BUCK WELTS 
far GROWING GIRLS. 
MISSES and 
CHILDREN 
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No matter what your geographical location, no matter 
what general conditions govern buying in your town, 
Lynn shoes adapt themselves immediately to your inter- 
ests. A seasonal demand and a gratifying rate of turn- 
over result. 

The manufacturers of Lynn, individually or collectively, 
will be glad to co-operate with you in meeting the es- 
pecial needs of all your customers. Submit your par- 
ticular requirements to them. 
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1864-1929 
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URING the coming weeks, when you will be planning 

your new models for Fall, is a most excellent time to 

gain an appreciation of the unusual service which the Uni- 
ted Last Company offers. 


Each of the 10 producing units of the United Last Company 
is a complete last factory with a reputation for specially 
excellent work on certain varieties of lasts. 


These 10 units are so organized and associated that the 
various staffs, while often rendering each other helpful co- 
operation are still soconducted as to foster individuality 
of ideas. 


Our model makers are constantly turning out new and orig- 
inal last ideas—perhaps the very thing you have been 
waiting to see as the basis of a new shoe style. 


The same uniform, helpful service and last style informa- 
tion will be given you in each of the six United Last show 
rooms. 


Consult with the nearest one. 


UNITED LAST COMPANY 


Headquarters, Boston, Mass. 


TEN FACTORIES SIX SHOW ROOMS 
ROCHESTER BROCKTON BOSTON CHICAGO 
HAVERHILL NEWARK 212 Essex St. Wells Bidg.. Rm. 406 
AUBURN LYNN CINCINNATI PHILADELPHIA 
MILWAUKEE NEW YORK ST. LOUIS MILWAUKEE 


Adv. Bidg., Rm. 303 
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10 Metropolitan Bidg. 
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“Lynn Maid” 
Welt Shoes Exclusively 


Sure Sellers 


“Lynn Maid” 
Welt Shoes Exclusively 





You will sell these “Lynn Maid” $3.25 
welt shoes to women who measure 
economy by the quality they get for 
the price they pay. 


Write for samples and catalogue. 





In Stock April 1 


No. 505—White Polar Cloth, Golf Oxford, Black 
Apron, Suction Rubber Sole and Heel, Price. $3.25 


No. 506—Same as No. 505 only Leather Sole and 
Se ED occ wicdoesdgececocces 83.00 


In Stock April 1 


No. 500—No. 500 Last, White Polar Cloth Oxford, 
Ss Pere $2.75 


No. 502—Same with One Strap, One Button, Im. 
GE SE vecadaesicec cincsecsavesdceees $2.75 


No. —— only Two Strap Two Button, Im. 
$2.75 


In Stock Right Now 


No. 300—Tan Smoke Elk Golf Oxford, Tan Apron, 
Pink Suction Rubber Sole and Heel. Price. .$3.65 


No, 303—Same with Tan Apron, Rubber Heel, 
Teather Gole. Pricé .....cccccescccsccecs $2.50 


No. 319—Tan Bric Grain, Soft Box, Golf Pattern, 
Leather Sole, Rubber Heel. Price......... $3.40 
No. 320—Same as No. 319 in Black Bric Grain. 

$3.40 


Widths B, C, D. Terms, 5%, 10 Days 











SMITH SHOE CO., Inc. 


Manufacturers 


266 Broad St., Lynn, Mass. 
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ODEASE footwear has not adapted itself to style, but has 
made style conform to Modease correctness of design. 

This design is a perfect balance between shoe style and shoe 
health, now demanded by a considerable group of intelligent 














women. 

The special orthopedic lasts used for Modease shoes permit 
smartness of line with a graceful beauty. 

For those dealers who sense the growing importance of 
Modease ideals—here is a decidedly advantageous short line, 
capable of quick turnover and attractive profits. 

Regardless of the size of your order, it will receive the 
scrupulous consideration accorded to each Cousins customer. 


SO) 


For 73 years this firm has been engaged 
in perfecting footwear. Its line today is 
long and inclusive, embracing everything 
from beaded slippers to hunting boots. 
Progressive merchants everywhere are 
invited to become more familiar with it. 
Any inquiry will receive prompt attention. 


J.6T: Cousins Co. 








Youn! 
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Models 
For Immediate Delivery 
No. 443 
Fine White Canvas Oxford $5.85 
No. 543 
Seal Brown Kid Oxford $8.10 
No. 743 
Black Kid Oxford....... $7.25 
Widths and Sizes on All 
Five Styles 
d AAAA .444-9 B ...3Y-9 
a AAA ..4%4-9 C ...3%4-9 
AA ....4 -9 D ...3Y%-8Y 
d Pe 344-9 E ...34%4-8 









Brooklyn. 1 Y, 











52 BOOT AND SHOE RECORDER March 4, 1922 


RBA 1 








Sewed Soles 

Sizes: 11%-2, Heel....... $1.85 Net 
Sizes: 8%-11 Wedge...... 1.70 Net 
Sizes: 5-8, Wedge......... 1.55 Net 


(Ankle Strap without Jewel Buttons, 
10 cents less.) 


ae... Price Brings Them In— 


Insole and Heel, Solid Leather Mc- 
Kay Soles. 


Sizes: 11%-2, Heel........ $1.75 Net 


a * 
Sizes: 8%-11, Wedge...... 1.60 Net 
Sizes: 5-8, Wedge bocecoece 1.45 Net 
Also Two Button Instep Straps for 


dealers who prefer them. 


Your success this year will be measured by your 
ability to buy and sell shoes of quality at a price. 


The Wobst line gives you a decided price advan- 
tage while enabling you to meet quality com- 
petition. 





Samples speak louder than words. 


Send for some Wobst samples today. The 
obligation will be all ours. Instead of merely 
judging these shoes by the price, look them over 
and know the happy facts. 


WOBST SHOE COMPANY 


411-421 Vliet St. MILWAUKEE 
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$63,000 Hosiery Sales in 1921 
Over a 12-Ft. Counter 


This was the record of a wide-awake shoe 
merchant who featured hosiery. His store was 
only 25 x 110 ft. 


CENTEMERI WOOL HOSE played its im- 
portant part in building this splendid business. 
Thus is established beyond question the sub- 
stantial profit possibilities of featuring CEN- 
TEMERI imported wool hose side by side with 
good shoes. 


CENTEMERI wool hose are made in Great 
Britain of pure wool and of workmanship that 
is acknowledged the world’s high standard. 


Varied in color and style to gratify every 
inclination of taste from the plain to the most 
advanced types. 


Ranged in price to hold the trade of every 
desirable customer—and excelling in competi- 
tive quality at each price. 


Shoe merchants who now carry hosiery or 
who consider doing so are invited to discuss 
the problem with us. We are prepared to ad- 
vise most carefully on proper assortments of 
color, styles, weights, sizes and prices for 
moderate or large stocks. 


P. CENTEMERI & COMPANY 
400—5th Avenue, New York 
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No. 5 


MATERIALS. 
Samples. 


Ask for it. 














Our Glass Display Fixtures 


are constantly gaining popularity among a large 
class of merchants who like a clear, transparent, 
neutral and highly interchangeable fixture. Cuts 
Nos. 1 and 2 show various shapes of plate glasses. 
No. 3 illustrates the pedestals which come 6, 9, 12 
and 15 inches high. No. 4 shows some of the indi- 
vidual shoe stands. 














Ask for Catalog G.F. 


















New York Show Room: 
70 West 36th Street 
Just East of Broadway 




















No. 7 No. 8 


WOOD DISPLAY FIXTURES. Nos. 5 and 6 show two styles of our genuine Hand 
Carved Line—which embraces many new and original designs. 


Our new catalog shows all the Leading Period designs. ASK FOR CATALOG No. 14. 
WINDOW RUGS. No. 7 cut shows a few designs made of silk velour or monk cloth. 
ASK FOR CIRCULARS IN ACTUAL COLORS AND SAMPLES OF 


WINDOW VALANCES (cuts 8 and 9). In stock for immediate delivery. Ask for 
ARTIFICIAL FLOWERS. Our beautiful catalog No. 19, in colors, just of the press. 


DECORATING PLUSHES in stock. Write for samples. 


Visit Our Chicago and New York Show Rooms 


THE HECHT FIXTURE COMPANY 


Medinah Bldg. (Wells St. and Jackson Blvd.), Chicago 
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To Every Retail Shoe Merchant 
Who Wants to See Business “Pick-Up” 





IN YOUR FEET 





TATISTICS show that 84% of manufacturing failures during 1921 were among NON- 
ADVERTISERS. This means that at least 84% of the failures among retailers must 
have been those who handled NON-ADVERTISED merchandise. The featuring of staple, 
high-grade ADVERTISED shoes will do more to re-establish normal conditions in your 


store than anything else. 
A single pair of GROUND-GRIPPERS sold today 


uncertainties and dissatisfactions. If cheapness were 





is far better than a half-dozen “novelty” or cut-price 
sales. One builds up permanent “repeat” trade on 
an exclusive agency basis. The other invites constant 


Sound advice for 1922: PLAY “GROUND- 
GRIPPERS” and PLAY THEM STRONG! 


more important than quality there would soon be 
nothing left but peddlers and pushcarts. 


They are being heavily advertised in the 
biggest national publications. 


Write us for details regarding the most valuable shoe franchise in the world 


GROUND-GRIPPER SHOE CO., INC. 
144 Brookline St., East Lynn, Mass. 


Largest Exclusive Manufacturer of Health Shoes in America 


ROUND 
RIPPER 


WALKING SHOES 


The ORIGINAL Natural-line Flexible Shank Health Shoe for all the Family. 
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CROBA> 


CHILDREN’S 




















SHOES 


PATENTED DOUBLE WELT 














“Acrobat” Quality 


Is Maintained 





ACROBAT—No. 1700 yo can find higher priced shoes 
‘ — "Nearer tiatas’ "™** than ““Acrobats,”’ but you cannot 
FR Me Deve ssanresnnenssoen $2.00 find higher quality shoes. This is a 


strong statement which can _ be 
proved by your own investigation. 
We invite comparison of “Acrobats” 
on a quality basis, with any other 
children’s shoe. 


During 1921 we found ways to improve the 
already well-known quality of “Acrobats” 
about 10%. During 1921 we sold more 
“‘Acrobats”’ than in any previous year in our 
history. During 1922 we are striving to in- 
crease our “‘Acrobat”’ production 100% over 





1921. 
ACROBAT—No. 1176 ‘as an e 
Smoked Bear Tan Calf Saddle Strap Acrobats will build you the type of trade 
i & _ _ are eo it is mighty difficult to pry loose. Catalog 
Made Special: 22-S showing low-cuts in stock will be 
#657, GB, Ok Bae - #8 promptly sent on request. 


SHAFT-PIERCE SHOE COMPANY 


General Sales Office, 203 State Theatre Bldg., Minneapolis, Minn. 
Factories at Faribault, Minn. 


The “Acrobat” patented process 
is the original and only genuine 
“double welt’ process 





Specialists in Children’s Good 


Shoes Since 1892 
























A NORMAL 
CHILOS Foor SHOE FITS iT 
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No. 0909 


Quoi WALL 
M A R _— 


One of Marshall's va- 
rious sport models. 
Note: It is made with 
full quarter lining and 
leather slip soles. 





C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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No. 901 
BARRY’S BROGUE 

Gallun’s No. 11 (medium dark) Norwegian 
Calf Oxford. Tip and Vamp Pinked and 
Perforated. Heavy Single e. Stitched 
Heel Seat. - 
A, T to 11; B, 6 to 11; C and D, 5 to 10. 

Price, $5.00 


No. 911 
BARRY’S ABERDEEN 
Gallun’s No. 11 (medium dark) Norwegian 


Calf Bal. Vamp, Tip, Heel Foxing Perf- 
. Heavy Single Sole. Stitched Heel 


Seat. 
A, 7 to 11; B, 6 to 11; C and D, 5 to 10. 
Price, $5.25 
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Here’s Value 


Barry’s popular stock 
shoes at very interesting 
prices. 


Liberal reductions have 
been made on every num- 
ber so that the needed floor 
space for the new season’s 
styles will be ready in the 
shortest possible period. 


Just the opportunity to 
tune up that very much 
neglected stock. 


No. 912 
BARRY’S STANDISH 
Creese & Cook Co. Tony Brown Calf Whole 
seeee Bal. Single Sole. Wingfoot Rubber 
A, 7 to 11; B, 6 to 10; C and D, 5 to 10. 
Price, $5.50 


“One Pair Sells Another’ 
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T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS: 


200 Fifth Ave., Room 608 
New York City 


At the Factory: 
Brockton, Mass. 
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PROCESS 





IN-STOCK STYLES 





“RITZ ONE STRAP” No. 37—Brown Kid Five Eyelet Oxford, 





No. 32—Black Satin, Junior Louis Cov- Medium Toe Last............ $3.50 
ered Heel, Rhinestone Button. . . $4.35 
Sizes: AA, 4-8; A, 4-8; B, Sizes: A, 4-8; B, 3%-8; C 
314-8; C, 3-8. 3%-8; D, 3-8 
Change of Policy 


Any number of pairs, in any width, or any number of widths, at prices 
listed. Continued requests from our customers have convinced us 
that this service is necessary. 
Order the sizes that you want 
Terms: 2% 10 days; net 30 











BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN: 


FACTORY: 13 Wormwood St., So. Boston, Mass. 


BOSTON OFFICE: 405 Rice Building NEW YORK OFFICE: Room 1205, 110 W. 34th St. 


Address all correspondence to the factory 
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IDO DO DG DED DAB LDA SDD 


ON FIFTH AVENUE , New York city 


O SUPPLIED BY iNT) 


FIFTH AVENUE— SYMBOL OF FASHION 


Queen of American Fashion, rivaling Paris and London 
as a world style center. Fifth Avenue gives first place to 
quality and distinction as seen in Sterling Patent Leathers. 


Merchants who know the value of leadership are more 
than ever featuring 


Sterling Colt Sterling Hid 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 


are Sar Sar Se ESE 


Spat 
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In Stock—March Tenth 
THREE SNAPPY OXFORDS 


Stock No. 158 
Black Mirror Calf, 
perforated cap, 
stitched vamp and 
lace stay. One half 
Wingfoot Rubber 
Heel. 

As shown above. 


AA to D—5 to II. 


Price, $5.50 


Ready to Ship 


Stock No. 159 
Wine Calf, as shown 
above except four 
rows of stitching on 
tip, vamp and lace 
stay. One halt 
Wingfoot Rubber 
Heel. 

AA to D—5 to II. 
Price, $5.50 


Stock No. 164 


Patent Leather, 
as shown above ex- 
cept four rows of 
stitching on _ tip, 
vamp and lace stay. 
All leather Heel. 


AA to D—5 to II. 


Price, $5.50 


Our Spring Catalogue will be ready March 15th. 
We will be pleased to send you a copy. 


J.P. SMITH SHOE CO. 


671 No. Sangamon Street 


Chicago 


148 Duane Street, 
New York 
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PORT STYLES for Men will 
be in more than ever marked 
demand this spring and summer. 


For retailing at $5 to $8, Weber 


sport models are unusual values. 
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WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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26 STYLES IN STOCK 


H. K. GARDINER CO. 


Please Address All Mail to the 





680 Washington St., 


No. 202—KID TWO STRAP SANDAL, 

medium narrow toe, press vamp and 
» grey quarter and sock 
lining, 12/8 rubber heel, A, B, C and 


No. 2012—KID SANDAL, o 
12/8 rubber heel, C, D and 


Boston Sample Room: 








NAA AA WANS 





No. 2011—KID STOCK TIP OXFORD, 
grey leather quarter and sock 
lining, 12/8 rubber heel, EEE 
Pe ere rer $3.00 





Factory at Lynn 


Factory: 


Lynn, Mass. 


No. 203—KID ONE STRAP SANDAL, 
134 Lincoln St medium wo toe, press vamp and 


quarter 4 an 


quarter, 
lining, 128 5 a heel, 


i div ks oacntvdieevecaves rr 65 
No. 209—KID SANDAL, medium 


a | toe, 12/8 rubber heel, C 


aR NCH se Td $2.00 
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STETSON SHOES 


For Men and Women 





DEPT. 5’s 
SPRING MODELS 
ARE READY 


6 here addition of six new models to the already 
interesting line carried by Dept. 5 makes it 
the most attractive and useful high grade stock 
line available today. 


Models for all occasions from golfing to dancing 
are ready for immediate shipment in a complete 
run of sizes and widths. 


The new Spring catalog, which will illustrate the 
entire line, will be off the press this month. 


Write now for Stock Book No. 30. 


€ 


THE STETSON SHOE COMPANY, Inc. 


South Weymouth, 90, Mass. 


Boston New York Chicago 
Little Bldg. Bush Sales Bldg. Marquette Bldg. 
Cor. Tremont and Boylston Sts. 130 West 42nd St. Dearborn at Adams 
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As Easy As Selling 
A Collar 


ELLING Educator Shoes is as quick and simple | 

and easy as selling collars. You only fit them 
the first time. 
After that they buy them “like the old one.” No 
more trying on. 
And you only need to carry a limited 
stock, but that stock is moving all the 
time. You can “size in” an Educator 
stock every day—and you need to. 
And just think carefully what such 
quick, such low overhead and such 
quick turnover mean —to your busi- 
ness or any one else. 





After the years of reproduc- 
tion these bent and straight 
feet have become associated 


vom = = And sales? Educator Shoes are a 
srowing habit. Every pair means more sales later. 


Educators do their own missionary work. Are they 
doing yours, too? 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Ine. 


10 High St., Boston, Mass. 
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If it is siecle to be “in style” early 


Is it not as important to “‘get out’’ when the 
popularity of the style wanes ? 


up the consideration of the advance season 

styles in an industry which for years has 
worked on the basis of season by season. There 
is no question but what the last three years has 
done much to change the cycles of business from 
the long swing of a season to the next to the 
shorter swing of the popularity of a style or 
group of styles. 

Nevertheless, there are many concerns who do 
a very successful business on the season plan of 
selling. Their salesmen make but one trip per 
season and merchants who do not order and still 
desire the line can only be taken care of by having 
samples shipped to them. 

We in the trade might well term this business 
cycle the “major swing of style” for the advance 
season. In considering this major swing, we note 
the salesman who starts out in March with 
samples of Fall shoes getting business thereon 
six months in advance of the opening of the fall 
season, as his styles are -calculated to carry 
through until Christmas at least. 

As we have said, there are many excellent sales- 
men who are able to serve their retail merchant 
customers by taking the orders so far in advance. 

If the resolutions as passed by the Texas, Pennsylvania 
and other associations have any substance to them, this 
method of ordering should be given much consideration. 
The text of the resolutions invariably says “that it is im- 
perative for the welfare of all branches of the shoe industry 
that all retail shoe merchants place their orders for staple 
merchandise far enough in advance of each season to 
enable the manufacturers to produce the necessary shoes 
to supply the country’s need at the L t ec ic cost.” 

Those are the sentiments expressed in resolu- 
tion form and we might as well add oftentimes 


[Ye issue serves the purpose of opening 





as soon forgotten as issued. In looking critically 
at the major swing of style, all shoe men will 
agree that it is not easy to pick in March the best 
sellers of October and November on all of the 
stock in the store, but it is eminently possible to 
pick that basic stock of the store from three to 
eight months in advance. 

The past is always our best guide to the future. 
The man who picked sport patterns in September 
and solid whites in November would find himself 
to-day with sport shoes on hand and salable in 
the patterns that were shown him last Fall. The 
same is true of whites that the basic stock of 
the store could be purchased late last Fall for 
sale in June 1922. 

These are but general classifications of styles, 
it being always understood that fresh and new 
patterns which might appear in any one month 
should always be considered and kept on “an open 
to buy” sheet. Some of the smartest operators 
in shoe stores handling stylish lines place the 
major portion of their spring business in Decem- 
ber 1921, and would not change a pattern in 
their March 15 deliveries. These basic shoes were 
picked with the knowledge that they were in the 
trend of style and would be profitably salable this 
spring. These styles were not the freaks, but 


‘the models that had gone through a testing as to 


patterns, materials, lasts, workmanship and 
prices. 

Now in the early days of March, consideration 
is given to the wants of the public some months 
ahead. Barring the subject of prices, there is no 
great danger in picking your basic styles for early 
Fall now. In the orderly progress of footwear 
selling, there will be a call for smart browns and 








66 


blacks in the oxford patterns built with low heels. 
Straps themselves should continue and come in 
to the trend of style as a basic type of shoe for 
Fall. We advisedly use the term “basic” in pref- 
erence to the word “staple.” 

The study of any style forecast is subject to 
the alterations and amendments of your particu- 
lar community and condition of prosperity. It 
would be folly indeed to speak of extreme cut- 
outs and sandals in a community where fine turn 
footwear only came into use during the height 
of the now-lamented-prosperity of three years 
ago. It is reasonable to suppose that as business 
finds its level keel that the orderly process of style 

_selection and selling will come back again. 

Never will it return to the year-in-advance 
method of buying and in lesser proportion to the 
full-season-in-advance method of buying, but the 
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linery game, this little lesson in salesmanship may 
be drastic, but useful. 

If it is an important factor in the style game 
to know when to pick up a new style, is it not 
equally as important to know when to let go? 
We see the Louis heel boots of the vintage of 1919 
are not yet removed from the shelves. Can it be 
that they are kept as mementos of the folly of 
a prosperity represented by stock on the shelves. 
Until 25 per cent of the stock of retail stores 
which is outlawed by style is removed,there can be 
no real profitable style business in the shoe store. 

Merchants may find two conflicting ideas in this 
editorial ; first, that in the major swing of styles, 
a salesman can take his orders six months in 
advance and hope to have his customer in style 
at the end of that period, and second, that 25 
per cent of the stocks in. retail and wholesale 





Turn-Over Tax 


Illustrating the application of a one per cent 

turn-over tax on a pair of shoes retailing at $7.00. 
Tax at 

1 per cent 


1 Raw hide, raw material, etc....$1.56  $.0156 
2 Tanner sells leather for....... 2.82 0282 
3 Leather and findings are sold... 3.13 .0813 
4 Manufacturer sells pair of 





shoes to the jobber ........ 3.88 .0388 
5 Jobber sells to the retailer..... 4.67 .0467 
6 Retailer sells to consumer,.... 7.00 .0700 
fee bare ere eee 5 $.2306 


3.3 per cent of the retail price to the consumer 








Final Sales Tax 


Illustrating the application of a one per cent 
final sales tax, sometimes referred to as a “retail 


sales tax.” 

One pair of shoes at ....2...5.......0005- $7.00 

DF UNS WUE i iss CSU Bice sees 07 
Total cost to consumer ................. $7.07 


Some form of sales tax will be enacted into a 
law by Congress in the future—either for bonus 
or for governmental revenue. 














expansion will be further along than the hand- 
to-mouth method of buying. 

Many shoe stores are “finding themselves” to- 
day in the knowledge that smart styles do not 
turn so quickly as some of the overnight designers 
would have it, but that there is a logical sequence 
wherein one style blends into the next so that he 
who studies them carefully can be in a constant 
position of being up-to-date. 

Eternal vigilance is the price of success in 
the shoe business to-day. The millinery people 
have had something of that sort for years. When 
a vigilant buyer of millinery goes over her stock 
and finds that certain numbers are dead, she does 
one of two things—she puts them on special sale 
or she has the hats torn-up. We recently saw 
a very successful millinery operator tear up a 
number of hats that would not move during a 
special sale and justify herself by the statement 
that “I have made my profit on the big end of 
the line and I do not want to spoil my chances 
of selling a stylish hat by permitting my cus- 
tomers to have one that is so hopelessly passé as 
not to move at a $5.00 price. 

If the shoe industry is swinging into the mil- 


houses in this country are to-day outlawed by at 
least a year’s passage of time. But we point to 
the explanation that most stores know when to 
“hop onto a good style,” but do not know when 
to let go. We have delivered this style story in 
an editorial form believing that in the early days 
of March, it is better first to find the direction 
and then to follow the individual styles that will 
be profitable in future months. For that reason, 
the RECORDER in this issue covers the general 
trend of styles and events that have in them the 
making of profitable orders and sales of footwear. 
The first requisite is to study the basic shoes 
needed from three to six months or month ahead 
and then to keep ever alert with your styles 
sense for the opportunity for picking new num- 
bers bringing novelty profits. 





Business should agree on sales 
tax form 
VERY American business man realizes that 
he is in for some sort of extra taxation to 
pay the “bonuses” (oftentimes referred to as 


“a form of adjusted compensation”), for services 
(Continued on page 98) 
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The glory of a woman is her femi- 
ninity—to truly picture the possible 
scope of any woman’s footwear 
wardrobe we picture the Recorder 
Girl Footwear—for all occasions in 
the most beautiful section to ever 
appear in a business publication de- @ 


voted to shoe merchandising. 
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“The keynote of fashion is the 


desire’ and craving Fo) public 
sentiment for somelhing new 
and original. ° © © Frank Duffy 
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Is the Trend Toward Masculine Types of 





Shoes for Women? 


O alert shoe man can but wonder what the 

N vogue for low heeled footwear is doing to 

the volume of sales on the woman’s side 

of the store. The RECORDER has been endeavoring 

to analyze the trend toward masculine types of foot- 
wear in the Women’s Section of the shoe store. 

With one-inch heels, low shanks and broad foreparts, 
the patterns and types of sport shoes can hardly be 
told from footwear for men. In fact, the case is often 
noted of where men with small sized feet are sold 
women’s footwear, and when it comes to boys, very 
many sales are made of shoes supposedly feminine, 
but having all of the sterling qualities of fit, wear and 
substance, possessed by men’s shoes. 

What has happened to the men’s end of the business 
may happen to the women’s side of the store if the 
trend of style continues in the direction of masculine 
types of shoes. 


Keep to Pretty Standards 


For that reason, the RECORDER has taken a set of 
pictures portraying the feminine possibilities of styles 
for all occasions. We have pictured in what is perhaps 
the most beautiful selection of style photographs ever 
shown in a business paper in the shoe industry, a 
range of footwear which we would like to see univer- 
sally kept up as a standard. 

Inasmuch as this Style Number indicates the trend 
of things, we give our caution as to the masculine 
features of women’s shoes and then point out something 


that shows a partial disposition in the other direction. 
We had occasion to study with A. A. Mead the number 
of manicuring and beauty parlors and the amount of 
money spent in every city and town in the United 
States. We recommended to every shoe merchent a 
similar study in his community. We found that :1any 
women go to these beauty parlors once a day to keep 
their face and figure in the best possible cond tion. 
Hair dressing has been raised to a fine and proft’able 
art. 
Less Attention to Footwear 


It is getting to be a case of where the dominan. 
thought in a woman’s mind is the appearance of the 
face and hair, then her costume, and lastly and ap- 
parently least important in her mind, her footwear. 
The time consumed in all of the other arts is so much 
that when it comes to footwear she wants to Cress 
her feet quickly. This has been one of the biggest 
factors in making unpopular boots that lace or bution; 
and in the time consumed in putting them on, we can 
see one of the reasons why boots have not been suc- 
cessful. 

The shoe merchant, if he is a close student must 
consider some of these things in relation to his busi- 
ness. We give him an idea to stimulate his mind in 
the direction of finding out what it is outside of his 
store that is influencing his business. There is no 
question but what fewer pairs of shoes are being sold. 
These are some things to think about in a considera- 
tion of styles. 





























To prove that a girl can still be 
feminine and attractive and yet wear 


sport attire and footwear this smart 


picture tells a real story. This J. M. 


Gidding dress shows you New 
York’s idea of semi-sport costume 
for a general type of dress for sum- 
mer—the footwear and hosiery are in 


true harmony. 
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Figured satin type 
by 8S. Weil & Co., 
Brooklyn. N. Y. 


Gore type by 
Strassburger- 
Stiles, Inc., 
Brooklyn, N. Y. 
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Novelty oxford de- 
signed in Brooklyn 
for Fall, 1922 


Cut-out oxford type 
by George W. Baker 
Shoe Co. 














A Place for Feminine High Heels 


In the higher heels patterns can cover 
a wider range and that range is limited 
only by the artistic taste of the pattern 
maker. The pattern maker is living in 
a paradise of dreams. 

Neat patterns of brocaded satin seem 
to be gaining favor. 

If materials were to be named in order 








of their prominence, in footwear with 
turn or light McKay sole and covered 
heels, patents would undoubtedly head 
the list with satin a close second. Ooze 
in gray, suéde and beige would get a 
hearing while in the South tan kid vamp 
with ooze or satin quarter would be 
heard from. 












































The Summer of white as a key- 
note brought about our selection of 
this youthful picture to crystallize 
in merchant’s minds that mid-sum- 
mer holds open a footwear oppor- 
tunity of exceptional profit possi- 
bility. 

We selected the gown from Stern 
Bros. and the ycung lady is all set 


for a garden party. 
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Pearl gray suede 
and patent by 
Upham Bros. Shoe 
Co., Stoughton, 
Mass. 





Brocade satin and 
white kid by Laird, 
Schober € Co., 
Philadelphia 

















Great White Season Ahead 


the spring season, whites have never 


The sunny South will of course begin 
selling white fabrics sooner than the 
vigorous North. 

Here and there, however, is found a 
merchant and occasionally a manufac- 
turer who lacks faith in white fabrics as 
the almost exclusive midsummer seller. 

These men assert: that when patents 
have held the center of the stage through 


shown up strong for midsummer. The 
great majority of both merchants and 
manufacturers in the West, however, be- 
lieve that white fabric footwear for 
women is as thoroughly a part of fash- 
ion’s decree as straw hats are for the 
men, and when the straw hat season is 
ushered in for men, women folks will 
buy white footwear. 






































Around the 25th of August the 
trade should spring some novelty in 
boots for those style leaders who can 
set the pace for the rest of our 
women folk for the winter of 1922-23. 

We were fortunate in getting Miss 
Muriel Martin of the Follies to pose 
in her early autumn idea of smart 
dress. Note also the inset of brown 
and tan sport shoes with rubber soles. 
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Patent over calf by 
Roth Shoe Mfg. Co., 
Cincinnati, Ohio 


Gray patent over 
white canvas 
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TYPES 


Two tones of pat- 
ent—a new feature 


Buck and patent by 
Julian & Kokenge, 
Cincinnati, Ohio 
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The Heavier Sport Types 


Golf and other out-of-door sports are 
having a tremendous influence on foot- 
wear styles. The sport oxfords with 
plain toes and apron of contrasting color 
is looming up in a big way as a sales 
maker. With tweeds, jerseys and wool 
materials popular in sport costumes, 
there is little doubt about the popularity 
of sport oxfords at least until hot weath- 
er. Practically all lace oxfords regard- 


less of material or type of last, carry 
welt soles and heels ranging from 7/8 
to 14/8 according to the lasts. 

Undoubtedly there is a strong tenden- 
cy toward lower heels in welt-soled foot- 
wear. There is no question but what 
women of conservative tastes will buy 
black and brown kid goods with heels 
running up to 14/8 but in these materi- 
als 12/8 seems to be the most popular 
height. 







































Let’s keep beautiful the adorn- 
ment of the feet. Was there ever a 


more pleasing picture of the beauty 


of footwear than the one above. 


Metal silver brocade and metal silver 
pebbled grain effect for every wear, 
selected by us from Lord & Taylor, 
New York. The side ornament is a 


jewel amythest with rhinestones. 
J ¥y 
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ea ate ratent oy Andrew 
Brooklyn, N. . ag a 
Patent and suede 
Novelty strap effect by Julius Gross- 
by Kozak & Mce- man, Ine., Brook- 
Laughlin, Long Isl- lyn, N. Y. 
and City, N. Y 
Diversity of Patterns and Types 
One thing, however, is very noticeable; One thing is dead sure. It is time to 
on the higher heel models the straps are begin to clear up on center buckle pat- 
narrow and delicate. The D’Orsay Vamp ee the two and three-strap 
ith high walled quarter fastening well oo , 
bss a = niilin 2 ts aia a il Oxfords and strap effects in leather 
up tt - Cute & f al y : — and satins will of course hold the center 
img pascern. LUuLouts Of ailment Svery of the stage until the white season opens. 
conceivable nature are used in allover Just when this time will be depends upon 
patents and patents with ooze quarters, the geographical location and weather 
and are also extensively used in satins. conditions. There is a renewed call for 
In the newer models fasteners are opera pumps with some sort of orna- 
almost universally well back on the side. mental feature. 
> 
°* 






































The classical lines of feminine 
grace come from a realization that 


Grecian lines and draping are com- 


plimentary to a stately woman. This 


dress might well have been worn at 
Princess Mary’s wedding. It is from 
J. M. Gidding and proves that in 
evening attire the long skirt is here 


and still reveals pretty footwear. 
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Gray suede and pat- 
ent by Hopkins € 
Ellis, Haverhill, 
Mass. 


All patent by Rob- 
erts, Johnson € 
Rand, St. Louis 














A Season of Heels 


The heels necessarily vary with the 
shape and character of the last. Since 
toes are getting broader and fore parts 
shorter, the Spanish Louis is replacing 
the regular Louis and a 12/8 Spanish 
Louis is gaining strong headway against 
the Junior Louis. 

The “Flapper” is also one of the big 
bets in turn sole footwear in both patent 


and black satin and patent vamps with 
quarters of gray or beige ooze; and pat- 
ent with plain or brocaded quarter. Cut- 
outs often decorate this type. Heels in- 
variably are broad, flat, covered and 
usually with material used in quarters 
but often to match the vamp. Western 
manufacturers are playing the broad one 
strap on low heels to the limit. 
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Advance Chart of Shoe Fashions for Women 


Materials 


Patent Used in Oxfords welt soles. 
Used in broad one strap (buckle or button fastening) welt sole—low heel. 


Used in one strap buckle or button fastening turn sole, low heel covered. 
Used in fancy cut-out strap effects, turn sole, Louis, Junior Louis and 
Spanish Louis heels. 

Used in vamps with gray nude and beige suede and satin quarters, turn 
soles. 


Satin Used in broad one strap, turn, broad flat wood covered heel. 
Used in fancy strap effect. D’Orsay and similar vamps and quarter pat- 
terns; one or more straps; Cuban Louis, Junior Louis and Spanish Louis 
heel. 


Suede Gray, nude and beige the most used colors; some black and brown in com- 
bination with other materials. 
Used in strap effects and tongue effects, turn soles and wood heel; also 
for quarters with patent vamps. 


Buck Used in Oxfords in white, smoke and gray, welt soles, low heels. Also 
used in combination with other leathers. 


Black and Regular oxfords, bal and blucher patterns, 10/8 to 14/8, military and 
Brown Kid Cuban heels, most welt soles, except comfort line. 


Calf Used in sport oxfords, tip and plain toes with aprons of contrasting 
shades, elk and similar soft tannages, in pearl, gray, tan and black. 
Medium shade of tan used in regular oxfords, 12/8 to 14/8 military and 
Cuban heels, welt soles. Also in brogue oxfords (seven-eighths) 7/8 to 
10/8 heel, welt sole. 
White used in sport and brogue oxfords and also in fancy pattern, strap 
effects, turn sole. 


White Used in sport oxfords, plain toe or tip with apron of black, brown and 
; other colors of calf, and also with patent leather. 
Fabric Regular oxfords, plain toe or tip, welt soles, covered or enameled, military 
or Cuban, 10/8 to 14/8 heel. 
Used in broad, one-strap, flat-heel welts and turn. Fancy patterns, strap 
effects, Louis, Louis, Jr., and Spanish Louis heels, 13/8 to 15/18. 


Patterns 


Oxfords Regular patterns for conservative models show little change, except more 
Blucher patterns are in evidence. Sport or golf patterns show wide range 
and ever increasing variety; wing tips, both hard and soft box toes are 
good and plain toes also. Heels on oxfords range all the way from 7/8 
to 14/8, according to the draft of the last. 
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Plot Your Styles In Advance of Your Ordering 


Straps 


Tongue 
Effects 
Side Gore 


Leather 


Wood- 


Covered 


Rubber 


All efforts to dislodge strap effects from popular favor have proven 
futile. In the low, flat, broad heel types the wide one-strap pattern pre- 
vails both for welts and turns. When higher heels are used, patterns 
vary according to the vision and taste of the pattern maker. Cut-outs 
and inlays are likely to appear in most any part of the shoe. The location 
of the straps varies with individual taste of the pattern maker. Any 
strap pattern that has harmonious lines looks good. Most of the new 
patterns are of the five-eyelet oxford height and practically all fasten on 
the side, whether the fastening be button or buckle. 


Tongue effects are shown to some extent in patents and satins, but are 
not prominently featured for street or semi-dress wear. 


A variety of side gore patterns showing cut-outs and inlays variously 
placed are being sold to some extent in certain localities, and largely in 
higher-grade lines, but are not considered a long-life style by buyers or 
manufacturers. 


Heels 


Heels are an important feature of to-day’s footwear. They must har- 
monize and balance up with the width of the toe and the length of 


the forepart. 


7/8 to 9/8—broad, flat, some with considerable flange. 
10/8 to 12/8—Military. 
12/8 to 15/8—Cuban. 


7/8 to 8/8—broad, flat (box), some slightly curved. 
10/8 to 12/8—Military. 

13/8 to 15/8—Cuban, Jr. Louis and Spanish Louis. 
15/8 to 16/8—Louis and Spanish Louis. 


6/8 to 7/8—for sport oxfords. 
Rubber top-lifts on many Military and Cuban leather heels. 


Toes and Vamps 


A tendency toward slightly broader toes, accompanied by the shortening 


of fore parts. 
Toes are mostly round, but the modified, French square toe used to some 


extent on welted soles. 


Vamp lengths must necessarily be regulated by the length of the fore 
part of the last; consequently vamps run from 3 to 314 inches, on size 


four-B (4-B). 
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Have you ever thought of a win- 
dow display with the elements used 
in this picture? Have you thought 
of the growing demand for real 
boudoir slippers? We leave both 
ideas with you for your future profit- 
able utility. These shoes as well as 
the complete picture leading off this 
section from Lord & Taylor, New 
York, with art photography by 
Underwood & Underwood, New 


York. 
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The Truth About Men’s Shoe Styles 


There Are Things Outside the Store and the Price Influencing 
the Number and Style in Men's Footwear 


With design aforethought we convey the 
message of style in men’s footwear not through 
the customary portrayal of samples from the 
manufacturers’ lines but through the externals 
influencing the buying of more pairs of shoes. 


Dress-up is the keynote of the whole men’s 
shoe industry—without it there is a diminishing 
ratio and a national average of one or two pairs 
per man per year. 


Look at it in the cold calculation of pair sales 
and it is price and utility and but for the youth- 
ful “hundred thousand” style is something un- 
discovered. 


When a group of shoe men in convention as- 
sembled, and we won't say whether they are 
merchants or manufacturers or salesmen, line- 
up with an array of shoes that bat 160 in a 300 
league—you get a glimpse of why we say “doc- 
tor cure thyself.” 


First the lesson of “dress-up” should come 
from within industry itself—in every angle of 
it and in every line be it hats, hose, gloves or 
shoes. 


It is up to all business men with the price to 
show a real Easter front proclaiming to the 
world by the external dress that “better times 
are coming.” 


We have pictured in this section some of the 
accessories to a tone-up process that will be 
beneficial to all business. 


Let’s start it in the shoe industry. 


When you buy a new suit take a look at the 
shoes of the man who is selling you the garment 
—put him in line with the spruce-up game. 
This sitting and wishing for style to come is 
putting the problem up to the other fellow— 
without believing it yourself. 
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A loose - belted 
back sport suit 
of herringbone or 
tweed, striped 
cravat with hand- 
kerchief to match 





Champagne color ties with red figured 
patterns, handkerchief to match, pipe 
folder and cigarette case, motoring outfit 


Oxfords in for Keeps 


Oxfords will be stronger than ever in young men’s footwear for 
spring, summer and early fall. 


Smooth leathers and patterns less ornate in design seem to be the 
style note in the dressier types of men’s footwear. Not all the orna- 
mentation has disappeared nor is it likely to become obsolete; ball 
straps and similar decorations have had their day; even Fleur-de-lis 
and similar designs on the tips are in less favor. 


The plain toe sport oxford with apron or saddle of contrasting 
shade, is being played for a winner among young men for a later 
spring style. Soles are of either leather or rubber. Thus has Golf 
played its part in influencing foot dress for street wear. Likewise 
has it made tweeds and similar weaves of cloth popular for street wear. 





Light linen golf coat, cut loose, cap of 
same material, gloves of the above with 


ventilated leather palms 





Sport shoes, many and varied. Orig 
inal model at left; the right follows 
the lines of the Indian moccasin 
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The Last Is Generally | 
Roomy 


New lasts will be shown on the French order from a 
medium, narrow to a wide, square toe. A new last is a French 
last made on a semi-soft toe last, French style, but it is high 
enough with the box in to admit the foot and have free com- 
fort. It looks in the shoe as though it was a soft toe, but 
there is a hard box in it. The last recedes and is built up 
on the bottom to give all of the room you find in an ordinary 


shoe. 


For the high-class city trade, a medium round toe, swing 
last, and the walking toe effect is very good, but only for very 
high-class trade. The last coming back is the original 
English last of years ago with a rather shorter forepart (than 
heretofore shown) with a barrel shaped toe. 

Heels are standard in height and rubber by 90%. 





Dark grey, high cut, one- 

button morning coat; 

taupe vest; grey trousers 

with white stripes, spats 
and black shoes 





From England, for morning 

wear—grey topper with black 

band; black topper with wide 
brim 


“we 





Fashion says bat, throwover or 
four-in-hand with morning dress 





Colored scarfs with lightweight buck- 


Formality with morning clothes re- skin gloves, black malacca walking 
quires a black boot with buck or cloth stick with either curved or straight 
button top or low shoe with spat handle 








86 


BOOT AND SHOE RECORDER 





March 4, 1922 





















g 


Grey flannel walking 
suit, light blue shirt 
with white collar, 
blue and black strip- 
ed tie, grey crush 
hat with black band 





Light felt hats with contrasting 


bands 





Imported French silk 
socks — many distinct 
patterns 


Materials in Men’s Shoes 


The general trend is toward the medium-dark tan, bordering 


on the brown in calf and kid, lighter shades have been a failure, 
except in the larger cities. The tony reds are better sellers 


today than ever before. Brown kids are increasing in popularity 
all over the country and always have been a heavy seller in the 
South. 


The gun metals are coming back strong, in fact, about 25% 
to 30%. Patterns are numerous. The fancy freak shoe is out 
of existence. The shoe with modified perforations is good. 


Patents are looked upon with favor. 


The sale of white oxfords for men has never been a great big 
feature of the business and from all indications, a little better 
than the usual quality and quantity will be merchandised. White 
buck and white fabrics will be materials most used altho some 


white calf is being shown in sample lines. 


The collegiate or military 
stripe in bat or full tie 


ANANA 





Walking shoes show freedom in this 
plain toe and French last model 


UNE NUTA 
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LOUIS C. DOREMUS 
Chairman 


Brooklyn Style Revue May 15—18 


The Style 


BOUT twenty-one Brooklyn shoe manufac- 
turers are making plans for another style 
show. This will be held at the Hotel Com- 

modore, New York, on Monday to Thursday, 
May 15, 16, 17 and 18. 

The Style Revue of 1921 made “a big hit” in shoe- 
dom, but from preparations already underway, it is 
safe to predict that the May, 1922, shoe fashion show 
will far eclipse that of July, 1921. About twenty-five 
young women will act as models. These models will 
display the newest patterns in fall street oy | im- 
mediate novelties and party footwear. 

Admission will be by invitation and advance regis- 
tration, so that the audience will be 
composed of those really interested 
in beautiful shoemaking. 

And not only will the show excel 
that of 1921, but the style presenta- 
tion will be made in a way entirely 
different from anything heretofore 
produced. 

The committee in charge is: Louis 
C. Doremus, chairman; Maurice Mil- 
ler, R. H. Hoskins, Emil Strass- 
burger, who will be particularly re- 
sponsible for the publicity of the 
show, and Theodore Cramer. It is 
said that all the people who were 
represented in the July Show last 
year will take part again. 

Color Enthusiasts Meet 

New York.—The National Shoe 
Retailers’ Association, the National 


Boot & Shoe Manufacturers’ Asso- 
ciation and the Tanners’ Council are 





EMIL STRASSBURGER 


“‘Classic’’ To Be Held at Hotel Commodore 


represented on the newly formed advisory board of 
the Textile Color Card Association of the United 
States to work for greater co-ordination of color among 
various industries. In all eleven associations and the 
Metropolitan Museum of Art are represented on the 
new board. The other associations include worsted 
manufacturers, cotton goods converters, hosiery, 
underwear, knitted outerwear, waists, dresses and 
garment retailers. Silk, woolen and millinery asso- 
ciations already are represented on the board of di- 
rectors of the color card association. 

John Slater, of J. & J. Slater, New York, will repre- 
sent the shoe retailers; John C. McKeon of Laird, 
Scober & Company, Philadelphia, the shoe manufac- 
turers, and B. W. Rankin of. the 
Hunt-Rankin Leather Company, the 
tanners. Emery & Beers Company 
will represent the National Associ- 
ation of Hosiery and Underwear 
Manufacturers. 

The new advisory committee was 
given an official welcome at a 
luncheon at the Hotel Astor on 
March 1. Mr. McKeon, who is chair- 
man of the styles committee of the 
National Boot & Shoe Manufac- 
turers’ Association was one of the 
principal speakers at the luncheon. 


New. Store Making Headway 

Cahill & Foreman, one of the 
newest of the East Liberty shoe es- 
tablishments, reports gratifying 
results 80 far. Starting off its first 
few months mildly, @ steady in- 
crease in returns with each suc- 
ceeding month has heen noted, with 
holiday business in keeping with a 
pretentious selling campaign. — 
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Silver with 3-row black clock. 
Emery-Beers “Onyx” Hosiery 





A stocking with a self-stripe com- 
monly called “thick and thin” 
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Shades of beige and gray with em- 

broidered clox to match trim of 

shoes. nae a Hosiery Mills, 
ne. 


Forecast of Hosiery Styles for 
Mid-Summer 


Picking the Best Numbers for Profitable Sale With Footwear 


Br MARY EMILY RUSSELL 


Hosiery Department, Boot AND SHOE RECORDER 


seriously consider just what he will need 

in hosiery to carry him through the sum- 
mer. Styles in hosiery are pretty well defined by 
now, and the sooner he places his orders the better 
it will be for him. With a full line of plain and 
novelty stockings on the shelves, a good display 
in the windows and showcases and his clerks on 
their toes to sell hosiery as well as shoes, the 
shoe man will be surprised at the volume of busi- 
ness which will develop. 


N = is the time for the shoe merchant to 


Summer Will Be a White Season 


The strongest tendency noticeable for this sum- 
mer is white, which will be especially good in 
combination with black and also other colors. As 
Mr. Ivan Selig of the Gotham Silk Hosiery Co. 
says: “This coming spring will be a season when 
a great many colors are worn, and for summer 
look for what is commonly known as a white sea- 
son, as all indications and information point that 


way 





I cannot urge teo strongly that orders for white 
stockings be placed now and in good quantity. 
Too often the merchant is caught short on white 
stockings which are very difficult to get in a hurry. 
This happens frequently in ordinary times, so 
it will be particularly to one’s advantage to be 
fully prepared for the demand for white which 
is sure to come this summer. Plain white will 
probably be the best seller, but don’t neglect the 
white stocking with drawnwork and hand-em- 
broidered clock, which will be the leading novelty 
for the season. Here the shoe merchant should 
consider what shoes he expects to sell. If he 
has ordered white with colored stitchings, or 
leather trim of green, red, blue or yellow, let 
him order hosiery with clocking to match and 
then show the proper stocking at the same time 
as the shoe is shown, putting across the idea to 
the customer’s mind that the two belong together 
and that one is not complete without the other. 
Women are particularly open to this form of sug- 
gestion, and if, at the time of buying a style shoe, 
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The open clock is emphasized by Hand embroidered drawn work Italian silk stocking in white, black 
hand embroidery in shades to con- clox. Black with white, red and and shades of gray. Society Maid 
trast with the stocking. Propper green, white with black, red, green, Hosiery 


Silk Hosiery Mills, Inc. 
ing shades. 


they are shown a stocking which seems to be de- 
signed especially to wear with that particular 
shoe, they will not feel well dressed until they 
have that stocking. 


Influence of Sports on Hosiery 

That white and sports will rule the summer 
styles is as near a certainty as anything can be 
in this world and is very evident in stockings. 
Lace effects, which were so popular for dressy 
wear, are dead and almost forgotten, and their 
place has been taken by clocks and ribs or self- 
stripes, both of which are appropriate for sport 
wear. Striped effects will always have a popu- 
larity of their own, because of the fact that they 
have a tendency to make the leg look smaller and 
more shapely. They are good in self-ribbed, one 
thick and one thin of various widths and also 
when the stripes are dropped-stitched, as in the 
Italian silk shown. 


Variety of Clocked Hosiery 

So many fascinating varieties of clox are seen 
on the new hosiery for summer wear that they 
deserve separate consideration. 

The solid three-row black clock shown on the 
silver stocking for street or evening wear is one 
of the plainest but very handsome. Other varie- 
ties of the more elaborate drawnwork and embroi- 
dered clocks are shown on these pages. 

Shot silk, which has been steadily growing in 
popularity, will be very good for summer wear, 
especially when clocked. This stocking may be 
secured in many lovely color combinations, such 
as white and cerise, white and green, white and 
black, royal blue and gold. 

“When in Doubt—Choose Black” 
Mr. Curtis of Peck & Peck 
The most extreme novelty in clocks which has 


tangerine, Fuschia and other lead- 
Cargo. Pirie, Scott 


been seen on Fifth Avenue is a black stocking 
with a fringe of monkey fur like a clock, held 
in place by a narrow black satin ribbon. This, 
of course, is too ultra to have a wide vogue, and 
I feel the same way about the color Dent de lion, 
a bright orange yellow, which has been shown for 
stockings as well as dresses and hats. 


Sheer Hosiery Will Be Worn 


The popularity of the fine sheer stocking is 
increasing. It will be worn with black slippers 
in all the lighter shades from silver and nuede 
through the range of gray and beige to the darker 
steel gray and gunmetal, which is just a shade off 
black. Most important of all, DON’T NEGLECT 
TO STOCK WHITE HOSIERY. 
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We wish to call attention to a typographical error 
made on the inside page cover advertisement of the 
Tweedie Footwear Corporation in our issue of Jan. 28, 
the last line of which read, “We are also able to give 
five to six weekly deliveries. A postcard will bring 
salesman!” This should have read, “We are also able 
to give five to six weeks’ deliveries. A postcard will 
bring salesman!” , 
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years to show the average retailer the 

direct connection between good account- 

ing and profits has been the Federal income tax. 
Only last week one retail shoe merchant figured out 
what. he thought his profits.had been for 1921. In 
talking over his business affairs with one of his cus- 
tomers who happened to be an accountant, this retailer 
mentioned the.‘amount of-money that he had made 
during 1921. The accountant expressed some doubt 
ofthe figures stated by the retail merchant since he 
knew that reliable reports on the retail shoe trade for 
1921 showed a comparatively small percentage of net 
profit. The accountant asked the retail merchant ques- 
tions and discovered that the profit which the mer- 
chant thought he had made was represented entirely 
by rent on the store which the man owned, the salary 
which he should have paid himself as manager, and 
interest on the money which he had invested in the 
business. This retail merchant had not been consider- 
ing any of these items as expenses, and was forced to 
admit later that he would have’ been fully as well off, 
if not better, if he had rented his store to somebody 
else, invested his money in reliable securities, and 
taken a position himself with a salary. Furthermore, 
he would have then had no business risks or worries. 
This conversation between the retail merchant and 
the accountant resulted in the accountant stopping in 
one evening and going over the retailer’s books. 
Among other things, he discovered that this merchant 
had not charged any depreciation on his store fixtures, 
that he had not included his traveling expenses on two 
buying trips to Boston. Furthermore, he had not 
charged off bad debts to the extent that he should 
have. All these were expenses which could properly be 
deducted from the merchant’s taxable income. In ad- 
dition, it appeared likely to the accountant that a num- 
ber of small cash items, such as contributions to 


Or thing that has done much in recent 
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charity, had been overlooked. The net result was that 
this particular shoe retail merchant found out that in- 
stead of making the net profit in 1921 that he thought 
he had made, he had actually lost money, and the sole 
reason for his difficulties was carelessness in account- 
ing. 

How He Figured Net Profits 


We all laugh at the case of the merchant who as- 
serted at a recent gathering that he figured his net 
profit by subtracting his opening inventory from his 
closing inventory. This may be an extreme example, 
but it is undoubtedly true that a number of shoe mer- 
chants have no real accounting system worthy of the 
name. They do not know their own expenses accur- 
ately or whether it costs them more or less than other 
shoe retailers to run their businesses.. Consequently 
many of them do not know how much they need to 
mark up their goods in order to insure covering ex- 
penses and making something besides. It is probably 
true that there is a considerable group of retail shoe 
merchants who know nothing about the financial posi- 
tion of their businesses except the money in the cash 
drawer, the bank balance, the amount owned by them 
and the amount due them. 

Some retailers never pay any attention to the rate 
of stock-turn. In fact, one of the largest wastes ex- 
isting to-day is due to the failure of many merchants 
to realize the importance of stock-turn. On the other 
hand, many merchants do not figure stock-turn cor- 
rectly. It is not an uncommon error for retailers to 
divide net sales by average inventory and think that 
they are getting a correct figure for the rate of stock- 
turn. 

When Forced to Inventory 


Although it may seem almost incredible, it is un- 
doubtedly true that there are merchants in business 
to-day who never took an inventory until forced to do 
so by the Government tax requirements. Even now 
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many of them do not take inventories accurately or 
handle the figures correctly after they get them. 

Here is another instance that shows the necessity 
of system in retail business. A certain shoe dealer 
located a retail store at a point which proved to be 
exceptionally favorable. In a few years he built up a 
business of more than $75,000 annually. He was al- 
ways too busy on the floor waiting on customers to pay 
attention to keeping books or records. This merchant 
frankly stated several times that it was far more im- 
portant for him to sell shoes than to waste time keep- 
ing a set of books. As it happened, this retailer had 
a splendid memory and prided himself upon keeping 
all the details of his business in his head. In the mid- 
dle of what looked like one of the most prosperous 
years the business ever had, the store began to lose 
money. After some investigation the reason was dis- 
closed. 


He Knew it “All” 
‘The proprietor had kept no record of stock of any 


kind and did not actually know 
how much he had on hand in any 
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erally, went to market. personally several times a year 
to make purchases, was gradually expanding his sales 
from year to year, and all the time he was Josing 
money—not much, to be sure, but he was not quite 
breaking even. He knew that his mark-up should be 
adequate, because he knew about what most, of his 
competitors were paying for shoes and, of course, ‘he 
could compare his selling prices with theirs. Appar- 
ently his expenses were too high at some point. He 
did not succeed in locating this point, however, until he 
had carefully classified his expenses and then compared 
his expense percentages with the average expense 
figures published for the retail shoe trade as a whole, 
He then saw at once that his wages of salesforce figure 
was very noticeably higher than the average figure in 
other shoe stores. The merchant followed up this lead 
by keeping a record of sales by each salesperson. Then 
at the first opportunity he compared these figures, with 
the results obtained in other stores and with the fig-; 
ures for average annual sales per salesperson that had. 
been published. It was immediately clear that for some 
reason or other the salespersons 
in his store were not selling as 





line. The salespersons became 
aware of this fact, and when the 
proprietor began to spend an in- 


creasingly large portion of his yourself? 


Have you really got a “line” on 


many shoes as they should. Fur- 
ther investigation showed that 
one of the salesmen, who had al- 
ways been very popular and 


time outside the store attending 
to other business activities in 
which he was engaged, the temp- 
tation of making cash sales with- 
out recording them and pocket- 
ing the money proved too strong 
for them. Since there was no 
way in which the proprietor 
could check up and find that the 
goods had been sold, it was some 


Why laugh at the merchant 
who figures stock-turn incor- 
rectly? Maybe you are making 
greater mistakes. 


Read this—then follow along 
to our next article on the sub- 


ject, scheduled for March 18. 
The Editor. 


whom the proprietor thought of 
as being a valuable man on ac- 
count of his personal following, 
really spent most of his time 
talking to friends who dropped 
into the store rather than in sell- 
ing shoes. It was further discov- 
ered that all the salesmen were 
hampered by the unsystematic 
layout of the store and anti- 





time before he was able to detect 
the source of the loss. Even 





quated character of some of the 
fixtures. When this state of af- 








when he discovered the difficulty, 
he did not remedy the situation 
by installing an adequate stock record system, but 
instead he tied himself down to the store at all hours 
of the day in order to watch everything personally. He 
went on this way for two years, carrying all the details 
in his own head, never taking a vacation and usually 
not leaving the store for more than ten or fifteen 
minutes to get luncheon. At the end of the second 
year he died, leaving the management of the business 
to his sons. The sons soon found that records did not 
exist, and after an inventory had been taken they 
realized the shelves were loaded with dead stock. Fur- 
thermore, the capital of the business had been greatly 
depleted and instead of inheriting a flourishing busi- 
ness they had on their hands a concern that was on 
the verge of bankruptcy. 

Many a retail merchant is convinced that his ex- 
penses are too high, but he does not know where to 
begin to cut down. It isn’t enough to know what his 
expenses are in the aggregate. He needs to find out 
just where his money is going. Then he can compare 
his figures with the annual summary of operating costs 
in other stores and see where he stands. 


Losing Money—Not Knowing it 


A shoe merchant in a large Pennsylvania city lost 
money consistently for two years before he could find 
out where the trouble was. His store was well located; 
he carried an attractive line of goods, advertised lib- 


fairs had been remedied, the 
business began to show a profit, ° 
and it has been forging steadily ahead ever since. 


Three Merchants to Benefit 


There are, in general, three classes of shoe mer- 
chants who might profit by a better knowledge of their 
costs of doing business. The first group of merchants 
are those who have never realized the need for proper 
methods of bookkeeping. They commonly assert that 
they are entirely too busy to be bothered with keeping 
accounts and consider the time and money spent in 
keeping them wholly wasted. There is a case actually 
on record where a merchant of this type was doing a 
business of more than $50,000 a year and trying to 
handle his accounts only by means of a check book 
and miscellaneous pieces of paper on which he kept a 
record of his charge sales. Then there is another 
group of merchants who realize the necessity for ac- 
curate bookkeeping and accounting methods but feel 
either that they have not the requisite knowledge to 
maintain such a system or that the time and expense 
involved would be greater than warranted by the size 
of their business. Finally there are those merchants 
who are keeping what they believe to be adequate 
records but who have become somewhat careless in 
keeping track of all the items which should be prop- 
erly charged as expenses of the business. 

In this day and age most intelligent merchants 
freely admit the necessity of some bookkeeping. If 

(Continued on page 97) 
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Bringing Out the Problems of the Little Store to 
Strengthen the Community Spirit 


tive attendance, good-fellowship and all of 

the things that have gone to make the suc- 

cess of previous conventions of the Pennsylvania 
Shoe Retailers’ Association a sincere appreciation of 
present business conditions and an earnest desire to 
solve the problems that these conditions create and you 
have the spirit of the Altoona Convention of Feb. 20-21. 
It was the eighth annual convention of the associa- 
tion, and in the general opinion of those in attendance 
was the most constructive in character of any that has 
so far been held while in point of program both busi- 
ness and entertainment was excelled by none of them. 


. DD to the interest, enthusiasm, representa- 


Representative Showing of Shoes 


The exhibition of shoes in point of number of houses 
represented and range of merchandise disp!ayed was 
far in excess of any previous convention in the history 
of the association. While a very good percentage of 
the lines displayed were of Pennsylvania manufacture, 
they were by no means confined to that State but were 
representative of every shoe center of the country, and 
there was an equally representative showing of shoe 
accessories. The exhibits overflowed the mezzanine 
floor to a full occupancy of the first sleeping-room 
floor, which was for a period deyoted to exhibition pur- 
poses. And it was quite evident that the visiting mer- 
chants were interested in the wares spread for their 
inspection. 


Careful Buying the Rule 


The business program had been arranged to provide 
more time for the inspection of exhibits, since the hour 
of assembly for the business of the convention was 


1.30 on both days. Hence the entire morning hours 
were available for viewing and buying. Perhaps no 
better indication of the prevailing spirit of the con- 
vention was evidenced than in the earnest attention 
given to this same matter. Close study of lines and 
styles, of prices and of merchandise was the rule and 
not the exception, and exhibitors declared generally 
that there was no cause for complaint of lack of in- 
terest in the offerings made or in the merchandise ex- 
hibited. Certainly every opportunity was given for 
comparison of style and values, and these opportunities 
were made use of. 

The attendance was upward of 400 retail members 
of the association, which, together with the generous 
representation of other branches of the industry con- 
nected with the exhibit, gave a predominant shoe at- 


. mosphere not alone to the headquarters but to all 


Altoona as well. 


Monday’s Session 


Following a meeting of the Advisory Board which 
was held at 11 o’clock and which made various sug- 
gestions for matters to be covered at the meeting of 
the Board of Directors, the first general session was 
called to order at 2 o’clock in the Logan Room of the 
hotel. After an invocation by Christian Ludebeuhl, 
Mr. Newhall, chairman of the Altoona Committee, 
opened the meeting. 

Carl J. Mensch, president of the association, fol- 
lowed with a short address of welcome. The official 
welcome to the city of Altoona was given by Charles 
F. Anderson, president of the Chamber of Commerce: 

In order to economize time, the reading of the 
minutes of the 1921 convention was dispensed with 
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CHRISTIAN LUDEBEUHL 
Pennsylvania Shoe Retailers’ 
Association 
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and the various routine reports of the standing com- 
mittees were disposed of. 

President Mensch made an innovation in the ren- 
dering of his report by incorporating as a part of it 
brief two-minute reports of the presidents and sec- 
retaries of all the local organizations in the State in 
which they briefly epitomized the work of their various 
bodies within the past year. 


The Post-Graduate Course 


President Mensch said in part: 


Competition is not so much a matter of warfare be- 
tween your store and another as a trial of skill between 
yourself and the management of the other store. In other 
words, the personal, rather than the commercial element 
predominates in it. If you are to win against competitors 
you must study the game untiringly, accept hard knocks 
with cheerfulness, and learn from hardships how to 
strengthen your selling methods. Discontinue your price- 
cutting campaign for volume, return to the true idea of 
service store. Get on the job and hustle. Remember, the 
war is over. 

The National Shoe Retailers’ Association annual sessions, 
held in Chicago last month, were rightly termed by the Boot 
and Shoe Recorder as a convention of “Mixability,” and 
especially emphasized the open forum and style and price 
comparison, as things of real value to the merchant. 

Our state convention is truly a post-graduate course for 
shoe merchants. It is an educational institution. It is our 
duty to educate the shoe men, to make them better mer- 
chants, better stock-keepers, with a minimum investment. 
This is an asset to the public; for poor stock-keeping, over- 
stocked condition, cut-price sales, failures, etc. These con- 
ditions must eventually prove to be liabilities to our trade. 
These problems together with all others pertaining to the 
shoe business, will be thoroughly discussed in an educa- 
tional way at the open forum. 


The sudden illness with which Mr. Charles Hoffman 
of West Chester, treasurer of the association, was 
stricken shortly after his arrival in Altoona on Sunday, 
was reported by the president. This incident was the 
one sad note of the convention because of the wide 
personal popularity of Charley Hoffman, and the ex- 
pressions of sympathy on the part of the members was 
general. 

Secretary George Garman reported the year’s activi- 


DAVID STRUMPF 
Pennsylvania Shoe Retailers’ 
Association 
Philadelphia, Pa. 
Chairman Speakers’ Convention 

Committee 
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ALBERT FORSTER 
Pennsylvania Shoe Retailers’ | 
Association 
Manayunk, Philadelphia, Pa. 


ties of the association, the visits to local bodies of 
President Mensch and other officials, and forecast a 
bright situation for the association during the coming 


year for the membership generally. 
The treasurer’s report was also read showing the 
finances of the organization to be in a very healthy 


shape. 

Mr. C. K. Chisholm, newly elected president of the 
National Shoe Retailers’ Association and a guest of 
the convention, was the next speaker: Mr. Chisholm 
said: 


Your national association is doing a big work. Your 
board of directors is composed of men from all over the 
United States, giving up their time and energy to build up 
this organization and it has been built up so that to-day it 
stands among the very highest trade organizations in this 
country. 

Gonthinibiiis it has elevated the retail shoe business; it 
has put us on a plane with the best merchandisers. 
believe shoes are being retailed to-day as scientifically as 
any line of merchandise made. We are going to do better 
and just that much better as our organization grows, both 
state and national. 

Now just a word or two regarding the outlook for 1922. 
All you need is courage. I am a “bull” on the United 
States. We may be having a tough time just now, but just 
as true as preaching we’re going to come through all right. 
I would advise watching your stocks, get your turnover; 
don’t get panic stricken and run to sales and slashing of 
prices, and as I said before, have courage. Go out and fight 
for your business. It can be had, but not by lying down 
and crying hard times. You must be an optimist. 


Co-operation Necessary 


I think one of the biggest things that we can do is to have 
co-operation in our business. Co-operate with your manu- 
facturer, your traveling salesman. The Ohio Valley Retail 
Shoe Association has a slogan, “Help One Another.” I 
think this is a splendid slogan. In helping one another you 
are bound to help yourselves. 

Know your manufacturer. Don’t forget he has his 
problems. Study out your needs. Give him time to make 
deliveries, but remember he has responsibilities; he must 
do his part; he must not promise to do things and then fall 
down. I think a great many of the troubles we have be- 


* tween manufacturers and retailers could be averted if there 


was the proper understanding between them. The manu- 
facturer needs you and you need him. 
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You who have traveling salesmen call on you should give 
them consideration. You know they spend their money to 
come to see you; don’t forget their time costs money. I 
believe there are very few traveling salesmen who go out 
and sell their wares just for one sale. That day is over. 
The smart salesman is interested in selling the merchant 
the right merchandise. He must make more than one sale. 
The last feature of the program was a talk on 
leathers and their structure, characteristics and avail- 
ability for different shoe purposes, by L. V. Lobell of 
Steel, Lobell Company. He made a blackboard talk 
that was of the highest educational value to the assem- 
bled shoe men, who undoubtedly learned more of 
leather characteristics and differences than they ever 
knew before. After this the meeting adjourned. 


The Style Show 


The feature of the evening, and for that matter an 
outstanding feature of the convention, was the Style 
Show, which was staged in the Convention Hall in 
the evening. Ten models paraded a run-way down the 
center of the room, emerging from a picture frame 
at one end and displaying a range of footwear styles 





Satin and jet beads and a rosette for an instep 
ornament out of satin ribbon—infinite is the style 
variety of to-day 


from evening slippers to sport footwear, all interesting 
and practical numbers creating much interest. The 
display lasted for over an hour and the attendance 
crowded the hall. 

An unusual interlude was the parading of the run- 
way of Dave Strunuff of Philadelphia, who as a Ciga- 
rette Girl, distributed cigarettes and comedy, in his 
customary generous fashion. So good was his make-up 
that few recognized in the unusual “Girl” their pop- 
ular and well-known fellow member. 

Following this came an address by Paul Jones of 
the Commonwealth Shoe & Leather Company, and 
which created a very decided impression. 


What Is Good Value? 
Mr. Jones said in part: 


We are all of us prone to tell the other fellow how to 
run his business. A g many times we get the very best 
suggestions from the outside, and yet I wonder if the retail 
merchant has stopped to analyze his own business. Does 
he realize that it costs him twice what it did in 1914 to 
retail a pair of shoes? 
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Take, for example, a shoe which he paid $3.00 for in 
1913 and 1914. In the case of a man’s shoe, which I am 
familiar with, he probably sold that shoe for $4.50 if he 
operated in a close business. It cost him perhaps $1.25 for 
his store overhead, leaving him a profit of 25c. Let him 
buy that same shoe to-day for $6.00 and he will sell it for 
$9.00. It will cost him at least $2.50 for what it cost him 
in 1914 $1.25 for, and he won’t make any more profit 
selling it for $9.00 than he did before, selling it for $4.50. 

You know perfectly well that the best value of a shoe 
is not gaged by its price. You know perfectly well that if 
I should tell you that calfskins were 40 cents a foot and 
sole leather 50 cents a pound that you could take two manu- 
facturers in the same city, with the same labor cost, and 
one would make a shoe out of that same calfskin that might 
cost you $5.00 and his neighbor would make a shoe out 
of that same calfskin and that same sole leather which 
would cost you $7.00, and yet you perfectly well know that 
the $7.00 shoe might be the better value, be more sufficient- 
ly made and give greater results than the shoe which you 
buy for $5.00. 


The Style Show was followed by a dance which was 
very enjoyable, many Altoona ladies being present as 
well as the convention members and their own ladies. 


“Teacher” Geuting in Action 


The second and closing session on Tuesday was con- 
vened shortly before 2 o’clock and was opened with 
an attendance equal in size to that of the first day. 

President Mensch, after making a number of rou- 
tine announcements and seeing to the distribution of 
the ballots for the election of directors, introduced as 
the first speaker of the afternoon A. H. Geuting of 
Philadelphia, chairman of the executive committee of 
the National and a former president of that body. Mr. 
Geuting said in part: 


Mr. X has opened cases this morning, a shipment that 
has reached him from Brooklyn. This is a Patent Leather 
Vamp, Gray Suede Quarter with a Louis heel. There are 
120 pair in this lot, representing an investment of nearly 
One Thousand dollars, and they cost him in the neighbor- 
hood of $8.00 a pair. These are for the Spring season. 
What will he mark these shoes? Will every pair of these 
shoes sell? Will he ever be able to reorder to replenish 
the sizes sold that will soon bust the stock? How many 
of these shoes will reach the bargain table at $4.90? How 
many will he sell at about cost and how many will he get 
a real profit on? Well, Mr. X will mark these shoes at 
$14.00 and lo and behold about April he discovers that 
gray is not so much in demand and that they are changing 
to lower heels. For some reason or other they are stag- 
nant. He calls his clerk and says, “Well, we better sell 
them for $10.00.” By and by he says, “Let’s try $8.00,” 
and pretty soon the clearing season comes on and you 
rrr in Mr. X’s store and find twenty or thirty of these at 

3.90. 

That is the history of the transaction. Take it home, 
figure it out for yourself why it is that Mr. X is not making 
money, although the manufacturer says he bought the 
shoes at $8.00 and is selling them for $14.00. Why should 
he get $6.00 profit? 

Your duty lies in serving the public and to serve them 
according to their wishes. You can’t always guess abso- 
lutely right. We are not infallible and the vagaries of the 
trade make this a speculative matter. Who is to pay for 
the great losses we take? There are thousands of pairs 
of boots sold on the market to-day at a dollar a pair that 
were bought in good faith at seven and eight dollars a 
pair. - Some of these boots were marked twelve and fifteen 
dollars and the dealer finally gets a dollar for them. Some- 
body must pay the loss and there is only one place where 
you can collect it and that is from the customer who is re- 
sponsible, who says, ““No more boots for me, I want pumps.” 


Mr. Geuting’s talk was vociferously applauded and 
the chairman then called for the next address, that of 
Milton E. Harper of Philadelphia. Mr. Harper’s sub- 
ject, “Salesmen’s Compensation,” allowed him consid- 
erable latitude, and we hold it for an early issue. 
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Round Table Solving Problems 


The concluding feature of the afternoon session was 
a round table discussion upon several matters of great 
interest to the retail trade. 

The first of these was “Styles Worth While,” led by 
A. A. Smith of Greenburg and assisted by George 
Geuting of Philadelphia. 

In opening the discussion Mr. Smith said that the 
prominence of style shows had led the retail trade 
to overlook a fair volume of business on conservative 
type specialties such as flexible and rigid-shank shoes 
and the like. He stressed the fact that tendencies 
differed in small and large communities and that high 
style novelties when very extreme were dangerous in 
smaller places. The general tendencies of style were 
summed up from his opinion in the various classes 
of shoes. 

Sport shoes, he felt, were good but there is a danger 
of a flooded market on the more generally accepted 
types. With the great style range available he felt 
that children’s shoes could best be bought week by 
week from stock. Considerable attention was devoted 
to the subject of men’s shoes under the direction of 
Mr. Geuting, who felt that the general tendency was 
toward plainer styles, and it would be necessary to 
accent lighter colors in tan to enable the sale of a 
second pair in black. Sport styles in men’s shoes, it 
was thought, would be good sellers. 


The Community Store 


The subject, “My Store In My Community,” was led 
by Lee Reineberg of York, built upon the thought, 
“What have I to offer the public to make them feel 
that they would like to trade at my store.” The lead- 
ing address and subsequent discussion seemed to point 
out that the best way to accomplish this would be to 
take the viewpoint of the consumer who requires 
service, knowledge by the salesforce of leathers, man- 
ufacture, fitting and right merchandise, to keep cor- 
rect records, to advertise honestly, to attractively dress 
windows and to keep the human element uppermost 
in business relations. 


Keep the Records Clean 


A. J. Schmidt of Pittsburgh led the discussion of 
“My Ideal of a Shoe Store, and What I Am Doing to 
Obtain That Ideal.” His own address on that subject 
was most interesting, starting off with the suggestion 
that the influence of the shoe craft in the merchan- 
dise world should be increased and that better methods 
of business and association in the industry would help 
develop it. He devoted considerable attention to the 


matter of the elimination of odd sizes and odd pairs * 


and the increase of turn-over, both to be obtained by 
a constant study of stock records. David Strunuff of 
Philadelphia was in charge of the last subject, “Store 
Records,” and he opened it in his characteristically 
humorous manner, yet between his jokes and anecdotes 
he gave some very valuable information as to methods 
for handling stock records simply yet to enable instant 
reference to a general total. At the conclusion of his 
speech the meeting adjourned. 


The New Officers 


A meeting of the Board of Directors was held imme- 
diately after the general meeting, at which the results 
of the election were made known. The officers elected 
for the coming year are as follows: 
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President, S. S. Schweriner; first vice-president, Lee 
Reineberg; second vice-president, M. Murray; secre- 
tary, George Garman, Philadelphia; treasurer, C. O. 
Hoffman (Mensch, acting treasurer). Directors— 
George Geuting, Philadelphia; A. J. Schmidt, Pitts- 
burgh; Martin Murray, Wilker-Barre; George M. Gar- 
man, Philadelphia; Al Foster, for one year. 


Next Convention in Williamsport 


It was decided that the next convention would meet 
in Williamsport in February, 1923. Perhaps the 
strongest reason for this decision was the benefit it 
would be to the local shoes retailers of Williamsport 
and surrounding territory to arouse enthusiasm and 
later organize an active control association affiliated 
with the State association. 


The Banquet a Winner 


As with all announced schedules of the Altoona meet- 
ing, the hour was quite closely observed, and it was 
only a few minutes after seven that the 365 for whom 
covers were laid were in their places. 

Harry L. Johnson, managing editor of the Altoona 
Mirror, was introduced as toastmaster. Other speakers 





THE POLKA DOT IN DRESSES NOW PUT INTO 
PATENT SLIPPERS 


As soon as a style appears in garments a corre- 
sponding impulse is given to footwear 


were President Chisholm of the National, Mr. Mensch, 
S. S. Schweriner, newly elected president. Father 
Time then made his entrance and read a humorous 
review from his records of the efforts of Mensch, 
Schweriner and Secretary Garman, each of whom he 
decorated. The principal address of the evening was 
delivered by F. G. Nichols, Director of Commercial 
Education of the State Department of Public Instruc- 
tion. His subject was, “Commercial Training for 
Retail Store Service.” 

The final word of the Altoona Convention was said 
by A. H. Geuting, who wanted to leave with the mem- 
bership that in the last analysis it was the boys them- 
selves that run the associations, and it lay with them 
how aggressive, constructive and successful they 
become. 
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The Sales Tax and the Bonus 


Our Washington Representative Gives Us the Merchant’s 
and Business Man’s Viewpoint on Political 
Juggling of Legislation 


freely made in official quarters that there 

will be no bonus legislation enacted at 
the present session of Congress. It is apparent 
that the interminable controversy over this largess 
to soldiers will be passed on to the next session and 
the legislation indefinitely postponed. At present 
there are indications that the House may jam the 
measure through at the current session purely as 
a matter of supposed political expediency, realizing 
that the Senate and the President favor postponement 
of action. 

There is a strong element in the House, manifestly 
at variance with the Administration, who would like 
to return to their constituents at the forthcoming fall 
election as sponsors of a bonus regardless of how the 
money should be raised. The Administration is in- 
sistent that the bill shall include a plan for obtaining 
the revenue and has recommended a sales tax. The 
Chief Executive has announced himself in favor of a 
production tax to be collected at the source because 
of its so-called simplicity of collection and equitable 
distribution. The agitation for a retail tax apparently 
has not impressed the President for he has expressed 
the belief that it would be too complicated and would 
involve more expense in collection than a manufac- 
turer’s tax. The President refrained from suggesting 
the rate which could be levied at the source, but it is 
said that he would approve a 1 per cent tax on whole- 
sale sales of manufacturers’ products. It is estimated 
that approximately $350,000,000 could be obtained 
annually from this source and this would be sufficient 
to meet the demands of a cash bonus plan. 


WW trety mace i March 1.—Predictions are 


Farm Bloc Fights Sales Tax 


The agricultural bloc in Congress is strongly op- 
posed to the sales tax plan. It is supported in this 
view by the American Federation of Labor. Business 
interests of the country, as Congress is well aware, 
is opposed to any kind of bonus legislation because 
of its serious economic effects. The attitude of agri- 
cultural interests is reflected by the statement of T. 
C. Atkeson, representative of the National Grange, in 
a formal statement to Congress. He said “The Grange 
is opposed to the introduction of the new principle 
of taxation variously known as sales tax, consumption 
tax, manufacturers’ tax or turnover tax in any form 
and by any name, and considers the effort to enact it 
into law indefensible, wrong in principle and designed 
to shift the burden of taxation from those most able 
to pay, and receiving the greatest benefits to the 
shoulders of those least able to pay, and receiving the 
least benefit from the government. The National 
Grange has suggested an excess profits tax for the 
bonus.” He pointed out that, should this be inexpe- 
dient, a tax should be levied which will not be added 
to the cost of living of the millions with limited 


incomes. 


The President is unalterably opposed to the restora- 
tion of the excess profits tax, which proved so burden- 
some to business and industry. it is generally con- 
ceded that a levy on manufacturers’ products could 
not be added to prices paid by ultimate consumers. 
Business men feel that it is not feasible to raise prices 
at this time. They also realize that they are the first 
to feel the effects of extra pressure from taxation in 
diminution of profits and would undoubtedly be com- 
pelled to absorb this assessment through narrowing 
of the margin of profits. Judging from the volume 
of protests received by Congress from business in- 


_ terests it is evident they are convinced that the study 


of the economic effects of a bonus by the legislators 
is exceedingly superficial and that the political side 
only has been considered. 

President Samuel Gompers of the American Federa- 
tion of Labor in a statement to Congress declared that 
organized labor favors a bonus but. “recognizes in the 
proposal to attach the sales tax to the soldiers’ adjusted 
compensation bill a subterfuge intended either to de- 
feat the bonus or to create a feeling of resentment 
against the veterans of the World War by placing the 
burden upon those least able to bear it and by permit- 
ting the escape of those who profiteered so relentlessly 
during the period of the war and since the war.” Mr. 
Gompers demanded “that the highest rate of taxation 
levied during the war upon incomes and excess profits 
tax should be retained until the full money cost of the 
war has been paid.” 

The farm bloc has refused to be placated in its oppo- 
sition to a sales tax and is marshalling its forces in 
favor of an excess profits tax and there is talk of it 
being joined in its campaign by organized labor. Even 
in the event of such legislation passing Congress 
through the activities of these groups, the President 
undoubtedly would veto it, and it is not at all probable 
that the veto could be overridden, 


THE TENTATIVE TAX RETURN 


Extension Possible on Income Returns of Domestic 
Corporations 


Washington, Feb. 23.—Commissioner of Internal 
Revenue Blair has granted a general extension of 
time to domestic corporations for completing returns 
of income for the calendar year 1921, the fiscal year 
ended January 31, 1922, and the fiscal year ending 
February 28, 1922. The extension is conditioned upon 
the filing of tentative returns with the Collector of 
Internal Revenue on or before March 15, April 15, 
and May 15, 1922, respectively, accompanied with at 
least one-fourth of the estimated amount of tax due 
together with a statement setting forth the reason 
why the return cannot be completed within the pre- 
scribed time, and a formal request for the extension. 

This permission was granted on the plea of cor- 
porations who insisted that it was a physical impossi- 
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bility to make the returns on the date required in the 
Revenue Act of 1921. The tentative returns must be 
so labeled, and only the name and address of the tax- 
payer and the estimated amount, if any, of the tax 
due need be stated. The law provides for a levy of 
6 per cent in the event of a deficiency in the first 


installment. 


MORE TARIFF CONFUSION 
Prospects for Early Enactment of Bill Are Dwindling 


WASHINGTON.—Assuming the attitude of an irrecon- 
cilable, Chairman Fordney of the House Committee on 
Ways and Means has brought about another impasse 
in the tariff situation. He has publicly announced that 
the plan of rewriting the House bill on the basis of 
the foreign value of the imported article as tenta- 
tively adopted by the majority members of the Senate 
Finance Committee, would never have the approval 


‘of his associates in the House Fiscal Committee. The 


fact that the Senate committee has actually under- 
taken to revise the ad valorem rates on this basis 
would ordinarily indicate that a settlement of the tariff 
controversy was at hand. The pronouncement of 
Fordney that nothing short of full acceptance of the 
American valuation plan would satisfy shows quite 
clearly that the prospects for early enactment of a 
tariff bill are dwindling. 

The question of international complication arising 
from the most favored nation has delayed final defini- 
tion of the majority members of the Senate committee 
as to a valuation basis. The proposed currency pro- 
visions are now under examination by the State De- 
partment to ascertain their application under existing 
commercial treaties. 

Senators are admittedly concerned over the possi- 
bilities for harm to foreign trade in the American 
valuation plan through the imposition of almost pro- 
hibitive rates. The foreign value was tentatively ac- 
cepted after lengthy discussions with tariff experts. 
The scheme was covered in amendments to the House 
bill drafted by Senator Smoot after consultation with 
members of the Tariff Commission and tariff experts, 
including Judge Marion De Vries, who previously were 
known as staunch supporters of the American valua- 
tion. It was apparent, however, that their in- 
quiries showed the latter proposal for customs assess- 
ment unacceptable and impracticable, for they devised 
the formule which was incorporated in the Smoot 
resolution. Another amendment, sponsored by Sena- 
tor Smoot and also tentatively accepted by the ma- 
jority, provided for flexible rates and depreciated cur- 
rency. 
Politicians Cannot Agree 

The evidence of-a breach between the tariff framers 
in the Senate and House has provoked alarm within 
Administration circles. It is felt that the controversy 
will reach a stage wherein it will be necessary for the 
President to intervene. There are certain members of 
the committees who would welcome a continuance of 
the uncertainty as to tariff measures in order to obtain 
a committment from the Chief Executive. The rea- 
son is obvious. It would make the President responsi- 
ble for tariff legislation and lighten the burden of the 
legislators when they returned to their constituents 
this fall for re-election. 

Mr. Fordney and his handful of “die-hards” turn 
their backs upon the suggestion that the Presidential 
veto may figure in the situation. In his annual mes- 
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sage to the Congress two months ago, Mr. Harding 
very plainly expressed his doubts as to the feasibility 
of the ‘proposed assessment method when he pointed 
out the danger of such valuation making the American 
tariff prohibitive. The Fordney clique insists that the 
President did not condemn the American valuation 
plan, and that the Senate Finance Committee could 
not logically use this statement to support their latest 
action. Communications from merchants and manu- 
facturers continue to swamp the Fiscal Committee in 
an effort to expedite passage of the tariff bill. It is 
easy to see that rejection of the Senate bill by the 
House, if Fordney’s plans succeed, will mean indefinite 
postponement. 


ARMY SHOES AT $1.83 
Average Price on 1,200,000 Pairs of Trench and 
Field Shoes 


WASHINGTON.—An average price of $1.83 per pair 
was accepted for approximately 1,200,000 pairs of new 
Trench and Field shoes sold by the Director of Sales, 
Surplus Property Division, Office of the Quarter- 
master-General. Twenty-nine awards were made from 
243 bids received. There were 122 bids rejected due 
to the fact that they did not conform to the require- 
ments and conditions of sale, as set forth in the cir- 
culars and advertisements. 

The successful bidders were: 

Jacob Ades & Son, Louisville, Ky.; Hearst Merc. Co., 
Lead, S. D.; Army Sales Co., St. Louis, Mo.; Ramsey- 
Rayburn, Dixon, Ky.; Anthracite Lea. Co., Wilkes- 
Barre, Pa.; Weinberg Bros., Johnson City, Tenn.; 
Parks-Belk Co., Concord, N. C.; The Hynson Co., 
Manassas, Va.; John Markiewicz, Latrobe, Pa.; Plain 
Price Store, Klingerstown, Pa.; Stripling D. G. Co., 
Newman, Ga.; O’Connor Bros., Fairview, Mont.; 
Nichols Merc. Co., Bliss, Okla. , 

The policy regarding the disposal of the remaining 
quantity of shoes will be announced at a later date. 


(Continued from page 91) 

merchants of the first class mentioned who can see 
nothing at all worth while in spending time and money 
on bookkeeping, do not learn their lesson otherwise, 
they are sure to learn it by bitter experience in times 
of strenuous competition such as the business world 
is now entering. For the second group of merchants 
—those who believe that their business is not large 
enough to warrant the time and expense involved in 
keeping accurate accounts, it should be explained that 
a complicated system is not necessary for the average 
retail shoe store. It is possible to use a simple system 
of record sheets which will give all the necessary in- 
formation, require no technical knowledge of book- 
keeping, and use but a small portion of the merchant’s 
time. In the case of the third group of merchants— 
those who realize the necessity of accounting but are 
not keeping fully adequate records—it should be em- 
phasized that there is no subject of more importance 
to the successful management of any real business 
than the matter of knowing the cost of doing business. 
This is the fundamental principle upon which all really 
successful businesses are built. A retailer may have 
all the other fundamentals of success—good service, 
good merchandise, good location, courteous employees 
—but if he does not know accurately his cost of doing 
business his chances of continuing a successful mer- 
chant are poor. 






































Why not a Conference on the Limita- 
tion of Conferences? 





As uncomely as their name—galoshes! 





“Oh, Wind! If Winter comes—can golf 
be far behind?” 


It is not so much the high cost of liv- 
ing as the high cost of government that 
is raising havoc with poor old dad’s 
pay envelope. 


The only difference between the hooch 
headache and the grip headache is that 
one gives you a run for your money. 





Would you call Senator Capper the cap- 
stone of the bloc? 


“War cost two hundred billion dollars” 
—and the dividends of bankruptcy and 
hatred are not at all to our liking. 





In the spring a young man’s fancy 
lightly turns to tho’ts of par golf. Fore! 





A job right at hand is worth two in 
prospective. 





With the Fore River Shipyards dying 
on its feet, folks are wondering who 
handed the quince to Quincy. 





There’s a sucker born every minute— 
and they all live to grow up. 





Speaking of hosiery—a sock on the foot 
is worth two in the eye. 
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(Continued from page 66) 


rendered by soldiers during the recent world war. 
The RECORDER has all along made the prediction 
that business would find a sales tax piled on top 
of all other forms of taxation and such is the 
present outlook. 

Whatever the political phases of the question 
may be, we may look to some form of sales tax 
in the early future. Every American business 
man should be keenly alert as to the effects of 
such taxation on his business.’ 

One of the greatest reasons for strength of 
the agricultural bloc in Washington is that it 
keeps its membership in line, all working to the 
same end. The balance of both the Senate and 
House is composed of party and independent 
politicians primarily interested in insuring their 
return to Congress in the elections which come 
up so frequently. The opinion is even growing 
that legislators should be given one generous term 
in office and no more, which would make them 
active in behalf of the nation, instead of imme- 
diately upon assuming office spending most of 
their time in aiding their re-election. 

The President has come out in favor of a sales 
tax. The amount necessary for the bonus may 
be raised by putting the tax on the manufacturer, 
but there is danger in the last fighting days of 
the session that the sales tax will be made on 
any one of a number of plans. It would seem 
the logical thing for business to come to some 
agreement upon an equitable form of sales taxa- 
tion. We show two charts, one showing the turn- 
over tax and the other the final sales tax. These 
tables clearly show the increased cost to the public 
if a general turnover tax. It is a dangerous thing 
to have pyramiding of taxes upon such complex 
articles as shoes. It is undoubtedly true that the 
public pays, but why make the taxation so burden- 
some as to make impossible a business revival 
until all government debts are liquidated. All of 
the alert forces in the retail field should keep their 
eyes on Washington in the next few weeks. There 
is no question, but the means of raising the bonus 
money is certainly worthy of attention. 


[ ‘ New Leather Concern Opens Up 


Leo Ferber, for many years the most extensive 
leather dealer in the city, is known to have a con- 
trolling interest in the Penn State Leather Com- 
pany, which recently opened remodeled quarters 
on Diamond Street. That firm and Mr. Ferber’s 
old establishment furnish the bulk of leather and 
general findings to the smaller merchants in town 
and the many surrounding suburbs. 














ae te 




































BOOT AND SHOE 


RECORDER 


CThe Great National Shoe Uechly 


ESTABLISHED APRIL I, 1882 


















Fair Spring Business Is Expected 
In Larger Centers 


suffered as severely from lack of demand and 
deflated prices as any other industry. The 
lack of moisture during the winter has threat- 


 g is generally conceded that agriculture has 


- ened the winter wheat crop in Iowa, Kansas and 


even the southern parts of Texas. This condition 
has caused wheat to sell higher on the market 
during the past few weeks. 

Recent rains over a part of this territory have 
made the situation look much brighter, and have 
induced a spirit of optimism in agricultural sec- 
tions. 

In the dairy sections farmers have not suffered 
so. severely and are in much better position to 
finance the raising and harvesting of the 1922 
crops. 

City Business Fairly Good 

Generally speaking, business has been fairly 
good in the larger towns and cities and the out- 
look is fairly bright for early spring business. 

The smaller towns and villages in agricultural 
sections have suffered more severely. This is 
especially true in the cotton section where small 
merchants have formed the habit of carrying ac- 
counts of farmers over a period of from six to 
ten months and depending upon the sale of the 
cotton crop for settlement date. For two years 
there has been no general settlement and as a 
consequence these merchants are hard hit. A 
large wholesale dry goods merchant of Texas is 
of the opinion, however, that if manufacturers 
and wholesalers will deal leniently with these 
merchants they will eventually pull through and 
pay their accounts in full except in isolated in- 
stances where merchants have been too lenient 
with their customers and have gone too far in 
extending credit. 


Steel Industry on Upgrade 
The steel business is slowly but gradually pick- 


ing up. More mills are being re-opened and those 
that have been running part time are putting on 
more men and are working more hours per week. 

Business in Gary, Hammond and other steel 
towns is not yet what would be considered good, 
but is beginning to feel the influence of increased 
payrolls, and merchants are looking forward to a 
fair spring business. 

Buying continues to be done on a conservative 
basis and merchants are inclined not to take long 
chances on big orders. They prefer to buy 
smaller orders and buy them more frequently. 
Women’s business in the average shoe store is 
better than the men’s business. New patterns 
that have a special attraction are selling well, but 
it is difficult to move out-of-style merchandise 
at any kind of a price that is in keeping with its 
cost. 

Tremendous Losses on Boots 

The winter has been exceptionally open in most 
sections of the West and Middle West, and conse- 
quently there has been little demand for women’s 
boots. 

A large retail concern in Texas recently sold 
5000 pairs of boots, which included all of its boot 
stock, excepting comfort shoes and a few standard 
lines of advertised footwear. These shoes were 
sold at a flat price of $2 a pair. Many of them 
cost the merchant as high as $12 and $14 a pair. 
He has concluded, however, that he made the 
best sale of his life. 

In the southern section of the country, women’s 
Louis heel boots have been put on sale and ad- 
vertised at prices ranging from $1 a pair up to 
$6 a pair, but with few exceptions the shoes are 
still sticking on the shelves. Nobody seems to 
want Louis-heel boots. 

Wide-awake merchants are realizing more and 
more that a rapid turnover is the only possible 
way to merchandise under present conditions. 
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Practical Ideas the Feature of Texas 
Convention Addresses 


the 1922 series of merchant get-togethers 
was that held by the Texas Shoe Retail- 


ers’ Association in Fort Worth, February 13, 14 
and 15. Although it was, 
above all, a meeting of 
merchants, yet the shoe 
travelers co-operated in 
every way, not only in 
making preliminary ar- 
rangements but in the 
conduct of the program as 
well. 

At one afternoon ses- 
sion of the convention J. 
E. McAllister, president 
of the Southwestern Shoe 
Travelers’ Association, 
wielded the gavel during 
the open forum discus- 
sion. Another day Mr. 
McAllister presided at the 
noonday luncheon. Thus, 
hand in hand, the shoe 
travelers and the shoe 
merchants put over one of 
the most successful, most 
interesting and most edu- 
cational conventions ever 
held by any state associa- 
tion. 

Luncheons an Unusual 
Feature 

One of the big problems 
of the convention is to get 
the men together and to 
have them in the hall 
promptly when the meet- 
ings are scheduled to 
open. The Texas association solved this perplexing 
problem by the introduction of noonday luncheons par- 
ticipated in by merchants, travelers and women guests. 

On the second day at the luncheon the national presi- 
dent, C. K. Chisholm, and one of the national vice- 
presidents, C. E. Williams of St. Louis, delivered their 
official addresses. On the third day, which was in 
charge of the shoe travelers, an exceptionally interest- 
ing and somewhat humorous address was delivered by 
Judge Marvin Brown upon some of the necessary qual- 
ifications of a real salesman. 

Every merchant who attended the convention and 
sat through the sessions took back home with him a 
great deal of valuable information which he can use to 
advantage in his own store. 


()» of the most practical conventions of 


Buying Policy Outlined 


The discussion on the question. as to buying shoes 
ahead brought forth the almost universal opinion that 
the more staple lines of merchandise should be bought 
as far in advance as the merchants can see their way 
clear to do so but on the novelty and changeable styles, 


of the N. 





Somewhere beneath the Texas hat is C. K. Chisholm, president 
. A, 


8. R 


buying should be done so there will be something new 
coming in frequently. What to buy should be deter- 
mined largely by dress styles and the occasion where 
the footwear is to be worn, it was argued. 

The discussion on overhead, markup and profit 
showed clearly that mer- 
chants have learned a 
lesson from being over- 
stocked when prices de- 
cline and are pretty firmly 
committed to the policy 
of buying often, getting a 
more rapid turnover of 
stock and paying more 
attention to adequate 
stock records that will 
enable them to keep closer 
tab on the way stock is 
moving. 


several speakers that the 
best of records would not 
make a merchant success- 
ful. Sucessful buying 
and merchandising can be 
accomplished only by close 
study of conditions and a 
first hand knowledge of 
the needs and desires of 
that portion of the public 
which patronizes the store 
in question. * . 
Harry Vinsonhaler of 
St. Louis, who was to 
have spoken on the style 
outlook was unable to be 
present but a paper he had 
prepared on the subject 
was read for him by Mr. 
Williams. “I can see,” he 
wrote, “three different kinds of footwear which every 
woman should have—first, morning or street footwear. 
In my judgment this spring there will be a large sale 
of sport footwear. The tweed dresses which are sure 
to be popular in the different colors will be worn on 
the street and in the.clubs, and sport footwear made 
from smoked horse, brown calf trimmed; pear! elk, 
black calf trimmed; the two-tone brown calf, white 
cloth, white buck, brown calf and patent will se!l, 
made over spring heel lasts and lasts that will carry 
one-inch heels, with rubber and leather soles. 


For the More Conservative 


“You will also sell to the more conservative dressers, 
brown ca!f, brown kid, black kid and plain white cloth, 
oxfords and straps, with welted soles and heels, 
ranging from one inch to one and one-half inches in 
height will be good. 

“Low heels will be popular in turn footwear as in 
welts. I do not advocate turn footwear on the street. 

“The other styles that I see are for afternoon or 
evening wear, and in these styles the turn sole or the 





It was pointed out by 
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high-grade flexible McKay will predominate — heels 
ranging from 8/8 to 14/8. From the low heel, one 
inch to one and one-half inches, the covered military 
or wood heel will be most popular, although you will 
find a sale and demand for 14/8, 15/8 and maybe 16/8 
heels in patent and satin, also in the patent and gray 
combination. 

“There is a tendency toward broader toes, but I 
do not believe ladies are anxious for the broad toe, 
but they do want their low heels. 

“In the sport effects with the welted soles and the 
plainer materials with welted soles, the oxfords will 
outsell the straps, but 
straps will sell. 


Strap Patterns to Pre- 
dominate 


“Strap patterns will 
predominate for after- 
noon and evening wear. 
There are many styles, 
but the popular strap in 
the medium and high- 
grades for dress footwear 
is the D’Orsay vamp and 
quarter with an instep 
strap. This pattern makes 
a beautiful shoe with a 


cut-out quarter. They 
are also showing this 
style with the _ instep 


strap and the ankle strap, 
and it is selling. 

“In dress footwear, I 
think the best selling ma- 
terials from now until 
April 15 will be patent 
and black satin, the same 
as I believe that patent 
and brown will be the best 
in the welted soles until 
the same time, but you 
will have a big demand 
this season, beginning 
with April 1 for white 
footwear. You will sell 
white kid and white buck 
skin, but in pairs, I believe that you can do from 
April 1 on, 75 per cent to 90 per cent of your white 
business in fabrics. 

“T have felt for the last few months that the Coloni- 
al with buckle, or the tongue pump would follow the 
strap as a style, and I think there is some slight 
indication now, but there is no demand from the 
merchants for such styles. I do not believe that 
people want cheap shoes. They want lower priced 
shoes, but they want good shoes, and I feel that it 
is up to all of us to take care of that situation, and 
not to discourage the demand which we are having 
for stylish, good-looking footwear, by buying imprac- 
tical and poor fitting patterns and lasts, or cheap 
materials. 


of the N. 8. R 


Quality Essential to Style 


“It is hard to get style without good material and 
good workmanship. Proper proportions, graceful 
lines, and harmonious colors consistent with the shoe 
for the occasion, are what make styles. I have seen 


it wouldn’t stay on. This is C. 
A., who was an honor guest at the Texas 
convention 





The smile that won’t come off and the hat which looks as though 


E. 
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this season shoes that were made over lasts that were 
built to carry from 10/ to 11/8 heels, built with 8/8 
heels. This is a mistake. The retail merchant should 
not buy them and the manufacturer should not make 
them.” 


Co-operation Necessary 


President Chisholm, of the N. S. R. A., in his 
address, stressed the importance of membership in the 
state and national organizations, and then reviewed 
the question of closer co-operation between merchants 
and manufacturers. 

“Merchants,” he said, 
“must come to know the 
manufacturer better and 
the manufacturer must 
come to know the mer- 
chant better. Each must 
be more familiar with the 
problems of the other. 
Each must so regulate the 
conduct of his business 
that it will operate to the 
mutual good of both. It 
is all wrong for either the 
merchant or the manufac- 
turer to set up standards 
not acceptable to, or to 
formulate rules which 
cannot be complied with, 
by the other. 

“The manufacturers 
cannot be expected to do 
the impossible. The fac- 
tories of the country can- 
not remain idle or nearly 
so over a_ period of 
months and then produce 
all the shoes for a season’s 
requirements in four or 
five weeks. 

“On the other hand, the 
merchant cannot buy all 
his shoes six months in 
advance, but if merchants 
will work with manufac- 
turers and manufacturers 
will work with merchants, 
our problems can be solved in a way which will spell 
profit for both.” 


Women Had Good Time 


The women who attended the convention were most 
hospitably entertained during the three-day session. 
Mrs. Virgil Garrett as chairman of the women’s 


Williams, third vice-president 


- entertainment committee devoted her entire time dur- 


ing the days of the convention to the entertaining of 
the visitors. Assisting Mrs. Garrett as vice-chairmen 
were Mesdames R. M. Logan, G. B. Goodspeed, Milton 
Ikard, and E. H. Muse. Others on the committee 
were Mesdames L. E. Langston, J. W. Offutt, A 
Maples, P. W. Owens, J. U. McAllister, H. T. Compton, 
and M. C. Funderburk. 


Auto Trip and Bridge Party 


One of the most enjoyable features of the entertain- 
ment was a “Seeing Fort Worth Tour” February 13. 
Cars were provided for more than thirty who were 
driven over the city and the surrounding suburbs. 
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The bridge party in the Cactus Room at the Texas 
Hotel on the second day of the convention was the big 
feature of the entertainment. The prizes for high 
scores were awarded to Mrs. C. A. Ritter and Mrs. 
R. C. Mynatt of Dallas and to Mrs. Phil M. Cohen of 
Waco. These prizes consisted of beautiful corsages. 

Two theater parties were given in honor of the 
visiting women of the convention. A movie party 
at the new Rialto Theater was given Monday night. 
Heart-shaped boxes of candy were presented to mem- 
bers of the party by Mrs. G. B. Goodspeed, the chair- 
man of this feature of the entertainment. A matinee 
party on Wednesday afternoon marked the close of 
the women’s entertainments. Mrs. E. H. Muse acting 
as hostess on this occasion was assisted by others of 
the entertainment committee. Boxes of candy were 
presented as favors to those attending the matinee 
at the Majestic Theater. 


Dinner Dance 


The dinner dance in the Crystal Ball Room of the 
Texas Hotel Feb. 14 was the evening entertainment 
provided for the entire assemblage attending the 
convention. A beautifully appointed dinner followed 
by a dance made this one of the most talked of parties 
of the entire convention. 


Committees Appointed 


Standing committees were named as follows: 

Executive Committee—W. E. Buckley, chairman, 
Houston, Tex.; M. G. Morris, R. D. Chastain. 

Finance Committee—Perry Wheeler, chairman, 
Waco, Tex.; R. M. Logan, Fort Worth; Will Buckley, 
Houston. 

Legislative Committee—B. L. Dillingham, Austin, 
L. F. Tuffley, Houston; Charles Mueller, Austin. 

Resolution Committee—E. M. Thomas, chairman, 
Ennis, Tex.; H. W. Longmoor, Denison; E. L. Kelton, 
Houston; Benny Weber, Dallas. 

Press Committee—Carroll Scroggins, chairman, 
Houston; H. L. Davis, Waco. 

Membership Committee—E. M. Thomas, chairman, 
Ennis; H. W. Longmoor, Denison; E. A. Miller, Waco; 
Newly appointed secretary. 

Freight and Transportation—R. M. Logan, chair- 
man, Fort Worth; Ike Flatto, Galveston; E. A. Miller, 
Waco; W. E. Buckley, Houston. 

Insurance Committee—H. L. Goodspeed, Fort Worth. 

Arbitration Committee—Ben E. Weber, chairman, 
Dallas; R. D. Chastain, Beaumont; L. F. Tuffly, 
Houston. 

Credentials Committee—E. M. Thomas, L. E. Langs- 
ton, E. L. Kelton. 

Style Committee—Bob Hill, Joe Baehr, Houston; 
H. W. Byers, M. Watson, San Antonio; R. D. Chas- 
tain, chairman, Beaumont. 

Nomination Committee—Harry Wheeler, chairman, 
Waco; Will Buckley, H. W. Longmoor, H. L. Good- 
speed, H. L. Davis. 


Resolutions Adopted 


The following resolutions were adopted: 
Resolution One—Whereas, It is the sense of the 
Texas Retail Shoe Dealers’ Association that a perma- 
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nent meeting place for the next three years will serve 
to strengthen and build up the association, and 

Whereas, Two of the largest and most accessible 
North Texas cities have offered inducements to the 
association to hold our conventions with them for a 
period of three years. 

Be It Resolved, That this association, in convention 
assembled, consider the question at this time and select 
such city as they may see fit, and that our conventions 
be held in the city so chosen for the next three years, 
commencing with the 1923 convention. 

Resolution Two—Be It Resolved, That we, the Texas 
Shoe Retailers’ Asociation, in this, its tenth annual 
convention, declare that it is keenly alive to the neces- 
sity of giving to the consuming public, utility, service 
and style at prices which will attract buying. Be it 
further resolved that shoe merchants from all parts 
of Texas are gathered here for the purpose of per- 
fecting themselves in the economics of getting more 
shoes sold right, for no article of wearing apparel is 
so important in its functioning as footwear. Mer- 
chants are eager to serve and are themselves students 
of every possible economy in the production and dis- 
tribution of footwear, and to that end assemble in 
convention annually. 

Resolution Three—Be It Resolved, That it is impera- 
tive for the welfare of all branches of the shoe industry 
and the buying public that we strongly recommend to 
the members of the Texas Shoe Retailers’ Association, 
and all retail merchants, the placing of their orders 
for staple merchandise sufficiently in advance of each 
season to enable the manufacturers to produce the 
necessary shoes to supply the country’s needs at the 
lowest economical cost, through the operation of their 
plants at a more uniform percentage of capacity. 

Resolution Four—Be It Resolved, That this conven- 
tion express to the Fort Worth Convention Committee 
through its General Chairman, Mr. L. E. Langston, its 
sincere appreciation of and heartfelt thanks for this 
splendid convention and for the efficient and business- 
like manner in which they have discharged the im- 
portant duties which devolved upon them, resulting 
in the best, most successful and most enthusiastic con- 
vention ever held in the history of our organization. 
We also wish to express our deep appreciation of the 
hospitality extended to visiting shoe men, who came 
from all parts of the State, by the civic and business 
organizations of this great city of Fort Worth. Es- 
pecially do we appreciate the most cordial welcome as 
extended by Mayor E. R. Cockrell and the most won- 
derful and instructive address made to our convention 
by Judge Marvin H. Brown. 

Be It Further Resolved, That we express our heart- 
felt thanks and appreciation to Mrs. G. B. Goodspeed, 
Mrs. Virgil Garrett, Mrs. Milton Ikard, Jr., Mrs. E. 
H. Muse and all their assistants for the most beautiful 
manner in which they have entertained our wives and 
daughters during this the most wonderful State con- 
vention we have ever enjoyed. 

Resolution Five—Be It Resolved, That we extend to 
the Southwestern Shoe Travelers’ Association our 
sincere thanks and appreciation for their wonderful! 
spirit of co-operation so beautifully displayed in the 
handling of our present convention, and be it further 
resolved that we stand ready at all times to co-operate 
with them looking to the mutual promotion of the in- 
terest of our associations. 
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MILWAUKEE 


Civic Style Week Plans 


First Showings of 1922 Spring Modes to Be 
Made During March 19 to 25 


W. Grant Berry Dead 


W. Grant Berry, 70 years old, one 
of the oldest and best known commer- 
cial travelers in Kentucky, died at a 
hospital in Lexington, Ky., Feb. 5, fol- 
lowing a protracted illness. Mr. Berry 
was for thirty five years traveling 
salesman for a Cincinnati shoe house 
and for the last few years represented 
a Keokuk, Iowa, shoe house in Central 
Kentucky. 

Besides his widow he is survived by 
one son, Claude Berry, assistant audi- 
tor of the C. & O. Railroad, Richmond, 
Va., and one daughter, Mrs. Gordon 
Sumner, Jacksonville, Fla. The body 
was taken to his former home at Rich- 
mond, Ky., for burial. 


Ray L. Wilkinson Dead 


Ray Lindley Wilkinson, aged forty- 
seven, a traveling salesman for the 
Herold Bertsch Shoe Company of 
Grand Rapids, Mich., and a resident 
of Indiana for more than twenty 
years, died recently at his home in 
Fort Wayne after an illness of only a 
few days. Mr. Wilkinson was one of 
the deacons of the Trinity English 
Lutheran Church in Fort Wayne and 
was chairman of the church building 
committee. He is survived by the 
widow, one son, three daughters and 
five brothers. 


HILE weather conditions in 

the past week to ten days 
have been typical of the season in 
this clime, the thoughts of the boot 
and shoe trade are centering on the 
part it will play in making Civic Style 
Week, March 19 to 25, the impressive 
drive it is planned to be in the direc- 
tion of stimulating interest in spring 
and summer wearing apparel of all 
kinds. The initial showings of the 
1922 spring modes will generally be 
made during that period. In _ the 
meantime effort is being expended in 
ridding stocks of odds and ends and 
making way for the reception of new 
merchandise, 


An Atlantic City Touch 


The observance of Style Week this 
spring will be on a much more elab- 
orate scale than ever before. The 
Auditorium will be engaged for the 
week and the main arena will be 
transformed into a miniature of the 
famous board walk of Atlantic City, 
with booths arranged after that fash- 
ion. There will be a huge runway 
upon which professional models wil! 
show the latest in boots and shoes, 


suits, gowns, cloaks, hosiery, etc. 
Four hundred retail merchants of Mil- 
waukee have combined through their 
respective associations to finance this 
pretentious project. A professional 
promoter has been engaged to direct 
it. Milwaukee being the metropolitan 
shopping center for Wisconsin, the 
event will be clothed with state-wide 
significance. 


New Wholesale House 


The Howard-Lestz Shoe Co. is the 
name of a new concern which has been 
established in Milwaukee to do a 
wholesale nad jobbing business spe- 
cializing in infants’, children’s, misses’ 
and growing girls’ footwear. The 
partners are J. E. Howard and I. 
Lestz. Mr. Howard has been travel- 
ing in the Eastern territory for the 
Weyenberg Shoe Mfg. Co. of Mil- 
waukee for the past three years and 
has wide experience in the manufac- 
turing and jobbing trade. Mr. Lestz 
is a newcomer from the East. Head- 
quarters have been opened at 232 
Broadway. 


The Manufacturing Situation 


Latest figures relative to the scope 
of operations of Milwaukee boot and 
shoe factories indicate that on a broad 
average they represent approximately 
75 per cent of capacity. It is stated 
that sales and orders are about as 
large as they were in the early months 
of 1921. Makers of work shoes are 
faring not quite so well as those spe- 
cializing in the finer grades for street 
and dress wear. This also is borne 
out by the fact that tanners report the 
principal demand to be for specialty 
leathers. Hosiery manufacturers are 
busy at full capacity and actually are 
overcrowded with business. 


Appleton Firm Reorganized 


The J. Rossmeiss] Shoe Co. of Ap- 
pleton, Wis., a leading retail store in 
the Fox River valley, has been re- 
organized. The new concern is known 
simply as the Rossmeissl Shoe Co. 
Joseph Rossmeissl, founder and head 
of the business, has retired. The 
ownership is now vested in Oscar, Jo- 
seph, Jr., Arthur and Edmund Ross- 
meissl. The business will be incor- 
porated at once. 


More Phoenix Construction 


The Phoenix Knitting Works of Mil- 
waukee, one of the best known hosiery 
concerns in the United States, which 
has been making material additions 
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to its plants in the last few years, is 
now engaged in the construction of a 
new dyeing and finishing plant which 
will represent an investment of $750,- 
000. It will be located at Buffalo and 
Milwaukee streets and will be eight 
stories high, 120 x 180 feet in size, 
and fireproof. 


Racine Company Elects 


At the annual meeting of stockhold- 
ers of the Racine Shoe Mfg. Co., Ra- 
cine, Wis., Jens Jensen, David G. 
Janes, A. A. Page, J. B. Simmons and 
George H. Herzog were elected direc- 
tors. The board later elected these 
officers: President, Jens Jensen; vice- 
president, David G. Janes; secretary 
and treasurer, A. A. Page. 


Weinbrenner Goes to Europe 


Albert H. Weinbrenner, president 
of the A. H. Weinbrenner Shoe Co., 
Milwaukee, with Mrs. Weinbrenner 
and a party of other prominent Mil- 
waukee people, departed for Europe 
to spend about three or four months 
in rest, recreation and sightseeing. 
A feature of the journey will be a 
visit to Oberammergau, where the fa- 
mous Passion Play is to be sung next 
May for the first time in twelve years. 


Radtke Bros. Retire 


Radtke Bros., 801 College Avenue, 
Appleton, Wis., have decided to retire 
from business because of the con- 
tinued ill health of the partners, Fred 
W. and Rudolph H. Radtke. The busi- 
ness was established twenty-eight 
years ago. A closing out sale is now 
in progress. Rudolph Radtke has 
been confined to his home for three 
months, while Fred Radtke has been 
able to spend only a part of the day 
at the store due to the poor state of 
his health. 


Heads Gillette Rubber Co. 


The Gillette Rubber Co. of Eau 
Claire, Wis., which is widely known in 
the industry for its rubber heels, soles 
and other specialties, is now in full 
charge of its affairs, L. A. Fosse of 
Chicago, who was for the past year 
directing the business in behalf of a 
banking committee, having relin- 
quished his duties. F. C. Hermann of 
Springfield, Mo., one of the largest 
stockholders, has been elected presi- 
dent and will take an active part in 
the management. R. B. Gillette con- 
tinues as vice-president and general 
manager. 


Study Leather Manufacture 


Members of the Junior Chapter of the 
Milwaukee Association of Commerce, 
composed of the sons of members be- 
tween the ages of 16 and 21, are en- 
gaged in a series of weekly tours of 
important industries to learn’ first- 
hand information. Last week the 
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party spent an afternoon at the plant 
of the Forsythe Leather Co. in Wau- 
watosa, a suburb. Here the boys wit- 
nessed the progress of a raw South 
American hide through all of the 
stages necessary to make it finished 
commercial leather. The process of 
making patent leather was also stud- 
ied thoroughly. 


Big Store Incorporates 


L. Peterman, who has conducted one 
of the largest general stores in Sha- 
wano, Wis., for many years, has in- 
corporated the business as the L. Pe- 
terman Co., with a capital stock of 
$15,000. E. L. Ross and W. A. Berg- 
lin have been admitted as stockholders 
and with Mr. Peterman will fill the 
principal offices. 


Adds Shoe Department 
N. J. Tomkin, proprietor of the 
Yellow Front Store at Baraboo, Wis., 
which was almost totally destroyed by 
fire a short time ago, has leased the 
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Bacon building and will reopen March 
15 with a number of new departments, 
including boots and shoes. The struc- 
ture is three stories high and of gen- 
erous area. Mr. Tomkin deals in dry 
goods, groceries, etc., but has had con- 
siderable experience in merchandising 
shoes. 


To Correct Mail Abuses 

The Milwaukee Association of Com- 
merce has taken steps to minimize 
the confusion resulting from the use 
of obsolete mailing lists and imperfect 
addresses, and in co-operation with 
the local postoffice is working out 
plans in this direction. It is stated 
that enormous quantities of first class 
mail are subject to many delays on 
this account, while many thousands 
of circulars and other material going 
out under 1 cent postage fail of de- 
livery. Members of the association 
already have been requested to check 
up their lists with the new issue of the 
city directory as a start to eliminate 
“deadwood.” 





LOUISVILLE 


A Spring Style Talk 


Everything Points to Big Sport Shoe Year— 
Women’s Hosiery Demand Is 
for Light Colors 


NUMBER of the local retail 

merchants selling women’s 
shoes are handling spring window 
displays at this time, and are start- 
ing their spring drives, but the 
weather is unsettled, and has been 
too chilly to result in a really active 
demand for any kind of spring mer- 
chandise other than millinery which 
is moving well. The new tweed spring 
suits in the light pastel shades have 
been strong in the early sales, and a 
few knickers have been sold in com- 
bination suits. Everything points to 
a big sport season and sport shoes 
should sell very strongly a little later 
on. Many of the stores haven’t re- 
ceived much of their spring stock as 
yet, and there has been practically no 
showings of men’s spring merchan- 
dise as yet. 

In women’s hosiery the demand is 
for light colors—nuede, orchid, gold, 
and gray being excellent sellers, espe- 
cially the nuede and orchid. The “flap- 
pers” are strong for the new colors, 
which are being worn extensively with 
black patent leather oxfords and 
pumps, from strip to three-strap ef- 
fects, back stay and ankle strap. Satin 
shoes are also going fairly well. Com- 
binations of gray suede, tan suede, or 
kid with patent, are being shown and 
worn. There is also a fair movement 
of tan, both in stripped pump and ox- 
ford styles. Tan street shoes for 


women are showing considerable per- 
foration this season. 





Trading Stamps Opposed 


The Kentucky legislature has en- 
acted a bill through both houses which 
will prohibit the use of trading stamps 
in the state. The bill was introduced 
in the house early in January. Louis- 
ville and state merchants appeared 
before the committee and argued for 
enactment of the law. 

The Louisville Retail Shoe Associa- 
tion some years ago indorsed resolu- 
tions condemning trading stamps. 
There has been a twelve year legisla- 
tive fight going on, and the jewelers 
about two years ago kicked stamps 
out of their own accord. Many other 
organizations have been fighting them 
and members of the Retail Merchants 
Association, Louisville, were gener- 
ally opposed. Eugene Strauss, of 
Herman Straus & Sons Co., depart- 
ment store, Louisville, was a leader in 
the fight for enactment of the law, the 
Kentucky Retailers Association, of 
which he is president, being behind the 
introduction of the bill this year. Lee 
Lewis, of the John C. Lewis Co., de- 
partment store, Louisville, made a 
fine argument before a committee of 
the House, in which he said: 


The Consumer Pays 


“Trading stamps represent a three 
per cent addition to the overhead cost 
of retail business, and the consumer 
pays. Not more than sixty per cent 
of this three per cent goes to the con- 
sumer, as not more than sixty per 
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cent of the stamps are redeemed, and 
the company issuing the stamps 
makes this 40 per cent profit. The 
trading stamp company is the only 
one that benefits. Trading stamps do 
not aid in making collections any bet- 
ter or increase cash business. It has 
merely reached a point where every- 
one has to give them to meet the com- 
petition, but they do not result in any 
increase in business for any given 
store. In Louisville we formed a little 
trading stamp company five years ago 
on a co-operative basis, so as not to 
give the big profits to outside inter- 
ests. In five years time on a capital 
of $4,800 we paid dividends of 140 per 
cent; salaries of $20,000 a year, and 
have a cash surplus in bank of $104,- 
000. There is the answer as to who 
makes the money out of trading 
stamps, but we’d rather close up the 
company and get away from the evil.” 


Retail Association News 


The Louisville Retail Shoe Associa- 
tion was scheduled for a meeting on 
Feb. 14, but there were so few mem- 
bers present that there was merely 
general discussion and no business 
undertaken. Roger Dougherty, sec- 
retary of the association, said: “There 
was more argument about the high 
prices that bootleggers are asking for- 
red whiskey, and how punk most of it 
is, than there was concerning busi- 
ness.” 


Government Shoes Bought 


Two Kentucky concerns are re- 
ported to be among buyers of Govern- 
ment shoes from the War Depart- 
ment, in a dispatch from Washington 
on Feb. 16. One of these concerns is. 
the Louisville house of Jacob Ades, 
who bought 25,000 pairs, and the 
other is the house of Ramsey-Rayburn 
at Dixon, Ky. 


At $1.00 the Pair 


The Boston Shoe Co., Louisville, 
under date of Feb. 15, offered a Thurs- 
day sale of 462 pairs of women’s 
pumps, straps, ties, oxfords and boots 
at $1 a pair. This was a basement 
department sale. The sale was not 
subject to charges, delivery, fitting, 
exchange or approval and no phone 
orders were taken. The merchandise 
consisted of a sale of short lines, 
broken sizes, and odds and ends, in- 
cluding black, patent, brown and gray 
shoes, from 2 to 7, and from triple A 
to C. 


“Hard Work Rewarded,” Says Fedler 


The Louisville Evening Post which 
is running a series of success stories 
concerning merchants and business 
men, recently ran a story concerning 
J. C. Fedler, Sr., of the Boston Shoe 
Co., operating one of the largest and 
finest shoe stores in the state. The 
article stated in part: 
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“The young man who starts to 
work, looks over his surroundings and 
says, ‘This is a pretty good shop, but 
I'll have a better one,’ is the man who 
is going to get ahead in the world, is 
the belief of John C. Fedler, proprie- 
tor of the Boston Shoe Company. He 
says, “It is not the young man who 
applies for a position and asks ‘How 
much does the job pay?’ but the one 
who says, ‘I want every dollar I can 
earn,’ that is going up the ladder of 
success and eventually look down on 
the other fellow.” 


Starts Out at 14 Years 


Mr. Fedler was raised on his 
father’s farm in Wisconsin and al- 
though he has been in the shoe busi- 
ness in one form or another since he 
was 14 years old, he still loves and en- 
joys country life. At present he lives 
on a scientifically equipped farm on 
the Bardstown road just beyond 
Buechel and he manages it with the 
same efficient methods he applies in 
his store. 

He learned the shoe business in Mil- 
waukee where he worked in a store on 
Saturday nights while going to school. 
Then he worked in a shoe store in 
Chicago, and sold shoes in a number 
of different states as a _ traveling 
salesman. His first store he opened 
at Hurley, Wis., a mining town, where 
his business grew rapidly. 


Louisville Store Opened in 1892 
In 1892 he opened a store in Louis- 
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ville in the old Masonic Temple Build- 
ing, Fourth and Jefferson streets, and 
after it burned he moved to the Bos- 
ton Building, 439 South Fourth street. 
From there he moved to the present 
location. 


In the shoe business, like in other 


kinds of mercantile business, to be 
successful one must watch the styles 
closely. In the old days this was 
easier, Mr. Fedler said, because there 
were only two or three styles of men’s 
and women’s shoes, three widths, nar- 
row, medium and wide, and no half 
sizes. 


Plucky and Energetic 


He attributes part of his success to 
pluck and energy, and in doing more 
for his former employers than he was 
paid for doing. He offers the same 
advice to young men starting into 
business to-day. “The young man 
who does more than he is paid to do 
will be appreciated. Even if his em- 
ployer does not notice it at first some- 
one will tell him sooner or later. May- 
be a traveling salesman, a customer, 
a business man will notice a young 
man’s work when he is energetic and 
reward him with an offer of advance- 
ment. Hard work is always appre- 
ciated and rewarded. 

“I believe a young man ought to 
try to do something for himself. 
When he is employed he must make 
a living for his employer as well as 
for himself.” 





CHICAGO 


Windows Taking on Springlike Aspect 


Patents with Welt Soles Lead for Street 
Wear—Other Style Notations 


HE loop district of Chicago is 
beginning to assume a spring- 
like appearance so far as show 
windows are concerned. Merchants 
have made a supreme effort to clean 
up short lots and odds and ends of the 
heavier types of -footwear in both 
men’s and women’s and have the decks 
pretty well cleared for spring busi- 
ness, 

The volume of business being trans- 
acted, in the language of. one of the 
leading merchants is “Sunday morn- 
ing breakfast,” that is to say, it is a 
light meal in the anticipation of a 
heavy dinner with only a short inter- 
vening space of time. 

In the show windows fewer evening 
slippers, and more street oxfords and 
turn sole strap effects in patents and 
satins are being displayed. 


Broad, Flat-Heeled Oxfords 


For street wear welt sole oxfords 
are taking precedent over straps, al- 
though the flat heel, broad cne-strap 
is selling fairly well. Patents are 


taking precedence over every other 
material while Russia Calf is selling to 
some extent. Oxfords of both black 
and tan kid are, of course, holding 
the friendship of many women of con- 
servative tastes, but the broad flat 
heel oxford is the big bet in welt 
soles. 

In the lighter types the D’Orsay 
vamp with fastening well up to the 
ankle is probably the most prominent 
pattern. In some stores patent is far 
in the lead, while in others patents 
and satins “flip” about fifty-fifty in 
volume of sales. 


Cut-Outs Are Popular 


Cut-outs of various sorts form the 
decoration in the patent and to a 
considerable extent in the satin. The 
number of straps varies according to 
the whim of the pattern maker and 
the style ideas of the buyer. One 
thing, however, is clearly evident and 
that is that center buckle or buckle 
fastenings are rapidly giving away to 
fastenings well back on the side. 

Patent vamps with gray or beige 
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quarter are being prominently dis- 
played in medium and high-grade 
merchandise. 

Both regular Louis and Spanish 
heels are being shown and there 
seems to be a decided tendency toward 
the heavier Spanish heel type. 


White Footwear in Demand 


Several of the high-grade exclusive 
stores have done an unusually large 
business on white footwear and white 
in combination with other colors in 
sport footwear among their customers 
who are going South for the latter 
part of the winter. 


WHOLESALE BUSINESS FAIR 


A number of buyers have been in 
Chicago during the latter part of 
February filling in their lines with 
staple merchandise and also buying 
a few extreme novelty patterns to 
start off the early spring business. 

Among these buyers there is a de- 
cided spirit of optimism and a feeling 
that business is on the upward swing 
and while nobody is inclined to plunge 
yet buying is being conducted with 
more confidence than during the lat- 
ter part of 1921. 

Collections are just fair. Mer- 
chants in the larger towns are, as 2 
rule, meeting their bills more 
promptly than those from the smaller 
villages. 


NEW SHOE FACTORY 


Clark & Parsons is the style of a 
new firm which is starting a factory 
in Chicago for the manufacture of 
women’s high-grade turn footwear. 
The new factory is located at Carroll 
and Ahsland Avenue. Both of the 
heads of the firm have had long ex- 
perience in shoe manufacturing and 
shoe distributing. Mr. Clark comes 
to Chicago from Cincinnati where he 
has been associated with several of 
the high-grade factories of that city. 
Mr. Parsons has, for a number of 
years, been associated with the Flexi- 
ble Shoe Company of Chicago and is 
thoroughly acquainted with all the ins 
and outs of shoe manufacturing. 


NEW SHOE OFFICES 


The Edmonds Shoe Company has 
opened an office at 302 Lees Building 
which they will retain until May 1, at 
which time they will move the office 
to Room 3809 of the same building. 
The office is in charge of Joseph J. 
Cwiak who is well-known to shoe buy- 
ers in Chicago territory. 


HAMILTON-BROWN IN LEES 
BUILDING 


On May 1 the Hamilton-Brown Shoe 
Company of St. Louis will occupy 
room 302 in the Lees Building. The 
office will be in charge of Frank Nit- 
chy who covers Chicago and surround- 
ing territory for this concern. 
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CHARLES T. FRENCH IN SECUR- 
ITY BUILDING 


Charles T. French, one of the best- 
known shoe salesmen in the Chicago 
district has severed his connection 
with Rice & Hutchins and has opened 
an office at 209 Security Building, 
where he will carry the lines of sev- 
eral different factories. 


CHANGE IN W. C. BOOTERY 


The partnership of Warsowsky & 
Cohen who operated stores at 6338 
South Halsted and 6218 South Halsted 
Street was dissolved February 1. 
These stores have been operated under 
the name of W. C. Bootery. 

Mr. Warsowsky has taken over the 
store at 6238 South Halsted which he 
will operate under his own name. Mr. 
Cohen will hereafter operate the store 
at 6218 South Halsted, retaining the 
name W. C. Bootery. 

The best of good will exists between 
these two south side merchants. 


MERCHANTS’ COUNCIL MEETING 


A new organization of merchants 
which bids fair to reach large propor- 
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tions held its first annual meeting at 
the La Salle Hotel, February 15 and 
16. 

This organization was formed at 
the instance of W. L. Ware, trade 
commissioner of the Chicago Associa- 
tion of Commerce. 

Mr. Ware was formerly editor of 
the “Dry Goods Reporter” of Chicago 
and in that capacity was instrumental 
in bringing together annually a large 
number of merchants, most of whom 
came from Illinois, and adjoining 
states. 

The new organization is wider in 
its scope and at the first annual con- 
vention retail merchants from 29 
states were in attendance. 

General business conditions and in- 
ner store problems were both dis- 
cussed in a thorough and able man- 
ner. Judging by the sentiment of the 
merchants who attended the initial 
meeting the organization is destined 
to rapid growth and will undoubtedly 
become one of the big merchants’ or- 
ganizations of the country. 


ST. LOUIS 


Business Conditions Unchanged 


Slight Activity Observed on Mild, Sunshiny 
Days—A Lull on Cold, Gloomy Ones— 
Spring Merchandise on Display 


66 HIS is the worst period of 

business that I’ve been 
through in my long experience in 
in the shoe business,” stated one 
of the oldest veterans in the re- 
tail trade, in discussing the pres- 
ent slump in the retail shoe business. 
When the weather is mild and sun- 
shiny the buying spirit is more alert. 
When the thermometer drops and old 
“Sol” refuses to shine, the sales show 
an immediate decline. Practically lit- 
tle or no business is done in the morn- 
ings. The selling of shoes for the 
most part takes place in the after- 
noon and good sales are noted during 
the noon hour. Retail shoe merchants 
are straining their selling efficiency 
in attempting to clean up as much as 
possible their past season’s stocks. 
Spring merchandise is on the floor, 
but a majority of the merchants are 
working on the theory that present 
weather conditions do not permit of 
arousing an intense interest in spring 
footwear. A few of the popular 
priced retail merchants are featuring 
the new styles, but the concerted ef- 
fort of all the stores, which will give 
a real impetus to the demand for new 
patterns is lacking. 


Business is Spotty 


Some stores have announced that 
their business this year shows a gain 





over the corresponding period of a 
year ago, not alone in pairs disposed 
of, but dollars and cents as_ well. 
These stores represent two different 
types. The one kind is the store that 
lacks the high figures to “shoot at” 
and has been in business only a short 
time. The other type is the store that 
keeps its stock decidedly open and 
snaps up merchandise at a price when 
the opportunity presents itself. Much 
pressure is exerted in moving mer- 
chandise rapidly, through advertising. 
The newest styles are always avail- 
able. The closest possible contact is 
kept with the shoe markets. This 
method, it is felt by some, is respon- 
sible for the remarkable gains shown 
by the above mentioned type of stores. 

The average store, however, has not 
shown a gain over the same period of 
a year ago. In this class is the high 
priced as well as the middle priced 
stores. With the decline in prices 
during the past year, it will mean 
that a great many more pairs will 
have to be sold to equal last year’s 
figures. 


Patents First Choice 


Patent leather still remains the un- 
questioned choice of the feminine 
buyers. Oxfords with low heels pre- 
vail as the best seller in this field. 
The blucher effect is being graciously 
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accepted and broad toes have met 
with instant approval. 

The broad one-strap “flapper” pump 
is giving oxfords keen competition 
and in some stores this style will lead 
in the call. The adjustable buckle, or 
if a button is used, an ornament cov- 
ering the button, appear to be very 
popular. 

Some fancy straps with the higher 
heel heights are being bought, but 
little pressure is observed on this type 
of shoe. Combinations of patent and 
gray suede have not been bought as 
enthusiastically as was anticipated, 
but this demand will not assert itself 
until the weather moderates, is the 
opinion of many. 

Satin is second choice. The same 
styles shown in patent are being dup- 
licated in satin. No beading is ob- 
served on the newest creations shown 
for spring wear. 


President Chisholm Visits St. Louis 


C. K. Chisholm, president of the N. 
S. R. A., and prominent retail shoe 
merchant of Cleveland, was a visitor 
here for a few days, having stopped 
over en route to Fort Worth, Texas, 
to attend the Texas State Retailers 
Association convention held in that 
city Feb. 6, 7 and 8. While in St. 
Louis Chisholm made a tour of in- 
spection of the wholesale and manu- 
facturing district, guided by Chas. E. 
Williams, third vice-president of the 
N. S. R. A. 


Government Contract Awarded 


The War Department recently an- 
nounced the award of a contract for 
20,000 pairs of officers’ shoes to the 
Brown Shoe Company. The total cost 
of the contract was $86,590. 


Gain in Shipments 


’ The International Shoe Company 
has shown a remarkable gain over 
their shipments of a year ago. The 
increase is approximately 65 or 70 per 
cent. These figures, however, do not 
include the Eastern connection made 
in the recent merger, but are ship- 
ments of the three Western branches 
only. 


A 96 Per Cent Gain 


During November, December and 
January the Brown Shoe Company 
manufactured, sold and shipped to 
customers 96 per cent more pairs of 
leather shoes than during the corre- 
sponding period of a year ago. The 
dollars and cents increase during the 
same period was 40 per cent. News- 
paper space in twenty-five of the 
larger cities was used in announcing 
this remarkable record. 


New Hosiery Department 


A very complete hosiery depart- 
ment has been added to the Sixth 
Street store of Huette’s. The depart- 
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ment has been established in the front 
part of the store in the women’s sec- 
tion. Men’s, women’s and children’s 
hosiery will be carried in the new de- 
partment, which is in charge of I. 
Canter. A very large display case 
with shelving to match has been in- 
stalled. 


Hartmann Contemplates New Building 


A. C. Hartmann, proprietor of the 
A. C. Hartmann Shoe Co., contem- 
plates erecting a new building at 
2703-05 North Fourteenth Street. Mr. 
Hartmann at present is located at 
2701 North Fourteenth, but recently 
leased his store to the Woolworth 
Company. Hartmann’s plans are to 
close out the stock in his present 
quarters and temporarily retire from 


_business until fall when a decline in 


building prices will permit of erecting 
his new store. 

The store as planned now will be 
24 by 100 feet and modern in every 
respect. Spacious show windows are 
included in the plans. 


An Educational Booklet 


In the February issue of the “Shoe 
Horn,” the monthly house organ of 
the Swope Shoe Company, salesmen 
are urged to read a little booklet en- 
titled “Hides and Skins.” The article 
explains the story is not at all tech- 
nical. The books were available 
through the Swope company and three 
copies were kept on file for the con- 
venience of the salesmen. 


Merchants Hold Meeting 


The St. Louis Shoe Retailers Asso- 
ciation held ‘their monthly meeting 
Wednesday evening, Feb. 15, at the 
American Annex Hotel. A represen- 
tative attendance of the membership 
was present. President Ames pre- 
sided and the principal address of the 
evening was made by George E. 
Gayou, staff correspondent of the 
RECORDER. His subject was “Co-oper- 
ation.” The president urged better 
attendance at the meetings and asked 
everyone present to bring at least one 
new or old member to the next meet- 
ing. 

A message of confidence from the 
president was read by the acting sec- 
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retary, J. Sensenbrenner, who recent- 
ly returned from the East. Mr. Sen- 
senbrenner stated that a definite spirit 
of optimism over the business situa- 
tion was being noted in the Eastern 
markets. 


Important Meeting March 9 


The new officers will be elected at 
the next meeting and the nominating 
committee appointed by the president 
consisted of the following members: 
Arthur Ebbs, chairman; J. Sensen- 
brenner and John Poelker. They are 
to report their selection at the next 
meeting held Thursday’ evening, 
March 9, at the City Club. 

On the same evening the Harvard 
Bureau of Business Administration 
will lecture before the retail shoe mer- 
chants. Mr. Lennihan will be in charge 
and will spend March 9, 10, 11 and 12 
in St. Louis, after which he will leave 
for Kansas City to attend the Tri- 
State convention. The St. Louis Shoe 
Manufacturers and Wholesalers As- 
sociation and the officers and directors 
of the St. Louis Associated Retailers 
have been invited as special guests to 
attend the lecture on Thursday night. 
It was urged that any one desiring 
any information from the bureau 
could make an especial appointment 
with Mr. Lennihan. Mr. Lennihan 
will bring the charts and other forms 
used at the N. S. R. A. convention in 
Chicago. Arthur Ebbs and George 
Gayou were appointed special public- 
ity committee to prepare advertising 
to bring out a good attendance. 

Co-operation as effects -employees, 
customers and competitors were the 
three phases developed’ by George 
Gayou in his address. At the Feb. 
15 meeting he spoke on the necessity 
of developing the salesman to the 
highest efficiency and selling him just 
as enthusiastically on the shoes that 
the store displays as the salesmen 
who sold the buyer. Assistance in de- 
veloping logical arguments to clinch 
a sale was urged by Gayou for the 
purpose of getting more shoes sold 
right; also co-operation between com- 
petitors. “This,” said Mr. Gayou, “is 
highly important in this day of keen 
selling and retail] merchants should be 
especially careful not to lose sight of 
a justly deserved profit in taking 
mark-downs.” 
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Business Conditions Are Improving 


Retail Shoe Merchants Pushing Low Shoes— 
Industry Everywhere Is on a 
Rising Tide 


LTHOUGH Cleveland shoe 
merchants find themselves in 
the period between the end of the 
winter season arid the opening of the 
spring with business not quite so 


good, yet there are plenty of indica- 
tions that conditions in the city and 
Northern Ohio are improving. — 
Factories report that more men are 
being employed. Men who have been 
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idle for some time are returning to 
work. Grocers report collections are 
better than they have been for 
months, 

The Nickel Plate Railroad, which 
has its general offices in this city, re- 
ported that in January the number of 
loaded cars was 9 per cent in excess 
of the record for January of the pre- 
ceding year, and that the same record 
has been maintained in February. 

The automobile industry has come 
back stronger than any other line in 
the city; this is due to the stimulus 
that the recent auto shows have given 
to the trade. 

The merchants are devoting their 
attention to the cleaning out of stocks 
that were purchased for the winter 
trade. These are mostly oxfords of 
the heavier leather, and can be worn 
in the weather that has been prevail- 
ing here for some time. In fact, the 
weather has been ‘so kind that most of 
the women and girls have been able 
to take off their goloshes and appear 
on the streets in low shoes. 

Notwithstanding the fact that mer- 
chants have been pushing low shoes 
at special sales, this effort has con- 
tinued for such a duration of time 
that sales have slackened. 

There is nothing disheartening in 
this, however, in view of the rising 
tide of industry that has set in. It 
started with the first of the new year 
and has continued. 

Merchants, long in the business, 
look forward to better business than 
that which prevailed in the spring of 
1921. 


Volkmor’s New Store 


Elmer L. Volkmor, who is well 
known to the trade in the Middle West, 
has announced the acquisition of a 
lease on a new store room on Euclid 
avenue. 

The new lease is on a room in the 
Hotel Euclid building, at Euclid ave- 
nue and East Fourteenth street, which 
is in the heart of a new shopping dis- 
trict that is springing up a half mile 
east of the old down town shopping 
center on Euclid avenue. The new 
store will be within.a stone’s throw 
of five of the largest theaters that 
have been erected in the new district 
within the last two years. The sec- 
tion is known as playhouse square. 

In his announcement Mr. Volkmor 
says that the new store is to be his 
third in this city, and he also -plans 
to make it his finest and best ap- 
pointed. He will offer $5 high grade 
shoes for men and women in the new 
store, which will open on March 31. 
He says that the public’s emphatic ap- 
proval of the quality and low price of 
his merchandise has been a definite 
factor in his decision to extend his 
service to Cleveland. 

With a salesroom of about 10,000 
square feet and a large stock of 
quality shoes at $5, Volkmor. states 
that he will be in a position to offer 
exceptional service. 
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VALUE received by the cus- 
tomer is the best and most 
cumulative advertising your 
business can have. 


lr you believe in better value 
giving ask your manufacturer 
tocooperate with you in mak- 


ing your shoes of VICI KID. 


*It should be strictly borne in mind that the only VICI KID is made solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA PENN. 


“Shere never has been any other 
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No. 13741% 
(Sheet Steel or Brass) 
Size: 10 Line 
Standard Finishes 








One of the season’s leaders is the 
Slide Buckle, which adds grace and 
beauty to the modern strap slip- 
per. No. 1374% can be had in 
many attractive finishes to har- 
monize with preferred shades of 
footwear. 





Sizes %-1 inch 





aaatcoe BUCKLES 





No. 1368 
Sizes %-1 inch 


No. 1364 





he 
No. 1069 
Size % inch 














Shoe manufacturers have learned 
to depend upon the “Anchor 
Brand” line as a source of supply 
for Tongue Buckles because it en- 
ables them to offer their customers 
a variety of styles and thereby 
make a favorable impression. For 
narrow or wide straps we can fur- 
nish buckles in a comprehensive as- 
sortment of designs and finishes. 


“Anchord Brand” Buckles 
are sold by leading jobbers 


Tear out this advertisement, send it to us 
and we shall mail you free samples. 


NORTH & JUDD MFG. CO. 
New Britain, Conn. 


Branch Sales Offices 
St. Louis New York 
608 Victoria Bldg. 127 Duane 8t, 
San Francisco 


Chicago 
Postal Tel. Bldg. 326 W. Madison 8t. 














































TURN SHOES 


Reg. U. S. Pat. Off. 





Style 261—B. White kid, tan, patent leather fox 
and saddle strap. Milo buttons. Perforated. Price 
POP Pe 60 ccc cece cs ccccthevceacssescescoceooveed $1.25 


SUPERIORITY 


We manufacture for the retail trade exclu- 
sively a complete line of children’s superior 
quality flexible turn shoes. Sizes—full and 
half t to 5. Every shoe sample lasted and 


GUARANTEED 

ALL LEATHER 
Soles cut in our own factory from highest 
grade flexible oak-tanned bends. Highest quality 


leather counters insuring oy oe possible wear. 
All styles made with mock heel. 


Send for catalogue. 


IMPERIAL — 
CHILDRENS SHOE 
CORPORATION 


ROCHESTER — NEW YORK 
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Oscar Scherer Bro, Inc. 


29 Spruce St:New York Cily 
Factory- Newark,NuJ. 
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Formative 


Shoes 


for Women 


HEN high style can be em- 

bodied in a flexible-arch, scien- 
tifically-fitted shoe for women, the 
result is shoe perfection. 


Formative Shoes are just such a 
composite of style and fit. They give 
one hundred per cent comfort with- 
out the customary penalty of freak- 
ish shape. They clothe good sense 
with pretty shapeliness. 


In oxfords, Formative craftsman- 
ship produces striking, beautiful foot- 
wear. Formative Oxfords embellish 
every costume with which they are 
worn—and make the feet happy 
while doing so. 


Dealers everywhere are stocking 
these Formative Shoes. Customers 
everywhere are finding out their un- 
usual desirability. 


All Styles Carried in Stock 
Send for Literature and Full Details 







































Made of White 
Beechtex. 
Leather sole 
and heel with 
rubber top-lift. 


$4.10 


Made of fine 
Black Kid. Solid 
leather heel 


$5.00 


No. 33— Same, 
except made of 
Brown Kid 


$5.85 


All Styles In Stock 


COTTER SHOE COMPANY 
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Your Stock Is Incomplete 
Without 


EZURFOOT 


wide ankle shoes. 
ALWAYS IN STOCK 


Samples on request. 





Style 217 E—EEE 


L. F. KUNSTMAN SHOE CQ. Bae Bi ssi sig 9850 





45 So. Wells St. Chicago Over Pa fill extra 
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Show the distinctive new styles in a distinctive 





new setting. 

Floral decorations are especially appropriate for 
this season. 

It pays to bear in mind that there is a marked 
difference in floral decorations, and in the effect 
they produce. 


The BOTANICAL DECORATING CO. de- 
sign and make flowers of the quality demanded 
by such particular users as Marshall Field & 
Cé.; also others of all practical materials down 
to the least expensive. 


(Ue 


Write for our elaborate Spring 
Catalog and views of model 
windew trims. 


BOTANICAL 
DECORATINGCO. 


These floral decorations designed and executed for 208 WAdams St., CA1cago 
Marshall Field & Co.. Chicago. Paris, France~London,England 
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CARL E. SCHMIDT & CO,Inc 


DETROIT, MICHIGAN 
“Janners of the Schmidt Calf Leathers 
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os os bs SCHMIDT'S WHITE CALF 


a yjiong ok maximum Vamp stock,washable, 
¥s ANS pa will not turn yellow antsy 
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Same feather in Smoke Color 


CARL E. SCHMIDT & CQ Inc 


Janners of the Schmidt Calf Leathers 
DETROIT, MICHIGAN - BOSTON, MASS. 
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‘Representatives 
H.B. AL TENDERFE A.J.8&JS.R.COO 
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The Leather Market Is Firm 


Tanners Not Inclined to Shade Prices—White and Pearl Buck 
in Excellent Demand—Fair Call for Side Leathers 
—Glazed Kid in Good Demand 


HE majority of tanners are op- 

erating on a little better than 
half capacity, and this condition 
will probably last until such time as 
shoe orders increase in volume. The 
market is firm, however, and there is 
no tendency toward price weakness, 
either in the upper or sole leather 
markets. 

The tanner takes the biggest risk 
of' any part of the industry inasmuch 
as he has to pay cash for raw hides 
and skins, and is then obliged to 
carry the leather until such time as 
shoe manufacturers take it off his 
hands. There is still some of the so- 
called “bank” leather around the mar- 
ket, but this is getting gradually 
taken up and when it is all gone there 
are indications of higher priced 
leather. As it is now, tanners are not 
inclined to shade prices and they in- 
sist on a profit on such leather as is 
now going through the works. 


Smoked Leathers Popular 


The leathers which are occasioning 
the most remark at the present time 
are the so-called smoked leathers, 
such as horse and calf. White buck is 
also having an excellent demand, as 
well as the pearl shades. It is ex- 
pected that all this spring there will 
be a strong demand for leathers of 
this type; in fact, it is almost diffi- 
cult to fill the orders which are com- 
ing in. 

Better Call for Calf 


The calf leather market is showing 
a little more activity, particularly in 
the leathers which are suitable for 
sport footwear. There is no essential 
change in the market so far as prices 
are concerned. The top grades of 
smooth finished calf bring 40c a foot. 
The range is rather wide, the medium 
grades running from 30c to 40c and 
there is plenty of lower quality 
leather on the market at below 30c a 
foot. There has been some strength 
in the prices of the best quality of 
kips and veals during the past few 
weeks, with prices running from 30c to 
40c a foot. Shoe manufacturers are 
slow in buying and the market seems 
to lack the snap which it should have 
at this time of the year. 


Side Leathers 


Side leather is showing some im- 
provement and the best finishes of 
side leathers and imitation of the calf 
finishes are moving in fair quanti- 
ties. Heavier leathers are wanted for 


shoes for agricultural and mining 
sections. 

There is a good business in patent 
leather and the jappanners are busier 
than they have been for some years, 
the top grades of full grain patent 
sides bringing 40c a foot, with 35c 
for the medium and 30c for the lower 
grades. Patent leather is lower in 
price than at any time in recent 
years. The call is also improving for 
the best grades of patent colt which 
bring from 60c to 80c per foot. 


Glazed Kid Situation 


The glazed kid situation is quite 
satisfactory. Buyers are _ inclined, 
however, to offer lower prices than 
tanners are willing’ to accept. The 
price range is still very wide, from 
85c for the best, down to six cents 
for the cheapest. Colored leathers are 
the most popular, although there is 
a fair demand for black. 


Sole Leather 
The sole leather situation shows 
virtually no change over the past 
few weeks. Tanners are firm in the 
matter of price and there is no in- 
dication of any further softening of 
price. 


Joint Sales Offices 


The joint sales offices of C. J. Bobay 
with E. T. Wright & Co.; C. A. Risley, 
Ohio man for the Selby Shoe Co.; and 
J. J. Santry, Jr., with the Ferris Shoe 
Co. are now located at 257 Old Arcade, 
Cleveland, Ohio. They were formerly 
located at 346 Old Arcade. 


Move Columbus Offices 
C. A. Risley and George Risley, Jr., 
both with the Selby Shoe Company, 
Portsmouth, Ohio, have moved their 
Columbus offices to 53 East Rich 
Street. 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ........ $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade.. .28a .30 1.40a 1.50 40a 45 
Calf, smooth, black, top grade... .26a 28 1.30a 1.40 35a 40 
Side leathers, colors, top grade. . 18a .22 75a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 20a .26 
CO EE. k.dnn5eéaseesuoras 45a .50 1.40a 1.60 60a .80 
age buck, top grade (side lea.) .28a .30 90a 1.00 35a .40 
My WET MED Scbdccccsccoces 24a .26 65a .70 22a .24 
x colors, best fancy ........ 25a .40 1.40a 1.65 -70a_ .80 
Kid, colors, top grade .......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a .22 60a 1.00 25a .40 
Kid, MEE aude taceiecoscenace 06a .12 20a .36 oh 
Chrome patent sides .......... 25a .30 85a 1.05 35a .48 
EE AMINE Sivas 56 0a) 00d Oe as i ae ‘70a .85 
Sole Leather (oriee | per sound) 
DE EA Sk ks odes eecens s2a_ «33 56a  .58 20a =«.32 
DE icbhovehihevowkdbenhs cath a ae : . 45a «50 
Pes Bh OE RRND 6b. oc viandecs vs 38a _ = =.39 92a .95 53a .60 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 70a .80 
Raw Hides and Skins (price per pound) 
(1918 Av.) 
Native steers, as used in sole 
leather, harness, etc. ........ --a 18% 52a .55 er 
Heavy Texas steers, for sole 
SE ai, Vad licens 826 behe css —— PS eT 
Light native cows, for side upper 
DE 6 060s dabeddndncccsacs «os @- DVR — 18%a_ ==«.14 
—. cows, for light sole 
ee ietaematneen. «ce wae a --28& 12% 
No. 1 1 butts for heavy upper and 
OR PIE 0 hes asedecesdtes wee a 45a .50 08%a_ «09 
No. 1 Chicago City calfskins for . 
fine calf leather ............ ase ate 80a 1.02% 10a «.18 
Kips for upper leather ....... -a .16% 65a .80 10a .16 
B. A. hides, for hemlock sole 
SCOOTER PEF OE .a 80 42a .46 14%a_=—«.15 
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An Appeal to Dealers 





SJURING the past few months, hundreds of 
bg Zea dealers could not obtain certain types of rub- 
naw) ber footwear which their customers wanted. 


Manufacturers and Wholesale Distributors 
have been flooded with orders for immediate delivery 
on goods which they could not possibly fill. 


This situation arises from one fact. Last year, despite 
an unusual demand for certain types of footwear, dealers 
were not willing to place advance orders in sufficient 
amount. As a result, they lost business and missed 
profits. 





The Only Remedy 


A “U. S.” salesman is now on his way to you with 
samples for next year. Look over his line carefully. 
There are many additions to and improvements in the 
«U. S.” line, and many new style features for the 
season of 1922-23. 


Prevent repetition of this season’s unfortunate.condition 
by placing a sufficient order for “U.S.” Rubber Foot- 


wear to cover your customers’ needs. 


United States Rubber Company 
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An Attractive Arctic Display 


How a Little Massachusetts City Store Increased Sales of Rubber 
Footwear.—The Flapping Gaiter and the Short Skirt— 
‘‘Why Wear Rubbers?’’—Rubber Quotations 


tics helped to increase sales 

of rubber footwear at the 
All America store in Salem, Mass., 
George Ashton, manager. When 
snow storms began to come down 
arctics were arranged in an attractive 
way in the store windows. For in- 
stance, arctics were put on forms and 
placed in the front of the window, 
where the bright lights would fall on 
them. Some were buckled up on the 
form, to show them up as shapely 
footwear. Others were left un- 
buckled, to illustrate the fad of flap- 
ping arctics. 

Some were shown with sport stock- 
ings. The combination of neat black 
arctics and wool hose, of the natural 
shade, certainly looked attractive on 
the forms. This helped to increase 
the sales of sport hose, as well as of 
arctics. Incidentally, when the fad 
of “arctics with bells on ’em” ap- 
peared in New York, Mr. Ashton got 
some small bells from a neighboring 
store and had them sewed on to a 
few pairs of his arctics. These arc- 
tics with “bells on ’em” attracted 
much attention, as they were shown in 
the store windows. A few pairs of 
the belled arctics were sold. But the 
main idea was to increase sales of 
staple arctics, and it worked. 

Sales of arctics and rubbers by the 
All America store touched a new 
high record this season. And Mr. 
Ashton is convinced that attractive 
window displays of arctics had much 
to do with the gain. 


A TTRACTIVE displays of arc- 


What’s the Reason? 


Flapping arctics and short skirts! 
That’s the hit of the season. Why, 
oh why, is this? Short skirts and 
nine inch lace boots never went. They 
never even started. But short skirts 
and flapping arctics have come down 
the pike like a race horse. And the 
funny men have laughed, and the se- 
rious editors commented, and the 
shoe men have kept right on selling 
arctics, to the music of money jin- 
gling in the till. 

Why is it, wise and worthy design- 
ers, that a flapper, or a sedate maid, 
or even a dignified matron, puts on 
arctics, after scorning nine inch boots 
of leather? Why isit that the fash- 
ion of arctics spreads from country 
lanes to big city bright ways, while 
fine boots of leather stay right at 
home in the store? Both are of the 
same height. The space between the 


bottom of the short skirt and the top 
of the arctic is about the same as the 
space between the bottom of the short 
skirt and the top of the lace boot. 
There is no difference there. And, if 
anything, the arctic is homely com- 
pared with the shoe. 


Cavaliers of Footwear 


Yet, perchance, there is some rugged 
grace in the arctic. It is thicker in 
the ankle, and it is almost straight 
up the back and sides. And, bless it, 
it flops around in a graceful way. 
Yes, that must be the reason that 
arctics sell. They flop and flounce 
around in a graceful way, until they 
are wanted for real service, and then 
they are buckled up tight to keep the 
snow and cold away. 

Cavaliers of footwear are these 
arctics. Long may they live, and 
flop and flap, and flourish! 


Blizzards and Business 


Anything like a blizzard is good 
for business, and a snow storm, which 
swept over New England recently, 
gave many a merchant a chance to 











Special purpose rubber footwear—a 


glass biower’s sandal. Some of the 
operations of glass making call for use 
of considerable water and it is nec- 
essary for the workmen to wear water- 
roof footwear. Bits of broken glass 
ying about quickly cut to pieces ordi- 
nary rubbers. The glass blower’s san- 
dal has thick, tough soles with high 
rolled edges and a roll extending well 
up on the toe. This arrangement af- 
fords protection against. cuts.— 
Maker’s name on request. 








make clearance sales of arctics and 
rubbers. ‘Some merchants cut prices 
so as to turn stocks of rubbers quick- 
ly into cash. 


Store Publicity Suggestions 


As the winter season draws to an 
end there are very good opportunities 
for the shoe merchants to review the 
sales of rubber footwear and to drive 


home into the public mind the fact 
that rubbers are an essential part in 
footwear equipment. Too many sales 
are lost by rubber shoe departments, 
and too much harm is done to the 
public health, by reason of the fact 
that people are careless about rub- 
bers, and often neglect to provide 
themselves with an ample supply. So, 
as this rubber season closes, pave the 
way for better sales next season. 

Very likely the fashion of un- 
buckled arctics was the greatest stim- 
ulant that ever has been provided for 
the sale of rubber footwear. It was 
not the fact that so many flappers 
wore unbuckled arctics, but it was the 
fact that so many people talked about 
them. For a while pictures and 
stories of flappers with flapping arc- 
tics crowded Henry Ford off the fea- 
ture sections of the newspapers and 
magazines. 

: Post Doctor’s Advice 

Now why not follow up this pub- 
licity? Why not turn the feature and 
fun stuff into some hard matter-of- 
fact material? Why the relation be- 
tween the wearing of arctics, or rub- 
bers, and the spread of colds, the flu 
and like diseases? Dr. Copeland, the 
health commissioner of New York, 
has already started the ball rolling in 
this matter. “Wear rubbers, keep 
the feet dry, and save on doctors’ 
bills.’ That is the advice he fre- 
quently gives. 

Isn’t it worth while to post some of 
these ideas about rubber footwear 
and health on the store bulletins, and 
mix them up in the store talk be- 
tween managers and retail salesmen? 

Isn’t it worth while to count up the 
number of pairs of rubbers sold dur- 
ing the season and to have the retail 
salesmen tell customers that “We sold 
so many pairs of rubbers during the 
season, and people are getting into 
the habit of wearing rubbers in wet 
and storm weather, so that they keep 
fit to work?” 

For a Bigger 1922-23 

Why, it may be even worth while 
to offer a prize for the best essay on 
the topic of “Why Wear Rubbers?” 
Small-town stuff that may look like. 
But it all helps to conserve the pub- 
lic health, as well as to increase the 
sales of rubbers. 

The winter season for rubbers 
should not be allowed to fade away 
ingloriously, with rubbers on the bar- 
gain counter. Sell them to turn the 
stock, as a business proposition. But 

(Continued on page 123) 
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Sole ona Heel 


jor all Sport Shoes 


It ts the 


Smartest looking golf or sport footwear sole to be obtained. 


No hard knobs to walk on or Suction Cups to fill up with 
mud, etc. 


Dryden Double-Wear Sport Soles and Heels are made in 


PINK BROWN BLACK WHITE 


They have already been adopted by many leading shoe manu- 
facturers. Ask the salesmen who call on you to show you their 
samples carrying Dryden Double-Wear Sport Soles and Heels. 


Attractive price proposition for shoe 


manufacturers. 
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DRYDEN RUBBER COMP 
CHICAGO 


BOSTON — DETROIT — ST. LOUIS 
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DOUBLE-WEAR 




















THIS IS THE HEEL 


to have on the shoes you sell 
for the pleasing first impression 
created by its trim appearance 
-—for the spring it puts in the 
wearer’s step — for the extra 
service it gives before showing 
signs of wear—for the way it 
“stays put,” maintaining a per- 
manently tight joint. 


You can specify DRYDEN 
DOUBLE-WEAR _ Rubber 
Heels with the utmost confi- 
dence as to appearance and 
service. 


The quality is supreme—and 
they cost no more than ordi- 
nary rubber heels. 


Dryden Rubber Company 
Chicago 
Boston — Detroit — St. Louis 





























“ THERES. DOUBLE WEAR 
IN EVERY PAIR” 














; Made from Stocks especial- ; 
ly compounded 


Women’s 


to with- 
= stand the extra wear re- 
‘ quired for Women’s Heels 





Boys’ 

Note the eight Nailing ar- : 
rangement—a very ¢ 
improvement in Little 
Gents’, Youths’ and Boys’ 

. Heels. 








of the eight Nail Holes. 





Men’s 
Note the correct placing 
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This is the place for a picture 
of the COBBIE with the 
“RUMBO-TOE”. We'll show 
you the shoe when our sales- 
man calls, 


COBBIES 


‘RUMBO-TOE' 


FOR FALL | 
— the walking last 
of the century 


If it’s business you’re after—sales—profits 
—the ““Rumbo-toe”’ will turn the trick. 


Where is the dealer who is not seeking 
something entirely different — styles 
which will stand out—apart from the 
commonplace ? 


The sensation of the ““Rumbo-toe”’ will 
be electrical. 


If there is not a COBBIE dealer in your 
town, you stand a good chance to get the 
line if you act at once. That means, wire 
today! Salesman now in your territory. 





“The Shoe that is Jailored” 


CShe Robert ‘Wise Co. 


Cincinnati 
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Lek RK AREER 


| Jes Mot Scotch! 
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(Continued from page 119) 
while selling them pound hard into the 
public mind the fact that rubbers 
should be worn, in cold wet weather, 
for the protection of health. By so 
doing the merchant will pave the way 
for a bigger and a better rubber sea- 
son next fall and winter. 


U. S. Rubber’s Net Profits $470,817 


C. B. Seger, chairman of the board 
of directors of the United States 
Rubber Company, has sent to the 
stockholders of the company advice 
as to the results of the year 1921 ard 
as to the company’s position at the 
close thereof. “Operations for the 
year 1921” are explained as follows: 

“The net sales for the year 
amounted to $164,470,368, being a de- 
crease of $91,679,762, or 35.79 per 
cent, compared with the sales for 
1920, which were the largest in the 
history of the company. 

“After absorbing approximately 
$10,000,000, representing the excess 
cost of finished goods carried cver 
from 1920 and sold in 1921 as com- 
pared with the average cost of pro- 
ducing similar goods in 1921, but be- 
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fore the adjustment of inventories, all 
of which adjustment is definitely al- 
located to 1920 as hereinafter ex- 
plained, the net profits for the year 
amounted to $470,817 after all inter- 
est and other current churges, not- 
withstanding a reduction of approxi- 
mately $18,000,000 in the income from 
sales, caused by the drastic trade re- 
ductions in selling prices made after 
January 1, 1921.” 


New Shoe Stores 


New York Shoe Co., Inc., Jersey 
City, N. J. 

Frank Sears, 151 Rivet Street, New 
Bedford, Mass. 

Baskin & Kay, Kings Mountain, 
N. C., shoe department. 

Boston Shoe Store (Miller & Ru- 
benstein), Kress Building, Winston- 
Salem, N. C. 

All America Shoe Store, Richwood, 
W. Va. . 

Self Service Shoe Store (Freedman 
& Klein), North Main Street, South 
Norwalk, Conn. 

Regal Shoe Co., 322 Washington 
Street, corner Milk, Boston. ~ 





Rubber Quotations 
Para—Up-river, fine ........ 17 


*Up-river, coarse ........ 12 
WERURMG, BRO cccecccccecce 16 
Island, COMTSO ......022000 7 
Caucho, ball, upper ...... 12 
Caucho, ball, lower ...... 11 
GEE edheccevdsocecees oe 
Plantation——Firat latex, aape 15 
Brown crepe, thin, clean. 14 
Brown “-. ME hidcod<< as 
Amber—*No. 1 .........055 15 
BE OF b0eeseccccccecsccse 14 
ht @ubwasenevaseoecees 14 
Smoked ribbed sheets ...... 15 


*Centrals—Corinto ........+ «+ 
CERIERGTREED cccccccccccccece 08 
*Mexican scrap .......+++ os 
*Guayule, “ey 000c0eteeket es 
COURT, GIF on sccnccad 06 
*Balata, 4 Ciudad ... .. 
*Balata, block, Columbian .. 
*Balata, Panama ........ «- 





Balata, meet ...cccccee 68 
*Benguella, No. 2 ....... 7 
*Kassal, prime black .... 14 


*Kassal, prime red ...... 10 





*Nominal. 


Scrap Rubber 


The market remains dull and is 
without features of special interest. 


Boots and shoes............ 3 @.. 
Arctics, trimmed .......... 2%@.. 
Arctics, untrimmed ........ 1%@ .. 
Famer Quem: BUR TF cccccccce vc @ 3% 
Tamee GUGM, TIO. B cccccccce ve @ 2% 
Hose, steam, fire........... %@ % 
Tires—Automobile ......... %@ % 











Missourl, 


Kansas and Nebraska Convention 


March 138-15 


Retail Shoe Merchants and Central Association of 
Travelers to Get Together 


KANSAS CiTy.—A big event in convention activities 
will be “pulled off” at Hotel Muehlebach, March 13, 14 
and 15. On those dates the merchants of Missouri, 
Kansas and Nebraska will come together in executive 
session and in a spirit of good fellowship discuss plans 
for 1922-23 and get a real inspiration in the solution 
of any perplexing questions with which they may be 
confronted. 

From communications already received it looks as 
though at least 400 merchants would attend. J. V. 
Byrn, president of the Missouri Retail Shoe Dealers’ 
Association, and R. L. Bloomfield, president of the Kan- 
sas Shoe Retailers’ Association, will preside jointly at 
the various sessions. 


Heart of America Exhibit 


The Central Association of Traveling Shoe Salesmen 
is holding its convention in conjunction with that of 
the retail shoe merchants. The shoe travelers will 
have 200 lines of shoes and rubbers on display at the 
Coates House, Kansas City. The display has well been 
termed “The Heart of America Shoe Exhibit.” 

The mornings of the convention will be devoted to 





the inspection of sample lines. There will be joint 
noon luncheons which will be participated in by the 
traveling salesmen and merchants. The merchants 
open the sessions and in the afternoons there are joint 
meetings of the “knights of the grip” and the retail 
shoemen. 

Harvard Bureau and Forums 

One of the big attractions of the convention will be 
a visit from the Harvard Bureau of Business Research, 
Assistant Director Richard Lennihan in charge. J. 
W. Perry, president of the Commerce Trust Co. of 
Kansas City, will give a talk on “The Outlook for 
1922.” 

At the afternoon sessions a strong feature will be 
the open forum. W. E. Brelsford of Topeka will act 
as chairman of the first day’s forum; W. C. Griffith of 
St. Joseph will be chairman of the secagd day’s forum. 
Among the subjects which will be thoroughly “thrashed 
out” will be: Picking the style winners in men’s, 
women’s, misses’ and children’s shoes; keeping a safe 
balance between operating expenses and sales; cutting 
out dead stuff; proper fitting; taxation and business; 
making satisfied customers. 
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The Saturday Evening Post carries our advertisements regularly, thus 
popularizing “Arnold's Glove Grip Shoes” and stimulating dema 
for styles in stock. Keep your store in line with our advertising for 
success. 


SHOES THAT WORK WITH NATURE 
ALSO WORK FOR YOU 


In lacing a pair of “Glove-Grip” shoes, 
you raise the arches of the feet instead 
of pushing them down. The feet are 
gently supported in the position Nature 
intended and delightful comfort is the 
result. 











No. S478—The “Stanton” 
In Stock 

Men’s “Glove-Grip” circular ox- 

ford of Van Dyke Calf. Carries 

half rubber heel. Sizes AA-A, 7- 

11; B, 6-11; C,D, 5-11. 


Price $6.35 


ARNO ILD 


GLOVE ~ GRIP SHOES 

















SPRING STYLES THAT ARE STRONG SELLERS 


Stores serving particular trade will find Arnold ‘‘Glove-Grip”’ 
Shoes meet exacting demands 








These two ‘In Stock”’ styles are featured in our Saturday 
Evening Post advertisement for March 4th 


To the restful ease of “Glove-Grip” 
shoes is added the utmost in appearance. 
“Glove-Grip” models for Spring reflect 
smartness in every line. If the combina- 
tion of so much comfort and so much 
style sounds unusual, remember that 
these are unusual shoes. 


No. 8S702—The “Radcliffe” 
In Stock 


Ladies’ circular oxford in To- 
yasco Brown Kid. Carries 12/8 half - 
rubber heel. AAA, 5-9; AA-A, 
4-9; C, D, 2 1/2-8. 


Price $6.25 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


Our new Spring Style Catalogue is 
ready for distribution. Write for a copy. 
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A Traveler of ’75 


125 


A. E. Rankin, Whose Slogan Is “Honesty,” in Ring 


/ 


Of all unassuming and modest men 
in the shoe game, no one registers 
nearer 100 per cent than our friend 
in the circle, A. E. Rankin, who 
started out in the selling game way 
back in 1875 with Leon Frank & 
Sons of Baltimore, Md., shoe manu- 
facturers. With this house “A. E.” 
was employed until 1877 when he 
allied himself as salesman with the 
jobbing firm of T. J. Magruder & Co. 
of Baltimore, and in 1884, became a 
member of the firm of Marcy Bros. & 
Co. of Baltimore, and in 1884, be- 
ame a member of the firm of Marcy 
Bros. Co. of Hartford, Conn., with 
which concern he remained for 25 
years. 

In the year 1909 Mr. Rankin signed 
up with Isaac Prouty Co. of Spencer, 
Mass., remaining with this house un- 
til 1917, when he broke out of the 
bush league and got into the major 
league salesforce of Reynolds, Drake 
& Gabell Co. of North Easton, Mass., 
with whom he still is associated. 

Mr. Rankin has always specialized 
in covering the leading cities from 
Baltimore to San Antonio—and still 
is numbered as one of the “Boys of 
the South,” because of his many years 
of traveling that section. 


In Stage Coach Days 


There is no more interesting nar- 
rator of conditions as they existed 
in the South than is Mr. Rankin, and 
when he and his old pals such as 
“George Chase, Frank Colburn, Harry 
Dean, Harry Ripley, Arthur Brooks, 
Tom Merril and others get together, 
Stoddard, the lecturer, almost fades 
into oblivion. 

He tells of the times when traveling 
South was not made in Pullmans nor 
day coaches and that ofttimes a stage 
drive of 80 to 90 miles was a common 
occurrence. 

At the time Brother Rankin started 


out with his first samples, he was 
but 17 years old and has seen many 
of the rises and falls in the prices of 
cotton; he remembers when in 1893 
it sold for 5 cents the pound, while in 











MRS. WILLIAM LUSIGMAN 
Who covers Massachusetts for Feliz 


Moccasin Co. 








1919 it reached its highest mark of 
54 cents. 

Among the many happy instances 
of his trips also showing his loyalty 
to early friendships in November 8, 
1915. “The San Antonio Light” pub- 
lished the following: 

Loyalty to Early Friendships 

“On my first visit to San Antonio 
40 years ago, the proprietor of the 
Menger Hotel took my grips at the 
front door, assigned me a room, 
escorted me to the room in the capa- 


city of bellboy and then answered in 
person my ring for ice water,” said 
A. E. Rankin, traveling man of Bos- 
ton. “Then he walked across the street 
to a vacant lot, the present site of 
the Conroy building, milked several 
cows and helped serve the supper. I 
have stopped at the Menger twice a 
year for the last 40 years, and have 
watched San Antonio grow from a 
small town to a metropolitan city. 
The changes I note at the end of each 
six months are remarkable. 

“The Menger is the one hotel at 
which I have stopped regularly in the 
last 40 years which has not changed 
its name and which has not been de- 
stroyed by fire in the course of that 
time,” Mr. Rankin said. “This hotel 
has certainly kept pace with the times 
since.” 

Mr. Rankin left for Boston recently 
after spending several days here on 
his eightieth semi-annual visit to San 
Antonio. He said that the improve- 
ments made in the city in the last 
year give it more the aspect of a great 
city than ever before. 


Men’s Shoes Exclusively 

That his loyalty to old associations 
is not confined exelusively to hotels, 
cities and friends the fact is that in 
all these years he has stuck fast to 
selling exclusively men’s shoes, and 
recalls when such a word as “spur” 
was used for counter and “cord- 
wainer” was the cognomen for shoe 
maker. 

Boots then were only that footwear 
which reached beyond the ankles; 
anything under the ankle was classed 
as shoes—and a “Balmoral” was a 
short boot. He tells of having re- 
signed from one firm because it would 
not put in rights and lefts—then all 
shoes of this firm were made on a last 
to be worn for either foot. 


(Continued on page 127) 
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TRADE MARK REGISTERED 





Number 784-B 


Illustrated 
Cut Out Apron 


Ladies’ Sizes 24 to 8 


Widths B and C 


Price $2.60 
Number 784 


Full Apron 


Ladies’ Sizes 21 to 8 


Widths B and C 


Price $2.60 
Black and Tan Trimmings 



















Six Special 


A TURN 
FIBRE SOLES 
LOOSE 
LINING 
LEATHER 
TRIMMED 
KID SOCK 
LINING 





Features 


















Turn Sport Oxford 
$2.60 


Our fourth season manufacturnig canvas outing shoes 
by our “CAMCO” turn process, finds us prepared to 
serve the trade with styles as desirable as they are 
distinctive. 


The above sport oxford, leather trimmed. Sea Island 
duck uppers, loose lining, kid sock lining and carries 
a fibre sole and heel attached by the ““CAMCO” turn 


process. 


(Catalogue showing many other numbers on request) 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 


RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOOODS RUBBER CLOTHING 
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(Continued from page 125) 

He recalls when shoes were sold in 
bunches—and merely tied together 
from the pull straps on the sides; that 
the first retail merchant to show shoes 
in individual cartons was Alexander 
of Tennessee, and that the first 
shipper of shoes in this manner was 
the old firm of Lilly-Young & Brackett 
of Brockton, Mass. 

In the early days of Mr. Rankin’s 
shoe selling career there was but one 
New England shoe manufacturer sell- 
ing direct to the retail trade, that firm 
being the P. Ware, Jr. Company, who 
later sold out to the Lilly, Young, 
Pratt & Brackett Co. At that time 
the only firms selling direct to the re- 
tail trade were manufacturers in New 











FOSTER ADAMS 
Who covers Tennessee, Kentucky 
and Alabama for Tweedie Footwear 
Corporation and Tweedie Boot 
Top Co. 








York, Newark, Baltimore and Phila- 
delphia. 


A Tribute from T. A. D. 

Mr. Rankin is a young man of but 
64 years and while in 1909, some fool- 
ish fellow made a very conservative 
wager he would be alive ten years 
from that date—to see the Rankin now 
you could with perfect safety make 
another wager, that he is good for 20 
years more of strong and vigorous 
work, 

When selling shoes was a more pro- 
ductive means of gathering in money, 
he purchased a most desirable piece 
of land in the exclusive part of select 
Wellesley Hills, and built thereon a 
beautiful home. He motors in and out 
daily to and from his office at 183 
Essex Street, and when he reaches 
home the shoe world does not bother 
him in the least for life is made very 
bright by his three manly boys and 
a beautiful daughter. 

“We would like to pay a tribute 
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to our dear friend A. E. Rankin,” says 
T. A. D. “as a man who loves men, and 
whose affection for his brother travel- 
ers and the shoe trade is truly ap- 
preciated and reciprocated.” 


A True Gentleman 

To the younger generation of shoe 
salesmen, Mr. Rankin is the prototype 
and exemplar of the true gentleman 
The type whom customers greet with 
the hand of gladness and to whom 
they give what they can, because they 
know it is merited. Mr. Rankin’s ad- 
vice to the younger salesmen is—“Be 
honest with yourselves and all man- 
kind will be honest with you.” 

“Keep Up Your Grades” 

A. E. Rankin left recently on an- 
other southern trip and said he to the 
RECORDER scribe just before starting 
—“We are keeping up our grades— 
the manufacturers who are making 
cheap shoes and those retail mer- 
chants who are going to buy cheap 
shoes are going to miss business be- 
cause the public cannot get the quality 
and the value of a good shoe in the 
cheap makes. Our shoes have been 
reduced about 35 per cent from the 
peak prices of 1919 but we have not 
reduced quality. It is a very grave 
mistake for a high grade manufac- 
turer to cheapen his line to secure 
perhaps a six months’ business, and it 
will probably only be a six months’ 
business because when the consumer 
buys these cheap shoes, he will not 
like them and will the next time look 
around elsewhere for something with 
more merit. We must all keep up 
our grades. People may buy cheap 
footwear for a while, but they will 
not be satisfied to so continue, and 
they will soon be back to the best 
grades—in other words—quality shoes 
—then the shoe manufacturer and the 
retail shoe merchant who have kept 
their grades up will benefit by it.” 


Fanning Speeding Thro’ 
New England 

Frank P. Fanning, formerly with 
the Ashuelot Shoe Co., has gathered 
up the new samples of the J. Ralph 
Baker Co. of Bridgewater, Mass., 
oiled up his car and has started out 
on his initial trip for this latter house 
to cover the New England States. 
He will roll up to the shoe stores with 
“chauffeur,” first, second and third 
assistant packer. “Frank” is con- 
sidered one of the most eloquent 
gentlemen of the shoe fraternity, 
especially on international questions. 
He certainly will make many occa- 
sions to orate upon the virtues of 
New England shoes as made by the 
J. Ralph Baker Co. 


Quality Is Wright’s Slogan 

George O. Wright of the Abbott 
Shoe Co. started February 13 to cover 
the jobbing and wholesale trade in 
the large cities of the Middle West. 
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He will be away from the North 
Reading factory about six weeks and 
during that time will visit Cleveland, 
Toledo, Milwaukee, Minneapolis, St. 
Paul, Chicago, Detroit, Omaha, Kan- 
sas City, St. Joseph, St. Louis, Indian- 
apolis, Louisville, and Cincinnati. 
This trip he will make by train, but 
he could make it with much greater 
facility by airplane, as Mr. Wright 
served in Italy during the greater 
portion of the world war as pilot in 
the aviation corps. 

He goes on the road with a thorough 
knowledge of his line, as he has had 
several years of experience in the 
factory end of the business. 

Mr. Wright made a call at the 











Cc. B. HALL 


Covers British Columbia, Alberta, 

Saskatchewan and Manitoba for 

Tweedie Footwear Corporation and 
Tweedie Boot Top Co. 








RECORDER office just prior to boarding 
his train for the West and in the 
course of his remarks made the fol- 
lowing statement: “I shall try to 
keep-in mind the slogan sounded at 
the N. S. T. A. Convention, Phila- 
delphia, by President Frank B. King 
of ‘Unity of all for Better Business 
Development.” I shall endeavor on 
my trip to get the co-operation of all 
of my customers in putting out a 
worthwhile shoe at a price that will 
be attractive, yet not at a sacrifice of 
quality, or reputation to the factory, 
or to the trade. I have with me a 
full line of brand new styles in men’s, 
slippers—also some new, snappy num- 
bers in women’s comfort shoes. There 
are all colors for the ladies, from the 
new, brilliant shade of red to the 
dainty shades of pink—gracefulness 
and comfort, combined. The satin 
used in our line is the high grade 
Skinner make. One of the strong 
points in my line of ‘Easiephits’ is 
quality.” ; 
(Continued on page 129) 
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A New Standard of Shoe Value 





To Keep 
Men Fit for 


Both Werk end Play 


Arch Preserver Shoes 
“Keep Good Feet Good” 


The real mission of the Arch 
Preserver Shoe is to “keep good 
feet good”—but at the same time 
they materially help those who 
are suffering from one of the 
many foot-ills of the day. 


They combine all the attractive 
style appearance ever possessed 
by a high-grade shoe, plus the 
new standard of shoe making 
and last modeling, with a special 
unbreakable bridge construc- 
tion feature, doubling the utility 
of the shoes. 


Arch Preserver Shoes are car- 
ried in stock ready to ship now. 


About March 15 we shall have 
ready in stock, 5 new oxford 
models. 


Write for descriptive circular. 












Last No. 390 
Sizes 5 to 13. Widths AAA to E. 
Stock No. 158 Russia Calf Bal., price.........-+--- 7.65 
Stock No. 157 Black Calf Bal., price...........--+- 7.50 
Stock No. 347 Black Glazed Kid Blu., price........ 7.90 
Stock No. 447 Havana Brown Kid Blu., price...... 8.75 


No. 158 and 159 made on Last No. 580 
No. 347 and 447 made on Last No. 390 








Last No. 580 








E. T. Wright & Co., Inc. 


ROCKLAND, MASS. 











March 4, 1922 
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(Continued from page 127) 
Mattox with Holters 


T. L. Mattox, who was formerly 
with the Roth Shoe Mfg. Company, 
will cover Kentucky, Tennessee and 
Alabama with the Holters line. Mr. 
Mattox is a student of women’s shoes 
from a style standpoint. He has kept 
in very close touch with the trade in 
his territory for a great number of 
years. 


Pacific Coast News 
Says President Gene Murphy of the 
Pacific Coast Shoe Travelers’ Associ- 
ation: 
“At a meeting of the Pacific Coast 
Shoe Travelers’ Association held in 
the Indian Room of The States, Oak- 
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bers’ widows had checks for same the 
day death certificate was presented. 

“During the past year some eleven 
hundred dollars were expended in re- 
lief work, for sickness and unemploy- 
ment. 

“Our Committees on Legislation re- 
ported that they had an attorney now 
protecting the interests of our organ- 
ization at Sacramento, Cal., to pre- 
vent detrimental laws being passed 
and to forward the interests of the 
Shoe Traveler. 

“Progress has been made on hotels, 
railroad fares, baggage rates, and in- 
come tax regulations. 

“It was shown that the different 
traveling men’s associations are now 
one straight organization numbering 
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removal surcharge on Pullman, and to 
change the date of National Conven- 
tion from January to the latter part 
of August, thus insuring a larger rep- 
resentation at the convention. 

“The Association has put itself 
squarely upon record in regard to the 
importation of foreign made shoes. It 
feels that at the present time we can 
manufacture all the high grade shoes 
this country needs, with ample for 
export. It also feels that a protective 
tariff should be placed on all footwear 
imported into the United States. 

“We are also standing for a Na- 
tional Contract that will be good in 
any State in the Union, and at any 
time on a straight six per cent basis. 

“It looks like a big year for the 
Association. 














T. L. MATTOX 
Who travels Kentucky, Tennessee and 
Alabama for the Holters Company 








land, Cal., the following officers were 
elected for the year: President, Gene 
Murphy; Vice-President, Sol Berner; 
Secretary and Treasurer, Jasper 
Kruger. 

“Committees: Membership, H. M. 
Russell; Employment, Lee Goodman; 
Railroads, E. W. Booth; Hotels, Jesse 
Dreyfuss; Baggage, J. S. Anthony; 
Retail Merchants, Harry Langhorn; 
Auditors, A. L. Biggerstaff, J. F. 
Haley, J. A. London; Good Roads, 
Charles Ludlow; Autos and Garages, 
Charles Howard: Relief, Ray G. Dob- 
bins; Legislation, John Kelly; Manu- 
factures, E. J. Sibbalds; Convention, 
Frank Mullin, C. B. Mason, Roy 
Lovelle, Joe Combs. 

“We found the secretary’s report 
most gratifying, as both membership 
and finances had increased during the 
past year. 

“We have also created a death bene- 


fit of one hundred dollars. Two mem- . 





E. H. ROSS 
Formerly with the Ross Shoe Mfg. Co. 
Recently joined the sales force of the 
Holters Company, covering the terri- 
tory of Georgia, South Carolina and 
Florida. Mr. Ross lives in the center 
of his territory and during the twenty 
years of his road experience has be- 
come very popular with the trade 








some six hundred thousand, so that 
the timely interests of one are the 
mutual interests of all. This has car- 
ried successful legislation to date, and 
remedied many unpleasant things. 
“The committee has the questions 
of renewal of Baggage Permits, and 
the holding of Style Shows at this 
time of year. In fact, the majority 
of votes was to abolish the Style 
Shows as being detrimental to the best 
interests of the manufacturer and 
traveling man. The National Conven- 
tion was requested to use its best ef- 
forts to stamp out the practice. 
“Delegate Evans, who represented 
the Association in Philadelphia was 
to do all in his power to further the 
reduction of railroad fares, return of 
mileage books and baggage permits, 





STEWART McMARTIN 
Who displayed the Nap-a-Tan Mouwn- 


8S. R. A. Chicago Con- 
vention 


tain boots at N. 








Resume of Western Conditions 

“A slight resume of the conditions 
as we find them in the West might 
not come amiss at this time. Trade 
conditions have undergone a complete 
change from war times and many 
merchants are finding a little difficulty 
in adapting themselves to them. 
Things here, however, are not at the 
acute stage. This is due in a great 
measure to the close touch and con- 
tact of the optimistic smiling, glad- 
hand-man, the shoe traveler, ‘the 
Father Confessor of the shoe trade.’ 
He is always ready to devote his time 
and money to straightening out any 
snarl between his factory and his re- 
tail trade. Often this ‘buffer’ be- 
tween the factory, jobber, and retail 
merchant, covers a territory from 
Denver West; a territory embracing 


(Continued on page 131) 
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WHERE THOUSANDS OF DOLLARS 
ARE SAVED 


FOR SHOE MANUFACTURERS 

















A section of our finishing department showing the new Reed Toe Machine. 


OUR complete and reliable service of remodeling lasts is 
already saving shoe manufacturers thousands of dollars. 

Our factory is humming with business. We are now 
remodeling thousands of toes for shoe manufacturers in all 
parts of the country. 

With our force of thoroughly trained workmen, personally 
supervised by Harry J. Rakel and aided by the most modern 
machinery, including the new Reed Toe Machine, we are turn- 
ing “dead ones” into “live ones.” 

We re-create the toes and you have new styles that are as 
smart as the crack of a whip. It will pay you to send us your 
old lasts. Send a pair today. It will be remodeled and re- 
turned the same day. 

The Responsibility is Ours— 


We Accept It, 
and stand back of every last. 


She Gincin ali ast G 


717 MAIN ST. ZQpERT REMODELERS 
0 DESIGNERS , 






CINCINNATI, O. ~ 
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some eighteen hundred miles, from + 


sea level to an altitude of about a 
mile and a half. He leaves not a 
village, town, or city undiscovered, 
and someone said the other day that 
no city was too large, or village too 
small to pay tribute to the East. So 
the great problem of ‘West is East’ 
has been solved by the West assimilat- 
ing the manufactured products of the 
East. 


Salesman is a “Buffer” 


“When you stop to consider that on 
this western territory there are less 
than one thousand pairs of men’s, 
women’s, and children’s shoes manu- 
factured you can readily see the 
necessity of a firm having a buffer in 

















A. J. KUENSTER 
With Ozark Shoe Co. 





the person of a traveling shoe sales- 
man to look after their interests and 
dispose of their merchandise, at all 
seasons of the year, and under all con- 
ditions. He must be in and out of 
season a salesman, advertising man, 
credit man, efficiency expert, and shoe 
man. In fact, he must be a composite 
of these things rolled into one, and 
herein lies the safety for all con- 
cerned.” 


When West Is East 


At the Milwaukee convention Stew- 
art McMartin won some notoriety be- 
cause he was displaying the line of 
mountain boots and other footwear 
produced by the Nap-A-Tan Shoe 
Company of San Francisco. 

He again invaded the East and 
showed his line at the N. S. R. A. 
Chicago convention. This time he 
went still farther East, as merchants 
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in New York and other eastern cities 
showed an interest in the line. 

In the opinion of Mr. McMartin 
there is nothing peculiar in the fact 
that Eastern merchants should buy 
shoes made in California; especially 
is this true of high lace boots and 
footwear of similar character, because 
Californians are out-of-doors people 
and naturally turn their attention to 
production of footwear for out-of- 
doors use. 


Sympathy to George Geuting 
The members of the Philadelphia 
Shoe Travelers’ Association learning 
of the sudden and sad demise of the 
seven-year-old daughter of George 
Geuting of the firm of A. H. Geuting 
Company, Inc., and President of the 
Philadelphia Shoe Retailers’ Associ- 
ation, extend their heartfelt sympathy 
to the family in their bereavement. 


“Right Off the Bat” 


From little whisperings heard here 
and there, the various committees ap- 
pointed for the year 1922 by Presi- 
dent Scanlon at the last meeting of 
the association, it appears they har- 
nessed up right off the bat. 

Really it reminds one of a training 
camp, where the rookie tries to make 
a record for himself. Action speak- 
ing louder than words at all times it 
looks as though they are just bang 
full of “pep.” So now that they have 
made such a splendid start, here’s 
hoping for big success to the com- 
mittees. 


Krohn-Fechheimer Men 


J. L. Rau has joined the sales force 
of Krohn Fechheimer Company. He 
is covering the states of Florida and 
Georgia. P. J. Hennessy has also 
become associated with the Krohn 
Fechheimer Company’s selling or- 
ganization, and he is covering the 
states of Arkansas and Tennessee. 


Shoe and Leather Class News 


The pupils of the shoe and leather 
class of the Boston Continuation 
School, accompanied by instructor 
James W. Dyson, made an instruc- 
tive visit to the Somerville plant of 
the New England Dressed Meat & 
Wool Company on Friday, January 20, 
this being the first plant inspection 
by the 1922 class. The class is meet- 


ing at the rooms of the New England 
Shoe and Leather Association on 
Monday and Friday afternoons, at 
3:30 o’clock, and there are still op- 
portunities for enrollment in this use- 
ful educational institution. 
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Pleased with Altoona 


The Philadelphia Shoe Travelers’ 
Association was represented in a very 
large way at the Pennsylvania Shoe 
Retailers’ Association convention held 
at Altoona, Pa., Feb. 20-21. 

They were there with all the pomp 
and glory within them. Display sec- 
tions were taken, and the boys had no 
kick coming as to orders taken. 


B. S. T. A. Installation of 
Officers 

Fully 100 members of the Boston 

Shoe Travelers’ Association: and 

friends braved the storm of the wild- 

est day of this year to meet in the 











ST. CLAIRE HILL 
House salesman for Pedigo Weber 


Shoe Co. 








Hunters’ Room of the Essex Hotel 
Wednesday, February 15, for the pur- 
pose of installing the officers of the 
coming year—to exchange felicita- 
tions with each other, listen to in- 
structive talks and to be amused by 
high grade music, story telling and 
general merry making. 

Promptly at one o’clock, the music 
of the orchestra was heard and the 
boys marched into the hall to find a 
sumptuous noon-day meal spread by 
Manager McCarthy, which consisted 
of oysters on the half shell, sirloin 
of roast, string beans, potatoes, cake, 
pie, ice cream, coffee, cigars and cigar- 
ettés. After satisfying the gastro- 
nomic demands, President Thomas A. 
Delany rapped the gavel and in the 
briefest of brief remarks, introduced 
Senator James J. Carey of the 7th 
Suffolk District, who represented his 
Honor, Mayor James M. Curley—ex- 
tending the regrets of His Honor at 
his inability to be present because of 
(Continued on page 133) 
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“Turn Shoes 
of Character’ 
ROSLYN 


All Patent Leather. ....$7.40 Three Weeks’ Delivery 


All White Buck....... 8.50 
Grey Buck and Patent 
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Grey Buck 
Russia Calf Two Morgan Grossman models of 


exceptional merit are here shown. 
You should have them to bring the 
most desirable class of patrons into 
your store. These two numbers, dis- 
played in one of your windows, will 
draw the better grade of customers. 


Grey Buck is now enjoying marked 
success, while its attractive combina- 
tions with Patent Leather are in 
great demand. : 


In three weeks’ time these popular 
numbers can be ready for shipment, 
in all leathers and fabrics; on lasts 
carrying 10/8, 11/8, 12/8, 14/8, 
15/8 and 16/8 heels, with medium 
narrow or modified French toes. 


PANDORA 


Black Satin 

Patent Leather........ 

Grey Buck and Patent 
EMER cccovcccscce 

White Canvas 

All Grey Buck 

All White Kid 

Wood Box Heel 20 cents less 


MORGAN GROSSMAN 


“Turn Shoes of Character” 
Brooklyn, .N. Y. 


We strongly advise early placing of 
orders. 
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(Continued from page 131) 
unexpected business arising, but as- 
suring the guests that it was his wish 
that the invitation to address the 
Boston Shoe Travelers would hold for 
some future near occasion. 


Legislative Trials 

Senator Carey gave a very inter- 
esting talk on many of the trials of 
a legislator and the desire he has to 
learn from his constituents the vari- 
ous angles on all bills presented for 
their consideration. 

In an humorous vein, to get the 
length and brevity in all things, Presi- 
dent Delaney introduced James H. 
Stone, Editor and President of the 
Shoe Retailer. Mr. Stone gave a very 
instructive talk on how to meet con- 
ditions now existant, in particular to 
the leading industry of New England 
—Shoes. A closer-application to the 
study of conditions—broader expan- 
sion of ideas and concerted action to- 
wards more work. 

Then the President went from the 
long sizes into the short ones and 
brought Everit B. Terhune, Treasurer 
and General Manager of the Boor AND 
SHOE RECORDER, to the front. Mr. 
Terhune gave a personally conducted 
tour of conditions in Europe and 
clearly showed why it is coming back 
so very strenuously, comparing condi- 
tions there and about here. “No lay- 
ing down on the job there,” said he. 
“No saying they can’t beat us, but that 
they are trying to get ‘there’ and the 
only way they can do it is by each 
individual here doing his little bit.” 

Mr. Terhune’s one point was—we 
must work and not think of what we 
were but what we are to be. 


“A Bloodless Battle” 

Then passing over from the small 
sizes to an off size, President Delaney 
had J. Frank Creehan of the French, 
Shriner and Urner to his feet refuting 
an insinuation that he played golf— 
Frank said he didn’t but that he mere- 
ly talked golf. Apologies were in order 
and the battle was off without any 
blood being spilled. 

A curiosity was next presented to 
the béys in an almost forgotten speci- 
men of a retailer who had recently 
placed an order for shoes—namely J. 
J. Buckley, Manager of the Regal 
Store on Summer Street. Mr. Buck- 
ley spoke briefly, but he assured all 
present that the age of the shoe buy- 
ers is still on and is apparently just 
about to come back to its once popu- 
larity and fashion. 


Noll Springs Surprise 

The biggest surprise of all—and 
there were many—was when the 
President assured his audience that 
Brother Billie Noll had just a few 
words to say and Billie told the posi- 
tive truth and helped cut the opening 
address of the President—by speak- 
ing for but one minute and four 
seconds as can be verified by Tommy 
Johnson who held a stop watch. 
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1922 Style 
Pointers 


(Continued) 


From Excerpts of Report 
of F. J. Meany, Chair- 
man Style Commit- 
tee, N.S. T. A. at 
Philadelphia 
Convention 


Those of you who are familiar 
with the manufacturing end 
must know that before a pat- 
tern is adopted trials must be 
made to insure the fit and gen- 
eral style of a particular nov- 
elty. And if it proves to be a 
seller the patterns are then 
made, which takes from ten days 
to two weeks, according to the 
design, and from four to six 
weeks to deliver. And the more 
intricate the pattern the longer 
it takes to produce, especially in 
your cutting and fitting depart- 
ment. But as long as the pub- 
lic demand fussy patterns the 
manufacturer will continue to 
make them. 


Continue the Novelties 


From a_ salesman’s_ stand- 
point, we notice that the retail 
merchant is loath to duplicate 
on a novelty style, as the pub- 
lic is constantly demanding 
something new. For you must 
know the first question a. retail 
merchant will ask when enter- 
ing your sample room is, “Show 
me the latest style,” and you 
must have not only one, but 
several new styles to present 
for his approval. So you see the 
manufacturer must be continu- 
ally on the alert to force busi- 
ness, and the only way, as we 
see it, is to continue the nov- 
elty patterns as long as the pub- 
lic demand them. 


As to Tongue Patterns 


Just a word regarding tongue 
patterns—we notice from or- 
ders received that the high- 
grade retail merchants are fea- 
turing a few styles with both 
small and large tongues. By 
tongues, we do not refer to in- 
laid or fan shaped tongues, but 
crimped tongue effects, and 
while they have not been what 
we call volume sellers, they are 
in demand by a certain class. 
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Oakey Gives Talk 


The President introduced the 
“Grand Old Warrior of the Shoe 
Travelers” and one than whom no 
man has done more work for the bene- 
fit of the boys—Waldo Oakman—Mr. 
Oakman was received with long and 
loud applause. He gave a pointed, 
straight from the shoulder talk on 
what the Shoe Travelers as a body 
are doing—what it can do and is to 
do, and said that any shoe traveler 
who is not allied with a Shoe Travel- 
ers’ Association, is standing in his own 
light and is blind to his own interests 
as also to his brothers’ interests. This 
was forcibly demonstrated in the ac- 
tion taken upon the reading by Secre- 
tary Noll, of a communication from 
a brother member now afflicted by ill- 
ness. 

A Wisdom Fest 


Then came a feast of wisdom when 
President Delaney lighted on Joseph 
Smith, a writer of international fame, 
whose pen has worded innumerable 
articles of value on various questions. 
Mr. Smith kept his hearers keen 
edged with his details on ludicrous 
legislation and foolish bans and elicit- 
ed much applause when he asked the 
question—“with all the bans now on 
the statute books—and more to come 
—who is the mah who knows whether 
he is a law abiding citizen or a law- 
breaker?” Mr. Smith spoke of his re- 
cent appearance in the State House, 
when the bill to legislate the height 
of shoes was proposed. It was here 
that he, with his pungent talk and 
witticism, turned the hearing into one 
of merriment. 

Other orators (7?) were called on 
but speeches were few and brief. Any 
orator exceeding the speed limit of 
two minutes was ordered to the gas 
chamber. 

President Larkin Takes Gavel 


Upon completion of speech-making, 
President Delany in his usual suave 
manner and well-proportioned diction, 
complemented the association on its 
good judgment in “fading him out” 
and in the selection of an abler man 
to pilot the destinies of the Associ- 
ation for the new year. With these 
he passed the gavel over to William 
Larkin who gave a neatly-to-the-two- 
minute talk on his program as the 
new president. The installation of 
officers was then gone through by 
Past President of the N. S. T. A. 
Waldo Oakman with all the solemnity 
and dignity of an occult society, he 
installing: William Larkin, presi- 
dent; Bert Puffer, vice-president; 
William Noll, secretary; Harry Le- 
Favor, E. J. Andrews, Bert Burdett, 
Ray Miller, member of the executive 
committee. 

Always on Job 


The affair was planned and put 
through by a committee consisting of 
Harry LeFavor, Ed. Andrews, Ray 

(Continued on page 135) 
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MEN'S SHOES 


HIS trade mark, stamped 

upon the shoes you sell, is 
more than a guarantee of 
Extra Quality. It is our pledge 
to your customers that the 
purchase of French, Shriner 
& Urner shoes is an invest- © 
ment in long-time economy— 
that their faultless appearance, 
superior workmanship, and 
long-lived serviceability cannot 
be excelled by even the best 
custom-made shoes. 


There is a permanent and profit- 
able distinction in selling French, 
Shriner & Urner men’s shoes. 


FRENCH, SHRINER & URNER 


Extra Quality Shoes for Men 
63 Melcher Street Boston, Mass. 
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(Continued from page 133) 
Miller, Bert Burdett and Frank P. 
Fanning, the boys had a real time and 
it only goes to prove that there are 
still some good things left in life. The 
Boston Shoe Travelers are always 
on the job. 


Burdett Shoe Salesmen 


The Burdett Shoe Co. has lined up 
the following traveling sales force to 
carry their line for the coming sea- 
son: These men will leave for their 
respective territories about March 15. 
“Hap” Burdett—the spokeman of the 
crowd made the following statement: 
“We are leaving for our various terri- 
tories with the best line of boots yet 
made for fall orders. We will also 
have the greatest number of in-stock 
styles, well stocked, for spring sizing- 
in orders. Once our customers give 
them all one look over, they will give 
them more.” “Hap” Burdett, New 
England and Middle West; “Len” 
Burdett, South; “Charlie” Quimby, 
Middle Atlantic; R. K. Bennett, 
Pacific Coast; Fred Wendt, Chicago; 
Sam Gutman, Cuba and Central 
America. 


Returns to the Road 


Samuel T. Saunders, for ten years 
connected with the Dalsimer organi- 
zation as buyer for the men’s, boys’ 
and children’s departments and later 
in charge of all three departments, 
will shortly go on the road for the 
Holland Shoe Company, Holland, 
Mich. Mr. Saunders was a traveling 
man before entering the retail field. 
He will cover Eastern Pennsylvania, 
South Jersey, Eastern Maryland and 
the state of Delaware and started out 
with his samples on his initial trip 
about February 1. 


Wert Talks on Middle West 


Karl C. Wert, who travels for Lund- 
Mauldin Co. in Iowa and Nebraska 
writes the RecorpER from La Jolla, 
California, that he has read in one 
of the issues of the RECORDER an 
article by one of his brother travelers 
in regard to business in Iowa. Says 
Mr. Wert: “I wish to state here that 
I am not a Californian. I was born 
and reared in Indiana, not far from 
the capital of that state. Also I 
travel for Lund-Mauldin Co. in Iowa 
and Nebraska. So you can see I am 
very interested in the Middle West. 

Some years ago (all of us can re- 
member I am sure) we people back 
East looked upon the things that were 
raised in this country, such as 
oranges, lemons, walnuts, raisins, 
figs, dates and many other products 
of the soil as a sort of Christmas 
luxury. Suppose California had con- 
tinued to let you think of them as 
such. There would not be, I am sure, 
the wonderful groves and vineyards 


that one sees everywhere out here. I 
wish to say right here that the peo- 
ple out here are alive to their oppor- 
tunities. If they have a business sick- 
ness they do not sit around and pick 
at it. They proceed to doctor it un- 
til it is entirely well. Sometimes it 
leaves a nasty scar, but I notice they 
often point at it with pride. 


The Advertising Doctor 


In business as in life we often 
wait too long before we call a doctor. 
I notice that these growers keep a 
corps of advertising doctors. And be- 
lieve me they know how to couch 
their copy. These growers are not 
afraid to take full pages in the best 
papers of the world to tell us there is 
iron in raisins; also the much talked- 
of vitamines that are to be found in 
oranges and lemons. And in a short 
time they will be telling the world of 
the many by-products that are on the 
market here. One of which is the 
citrus washing powder. 

What has the grower in the middle 
states done to market his product? 
I am sure it is just as possible for 
him to follow the example set by Cali- 
fornia. A short time ago I happened 
to be in Fort Dodge, Iowa, and in 
that town they had started an “Eat 
More Corn” movement. I believe that 
is a start in the right direction. In 
fact it would be much better to hear 
a song about eating more corn and 
sing it in every part of the world, 
than to hear the one they sing so 
often about “That’s Where the Tall 
Corn Grows.” Who cares where it 
grows as long as it can be made into 
many palatable dishes. 


Advice to the Farmer 


If you remember a short time ago 
the shoe manufacturer prepared a big 
meal. (Which was ordered by the 
merchant). In fact, he ordered more 
than he could eat and assimilate com- 
fortably. Most of it went back to the 
kitchen untouched in the form of can- 
cellations and returns. The same 
thing that caused the shoe manufac- 
turer so much grief has happened to 
the farmer. Only the farmer has not 
had to pay for shipping. Mr. Farmer 
will have to cut down his acreage the 
same as the manufacturer did his out- 
put and give the people what they 
ordered in the form of what he has 
laid by. 


Clint Clark Going to Texas 


Clinton L. Clark, well known shoe 
salesman for C. P. Ford & Co., at- 
tended the Convention of the Texas 
Shoe Retailers’ Association which was 
held at the New Texas Hotel, Fort 
Worth, Tex. 

In addition to the Ford line of 
women’s shoes, Mr. Clark showed the 
Pla-Mate line of children’s shoes made 
by Williams-Hoyt & Co. 
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R. A. T. S. S. Meet at Cham- 
ber of Commerce 


For the first time since the organ- 
ization of the Rochester Association 
of Traveling Shoe Salesmen, the week- 
ly meeting of the R. A. T. S. S. was 
held outside of the Powers Hotel, 
which has been the headquarters of 
the shoe travelers since the inception 
of the local association. 

Owing to the fact that the Powers 
Hotel is headquarters for the Kiwanis 
Rotary, Engineers’, Cornell Clubs and 
many other organizations, which hold 
their meetings on Tuesdays, and the 
room regularly used by the R. A. T. 
S. S. was assigned for use of a con- 
vention it was necessary to hold the 
meeting of February 7 at the Cham- 
ber of Commerce. 

An interesting letter to the R. A. T. 
S. S. was read from “Ed.” Hafferte- 
pen, a former president, who is travel- 
ing in Germany. “Ed.” is at present 
“taking the baths” at Bad Mautin, 
Germany, and would be pleased to 
hear from his friends in the shoe 
trade. His address is care American 
Express Company, Berlin, Germany. 


Reis Is Buffalo’s Treasurer 


Charles W. Reis of United States 
Rubber Co., Buffalo Branch, was re- 
elected treasurer of the Buffalo Asso- 
ciation of Traveling Shoe Salesmen. 
He is held in high esteem by his as- 
sociates and a man well qualified to 
hold the responsible position. He has 
for years sold United States Rubber 
Co. rubber footwear and is a live wire 
and well liked by many acquaintances 
in the retail shoe trade both in New 
York and Pennsylvania. 


Cleveland 


New Kirkpatrick Store 


H. Kirkpatrick and wife have 
opened a new shoe store in the Siegel 
department store at 1101-9 Euclid 
avenue. It is a beauty, with ap- 
pointments that evoked much favor- 
able comment from store visitors on 
the opening cay, and a stock that was 
purchased to meet the requirements 
of the most fastidious. 

A general invitation was extended 
to the public to visit the store on the 
opening day and see the handsome 
display of exclusive spring models for 
every occasion. The Kirkpatricks an- 
nounce that they feature shoes of 
the highest quality at distinctly mod- 
erate Siegel prices. 

The Kirkpatricks in the past have 
scored success in business ventures 
in this city, and they have a large 
following in the trade. Some years 
ago they opened the Kirkpatrick- 
Beers store for women at Euclid and 
Thirteenth street. Later the store 
was removed to the Hotel Statler 
building and then disposed of. 
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THE ELIMINATION OF GUESS IN FOOT FITTING 


The Old Way 
“Guessing” 





assures a perfect fit and we all know that 
a correct-fitting pair of shoes is a shoe re- 
tailer’s best asset. The use of this equip- 
ment will practically eliminate misfit shoe 
returns and assure a positive knowledge 
that the shoe retailer's work has been done 
with the most exactness. 


The Simplex Foot X-Ray Machine is as 
easy to operate as your talking machine. 


The highest attainment in the shoe-fitting 
profession. 


Alternating Current—$750 F. O. B. Milwaukee. 
Direct Current—$850 F. O. B. Milwaukee. 


Terms if Desired. 


THE NEW WAY 


The X-Ray took the guesswork out of 
surgery; it took the guesswork out of den- 
tistry and it now takes the guesswork out 
of shoe-fitting. With the Simplex Foot 
X-Ray Machine the shoeman can see the 
actual fit, the bone rest, the position and 
the snugness of the shoe to the flesh of 
the foot. The old way is guesswork and 
not always does it give a correct fit. 


The new way leaves no opening for dis- 
pute. The Simplex Foot X-Ray Machine 





THE NEW WAY—NO GUESSING 


THE SIMPLEX FOOT X-RAY MACHINE 


Manufactured by 
THE GENERAL INDUSTRIAL X-RAY COMPANY 


246 WEST WATER ST., MILWAUKEE, WISCONSIN 





March 4, 1922 

















Wo 
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AN AMAZING VALUE IN 
ARMY SHOES 





No. 9810—Mahogany Upper......... $3.50 
No. 9825—Army Tan, Tan Upper.... 3.50 
IN STOCK 
Widths C and D Sizes 6 to 11 







Qualities That Can Easily Command More 
Than a $5.00 Retail Price 
Here is an army shoe that has been made strictly up to the high grade 


standards long ago established by MENZIES—quality all the way 
through. Look what you get for $3.50. 







“An Army shoe with high-grade, full grain oak leather outsoles.”’ 

“An Army shoe with best quality full grain leather inner soles.” 

“An Army shoe with leather counter pockets.” 

“An Army shoe with 5g genuine leather top facing.” 

“An Army shoe with Goodyear Rubber Heels.” 

“An Army shoe with high grade Menz “Ease”’ workmanship, Fine Finish.” 














THE MENZIES SHOE CO. 


FOND DU LAC, WISCONSIN 


C. S. STEARNS SHOE CO., Boston, Mass. 
New England Distributors 


WT Wil Hil Wily TT 
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GRAY BUCK AND PATENT LEATHER | 


Black Satin Straps and Mahogany Oxfords 
$5.00 


























No. 260 

















260 Mahogany Cums. Tip. Rubber Low 
Heel, Welt, B-D 385 
284 Mahogany Cutees. Tip, Rubber Low _ 
eel elt, Bec ccceseccoegeces 3.75 
Louis Heel, Turn, A-D. .$5.00 
_ welt — i — . —, — 3.85 848 Same .~ — Heel. ose ‘bia: 5.00 
79 Mahogany Brogue Oxford, Im. Win 328 Gray Beek Strap, Cov. Full Louis 346 Black Suede Strap, ee 
Tip, Lea. Sole, Low Rubber Heel an, Bite Ui hncceeceenadwaebe 4.50 Cov. Full Louis Heel, BWetBccccesd 5.50 
tt MP sn ¢s.ceqvauueeentance. Ge 829 Same with Junior — Te nos 4.50 
262 Tony Red Calf Oxford, Tip, Rubber 325 Black Suede Strap, iv. Hy 
Ouban Heel, Welt A-D.. we edi rsey e 4.35 i Si Mi a hen6 demeniinns 5.00 Black Satin Strap Slippers, Full 
286 Mahogany Oxfords Tip, Rubber 309 Patent Vamp, 1 | Gray Buck, Louis Heels and Junior Louis Heels. 
Cuban Heel, Welt, A-D........... 8.75 Quarter Full Louis, rn, A-D.... 4.50 A-D. Prices $3.25, $3.50, $4.00, 
275 Havana Brown Kid Oxford, Im. 810 Same with Junior Heel........... 4.50 $4.50 
Tip, Cuban Heel, C-D..........+- 4.00 Same styles, in all Patent Leather..... 3.50 








Send for Catalog of High and Low Shoes In Stock 


THE BOARDMAN eee COMPANY 


564 ATLANTIC AVENUE BOSTON (9), MASS. .| 


Tar 
allt 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


. Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


No. 347 
347 Black Satin Strap, Steel Bead., 
Cov. Full 





























MONARCH LEATHER ®. 


CHICAGO... BF cmt LLINQIS- 

















— 
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IN STOCK 
ORDER NOW 


IMMEDIATE DELIVERY 


No. 922 


Price $2.95 
C and D 
Fine Black Kid 
Goodyear Welt Oxford 
14/8 Rubber Heel 


No. 1313 


Price $2.80 
B—C—D 
Mahogany Side 
Goodyear Welt Oxford 
12/8 Rubber Heel 


TERMS 5%-10, 4%-30. 


Che Rarrishurg Shoe Mfg. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 7 





CASE LOTS 7%-10 PROX. 
SAMPLES SENT ON REQUEST 
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The Value of This Stamp 


por & SHOE 
WORKERS UNION 















This stamp is just what millions of 


people are looking for in a shoe. The Union 

that has an agreement 
The Boot. and Shoe Workers’ Union, with manufacturers 
along with the American Federation of settling 
Labor, numbers 4,000,000 members. all wage differences 
These men and their families wear shoes AR onan ATION 





that have the Union Stamp upon them. 


Their trade is yours, Mr. Retailer, if you 
will sell footwear Union members recog- 
nize as made by fellow craftsmen. 


Boot and Shoe Workers’ Union 
246 Summer St., BOSTON, MASS. 


COLLIS LOVELY, Gen'l Pres't CHAS. L. BAINE, Gen’! Sec’y-Treas. 


FEATURE UNION STAMP ADVERTISING 
IN YOUR LOCAL PAPERS 
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The question, ““What’s What for Fall}’’ is answered by 


EN, 
iM: {Roth nd 
| Me dT LA 
ly ' May Manton 
SHOES 


Restricted designs and exclusive patterns are 








































the feature in a remarkable display of samples 
that is many steps ahead of the procession. 
Daring ideas are the usual in a line that’s most 
unusual, 

Besides Fall samples, our men will carry some 
thoroughbred styles for at-once delivery, such 
as exquisite patents in oxfords and pumps, re- 
freshing combinations of patent and suede, and 





many sprightly sport novelties 
mn, 


ot. 


that only Roth can produce. 






NY 


See, stock, then 
sell our 





the shoe with } 
the easy-fitting, 
retis gripping, 
rojit - winnin 
There are no shoes better than Cincinnati-made shoes; Seaman. . 


there are none so good as ROTH’S 


THE ROTH SHOE MFG. CO. 


Cincinnati, Ohio 
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TRS" aP 

ee ated) 6 
For the purpose of eliminating any impression existing in the 
trade that we are only importers, we have decided to omit the 


word “IMPORTING” from our letter head, and 


























( 
will in the future be known as “K. M. STONE ‘ 
COMPANY, INC.” 








We control and maintain our shoe factory, 
located at 511-19 East 72nd Street, New York ( 
City, having approximately 15,000 square feet of 
floor space, with a capacity of turning out 3,500 
’ pairs of ladies’ high grade turn shoes and slippers 








per week. : 


Our plant is open for your inspection should you 
at any time wish to visit same. Our In-Stock 
Department, comprised of the latest styles of foot- 
wear, at 12-14-16 East 22nd Street, is for your 
convenience. 


CATALOGUE ON REQUEST 


















































sg FOOTWEAR ORIENTAL” DOMESTIC 
= 12-14-16 East 22nd Street - New York 











K. M. STONE COMPANY, INC. 















We have room for a few hundred cases for immediate delivery of 





TO THE JOBBERS 


these 2 numbers 
AT SPECIAL PRICES 


In Stock for Immediate Delivery 


Satin Pumps and Ooze Leather 
Padded Sole Everittes. Also Glazed " 
Horse Pumps for Women. No. 301—Men’'s Everitte, Seif 








Collar. 
PEE PARAGON SLIPPER MFG. CO. 
"Moccasin. All. Colors, «105-111 Wooster St. New York, N. Y. 













N 


m 
st 


Foe 





Leather Sole, Felt Insert. Same You could double your sales ty Py —— 


97 SOUTH SIXTH STREET Opal Footwear fRanufacturing Co, FULL SATISFACTION 


MMUUUINe 








DON’T SAY “JUST THE SAME” No. 63 


©. 184—With heel and patches. 


le without heel. Also in ladies’, i o ~ 
age Tithe ee so in ladies by carrying “ROYAL MAKE. Sole, Pxtra Beaty Padded, 


BROOKLYN, N. Y. FELT SLIPPERS AND BATHING SHOES SHAPE AND QUALITY 
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Felts Are ‘“Year ’Round’’ Money Makers 


Wide Range of High Grade Goods Offers 
Opportunity for Added Profits 


NE of the most urgent problems of the 
C) average retail shoe merchant to-day is 
how to properly increase his line and 
broaden it so as to give him the widest opportunity 
for profits. The number of lines that can be carried 
in a shoe store naturally is limited to those having 
some connection with shoes. Hence the progressive 
merchants are studying the lines they now have to 
see if their market and season can be still further 
developed. Many merchants who have formerly re- 
garded felt slippers as exclusively a holiday item 
are beginning to find out that there is a steady demand 
for the better grades of felt slippers throughout the 
entire year, and this demand is being consistently 
cultivated by some of the larger manufacturers. 
The necessity for good grades of felt slippers can- 
not be too strongly emphasized. 
In these days when the consumer 


The Daniel Green Felt Shoe Company of Dolge- 
ville, N. Y., has been subject to the same kind of 
annoyance in the use of the trade-mark “Comfys,” 
which is a trade-mark word applicable only to felt 
slippers made in the Daniel Green factory. Many 
merchants use this trade-mark in their local adver- 
tising to describe any soft-sole felt slippers they may 
have in stock. The Daniel Green Shoe Company 
has repeatedly called the attention of the trade to 
the fact that this word can only be legally used in 
connection with its goods, and has suffered so much 
embarrassment in maintaining its legal rights in 
this matter that it has announced its intention of 
taking vigorous steps to protect its right to this 
name by prosecuting all offenders. 


The “Green Book” 


One of the most interesting and 
complete outlines of advertising 





is looking for quality goods, the 
retail shoe store which sacrifices 
quality for cheapness at a bar- 
gain basement price will lose re- 
peat trade. 


Attractive Color Range 


Felt slippers in their attractive 
color range cannot fail to add that 
decorative touch to the store, not 
only at the holiday season, but 
throughout the year. To sell good 
grades of felt goods in the sum- 
mer it is but necessary to display 


padded soles. 








Men’s Oxford Gray Felt. Heavy 


Made by Paragon 
Slipper Mfg. Co., New York City 


service for the retail merchant has 
been recently issued by the Dan- 
iel Green Felt Shoe Company, 
Dolgeville, N. Y. The “Green 
Book,” as it is entitled, contains 
the different advertising helps 
which the makers of the Daniel 
Green “Comfys” are prepared to 
extend to the retail merchant who 
handles this well-known line. 
Besides showing the complete 
line of magazine advertising for 
the year 1922, the “Green Book” 
covers such important points as 








them, for the people who are the 
best equipped to buy them use 
felts for those cool nights on the piazza of the beach 
or country home, and for many other summer occa- 
sions. And they are as desirable for the small boy 
or girl as for “daddy” and mother, or grandfather 
and grandmother. 

No longer are felts a type of “slouch” shoe—the 
makers build style and gracefulness into their every 
feature. 


The Misuse of Word “Comfys” 


“And be it known,” said a shoe merchant recently, 
“that all felt slippers are not ‘comfys,’ although 
some among the ‘uninitiated’ of the retail shoe trade 
evidently seem to think that ‘comfys’ is an all-em- 
bracing felt shoe term.” This sweeping and erron- 
eous designation has come about in an interesting 
manner. 

Once in a while we see an example of a manufac- 
turer who makes the trade-mark name of his goods 
so well known that it becomes a standard and a 
recognized word by which other goods of its kind 
are called in common parlance. A well-known in- 
stance of this is the word “Kodak,” which is often 
used by the undiscriminating for any type of folding 
camera. The word “Pianola,” while a registered 
trade-mark, is often used carelessly for any kind of 
mechanical piano-player. 


newspaper advertising, window 
display advertising, signs, pack- 
age and counter folders, special displays, movie 
slides, etc. A number of attractive illustrations are 
shown which are the work of high-class artists, for 
the use of the merchant in his own newspaper adver- 
tising and circular matter. Ready-made advertise- 
ments are also shown, so that the merchant who 
finds himself in the midst of many difficulties and 
who must write his current advertising “with a pair 
of shears” will find here just the material he needs. 
A variety of display signs are shown, including a 
number of bright-colored ones, and others of extreme 
dignity which will find a place in the most exclusive 
store. For instance, one of the most attractive signs 
is one cast in heavy bronze, with wording in relief. 


A Novelty Felt Line 


K. M. Stone of K. M. Stone Importing Co., which 
manufactures Oriental and domestic footwear novel- 
ties at 12 to 16 East Twenty-second Street, New 
York City, and who has been known in the trade 
for many years, has at last decided to get away from 
the word “importing,” which has been used in his 
trade-name. For the purpose of eliminating any 
impression existing in the trade that K. M. Stone 
is only an importer, he has decided to omit the word 
“importing” and in the future will be known as 
K. M. Stone Co., Inc. 

























Satin Quilted Pump 


Of Fine Satin, with large 2'4-inch 
Pom-pon. 


Ribbon Trimmed 
Moccasin 


All wool, all shades and contrast 
colors, 2-inch Pom-pon, and good 


silk ribbon. 


492 Broome Street, 
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For Your Attention 





These representatives 
will call on you shortly: 


ARTHUR SACHS 
(Middle West) 


JACK WEINBERG 
(East and South) 


JOE ROSENBERG 
(Pacific Coast) 


It Is to Your Interest to 
Wait for Them 

















Manufacturers of 











Made in Sizes From 
Tote to ’Teens to Re- 
tail at Popular Prices 









APACHE BEADED MOCCASIN 









and attractiveness. Made of Tan Ooze Sh 


you. 












Request our catalogue showin: 
samples of Apache and severa 
casins. . 





Beaded Moccasins De- 
light the Hearts of 


Here’s the Moccasin to Add to Your Line 





HOUSE SLIPPER which bi fort, 
display will brighten your window and the sales will surprise 
1922 PRICES OF APACHE MOCCASINS 


Babies’ Sises 1, 2, 3, 4, Gi... ccsccccccscscess Per pair 8 .48 
Child’s Sizes, 6, 7, 8, 9, 10........cccccceeeeee Per Pair 62 
Misses’ Sizes, 11, 12, 18, 1, 2......cceeeeeees Per pair 82 
Ladies’ Sises, 8, 4, GB, Ginsecscccccscccesesees Per Pair 1.00 
Men’s Sises, 7, 8. 9. 10, Il... cece ccccvscces Per Pair 1.05 


seven different styles, or 
other popular priced Moc- 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N.Y.C. 








all. 







durability 
skin. A 











An Improved Bathing Shoe 


Upper of white duck and 


Made in all colors and combinations 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET 


March 4, 1922 


WE FEATURE THESE 4 BIG NUMBERS 


“They Are Profit Makers for You” 


Satin Quilted Moccasin 
Of fine Satin Pug and collar, 


with full 2-inch Pom-pon. 


Men’s Everett 


Made in Black, Brown, Navy, 
Oxford and Maroon. Soft sole 


with good binding. 


“We are always at your service.” 
Sachs Bros. Felt Shoe Company 


FELT AND SATIN SLIPPERS 


New York City, N. Y. 











With a special 
lightweight 


rubber sole. 













mercerized sateen 



















Send for samples and prices 













SWAMPSCOTT, MASS. 
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MAKE TWO SALES GROW WHERE ONE GREW BEFORE 


1922 will be an outdoor year in hosiery. 


More than ever before the sport motif will govern the trend 
of hosiery fashion. 


“Onyx”’ Sport Hose are made in Wool, Silk-and- 
Wool and Silk-and-Mercerized. They come in Heavy, Me- 
dium and Light Weights. And they are made in an infinite 
variety of styles, for men and children as well as for women. 


Our Fall Line offers probably the most extensive range 


of hosiery in America today. We advise our friends to wait 
for its appearance in order to select their stock of Summer 


and Fall Sport Hose. 


2+ 


~~ 
iw 
© 
4 


Reg USPet. Orrice 


—m. 
- 





“Onyx” @ Hosiery 





Emery & Beers Company, luc. 


Sole owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET, NEW YORK 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


CHICAGO OFFICE - - . - - 36 South State Street 
PHILADELPHIA OFFICE - - + - 1033 Chestnut Street 
BOSTON OFFICE - - . - - 31 Bedford Street 
BUFFALO OFFICE - - - - Mutual Life Bldg., Pearl Street 
SAN FRANCISCO OFFICE - - - - ~ 259 Geary Street 


MAKE TWO SALES GROW WHERE ONE GREW BEFORE 
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Wo f——— 


rippendor/$ 
evest (reafions 


Spring steps off with some of the 
smartest styles originated in years. 
These will bring new faces to your 
store and make buyers out of 
lookers. 


While women may still be seeking 
moderately priced footwear, your 
customers are not interested in 
shoes doubtful in quality nor lack- 
ing in style. 


The acme of fashion is presented by 
the new spring and summer style, 
two of which are illustrated. 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATI 








This patent leather one 
strap with dull calf 
apron is one of the most 
admired modes of the 
season. Very trim on 
the foot. 






The Varsity last with 
inch heel. Pearl gray 
calf trimmed with patent 
leather —a combination 
both striking and un- 
usual. 
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Sales Have Lost Drawing Power 


Women’s New Shoe Styles Show Cut-Outs 
in Wide Range of the One-Strap Idea 


HERE is no doubting the fact 

that sales have reached their 
limit on drawing power. No longer 
do the public consistently respond to 
special price offerings of any kind. 
Only new merchandise, combining 
style and quality, and at prices that 
are right for the quality offered, will 
produce satisfactory business. The 
sale propositions are all dead. It is 
true that if shoes were offered at $1 
a pair, they would not sell to any ex- 
tent, if the elements of style, quality, 
and price were lacking. There is ab- 
solutely no price minimum for a suc- 
cessful sale, no matter how well ad- 
vertised; the public may perhaps buy 
the first day of two, but their enthusi- 
asm dies away after the first forty- 
eight hours, unless the right merchan- 
dise at the right price is offered. 


Sport Shoes Biggest Sellers 


The retail shoe stores and shoe de- 
partments are adding each week to 
their attractive displays of new spring 
styles. There are new features galore. 
Cut-outs are noticed in a wide range 
of ideas, most of them bordering on 
the one-strap idea. Sport shoes are 
the biggest sellers at the present 
time and bid fair to continuing their 
popularity right straight through into 
the fall of 1922. The smoked leathers 
are very popular. Gray ooze and gray 
elk oxfords with saddle straps are 
selling well. White sport varieties 
are beginning to sell, and it is the be- 
lief of merchants that white will be 
very popular a little later, for white 
lends itself well to all sport combina- 
tions, but as yet it is a bit too early 
to have much of a call for the white 
sport models. 

The late Easter this year will, in 
the opinion of many merchants, have 
a favorable effect on spring shoe sell- 
ing, as the public likes something new 
in footwear for Easter Sunday if the 
weather is at all favorable, and by 
April 16 the weather man has usually 
ushered in quite a few mild days, with 
promise of many milder ones just 
ahead. 


A Substitute for “Sally” 


The shoe manufacturers are all on 
the alert just now to devise something 
which will, for women’s sport wear, 
prove just as popular as did the Sally 
Sandal of last season. The Sally San- 
dal met with instant favor and the 
idea is to have something new to take 
its place in the one instep strap pat- 
tern. 


QUALITY PRODUCTION 


The manufacturers of New England 
are turning out quality footwear; they 
are putting forth the skill which their 
workers have inherited from many 
generations of skilled shoe craftsmen. 
Competition is keen, and while the 
wage question is in some spots a bit 
vexatious, the outlook for spring and 
for the remaining months of 1922 is 
very satisfactory. It is the general 
belief that 1922 will average a much 
more prosperous year than 1921. 


FEDERAL RESERVE REPORTS 


Reports received at the Federal Re- 
serve bank from the retail trade 
throughout New England indicate that 
business in general has been very 
much better during the past year than 
many here would have believed. 

Frederic H. Curtiss, chairman of 
the Federal Reserve Bank of Boston, 
in his address before the New Eng- 
land Shoe and Leather Association at 
its annual meeting held in Boston, 
February 8, stated that “The dom- 
inant industries in New England feel 
the effects of returning prosperity be- 
fore business in general experiences 
it; that the lowest point of depression 
came at the close of 1920 and that 


_ 1921, with the exception of perhaps 


the last month or six weeks, was a 
year of almost uninterrupted recov- 
ery, not rapid, but pretty steady. “I 
believe,” said Mr. Curtiss, “that the 
shoe industry in this section of the 
country reduced operations during 
November and December, 1920, to 
about 30 per cent capacity, whereas 
now our reports indicate that New 
England shoe factories are running 
at approximately 70 per cent of maxi- 
mum capacity.” 


MEN’S SHOES AT $5.90 


Coes and Stodder are offering a full 
grain calf skin in mahogany and 
black, full length, heavy double soles, 
and fitted with rubber heels, finished 
with harness stitching at toe caps, 
lace stays, vamp seams and heel fox- 
ings, at $5.90. 


AT $5.95 


The Continental offer in their shoe 
department, $10 men’s shoes: in 
brown vici kid, highest grade Russia 
calf and genuine kangaroo, every pair 
a new spring style, for $5.95 the pair. 
The ad announcing this sale read— 
“The Continental (Boylston Street 
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Store) was fortunate in securing from 
one of the leading manufacturers 500 
pairs of their men’s $10 shoes, to be 
sold in a ‘Quick Action Sale’ at $5.95.” 


A CLEVER AD 


The All-America Shoe Shops and 
Willson’s Shop have been advertising 
what their Mr. E. D. Brown says: 

“Never have I, as a salesman, been 
able to render my customers more real 
service than during this $3.85 to $5.85 
sale of Rice & Hutchins shoes. Lower 
prices cannot be. My customers are 
buying these shoes for use in the 
spring, summer, and even next fall 
and winter.” 

This ad shows a man’s attractive 
high shoe and the price is given as 
$4.85. 


J. L. WALKER DEAD 


Word was received of the death of 
Johnson Letterson Walker, shoe man- 
ufacturer, at San Diego, Cal., on 
February 22, while playing golf at 
the Coronado Country Club. Mr. 
Walker was associated with the J. L. 
Walker Company of Lynn and Lewis- 
ton, Me., with Boston office; was vice- 
president and director of the Ex- 
change Trust Company, Boston; a di- 
rector of the Lynn National Bank and 
of the Lynn Safety Deposit and Trust 
Company. He was a member of the 
Algonquin Club, the Essex Country 
Club of Manchester and the Corin- 
thian Yacht Club of Marblehead. He 
is survived by his widow and a daugh- 
ter, Miss Virginia Walker, who were 
with him in California. 


ADVERTISING KEPT HIM AWAKE 


The other day the manager of a 
suburban Boston newspaper got this 
message over the telephone:—‘“Say, 
I wish you fellows would take my ad- 
vertisement out of your paper. It 
has been in three times so far, and so 
many people come to my store that 
they make me work hard waiting on 
them, and I get so tired that I do not 
sleep well nights.” 


HICKEY OPENS OFFICE 


Arthur Hickey, salesman for Wm. 
P. Lowell, Newburyport, has opened 
an office at 141 Lincoln Street, where 
he is showing a line of stylish turn 
shoes for women. 


FUNERAL OF CHARLES P. HALL 


Charles P. Hall had been for many 
years an active supporter of the New 
England Shoe and Leather Associa- 
tion, and at one time served on its 
Board of Directors. The Association 
was officially represented at the serv- 
ices by a committee including Messrs. 
Arthur W. Wellington, of the United 
States Leather Co.; Fred B. Rice, of 
Rice & Hutchins, Inc.; Harold C. 
Keith, of Geo. E. Keith Co.; William 
J. McGaffee, of the Thomas G. Plant 
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Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 


Women’s Shoes, Party 
Slippers and Novelties. 





Write for Catalogue 




















COLLINS & STAPLES 
Makers of HandTurned Lew Cute 
This style in stock. 
14/8 J. L. heel. — este fetes 


counters 
to & Widite 4-C. | Price $4.00. 
10 days. 


118 Phoents Row, 
. era, Mess. 
Bostoa 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 





















lal in Medium and+ (B. 
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Imported an Drocadevand Metal — 
$2.25 per pair and up 
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FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN 
lete Line 
STOCK "ct Felt and 


Leather 
Slippers 
Samples on Request. 
Wos. Bik. Kid “Temptation.” 
SEND FOR CATALOGUE 
FREEMAN-THOMPSON SHOE CO. 
St. Paul, Minn. 























Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 River St., Haverhill, Mass 


Boston Office 
207 BHssex Street 
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Co.; and H. B. Dillenback, of Beggs 
& Cobb, Inc. 

At the next meeting of the Direc- 
tors of the New England Shoe and 
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Leather Association suitable recogni- 
tion of the great less which the tan- 
ning industry has suffered in the de- 
mise of Mr. Hall will: be made. 





ROCHESTER 


Increased Volume Discussed 


“Dollar Day” Sales Held—President William 
Pidgeon, Jr., Talked on “Essentials 
of Successful Salesmanship” 


HE weekly meeting of the 
Rochester Retail Shoe Dealers’ 
Association held at the Chamber of 
Commerce, on February 14, was given 
over to discussion of how to increase 
the volume of business in 1922. 

Brief talks were given by the vari- 
ous members present, and it was the 
opinion of all that business can be in- 
creased this year if more aggressive 
methods are used and advertising is 
done continuously. 

Tuesday, February 21, was Dollar 
Day. Plans for Dollar Day were 
carefully made by the Retail Mer- 
chants’ Council of the Chamber of 
Commerce. Practically every mer- 
chant in the down-town section of- 
fered merchandise at the one day 
price of $1.00. In the shoe stores the 
offerings ranged from pairs of shoes 
at $1.00 to $1.00 off on every pair 
purchased. 


Selling Qualifications 


“The first qualification a successful 
retail salesman should have is a pleas- 
ing personality,” William Pidgeon, Jr., 
the president of the Rochester Retail 
Shoe Dealers’ Association and a 
former president of the New York 
State Retail Shoe Dealers’ Associa- 
tion, told the Ad Club sales group in 
an address on Essentials of Success- 
ful Salesmanship. “A man may have 
many other qualities, but if he lacks 
a good personality he will never be a 


100 per cent salesman,” said Mr. 
Pidgeon. 
As the second qualification he 


stressed love of work. “A salesman 
who doesn’t like his work and whose 
sole thought is to get away from it as 
soon as the clock points to quitting 
time will never make a real success,” 
he said. As a third qualification he 
named “the art of conversation,” 
which he explained as the ability to 
create the proper atmosphere for the 
sale—the knack of inducing the cus- 
tomer to do the ta:king and thus prac- 
tically sell himself. The fourth essen- 
tial, he declared, is “sincerity.” An- 
other is “enthusiasm.” All of these 
qualities, he said, are needed if a man 
is to be a real salesman, and while 
some of his listeners might differ 
with him as to the order in which the 
different qualifications were to be 
placed, there could be no question that 
all were necessary. 





Making Extensive Alterations 


When alterations that are now un- 
der way at the Shields Boot Shop are 
completed, this store will be one of 
the most attractively equipped stores 
in the city. To make room for a great- 
ly increased business which Mr. 
Shields is going out to get, he has 
added room for about one thousand 
additional pairs of shoes. To do this 
racks have been placed along the 
backs of the long settees which for- 
merly ran back to back down the cen- 
ter of the store, and the settees have 
been moved out into the store. The 
store formerly was finished in gray 
throughout, but when alterations are 
completed the walls will be finished 
in cream and the woodwork in ma- 
hogany. 

To insure increased business Mr. 
Shields has added a popular priced 
line of women’s shoes, which he plans 
to feature with his Stetson shoes. 
Both lines will be advertised exten- 
sively in newspapers and through 
other mediums, and Mr. Shields states 
that he is confident he will reach 
a goal which is to double his business 
in 1922. 


Leather Man Retires 


After thirty-eight years of active 
business in this city, Charles Stern, 
leather merchant, has retired, and 
will devote his time to travel and 
recreation. With his fourteen-year- 
old son, Charles Stern, Jr., he left 
last week for California. This will 
be the ninth trip of the father and 
son to the coast. 

Mr. Stern was the first wholesale 
leather dealer in Rochester and had an 
extensive business with the shoe man- 
ufacturers of the city. In his early 
business career he conducted a kid 
tannery in Philadelphia, and he main- 
tained a branch office in St. Louis 
from 1893 until about three years 
ago. For several years he has been 
relieving himself of business obliga- 
tions. 

Charles Stern & Company has 
changed its name to Lang & Smith 
and the company’s offices and show 
room at 115 Mill Street will be main- 
tained by A. Ross Smith and Frank 
H. Lang, partners, to whom Mr. Stern 
turned over his interest. Mr. Smith 
had been a partner for some months, 
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having succeeded John C. Curtin, who 
was with Mr. Stern for ten years, but 
who is now associated with the Bur- 
rows Shoe Company. 


Successful Oddment Sale 


The theory that “price tells the 
story” was proved at the semi-annual 
oddment sale held by the McFarlin 
Clothing Co. All odd items in the 
store, including shoes, were offered at 
extremely low prices. 


C. P. Lane Elected President 


Cuthbert P. Lane, for many years 
treasurer and superintendent of the 
Moore-Shafer Shoe Mfg. Co., has been 
chosen president to succeed the late 
Manley A. Shafer. Henry Moore 
succeeds C. P. Lane as treasurer. Wil- 
son M. Shafer is. vice-president and 
Stanley Earl Geerer is sales and ad- 
vertising manager. 


To Make Women’s Fine Turns 


Another factory is now added to 
Rochester’s shoe manufacturing dis- 
trict. The Rochester Turns Corpora- 
tion has recently been organized with 
a capital stock of $50,000 to make 
women’s hand turn shoes. The di- 
rectors are Joseph Taraci, Felix 
Sciarratta, Lawrence Rudino, Thomas 
Sidoti and Sanford Frazer. Mr. 
Frazer was formerly connected with 
E. P. Reed & Co., and is well known 
in the shoe trade. Factory space at 
105 North Water Street has been se- 
cured by the company and an attrac- 
tive line of samples is now ready, and 
manufacturing will shortly be begun. 


Eaton Sales Force in 
Convention 


The semi-annual convention of Chas. 
A. Eaton Company’s sales force was 
held at the factory in Brockton Feb- 
ruary 23, 24 and 25. Salesmen to the 
number of fifteen were present. With 
one exception Chas. A. Eaton Com- 
pany’s traveling men reside in or near 
their territories. Several had to 
travel considerable distances to at- 
tend the convention. The time was 
occupied in inspecting samples for 
the coming season and discussing 
problems in regard to the manufac- 
ture and sale of thé Eaton and Craw- 
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ford lines of footwear. The in stock 
department has the complete spring 
styles ready for delivery. 


Elwell Is Nettleton’s Pacific 
Coast Manager 


Halsey Elwell returns to the Pa- 
cific Coast, this time as Pacific 
Coast manager for Nettleton shoes. 
His going to the coast will be New 
England’s loss, for he has made a 
host of friends as New England rep- 
resentative for the A. E. Nettleton 
Co. of Syracuse, N. Y. On March 15 
he leaves Boston for Los Angeles, 
where he is to take up the important 
duties of Pacific Coast manager of 
the company, which have been carried 
on so successfully by Charles R. Mc- 
Williams for the past twenty-six years. 





HALSEY ELWELL 
Pacific Coast Manager for the 
A. E. Nettleton Co. 


During this long period Mr. Mc- 
Williams has had charge of the A. E. 
Nettleton Company’s retail stores on 
the coast, and has made a legion of 
friends in that part of the country. 
He recently has been promoted to the 
position of sales manager of the com- 
pany, with headquarters at Syracuse. 

Mr. Elwell expressed the hope that 
he will be able to “carry-on” in the 
footsteps of that past master of -re- 
tail contact salesmen whose place he 
now takes in putting more men on 
the Pacific Coast into Nettleton’s. 





MANCHESTER 


‘Dollar Day’’ Sales Successful 


“Shoe Box’? Now Women’s Exclusive Shoe 
Store—Shoe Industry Shows Up Well 
in Employment Survey 


HOUSANDS of dollars’ worth 
of high-grade shoes and rub- 
bers for the whole family in newest 
styles, colors and fabrics, marked 


to effect a quick disposal, were dis- 
posed of during the three “Dollar 
Days” observed by nearly all of the 
retail shoe stores of the city. 





Where to Buy 


Women’s Shoes 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER 00., 


ne. 
35 York St., Brooklyn, N. Y. 




















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Voeterr. 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 














WOMAN'S FINE TURNS and NOVELTIES 


We are now situated in our He, sow Setmye 

and production is “hitting on high.” 

high-quality standard will be better a 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 


























Where to Buy 


Miscellaneous 


















Most 
efficient 
cleanser for 
factory soiled 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of Pee. 1. ane Co. 
. Hempstead, ; a 
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Where toBuy 


Men’s Shoes 
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JOHN RPHY 
=’ SHOE 











TROewson BROS .SHOE (@ 
FINE SNOEMAKERS 
BROCKTON 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 

















anove Alt §=6§ “FOR MEN WHO CARE 

TO DRESS WELL” 

A Sample Order fer 
e@ Palr or a Dozen 
WIll Start You Right. 
T. 0. BARRY CO. 
BROCKTON, MASS. 














Gentlemen’s 


Shoes 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 




















BOOT AND SHOE RECORDER 


Perhaps the most exceptional bar- 
gains offered were those of one of 
the largest retail shoe merchants in 
the state, who offered men’s, wo- 
men’s, boys’ and girls’ high shoes 
at $1 per pair. The lot consisted of 
brown and black calf, patent leather, 
gray kid, field mouse, brown kid and 
patent leather with colored tops. 

The “Shoe Box” is closing out its 
men’s and children’s shoe depart- 
ments to make room for new spring 
styles of women’s shoes and com- 
mencing with March 1 the store has 
handled women’s shoes only. This 
is Manchester’s first and only ex- 
clusive women’s shoe store. 

Labor Commissioner John S. B. 
Davis is conducting an employment 
survey of the industrial plants of 
the state. Blanks were sent out to 
71 boot and shoe manufacturers and 
51 have replied. These 51 plants in 
normal times employ 12,302 people, 
8517 men and 3515 women. Thirteen 
hundred and forty-eight employees 
in this industry are idle because of 
lack of orders or other reasons. Sev- 
eral of the plants are working on 
part time, 1397 persons being em- 
ployed in these. One plant is work- 
ing overtime, the production being 
10 per cent above normal. The 
shoe industry is in the best shape of 
all, according to Mr. Davis. 


Retail Membership Drive 


A membership drive to continue 
until March 12, is already under way 
here, and all retail merchants, mem- 
bers of the Retail Merchants Asso- 
ciation of Manchester, are urged to 
put forward every effort possible to 
make the drive a big success. This 
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action was arrived at during a re- 
cent meeting of the association held 
at the room of the chamber of com- 
merce. Fifty members were present 
at the meeting and were served sup- 
per and treated to an _ entertain- 
ment. 


Ben Falk, who was recently en- 
gaged in the shoe business at 112 
West Main street, Fort Wayne, has 
joined the firm of Morris, Meyer & 
Sons, 182 West Main street, in that 
city. Some years ago Mr. Falk was 
in the employ of the Meyer firm and 
by reason of his long connection with 
the concern and the number of years 
he has been in the shoe business for 
himself, he is widely known in busi- 
ness circles in the northern part of 
the state. Mr. Falk will have 
charge of the shoe department at the 
Morris Meyer store. 


New Lafayette Store 

The Lafayette Retail Shoe Co., 
Inc., is the name of a new retail shoe 
firm at Lafayette which has filed in- 
corporation papers with the secre- 
tary of state at Indianapolis. The 
new firm is capitalized for $10,000 
and its directors are Moses Schultz, 
Golda Simpksy and Sadye Weinburg. 
The company will operate a shoe 
store in Lafayette. 


Advertise to Make New Friends 


Under the caption “Do You Know 
the Eastwood Stores?” Mr. Eastwood 
& Son recently ran advertising in the 
local papers addressed to the thirty 
thousand people who have become resi- 
dents of Rochester during the past 
three years. 





NEW YORK 


Consumers ‘‘Fed Up”’ on Sales 


In New Styles for Women Strap Idea 
Leads—Some Strapped Sandals in 
Painted and Decorated Leather 


ONDITIONS in the local shoe 
retailing trade are showing 
but little change, and no decided 
improvement is expected until warm 
weather sets consumers to thinking of 
spring apparel. Cut price sales con- 
tinue in large volume and furnish 
most of the action in the trade. It 
is more evident, however, that con- 
sumers are “fed up” on the many 
sales and are not responding to the 
liberal and oft-times extravagant ad- 
vertising of the retail merchants. 
The shoe trade is not alone in this 
situation, but the “sale” idea seems 
more prevalent among retail shoe 
merchants than among the merchants 
in other lines of business. 
Style development is rounding too 
slowly. Straps still lead in public 
favor and the new models that are 





shown from time to time are mainly 
modifications of the strap idea. Lord 
& Taylor has a large line of imported 
(Swiss) shoes in which variations on 
the strap idea are carried out exten- 
sively. Some of the strap fronts are 
complicated in design and show a very 
wide variety of crossings and fast- 
enings. 

Sand shades and patent leather pre- 
dominate in these shoes. 

Franklin Simon & Co. also are 
showing strapped sandals in painted 
and decorated leather. A French blue 
design on gray, and a mottled design, 
greatly resembling giraffe hide are 
conspicuous. Another design em- 
ploys silver in combination with 
colors, and still another has an over- 
lay of patent leather imposed on the 
painted leather foundation. 
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Sadler’s Third Store 


The Robert J. Sadler Shoe Co., re- 
tailers of men’s and women’s shoes 
has opened a third store at 140 West 
Thirty-fourth street, in the vicinity 
where several new stores have been 
established within the past few 
months. The company has a store at 
433 Fulton street, Brooklyn, and at 
93 Nassau street, New York. 


Retail Merchants Meet March 21 

The next quarterly dinner meeting 
of the Retail Shoe Dealers’ Associa- 
tion of New York will be held at 
Offer’s Restaurant, Sixth avenue and 
Thirty-eighth street, at 8 p. m., March 
21. A feature of this meeting will be 
an open forum patterned after that 
of the national convention in Chicago. 
It is felt that a liberal discussion of 
the retail merchant’s problems on the 
floor will bring out many interesting 
points for the common good. 
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New Retail Committees 


New committees appointed by Percy 
E. Hart, president of the local retail 
body are as follows: Executive Com- 
mittee—Max Deutsch, J. E. Meade, 
George Vanderporten, C. E. Hutchi- 
son, R. T. Parker, A. W. Shiverts, 
Louis Edelstein, Alfred A. Kohn, H. 
Triebitz. Legislative Committee: 
John Slater, Arthur Joseph, Max 
Deutsch, R. T. Parker, and L. W. 
Weill. Arbitration and Grievance 
Committee: Alfred A. Kohn, J. R. 
Laycock, I. Rosenthal, A. Gabriel, E. 
A. Perlberg. Publicity Committee: 
John Slater, A. W. Shiverts and 
Philip Bender. Finance Committee: 
Jesse Adler, J. E. Meade and E. 
Friedman. Entertainment Commit- 
tee: M. A. Weiss, Jesse Adler, 
Maurice Miller, Max Deutsch and C. 
E. Hutchison. 


LYNCHBURG 
A Spring Style Talk 


Retail Shoe Advertising Stimulating Styles 
on New Offerings—Patent Leather and 
Strap Leaders 


ae is coming. At least 
that is what shoe merchants 
are saying in their advertisements 
of early styles and in their displays 
of newest arrivals. And they have 
been saying it in such a way that 
they are inducing many women to 
take to the newer patterns. 

Patent leather promises to be most 
in vogue, at least, during the open- 
ing weeks of spring. In all over 
styles and in combinations patent is 
being shown in every window that has 
made a display of what is new on 
the shelves inside. Strap pumps are 
being shown, and the straps do not 
simply fasten over the instep, but 
come up from the toe or cross and re- 
cross in somewhat fancy patterns. 

One store only is displaying patent 
oxfords, but these are stitched on the 
toe and on the sides. High and low 
heels seem to be about evenly dis- 
tributed, with the general trend in the 
Louis and Spanish heels toward the 
more ornamental dress pump and in 
the walking heel to single strap 
pumps. 

Combinations of patent are varied 
both in style and in leather. Isbell- 
Boeman Co. has a window sodded with 
green grass and surrounded by a 
pebbled border on which are displayed 
an assortment of pumps for sport 
wear in combinations of leathers, 
patent and white, patent and tan, tan 
and white, and down the line. 

Sandals in patent and in tan calf 
are being shown by Rucker-Evans 


Co. and are already beginning to be 
seen frequently upon the street. 
These sandal styles have but few 
points of difference from the old 
barefoot sandal of childhood days. 

Satins, mainly in black, give indi- 
cation of being the strongest rival of 
patent leather for the spring lead and 
pumps in this material are being fea- 
tured by G. A. Coleman Co. Black 
and tan kid pumps have as yet been 
kept in the background. 


Craddock Not Reducing Wages 


“We have not reduced wages be- 
cause it has not been necessary and 
we have at present no idea in mind to 
reduce them,” said John W. Crad- 
dock, president of the Craddock- 
Terry Co. at the annual banquet of 
the employes held at the city audi- 
torium and attended by 1200 men and 
women. Lower costs are to be ef- 
fected by increasing production in in- 
dividual factories rather than by 
cutting wages Mr. Craddock assured 
his workers. 

The company president told the 
workers that they are a part of 4181 
men and women employed making 
Craddock-Terry shoes in three cities 
and calling for an annual pay roll of 
$4,000,000. He praised the employes 
for their faithfulness and co-operation 
in strenuous times. 

A. D. Overstreet, president of the 
C.-T. co-operative association, pre- 
sided. T. M. Terry and Edward F. 
Sheffey also spoke at the meeting. 
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= to Buy 
Men’s Shoes 
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Men’s Shoes 
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Dollar Day 


Lynchburg retail shoe merchants 
helped to swell the total of 80 busi- 
ness firms that joined in the second 
semi-annual co-operative Dollar Day 
sale Thursday, February 16, when al- 
most $100,000 worth of merchandise 
was sold over the counters of the 
city. 

High shoes and low shoes were 
alike offered for a dollar and the bar- 
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gains were “gobbled up.” Many of 
the fag ends of winter clearance sales 
were put on special tables at the 
price. As has been the way in regu- 
lar -stocks low shoes were the best 
sellers, especially the patent and dull 
calf strip pumps offered by the Bell 
Shoe store. High shoes were offered 
some styles at $1 a pair, other better 
styles at $1 for each shoe. 

Spats and wool hosiery were also 
Dollar Day leaders. 





PROVIDENCE 


Retail Conditions Quiet 


Strap Models and Sport Oxfords Continue 
as Leaders—Clearance Sales Results 


Spotty 
ETAIL conditions to date a Rhode Island “shoe shine” remains 
, throughout Rhode Island at the old war-time figure of 10 cents. 


regarded by the majority of retail 
shoe merchants as being exceptionally 
quiet. Clearance sales still continue 
with results.decidedly spotty. Radical 
reductions by the high-class mer- 
chants as well as the medium and 
lower grades were not particularly 
effective so far as bringing about a 
greater demand for footwear, al- 
though the former fared better in 
bringing added business to their 
stores. 

Both straps and sport oxfords con- 
tinue to have first call, with the 
smoked leathers in the early sports 
wear business gaining much popu- 
larity, which is being introduced at 
many different prices, ranging up- 
wards from $4.50. This is expected to 
confine it largely to the medium priced 
and cheaper stores. 

Further decreases in Providence re- 
tail food prices are shown in statis- 
tics issued recently by the Department 
of Labor for the month ending Janu- 
ary 15, which showed an 8 per cent 
decrease. For the year January, 1921 
to January, 1922, the announcement 
said there was a decrease of 17 per 
cent for Providence. 


An “Eye Opener” Sale 


A very unique sale was brought to 
a close the past week at the shoe em- 
porium of Mogul’s in Pawtucket. 
Same was advertised in the local 
“Times,” and on the store front, the 
idea being a very large imitation nat- 
ural painted human eye inserted be- 
tween the words “An” and “Opener.” 
The sale was a success asserts Man- 
ager Louis Mogul and was surely an 
eye opener to the trade. 


Shoe Shine Price Remains 


With the reducing of cobblers prices 
for tapping and heeling men’s shoes 
with grade “A” rubber heels from 
$2.25 to $2 and less in some places, it 
is quite noticeable that the price of 


Black and White Predicted 


It is the opinion of many Rhode 
Island retail shoe merchants that the 
coming spring and summer will be a 
record breaker in all white and white 
and black footwear. The point to the 
fact that shoes to match the new 
white and white and black combina- 
tions in sport dresses and other cos- 
tumes will produce this demand. 


Rubber Boot Sale 


At John the Shoeman’s, 184 Ma- 
thewson street, a rubber boot sale 
is in progress. One of the big rubber 
factories sent for immediate disposal 
their season’s accumulation of odd 
rubber boots and high buckle arctics, 
which is being offered the public and 
advertised at “fifty cents a leg.” Any 


* one-legged man or boy coming in per- 


son was fitted entirely free of charge. 
The sale proved very successful. 


Employes Association Entertain 


The Employes Association of the 
local Boston Store, assembled at the 
Girls’ City Club, Wednesday evening, 
Feb. 15, for its annual dance. Wal- 
ter Callender, John Davidson and 
Charles Blake, officials of the store, 
were entertained by the merry throng. 
The party proved to be one of the 
most merry and enjoyable held this 
season. 


Spring Styles Displayed 


This week saw new spring shoes on 
display in several Rhode Island shoe 
and department store windows. Sport 
oxfords of elk, white and white and 
black and strap effects comprised the 
various showings. At Gladding’s 
their new spring shoe “Lucille,” in 
patent leather, black satin, all gray 
suede and patent leather with gray 
suede quarters, made on a modified 
French last with hand-turned soles, 
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black heels, wide single strap and har- 
ness buckle made its initial bow—at 


$12. 


Clancy, Dimond’s Shoe Buyer 


J. J. Clancy, formerly head of the 
shoe department at Stern Bros., 
New York, Goerke of Newark, and 
Levi Bros., Brooklyn, is now the shoe 
buyer at the New Diamond Co., Provi- 
dence. Mr. Clancy’s long experience 
in the shoe business and large ac- 
quaintance in the markets, should 
make him a valuable asset of the 
newly reorganized and aggressive 
New Dimond Co. 


T. D. Barry Love Fest 


The T. D. Barry Co. held a sales 
convention on Monday, Tuesday and 
Wednesday, Feb. 20, 21 and 22, at 
its factory in Brockton, Mass. The 
shoe hustlers of this company came 
from near and far to go over sam- 
ples for the coming season, and inci- 
dentally they declared that they were 
the best bets ever for the money. 
Merchandise and prices having been 
thoroughly settled, “full steam ahead” 
was the order to chauffeurs and away 
sped the Barry boys to the Quincy 
House, Boston, where a high-grade 
banquet was served. A general jolli- 
fication took place—in fact, it was a 
true love feast. 


Firm Co-operation 100 Per Cent 


Charles L. Barry, president, gave 
a most inspiring address in which he 
spoke of country-wide conditions and 
the co-operation which the T. D. 
Barry factory is extending to sales- 
men. Said Mr. Barry: “We are with 
you boys from A to Z. We realize 
that conditions in general are a little 
upset, but everything will eventually 
be rectified, and this firm intends to 
co-operate with its salesmen in every 
way possible for a successful 1922, 
for a still more successful 1923, and so 
on through all of the twenties and the 
thirties and to the end of the chapter. 
We want you to feel that we are with 
you just as strongly on your cloudy 
days as on the bright sunshiny ones.” 

William A. Hogan, treasurer, gave 
a talk in which he substantiated all 
that Mr. Barry had stated. E. H. 
McMahon, financial man, . presented 
some very interesting statistics and 
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gave a talk on national and local 
financial conditions. 


T. A. D. Is Toastmaster 


T. A. Delany, Secretary of the Na- 
tional Shoe Travelers Association, 
former shoe traveler for the T. D. 
Barry Co. and a prime favorite with 
the T. D. Barry Co. and its sales per- 
sonnel, was toastmaster. T. A. D. 
made a delightful master of cere- 
monies, and it was hard to tell whether 
the palm for sparkling wit should be 
awarded to him, or to Jack Jones— 
and Jack is really “some” after-dinner 
story teller, as anyone who has ever 
heard him can verify. 

Jesse Keith was another knight of 
the grip who furnished a fund of good 
humor with his inimitable Southern 
dialect. P. Curran gave a talk on 
Barry shoemaking and the 1922 style 
trend. M. J. Hoohig, sales manager, 
gave a very comprehensive talk on 
credits, while M. Kornsand, one of 
the biggest shoe distributors in the 
United States, told of retail shoe con- 
ditions as they existed in Brooklyn 
and New York. 

The other shoe travelers who at- 
tended the big get-together were: W. 
J. Kennedy, T. A. Ostenkamp, W. B. 
James, J. J. Heckman, E, Kornsand, 
F. R. Lundberg, F. C. Davis, John L. 
Fox, A. M. Dunham, Albert McIntyre, 
John Toomey and Chris Curran. 

A “Tip Top” Party 

After the big dinner at the Quincy 
House, the merry party set out for 
“Tip Top” at the Colonial and listened 
for about two hours and a half to Fred 
Stone and his excellent group of en- 
tertainers. After the theatre, there 
was another love fest—this time at 
the Hotel Touraine. The company did 
not break up until the birthday of 
“The Immortal George” had com- 
menced to dawn. The boys from a 
distance repaired to their various Bos- 
ton hotels and those nearby went to 
their homes to spend the day of Feb. 
22 with pleasant memories of the past 
three days. 

Barry Boys in Territories 

On Feb. 23 the Barry travelers 
started for their respective territories, 
much pleased with the splendid recep- 
tion which they had recently been ac- 
corded and with the assurance that 
the house of Barry is with them and 
their customers—100 per cent. 





BROCKTON 


Manufacturers Planning for Fall 


Salesmen Going Out on Road with New 
Samples — Prices Based on Lowest 
Possible Factory Costs 


ROCKTON shoe manufactur- 


ing concerns are planning 


their campaigns for the fall season. 


Salesmen will soon be in their respec- 


tive territories with new samples rep- 
resenting the newest and most practi- 
cal idea in men’s and women’s welt 
footwear. Prices for the coming sea- 
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Miscellaneous 
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son will be based on the lowest possi- 
ble costs in factory overhead and mer- 
chandising expense, in accordance 
with trade requirements. Brockton’s 
shoe product will represent, as al- 
ways, full value for money expended 
by merchant or consumer. Brockton 
manufacturers are confident that the 
city’s reputation in this regard, 
backed by intelligent effort on the 
part of producers and salesmen, will 
bring to this city its full share of 
business for the fall season of 1922. 


Back From World Circling Tour 


Harry W. Crooker of Crooker & 
Morse, Inc., shoe manufacturers in 
the neighboring town of Bridgewater, 
returned recently from a trip around 
the world. He was accompanied by 
his wife and two daughters. The 
party visited Japan, China, the Philip- 
pines, India, Egypt, Italy, France and 
England. Mr. Crooker said he did not 
find any marked improvement in busi- 
ness in the countries which he visited, 
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compared with the conditions which 
he understood to have existed the year 
previous. Crooker & Morse Ince. are 
now producing goods at their Brock- 
ton factory. Mr. Morse looks after 
the manufacturing end and Mr. 
Crooker is in charge of the selling. 


Preparing for Factory Occupancy 


The Baronet Shoe Co. now organiz- 
ing in Brockton for the manufacture 
of men’s shoes is making prepara- 
tions for the equipment of the plant 
known as the Brockton Ideal Factory 
and located in the Campello district 
of the city. President Pickens says 
that business will begin with an out- 
put of twenty-five dozen pairs daily, 
increasing as rapidly as conditions 
will allow. Samples of the new line 
will be, Mr. Pickens says, ready for 
inspection during the next fortnight. 
The United Shoe Machinery Co.’s lo- 
cal representatives are arranging for 
the machinery equipment to be in- 
stalled. 


HAVERHILL 


Improved Business Prospects 


Haverhill Is on Upward Trend—Better 
Spirit of Co-operation Between Capital 
and Labor Developing 


RECENT speaker in Haver- 

hill who represents a statis- 
tical organization, said that Haver- 
hill as a manufacturing city is not as 
badly off as far as inflation is con- 
cerned, as many other cities, and con- 
sequently that the reaction ex- 
perienced will not be as great in 
Haverhill as elsewhere. Haverhill, he 
said, held out longer in business than 
other shoe centers before feeling the 
depression because of the pleasing 
styles produced in women’s footwear. 
As a whole, he said, the shoe indus- 
try reached its low point in the win- 
ter of 1919-20, and is now on the up- 
ward trend, with perhaps 70 per cent 
of the industry in operation. Before 
the end of the year, he stated, that 
there would be a better feeling of co- 
operation on the part of labor than at 
the present, and a willingness to give 
a day’s work for a day’s pay. 


A Bit of History 


_ The Haverhill “Gazette” in a recent 


issue reproduced a photograph of the 
heart of Haverhill as it looked after 
the big fire of 1882. At that time ten 
acres, principally in the shoe district, 
were burned over and all buildings 
destroyed. Through the contributions 
of liberal spirited citizens and cus- 
tomers of the Haverhill shoe concerns, 
a relief fund was raised. Building 
operations were begun without delay. 
A new and modern shoe district was 
soon in the making. Practically the 





entire center of the Haverhill shoe dis- 
trict today consists of these struc- 
tures, with additions of other build- 
ings in later years. 


Increased Factory Production 


Hannahsons Shoe Co., manufac- 
turers of women’s fabric novelty foot- 
wear, have taken additional space for 
manufacturing purposes. This con- 
¢ern is working at full capacity of 
the plant in the production of white 
cloth and black satin slippers. In this 
connection it is interesting to note 
that black satins, according to mem- 
bers of this concern, are increasing 
in demand to an extent which justifies 
them as being entitled staple foot- 
wear. In other words, an all the year 
round selling proposition. 


Popular Models in Stock 


Haverhill factories making women’s 
turn footwear for in stock lines are 
this season concentrating on novel- 
ties which represent seasonable sell- 
ers at popular prices. The popular 
priced shoe of today is a higher grade 
proposition than that of several years 
ago. Quality as well as style is pro- 
portionately better. An _ excellent 
illustration of this point is in the 
policy of Hazen B. Goodrich & Co., 
one of Haverhill’s old established 
houses which is specializing on a 
model of women’s turns called “Bab 
bie.” This is carried in stock in al! 
patent, also patent vamp with gray 
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ooze calf quarter. These are made up 
on the new round toe last with the 
popular one inch Cuban heel, both in 
plain and cut out effects. 


Ornaments Speed Sales 
Merchants have had many practical 
demonstrations of the fact that it is 
a good business proposition to have in 
stock lines of shoe ornaments avail- 
able for attaching to women’s foot- 
wear. Many additional sales are 
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made in this way with commensurate 
profits to merchants. Beaded effects 


are the favorite in these ornaments. 


There are many varieties available 
for shoe merchants’ stocks. Haver- 
hill is well known as producing shoe 
ornaments in addition to women’s 
footwear. Shoe merchants all over 
the country are purchasing these 
goods from local concerns as im- 
portant adjuncts to sales of women’s 
low cut footwear. 


MEMPHIS 


Tri States Convention March 6-8 


Large and Enthusiastic Get-Together Is 
Anticipated—Interesting and Busi- 
ness Building Program 


HE annual convention to be 
held at Memphis March 6-7-8, 
Hotel Chisea it is now assured will 
bring together the largest and most 
enthusiastic attendance of any former 
meetings. There are more than 800 
merchants in the three states of 
Arkansas, Mississippi and Tennessee, 
eligible to membership and while 
there are not this many members now, 
the growth of the body in a few years 
has been very substantial and particu- 
larly so during the past year. There 
will be about fifty lines of shoes and 
accessories on exhibition at this show 
on the mezzanine and lobby floors of 
the hotel, the space now being rapidly 
taken up. 


Officers and Committees 


A roster of the officers and com- 
mittees of the Association is interest- 
ing at this time and is shown in the 
poster program just issued as follows: 
President, Reuben Stiefel, Memphis; 
first vice-president, Arthur Stegall, 
Jackson, Tenn.; second vice-president, 
A. K, Cohen, Little Rock, Ark., third 
vice-president, R. C. Trusty, Grenada, 
Miss.; secretary-treasurer, Robert 
Love, of Memphis; secretary commis- 
sioner, Miss D. O. Newman, Memphis. 
Directors, two years, Isadore Roth- 
child, Helena, Ark.; Morriss Ellis, 
Nashville; W. T. Gallagher, Green- 
ville, Miss. Committees; Women’s 
Style, A. F. Herden, chairman, Fort 
Smith, Ark.; N. J. Blass, Little Rock, 
Ark.; J. R. Davis, Canton, Miss.; R. 
G. Clinkseales, Memphis; P. J. Geary, 
Nashville, Tenn; Men’s ‘Style, Joe 
Hart, chairman, Helena, Ark.; H. Gil- 
berg, Marianna, Ark.; Allen Meadors, 
Nashville, Tenn.; W. R. Miller, Mem- 
phis, Tenn.; J. L. Kennedy, Knoxville, 
Tenn. Children’s Style, Howard 
Bergman, chairman, Greenville, Miss.; 
John F. Ragland, Brownsville, Tenn. 
Adolph S. Rubel, Corinth, Miss. Floyd 
A. White, Blytheville, ‘Ark.; Ee. dhe 
Pennebaker, Clarksville, Tenn. 


Round Table Discussions 


The program for the 1922 meeting 
will include a round table and open 
discussion by visiting retail merchants 
and among others speeches by: A. G. 
Geuting, Philadelphia, past president 
of the National Shoe Retailers’ Asso- 
ciation, at present chairman of the 
executive committee of the same or- 
ganization; Arthur D. Anderson, edi- 
tor of the Boot AND SHOE RECORDER, 
Boston, Mass., George M. Spangler, 
of Chicago, IIl., active secretary of the 
National Shoe Retailers’ Association. 
M. P. Gaddis, sales manager of the 
Peters branch of the International 
Shoe Co., St. Louis, Mo., who will 
speak on the subject “Business To- 
day.” Frank P. Meyer, of Danville, 
Ill., twice. secretary of the National 
Shoe Retailers’ Association, and 
elected three years on the Board of 
Directors on the National and chair- 
man of the Membership Committee. 
Mr. Meyer has also been president of 
the Illinois State Association and is a 
silver tongued orator. 


These and other speeches and the 
open forum meetings will make the 
session one of great interest and 
pleasing to the retail merchants in 
the Tri-States territory who con- 
stantly have problems of merchandise 
and business before them. The en- 
tertainment features being looked af- 
ter by R. E. Caradine, president of 
the Memphis Shoe Retailers’ Associa- 
tion, will be equally interesting. 


Buyers Week Completed 


The wholesale shoe merchants at 
Nashville as well as the wholesalers 
and jobbers in other lines of merchan- 
dise have just finished their united 
Buyers Week, Feb. 27 to March 4. 
Open house, banquets, river trips, 
theater parties and an opportunity to 
hear the noted Gipsy Smith were 
among the features of the week. 
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Where to Buy 


Shoe Illustrations 





THE 


~LAZZARO CO. 


FOOTWEAR ILLUSTRATORS 
170 Summer St JX, Boston, Mass. 
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Engraving and Printing 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for de- 
tails of our § ial Printing 
Service for Boot and 
Shoe Trade 


201 South Street, B octen, Mass. 


Telephone 4 











1000 Sales Letters 
All ready to mail 
3c Each 
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Boston, Mass. 
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PHILADELPHIA 


February Was a Dull Month 


Clearance Sales Have Been Disappointing— 
Merchants Looking Ahead to Good 


Easter Business 


February, always more or less of a 
dull period in the shoe retail calen- 
dar, has lived up to its reputation in 
the Philadelphia district. Merchants 
generally are now sharpening pencils 
and wits, looking ahead to the Easter 
season and better business, it is hoped. 
Only a very few stores are featuring 
sales. As one of the most progressive 
of the downtown retail merchants puts 
it, “What good can come of forcing 
business through these sales when the 
odds and ends remain on hand any- 
way, no matter what price induce- 
ments may be offered, while the sea- 
sonable merchandise sells when the 
profit is all sacrificed for pair move- 
ment?” 

The fact that Easter this year 
comes a week later than usual is 
thought to be having some retarding 
effect on sales right at this time. In 
about a week, provided the weather is 
favorable, some good business can be 
anticipated. 


Blizzard Sold Rubbers 


The blizzard which struck the 
Quaker City some few weeks ago 
boomed the rubber business and the 
merchants who were fortunate to have 
ample stocks of heavy overshoes and 
arctics did a land-office business. 
Saturday night trade in the outlying 
districts was as absent as the trolley 
service except for storm merchandise. 
Old Jupiter P. got his dander up 
again for an hour or so recently and 
it looked as though another blizzard 
was in the making. It was only 
bluster, however, and the retail traae 
is not likely to be “snowed up” again 
very badly before spring, which is 
something to be optimistic about any- 
way. 


A Style Talk 


Rumbles of popular favor in stores 
for the so-called Russian boot have 
reached staid Philadelphia from Pitts- 
burgh and elsewhere. As far as your 
correspondent has been able to learn, 
the Russian boot displayed in the 
Philadelphia shops would excite about 
the same amount of interest that an 
exhibit of United Shoe Machinery 
Company’s “historic footwear” would 
effect. In other words this newest 
boot design just isn’t making any 
noise at all in this section. 

Mam’sell and Madam Philadelphia 
at the particular moment are al! 
wrapped up in the cute and comfy 
little one-strap pump, cut-outs and 
combinations in suede and patent 
with the low, covered box-heel. Aside 
from the trend indicated in the fore- 
going sentence, there is nothing that 
can be called outstanding in the 
style situation right at this time. 


Geuting Loses Little 


Daughter 


George N. Geuting, president of the 
local shoe retailers’ association, is 
receiving the sympathy of his many 
friends in the trade. Little Mary Ann, 
six years old, died early in the week 
after being ill only a brief time with 
diphtheria. 


President 


H. L. Pierce Happy 


H. L. Pierce, formerly secretary of 
the Philadelphia Shoe Retailers’ As- 


‘sociation, who went with the new 


N. S. R. A. Headquarters organiza- 
tion to Chicago, writes that he is 
nicely located in the Windy City and 
expects to like his new stamping 
ground. 





LYNN 


Better Business Comes 


Easter Rush Is On—New Styles, in Oxfords 
and Sport Pumps, for Spring and 
Summer 


Shoes in abundant variety are be- 
ing made in Lynn for the Easter, 
spring and summer trade. Three 
types of shoes there are this season, 
dress, street and sport footwear, and 
that is one more type than there was 
in the former days when merchants 
sold at Easter time one pair of patent 
leather shoes for dress and one pair 





of Russia calf oxfords for street 
wear. 

Also, by reason of the novelty pat- 
terns and the many kinds of leather 
in vogue, manufacturers are able to 
produce a greater variety of shoes 
than ever before. Seven or eight dif- 
ferent looking shoes may be made 

(Continued on page 159) 
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"FAIR is FOWL, 
and FOWL is FAIR." 


(Near)Shakespeare. 





THIS "FLAPPER" PUMP 


struck the RETAILERS' CONVENTION, at 
CHICAGO, RIGHT BETWEEN THE EYES, then 


STARTED TO RUN. 


IT IS STILL RUNNING, well IN THE LEAD of 
the LONG LIST of STYLE FEATURERS, offered 


in WOMEN'S SPORT SHOES. 


FIVE WEEKS' DELIVERY on THIS STYLE, 


PATENT, $3.85, BROWN CALF, $4.00. 


~~, 





MANCHESTER, N. H. 


Chicago Sample Room: Boston Sample Room: 
1726 Republic Bldg. 10 High St. 








THE "FLAPPER" PUMP 


New York Sample Room: 


127 Duane St. 


March 4, 1922 
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(Continued from page 156) 

from one set of patterns, by using 
different combinations of leather. 

Patent leather is a leading stock 
for both street and dress shoes. Elk 
and smoke leather are gaining new 
strength in the sport lines. Some 
manufacturers think that summer 
girls will pick patent leather pumps 
for dancing, and smoked leather golf 
oxfords for street and sport wear. 
However, makers of white shoes, both 
the plain and the trimmed shoes, in- 
sist that there is a big season ahead 
for them. Optimists expect that 
summer girls will buy two or three 
pairs of shoes for summer, combining 
patent dress, smoked sport and white 
recreation shoes. 


Shield Tips 


Shield tips are on some of the new 
style shoes. Also, new designs in 
dainty perforations are appearing on 
street and sport oxfords. Some new 
strap pumps are fastened with smart 
buckles. Silk stitched shoes continue 
in favor with many buyers. Manufac- 
turers are paying as high as $12 a 
pound for silk threads. 

While styles are more varied, yet 
they are staple. Freak fashions are 
missing. New styles are sellers. 


Gain on Oxfords 


At the pattern shop of Bailey & 
Stone, they say that there is a gain 
on oxfords, and that patterns of ox- 
fords are running in almost endless 
variety, plain oxfords, soft toe ox- 
fords, shield- tip oxfords, wing tip 
oxferds, pinked and perforated ox- 
fords and oxfords with aprons or 
saddles. Only the ball strap oxford 
is missing. 

Also, there are new strap pump 
patterns, both the wide single strap, 
and the two strap Cleo. New cut out 
effects are being tried. 


New Perforated Designs 


Some new sport shoes for street 
wear, from the factory of the Watson 
Shoe Co. reveal new designs, pinked 
and perforated on tips, stays or 
aprons. They are of white, or black 
leather, in plain and combination ef- 
fects. 


Quick Pfoduction 


In three weeks’ time are Mitchell 
Caunt Co. filling orders for their nov- 
elty styles shoes. Customers who are 
buying close to the markets appre- 
ciate this quick service. 


Pressed Seams 


Buyers of shoes may have noticed 
as a general rule that seams of shoes 
are pressed nicely and smoothly these 
days. One reason for it is that many 
seams are pressed by a small electric- 


ally heated iron. This iron does not 
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press out a smooth seam, the same as 
does a laundress with a flat iron, but 
it vibrates, and hits the seam a my- 
riad of blows with an electrically 
heated hammer, and thereby presses 
the seam flat and smooth. 


Elk and Smoked Leathers 


“Smoked elk leather is an incor- 
rect term,” says a tanner. “Cor- 
rectly, there is elk leather, a chrome 
tanned leather, colored with aniline, 
and well filled with oil, and smoked 
leather, a chrome tanned leather, col- 
ored in the smoke of a wood fire, and 
lightly filled with oil, because smoke 
and oil do not mix. 

Also, there is a new smoked leather, 
which is a chrome tanned leather col- 
ored with “artificial smoke,” which 
is a color compound that is scented 
so that it smells of smoke. 


Tanners’ Products 


E. M. Winslow, of the Benz Kid 
Co., Lynn, and Herbert V. Hunt, of 
Hunt-Rankin Co., Peabody, were 
elected directors of the Tanners’ 
Product Co. at its recent annual 
meeting. One of the plants of this 
company is at South Peabody. It 
reclaims tannery waste, chiefly hair, 
and it makes the hair into wall board 
for offices, insulators for electrical 


equipment, and felt for box toes and’ 


slippers. 


New Moccasin Firm 


The Sagamore Shoe Co., which was 
incorporated last week, with a capi- 
tal of $50,000, has taken the Ingalls 
factory at 65 Whiting Street, Lynn, 
for the manufacture of moccasins by 
a patented process. The company is 
made up of William L. Baxter, of 
Beverly, inventor of the process, and 
Frank D. Tuttle and Charles W. Cass, 
of the Tuttle Tanning Co., of Salem. 


L. & L. Co. Incorporates 


Letts & Litvack, makers of turn 
comfort shoes, incorporated recently, 
with a capital of $50,000. The in- 
corporators were Harry A. Litvack 
and James A. Letts, manager of the 
factory, and Ralph H. Mears, the 
salesman. Mr. Letts and Mr. Lit- 
vack were with the former firm of 
J. L. Walker Co. of Lynn. The com- 
pany started business two years ago, 
and is located at 266 Broad Street. 


Increasing Production 
Haskell and Brown, of Lynn, are 
building an addition to their factory 
at Farmington, N. H. and will in- 
crease its production to 3000 pairs 
a day of comfort shoes. 


Lynn Style Show 
The Lynn Association of Superin- 


tendents and Foremen is planning a 
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shoe style show, as a feature of its 
annual ball. 


More Patent Leather 


Tanners of Peabody have made a 
large increase in their production of 
patent leather, which is a sign that 
shiny shoes will be worn the coming 
season. 


Cost Accounting 


A series of lectures on shoe trade 
accounting is being given at the Lynn 
Shoe School by E. A. Remic, of the 
Emerson Shoe Co. of Rockland. 


Newman with Boyden 


Harry C. Newman, formerly with 
the Boyden Shoe Mfg. Co. has made 
arrangements to represent Alden, 
Walker & Wilde of East Weymouth, 
Mass., in Kansas, Nebraska, Iowa, 
and Missouri. Mr. Newman has a 
large acquaintance and a strong fol- 
lowing in his territory, which will cer- 
tainly insure his bringing home the 
bacon. 


Southwestern Travelers 
Elect Officers 


The Southwestern Shoe Travelers’ 
Association held its annual conven- 
tion and election of officers in the 
Texas Hotel, Fort Worth, during the 
convention of the Texas Shoe Retail- 
ers’. 

The Southwestern Association has 
shown a remarkably healthy growth 


during the past year when other asso-* 


ciations were slumping in their 
membership. Over 200 members are 
aow in good standing, according to the 
last report of the secretary. 
Resolutions were adopted pledging 
the best efforts of the Southwestern 
Shoe Travelers’ Association in build- 
ing up the membership of the Retail 
Merchants’ Association, and in work- 
ing with the merchants in every way 
possible to better merchandising con- 
ditions. 
Favor Free Hides. 


By another resolution the Shoe 
Travelers went on record as favoring 
free hides and against any tariff on 
this commodity. 

J. U. McAllister of Fort Worth was 
re-elected president and B. MeWhir- 
ter of Waco was re-elected secretary. 


Tweed Styles 


Lynn merchants are showing tweed 
suits for spring and summer. They 
are sort of Scotchy. To the average 
girl that may mean just something to 
wear. But to the shoe man it means 
a run on sport styles, for, with those 
tweed suits the girls will wear sport 
oxfords of smoked leather with tan 
calf trimmings and sport stockings, 
too. * 
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Style No. 5S7S—Patent leather 


one strap with imitation tip. Made 
on No. 118 last. 14/8 heel. Medium 
narrow toe. 


This patent leather pump with the wide strap and the 
single button is the prevailing style for “smartness” 
in popular demand this spring. 


The trim last and perfect fitting pattern with neatly 
perforated lines is characteristic of the Johnson Bros. 
line of Spring Novelties that offers your trade all that 
can be desired in “up-to-dateness,” yet these shoes 
are built on the quality basis that has made this house 
known and respected for many years. 


“Send for samples and prices.” 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 




















oof. oo 


ne 


“ane ew ovrads 














March 4, 1922 


Frederick Beebe Dead 


Frederick Beebe of the leather firm 
of Lucius Beebe & Co. died Feb. 20, 
aged about 64 years. He is survived 
by two sons, a daughter and two 
brothers, Marcus and Junius Beebe. 


George C. Howes Dead 


George C. Howes passed away Feb. 
18 at the Phillips House, Massachu- 
setts General Hospital, after an ill- 
ness of several weeks. Mr. Howes 
was 53 years old at the time of his 
death. He was connected with the 
sole leather firm of Howes Brothers 
Co. for twenty-five years, having been 
a director of the company since 1905 
and Western manager for fifteen 
years. He was for twenty years as- 
sociated with the Union Rescue Mis- 
sion of Boston and was president of 
the Russian Evangelical Society of 
New York and was himself a Bible 
teacher. Besides being a salesman of 
unusual ability, his fine personality 
won for him many close friends in the 
trade throughout the country. He is 
survived by a wife, four brothers and 
three sisters. 


Chicago Shoe Travelers 
Meet 


The Chicago Shoe Travelers held 
a special meeting Feb. 11, at the Pal- 
mer House, in reference to the $200 
burial fund, which has been in vogue 
in the Chicago Association for the 
past two years. 

Frank B. King, newly elected presi- 
dent of the National Shoe Travelers’ 
Association and one‘of the most ac- 
tive members of the Chicago Associa- 
tion, was heartily in favor of con- 
tinuing the benefit fund. The one big 
problem is to provide ways and means 
of meeting this extra obligation. 
From experience during the last year 
it is a serious question whether or not 
the $5.00 dues now paid by the mem- 
bers after deducting the per capita 
tax which goes to the National Asso- 
ciation, will be sufficient to provide 
money for the burial fund. Especially 
is this true since the National As- 
sociation has increased the per capita 
charge from $1.00 to $1.50 per mem- 
ber. In view of this Mr. King sug- 
gested that the dues in the Chicago 
local association be raised to $6.00, 
which he estimated would be sufficient 
to provide for the running expenses 
of the association, the national per 
capita tax and still permit the pay- 
ment of the $200 to the family of a 
deceased member. 


Ralph Staedeker’s Plans 


Ralph Staedeker as chairman of a 
committee appointed some months 
ago to suggest ways and means of 
continuing these payments proposed 
the organization of an insurance as- 
sociation, within the ranks of the 
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shoe travelers, which in a way would 
be a wheel within a wheel. 

It was decided that the matter was 
very important and a special meeting 
in reference to this was held today, 
March 4, at which every member 
present was given an opportunity to 
express any opinion he had on the 
subject. 


President King Appoints 
Committees 


Frank B. King, president of the N. 
S. T. A., has appointed an educa- 
tional committee, whose duties will be 
to keep thoroughly posted on trade 
and style conditions, and who are to 
work with the style committees of the 
National Shoe Retailers’ Association 
and the National Boot and Shoe 
Manufacturers 
educational committee is one of the 
most important committees of the N. 
S. T. A. S. A. McOmber of Utz & 
Dunn, is the chairman. The other 
members are: Lou Hart of Krippen- 
dorf, Dittman Co.; Larry Sass of the 
John J. Lattemann Shoe Mfg. Co.; 
A. W. Meley of Laird, Schober Shoe 
Co.; John D. Baxter of Lounsbury- 
Mathewson Co.; E. T. Dickerson of P. 
Sullivan Co.; James Stoner of Boyd, 
Welsh. Co.; G. Frank Crehan of 
French, Shriner & Urner; George J. 
Lovely of The Dalton Co.; H. D. Goss 
of the Jelly-Delaney Co. 





Next Annual N. S. T. A. 
Convention 
Chicago, Jan. 11, 12, 13, 1923. 


Frank B. King, president of 
the N. S. T. A., after consulting 
with his officers, has decided 
that the 1923 Convention of the 
N. S. T. A. shall be held at Chi- 
cago, on January 11, 12, and 13. 
These are the dates immediately 
following those on which the 
Convention of the National 
Shoe Retailers’ Association is 
to be held and is so planned 
that a large attendance may be 
accomplished without any undue 
inconvenience. 











CINCINNATI 


PRING business begins with 

clearance sales about at an end, 
and the purchase of spring foot- 
wear not yet a matter in regard to 
which the consumer is concerning 
himself to any great degree; the local 
retail merchants have been passing 
through a business lull in point of 
volume. It is however, being taken 
as a matter of course, since the situa- 
tion is considered entirely seasonal in 
nature. Advance displays of spring 





Association. This _ 
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footwear are beginning to appear in 
the show windows of the downtown 
stores. The fact that the majority 
of women’s styles this past fall and 
winter have been strap pumps and 
oxfords is causing the introduction of 
the new spring styles to appear more 
as a continuation of the old season 
than the offerings of the spring sea- 
son. The styles thus far displayed 
are not unusual and do not contain 
any radical changes of pattern. Strap 
effects are in the lead. Five eyelet 
lace oxfords are very much in evidence 
in both plain and sport designs. In 
the lighter footwear, patent by itself 
and in combinations with suedes, is 
offered quite extensively. In dress 
footwear the Spanish and junior Louis 
heels are apparently the thing, while 
in the street and sport wear 8/8 and 
13/8 heels seem to be the consensus 
of opinion. 


Trade Is Fair 


The local retail shoe merchants are 
anticipating a fair amount of busi- 
ness during the pre-Easter season, but 
they do not attach as much impor- 
tance to the occasion as was the case 
some years back, when Easter was 
looked upon as the great dress-up 
day. It is more the custom now to 
sell spring footwear, millinery and 
clothing while the winter still pre- 
vails. Those local stores catering to 
the fashionable trade are reporting a 
fair amount of business. The sale of 
sport models thus far would indicate 
that there is going to be a large sport 
season this year. Tweed suits in all 
colors are being sold for young wo- 
men, and naturally a large volume of 
sport and semi-sport business is to 
follow for the shoe merchants. 


Manufacturers Present New Styles 


During the past thirty days the lo- 
cal manufacturers have given much 
study to the style situation, and al- 
though on the whole there appears 
to be a less amount of difference of 
opinion between style builders, they 
have produced some patterns which 
carry an added degree of snap and 
beauty. Both white and pearl grey 
semi-sport patterns trimmed in darker 
shades of leather are coming out and 
are meeting with general approval. 

The Val -Duttenhofer Sons Co. is 
featuring a sport one-strap; a three- 
quarter inch strap, buttoned, in pat- 
ent leather, and with a low heel. Pat- 
ent and suede strap combinations with 
13/8 heels are also found good by this 
concern. Two tone brown sport ox- 
ford with a low heel is also good. 

The Julian & Kokenge Co. is fea- 
turing a patent one strap pump with 
cut outs on the sides just abové the 
arch. 
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Nothing in the Shoe 
But the Foot 





RIVET 
LOCKING SHANK TO INSOLE 








Let the Shoe Itself Support the Arch 


MAX Y people in your city are troubled with weak or 


fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 


: A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 

lively shoe store. 

The Crawford Arch Supporting Shank is built 

right into the shoe—fitted between the inner and 

outer soles and locked to the insole. It preserves 








Aubern, Me. 
87 Main 
Brockton, 
93 Centre 
Cincinnati 
708 Broadway 

Chicago 
8 South Market 


1 
Haverhill, Mass. 
1 x 


Johnson City, 
N. Y. 
124 Main 


Merthore. Mass. 
11 Florence 


Mass. 


the shape of the shoe and gives support to the 
arches and ease to the foot. It cannot abrade the 
skin. 


United Shoe Machinery 
Corporation 
Boston, Massachusetts 

















Milwaukee 
258 Fourth 
New Orleans 
216 Chartres 
New York 
37_ Warren 
J. K. Krieg, N. Y. 
39 Warren 
Philadelphia 
221 North 18th 
Rochester, N .Y. 


859 Mission 
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Bigger Demand Than Ever 
For Sport and Outing Wear 








Every complete line of shoes should contain 
some moccasins. Get this old reliable line and 
you'll find your prestige firmly established for 
quality. 


The Woc-O-Moc is a true moccasin made with- 
out an innersole and possessing all the quali- 
ties of comfort, fit and wear—characteristic of 
Rangeley Moccasins. The pattern does away 
with the hand seam over the ball of the foot, 
which is the point of greatest strain. 


It is apparent that with the elimination of this 
hand seam there can be no possibility of rip- 
ping at this vital point. The durability and 
waterproof qualities of the moccasin are 
thereby much improved. 


Stock No. 3923 
Women's Smoked Elk Woc-O-Moc, 8 inch, 
Duflex Sole, Special Tennis Heel, Kennebago 
Last. To order, 2% to 8 A to E 





Stock No. 3841 Stock No. 3830 


Men's Chocolate Elk Woc-O-Moc, 5 Inch, Men's 5S Woc-O- 

Dufiex Fibre Sole, Elk Mid Sole, Special Height, oy sds Elk Mid “ois, Special 

Tennis Heel, Woc-O-Last. To order, 5 to Tennis Heel, Woc-O-Last. To order, 5 to 

12, B to F. 12, B to F.. : ‘ 
G. H. BASS & COMPANY 


MAINE 
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A New 
Mark 





Since 1876 A New 
Makers of Women’s Shoes Step 
exclusively— in Shoe Making 


All the style so dear to 
feminine heart will stay 
—but something will be 
added. 


—and Next Week the 


New Mark goes on 


one nsen Bros. Shoe Co. 


Makers- Women’s Shoes Exclusively 
Saint Louis. 
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DENVER 


Good Business Outlook Continues 


Improvement Already Noted—Retail Merchants 
Making Ready for Active Spring Trade 
—A Store Shoe Style Show 


USINESS in all lines continues 

to show improvement in Den- 
ver and other parts of Colorado. 
The opening of the big steel mills in 
Pueblo is giving many men work and 
is a start toward industrial revival 
on a large scale in the state. The 
mining outlook is also very bright 
and everything points toward a big 
revival in that line of industry in the 
state this spring. This will mean a 
big increase in the circulation of 
money in this part of the country and 
as a result all lines of business will 
be benefited. The shoe merchants of 
Colorado are making their plans ac- 
cordingly and are preparing to cap- 
ture their share of the increased busi- 
ness. 

A display of the latest footwear 
from Paris and New York was held 
in the shoe department of the Denver 
Dry Goods Co. recently. The shoes 
were exhibited on living models and 
more than 500 women shoppers were 
attracted by the novelty. According 
to those in charge of the show it was 
the first of its kind ever held in Den- 
ver. J. B. Fleming, head of the snoe 
department and originator of the 
idea, said that he was well pleased 
with the results of the display. 
“Whatever comes direct from Paris 
is the style of the day,” said Mr. 
Fleming. “Previously Paris dictated 
styles in dresses and hats, but styles 
in shoes and slippers were set locally. 
Now Paris styles in shoes are being 
everywhere adopted. All of the 
latest styles from Paris and New 
York are brought here in the Laird- 
Schober Co. lines, and are shown ex- 
clusively in this region by the Denver 
Dry Goods Co.” 


Exclusive Shoe Store Opened 


O. A. Branting has opened an ex- 
clusive shoe store in Riverton, Wyo., 
the first for that city. To start with 
it is planned that the neds of the 
women and children will be taken care 
of and men’s shoes added at a little 
later date. 


One-Inch Heels Popular 


The Fontius Shoe Co., Sixteenth and 
Champa streets, Denver, announces 
that the increasing demand for one- 
inch heels has brought many new 
creations in straps and oxfords, and 
to keep up with the demand the firm 
is receiving new shoes daily. During 
the past week the Fontius people have 
been featuring a three-strap, patent 
sandal with plain toes and cut-outs, 
and a plain toe patent oxford. 


Brief News Notes 


The Douglas Shoe Co., 719 Fif- 
teenth street, Denver, is shortly to 
begin work on alterations at its 
store which will cost in the neighbor- 
hood of $1,000. 

R. L. Gilliam, salesman for the 
Brown Shoe Co., of St. Louis, Mo., 
has returned from a trip in the San 
Luis Valley of Colorado. 

The Gates Dry Goods Co., of Eliza- 
beth, Col., and a firm operating a shoe 
department, is at this time conducting 
a “quitting business sale.” 

George J. Withington, represent- 
ing the H. A. Lappe Co. of Pittsburgh, 
Pa., was a recent business visitor in 
Denver. He reports business improv- 
ing in the eastern part of the coun- 


try. 





PITTSBURGH 


A Business Lull Noted 


Shoe Trade Leader Says: 


“Keep Prices 


Within Reach of Public’s Purse, Trim 
Windows Carefully and Oftener” 


HOUGH January generally saw 
brisk sales throughout the 
retail shoe trade, February brought 
a temporary lull. Weather conditions, 
combining with the industrial depres- 
sion, have doubtless caused this con- 
dition. The result has afforded ex- 
cuse for many cash-raising sales, and 
some merchants report that much of 


their merchandise has been sold at 
hardly no gain in their efforts to keep 
themselves on an even basis with the 
manufacturer. 

One leader in the shoe trade here 
believes that the present industrial 
crisis is bound to show its effects in 
the marketing of shoes, more so than 
during the last two years. He 


165 


prophesies that for the next month or 
two, at least, business will be slower 
than for the same period last year, 
and advises merchants to maintain a 
conservative gait in replenishing 
their stocks, with just as conservative 
policy as to styles. He also ad- 
monishes, “Keep your prices within 
reach. Trim your windows with more 
care than ever before, and oftener, 
for there is your best salesman. 
When your salesman is shabby, pedes- 
trians pass him up and sneer at him.” 


A Record Broken—Also a Window 


Following the recent reorganization 
of the Carter Shoe Co., now under the 
joint control of Perelstine & Supo- 
witz, the firm has held two extra- 
ordinary sales in the last two months. 
At one of them, crowds were actually 
so large that the local police depart- 
ment voluntarily took a hand in af- 
fairs, but couldn’t stem the mob that 
had gathered before doors opened and 
which broke a huge plate glass win- 
dow in the facade. Here is a good 
example for merchants the country 
over who may be suffering from gen- 
eral hard times. The secret of the 
success in this instance lay in good 
values, good advertising, and good 
management. The sale lasted nine 
days. This firm is exclusive agent 
for “Red Cross” shoes here. 


Popular Prices Are $7 and $8 


Conditions point to the unmistak- 
able fact that the day of the price 
for shoes has passed, for some time to 
come at least. Eight dollars is the 
popular top mark here, with seven 
closer to the average figure, at least 
for men’s shoes, while five and six is 
closer to the effective seller to ladies’. 
Patent low cuts of the various de- 
scriptions with the 8/8 heel are the 
predominating styles. Ladies’ four 
and six-buckles goloshes saw most re- 
turns during the recent cold spell, 
one merchant claiming that at his 
place they “sold like peanuts at a 
circus.” 


Suburban Stores Say “Fair Business” 


Merchants in the suburban dis- 
tricts over the territory of Pennsyl- 
vania, Ohio and West Virginia report 
that business so far has maintained a 
fairly even gait, and only in the past 
week or two, has it shown a tendency 
to drop. A sure gage of conditions 
in these towns is found in the opera- 
tion or non-operation of various 
manufacturing plants, and in those 
places where the pipes are steaming, 
business is as good as ever during the 
last year. A feeling prevalent in 
these towns, as well as in the city 
proper, is one of hope that a little 
more wintry weather will set in so 
that odds and ends may be cleaned 
out. : 

(Continued on page 175) 
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A.C. Lawrence Leather Co. | 
161 South Street, Boston 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
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FLEXIBLE — UNIFORM — DEPENDABLE 


HUB PIGSKIN COUNTERS are nota 
by-product. They are made from that 
part of the skin which is_ selected 
primarily for its qualities as a leather 
counter material. 


In the same way that the best part 
of a hide is the back, the best part of 
a pigskin is the HUB RESERVATION. 





The strips on the back, from shoulder 
to butt, are reserved exclusively for 
HUB PIGSKIN COUNTERS. No cut 


is made farther than six inches from 
the back bone. 


HUB COUNTERS are, therefore, uni- 
form in their high quality. They are 
made of flexible clean pigskin of prime 
selection, well moulded into counters 
worthy to be a part of the very best 
and highest priced shoes. 


And the cost of HUB PIGSKIN 
COUNTERS favors both the manufac- 
turer who uses them and the dealer 
who specifies them. 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphfa, Pa. Gloversville, N. Y. 
SALES OFFICES 
New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 
SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 


Boston, Mass. London, Eng. 
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DISPLAY 
CREATES 
SALES 








NEW LAST 








New York Showroom: 
607 Marbridge Bldg. 





ANEW PATTERN 


DEGEN - LIPP, Ine. 


Makers of 


Women’s Best Turn Footwear 


Factory: 
133-143 Floyd Street, Brooklyn, N. Y. 














596 
Tony 
Red Calf 
Philadelphia Ox- 
ford Rubber Heel 
A, B, 7-11; C. D, 
6-11 





Our Spring and 
Summer, 1922, Cata- 
log ready February 
20th. 








(9 BROCKTON 


THE TRUMP— 
it’s a winner! 


THE 


SHOE ~<a 


Tony Red Calf 
Philadelphia 
Oxford 
Rubber Heel 


A, B, 7-11; C, D, 6-11 


These models in our 
spring samples were 
so tremendously pop- . 
ular we decided for 
our customers’ con- 
venience to have them 


IN STOCK. 





Twenty-five styles— 
READY NOW 
High Shoes 
and Oxfords. 
Complete Run of 
Sizes and Widths. 











M. A. PACKARD COMPANY 
MASSACHUSETTS 
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Diamond Brand 
Fast Color Eyelets 


Superior to all others. They 


never wear brassy. 


United Fast Color Eyelet 


Company :: Boston 


March 4, 19292 
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oy oy 
INFANTS AND CHILDREN’S 
FOOTWEAR 





No. B 2536 
White Moccasin with 
White, Pink or Blue Rib- 


bon and 
Trimmings. 


$9.00 a Dozen Pairs 










No. B 371 
Patent Four Strap Sandal 
4-8 Spring Heel ..$1.70 
8%-11 Spring Heel. 2.25 

No, B 379 
Same in Brown Patent 
Leather. 


French Knot 


4 i oy high 
class appear- 
ance and satisfy- 
ing quality appeal 
to every class of 
trade. 


Infants’ shoes of 
the sure - to- sell 
sort that bring in 
daily trade and 
profits. 


If you’ contem- 
plate building or 
enlarging. a chil- 
dren’s department, 
we suggest that 
you write for our 
Style Book for 
helpful __ point- 
ers. It is print- 
ed in colors and 
lists all stock 
styles. 


J -J - Mac MASTER 
ROCHESTER ,N-Y. 
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An Orthopedic Shoe 


In Strict Accord 
with Fashion 









‘THE Startright Walking 
Shoe is an orthopedic 
shoe in disguise—in such 
well-planned disguise that it 
in no way detracts from its 
general stylish appearance. 
It conforms to every move- 
ment of the feet, building 
them strong, healthy and 
graceful. 
The Flexible Arch is a feature 
sure to impress your women cus- 
tomers with the wisdom of prop- 
erly caring for their feet. When 
they observe that they can have 
style, combined with comfort, the 
sale is easily closed. 



















Write us for description of our 
new 505 model and dealer prop- 
osition. 







Carried in stock in eleven styles. 


‘Baker 


SHOES FOR WOMEN 


323-343 CLASSON AVE, 
BROOKLYN N.Y. 
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Women’s Sport Oxfords In Stock 


mm QS3.35 


Smoked Elk 
with Mahogany Side 
Apron and Backstay 


Lot No. 1789 
Pearl Elk 
with Gun Metal Calf 
Apron and Backstay 






Terms: Net 30 days. 
F.O.B. Boston 


Plain (Soft) Toe, Sport Last, Suction Cup Fibre Sole, Spring Heel, Leather 
Innersole, Goodyear Stitched, American Welt. 
36 Pair Cases—Sizes 2!4.-6, 212-7, 3-7 


(Do not fail to mention Lot Number when ordering) 


R. E. McDonald Company 


118-128 Lincoln Street, Boston 11, Mass. 


























JUVENILE 
STITCHDOWNS 
“MADE GOOD 
TO MAKE 
GOOD” 





Community Stitchdowns make good with Merchant, 
Mother, and Child alike in Salability, Wear and Com- 
fort respectively. 


The Lotus 2-Strap Pump illustrated is but one of the models 
in our complete line of Stitchdowns. It is made of the 


4 
of materials in tan, patent leather, mahogany, or with patent 
leather vamp with grey calf quarters, It is a winner at the 2 
following prices: EE 





. 


nea eg eo pe And the new Lexington models make 
$1.20 $1.40 $1.60 their bow to waiting merchants. 
REMEMBER: Community Stitchdowns Sports, street, afternoon and evening— 
are repairable. there are models in the Lexington line 
, for every wear; each fetching to fem- 
lorda, play shoes and ether novelty ptitshaswas inine fancy in its own inimitable way. 
of the better kind. Sample orders quickly at- 
tended to. ie wate com Suaienee only 
Order Community Stitchdowns from your a peated 
jobber. If he hasn’t any, send us your Prices on request 
order. J 
Lexington Shoe Co. 
The Community Shoe Mfg. Co., Inc. 33 Essex Street 

















351 Classon Avenue Brooklyn, N. Y. Haverhill, Mass. 
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Ses me 


Saddle 
Blucher 







No. 110 


Black Calf Vamp. Tan or 
Black Calf Saddle. Grain In- 
nersole and Counter, Oak Outer 
Sole. “Wingfoot” Rubber Heel. 
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ERE, in this striking new Saddle Blucher, is a char- es 
+e acteristic Bates example of early Fall fashion for fa 
{i men. ae 
a: (es 
é ize ° . . Spas 
gic It is the smartest new idea yet introduced. It meets the e 

a requirements of leading dealers who are constantly looking fe 
ay to us for distinctive things. | 4 
_ . 7 ° = 2 : 
Hip: A stunning high shoe on this same pattern will be among a 
several fine variations of the Saddle Blucher in the Bates at 
Fall line. fy 2: 
he 
' 1 
You should have the new Bates in-stock catalog, just out. Gt 
. a2t8 
Mailed free: re 
‘ts 
2s 
ty 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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SHOE 



























Strap Welt 


Patent Leather Mary Jane Turn 


No. 2103—Growing Girls’ Two 


Fairy 2103—(iun Metal Calf, AA to D, 34 
OD © coccscscccosescescecesesesed $3.45 
Fairy 2102—Patent Leather, AA to D, 3 
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Fairy 9—Infants’, No Heel, D, 1 to 5-61.25 
Fairy 109—Children’s, Wedge Heel, ©-D, 
BS WD Ge cccvccscccesotoeusesceoeeses $1.50 h lid 
F hild Spri H 
4g Sj. news eee te onday. 
a. a ; Be 
“Ss 300M eS Be prepared—Our in-stock service in 





ship. 
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“SUEDE POWDER | 


CLEANS & RECOLORS 
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Handy Felt Buffer 
Sets in Bottom of Tin 





1 — Tne i 





LET GRIFFIN 


Help Sell Your Suede Shoes 


Show your customer how 
conveniently she can clean 
and recolor her suede shoes 
with GRIFFIN SUEDE 
POWDER. 


The only suede powder put 
up in the GRIFFIN PAT- 
ENTED TIN. 


(The powder and buffer are in one 
compact tin) 


MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 


If your dealer cannot supply your 
demand 


WRITE 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 








We believe the sale of Easter shoes will not be 
confined to just a few days before the holiday. 
It will be carried over several weeks before the 


TRADE MARK 


for growing girls, misses and children will help you. 
They are the right styles, rightly priced and ready to 


You know their quality. We illustrate two of many 
numbers. May we tell you about others? 


Grieb Shoe Manufacturing Co. 


309 ARCH ST., PHILA. 













































Showing Buffer in Use 








NEW YORK, U. S. A. 
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INDIANAPOLIS 


Attractive Spring Styles 


Considerable Lull in February Shoe Business— 
Retail Merchants “Marking Time” Wait- 
ing for Coming Business Activity 


LTHOUGH only a comparative- 
ly few calls for new spring 
footwear have been received so far 
this month, Indianapolis shoe mer- 
chants believe that if the weather is 
at all favorable the spring business 
will pick up considerably during 
March. If the weather continues 
cold and damp, spring buying no 
doubt will be deferred several weeks. 
Practically all of the local mer- 
chants have arranged their early 
spring stocks on their floors and dur- 
ing the last week have dressed up 
their show windows with some 
mighty attractive new spring styles. 
With all of this done, they are now 
merely “marking time” in anticipa- 
tion of the sales activity that is to 
come. Although they are not looking 
forward to anything sensational in 
the way of spring business, because 
of the general business depression, 
they believe business will be equally 
as good as it was last year at that 
time. 

There was a considerable lull in the 
shoe business in Indianapolis since 
the first of February. In fact, about 
the only business that has been done 
has been in odds and ends and dis- 
continued lines, which were greatly 
reduced in price in order to make 
room for the new spring styles. 
January was a fairly good month, so 
far as the volume of business trans- 
acted was concerned, but this was 
due largely to the many sales. Ef- 
forts to continue the sales into Feb- 
ruary failed to do much good and 
most of them were called off. 


What Is Fashionable 


Indianapolis shoe merchants say 
that patents and black satins in strap 
effects and low heels are going to be 
the leaders in the early spring busi- 
ness. Rumors also have been in cir- 
culation from other cities that grays 
and combinations are going to be in 
big demand this spring and summer, 
but, so far as the local shoe men are 
concerned, very few calls have been 
made regarding grays as compared to 
the number of calls for black patents 
and satins. 


A Sale—Boots Discussed 


The Fashion Shop, Indianapolis, of 
which Edgar Hart is _ proprietor, 
staged a sale during the later part 
of January and the first part of Feb- 
ruary, at which some very high-class 
footwear was offered at $8.95. The 
sale, according to Edward Haldy, 


manager of the store, was very satis- 
factory, although not as much of a 
success as a previous $6.95 sale which 
the store put on. 

“One thing was certain,” said Mr. 
Haldy, “We found out what the 
women didn’t want, and that was 
boots.” 

He said that while there has been 
some talk among shoe men recently 
to the effect that boots may be re- 
vived for next fall and winter, he is 
of the opinion that there will be no 
demand for boots among the women 
until skirts return to shoe-top length. 
In this opinion the skirt will have to 
be lowered first before shoe merchants 
can be expected to revive any inter- 
est in boots. 


State Convention March 6-8 


Reports coming into the officers of 
the Indiana Retail Shoe Association 
indicate that the attendance at the 
association’s annual convention, 
which will be held at the Hotel Lin- 
coln, Indianapolis, March 6, 7 and 8, 
will be the biggest in the history of 
the organization. In addition to a good 
program of addresses by men promi- 
nent in the shoe trade, there will be 
theater parties, banquets and other 
forms of entertainment in the eve- 
nings for the visiting shoe men and 
their wives. All merchants in the 
state who have any questions in 
mind that they would like to have 
discussed at the convention are re- 
quested to send them immediately to 
Clyde E. Young, head of the shoe 
department at the L. Strauss & Co. 
store, Indianapolis. 


Hoosier Shoe Briefs 


The retail shoe firm of Sutton & 
Hoover of Union City, has changed 
hands, Thomas C. Sutton selling his 
interest to Glenn Austermann, who 
has taken charge. Mr. Hoover re- 
mains as the senior member of the 
firm. The Sutton & Hoover con- 
cern has been in business in Union 
City for fourteen years. 


Jacob Bernheimer, of the Bern- 
heimer Shoe Co., of Terre Haute has 
received a diploma in orthopraxy 
from the Wizzard Appliance Co. 
Accompanying the diploma was a 
letter congratulating him on _ the 
high percentage with which he 
passed the national examination. 
~ Announcement was made recently 


175 


by the management of the Economy 
shoe store at 313 South Main street, 
Elkhart, that extensive improve- 
ments are soon to be made. The 
store front is to be rebuilt and a 
general rearrangement of the in- 
terior is to take place. The front 
will be reconstructed with a large 
vestibule entrance, affording greatly 
increased display space. 


Auerbach’s Gain in January 


According to Manager Staiger of 
the Shoe Department of the big 
Auerbach company, his department 
made a satisfactory gain in January 
over January, 1921. 


Convention Plans Under Way 


Preparations for the big Western 
convention to be held in this city in 
August are already under way ac- 
cording to president Hirschmann who 
has promised to make an announce- 
ment concerning the committee’s 
plans for an early issue of the RE- 
CORDER. 











Henry R. Sommer, who travels New 
York City for the Crescent Shoe Co. 


“Hen” Sommer Heard 
From 


Henry R. Sommer, known as “Hen” 
to his innumerable friends in the shoe 
trade, has just completed a very suc- 
cessful year with the Crescent Shoe 
Company of 159 Duane Street, New 


. York. “Hen” has spent the past fifteen 


years in the wholesale shoe business, 
ten of which have been devoted to sell- 
ing shoes in New York City. We are 
informed that in his recent campaign 
with the Crescent line of spring 
samples, he has secured for himself 
still more new and valuable friends, 
and that he hopes to continue the 
good work on the road. 
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Illustrated Straps in 
PATENT, GUN METAL OR 
BROWN 
READY FOR SHIPMENT 


Witherel l 


TURNS 
Haverhill 


grade one constuction 














No. t—$3.75 per dozen pairs. 
No. 4c—$3.00 per dozen pairs. 


Write for our new ornament which converts your one 
or two strap pumps to a sandal. 


Vanity Novelty Works 


961 Gates Ave., Brooklyn, N. Y. Ge ve largely governs 


a woman’s shoe choice. 
Long wear, pliability 


“eT / IFTON 99 of leather and perfect fit 
} confirm it. When she slips 

her foot into a pair of 

(SPECIAL) Witherell Turns her desire 


e to buy them becomes irresis- 
Shoe Covering Paper tible. For Witherell Turns 

combine all the elements de- 
manded by the well-dressed 
For covering white and deli- woman who shops for style 
cately colored shoe material this and service. 


paper is unsurpassed. 
And to the dealer Witherell 





Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 


Turns mean multiplied 
profits and_ ever-increasing 
prestige. 


the packing room in perfect con- 
dition. 


By special manufacture it is 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 


and prices on request. 
E. A. & M. C. Witherell Co. 


Boston Office: 


CLIFTON MFG CO. Haverhill, Mass. 207 Essex St., Room 211 


BROOKSIDE AVE., JAMAICA PLAIN Sateelinn, tee Remand teal ll 
~~ 
| 
































w._J 


. J. CULLY 
BOSTON -30-MASS. *Momake, Neb. 
MANUFACTURERS OF “CLIFTON” GEM DUCK i> 
BACKING AND STAY CLOTHS 
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. 
Stitchdowns 
5-8 8%-11 11%-2 2%-8 
9 733 Tan Lotus Sandal 90 1.00 1.15 1.50 
Let * 733H Tan Lotus Sandal, heel 1.30 1.65 
, 2733 Mahogany Elk Sandal 90 1.00 1.15 1560 
730 + =«Bilack Calf Sandal -90 1.00 1.15 1.50 
Get 762 Smoke Sandal 90 1.00 1.15 ~1,50 
731 Tan Lotus Pump -90 1.00 1.15 1.50 
752 White Sandal -95 1.05 1.20 1.60 
Together 933 Tan Lotus San. Hy. sole 1.00 1.10 1.25 1.60 
773 Patent Sandal 1.10 1.20 1.385 1.75 
133 Cherry Lotus Sandal 
Byron Process sole -95 1.05 1.20 
126 Cherry Lotus Oxford 
Byron Process sole 1.00 1.10 1.25 
217 Cherry Lotus Polish 1.35 1.60 
217H Cherry Lotus Polish, heel 1.95 


and McKays 





5-8 8%-11 11%-2 2%-8 
G12H Patent Instep Strap, wide toe, 
IN heel 1.35 1.50 1.75 
1612H Patent Instep Strap, Eng. toe, 
heel 1.50 1.75 
& G14 Mahogany Instep Strap, wide 
STOCK toe, wedge 1.10 1.30 
G14H Mahogany Instep Strap, wide 
toe, heel 1.30 1.45 
1614H Mahogany Instep Strap, Eng. 
toe, heel 1.45 1.70 
214 Mahogany Ox. wide toe, wedge 1.20 1.40 
214H Mahozany Ox. wide toe, heel 1.40 1.60 
1214H Mahogany Ox. Eng. toe, heel 1.60 1.90 


414 Mahogany Polish, Medium High 


HAGERSTOWN SHOE & LEGGING CO, INC, svt scsevrno, aan mn" 


Cut, heel 1.60 1.85 


HAGERSTOWN, MARYLAND, U. S. A. aie «4 tn 1.85 2.20 














Fashion’s Newest 
Designs 


ALL IN STOCK 


7 





No. B 277—Patent Colt Princess, Black 
Silk Elastic Gore, 15/8 Celluloid Louis Heel 
WON ten tue wenosdedseeeeesebeiah . 85.65 





No. B 2S81—Patent Colt Oxford, Gray Kid 
oven, 170: GHG, We 6c civscdesced $5.00 





No. B 284—Patent Colt, Gray Kid Strap 
and Apron, 10/8 Heel, Nickel Buckle, 
velt 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 








No. B 280—Patent Colt Two Strap, 14/8 


Gea TRG, Wile 09-0 stcenc ences acts $4.90 SIZES IN STOCK 





GR. cccddoedecedesulcs 4% to 8 
No. B 279—Same as above in Black Kid A veceeeecereeereens 3 
With Emnltntlem Tip. cccecvocccccccces $4.75 8 CR A Se aE 22 = 4 
Tater dese ghee: 32 to 8 No. B 282—Patent Colt New Wide One 


No. B 278—Same as above in Brown Kid Strap, Nickel Buckle, Imitation Tip, 10/8 
with Imitation Tip................0. 85.00 Terms: Net 30 Days ee Er PE 
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ie 


Two New Styles for March Delivery 
IN STOCK 





SIZES AND WIDTHS 


No. B 489-—-Patent Leather Oxford, No. B 492— Patent Leather Strap 
Gray Saddle, 229 Last, 9/8 Military Pump, 229 Last, 9/8 Military Heel, 
Heel, Welt. Welt. 


$5.00 $4.85 


Terms: Net 30 Days 











Write for Stock Catalog 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


ST 


— 


BROCK TE 


FOR MEN SHOE 


Two 
Popular Models 
for 
SPRING 
and 


SUMMER nese FT 


. : P Smoked Elk Sport Oxford Russia 
Quality and Prices Right Calf, Apron and Back Stay. 


The popular Tony Ned Calfskin. Th P 
se Sh ‘ 
Made in Blucher Oxford Cut on ese Shoes Are Quick Sellers nen ee . ae oe Un 
ine attern. aig Last. 


our Aberdeen Last. 


Style No. 2668 TRY THEM OUT Style No. 2307 


Business and Dress g 


: 


POOLE & JOHNSTON, Ine. 


Boston Office BROCKTON, MASS. New York Office 
183 Essex Street (Campello Sta.) 433 Marbridge Bldg. 


vm 
ee el ll 
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Demand for Black and White Effects Nation Wide 


Dealers!—Don’t overlook the most popular last in the country—our “Campus” 





Here it is, a great seller, one that will tone 
up your stock and make business brisk. Full 


of “Keith’s Konqueror” quality. Order by 
number. 821—Black Calf trimmings. Sizes 


AA-D. 


Write for samples and prices. 





Campus Last, No. 821 
No. 822 (Tony Red Trimmings) 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 











SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. 8. Pat. Of. 


“The Kind That Sells” 





WINDOW DISPLAY FIXTURES 


That Are Made By Our 
EXPERIENCED CABINET MAKERS 


A Very Satisfactory Line for Long Service 
Made in Several Period Designs 
In Latest Two Toned Finishes 
New Catalog 
THE OSCAR ONKEN CO. 
1112 Fourth St., Cincinnati, O. 


(@\ eae 






“RADCLIFFE” | “DUDLEY” 
(Trade Mark) (Trade Mark) 
“YALE” se 

(Trade Mark) (Trade Mark) 
NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 
MANUFACTURERS 

BOSTON 


FRANK W. WHITCHER CO. 22495 U. S. A. 
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Buyers’ Easy Reference Directory 








IN STOCK— 


READY FOR 
AT ONCE DELIVERY 


EXCEPTIONAL VALUES 
AT THE PRICE ASKED 
FINE BLACK VICI BOUDOIR 
Sizes 3 to 8 Price $1.35 


FINE BLACK VICI ONE-STRAP 
LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 


In less than 36 pr. lots add Se. 
per pair. 2% 10 days, net 30 days. 


Brown-Edwards Co. 
West Epping, N. H. 











i i i a 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St, BOSTON, MASS. 





Hi 





Fireproof 


Che Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive during Autumn and 
Winter Season.. Rates greatly reduced. 


UXURIOUS, heated Solarium, bathed in Sunshine, over- 
looking the ocean, where charming afternoon musi- 
cales and complimentary ‘Five O’clock” Tea Service in- 
vites complete relaxation after your return from an outing 
on the exhilarating Boardwalk, or from the Golf Course. 


On Ocean Front 


American and European plans 
New Golf Club Privileges 


Mittin: 
. 








Fine Calf Leathers 


MANUFACTURERS OP 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 


The Bee that puts the Buzz in Business 


Wonderful Increase in Sales, 
From using the Success Shoe Display Unit Finished 
in white. French grey or old ivory, and oak, ma- 

hogany or mission green stains. 
It will sell your goods for you, many merchants 
report their broken line and left over proposition 
has been solved by. using the Success Sales System. 
In six square feet of space it displays to better 
advantage, the number of shoes requiring 24 square 
feet of table display. Sells all sizes and styles 
equally well as it is adjustable. Increases your 
sales, reduces your overhead. Its the Bee that 
es your business Buzz. For both regular and 
special _ it is used by progressive merchants 
eryw 


ywhere. 
Quality Service and Satisfaction Guaranteed. 
Each $7.75 crated wt. % I 
% doz. 45.00 crated wt. 160 Ibs. 
100 pounds or over may be ordered by freight. 
Don’t put off ordering until tomorrow, they bring 
you business every day. 

Pay for themselves in a jiffy. 
Success Manufacturing Co., Inc. 
Spokane, Was 
Formerly Success Seed Grader Co., Inc. 
Spokane, Wash. 








No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 
Artificial Flowers, Plants, 
Vines, etc., MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
— ee wait for experience to show if had spoken 
truth. 


But if you bought a horse of blooded-stock that had a 

igree, you would not need to take the man's word for it. 

e igree would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It’s the same in buying advertising spece. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 








THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


Pntrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv- 

ice—with Club Breakfasts, Special Luncheons 

and Dinners, also a la Carte Service. All 
at moderate prices. 
AGO 

600 Rooms "RANK, §,JA60 


PLEASANT ROOMS 
Resident Manager 


FROM $2.50 UP 
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nes BOUDOIRS 


FOR THE WHOLESALE TRADE 













Quality our  strong- 
hold. Send for 
samples and prices. 
We will refer retail 
inquiries to the near- 
est wholesaler. 


m4 .. PROMPT 
Pink DELIVERIES 


7 Washi St., i \. 
A. W. GREELEY “ grinch Factory, ‘Newton, No Ha 











Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 

The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equipped to 
promptly handle your applications for Registration 

of e-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 




















FOR 
IMMEDIATE 
SHIPMENT 







No. 607 SSS 


We have for your disposal a complete line of SPORT 
OXFORDS in various combinations, with ieather soles 
and rubber heels, or all rubber bottoms. 





In flexible McKays or Welts, as per 
Illustration above. 


No. 607—Sizes 214 to 8, C and D widths, $3.35 


Send for sample line of Dr. Copland’s Health Oxford 
for your spring season 


DUOUELLONUEONL LEU EALU NTL COO GANA 


ULEEE TALENT 


WOTTON 


CO. 


New York 
City 





159 Duane St. 


Manufacturers and Jobbers of 
Women’s and Children’s Shoes 














OUUTANT ONES 


Do Ankles Grow Larger 


With Oxfords and Slippers the Year Around? 


To the Editor: Could you tell us if there are any 
changes in the measurements of women’s ankles as a 
consequence of the common habit of wearing oxfords? 
We hear that oxfords, if worn for a long time, make 
the ankle thicker. We would like some advice in the 
matter, so that we can make up our minds about the 
boots that we will buy for the fall. We believe that, 
if ankles are getting thicker, we will have to buy 
boots of extra measurements. BLANK & Co. 


The answer—It is the common notion which seems 
to be borne out by testimony of fitting clerks, that the 
prolonged wearing of oxfords and pumps does thicken 
the ankles of women. Ordinarily, when the style 
changes to boots, clerk may readily fit lace boot over 
the thicker ankles, and the wearers may take up the 
slack of the laces, as the ankle measurements grow 
smaller. 

But this year there is a complication which comes 
from the common and continued wearing of low-heel 
oxfords, or strap sandals. When a woman changes 
from high heels to low heels the Achilles tendon 
stretches; and that makes the ankle thicker. Or, to 
put it in another way, the Achilles cord is stretched 
from its curve, that it takes when high heels are worn, 
toward a straight line. So the backs of feet, along 





the line of the Achilles cord, become straighter as well 
as thicker from the wearing of low-heel shoes. 

Another angle in the matter is the probability that 
the great interest of American women in sports, golf, 
tennis and other games, and in dancing, too, has thick- 
ened the lower part of the leg. Use commonly 
strengthens the muscles, and sometimes enlarges them. 
Certainly it makes them firmer, and they, being firmer, 
a fitting clerk will not be able to pull a boot top around 
them as tightly as he could pull it around soft flesh. 
So it may be that boots for the fall, if they should 
come into popularity, will have to be made a bit larger 
around the top. There is a tendency that way, and 
the sale of fat-ankle boots proved it. Ordinarily, an 
814-inch boot is 84% inches around the top. But there 
are variations on this standard, some falling to 8% 
inches and others increasing to 834. 

Circumstances alter cases, and measurements of feet 
and ankles differ in different localities. So if a mer- 
chant wishes to get information to fit his own par- 
ticular class of trade, he might try on a few boots 
just now to see how they fit around the ankle and leg. 
That will show him if ankles are larger. Then he will 
have information that will guide him in selecting styles 
and sizes for his next fall and winter boots provid- 
ing, of course, if they come into fashion. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


eatery ale aVieaveviey 


FAILURES 


Boston—George A. Handy, shoe manu- 
facturer, reported voiuntary petition 
in bankruptcy. Liabilities $7,92/; as- 
sets $5,119. 

Queen Slipper Co., felt slipper man- 
ufacturers, reported voluntary peti- 
tion in bankrupcty. Liabities 
$7,224.24; assets $0,119.11. 

Salem, Mass.—WVaniel Glover & Son, Inc., 
shoe manutacturers, reported Rob- 
ert W. Hili appointed receiver. 

Malden, Mass.—Maiden Slipper Co., slip- 
per manufacturers, reported meet- 
ing of creditors was held on Febru- 
ary 11. Offer made by Mr. Sugar- 
man, President of the concern, to pay 
10 per cent cash and 10 per cent 
notes with Mr. sugarman’s endorse- 
ment, payabie each month until their 
indebtedness was paid up. Offer 
looked upon favorabiy, but as there 
was not majority in number or amount 
at meeting, proposition has uot as 
yet been ratified. 

Rector, Ark.—-W. Harry McBride, ‘shoes, 
reported petitionea into bankruptcy. 
Assets $9,4/4; liabilities $7,818. Re- 
ceiver appointed. 

Ozgan, Ark.—J. W. Norwood, shoes, etc., 
reported peitioned into bankruptcy. 
Monticello, Ga.—Hattield Dry Gooas Co., 
shoes, etc., reported petitioned into 

bankruptcy. 

Americus, Ga.—S. L. Sills, shoes, etc., re- 
ported receiver appointed and store 
closed. 

Macon, Ga.—Sam Barnett, shoes, etc., 
reported peitioned into bankruptcy. 
Tifton, Ga.—Morris &. Levy, snoes, etc., 
reported offering to compromise at 

25 per cent. 

Metter, Ga.—s. G. Bowen, shoes, etc., 
reported offering to compromise at 
25 per cent. 

Springfield, lil—L. & H. Shoe Store, 
shoes, etc., reported assets $8,- 
772.50; liabilities $16,056.61. Offering 
30c on dollar. 

Chicago, lil.—Block & Weiser, shoes, re- 
ported executed deed of trust. List 
debts $13,000; assets between $7,000 
and $8,000. 

Triangle Mercantile Co., 
reported assigned. 

East Moline, lil.—tmil Heinze, shoes, re- 
ported petitioned into bankruptcy. 
Duluth, Minn.—Rockwell Shoe Co., shoes, 

reported assigned. 

Charleston, Miss.—-The Toggery, shoes, 
reported offering to compromise at 
20 per cent. 

North Lansing, Mich.—M. Nagy, shoes, 
etc., reported offering to compromise 
at 30 per cent. 

Round Lake, Miss.—Frank Fink, shoes, 
reported petitioned into bankruptcy. 

Kansas City, Mo.—Barton-Wheeler shoe 
Co., wholesale shoes, reported meet- 
ing of creditors was held February 
18. F. C. Wheeler, Treasurer of the 
company, submitted the following 
statement, showing the company’s 
condition as of December 31, 1921: 
Assets $1,284,943.95, and _ liabilities 
$1,284,943.95; excess of liabilities over 
assets, represented by capital stock, 
authorized and outstanding, $100,000; 
deficit $561,462.61. All creditors either 
represented or present with exception 
of two or three. Kimber L. Barton, 
President, has assigned all of his in- 
dividual assets to the W. H. McEl- 
wain Co. and has resigned as presi- 
dent of the Barton-Wheeler Shoe Co. 
In the liabilities there are notes pay- 
able of $1,460,121.20. It was decided 
at the meeting that a committee of 
five creditors be appointed to investi- 
ate and report at a subsequent 

te. Said committee consists of 
Percy A. Atherton, Stanley King, R. 


shoes, etc., 
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F. Spencer, Johnathan Brown, Jr., 
and Edward F. Savage. 

Detroit, Mich.—Edward Alger, shoes, etc., 
ay peneies $3,792.25; as- 
sets $2,11 

Castle Shoe Co., shoes, reported of- 
fering to compromise at 40 per cent. 

Natchez, Miss.—Nathan Fry, shoes, re- 
ported seeking settlement on basis of 
20 per cent. Liabilities $14,068; as- 
sets $2,200 to $5,400. 

New York—Harry Mandelbaum, leather 
and findings. Reported receiver ap- 
pointed. 

Brooklyn, N. Y.—George Middleman, 
shoes, reported meeting of creditors 
called. 

New York City—Harry Goldstein (Army 
and Navy Sales Co.), shoes, reported 
offering to compromise at 20 per cent. 

Rockingham, N. C.—E. Thomas, shoes, 
etc., reported offering to compromise 
at 20 per cent. 

Rutherfordton, N. C.—M. Schwartzman, 
shoes, etc., reported assigned. 

Grand Forks, N. D.—Herman Silverman. 
shoes, etc., reported offering to com- 
promise at 25 per cent. 

Chandler, Okla.—Sam Goldstein, shoes, 
etc., reported offering composition 
settlement of 25 per cent. 

Shawnee, Okla. — Neumengen’s, shoes, 
ete., reported petitioned into bank- 
rup' tey 

Philadelphia, Pa.—Guy Lee Leather Co., 
Inc., commission leather, reported 
meeting of creditors held. Liabili- 
ties $46,500; nominal assets $25,000. 
Latest offer of 40 per cent submitted. 

Hyman Greenberg, boots and shoes, 
reported meeting of creditors called. 

Wilkinsburg, Pa.—Morris L. Janks, shoes, 
etc., reported has unsecured claims 
amounting to $10,440.73; assets ap- 
praised at $2,512.01. Offering settle- 
ment of 20 per cent. 

Asheville, N. C.—Jack L. Blomberg, 
“Economy Sample Shoe  Store,”’ 
“Asheville Bootery,” “The Empor- 
ium,” reported offer of 25 per cent 
cash submitted. Liabilities as of 
January 31, 1922, $133,433; assets 
$96,094. 

Brooklyn, N. Y.--Morris Schuker, shoes, 
reported. Granted extension of one 
year. He is to pay $50 a week to a 
trustee to be distributed pro rata. 
Indebtedness amounts to $2,650. 

Morris Belovsky, shoes, _ reported 
offer of 50 per cent made“and ac- 
cepted; 20 per cent cash and balance 
in endorsed notes. 

Cherokee, Okla.—Scruton Mercantile Co., 
shoes, etc. Bankruptcy. 

Clarksville, Texas.——Barry & Brock, 
shoes, etc., reported offering 40 per 
cent cash and a possible 20 per cent 
more, payable in three years. Re- 
vised figures gives total assets $29,- 
713.10; total liabilities between $31,000 
and $32, 00. 

Lancaster, 
aluminum heel 
ported. Liabilities 
$3,890. Reported 
bankruptcy. 

Memphis, Tenn.—Mrs. M. Hanover (Mol- 
lie), shoes, reportéd liabilities $17,- 
237; assets $12,000. 

Sherman, Texas—E. B. Jefferies (Jefferies 
Ideal Shoe Shop), reported petitioned 
into bankruptcy. Assets $1,623; lia- 
bilities $2,161. 

Newport News, Va.—Elliott, Cronan Co., 
also at Henderson, N. C., shoes, etc., 
reported liabilities $19,561; assets 
$11,840. 

H. Gordon, Inc., shoes, etc., re- 
ported composition offer of 25 per 
event made. Assets about $20,000; 
said to owe about $21,000. 


Pa—The Ideal Heel Co., 
manufacturers, re- 

$4,574; assets 
petitioned into 
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Juda, Wis.—Earl E. Bailey, shoes, etc., 
sean liabilities $3,043; assets 
2,154. 

Sheboygan, Wis.—The Hub Clothing Co., 
shoes, etc., reported liabilities $22,- 
091; assets $16,557. 

Montreal, P. Q.—Children’s Footwear, 
L children’s shoe manufacturers, 
reported assigned. 

Campbellton, N. B.—Jacob Davidson, 
shoes, etc., reported effected com- 
promise. 

Montreal, P. Q.—Home Shoe., Ltd., shoes, 
etc. reported effected compromise 
at 40 per cent. 

Grimsby, Ont.—K. M. Stephen, shoes, etc. 
Meeting of .creditors will be held 
when it is understood, an extension 
will be sought. 

Payson, Utah. —Golden Rule Store 
(Charles H. Wright), shoes, etc., re- 
ported assigned. 

Newport News, Va.—H. Gordon, Inc., 
shoes, etc., reported offering to com- 
promise at 25 per cent. 

Richmond, Va.—Ralston Boot Shop, Inc., 
shoes, reported receiver appointed. 
Seattle, Wash.—Model Shoe Stores, Inc., 
Cc. & S. Boot Shop, reported sub- 
mitting two following propositions: 
Turn over stock in stores (they 
have no other resources) provided 
creditors release them from all lia- 
bility on account of debts to them,— 
or will pay 20 per cent in full settle- 
ment, provided they are allowed to 
retain business free from debt. 
Through attorney, state they are in- 
debted for stock purchased in the 
sum of $25,964.19, and value of stocks 
in stores, according to inventory of 
January 1, 1922 amounts to $18,563.92, 
but which, it is said, could be sold for 
only a comparatively small propor- 

tion of the amount as inventoried. 

Casper, Wyoming—Palmer-Epplen Co., 
also Lincoln, Nebr., shoes, reported 
called a meeting of creditors. Lia- 
bilities reported at $32,993.30. 

Seattle, Wash.—Queen City Mfg. Co., aes. 9 
shoes, reported liabilities $24,00 
assets $23,410. Party found who ad 
fers to buy assets for sufficient to 
pay all creditors 25 per cent, and as- 
sume all expense of preferred claims. 

Norfolk, Va.—Saks & Burke, shoes, etc., 
reported bankruptcy. 








MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 


ject to approval and 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as —_ as 
other store fixtur 
Milbra dt 

Manufacturing Co. 
2416 No. 10th St. 
ST. LOUIS, MO. 
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POSITION WANTED 








MISCELLANEOUS 





ANUFACTURERS’ DISCONTINUED 

LINES sold quick for cash on sales, 
direct to public; immense turnover; 
greatest net returns; personal service; 
long experience; big successful sales. 
Bankers’ and merchants’ references. 
Sales Conducted South and West. CHAS 
L. DAHLY, Shoe Sales Specialist, 
Decorah, Iowa. 





SALESMAN with several years’ retail 
shoe experience desires to connect 
with shoe manufacturer or jobber where 
he can act as assistant to resident sales- 
man. Will consider out-of-town propo- 
sition. Address K-571, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


POSITION WANTED—I am an experi- 
enced traveling salesman, having put 
in fifteen years on the road selling jobbers, 
mail order houses and large department 
stores, from Boston to Omaha. Have 
also had inside factory experience on both 
McKays and Turns. Would like to asso- 
ciate myself with a shoe manufacturing 
house, where I am sure I can make good. 
Address D-141, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


ANTED TO BUY—ARMY RUSSETS 

and HOBS. Must be GOOD 

UPPERS and REASONABLE. J. 

—_— 523-9 N. 20th St., Columbus, 
oO. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 8410 


























MISCELLANEOUS 








Ideal Line Rolling Step 
Ladders 
Fifteen styles. - Satis- 
faction guaranteed. 
Lasts a Life-time. 
Write for catalogue. 
Daynite 
Furniture Mfg. Co. 
213 Chouteau Trust 
Bidg., St. Louis, Mo. 






















Reses Wao of 
Wood Fixtures 


Ask for Catalog “‘L.”” 
Vi 






in Stock 
Ask for samples. 
Write us about 
Ruge and 


The Hecht Fixture Co. 
Medinah oe a & Jackson 


CA 
NEW YORK SHOW ROOM 
70 West 36th Street—Just East of Broadway 











MYERS" 











MISCELLANEOUS 























WANTED TO PURCHASE 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
I pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 








Every Shoe Store Needs 


a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. 8S. Pat. Of.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 


side of shoes. 
“Manchester” 


Trade Mark . Uv. 8. 
Pat, Of 


nippers are made of 
high-grade tool steel, 
nickel plated with Pe 


curved jaw that 


ables you to cut the 
tacks close to the in- 


sole. 


Be sure and specify 
“MANCHESTER” 
curved jaw when or- 


Write us direct if 
your dealer cannot 


supply you. 
Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. 


161 We Lake St 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Br ckivn 
Phone Stagg 1757 














The NEW YORK EXPORT 
PURCHASING CORPORATION 


96 Broadway 
New York City, N. Y. 


WILL Slow —— " FOR 
BUY { Surplus Stock D... 


Entire Stocks 








Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 








current problems. 











The Most Popular 
Size Stick 


With Standard Measures, 


English, French, 


American 


Oannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 

BRANCH, CHICAGO; ILL. 











Price No. 3 
$1.50 Each 


“Varnum” Sise Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
® long wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 





March 4, 1922 


BOOT AND SHOE RECORDER 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Rec than i TIONS WANTED—Four cents per word for each 
order’ rates for space less one-eighth PO insertion. Minimum amount accepted, seventy-five 
page per issue: 


cents. For other “Want” advertisements, seven cents 

per word for each insertion. Minimum amount accepted, 

Space i time 7Ttimes i13times 26times 652 times $1.25. Ads under this heading will be received up to 
P noon, on Friday of week preceding publication date. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers desire answers to come in care of this 
2 i 00 6.00 5.00 office, twelve words must be allowed in each advertise- 
in... 10.00 8.00 7. “ . ment for ay bay a —— — Mm 

i warded direct to their a Ss, each word o ea ess 

8 ae ++ 16.00 12.00 10.50 9.00 7.50 must be counted in the advertisement and paid for accord- 
4 in... 20.00 16.00 14.00 12.00 10.00 


ingly. Answers to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














ISCONSIN, with _ diversified W ANTED—A top notch sales- 
farming and industries, Is man to sell the Jobbing trade 
admittedly one of the most uni- and large retailers for a Milwaukee 
formly productive states in the firm with a full line of Men’s and 
Union. A steady and liberal income Boys’ Work and Semi-dress Shoes, 
is assured to any shoe traveler of nailed and Goodyear welt. Ex. 
experience, who can convince us perience necessary. Write giving 
that he is qualified to take ever the full details. Address D-118, care 
choicest territory we have to offer, Boot & Shoe Recorder, 207 South 
namely, Wisconsin. The fact that St., Boston, Mass 4 
we are located in the heart of this es ’ - 
territory —? baa eae 
selling weight ress applli- N " 
cations with full details to the a> a? ~ ye 
boggy SHOE MFG. co., represent Eastern manufacturer 
Portage. s. Leather McKay , Comfort Shoes 
i rs. erritories open. ommission 
ANTED—We want to hear from sales- baste. Address D-137, care Boot & Shoe 
men traveling Oregon, Washington, Recorder, 207 South St., Boston, Mass. 


Minnesota, North and South Dakota, also 
Missouri, who have a wide acquaintance XPERIENCED SALESMEN WANTED 
to fill vacancies in our New England 


and can furnish references. To those 

salesmen with the above qualifications we sales organization. Must be get-up-and- 
are prepared to give our well estabished get men, who know men’s shoes inside 
line Of Children’s Medium-Priced Flexible and out. Ours is a specialty line that 
Turns and Stitchdowns, consisting of 50 sells readily. EDMONDS SHOE CO., 207 
IN-STOCK STYLDBS, in the following Essex Street, Boston, Mass. 
sizes: Flexible First Step Shoes, sizes 1 
to 5 and Spring-Heel Turns, sizes 4 to 8 
and $142 to 11. Stitchdowns carried up to 
size 2. High-rate of commission paid. 
Give full particulars. GOODGER & 
MILOW SHOE CoO., INC., Rochester, 
N. Y. 


EVERAL GOOD TERRITORIES 
OPEN for experienced sales- 
man, must be well acquainted with 
shoe trade. Complete line of work 
and semi-dress nailed and Good- 
year welt shoes. State by whom 
previously employed and_ refer- 
ences. LUEDKE SCHAEFER 
SHOE CO., Milwaukee, Wisconsin. 




















ANTED—Experienced Salesmen to sell 

a western made line of Men’s Quality 
Dress Welts in the following territories: 
Missouri and Kansas, Wisconsin, 
Nebraska and Colorado, Texas, Eastern 
Washington, Oregon, Idaho and Montana. 
Address D-127, care Boot & Shoe Re- 
corder. 189 W. Madison St., Chicago, Ill. 


IGH GRADE FELT SLIPPER MANU- 
FACTURER desires salesman cover- 

ing Illinois, Indiana, Michigan and 
Wisconsin as_ side line. Best felt 
proposition on the market. No com- 
petition on prices. 7 per cent to trade 
and 5 per cent to salesman. All case lots 
Address D-133, care Boot & Shoe Re 
corder, 189 W. Madison St., Chicago, III. 


salesmen with 


























SEVERAL CHOICE TERRI- 
TORIES OPEN FOR EXPE- 
RIENCED SALESMEN WITH 
RECORD-PROVING ABILITY 
TO DEVOTE ENTIRE TIME 
SELLING 


Our snappy high grade dress 
welts (solid leather) to retail at 
$7.00—5 lasts, 5 shoes, 9 ox- 
fords, genuine calfskin (Russia 
tan, black and cherry red). Also 
Havana Brown and Black Vici. 
Also to sell our solid leather 
Franklin Fox line—4 shoes and 
4 oxfords in high grade chrome. 
Small kip sides to retail at $5.00. 


WANTED 
SALESMAN WITH ENERGY 


To sell a specialty line consisting 
of six Misses’ and Children’s Shoes 
of exceptional merit and value that 
will make you friends and money. 
Can be handied as a side line, com- 
mission basis. 

CAN BE SOLD TO THE BEST 
MERCHANTS who will readily 
appreciate them. References re- 
quired. Address in confidence, P-14 
care Boot & Shoe Recorder, 1420 
Widener Bidg., Philadelphia, Pa. 








M'CWAUKEE MANUFACTURER 
of a well known line of work 
and semi-dress shoes has open three 
territories with established busi- 
ness: State of indiana, Kansas, 
North and South Dakota. Splendid 
opportunity for live wire salesmen 
having following in these terri- 
tories. Address D-132, care Boot 
@& Shoe Recorder, 189 W. Madison 
St., Chicago. 





























ALESMEN-—Side line, house slippers— 
fast sellers; all parts of the country; 
state full particulars at once. GOOD- 


ALESMEN to cover New York and 

Brooklyn with medium grade of Boys’, 

WEAR SLIPPER CO., 378 Wallabout Misses’ and Women’s Shoes. Only ex- 

Street, Brooklyn, N. Y. perienced and live wire need apply. Ad- 

dress K-567, care Boot & Shoe Recorder, Give age, length of time in terri- 

ALESMAN WANTED—To carry a side 127 Duane St., New York. tory preferred and previous rec- 
ape of High Grade Turns on — — ord 

sion basis to department stores. Address A-l1 ide li lesmen for 

D-136, care Boot & Shoe Recorder, 207 Wars an “> Mi s’ and 

exclusive showing sse 
South St., Boston, Mass. Children’s Shoes. Commission basis 








OGDEN SHOE CO., 





ANTED—A representative for an ex- 
clusive line of Infants’ and Children’s 
Turns, carried in stock, for every state in 
the union excepting New England, New 
York and Pennsylvania, on a 6 per cent 
commission basis. May be carried as a 
side line with a good grade of Ladies’. 
Only those that are acquainted with a 
good class of retail trade can make a 
success with this line. References re- 
quested in the first letter. Address D-140, 
eare Boot Shoe Récorder, 207 South 
St., Boston, Mass. 








ALESVEN to cover all terri- 
tories of the United States, 
who sell the retail shoe stores, to 
handie as a side line a new 
patented heel cushion, the con- 
gee of which has proven to 
phenomenal satisfaction. 
gOmMMissions VERY ATTRACT.- 
IVE. Give reference and terri- 
tory desired. Address P.264, 1420 
Widener Bidg., Philadelphia, Pa. 














Good territory open for hustlers. Address 
D-139, care Boot & Shoe Recorder, 189 W 
Madison St., Chicago, IIl. 


Milwaukee, Wis. 














WANTED— Wide awake salesmen for 
good territorfes in Illinois, Missouri, 
Indiana and Ohio to carry side line, 12 
to 14 samples, strong line of Men’s and 
Boys’ Western Made Work Shoes. 
Welts, Standard Screw and Nailed at 
right prices and 5 per cent discount to 
trade. Hustlers can make good money 
on this staple line. Liberal commission. 

0 SHOE MFG. CO., 189 W. 
Madison St., Chicago, Ill. 











LINE WANTED 


WANTED—A medium-priced line of 

ae s shoes, McKay or Welts, to 
ca with a line of Children’s shoes. 
Established trade in Utah and Idaho. 
Address D-%3, care Boot & Shoe Recorder, 
207 South St., Boston, 








SALESMAN WANTED 
We have an opening for a high 
grade young man to sell our line 
of Women’s McKay and Welt Shoes 
to the Jobbing Trade. Experience 
with Wholesale Trade preferred, 
but -— awry 4 necessary. 
LLAR & WOLFER 
weer. Chelsea, 
Massachusetts. 














Se *aenose SHOE SALES- 
MAN wants manufacturer's line 
of Men’s or Women’s Medium 
—— Welts for California. Ad- 

Ss. S. C., 907 Bridge Street, 
Gaiteons Falis, Wis. 





























Send all replies te Beet & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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BOOT AND SHOE RECORDER 


HE CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
flame purnave: g.tne w/the TarnieTyin, ese a Tie Sblel wastes of ike oot and thoc Recordar’ 
oe merchants. e 
5 yp yt a | we , Ay basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather; their production and istribution. 
Foreign, $10.00 


Annual Subscription in the United States, $5.00 Per copy, 25 cents. Canadian, $6.00 














No Subscription Accepted for Less Than One Year 
Root Newspaper Ase’n. Member of Audtt Bureau ef Oirculatione. 
Entered at the Post Office, New York, N.Y., a8 segond lass matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Ine. Member of the 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


Cable Address BOOTRECO 

















LINE WANTED 


FOR SALE 





SALESMAN covering Massachusetts and 
Rhode Island in automobile with 
Growing Girls’ and Misses’ McKays, 
open for additional line; in-stock propo- 
sition only, can produce results. 
D-135, care Boot & Shoe Recorder, 
South St., Boston, Mass. 





Address 





HELP WANTED 

















WANTED — Experienced 
man for OHIO to repre- 
sent Rochester’s leading 
factory line of JUVENILE 
shoes. Old established line 
at popular prices. Superb 
factory stock service. Rea- 
sonably short sample line. 
Many open accounts in the 
territory. Liberal commis- 
sion, and the line may be 
sold in connection with one 
other non-confiicting line. 
Applicants kindly state 
length of time on the terri- 
tory, age and full particu- 
lars. Address H. H. FREE- 
LAND, Established 1896, 
Rochester, N. Y. 














References. 
way, New York. 


BUYER and SALESMAN WANTED— 
Experienced, by wholesale concern. 
Box No. 8. B. 202, 771 Broad- 














MANAGER 
Thoroughly competent executive 
capable taking charge Men’s Shoe 
Store doing large volume business. 
Only residents of New York need 
apply. Write giving detailed ac- 
count. Address D-138, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 




















FOR SALE 


FOR SALE—$6,500 buys shoe stock and 
fixtures of business that has averaged 
26 per cent cash dividends on investment 
each year for last 18 years. Good five 
year lease on good up-to-date building, 
weil located. TRAGER BROS, Lansing, 
Mich. 


FOR SALE—One of the finest equipped 
Shoe and Hosiery Stores in live 
Maryland city, 30,000 population. 
Reasonable rent, cash business. Several 
renowned makes carried. Excellent 
opportunity for live wire. Address D-124, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


FOR SALE or TRADE twenty eight 
pairs of Florsheim shoes, Rialto Last, 
tan English grain; cost $7,75; will trade 
for plain calf shoe in medium toe _in 
Florsheim, same costing over one dollar 
less. HARKERT’S STORE FOR MEN 
Council Bluffs, Iowa. 











FOR RENT 


R=TAIL SHOE STORE FOR RENT— 
Western Pennsylvania town, about 
20,000 noone. Fine location. Box 154, 209 
Cable Building, New York, 








FOR LEASE 





PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 

RLES G. PHILLIPS, President 


‘ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 


Tremont St. 
ARTHUR D. ANDERSON, Editor 
B. C. LOGAN 
OWEN A. THOMAS 
HBLEN M, HANBY 
Associate Baditors 














SHOE DEPARTMENT TO 
LEASE 


A_ PHILADELPHIA SPECIALTY 
STORE ON MARKET STREET. 
DOING A BUSINESS OF ONE 
AND A_ HALF MILLION. IS 
WILLING TO LEASE ITS COM- 
PLETELY OUTFITTED SHOE 


ON ELI 

HANDLING LADIES’ MEDIUM 
PRICED SHOES WILL BE CON- 
SIDERED. 


STEWART’S 























WAXt TO LEASE SHOE DEPART- 

MENT in the best store in the State 
of Texas. A good opportunity for any 
one knowing the shoe business and wish- 
ing to make a home in the South. Ad- 
dress all inquiries to D-129, care Boot & 
— Recorder, 207 South St., Boston, 
Mass. 





S8 


the minute. 


OE MEN NOTICE—For sale prosper- 
ous shoe business in a live city of 


Store is in the most prominent 
location in the city. Stock strictly up to 
Must sell at once owl to 
failing health. Address D-112, care 
£ Shoe Recorder, 207 South Si., Boston, 

ass, 





venture makes 


FOR SALE—Leading Family Shoe Store, 
city of 18,000, within three hours 
Boston; Stock $9,000; aranteed clean 
and up-to-date. Established 5 years. 
Did 37,000 business 1921. Larger 
sale necessary. Address 
D-134, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FoR LEASE—Space for shoe department 
in a modern well equipped clothing 
store, in a town of ten thousand. 
Wonderful opportunity for a live shoe 
man. Address D-142, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ADIES’' SHOE DEPT. FOR 
LEASE—Women’s Wear Store 
on Michigan Ave.; best location; 
has desirable space to lease for 
Ladies’ Shoe Dept.; will make 
favorable terms with first. class 
parties. Address D-131, care Boot 
& Shoe Recorder, 189 West Madison 
St., Chicago, Ill. 











PUBLISHER'S NOTICB 


SUBSCRIPTION— The subscription sy of the 
Boot and Shoe Recorder is $5.00 a year in 
esvanse, a includes postage in the 


exico, The price 
for Canada is $6.00 a year including post- 
age. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.08 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATPS—Ca 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

orrespondence relating to all de- 

partments should be addressed to 
the Boston office. 

BROCKTON OFFICE: 224 Moraine 8t. Geo. 
W. R. Hill, Manager. lephone 507. 

CHICAGO OFFICE: 189 West Madison st. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICB: 1627 Locust St. B. O. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICB: Suite 1420, Wid 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele 
phone Canal 4426. 

ROCHESTER OFFIOB: 609 Powers Bidg. 
Rossiter L. Seward, Western New Y: 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICB: Leonard 8S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFIOB: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1, Bngland. 

AUSTRALIAN OFFICE: 480 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 





CONTINENTAL OFFICE: William Sals- 


man, Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 
BRAZIL: Gerente, John 8S. Fitch, 68 Rua 
General Camara, 88 Sob. 


CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 


Ome: Mr. H. Gomez, Corrales, 2A Havana, 


JAPANESE OFFICH: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, Fuencarral, Madrid. 


Send all replies to Boot & Shee Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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“U. S.” Spring-Step Rubber Heels are 
preferred not only because they bear 
the United States Rubber Company 
trademark but because they are 
worthy to bear that trade-mark. 


The “U. S.” trade-mark wherever 
found means greatest value to trade 
and public alike. 


Specify “U. S.” Spring-Step Heels on 
your leather shoe orders—they help 
sell the shoe. 


United States Rubber Company 



























~ Sprine-steP 


Rubber Heels 
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RE-NEWS Heel 
and Sole Edges 


,—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop., It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 


For Sale by All Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston : 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


a 





BRANCHES 
OS 87 Main Haverhill, Mass....... 145 Essex Milwaukee. .........- 258 Fourth Philadelphia... .. 221 North 13th 
Brockton, Mass........ 93 Centre Johnson City, N. Y....124 Main New Orleans........216 Chartres Rochester, N. Y.......- 130 Mill 
Cincinnati.........708 Broadway Lynn, Mags........... 306 Broad New York........-++. 87 Warren BO, Tawle. occ cccccces 1423 Olive 
Ciicago........ 18 South Market Marlboro, Mass...... 11 Florence J. K. Krieg, N. Y....89 Warren San Francisco.......859 Mission 
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FOX 


IT TURNS OUT NOW THAT THE WORLD HAS BEEN 
DECEIVED ABOUT CINDERELLA. HER SLIPPER 
WASN’T MADE OF GLASS AT ALL. 











THERE’S AN OLD FRENCH WORD, IT WAS USED 
IN HERALDRY, SPELLED “VAIR.” IT MEANS FUR. 
THERE IS ANOTHER MODERN FRENCH WORD 
SPELLED “VERRE,”’ MEANING '- GLASS. WELL, 
WHEN THE TRANSLATORS WERE PUTTING THE 
STORY OF CINDERELLA INTO MODERN SHAPE 
THEY THOUGHT “VAIR” WAS A MISSPELLING OF 
“VERRE,” AND SO THE YOUTHFUL MAIDEN WAS 
FITTED WITH SLIPPERS OF GLASS INSTEAD OF 
FUR. 


WE HAVEN’T BEEN ABLE TO DISCOVER JUST 
WHAT KIND OF FUR CINDERELLA’S COBBLER 
USED. BUT IF THERE IS ANYTHING IN AUGURY 
AND OMENS, IT WAS FOX FUR. 


FOR FOX SLIPPERS, PUMPS, AND OXFORDS EX- 
PRESS NOW ALL THE WITCHERY AND CHARM 
THAT WERE CINDERELLA'S. 


Charles K. Fox, Inc. 
Haverhill, Mass., U.S. A. 


CHICAGO: Great Northern Bidg. NEW YORK: Marbridge 
BOSTON: 54 Lincoln Street Building, Broadway & 
34th St., Room 632 








Vol. 80, No. 25. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.90 a year. 
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Stock No. 315 ~ 
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NY 

NH Attractive Patent Leather One Strap 14/8 Wood 
4 Cuban Heel. Styled for Fashionable City Demand. 


$4.50 net 





Instant shipment on our part will aid you in securing 
rapid turnover. 





Y, 


Send for folder showing seven 
quick-selling styles in stock. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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STANDARD 
KID 


GUARANTEED SELECTIONS 











Meeting the Public’s Demand 
for 
“* Good-Shoes-at-a-Price”’ 








It is the retailer who is on the firing line where the 
battle for sales is most intense. He knows just what 
the present day trade wants in wear and will agree to 
in price. 

He is the man who should order STANDARD KID 
without hesitation and be insistent in his specification. 
For STANDARD KID is the material which meets the 
public demand for “‘Good-Shoes-at-a-Price.”’ 


You can ease the burden of selling if you will specify 
STANDARD KID in footwear which you can retail at 


popular prices. 


Samples of various STANDARD KID weights and 


colors sent to shoemen requesting them. 














THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis. 























> 


A 
i 


Itt 
As 


























BOOT AND SHOE RECORDER March 11, 1922 

















“ J DEAL WORK can only be produced 


under conditions which favor the production 


of a quality produé?.” 


Q7he Granp Rapips SHow Case Company 

practice this belief in their catalogue: 

First, by describing the ideal working con- i 
ditions in their factory. 

Second, by using Dejoncr -Art -Mat for their 
catalogue. The result—a book that stands out K 
among catalogues, eloquent in its distinétion. } 


QDejonce -4rt -Mat, the dull-coated paper 
with a finish like ivory, presents photographs 

faithfully. It slights no detail. It lends itself { 
completely to artistic make-up and thought- il 
ful printing. Uniform throughout the run on 
both sides of the sheet, it is as satisfying for 
the printer to work on, as it is delightful for X| 
the reader to see and to touch. | 


Send for “First Impressions.” i¢ shows you the 
‘ good printing qualities of DtJonce Art —Mat 


loUIS DEJONGE & CO. 


69-73 Duane Street New York 



































1929 
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OF SPECIAL INTEREST 
TO SHOE SALESMEN 


WITH ESTABLISHED TRADE IN THE 
TERRITORY FORMERLY COVERED BY 


THE JAMES CLARK LEATHER CO. 


ST LOUIS, Mo. 


WE DESIRE TO GET IN TOUCH WITH A NUMBER OF HIGH GRADE SHOE 
SALESMEN TO SELL OUR FAMOUS “‘KEWPIE TWINS’”’ SHOES FOR CHILDREN 
AND “JOHN FOSTER’ SHOES FOR YOUNG WOMEN, DIRECT TO THE BETTER 
CLASS OF RETAIL TRADE. 


THE “‘KEWPIE TWINS” LINE{IS A COMPLETE LINE OF CHILDREN’S HIGH 
GRADE SHOES IN BOTH STITCHDOWN PROCESS AND GENUINE GOOD- 
YEAR WELTS. THESE SHOES ARE MADE IN MODEL FACTORIES OVER UP- 
TO-DATE LASTS AND PATTERNS. 


THE “JOHN FOSTER” LINE INCLUDES STAPLES AND THE VERY LATEST 
FLAPPER STYLES IN LOW HEELS FOR YOUNG WOMEN. 


OUR PLAN INCLUDES A VIGOROUS ADVERTISING CAMPAIGN. A STOCK 
DEPARTMENT FOR THE BEST SELLERS. GOOD SIZE TERRITORY FOR 
CAPABLE SHOE MEN. 


EVERY PAIR OF SHOES MANUFACTURED IN OUR PLANTS IS OF THE HIGH- 
EST GRADE IT IS POSSIBLE TO MAKE. 


WE ALSO CONTROL THE SELLING END OF THE “GOODHEALTH” SHOE 
COMPANY. THIS IS A MODERATE PRICED LINE OF GOOD SHOES FOR GROW- 
ING GIRLS, BOYS, MISSES AND CHILDREN, CHOCK-FULL OF QUALITY. 


FOR SALESMEN OF ABILITY WITH AN ESTABLISHED CLIENTELE. WE HAVE 


A VERY INTERESTING PROPOSITION. ALL COMMUNICATIONS WILL BE 
TREATED IN THE STRICTEST CONFIDENCE. 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE. MISSOURI 


** THE QUALITY IS HIGHER THAN THE PRICE ”’ 








Reg. U.S. Pat. Of. 








Bog. U S. Pat. Of. 
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Style No. 578—Patent leather 
one strap with imitation tip. Made 
on No. 118 last. 14/8 heel. Medium 
narrow toe. 


This patent leather pump with the wide strap and the 
single button is the prevailing style for “smartness” 
in popular demand this spring. 


The trim last and perfect fitting pattern with neatly 
perforated lines is characteristic of the Johnson Bros. 
line of Spring Novelties that offers your trade all that 
can be desired in “up-to-dateness,” yet these shoes 
are built on the quality basis that has made this house 
known and respected for many years. 


“Send for samples and prices.” 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 


p eer 





























1922 
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Grey Levor Buck 


The Chrome- Tanned 
Suede Cabretta 





The Popular Shade 








PLUMP, STURDY LEATHER—A CLOSE, FINE 

NAP THAT STAYS FOR THE LIFE OF THE 

SHOE — FIRST CLASS WORKMANSHIP ON 
SOUND RAWSTOCK 


IN STOCK 


Ready To Fill The Present Demand 





: GOOD VALUE | 





G. LEVOR & co. —— 


Tanners 


NEW YORK GLOVERSVILLE BOSTON 


Arthur S. Patten Lea. Co., St. Louis Geo. W. Newman Lea. Co., Cincinnati 
Geo. A. McGaw, Chicago Edward Zohrlant, San Francisco 
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No. 86—Black Kid One-Strap 
Sandal, 8/8 Rubber Heel. In 
ee 8 Pe $2.10 


No. 478—Best Quality Black 
Kid Oxford, 11/8 Cat’s Paw 
Heel, Gray Ooze Lining. 
Combination Last. 


No. 477—Same Style in Plain 
Toe. Both In Stock A, B, C, 


Combination Last—B Ball, 
A Instep, AA Heel Seat. 


SHOE RECORDER 


ant Comfort’ | 


N THE SQUARE 


° 
These are times when it is mighty unprofitable to take chances with your GC} 
Sales made on a purely price basis will prove a boomerang. Gg) 
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Be “on the square” with your trade in comfort shoes by selling them “Con- GC} 


stant Comforts”—the kind that have stood every test of real, honest values rt 
at fair prices. ‘ 


Sixty staple styles of oxfords, sandals and boots carried in stock. Order G3 


now. 


ORDERS SHIPPED SAME DAY RECEIVED—SERVICE YOU NEED 4) 


Ault-Williamson Shoe Co. 3 


Auburn 








Manufacturers — re 


* 
LOS ANGELES OFFICE, 109 E. Sth STREET Maine 
BOSTON OFFICE, 139 LINCOLN STREET 


Kansas City, Mo., Office—Suite “C’’ Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Dxchange, No. 7 So. Fifth St. 


No. 62—Black Kid Oxford, 
12/8 Cat’s Paw Heel, Gray 
Ooze Lining. 


No. 66—Same Style with 
Stock Tip. Both In Stock 
Ps Gy BE ue edenecs ceed $3.85 


No. 47—Black Kid Two-Strap 
Sandal, 12/8 Cat’s Paw Heel. 


$2.40 
No. 84—Same Style in One- 
a ay $2.30 


Both In Stock B, C, D, E. 
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READY TO SHIP 


< — ‘ Ol SoG 
i 2%. , ry 
A Bb yd ae hy A S ——= 
Uy gamma” = hoe Rea If —— ss 
LIRR ap —s Fa 






BARNET’S RUSSIA CALF 


Goodyear Welt - - 8/8 Solid Leather Heel 
Widths A-D - - - - Price $4.50 





Wire orders if your need is urgent. 


“Follow the Creighton Line” 
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LYNN, MASS. 
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Birmingham News 

Little Rock Gazette 

Los Angeles Times 

San Francisco Times 

Denver Post 

Washington Star 
Jacksonville Times-Union 
Atlanta Journal 

Boise Statesman 

Chicago Tribune 
Indianapolis News 

Des Moines Register-Tribune 
Topeka Capital 

Wichita Eagle 

Louisville Courier-Journal 
New Orleans Times-Picayune 


Cash in on this Publicity!) 


Our Big Advertising Campaign in the Metropolitan News- 
papers has created a sensation. Thousands of women are 
writing to us asking where they can buy “Foot Saver” 
shoes. We are referring all inquiries to the nearest 
dealer. 


In your town there are many women who will read the 
advertisements and want the shoes. Are you ready to 
take care of the demand? Have you made application 
for the “Foot Saver” agency in your town? 


Look for the Advertisements now appearing on the first 
Blah Sunday in each month in the following newspapers: 


Baltimore News and Oklahoma City Oklahoman 
American Portland Oregonian 

Boston Post Philadelphia Inquirer 

Detroit News Pittsburgh Press 

_Minneapolis Tribune Providence Journal 

Kansas City Star Memphis Commercial-A ppeal 

St. Louis Post-Dispatch Dallas News 

Butte Miner Houston Chronicle 

Omaha World Herald Salt Lake City Tribune 

New York World Richmond Times-Dispatch 

Buffalo Courier Seattle Times 

Rochester Democrat- Spokane Spokesman 
———e Milwaukee Journal 

Cincinnati Enquirer 

Cleveland Plain Dealer Over 20,000,000 


Columbus Dispatch Readers on Sunday 


























“Foot Saver” Shoes in Stocihe 


8-inch Black Kid Boot, Welt 
Sole, 1¥2-inch Military Heel. 
Widths, AAA to D. Sizes 4 
to 9 on all widths. 








Other attractive numbers will b 
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y Jur Salesmen are now Writing Orders! 


for Immediate Delivery 


are 
pr” 
est 


he 
to 
on 


rst 


This gives merchants an opportu- 
nity to take hold of “Foot Saver” 
Shoes almost immediately. 


Our factory is organized to.make 
shoes in quantities, as orders are 
received, and give prompt deliver- 
ies. 


This applies to all J & K Shoes. 


Will you cash in on this Big Oppor- 
tunity. 


An Indiana merchant remarked 
recently, “I have bought thousands 
of pairs of J & K Shoes and I have 
yet to see a last that fell down. It’s 
the only 100% line I know of.” 


We want to hear from progressive 
shoe men only. We are traveling 
too fast for dead ones or timid 
“calamityites.” We are helping 
live ones to be more alive. Get on 
the band wagon. 


The SULIAN & KOKENGE (o. 


(Manufacturers of 





) Women's Fine Shoes 


CINCINNATI, O. 





chReady for Quick Shipment 








Best Black Kid Oxford, Welt 
Sole, 14-inch Military Heel. 
Widths, AAA to D. Sizes 4 


to 9 on all Widths. 


badded to stock as demand requires 
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— fashion authority has said that 


the duration of any style depends entirely 
upon its practical value. No leather can 
enjoy lasting style acceptance unless it 
has something beyond beauty of coloring. 
New Castle HAVANA BROWN KID 
makes up into shoes which are practical, 
as well as beautiful. Therefore, New 
Castle HAVANA BROWN KID con- 
tinues to be the basic colored kid value. 


Its vogue is ever-increasing—its use ts 
now so prevalent that shoes of New 
Castle Havana Brown have become an 
essential part of any line of fine feminine 
footwear. 


NEW CASTLE LEATHER CO., Inc., 
NEW YORK 








t 


Sketched on Michigan 
Avenue 


That much desired “tail- 
ored look” is well exem- 
plified in the young lady 
sketched above, as ob- 
served on Michigan Av- 
enue, Chicago. Her dress 
of brown chiffon velvet 
with silk net vest and 
sleeves was given a com- 
pleting and perfecting 
touch by a pow of ex- 
quisite turn shoes of New 
Castle Havana Brown. 


a? 


Here is the modish 
one strap which 
formed so important 
a part of the costume 
illustrated above. 
New Castle Havana 
Brown Kid panelled 
with brown satin. 
Typical of the craft 
of its makers, J. & 
T. Cousins. 





Judge it by its users. 
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No. 429. Price $4.00 
Peters White Reignskin Oxford, Patent Trim, 
‘11/8 Ivory Rubber Heel, Goodyear 
Welt, Princess Last 
AA to D 





No. 475. Price $4.10 
Patent Sport Pattern One Strap, Patent 
Saddle Strap, 7/8 Rubber Heel, Goodyear 
Welt, Sport Last 
AA to D 





No. 376. Price $4.35 
Black Satin Rhoda One Strap, Single Sole, 
Imitation Turn, Covered Full Junior 
Louis Heel, Tremont Last 


A to D 





OMesrma<OZ AMAMDPE 
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No. 447. Price $4.00 


Peters White Reignskin One Strap Rhoda, 
White Kid Trim, 10/8 Ivory Rubber 
Heel, Goodyear Welt, Princess Last 
AA to D 





No. 477. Price $4.25 
Smoked Elk Sport Pattern One Strap, Cocoa 
Calf Saddle Strap, 7/8 Rubber Heel, 
Leather Sole, Geodyear Welt, 
Sport Last—AA to D 





No. 442. Price $4.00 
Patent Rhoda One Strap, Imitation Tip, 
10/8 Heel, Goodyear Welt, Princess Last 
AA to D 
No. 443 Same in Cocoa Calf. Price $4.00 


THOMSON-CROOKER SHOE. CO. 


c. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 
P. HOWARD TARR, Asst. Treasurer and Credit Manager 


Cc. H. SULLIVAN, Secretary 


18 Station Street, Boston 20, Mass. 
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Where Is The 
Retailer Who We Haven’t Found 


Doesn’t Know Him Yet 


—and recently 


We were surprised at 
ON the Chicago Conven- 
tion to meet retailers 


Reg. U.S. Pat. Off. from small towns in 


Kansas and North Da- 


kota who were as famil- 
iar with the virtues of 
TONY RED as the 
Broadway Buyer in 


CALF 











The National and International Reputation of 
TONY RED CALF and CREESE and COOK 
CO. didn’t just happen. It is founded on consis- 
tent quality. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 





TANNERIES 





SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 




















NEW YORK 








DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 





















1929 
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Two 
New Styles 
from 
‘TheE & M 
Line of 
Quality 





ASH in on the demand- for 
shoes to retail at $5.00! 
Our new line in this class is go- 
ing big and bringing orders 
from many of the best houses in 
the country. They are what the 
public want! 


Both shoes illustrated here meet 
the demand for “quality at a 
price.” Good workmanship and 
materials are assured as they are 
made under our personal super- 
vision in our Haverhill plant. 
With these two important fea- 
tures carefully attended to do 
you wonder that they are both 
sellers and moneymakers for 
dealers who stock and sell them? 


BOOT AND 
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The above model is No. 1146. It’s an 
All-Patent Turn One-Strap carrying 
a 10/8 celluloid heel on our 61 last. 


Price $3.50 





No. 992—Growing Girls’ Welt Oxford 
with Grey Nubuck Vamp and Quarter. 
Made with No. 808 tan calf Short 
Wing Tip and Foxing on our new 55 
last carrying a 7/8 leather heel. 


Price $3.75 











Emery & Marshall Co. 


Haverhill, Mass. 
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AMINE 


Ses 
|  stANWORTH 


IN A CLASS BY THEMSELVES 


STANWORTH SHOEMAKERS has been combined with Marion Shoe Com- 
pany. We have taken over their stock. In the future we will make and sell 
the Stanworth line, maintaining the same high standard of quality and work- 
manship. These popular numbers will be carried in the Marion Stock Depart- 
ment, under the Stanworth brand. 


e No. 5X 
Nos. 7X and 8X 




















ALL SHOES 2% 10— NET 30 
No. 1.—Russia Calf Blucher—same as 5X (above)....... Ato E 
No. 2.—Russia Calf Bal—Medium Toe................. AA to E 
No. 3.—Russia Calf Bal—English Last.................. AA to D 


No. 4.—Black Calf Blucher—Same Last as 5X (above)...A to E 








ALL OXFORDS 4 50 2% 10— NET 30 
7 
No. 5X.—Russia Calf Blucher Oxford—Round Toe........ CtwoE 
No. 6X.—Russian Calf Oxford—Same Last No. 2 (above) .. B to D 
No. 7X.—Russian Calf Oxford—Frenchy Toe.............. Ato D 
No. 8X.—Black Calf Oxford—Frenchy Toe................ Ato D 





MARION SHOE CO. 


MARION, INDIANA 














II" WESTERN OUALITV DO EASTERN STYLE |— ) 








— 
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415 


Tony Red Calf 
Newport Last 
12 Iron Edge 

Wingfoot Heel 


$5 
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Co Se 


THE SHOE THAT SELLS ITSELF 


Your customer will take only one look—one feel—and the 


sale is made. 
Without a doubt 415 is the most attractive and salable shoe 
in our large stock department. Your mail orders will be given 


our usual prompt attention. 


MARION SHOE CoO. 


MARION, INDIANA 
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Kallman 


Guaranteed Weight 


SHOE LININGS 


GIVE you uniform quality 
TWILLS' -in your production. FLANNELS 








GIVE shoes greater wear egit sock 
DRILLS and longer life. LININGS 


| 
i DUCKS (GIVE assurance that infe- TOP FACINGS 


riority will not creep into 
your production. 











EACH QUALITY STAMPED WITH ITS GUARANTEED WEIGHT 








[ Sole Distributors for 


ATHENA CHROME KID 











BLACK CHAMPAGNE 
WHITE RED 
HAVANA GOLDEN 
GREY and All the Newest 
Creations 










ALSO EBONY CABRETTAS IN BLACK AND COLORS 





Kallman-Newcomb Company 


‘61-65 South Street, Boston, Mass. 


NEWCOMB KALLMAN CO. A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 
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TO DEMONSTRATE THE WORTH OF 
RAMSEY’S “THEY CANNOT RIP” 


and to prove to the skeptical and to those who do not believe in what we claim for our 
Patented Process Shoe we make the following offer 





Buy one, a half a dozen or a dozen pair of our Patented 
Process Shoes—try them out on your own child or on 
seme of your customers’ children—if the outsoles 
loosen up as long as there is any leather left to hold the 
stitching, send them back and we will give you new 
shoes for them. If they demonstrate all that we claim 
for them then give us your order. 














RAMSEY’S, THEY CANNOT RIP 


Not a theory but a proven fact 
The Proof: Nearly 2,000,000 pairs made and not one pair nor a 
half pair have ever been returned with the outsoles loosened or 
the stitching ripped. 
Send for Price List of All Styles We Make 


SANDAL 








SANDALS 
5-8 8%-11 11%-2 26 6%-11 
No. ©@—Cherry Chrome, Oak Leather Sole...... $0.80 $0.90 $1.05 $1. $1.85 
No. 40—Cherry Chrome, Neolin Sole............ 75 85 1.00 1.55 
SANDALS—BEST BEND SOLES 
. 5-8 8%-11 11%-2 248 Seae 
PLUG OXFORD No. 0O—Cherry Chrome, Oak Sole..........-- 80.90 $1.05 $1.20 $1.75 05 
No. 51—Gun Metal Chrome, Elk Sole.......... -00 1.05 1.20 1.75 2.06 
No. 12—Cherry Elk, Oak Sole.........+eeee0% 1.00 1.15 1.35 185 2.15 
No. 53—Smoked Elk, Elk Sole............+-0 1.00 1.15 1.35 1.85 2.15 
No. 14—Cherry Full Grain Crystal, Oak Sole.... 1.00 1.15 1.35 1.85 2.15 
PLUG OXFORDS 

5-8 8%-11 11% -2 2%-6 

No. 20—Cherry Chrome, Oak Leather Soles........... oss 95 $1.10 $1. 
No. 240—Cherry Chrome, Neolin Soles.........ses+ee+ 00 1.05 1.60 

PLUG OXFORDS—BEST BEND. SOLES 

-8 fa ia 2%-6 

No Chrome, Oak Sole.......-seeeseeeeee one 1 28 '. 5S $1. 
No. 210—Tan Full Grain Lotus.......-.seeeeseeceeees 1.95 
No. 214—Cherry Full Grain Crystal........--..+eee+- Los 1.95 

BOYS’ AND MEN’S VENTILATED OXFORDS 

Outside Rubber Heel — ae 
VENTILATED OXFORD No. 900—Cherry Chrome, Oak Sole........--sscecceecceceeccecvevees etre $2.00 
No. 914—Cherry Full Grain Crystal, Oak Sole.........---eseeeseeeeee 2.00 2.25 





Spams 


‘jog? 


‘¢ THE ONLY COMPLETED STITCHDOWN 


TRIPLE WA?’ WELT 


ONE RDW OF STITCHING HOLDING UPPER TO INSOLE HAT Is, 
TWO ROWS OF GOOD YEAR YEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPER. T 
Two ROWS OF GOODYEBAR STITCHING SHOWING -ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
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How the EMERSON 


will help you 





The public, as a whole, has lost confidence in values. 


You have been accused of profiteering and of every other crime in the calen- 
dar from petty larceny to plain murder. 


We know that the average retailer not only hasn’t been profiteering, but that 
he has actually had a hard struggle to make both ends meet. 


We believe that the time has come when we ought to help you fight your battle 
and restore confidence in your shoe values. 


So we brand a fair and square retail price on the soles of Emerson Shoes. We have demonstrated 
the success of this policy over a period of 40 years. It has the universal approval of our customers. 


This branded price will give you the mark up you have always figured on. Underneath the 
price stamp will appear the words “Value Guaranteed,” as our pledge of faith to the public. 


This policy will enable you to guarantee to your customers that the price you ask is fair, square 
and honest. 


It will put our prestige as well as yours back of that selling price. 
It convinces the public that it is getting its money’s worth. 


It will stop all quarrels about values. It will stabilize your shoe business and hasten the return 
of a normal business built on confidence, on the part of the consumer, that he is getting a square 


deal. ’ 
It will increase your pair sales and your turnover, and make your store profitable again. 


There isn’t the slightest doubt that this “branded price” policy is the one thing needed to bring 
back the shoe business to a normal basis. Our prices are down to rock bottom now and all that 
remains is to restore public confidence in values, which this policy will do. 


We are supporting this policy with a National Advertising Campaign that will reach practically 
every man and woman in the United States. 


Our men will be on the road shortly with a full line of samples. You can place your orders with 
us with perfect confidence that you can turn over your merchandise at a fair price. 


Sixty live lines of men’s, women’s and boys’ shoes in Stock, waiting for you to retail at $5, $6, $7, 
$8 and $9. A postal card will bring to you a brand new Catalog, or if you want to see actual samples, 
we will send our Silent Salesman without any obligation on your part. 


Order from the nearest Stock Department. 


Emerson Shoe Company 


142 Duane St., ROCKLAND, M ASS. 206 W. Monroe St., 


New York City 


Chicago, Ill. 
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BRANDED PRICE” © 
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The Trade Mark and Retail Price Stamped on the Sole of 
Every Emerson Shoe 
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You will improve your line of shoes 
by using 


o Ace Calf 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 
ACE 909 















































































J. S. BARNET & SONS, Inc. 


lesrooms, 75 South St. 
LYNN, MASS, U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 


——- Se aa 
——$— a ee 
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March 11,1922 BOOT AND SHOE RECORDER 23 


SEND ORDERS TO 














Kenne — JRi nee vom rs Amos and Frank Lyo ons, leading artists of the “Brockto 
Y= ge considered the be st stock company i n New England, wearing “DALTON” 
New se featur ay styles CI a s will soon be 

eady oil. Se nd your request for copy ww. 


THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 


BROCKTON, MASS. 
BOSTON, 183 ESSEX ST. NEW YORK, 651 MARBRIDGE BLDG. CHICAGO, 706 SECURITY BLDG. - 
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No, B-5021—Proxy last. 
pendale Russia Oxford. ving 
Goodye ear Th Rubber Heel. 

















ATT xo} 

















No. or ~ tat last. 


wins 
B-6 to 11; O and D5 to 11. 





18 South Wells St. 


=e 





FOR FIT—FOR STYLE—FOR WEAR 


QUICK SELLING OXFORDS 


They have the snap and style that 
attract at first glance—then when 
your customer learns the price 
and you tell him of Beacon qual- 
ity—your sale is made. 


All stock styles can be shipped 
without trade mark if you desire. 





No. B-5031 — Ace last. 

bh pendale Russia Ox- 
Goodyear Wingfoot Rubber 

Heel. C-6 to 11; D-5 to 11. 


Price $3.60 


F,. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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B-5019—Penn last. 
pendale —_ Oxford. 
a, ow 





No. B-5030—King last. Chip- 
pendale ._ — a... on 
Rubber 
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jj, BEACON LAA 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


STAPLE STYLES FOR SPRING 


A 



































Good weather will soon be here; 
then will come the quick demand for 
“Spring oxfords. Are you ready to 
meet the call with “real values” in 
the popular prices. 


If you’re well stocked with Beacon shoes 
you'll get the lion’s share of the business 
in your vicinity. The prices and the ap- 
pearance of the shoes make the first sale 
—their quality will bring your customer 
back for more. 





No. B-G46—Savoy last. Chip- 


pendale Vici Oxford. Goodyear - No. B-395—Swag last. i 
Wingfoot Rubber Heel. C and Leather Oxford. Leather 
D-5 to 11. Beveled Sole. B-6 to 11; o a 


D-5 to 11. 


Price $4.50 


% 


Price $5.35 










No. 553 — Brute 
last. Wine Red Ox- 





. B-386—Swag last. Morocco ford. Orange poten. No. B-332—Ace last. 
RAT Oxford. Orange’ stitching: Brass eyelets. . Calf Oxford. Four rows vorange 
Goodyear Wingfoot Rubber Heel. wing tip. Solid leather heel. 3 stitching. Goodyear W — 
A-7 to 11. B-6 to 11. O and D-5 B-6 to 11. C and D-5 to 11. Rubber Heel. red ge 21; -6 to 
to 11. 11; C and D5 tol 
Price $4.60 Price $5.40 Price $4.60 


F, M. HOYT SHOE. CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 


Chicago, Ill. Manchester 


New Hampshire 
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These Genuine 
Turns 


IN STOCK 


Here is absolutely the best buy 
on the market. 
for them is right at hand. Or- 
der yow for prompt delivery. 








208. 





Child’s 
Child's 


Samples on request 


Patent “Sally” Sandal 
Turn Sole. 


Spring Heel 5'- 
Spring Heel 3 - 





203. Mahogany Kid One Bar 
Turn Sole. 
Child’s Spring Heel 5%-8 


$1.40 


Child’s Spring Heel 3 -5 1.30 


The season 


Child’s Spring Heel 
Child’s Spring Heel 3 





202. Patent One Strap 
Turn Sole. 
Child’s Spring Heel 544-8 $1.40 
Child’s Spring Heel 3 -5 1.30 





277. Patent Roman Sandal. 
Turn Sole. 
Child’s Spring Heel 814-11 $2.00 


5%: 8 1.55 
-5 1.40 


MCAS Yrader Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO 


312 W. Menroe St, 


ST. LOUIS, MO, 


1408 Washington Ave. 


NEW YORK, N. Y. 
123 Duane St. 
PITTSBURGH, PA. 
923 Penn Ave. 


BOSTON, MASS. 
100 Summer St. 
PHILADELPHIA, PA. 
51 North Third St. 
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Gets the Grown Folks'Trade 


ARNARD’S Business Builders are inexpensive toys 

B that any child is delighted to own. They are good 

looking, amusing, well made and designed to carry 

your specially imprinted advertising into the homes of 
your customers. tyecata 





Systematically distributed according to carefully 
tested plans which we provide, they are increasing sales 
right now for merchants in every part of the country. 


Barnard’s Business Builders 


These business building plans are the most impor- 
tant part of the Barnard proposition, yet they do not 
cost you one cent above the very moderate cost of the 
toys themselves. 

Make friends of the children in your town and you 
make customers of their parents. Let us tell you how 
you can do this effectively and cheaply with Barnard’s 
Business Builders. No matter what your line of busi- 
ness, we have Business Builders especially adapted for 
your use. 


Write today for samples and plans. 


THE BARNARD TOY COMPANY 


2761-65 Fort Street West Detroit, Mich. 


























“sseyy ‘u0}s0g “3G xeseq Cg sMIOOY ojdureg 


Ayonjuey pue euvipuy ‘ues;yo1w eysesqeny pue susuey ‘pinossiyy ‘s1our)] 
AANAIVD “D “TI quoodd “a “1 
pueyAsey ‘Aesaee MeN ‘O1YQ ‘efueAlAsuUueg sejyoyeG pue uysuossT MA ‘emo] ‘e,OseuUIW 
NVZIOVA 'S “4 NMOUE “D T 
4404 MON pue pueljsuq Mey ROD 2y!leg 
YOSNIM ‘L Tf SHALTVM TM 
S®AIReJUSSe1doy S®ATVeJUVSe1d 94 


March 11, 1922 


AN 


& oe 


)) -ssv7t ‘wopomabpiig SOOYUS PUly SsusUuloY WARS 


‘aSUOW F2] UAWNOOU) uy 





= 
= 
= 
io) 
o) 
~ 
= 
- 
=) 
= 
N 
=) 
a 
= 
on) 
i) 
= 


























March 11, 1922 BOOT AND SHOE RECORDER 


29 








Lenox Sport Oxford 


Advance orders indicate the popularity of this shoe for next sum- 
mer selling. It will be a big number. White Duck Upper. Red or 
Black sport trimming. White corrugated sole. Pneumatic heel. 
Kendex insole. 


Description Last Width Size Price 
Women Sport Oxford............ Comet Cc 1g $1.45 


-H00b- OUTLOOK 


Here is one of the best values in 
Canvas Footwear ever put on the market. 


Description Size Price 
eee... dcx White Bal........ 6-12 $1.20 
ae ee White Bal........ 244-6 1.10 
See © opens 3 White Bal........ 11-2 1.05 
eae White Bal........ 8-10% 95 
a ae Brown Bal........ 6-12 1.20 
EE Dna 0 die.g «4 ‘Brown Bal........ 2% -6 1.10 
Wem .di%.. Brown Bal........ 11-2 1.05 
ae ae Brown Bal........ 8-101 -95 


HOOD RUBBER PRODUCTS CO., Inc. 


WATERTOWN, MASSACHUSETTS 










































HARE SZ 





TURN SHOES 





Style 270-B — Patent leather, 
white kid inlay instep strap. Milo 
buttons. Perforated. Price per pair, 

$1.10 


SUPERIORITY 


We mawufacture for the retail trade exclu- 
sively a complete line of children’s superior 
quality flexible turn shoes. Sizes—full and 
half 1 to 5. Every shoe sample lasted and 


GUARANTEED 

ALL LEATHER 
Soles cut in our own factory from highest 
grade flexible oak-tanned bends Highest 


quality leather counters insuring longest pos- 
sible wear. All styles made with mock heel. 


Send for catalogue. 





IMPER RIAL 


CHILDRENS SHOE 


CORPORATION 


ROCHESTER — NEW YORK 
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Style No. 4205 
Paris Kid Polish on No. 179 Last, 
Medium Toe. Kid Tip, Welt Sole, 
1%-inch Heel, & Inches High. 
AA to B IN STOCK 
Price $8.50 





Style No. 4185 
Similar boot in Brown Kid. 
A to B IN STOCK 


Price $9.00 


THE “GROVER FOOT-ARCH 
SHOE” needs no introduction. 


We illustrate one of many suc- 
cessful models carried in stock. 


Let us send you our catalog, 
showing both boots and oxfords, 
ready for immediate delivery. 


J. J. Grover’s Sons Co. 
LYNN, MASS. 





Boston, 80 Boylston St., Little Bldg. 
New York, 47 West 34th Street 
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READ THIS 


Mr. Merchant 
WE WANT TO TALK TO YOU 

















Two thirds or more of these corrective shoe propositions will be 
“flivvers.” If based solely on an effort to unload on you a lot of 
staple shoes, backed by nothing but a lot of “bull,” “bunk” adver- 
tising and half-baked theories, they will die before their eyes are 
open and you know it just as well as we do. 








This does not mean that a few of us with sound underlying merit 
won’t go over big You want and you need the right proposition 
and we have it. 


WE HAVE MORE “STYLE” IN OUR SHOES 
WE STOCK THEM MORE GENEROUSLY 
WE ADVERTISE THEM WITH YOU—NOT FOR YOU— 








We back up and guarantee every claim and theory we advance. 


You don’t experiment and hold the bag for us. We side step no 
responsibility that belongs to us as manufacturers, and we go fur- 
ther with you and for you than all the rest of them combined. 






Give us a plain fighting chance to interest you as our “AGENCY” 
and if we cannot show you a better, sounder, bigger plan, than any- 
one else, then pass us up and make it snappy. 






Our men are on the road. Agencies are being placed now. 






If you want to hear and see something really constructive, aggres- 
sive, and something unique and new, that you never saw or heard 
of before 






WRITE US NOW 








THE ARCH-AID SHOE CO. 


Rochester, N. Y. 
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The ‘Famous 


a 
Shoe »forMen 


ECONSTRUCTION”  condi- 

tions are making custom- 

ers more critical of value than 
they have been. 





Give your customers the always con- 
sistent value found in WEBER 
UNION MADE SHOES to retail at 
$5 to $8. 


WEBER BROS. SHOE CO. | . on 


MS ASS Smoked Elk Golf Oxford, Tan Elk Top, Sport 
NORTH ADAMS, M : Last, Plain Toe, Duplex Golf Fibre Sole, Wedge 


Fibre Heel. 








New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 























TURN THOSE SLOW PUMPS 
AND TIES INTO CASH! 


By Using Our Converting Straps. Easily Attached. 


Made in One, Two and Three Strap with 
2 in wanted leathers and white canvas. 
ces $4.00 to $7.50° per doz. 








Pat. 35, Batton Strap, (Illus- 
trated as Applied) in and 
% inch. Turned Edge—Pearl But- 
ton or New Slide Buckle, as 
ordered. Priced—Without “Bide 
Ornament’’—$4.00 to $5.00 dos. pr. 


Ornament 
Shown on 


Chandler’s Strap Slide Ornaments. Latest Designs 


Priced—Fancy Metal Patterns, $2.00 to $6.00 per dos. - 
Rhinestone Patterns, 3.00 to 6.00 per dos, 


Ornaments designed for Ps] or % in. Strap, R604-R689 neve. 

Ornaments designed for or % in. Strap, R698 to R692, inclusive. 

Rhinestones designed for % in, R660—For % or % in, R766 and R663. 
Finishes and Colorings 

For Black Leather and Satin, Gray Silver, Bright Silver, “> os Gold. 

For Brown Leather, Dull Rose Gold, Green Gold and Bright 


Chandler’s Natty Novelties Attract Customers and weed Profits 


W. K. CHANDLER, Inc. §68TON* Mass. 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


0 0 © © 0 
—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. : 

0 © 0 © 0 
We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








The above is one of the styles that can be delivered 
promptly 
Lot No. 200 
Men’s No. 4 Gallun’s Russia Calf Oxford 


806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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IN “HI STYL 
S + O C K The Line that sells to women 


Ready to Ship Now when they look at it 


Do you want to increase sales? 


Are you going to grow or sit still? 


L & A Shoes will help you make 
gains in sales and profits. Women 





No. 159 want them because of their beauty 
a gn 7 glace cary of stvle and reasonableness of 
AA g46-7%, A 4-7%, B 4-7%, C 38, - y 
3-8. price. 
$4.50 NET 


A very good method of proving 
this will be to order some of these 
In Stock numbers and try them on 





your trade. 
. You will find them Sellers at Sight. 
No, 160 Such shoes as these keep your cash 
heel pert fox ne Welt onginch = register jingling all day. 


a. ge A 4-7%, B 4-7%, C 38, 
$4.25 NET The Easiest Fitting Line of Low 
Cee Priced Shoes in America. 


The LAPE g ADLER (Co 
HI-STYLE “= LO-PRICE 
COLUMBUS OHIO. 































\ 
li 
bi 


al 


A 
fo 
bi 
yc 








March 11, 1922 BOOT AND SHOE RECORDER 














O PRICE” 





IN 


Every woman will want them S TO CK 


and any woman can afford them 


About April 15th we will send out the 
most wonderful Fall line you will see 
this season. The line that every 
woman can afford to buy. 


We will convince you that the L & A 
line is Your Opportunity to make 
business better. 


Buy when our salesman calls. We will 
make but one trip. Write for an 
appointment to look at line early. 


Also ask to be put on our mailing list 
for “The Handshake”’—a monthly 
bulletin of stock shoes. It will pay 
you to keep in touch with us. 


Ready to Ship Now 





‘No. 154 
Tan Calf, Blucher Oxford, Welt, 


one-inch heel. 


AAA 514-8, AA 5-8, A 4%-8, B 4-8, . 


C 4-8, D 4-8 


$4.25 NET 





No. 155 


Gun Metal, Blucher Oxford, Welt, 
one-inch heel. 


AAA 5%-8, AA 5-8, A 434-8, B 4-8, 
C 4-8, D 4-8. 


$4.25 NET 


These will be quick sellers. Order 
at once, : 


The LAPE g ADLER G 


HI-STYLE <== LO-PRICE 


COLUMBUS OHIO. 
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\/ THESE REMARKABLE SHOES 
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Make Remarkable Retail Values 


Goodhealth Shoes are made in the Goodhealth Plant by the 
Goodhealth Flexible Welt Process. 


( Threads and Findings—The very best money can buy. 
Eyelets—Fast colors. 

Counters—First Grade Sole Leather 

Insoles—Solid leather. 

Outsoles—Oak Flintstone Bends 


Sock Lining—Light weight flexible splits, making inside of shoe 
. absolutely smooth. 


zal 


The Specifications 4 








78957—New Wine Shade Kip Side Leather or 78950—New Wine Shade Kip Side Leather or 
Spring Step Hecl. Sprinz Step Heel. 
2%-7, B-C-D.......- $2.60 2%-7, B-C-D........ $2 
12-3, OD. .cccccccce 2.35 12-2 Dicccceceres Bae 





7SS39—New Wine Shade Kip Side. 


7S882S—New Wine Shade Kip Side. 


OE. DD - BOs 65 0 cbc ctoee $2.25 Se Eee cevtcasetes $2.25 
8%-11%, D Heel......... 2.10 8%-11%, D Heel......... 2.10 
81-11%. D Spg. Heel.... 2.00 814-11%, D Spg. Heel.... 2.00 
5-8, E Wvcccccecoceces S85 WE Mc occcccctcces 1.85 
5-8, B Sps. Heel........% oo” 6-8, B Spa. Heel.....cc0. 1.75 


Quick Delivery—three to four weeks 
from the Factory 











Stocked in San Francisco for 
Pacific Coast Trade hy 


WILLIAMS-MARVIN CO. 
at factory prices. 


THE JUVENILE SHOE CORPORATION 


CARTHAGE, MISSOURI 


Stocked in San Francisco for 
Pacific Coart Trade by 


WILLIAMS-MARVIN CO. 
at factory prices. 
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Lower Prices 


To move immediately all shoes 
now carried in stock to make 
room for the new numbers, lib- 
eral reductions have been made 
on all styles so we may have 
this additional floor space in the 
shortest possible time. 


7 
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Here’s a representation of the 
No. 906 


values we are offering. aanaye samen 

o Gallun’s No. 3 N egian Calf Oxford, Ti 

Order liberally, but act and Vamp Pinked and Perforated, Heavy 

P reg x Sole, Round Edge, Stitched Heel Seat. 
quickly. A, 7-11; B, 611; C and D, 5-10. 

” Price $5.00 


No. 911 
BARRY’S ABERDEEN No. 912 
BARRY’S STANDISH 


Gallun’s No. 11 (medium dark) Norwegian 
Calf Bal, Vamp, Tip, Heel Foxing Perforated, Creese & Cook Co, Tony Brown Calf, Whole 
Heavy Singie Sole, Stitched Heel Seat. A, Quarter Bal. Single Sole. Wingfoot 
7 to 11; B. @ to 11; © and D. 5 to 10. ber Heel. A, 7-11; B, 
Price $5.25 D, 5 to 10 


“One Pair Sells Another” 























T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS: 


At the Factory: 
Brockton, Mass. 
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URING the coming weeks, when you will be planning 

your new models for Fall, is a most excellent time to 

gain an appreciation of the unusual service which the Uni- 
ted Last Company offers. 


Each of the 10 producing units of the United Last Company 
is a complete last factory with a reputation for specially 
excellent work on certain varieties of lasts. 


These 10 units are so organized and associated that the 
various staffs, while often rendering each other helpful co- 
operation are still soconducted as to foster individuality 
of ideas. 


Our model makers are constantly turning out new and orig- 
inal last ideas—perhaps the very thing you have been 
waiting to see as the basis of a new shoe style. 


The same uniform, helpful service and last style informa- 
tion will be given you in each of the six United Last show 


rooms. 


Consult with the nearest one. 


UNITED LAST COMPANY 


Headquarters, Boston, Mass. 


TEN FACTORIES SIX SHOW ROOMS 
ROCHESTER BROCKTON BOSTON CHICAGO 
HAVERHILL NEWARK 212 Essex St. Wells Bidg.. Rm. 406 
AUBURN LYNN CINCINNATI PHILADELPHIA 
ST. LOUIS CHICAGO 803 Sycamore St. 331 Arch St. 

KEE ST. LOUIS MILWAUKEE 
— a Adv. Bidg., Rm. 303 10 Metropolitan Bidg. 
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COUNTERACTING THE 
COST OF SHOES 


M ousam counters not only serve to counteract 
the high cost of shoes; they add real value as well. 
In no sense are they a substitute. Never should 
they be considered as a low-priced alternative. 


Mousam counters are standard equipment in 
many of the best shoes made in America. They © 
have been accepted as standard because of the way 
they combine uniform high quality with favorable 
price. 





More and more manufacturers are coming to see 
the advantage in using Mousam Counters. They 
favor them because of their flexibility, their style, 
their fit, and their absolute uniformity. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 


Mousam Division 


121 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 





























March 11, 1922 BOOT AND SHOE RECORDER 4l 


KKK KK ERREEEANRARh 


ces Mot Scotch! | 
COBBIES 


‘RUMBO- TOE 


FOR FALL 
— the walking last 
of the century 





If it’s business you’re after—sales—profits 
—the ““Rumbo-toe”’ will turn the trick. 


Where is the dealer who is not seeking 

something entirely different — styles 
which will stand out—apart from the 
commonplace ? 


The sensation of the ““Rumbo-toe”’ will 


be electrical. 














If there is not a COBBIE dealer in your 
This is the place ° 
Pi agit town, you stand a good chance to get the 
of the line if you act at once. That means, wire 
“Rumbo-Toe.” | today! Salesman now in your territory. 
We'll show you | 
the shoe when our THE 

| Salesman calls. HOLD 
| SHAPE 





| SHOE 
“The Shoe that is Jailored-” 


CShe Robert ‘Wise Co. 


Cincinnati 


NUNN NNN NNN NNN 
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Prepare for Your Easter Business ; 


These New “H & E”’ Turn Novelties Are In Stock 
Ready to Start for Your Store 








No. 130—Black Satin Vincent One 
Strap, Junior Louis Heel, AA to 
C widths. Price, $5.00 


No. 140—Gray Nubuck Vogue 
One Strap, 16-8, Louis Heel, AA 
.to C. Price, $5.50 


No. 138—Squirrel Gray Suede 
Vogue One Strap, 16-8, Louis 
Heel, AA to C. Price, $6.00 


No. 141—Black Patent Vogue One 
Strap with Perforated Throat of 
Vamp, 16-8, Louis Heel, AA to C. 

Price, $5.00 


No. 142—Black Patent Vogue One 
Strap, 14-8, Louis Heel, AA to 
C. Price, $5.00 


No. 139—Patent Vamp Gray Nu- 
buck, Color 18, Bradford One 
Strap, Cut Out Quarter, 16-8, 
Louis Heel, AA to C. 

Price, $5.35 


No. 143—Janet One Strap, Patent 
Vamp, Color 18, Gray Nubuck 
Quarter, Nickel Buckle, 8-8, 
Military Heel, AA to C. 

Price, $5.35 


, No. 144—White Beechtex Aida 


One Strap, 8-8, Military Heel, A 
No. 130 


HOPKINS & ELLIS, Haverhill, Mass. 






No. 143 








- Delivery April 10. 


No. 145—White Beechtex Janet 
One Strap, 1-in. Slide Buckle, 
14-8, Military Heel. Price, $4.10 

Delivery April 1 


No. 146—White Beechtex Rena 
Two Strap, 14-8, Junior Louis 
Heel, A to C. Price, $4.40 


April 1 delivery 
































i! 
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}=Feeture Arch 
(| Z Ip 
| wae RIGID SHAN J 
TRADE MARK 


An arch of Steel 


Absolutely Rigid— 
Yet Flexible 


An arch protected by patents 
granted and used by Johansen 


Since 1876 exclusively. 


Makers of Women’s Shoes 
exclusively— 


All the style so dear to 
ferninine heart will stay— 
but .the Johansen Feeture 
Arch is added. 





ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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A New Low Heel Satin 
At A Popular Price 


The Flapper 





ere in, i 











No, B 775 


$3.00 


Code **‘ Squab”’ 











First Quality Black Satin 





New Low Flat Heel 





In Stock Latest Wide Buckle Strap In Stock 
Stylish Round Toe 
Silk Grosgrain Binding 


B. C. D. 2% to 8 


Just the Shoe for an Easter Novelty 


Send Your Order Today 


ANNAHSON 
i | SHOE CO. ore a 


HAVERHILL, MASS. 


Minimum Orders 
Twelve Pair 
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TWO STYLES THAT SELL 


Wea present two popular oxfords that sell 
WWE 1) readily at popular prices. Made to order 
inthe “W&C” factory that keeps going through 
good times and lean because of the lasting pres- 
tige of this line. 








Style E-28 


\ leading staple high grade White 
Beechtex Welt Oxford Strand last. 
12/8 Heel. High arch. Goodyear 
Wingfoot Rubber Heel. 

White. Ivory Sole 


Price, $3.25 





Style E-219 


Victoria Brown Calf, Welt Oxford, 
Cambridge Last. 7/8 Flange Heel. 
Goodyear Wingfoot Rubber Heel. 


Price, $4.00 


WISE & COOPER COMPANY 


AUBURN, MAINE 
Boston Office: 166 Essex Street New York Office: 127 Duane Street 
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One of the best selling points any salesman can make in 
showing a pair of shoes is that they have Goodyear Wing- 
foot Heels. ‘Fhe heel has to take the biggest share of the 
scuffing, and Goodyear Wingfoot Heels are built to wear. 
They have quality, style, and lasting resilience. There is 
no substitute for Goodyear Wingfoot Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 





Have you seen the new Goodyear Sports Bottom—a combination 
of Goodyear Wingfoot Heels and Neolin Soles—for street 
wear, outing service, and athletics generally? It has all the 
standard qualities of Neolin—durable, waterproof, comfortable 


WENG OF 
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What Is a Fluid Shoe Stock? 


A shoe line that pares your selling cost and over- 
head down to the limit—speeds up your turnover— 
keeps sending you more and more customers. 


The Educator line is doing that for thousands of 
retailers— 


By saving the time of fitting—any one who can look 
up a number and do up a package can sell Educators. 
By requiring minimum stock—minimum investment. 
You can “size in” every day; 


By being constantly fluid—every number a live one. 
The nearest of our nine branch houses will be very 
glad to send you samples. 


Rick & HUTCHINS, Inc. 


10 HIGH STREET BOSTON, U. S. A. 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins, Inc., St. Louis Shoe Co. 


RICE & HUTCHINS 


DUCATOR 


= 
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The “Peddler” and “Puller-In’ 


What Action Can You Take In Your Town to 


Discourage This 


_ ing goods before the public has been flamed 

into a right serious form of store competi- 

tion. It is so insidious a method of merchandis- 

ing that we call attention to it before it gets into 
too general usage. 

Our editorial on “the nibbling competition of 
the day” was fruitful in bringing to our editorial 
desk a number of letters pointing out other forms 
of peddling. Frank P. Meyer of Danville, IIl., 
tells of a letter sent to the principal of a high 
school in which flattering offers were made to 
students to solicit shoe customers direct. Another 
merchant tells of house, hotel and office solicita- 
tion on style footwear “at a price $5 under the cost 
to the customer at any shoe store.” 

In Boston and New York the privilege is given 
to ex-service men to set up soap box stores on 
the main streets for the sale of such items as 
shoe laces—four pairs for 10 cents. In the West 
a “sample pair” operator is disposing of “sales- 
men’s samples” by post card ordering—one side 
of the double card tells of the shoes and the reply 
part of the card gives the customer an opportunity 
of setting the time when she would like the sales- 
man to call. 

Perhaps some of these forms of peddling cannot 
be stopped, but a real merchants’ association can 
do much to discourage the habit. A set of adver- 
tisements pointing out what store service actually 
does for the customer and the community would 
help some. In some cases the office solicitation 
can be stopped by strict orders prohibiting ped- 
dling. 


- EE miserable remains of a practice of hawk- 


‘*Nibbling on Business ’’ ? 


Another and more dangerous form of competi- 
tion is the customer-snatching practice of the 
“puller-in.” Here is how he goes about it: He 
sneaks up to a person looking into a shoe or cloth- 
ing window and says “If you will come over to 
my place I can save you money,” etc. As most 
people are interested in saving dollars the scheme 
is about 60 per cent effective. Thus the customer 
is snatched from the very entrance of the store 
and all the efforts of the store in attracting the 
customer’s attention is lost. So serious is this 
form of competition that the merchants of St. 
Louis have spent thousands of dollars in putting 
an ordinance into effect in that city. Previous 
ordinances in this direction have been fought by 
legal talent from what may be termed the “Pullers” 
Association.” In one case the Missouri Supreme 
Court passed on an ordinance against “pulling in” 
and declared it unconstitutional. 

However, by the strong right arm of Charles E. 
Williams and other St. Louis merchants this bill 
has been in force for about a year. 


The St. Louis ordinance reads as follows: 


“Whoever, upon any street or sidewalk, in front 
of any store in the city of St. Louis, accosts any 
person and there induces or tries to induce such 
person to purchase any kind of merchandise, shall 
be deemed guilty of a misdemeanor and, upon con- 
viction thereof, shall be fined not less than ten 
dollars nor more than one hundred dollars; pro- 
vided, however, that nothing herein shall be con- 
strued as prohibiting licensed peddlers from act- 
ing within the scope of their license, nor to. 
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persons when seeking to sell newspapers or maga- 
zines.” 

To ignore competition because it is piffling in 
practice and impossible to classify as to its gen- 
eral effect is to lose sight of the fact that every 
dollar diverted from the legitimate shoe store is 
a dollar lost to orderly business. To encourage 
it, by passing it by as of no consequence, is to be 
misinformed as to its extent. It is a method of 
merchandising that is on the increase, and the 
time to throttle it is now. 

Have you a “puller-in” law on your city stat- 
utes? Have you a town or city law making ped- 
dling a license proposition? Have you an interest 
in every possible sale and in every customer’s 
welfare? 

Shoes, of all merchandise, cannot be sold like 
bags of peanuts—it takes the experience of years 
to fit a single pair of shoes properly. Shoe stores 
are useful institutions, proving the reason for 
their existence by a continuous service over a 
long period of time. The economics of the day 
are not best secured by peddling practice. 

There is no merit in buying or selling by the ave- 
nue of the peddler’s pack. It is something to consider 
at the close range of your own city or community. 
Public opinion, when informed of the nibbling and 
knocking peddling habit, will turn to the standard 
and recognized method of buying from reputable 
stores, responsible to the customer until the shoe is 
proved serviceable, and responsible to the commu- 
nity by this payment of taxes and store licenses. 

When a subject comes close to the store’s cash 
register it is worth publishing so that all mer- 
chants in the country can guard against the nib- 
bling practice. It is the irritants, local to a busi- 
ness, that aggravate most, as we had occasion to 
observe at the national convention, when a vocif- 
erous acclaim punctuated the resolution “protest- 
ing at manufacturers sending out catalogs and 
price lists with pictures of shoes and prices given 
underneath, so that every postman and individual 
handling the one-cent mail matter would get an 
idea of the price the merchant pays.” The other 
resolutions on world-wide topics of tremendous 
economic importance were acknowledged mostly 
with silence. It comes down to the common inter- 
est in the homely subjects close at hand to one’s 
own experience. Thus it is that the RECORDER 
has harped so much on the menaces of “nibbling 
competition.” , 

Such is the way of things, and we purposely 
emphasize the fight against peddler competition 
because we should nip in the bud the little evils 
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before they get of such size as to menace all busi- 
ness. Keep the topic in the merchant’s mind and 
we ultimately get a cure for it. It is a local issue; 
small, but in the aggregate, in all lines of mer- 
chandising, becomes a sizable competition to all 
stores in all towns and cities. The selling repre- 
sentative who covers the college towns has been 
with us for years—but even he is not immune 
from our attack. The whole scheme of peddling 
needs a national airing. 





Sport Shoes for Youngsters 


OR the youngsters, large and small, there are 

being made a host of sport shoes, gay shoes, 
play shoes, becoming to youth and childhood. 
Many a child of to-day never has had a pair of 
black shoes on his feet, except a pair of dress 
shoes, like the Mary Jane pumps of patent leather. 
To school they have worn shoes of Russia calf 
leather and in the summertime, shoes of white 
buck leather or white fabrics. Now there are 
being made for the youngsters thousands and 
thousands of pairs of sport shoes of elk or smeked 
leathers, with tan calf aprons and like trimmings. 
Some have leather soles and some have soles of 
fiber or rubber. Shoes to wear to school, as well 
as at play, are they, and they are bright and 
cheerful shoes, becoming to childhood and youth. 
Brighten up your children’s department with 
sport lines—they are pleasurable to juvenile cus- 


_ tomers and profitable to the merchant. 





Liquidation of Stock 


NE reason why some shoe manufacturers are 
getting fewer orders this month than a year 
ago is the fact that some retailers are still liqui- 
dating their stocks. For instance, one small but 
prosperous retail store had a surplus stock- of 
$10,000 worth of shoes on Jan. 1, 1922, or $10,000 
worth more shoes than it carried before the war. 
A year ago it had $20,000 worth more shoes than 
before the war. The store has a policy of reducing 
its stock to the bone, and it is steadfastly selling 
more shoes than it buys. It proposes to get its 
stock down to the before the war levels. As it 
is selling, instead of buying, its manufacturers 
are getting fewer orders. 

The estimate has been made that 25 per cent 
of the stocks of wholesalers and retail merchants 
is of merchandise at least eighteen months old, 
with some of it dating back to the Louis heel and 
narrow toe period. Clean up and get into the new 
and wanted footwear. 
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Straps Are Now Ornamented 


M “ Skirts are long 
Paris Office pa iad segs 
Boot & Shoe joy. Brilliant 
Recorder colors are the 


vogue for dresses. Black is the note 
for shoes; thus does the Parisian 


sum up the trend of styles for the 
present season. . 

One sided effects are conspicuous 
in many of the models in shoes, carry- 
ing out the same general tendency of 
one sided trimming in dresses. For 
instance, a Greco model of two sea- 
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sons ago, in patent leather 
with an inch wide instep strap 
fastening with a half moon 
buckle of cut steel at one side 
is one of the most popular 
models of the year here. 


A Dash of Brilliant Color 


Occasionally, a touch of 
brilliant color, such as yellow, 
royal blue, purple or green, is 
introduced into the trim of a 
black shoe, but for street wear, 
the black patent leather pump 
or single strap slipper is by 
all odds the leader. 

With regard to the general 
style in shoes, strap_ effects 
still dominate, but are hard 
pushed by pumps and slippers 
in much trimmed fancy. tongue 
styles. 

Oxfords are worn, but chief- 
ly in sport or heavy walking 
styles. Oxfords with patent 
leather toe, upper in beige or 
grey cloth and front stay in 
tan colored leather, are among 
the favored combinations for 
street wear. 

Oxfords in white buckskin 
with wing tip stay and trim in 
black or in tan colored leather 
are fashionable for sport. 

Vamps are medium long; 
toes are medium pointed. 
Heels are high and are in both 
military and Louis styles. The 
average height is for street, 
2% inches; for evening, 2% 
inches. 


Clever Ornamentation 


The chief interest of prac- 
tically all the new models in 
shoes is centered in the detail 
and the trim. 

The latest novelty in the 
trim of shoes is seen in the 
use of lacquered effects on 
leather and on fabric, which 
are carried out in ornate floral 
patterns. Frequently perfo- 
rated bands are used over a 
lacquered underlay in a bril- 
liant color, such as yellow, 
royal blue or green, under 
black. 

Patent leather takes prece- 
dence for street wear. 

Black satin trimmed-with jet 
is gaining in popularity, and 
is worn both for street and 
house wear by many of the 
smart Parisians. 


Call for Velvet 


_ Velvet is also increasing in favor, 
notably for evening slippers used in 
combination with satin or with metal 
cloth. Bright colored velvet combined 
with plain metal cloth, for instance, 
is conspicuous. 

Heels studded with silver nail 
heads, incrusted with lacquered orna- 
ments, or painted in shadow patterns 

(Continued on page 64) 
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The Ups and 


A Wholesale Price Table prepared by 














COMMODITY Unit —_ — 
Jan. Apr. July Oct. Jan. Apr. July Oct. 

CATTLE—Fair to choice native steers, Chicago........... Dollars per 100 Ibs............ 7.85 8.25 8.35 8.25 8.60 8.55 9.10 9.00 
HIDES— Ited 7 

Green salted packers, No. 1 heavy native steers, Chicago..| Cents per Ib.... 18 17 17% 19 17 2 

CH, Bees By CRUCNED Go cccccccccccccccosccéocecs PE itatvccedsessncend 19% 19% 5 Hi) we nt 20 3214 
ma & , 

antation, first latex crepe, New York................+- errr 1.10 .95 -70 .52 .56 é 5Y 
Para, upriver fine, New York......................2.... Dollars per Ib........ 2.222222! 1.11 92 87 :80 ‘73 4 “aig “83 









































A Bird’s Eye View of Conditions 


Conditions “‘“Within and Without’’ the Shoe Industry 
and Influences Toward a Better 
Spring Business 


As preface to an index of country conditions we fea- 
ture the remarkable address by Paul Jones, of the 
Commonwealth Shoe and Leather Co., Whitman, 
Mass., which he delivered before the Pennsylvania 
Convention. 


problem in themselves. In shoe market 
conditions are involved world market con- 
ditions. The exportable surplus of Argentine 
wheat affects shoe markets, because if Argentine has 


a large surplus export of wheat its exchange will go 
down, and as 40 per cent of the fine sole leather of this 
country is made from Argentine hides, we will pay 
more for our Argentine hides. 

The money market and industrial 
China affect shoe market conditions. Australia, from 
whence we get our kangaroo skin; Poland, from 
whence we recently are importing a great many raw 
calf skins; France and Denmark—in fact, there is 
hardly any section of the civilized world where market 
and industrial conditions have not a direct and potent 
bearing on shoe market conditions which you and’ I 
experience in our daily work. . 


G ore market conditions are not a separate 


conditions in 


World Influence on Prices 


May we, therefore, take one or two outstanding 
characteristics of world market conditions and like- 
wise of shoe market conditions to-day, so that we can 
get a broad viewpoint of the trend or drift of market 
conditions? 


Many Idle Factories 


There is one condition of industry world-wide, with 
practically no exception, which we will all admit exists. 
We are going through a period of under-consumption. 
There are idle factories, there are idle farms, there 
are idle mines, idle mills, idle producers of all kinds 


all over the world. Every one of us needs more cus- 
tomers than we have. It has been well said that all 
the shoes which are needed to clothe the feet of the 
people in the United States could likely be made by 
the factories that are now in existence in eight or nine 
months’ operation. Probably 75 per cent of the job- 
bing facilities, and I presume as well 75 per cent of 
the retail facilities could, if worked to capacity during 
the year, take care of the needs of the trade we serve. 

There is a law of nature and it works just as well 
down through business—which is the law of competi- 
tion. It’s a hard law. It’s the law of survival of the 
fittest. It works in every way with nature; it works 
in any competitive business. That is the law which is 
going to be operative and is operative to-day in the 
shoe market, both wholesale and retail. 


A “Weeding-Out” Process 


Conditions favor to-day with under-consumption, 
idle factories, semi-idle retail shops, a weeding out. 
Some people (tanners, shoe manufacturers, retailers) 
have got to get more business than they are getting 
now or they inevitably must be weeded out. That is 
not a pleasant or comfortable or happy situation, and 
yet nature and industry must face that fact. 

We are in competitive times and a competitive in- 
dustry and all of us have it to do, to make our job, 
either a retail shop or in a factory or a tannery, more 
efficient than somebody else’s or he fill make his more 
efficient than ours and we will get wiped out or our 
profits will be limited to such an extent that we will 
seek employment elsewhere. 

The situation to-day under this universal trend of 
under-consumption resolves itself into a struggle for 
existence, a survival of the fittest. 


Farm Values Affect Commodities 


If you should take a composite of wool and wheat 
and corn and cotton and everything the farmer pro- 
duces, and on a basis of 100 for the 1914 price you 
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Downs of Prices. 


National Bank of Commerce in New York. 
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1915 1919 1920 1921 1922 
Jan. Apr. July Oct. Jan. Apr. July Oct. Jan. Apr. July Oct. Jan. Apr. July Oct. Jan Feb. 
pa 
8.20 7.65 9.35 8.85 15.75 15.75 16.00 16.80 14.05 13.90 15.50 14.70 9.00 8.15 8.10 8.10 7.00 7.45 
23 19% 26 264 28 31 52 48 40 35 30 25 17 9 13 15 16% i 
23 18 20 22% 49 52 87% 90 80 55 35 18 19 16 18 19 18 17 
.86 -62 -63 .59% -55 49% .40 -51 -53% 45 .33 -24 .21% .18% .16 46 -19 15 
75 .58 .63 54% .60 -55 .55 .53 .49 .42 34% .24% .18 -16% .16 .22 .22% .18 
= 


say to-day those prices have gone down below the 1914 
price and reacted a little, until they are perhaps 110 
or 115 on the gross average. On the other hand, the 
price of your manufactured articles, whether it be 
steel or cotton or woolen goods or shoes, is to-day 
150 or 160 or 175 or even 200 per cent above the 
pre-war price, there is a stretch of possibility to-day 
60 per cent to 70 per cent in the difference of the 
advance between manufactured articles and the ordin- 
ary produce of the farm. 


That difference has, to a very large extent, got to 
be eliminated. When it is eliminated, your decline 
will stop and your prices will be more or less on a 
stable basis. 

If you have watched the cotton market or the wheat 
market or the corn market for the last two or three 
months you have noticed possibly a continual, steady 
rise. In wheat, in the last three or four weeks, it has 
been very notable. You can buy May wheat for about 
$1.39; July wheat for further on delivery is going to 
cost you 12 cents or 13 cents or 14 cents a bushel 
more. The farmer’s commodities are rising in price 
quite fast, some of them. 

That is the most hopeful sign that can possibly come 
to us who are interested in industry. The faster these 
prices rise the shorter will be the duration of our de- 
clining prices. 


A Place for Service 


Price is not the basis on which we can judge leather 
or you can judge shoes. Our jury are a hundred mil- 
lion people scattered all over the United States. Our 
success or failure in our business depends on our 
ability to interpret the needs of the community we 
serve. One shop can serve its community more effi- 
ciently by a quick turnover with a minimum amount 
of retail expense. Another shop can serve its com- 
munity by more expensive fixtures, a greater assort- 
ment of styles and a much more refined fitting service. 

There is no royal road to success. The shoe mar- 
ket to-day is just as varied as the people for whom 
the shoes are made. There is just as much room as 
there ever was for a quality shoe and just as much 
room for shoes of which price only is the desideratum. 
The main essential thing, the thing that we must all 
bear in mind, is that in whatever particular branch 
we choose to extend our activities, in that branch we 
must beat the other fellow, or to a greater or less 
extent we must get wiped out. 

“The farmer is beginning again to have his day in 


the markets of the world,” says the American Farm 
Bureau Federation. 

“Since the first of the year, hogs, lambs, wool and 
wheat have advanced substantially in price, and cat- 
tle, corn, oats, rye, beans, apples, onions and a number 
of lesser products have shown an upward trend. This 
is encouraging at this time, since prices of farm 
products in relation to groups of commodities pur- 
chased by the farmer were at their lowest point in 
December. 


Hog Prices Advance 


Most significant of recent changes has been the ad- 
vance in the price of hogs, which averaged $8.02 at 
Chicago during the month of January, which is $1 
higher than trade expectancy. The top again reached 
$10.05 on Feb. 8, and the average is nearly $9.50. 

The hog population, according to unofficial esti- 
mates, is smaller at this time than it was a year ago. 
Both domestic consumers and the export trade have 
been taking more hog meats and lard than normal, 
so that the advance is on a sound foundation. For 
months hogs have been furnishing a market for corn 
much better than at the elevator. 


Lambs 65 Per Cent Higher 


“Lambs advanced nearly $2 per 100 lb. in the last 
month and are 65 per cent higher than at the lowest 
point last fall. Mature sheep have advanced pro- 
portionately more. Receipts of sheep and lambs at 
the leading markets have been large enough 'so that a 
great many producers are receiving the benefits of 
higher prices.” 


Wool Prices Up 


- “Wool has advanced about 25 per cent in the last 
month, on top of previous upturns during the fall, 
so that prices are around 65 per cent higher than mid- 
summer. No huge stocks are overhanging the mar- 
ket in this country, and buyers are scouring the West 
trying to contract the new clip. 


‘Advance in Wheat 


“Wheat is back again to the price level around 
which values hovered most of the time in the harvest 
period and the first weeks thereafter. Quotations are 
about 20 cents. a bushel higher than at the beginning 
of January. ; 

“Corn prices are the highest since the middle of 
September. The season of shipments from the farm 
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An Easter Novelty 


Style picked by Buyer Lewis of the Jordan 
Marsh Co., Boston, as a clever number to 
stimulate attention to foot dress. He believes 
that a real Easter showing of styles by the 
shoe stores of the country will carry the in- 
terest in footwear right through the summer 











is at its height, the quantity reaching primary markets 
during the last three weeks materially exceeding any 
like period on record.” 


Cotton Sold at High Price 


The Weekly News Letter-also states that while 
there has been a slight decline in the price per bale 
of cotton, this slump is a seasonal occurrence. The 
major portion of the cotton crop, it seems, has already 
been disposed of, or, the bulletin states, “was moved 
in the last four months of 1921, when prices were 
higher.” 


More Farm Loan Money 


One of the leading articles states: “The Treasury 
Department has announced that $75,000,000 worth of 
Federal Farm Loan Bonds will be placed on the mar- 
ket this week, thus making available before long 
that amount of money for lending through the Fed- 
eral Loan System to farmers on long term mortgages 
on land and improvements.” 

Everything considered, this particular issue of the 
Farm Bureau publication carries more optimism than 
has been in evidence for a long time, and it should 
go far toward creating a better feeling among farmers 
in every section of the country. 


Farmer Buying Should Start in Earnest 


Several items in the News Letter quoted above indi- 
cate that the prices of farm machinery have been ma- 
terially reduced, and the indications point to a much 
better feeling among the farmers, on account of the 
apparent general adjustment of prices on what the 
farmer has to sell, as compared with those commod- 
ities he must buy. 
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Certainly the “buying mood” of the farmer should 
be in much better shape than it has been for some 
time in the past. 


Apparel Conditions Are Brighter 


The February Review of Retail Trade, compiled by 
the National Retail Dry Goods Association, finds the 
outlook for the year’s business distinctly one of prom- 
ise, but the promise is of gradual improvement in 
conditions rather than of any sudden or emphatic 
change. 

Most of the advances during recent months have 
been made in the basic industries. Manufacturing 
interests have been less benefited. Auguries of defin- 
ite, if moderate expansion of activity appear in the 
favorable response to openings of woolen goods for 
the Fall season recoveries in some branches of export 
trade prospects of real building programs in the 
Spring, and marked diminution in the range of price 
unsettlement. 

By Jan. 1, clothing prices, throughout the entire 
list of apparel comprised in the needs of the average 
American workingman’s family, had dropped 46 per 
cent below the peak of high prices registered in 1920. 
according to the weighted index of the National In- 
dustrial Conference Board. This is 25 per cent lower 
than the percentage of price decline made by all other 
necessaries of life. Food, on Jan. 1, was only 32 per 
cent below the 1920 high peak of prices. Fuel and 
light had declined only 11 per cent. The sundries, 
which make up 20.4 per cent of living costs, were only 
7 per cent below their combined peak. Housing had 
declined only 1 per cent. Clothing is regarded as hav- 
ing reached a price level which, while subject to nor- 


(Continued on page 59) 








Satin the Favorite 


Satin as a shoe material is so strongly en- 
trenched that no store featuring style in foot- 
wear dares be without this fabric. As an 
Easter number the John Fenton Shoe Mfg. 
Co. of Columbus, O., has designed this strap 
and nd style with braid to give definition 
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Stock-Turn in Retail Shoe Stores 


Address by Richard Lennihan, Assistant Director of the Bureau of 
Business Research, Harvard University, at the Ohio Valley 
Retail Shoe Merchants’ Association Convention, 
at Cleveland, Ohio 


curring in retail shoe stores to-day is due 
to the proprietor’s failure to realize the 
importance of a quick turnover of his stock. 

The demands upon a shoe retailer’s stock are com- 
plicated by the diversity of sizes and widths and of 
grades and styles. Fashion through 
the introduction of “millinery” or 
“novelties” in the shoe business has 
led to a demand for rapidly chang- 
ing styles, especially in women’s. 
shoes, and unworn, perfectly fitting 
shoes for which the style has passed, 
although adequate for utilitarian 
purposes, become less valuable be- 
cause they are less fashionable. Such 
complications in the retail shoe busi- 
ness make the wants of the customer 
more individual and more highly 
specialized, and in order to satisfy 
the same group of customers a great 
variety of merchandise must be car- 
ried. Because of this the average 
retailer has carried increased stock, 
has secured a lower stock-turn, and 
has been confronted with increased 
interest charges, and increased losses 
from depreciation. The elimination 
of such undesirab'e developments 
may to some degree be avoided if 
the retailer in adjusting his stock 
to the various wants of his custom- 
ers gives careful attention to the 
methods of purchasing. 


Turnover in Relation to Expense 


In analyzing the reports from 397 retail shoe stores 
on the cost of doing business in 1920, the Bureau 
found that total expense was substantially higher in 
the stores that turned their stock slowly than in the 
stores that had a rapid rate of stock-turn. In the shoe 
stores in which the rate of stock-turn. was less than 
1.5 times a year in 1920 the expense for total interest 
was 4.4 per cent of net sales, and total expense was 
28.8 per cent. In the stores, on the other hand, that 
had a rate of stock-turn of 2.5 times a year or more, 
total interest in 1920 was only 2.1 per cent of net 
sales, and total expense 24.3 per cent. These figures 
for 1920 indicate practically the same results as those 
shown in all the previous research of the Bureau in 
the retail shoe trade for the preceding ten years. 

The average rate of stock-turn in 1920 was two 
times a year; in previous years it generally had been 
slightly under twice a year. Nevertheless, all the in- 
vestigations have indicated that a rate of stock-turn 
of at least 2.5 times a year is readily obtainable in 
the average shoe store. This conclusion is substan- 
tiated by the results shown by a group of particularly 


O= of the largest individual wastes oc- 
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aggressive stores that have high rates of stock-turn. 
Is Life Too Short? 


A shoe retailer who claims that life is too short to 
keep stock records often outlives his business, because 
a reliable stock-keeping system is one of the means 
that can be used to aid in maintaining a well-balanced 
stock and in securing a high rate of 
stock-turn. Such a_ stock-keeping 
system, when used properly, indi- 
cates the sizes and widths of shoes 
that should be purchased for the 
type of trade to which the individual 
store caters. It furnishes this infor- 
mation not only for fill-in orders dur- 
ing the season, but is primarily to be 
utilized in laying out the buying 
plans at the opening of a new season 
in order to avoid ordering an exces- 
sive supply of sizes and widths that 
are not adapted to the trade of the 
particular store. A reliable stock- 
keeping system, of course, will not 
entirely supplant sound business 
judgment, but it will provide facts 
on the basis of which judgment can 
be more adequately formed. 

“Left-overs” and “end-sizes” ab- 
sorb profits more rapidly than is gen- 
erally realized as an example of a 
retail shoe business shows: 

60 pairs of shoes bought 
at $4.25 a pair..... $255 





sold at $6 a pair...... 360 
AAR oer e Be $105 29.2% 
SE MINED So on ecco s cmecnsieed at 25.0% 

Se EEE ‘ava c dant Ge aa as coteb os te oe 4.2% 


Though these figures are seemingly satisfactory, they 
accord with facts only when all the shoes are sold at 
the original mark-up. What generally happens is some- 
thing like the following: 

60 pairs of shoes bought at $4.25 a pair. . .$255 





45 pairs of shoes sold at $6 a pair........ 270 

15 pairs of shoes sold at $5 a pair........ 75 

MEET’. oo a 0 63's en Tike ae saeus once $90 26% 

Ces GENE. sw ccc vcccboedeunss de 25% 
BN WT non eels ck Khe oe aaa 1% 


Slightly over three-quarters of the net profit has been 
lost in markdowns due to left-overs, end sizes and style 
change. Such losses, however, can be reduced by the 
use of a reliable stock-keeping system, and fortunately 
for the shoe retailer the high average unit of value 
permits the expense of maintaining a stock-keeping 
system. 

The Bureau has investigated the question of stock- 
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keeping records for retail shoe stores and has pub- 
lished its findings in bulletin form. The purpose of 
the system of stock-keeping that is described in this 
bulletin is to enable the individual shoe retailer, whose 
stock problems are complicated by the diversity of 
sizes and widths and of grades and styles, to adjust 
his purchases and his stock according to trade require- 
ments of his customers whom he serves regularly. 
Actual tests have shown that this system is just as 
applicable in a store with a small volume of sales as 
in a store with a large volume. It has been in success- 
ful operation in stores with an annual volume of $10,- 
000 as well as in stores with sales of more than $125,- 
000 a year. 


wat 
f An Example of Co-operation 


To take a concrete example, one shoe merchant who 
had been co-operating with the Bureau had been un- 
able to make a profit in his store over a period of 
several years. He had a low rate of stock-turn and 
high expenses. He also found it necessary each season 
to take a substantial loss by marking down surplus 
stocks of merchandise for disposal at clearance sales. 
He put this stock-keeping system into use and regu- 
lated his purchases and stock in accordance with the 
results shown on these records. He learned from week 
to week just which styles were moving and which 
were stagnant. This enabled him to place his fill-in 
orders intelligently and to apply extra sales effort to 
the slow-moving stock before the end of the season 
was reached. He found that there was only infre- 
quent demand among his clientéle for the extreme end 
sizes and narrow widths. Consequently he established 
rigid limits to the sizes and widths beyond which he 
would not permit himself to give any orders on the 
season’s range or in placing fill-in orders. He found 
that he did lose an occasional sale for an extreme size, 
but the loss of such sales was far less than the loss 
that he would have incurred if he had attempted to 
carry a stock to meet such sporadic demand. He es- 
tablished somewhat different style and width limits on 
his staple goods from those that were applied to the 
fancy goods, but for both classes of merchandise he 
fixed a definite policy. The result of the use of these 
stock-keeping methods was to increase his rate of 
stock-turn, decrease his expenses, and put his store 
permanently on a profit-making basis. The volume 
of left-over merchandise on which reductions had to be 
taken at the end of the season was small. Thus his 
inventory became cleaned and worth far more nearly 
a hundred cents on a dollar than it had been in pre- 
vious years. 

The size and width range to which the merchant re- 
ferred to above restricted his purchases would not 
have been applicable to the trade of numerous other 
stores in the same city. One other store, for example, 
was catering to a type of trade that required a sub- 
stantial volume of narrow widths and small sizes, facts 
which also could be learned from records of sales and 
stock. This second merchant consequently established 
size and width limits to include narrow widths and 
small sizes in a fixed proportion to other sizes and 
widths. 


An Advantage to Systematic Merchant 


For each individual merchant the most useful stock- 
keeping system is one that will show him clearly how 
he should adjust his purchases and his stock to meet 
the requirements of his individual trade, requirements 
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which may be far different from those of other stores 
that are located not far away. 

Before this system was first published, in 1916, a 
careful survey was made of many systems of stock- 
keeping in use in retail shoe stores, and the problem 
was studied at first-hand in a group of representative 
stores. After this system was first drafted it was 
tried out in these stores and on the basis of this ex- 
perience modifications were made. When the prepara- 
tion of this revised edition was undertaken in the fall 
of 1921, the Bureau decided to re-examine the entire 




















WATCH QUARTER SIZES 
See to it that quarters are in good proportion. 


We illustrate by three spe of popular shoes 
a | — A 4-B as in the top illustration is in 
oportion. If the quarter is cut as in the 

center YGiestretion, watch out for — surplus back 
‘ect in the sizes above 5, as a size 7 slipper looks 

i e a whole quarter boot and fits about as well. 
Why not try the cut-outs on the larger sizes to 
take away from that large area of leatherf In 
slippers with gray quarters over patent vamps the 
need for such style change is more apparent. Shoes 

must appear little though the size is large 











system and to make further tests in actual operation. 
As a result of these further tests, however, no changes 
in the system were found necessary. The results of 
the Bureau’s study of stock-keeping problems in shoe 
stores, which have extended intermittently over a 
period of more than seven years, are embodied in this 
system. There may, of course, occasionally be condi- 
tions to which this particular system does not apply-in 
detail. It does, however, apply to the average business, 
and it should be relatively simple to adjust the forms 
to suit the needs of almost any retail shoe store. 


Three Form System 


This system includes three forms—the Sales Sum- 
mary Sheet, the Size-up Sheet and the Consolidation 
Sheet. On the Sales Summary Sheet (Form 7a) by 
means of a daily tally a record is kept for each stock 
number of the number of pairs of shoes that are sold 
and the number of pairs returned. On each sheet is 
entered, without reference to size and width, the sales 

(Continued on page 68) 
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The shelving is concealed behind beautifully panelled wood walls in this new store of the Thayer 
McNeil Company of Boston 


Not a Shoe in Sight in This Store 


Thayer McNeil Company of Boston Has 
Broken Many a Record in an Arrangement 
Reminiscent of the European Salons 


ern footwear merchandising, may well be 

said to have outdone itself in the new 
branch store of the Thayer McNeil Company at 
414 Boy!ston Street, the fashionable shopping district 
of Boston. This new store made its official bow to the 
public on Monday, February 27, and many flowers 
from friends in the shoe trade, including the newly 
formed Thayer McNeil Company’s Associates, made 
gay the interior. The decorative artists well visual- 
ized the requirements of the situation. Their best 
resources have been brought to bear to produce an 
effect both brilliant and home-like. It would indeed 
be difficult to imagine a more happy application of the 
artistic creative spirit to the needs of modern com- 
mercial life. 


Women’s and Children’s Footwear 


This store is devoted to the highest grades in shoes 
and hosiery for women and children, and its prices are 


. RT, in its adaptations to high-grade, mod- 


the same as at its down-town store. In announcing 
this new store in the daily press, “Service and Sound 
Values” are emphasized. The Thayer McNeil Com- 
pany started business forty-one years ago with the 
ideal of “service and sound values” and have built 
solidly all through the years on that definite policy. 
Reflecting the growth of this company, comes the new 
store, designed with the utmost care for the con- 
venience of customers—in no sense a departure from 
old standards, but an extension of them made neces- 
sary by the demands of a growing business. 


In Louis XVI Style 


Throughout, the entire motif of the Louis XVI style, 
in all of its simplicity, has been maintained. The gen- 
eral plan consists of two large sales rooms, 90 feet 
deep x 27 feet wide. The front room, which occupies 
two-thirds of the selling space, presents a unique fea- 
ture in that the shelving containing the shoe cartons 
is entirely concealed. This purpose has been cleverly 
effected by a system of exquisitely matched American 
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walnut panelings, which rise on either side of the room 
to a height of about eight feet, being inset at intervals 
with mirrors, illuminated show cases and curtained 
exits to the shelves. These panelings, on which a 





The panelled wall, at regular intervals, has been fitted 
with display cases 


limited amount of carving has been used for relief 
of detail, exemplify the most skillful work of the cab- 
inet maker. 

Hosiery in Front Room 


This front room is devoted to street shoes and ho- 
siery. The first attraction to greet the eye on enter- 
ing the store is a large oval display case, filled with 
the exquisite in shoes and hosiery. To the left front 
is the hosiery department, with display case and cab- 
inet for stock. This is presided over by a hosiery 
expert, Miss N. Emerson. On the same side, but at 
the rear of this room, inset in the panelings, is the 
telephone room, with candelabra, table, chairs, rug, 
and to add a very distinctive touch, a gilt framed 
mirror, at the top of which a brass faced clock tells 
the woman shopper just how many minutes she has 
tarried in a very delightful spot. 

And just across from the telephone room is the 
bundle desk, which is artistically set into the walls, 
and is presided over by the cashier, Miss M. E. Hoyt. 


Party Footwear Salon 


The rear sales room, square in form, has been 
treated by the decorators as a salon, and has been 
given over to the sale of party slippers and hosiery. 
This slipper room, with its twelve comfortably up- 
holstered chairs in soft blue radna cloth, and its three 
luxurious sofas in mulberry colored mohair plush, the 
rug of taupe velvet, the large center table on which an 
amber shaded lamp rests, the large gilt framed mir- 
ror, with table inset in the walls at its base, gives the 
semi-effect of a domestic interior. 











Here the walls are of paneled Caen stone, and the 
Louis XVI motif has been consistently followed both 
in wall treatment and furniture—indeed were it not 
for the wall display cases and the little foot mirrors, 
a woman would be perfectly justified in believing that 
she was in the home—even the little foot mirrors in 
the slipper salon rest on wooden easels, so as not to 
detract from the parlor atmosphere. 


Exquisitely Frescoed Ceilings 


And the white ceilings, beautifully frescoed in Louis 
XVI style, are worthy of much admiration and make 
an unusually beautiful decorative feature for a shoe 
store. 

The general color scheme, dominated by the walnut 
paneling and the Caen stone walls, is harmoniously 
carried out in a floor of black and white tiles, taupe 
velvet rugs, and mulberry and blue furniture coverings 
and hangings for interior openings, show case and 
window draperies. 

The lighting arrangements are particularly pleasing, 
the whole interior being flooded in the rich mellow 
tones of a reflected amber glow. The ceiling light 
fixtures are of o!d gold and alabaster, especially de- 
signed and exquisitely wrought. Those in the win- 
dows, one of which is devoted to street and the other 
to party footwear, are especially worthy of description. 
In each of the two front windows hang on old gold 
chains surrounding the light an octagonal shade of 
shirred amber-colored silk, with a dash of mulberry 
at its top fluting. The semi-direct ceiling lights in the 
interior of the store—eight in number—have amber- 








Of by itself, the hosiery department beckons to the 
customer 


hued glass shades, with mulberry silk tassels as a 
finishing touch. 

This store can comfortably fit at one sitting thirty- 
five customers. 
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Scientific Salesmen 


The Thayer McNeil Company is a firm believer in 
scientific selling and has many times advertised the 
members of its sales force. The new branche store 
has as its scientific shoe salesmen, the following roster, 
headed by the manager of the store, Gordon McNeil: 
P. M. Larkin, R. E. Wall, Edward Kendall, Edward 
Blomquist, and Mark A. Dutton. 

The stock, shipping rooms, and private office are 
entered by paneled doors from the slipper salon, and 
extend the entire store, a length of 120 ft., to Provi- 
dence Street. The first thing to greet the eye here are 
a set of salesmen’s tills—one for each salesman, whose 
name is typewritten on a slip of paper pasted on the 
top of each of the five doors. When shoes are to be 
shipped to the customer, the salesman places the shoes, 
with shipping instructions inside the shoe, on little 
racks in his till, and shipper D. Moffitt simply looks 
inside the tills and does the rest. Moreover, the shoes 
are under cover from the very start. 

The private office is well lighted and here Miss M. 
Pacifici, Mr. McNeil’s secretary, holds sway. There 
is ample stock accommodation and the whole area is 
_ well lighted. The shipping room has two large win- 

dows on Providence Street. Here the store’s delivery 
trucks drive up to the back door and the women’s or 
children’s shoes and hosiery go speeding away to the 
feet of customers. 

The Irving & Casson, A. H. Davenport Company of 
Boston and New York were the designers and execu- 
tors of this work. 


(Continued from page 54) 
mal fluctuations, is approximately static, because it 
is subject now only to manufacturers’ variations of 
wholesale prices. 

There may be, however, appreciable price reduc- 
tions through the lowering of distribution costs gen- 
erally. Two powerful co-operating factors are the 
retail dry goods trade as a whole, which must have 
low prices in order to maintain sales volume, and the 
farming population, which must buy it at low prices 
if it is forced to sell farm products at low levels. 


Sport Footwear on Stage Folks’ Feet 


The present wave of popularity for men’s and 
women’s sport footwear is sweeping all before it. 
Factories in Brockton and the South Shore are pro- 
ducing sport footwear on an extensive scale. As a 
means of illustrating the merits of men’s and women’s 
sport shoes, the Dalton Company, Inc., has utilized 
members of “The Brockton Players,” a professional 
stock company, appearing this season at a local the- 
ater. Frank Lyons, leading man; Ruth Amos, lead- 
ing woman, and Kenneth Richards, juvenile man, have 
posed with excellent effect, wearing as a part of their 
costumes the latest styles of Dalton company’s sport 
oxfords. These photographs, distributed among the 
Dalton salesmen, will be brought before customers as 
a means of showing exactly how the new sport shoes 
look on the feet of people who are accustomed to wear 
smart footwear. : 
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Mary had a little hooch 

Within her pocket flask. 

And everywhere that Mary went 
She was the most popular 
Young lady imaginable. 


“Burglar Held Up and Robbed of $701 
He Had Just Stolen,” says headline. 
Hope he carried theft insurance, like 
other business men. 


If England should go dry we may some 
day expect to see this sign in London: 
“Bootlegger to H. M. the King.” 


No matter who started the war, we 
would like to know who is going to 
pay for it. 


The Eighteenth Amendment is func- 
tioning about as efficiently as the “No 
Smoking Here” signs in the Boston 
subway. 


How raise the bonus? Easy! Small 
tax on broken New Year’s resolutions. 


German bargain hunters must be fed 
up on mark downs. 


Nobody loves a fat man? How about 
friend Fat who buys a size 46 suit at 
the same price we skinny guys pay 
for a 36? 


Lenin, Soviet Premier, said to be suf- 
fering from insomnia. Pity he does not 
take his own remedy, which has en- 
abled millions of Russians to obtain 
eternal slumber. 


Too many politicians are spoiling the 
peace porridge. 


Vox populi—“Down with the taxes!” 








a 
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There’s a Lot in 
the Way You Say It 


Written and Illustrated for 
RECORDER AD-VISOR SERVICE 


HERE are just two types of folk so far as 
T typography is concerned. One is those 
who turn instinctively to anything of re- 
finement, the other the ones who are attracted to 
and influenced by boldness. Either of the two 


classes may be further subdivided, but the dis- 
tinction so far as typography goes is too fine for 
consideration. 

Readers of the advertising are influenced by 
the appearance of ads just as shoppers are influ- 


Patent’s Life and Cheer 





enced by the appearance of your store. If your 
class of trade appreciates pleasant surroundings 
you make your store a pleasant place to shop in, 
and your ads should hold a promise of the satis- 
faction to be derived from a visit to the store. 
If your trade is forced to consider price first 
they are not going to be influenced by frills, that 
“they have to pay for,” as they are likely to put 
it. In such a case the feeling must be created 
that where others put time and money into coax- 





Exclusive Type of Ad 














Cheltenham display type and 
Caslon Oldstyle body type work 
well in combination. There isn’t 
an effect that you can’t get with 
such a combination. 

Many times large users of 
space arrange with their news- 
papers to put in distinctive faces 
of type for their special use. 

The value of knowing just the 
type an ad will be set in comes 
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Any gown in your wardrobe will appreciate 
the brightening influence of Patent Leather. 
There never was more style and utility in a 
shoe. Your personality will partake of its 
vivacity. 


Enlivens One’s Costume 


Where there’s a doubt as to proper footwear, you 
may turn to this style with the assurance that it 
will provide an attractive and lively touch. 











A marvel of daintiness, and the price is not the 
least attractive feature for such a fine example of 
high-grade shoemaking. 


$9.50 


Hosiery 
A striking display of new weaves and clock 
effects have just arrived. It will prove a 
delight to all who seek the new and distinc- 
tive just to see them. 


Blank Shoe Store 


Street No. 













Town 








in being able to figure just what 
to say in a certain size type and 
having it take up the room al- 
lotted to it and no more nor less. 
It saves a great deal of time in 
having ads reset. Less time will 
be spent proof-reading and pon- 
dering as to how to utilize space 
that turns up unaccounted for 
on the proof. 

Approximately $55 will secure 
enough type for a space 3 col- 
umns wide and 9 inches deep and 
we should be glad to cooperate 
with you in procuring such type 
as you feel would help you in 
making your advertising lively 
and vigorous. 
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There’s a Lot in the Way You Say It 


ing people to buy you haven’t any time to do any- 
thing else but get the best shoe for the least 
money, and if that is what they want, then they 
had better trade with you. 

The first would be influenced with light-faced 
artistic type. They are the ones who live in the 
suburbs and think and feel open spaces, sunshine 
and quietness. The full value kind is influenced 
by straight-from-the-shoulder emphasis on values. 
When they see lighter type they instinctively 
judge the prices as high. They live in the city 
or town and must be equally influenced by long 
rows:of houses, crowded one against the other, 
factory smoke, hustle and bustle. Their environ- 
ment tends to eliminate the fanciful. In either 


—and you save more 


than you realize 


This is only one indication of the splendid 


* values offered at this store. 


It Will Pay You 


to Come Here 


Latest Styles—Popular Prices 


Patent is all the rage—and it’s our policy to 
supply latest style models at prices that are 


popular. 
Its racy perforating will win you. 


$8.00 Value 


$600 


No High Prices Here. 

Well-made Oxfords on English Lasts $5.00 

Satin Pumps with Louis Heels é 

Woolen Hose in All the Wanted Shades. .$2 to $4 
No one ever leaves our store without being 


satisfied that they have received their full 
money’s worth. 


BLANK SHOE STORE 


Street No. 
Town 





case, guided by a consideration of requirements, 
your advertising will be in accord with the every 
day feelings of either class; representative of the 
atmosphere of your store. An ad that truly re- 
flects the character of your store will never cause 
anyone to feel disappointed. Your knowledge of 
your trade standards has already manifested it- 
self in the appointments of your store. It at- 
tracts one class or the other, not both, and so it 
is with your advertising. 


What to Say 


Further classification brings you to “copy”; 
what to say. For the exclusive trade “fashion” 
and “individuality” are the two main topics. 


Heavy Display for 
Popular Prices 


Post Oldstyle or Gothic are 
good types for heavy display. 
They may be used in ads show- 
ing work shoes where rugged- 
ness is an important quality. 
They may be used in newspapers 
where lighter-faced types would 
appear weak. Or where you 
cater to a class influenced by 
price to a great extent. 

Some folks are moved only by 
a smashing display, and such 
type faces are needed to get 
them interested. 

The price on type sufficient 
for a 3-column 9-inch ad, in 10-, 
12-, 14-, 24-, and 30-point is ap- 
proximately $60 or less. You 
can purchase this type and place 
it in the hands of your news- 
paper for your use exclusively. 
This may seem a high price to 
pay but the type will last a long 
while and the time it will save 
you in knowing just how to make 
your newspaper layouts will 
more than offset such expendi- 
ture. This is done by those who 
do not leave the set-up of their 
advertising entirely to the judg- 


State ment of newspaper compositors. 
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There’s a Lot in the Way You Say It 


They are the ones to whom prices are of no 
paramount importance anyway. Then there is 
the semi-exclusive class to whom service is im- 
portant and style essential but who seek for 
values. Selling text directed to these will feature 
style and quality in much the same way and dis- 
play prices as a selling point. Word-pictures 
which form pleasant associations and which 
stimulate imagination thus leading to a desire to 
possess the style advertised are valuable in both 
cases. Copy should carry the impression of being 
written for those who are within the charmed 
social circle. 

For those who are 
interested in price as 
much as they are in 
style or quality, it 
might prove advis- 
able to draw a com- 
parison between what 


““My Feet Are Killing Me”— 


The shoe merchant is either for- 
gotten or roundly berated. Moreover, 
the foregoing thou 


tion to their footwear requirements. It is easy 
to see the constructive side of such an ad which 
appears in a publication where so-called price 
reductions have predominated. Its very unusual- 
ness will get it read. This sort of advertising 
when written in series might be distributed to 
salespeople as interesting reading. 

“Just inside the door” might be used as a head- 
line for a topic on the ease of shopping at a store 
which specializes. “Certainly I'll change it,” 
would start a little article on how quickly and 
satisfactorily adjustments are made in your store, 
no red tape, no em- 
barrassing questions. 
“Eight Months’ 
Wear” would be a 
good beginning for 
the recounting of an 
experience of one 


ht expresses bet- customer, which 
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seem _ exorbitant 
prices and the prices 
you charge for shoes 
that give the wearer 
of moderate tastes 
just as much satis- 
faction. Modeled af- 
ter the latest and 
highest price vogues 
is a good argument, 
but it is subservient 
to price in getting 
business, so careful 
attention to display is 
important. 

There is a lot in 
the way you gay it. 


ter than anything the important serv- 
ice of your shoe store. 

A hat may not have just the right 
“tilt”—a skirt may be a trifle long or 
short, you are merely inconvenienced. 

If a shoe doesn’t fit youu SUFFER. 
A wrong fit early in your youth may 
mean a lifetime of suffering. 

Still there are folk who will con- 
sider price above everything in select- 
ing shoes. 

We would rather be remembered as 
having fitted you with a pair of shoes 
of suitable sree that supported your 
feet comfortably, which you could en- 
joy. And to have charged enough to 
guarantee long, satisfactory wear. 
Then we have been of service to you. 

If you demand such satisfaction in 
your footwear you will want to buy 
your shoes of us. 


through the very fact 
that a customer told 
you of satisfactory 
wear would indicate 
how intimate you are 
with your trade. It 
is a newsy way of 
featuring that well- 
known trio, value — 
service—quality. 

Of course your 
story should be based 
on facts, but it is an 
easy matter to tact- 
fully get a customer 
to provide the facts, 
and furthermore it 











would be a good idea 





Directing Thought 





Toward Value and 


Service 


Lack of confidence Street No. 


Blank’s Shoe Store 


if you were to get the 
shoes themselves to 
display in your win- 


Town dows in order to make 








in buyers results ina 
corresponding lack of 
sales. Comparative 
prices are perhaps a 
good stimulant when 
sales lag, but the spe- 
cialty store is handicapped in this respect through 
having to concentrate on a certain article of ap- 
parel and its accessories. Sooner or later the 
specialty store runs dry on price appeal alone, 
while the department store next door jumps from 
hardware to lingerie as leaders in getting shop- 
pers into their store. Such an ad as shown here 
is a good one to bring before buyers the real 
value of your services in supplying them with 
proper footwear. It possesses interest particu- 
larly for anyone who may at the time be suffer- 
ing from ill-fitting shoes. For those who are 
hard to fit it holds the promise of careful atten- 





A Newsy Ad That Will Sell Your Service and 
Therefore Your Shoes 





the newspaper ad and 
window trim hitch- 
up. This would ap- 
peal particularly to 
men, as it gives one 
an opportunity for 
indulging in some sound reasoning. 


Necessity for Specializing in Specialty Stores 


The foregoing ideas are simply interesting ways 
of showing prospective purchasers that they had 
better trust their footwear problems to special- 
ists. Use of such ideas will enable them to real- 
ize, or to think of, the value that is represented 
in good shoes properly fitted. If you display a 
woman’s shoe in your paper to-day, then that is 
the day that you pass up the opportunity of talk- 
ing to the men. If you run an ad with a newsy 
headline you get the eye and interest all. 
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Fuel Supply May Be Cut Off 
By Strike of Miners 


HETHER or not a merchant is located in 
) \ a coal producing community, his business 
is very likely to be affected by long drawn 

out shut-down of the bituminous coal mines. 
What food is to the human body, coal is to the 
industrial body. It is boiler food; energy-producing 
matter. Without coal few factories could operate and 

transportation would come to a standstill. 

Bituminous coal is the fuel of industry. Anthracite 
coal is primarily a household fuel. Partly because of 
the high price and partly because of the comparatively 
small quantity produced, anthracite coal is little used 
in factories, on railroads and in gas and electric plants. 


Strike Is Imminent 


The controversy now being waged between the coal 
operators of the various bituminous fields and the 
United Mine Workers of America becomes a matter of 
interest to business men throughout the nation. 

As a matter of fact the output of the anthracite 
fields is also affected since the agreement between the 
operators and miners in the anthracite fields expires 
simultaneously with the contracts between the oper- 
ators and miners in the various bituminous fields. 

Every indication points to strike in the unionized 
districts of the bituminous coal fields on April first 
when the contracts or agreements between the oper- 
ators and miners’ unions expire. 

Up to the present when these agreements have ex- 
pired the chief controversy has been wages and con- 
sequently the main loss would come to the miners 
through loss of wages and to the operators through 
loss of production. 

In the present instance, however, there are several 
questions that are vitally important to both the op- 
erators and miners that have never before entered 
into a settlement of differences of the two sides. 

While all unionized fields are involved in the forth- 
coming settlement, the main battleground will be what 
has been known as the “central competitive field,” 
which consists of the unionized districts of Western 
Pennsylvania, West Virginia, Ohio, Indiana, Illinois, 
and Kentucky. 

Heretofore the union delegates have met with dele- 


gates of the operators and tentative agreements have 
been made which in turn were submitted by each side 
to their respective bodies and in this way wages and 
working conditions have been arrived at. 


Joint Conference May Be Held 


The last agreement so made has not proven satis- 
factory to operators, so they claim, and consequently 
the central competitive field has been abolished, ac- 
cording to an announcement of the operators, and each 
district is “on its own” in arriving at a settlement with 
the men. 

The union officials have endeavored to get the op- 
erators to meet in joint conference but as yet such a 
meeting has not been held. 

The operators of Western Pennsylvania met and 
announced a scale of wages and a set of rules and 
working conditions that they were willing to abide by. 
The operators of several other states held meetings 
and took similar action. The new wage scales show a 
reduction of from 30 per cent to 50 per cent. 

Such a sweeping reduction, according to miners’ 
officials is utterly out of the question. But the oper- 
ators, on the other hand, contend that the new scale 
is in harmony with wages now being paid by non-union 
producers and any higher wage would necessitate clos- 
ing the mines. 


Nullifies “Check-off’ System 


Insofar as the unions are concerned one clause of 
the newly proposed agreements submitted by the op- 
erators is of more importance than the wage scale. 
This clause abrogates the “check-off” system. 

It has been allowable for the unions to collect the 
dues from the individual members through the company 
office. Each pay day a certain amount was taken out 
of the pay of each man and handed over to the treasurer 
of the “local” with which the man was affiliated. 

In this way the union was always sure of collecting 
its dues and if a man was working he was always in 
good standing. 

To nullify this rule is a serious handicap to the 
unions. In fact many union officials admit that the 


. life of the union is seriously threatened by the annul- 


ment of the check-off system. As viewed by union 


| 
| 
; 





64 BOOT AND SHOE RECORDER 


officials this proposal is almost equivalent to declaring 
for an “open shop.” 

By many well informed men in the bituminous fields 
it is believed the action was taken by the operators more 
as a club to enforce the lower wage scale than as a 
means of breaking the union. 

However this may be, the union is fighting for its 
life, and the “check-off” system promises to be one 
of the chief bones of contention in the forthcoming 
fight between the operators and the men. 


Demands of the Miners 


At a recent meeting at Indianapolis, the national 
headquarters of the United Mine Workers of America, 
the miners passed resolutions declaring for the renewal 
of the present wage scale, a six-hour day, a five-day 
week and a continuation of the present “check-off” sys- 
tem. In the event that these proposals are not accepted 
prior to March 31, when the present agreement termi- 
nates, a general strike will be ordered. 

In support of their contention for the present scale 
the miners produced figures and statistics which they 
say show that union miners worked on an average of 
but 180 days during the past year and the average 
annual wage was less than five hundred dollars per 
man. 

In the face of such figures, they contend, it is futile 
to consider a lower wage scale. In order to spread out 
the work and give all a fair chance, the six-hour day 
and five-day week were proposed. 


No Chance to Settle Differences 


The differences between the proposals of the opera- 
tors and those of the unions are so wide and the 
proposals of each seem so ridiculous to the other that 
there is little hope of getting together unless some 
outside agency takes a part in the controversy. 

The union officials seem to think the operators are 
out to “trade horses” ; in other words that the proposals 
were not made with the idea of having them accepted 
but in order finally to get a compromise agreement. 

The operators, on the other hand, say that the pro- 
posals of the unions are so outlandish that they do 
not deserve serious consideration. 


Government May Take a Hand 


President Harding already has advised each side to 
get down to business; to consider the other party to 
the controversy and not to forget that there is a third 
interested party—the coal consuming public—whose 
interests must be seriously considered. 

Both he and Attorney General Daugherty have made 
it clear that the government will not hesitate to take 
a hand in the game and see to it that the public gets 
a square deal. 

The government is not so much interested in the 
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quarrel between the operators and officials of the 
unions as it is in seeing that a supply of coal is pro- 
duced that will adequately meet the needs of the public. 


Not All Districts Unionized 


Unfortunately for the unions, not all bituminous 
districts are unionized. In fact some districts pro- 
ducing the best quality of coal are non-union. Natur- 
ally these fields will be in position to reap a harvest 
if a strike in unionized fields should continue for a 
very long period. The non-union fields comprise large 
sections of Kentucky, Tennessee, West Virginia and 
smaller areas in other mid-western states within the 
old central competitive field. 

Under normal conditions, it would hardly be possible 
for the non-union districts to produce enough coal to 
meet the needs of the whole nation but under present 
conditions it might be possible for the unionized dis- 
tricts to remain idle indefinitely without seriously 
hampering business generally; although, of course, 
many concerns would suffer because of the long freight 
haul that would be necessary. 

Many of the large operating companies own mines 
in both union and non-union districts and consequently 
are in position to supply their customers even if the 
strike should last several months. 


Coal Industry Over-Developed 


According to a survey made by the United States 
Government, the coal business is forty per cent over- 
developed and over-capitalized. This, according to the 
union officials, is one of the reasons why coal is cheap 
at the mine and high in the bin of the consumer. At 
any rate there is a wide spread between the bare cost 
of producing a ton of coal and the retail price of the 
commodity. 

In the Hocking Valley of Ohio mines have as a rule 
run intermittently during the past year and miners 
have not had much money to spend. Now with a coal 
strike almost certain, ‘the merchants in the mining 
towns are pretty hard hit. Merchants are doing very 
little buying and not much selling. This, of course, 
does not apply to all of Ohio but to only those towns 
that depend upon coal production as the chief industry. 

Indirectly, however, all business will suffer if a strike 
should tie up a great part of the coal mines for an 
extended period of time. 


Big Business on the Lookout 


Large employers of labor the country over are keen- 
ly watching every move in the coal controversy. Of- 
ficials of organized labor the country over are also 
keenly alert. The outcome will no doubt produce a 
measuring stick that will be applied to determining 
the relative strength of unionized labor in every trade 
and craft. 














(Continued from page 51) 
in color on black, and heels in con- 
trasting color to the shoe continue 
to be extensively worn. 

Lifts in color are extensively used 
on plain black patent leather heels. 
Frequently a white and a colored lift 
are seen used in combination. 


A Brilliant Easter Ahead 


Large Rhinestone buckles made in 
imitation of the antique are again 


being worn on satin evening slippers, 
these usually backed with a fancy 
elaborate tongue made of loops of rib- 
bon, wing shaped petals of net, lace 
or metal cloth. Fringe ornaments in 
steel, in brilliants and in jewelled ef- 
fects, also in jet are conspicuous, and 
are used on plain black patent leather 
or satin slippers in black or in color. 

White satin slippers with toe orna- 


ments of fringe of jet, and with black ° 


satin heels are among the novelties 





shown in the grade of popular priced 
shoes. 

Purple and wisteria shades con- 
tinue to be favorably spoken of for 
evening wear, also brown, notably 
satin. Slippers for wear with 
wisteria colored dresses, for instance 
are worn in deep amethyst purple 
satin with stockings in a _ lighter 
shade of wisteria matching the dress, 
while brown satin slippers are worn 
with coral pink or white. 
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"Slogan of Cleveland 


Association 
Cleveland Convention Address By John J. Baird 


BRING you a message of optimism, of hope 

—of good cheer and an abounding faith in 

the future of this great country of ours. In- 
dustrial depression—hard times as it is called— 
has never left its imprint for more than a very short 
time in this country, and, as has been said, “there is 
no safer way to judge the future than by the past.” 
We have much to be thankful for, and can forget 
forever, and entirely banish from our minds, the 
many troubles and disappointments our craft has ex- 
perienced in the year but recently closed. Students 
of economic conditions throughout the land are pro- 
claiming that conditions such as we have been obliged 
to endure during 1921 will most likely never return; 
and I, for one, and our craft in general, will be duly 
thankful and appreciative. 

It behooves us then, fellow shoe-men, to face the 
years that are to come with optimism and courage, 
for we have turned the corner and prosperity is in 
sight. Success is the reward of fighters. The man 
whose backbone has greater development than his 
wishbone is the fellow who will ride the crest of the 
wave that will land him on the shores of success. 
Every real achievement in business—or for that mat- 
ter in any other field—has been the result of constant 
and consistent effort and to-day, more than ever, it is 
necessary to be up and at it all the time, ever striving 
for the goal that is the’ honest remuneration of a 
work well done—a service truly and faithfully per- 
formed. 

There is much said on all sides, and from many dif- 
ferent sources, of the investigations of retail prices, 
emanating from the office of the Attorney General in 
Washington. Really, my friends, I have very little 
or nothing to add to the already enormous and in- 
flated propaganda directed against our craft; but I 
want to call your attention to the one feature of the 
situation that some of us seem to have lost sight of. 
So many of us have been guilty of inserting display 
advertising in the newspapers in which we boldly and 
brazenly display ridiculous price comparisons, that it 
is hard for the consuming public to understand. When 
a supposedly reputable merchant says in his advertis- 
ing that he is selling $12 shoes for $4, the public is 
forced to believe that either the merchant is misstat- 
ing the facts, or that he has made a tremendous profit 
on the goods when they were sold at $12. Think it 
over, fellow shoe-men, and see if you do not agree 
with me. A great part of the misunderstanding and 
malignity on the part of at least a portion of the pub- 
lic is due to this one thing alone. Further on this 
question, I will content myself to quote President 
Harding: “More business in government and less 
government in business.” 

The slogan of our association is “Help one another.” 
This, my friends, is an admonition that we can all 
take home with us and reflect carefully upon; for 
only in proportion as we help one another do we help 
ourselves. When you let your mind dwell on this 


slogan, if only for a moment, one is brought into inti- 
mate touch with the finest element in human exist- 
ence. This slogan breathes of the very essence of 
true co-operation and the brotherhood of man; it be- 
speaks to all its observers the practical application 
of the famous quotation from the Bible, Book of Mat- 
thew: “Whatsoever ye would that men should do unto 


. you, do ye even so unto them.” It brings the Golden 


Rule right down to date, and in three simple words 
gives you a creed and a mode of life that will make 
this world a most pleasant place in which to live; not 
only for you and yours, but for the other fellow; the 
under dog, if you please. 

Most of us can well remember when shoe retailers’ 
organizations such as this good O. V. R. S. D. A. did 
not exist. We can recall, I am sure, that the only 
acquaintance we had with our fellow shoe dealers was 
the kind that could be gotten from a fleeting glimpse 
of the other fellow on the other side of the street, or 
going the other way on our side. There wasn’t any 
effort to cultivate the other fellow at all—in fact, if 
we had been told that a competitor had horns and 
spent most if his time plotting for our destruction it 
wouldn’t have been very hard to believe. The fact is, 
we did not know one another, much less help one an- 
other. These days are gone, thank Heaven. Local, 
state and national associations have made it possible 
for us to get acquainted—to-day we KNOW that our 
fellow shoe-dealer is a fine fellow, trying very hard to 
get along and pretty much the same kind of a chap 
one would want to meet in any walk of life. We meet 
to-day and greet each other with a smile of real cheer- 
fulness; we hold no malice against one another—in 
fact, we would not hesitate to help our competitors 
out of a tight place, regardless of the time and money 
it would cost. 

What has brought this great change? What has 
completely turned us from the old, narrow way, to 
this newer, broader, more superior view? If you in- 
vestigate the question, you will find that the first revo- 
lutionary step was organization. The very first time 
that it was made possible for competitors to get to- 
gether, a little of the milk of human kindness was ab- 
sorbed by everyone present and they began to under- 
stand and to appreciate the real worth, socially and 
commercially, of those whom they had misjudged and 
misunderstood. Isn’t this a fine illustration of the 
value of organization? Can’t you see what a great 
difference has been brought about in recent years by 
these wonderful gatherings—such as this one is? 
Can any rational man deny the value of organization? 
It would never have been possible for any individual 
retail shoe-man, no matter how popular or how power- 
ful he might have been, to accomplish even in a slight 
degree what we have been able to accomplish by or- 
ganization. We are organized, not only to destroy the 
elements of our craft that are vicious, but to replace 
all antiquated practices with the newer and most con- 
structive ones. We are not trying to segregate our- 
selves from the rest of the shoe craft with which we 
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are so closely allied. Our interests are very closely 
intermingled with those of the manufacturing and 
wholesale end of the business. When I speak of co- 
operation and our slogan, “Help one another,” I am 
thinking just as much of the manufacturer and his 
representatives who call on us frequently throughout 
the year as I am of the retailers. The manufacturer 
and wholesaler are trying just as hard as we are to 
place our business in the front ranks of legitimate 
merchandising. They are trying to produce good 
goods that we can market in a profitable and satis- 
factory manner, and they deserve the same kind of 
consideration that we so often call upon them to 
show us. 

Unwarranted cancellations and unnecessary return 
of worn shoes for credit is a vicious practice and is 
an obstacle in the path of progress of our trade. This 
should stop entirely or be reduced to a very trifling 
minimum. The manufacturers are our friends, and to 
them should be accorded great credit for their con- 
duct to us during the trying times we have just passed 
through. Cultivate a friendly attitude toward the 
traveling men. They are the fellows on whom we de- 
pend very much more than some of us would like to 
admit. As a class they are a fine lot of men—suave, 
polite, diplomatic and intelligent, and they are sup- 
plied with facts of untold value to the retail shoe- 
man. True—we can’t buy from them all; but we can 
be courteous. We can look over their lines and often 
absorb an idea of real value from them. Many of the 
details put into practice by my company originated 
in the brains of our friends, the traveling men. 

Gentlemen, let there be no more talk, nor feeling of 
pessimism. We have had a hard row to hoe—but 
really, this is happily past. Conditions are truly 
growing better. Reports from different sections of 
the country and covering practically all lines of mer- 
chandise similar to our business—wearables, I mean— 
are in accord on the one big fact that the dollar is 
growing in value, and confidence grows on apace. 
Here are sixteen reasons to show that there is a real 
improvement everywhere: 


1. The appreciating dollar. 

2. Stable and sound currency system based on ple- 

thoric gold reserves. 

Ample credit and easy money rates—to become 

still easier. 

Declining production costs. 

Lower stock of finished goods. 

6. Low production of basic commodities; produc- 

tion of which is readily responsive to demand. 

Good raw material supply, production of which is 

not readily responsive to demand. 
8. Fair purchasing power through increased savings 
by industrial workers. 
9. Plentiful food supply. 

10. Sound security market conditions. 

11. Good labor supply, both skilled and unskilled. 

12. Adequate transportation facilities for an _ in- 
creased volume of business which could rap- 
idly expand as transportation companies be- 
come more prosperous. 

13. A better psychological attitude on the part of the 

. buying public, which should be encouraged. 

Improving international conditions. 
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15. A normal standard of living which is the sign 
manual of a high civilization and must be 
maintained. 

16. Liquidated wholesale prices. 

These sixteen points, or reasons rather, should con- 
vince all that prosperity is just around the corner— 
that we haven’t long to wait for brisk buying, and we 
should be prepared with the right kind of merchandise 
and service to take care of the wants of the buying 
public. 

Our State Association has prospered. We have the 
distinction of possessing a larger membership than 
any other single state organization in the country. 
Our clever secretary sends out at frequent intervals 
good, wideawake bulletins that are instructive and 
helpful from many different standpoints. May his 
shadow never grow less and may he continue to func- 
tion in the efficient manner that is his custom. Our 
insurance company is a real live growing institution, 
having something like eight or nine millions of dol- 
lars’ insurance in force, and is saving its policy holders 
better than 25 per cent of the premiums. The Har- 
vard Bureau of Business Research has injected a 
scientific method in stock keeping and accounting of 
shoe stores. Our detail work is being standardized 
for us—our costs of operating the various branches of 
the business is being thoroughly investigated and we 
are getting statistics of incalculable value in the con- 
duct of a modern business. 

When we have developed a true spirit of helpful- 
ness—when we arrive at the point where we truly do 
“help one another,” then we will have a true material- 
ization of the brotherhood of man. The fact is, that 
the differences between men—and even nations—are 
so slight that men may be said to be all alike. 

The human heart is a divine instrument with so 
many keys to be played upon. You strike some and 
there is joy and happiness; you strike others and 
there is grief and pain. Humans are plied by the 
same motives pretty much; lifted up by the same suc- 
cesses; depressed by the same griefs. The same 
griefs that we saw in our country in 1864 you may 
now find in the military hospitals of this country and 
Europe. The same widowhood and orphanage that 
sat down after the battles of Shiloh and South Moun- 
tain poured their griefs on the Marne and in Flan- 
ders Field. Men, we are brothers. It does not matter 
what our creed, color, political or religious affiliations 
may be—we are brothers! Created by the same di- 
vine force, actuated by the same motives—ever striv- 
ing to win success—ever looking forward, each one 
according to the light that has been given him. Why, 
then, should we not take into account the rest of the 
world of men? This world was not created for us 
alone. Our journey through this life is but a fleeting 
moment when we consider the hoary age of this planet 
on which we dwell, and we are sent through here very 
much as we send our children to school. To get the 
utmost out of this short stay in this earthly school, 
we must be our brother’s keeper. We must have more 
of a spirit of true fellowship and brotherhood. My 
friends, you know these things about which I have 
spoken, just as well as I do. You know the truth of 

every thought expressed; and you know, too, that a 
consistent following out of these suggestions is the 
best way to live—the way to find true happiness and 
contentment. 

And once again, my friends, let me impress upon 
you the necessity of belonging to our associations. 
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Relation of Borrower to Bank 
In Which the Traditional Three C’s—Character, Capacity and Capital 


contributions to the litera- 

ture of credit affairs was the 
address given before the annual 
conference of the Wisconsin group of 
the National Association of Credit 
Men at Wausau, Wisconsin, by W. K. 
Adams, assistant vice-president of the 
First Wisconsin National Bank. Mr. 
Adams spoke on “The Relation of the 
Borrower to the Bank,” and gave a 
splendid exposition of the mutual re- 
sponsibility between merchant and 
manufacturer and the bank, and he 
added a great deal of new thought on 
this important subject. He said in 
part: 

In order to properly gain a view of 
the borrower as seen by his banker, 
we must first get a glimpse of the 
banker’s opinion of his obligation and 
duty. This, I believe, must be viewed 
from two angles—first, banks are pri- 
marily formed to be a tool of their 
communities. They are to serve their 
clients as a depository of their funds, 
as a means of collection and conver- 
sion into current funds of their ac- 
counts both near and far. They are 
to be in position to advance to local 
industries their reasonable amount of 
credit. This is the first point of view. 

At the same time, your banker must 
remember he is working with other 
people’s money, in part that of stock- 
holders, but largely that of deposi- 
tors whose right to require a return 
of their deposits cannot be denied. 


Easy to Lend—Hard to Collect 


As all credit men know, it is easy 
to lend but frequently hard to collect. 
A banker must forever bear in mind 
his responsibility in these two direc- 
tions—to those whose money he 
works with and to the community in 
which he works and guide himself ac- 
cordingly. 

When an unsecured loan is requested 
by a business undertaking the risk 
must be measured by proper standards 
bearing relation to both points of 
view. 

An important factor is the need the 
community has of this enterprise. It 
should supply a want, not add un- 
necessary competition in a field al- 
ready covered. 

It should be a builder in its own 
place, employing help, utilizing local 
product, producing a needed article, 
or doing some other valuable service. 


Economic Justification Necessary 


Any business asking an advance of 
the public’s money should first of all 
be able to prove its economic justifica- 


()'m of the most conspicuous 


are Treated 


tion as we should not be a party to the 
growth of a community frankenstein. 
In looking our borrower over we, of 
course, expect him to measure up in 
the three C’s—Character, Capacity, 
Capital. First of all, character, 
honor and fairness. 

Our association has emphasized in 
its literature, as well as its slogan of 
last year, the great importance of this 
fundamental. 


Business Foundation Must Be Sound 


No business worthy of consideration 
can ever be built to stand when its 
foundation is unsound. Its first re- 
quirement must be high character, 
sterling honesty and a determination 
to be upright and fair to all. 

No banker is alive to his responsi- 
bilities who permits his trust funds to 
be used by any business man lacking 
this quality. 

Capacity—mental and physical, as 
well as plain nerve—cannot be over- 
looked in appraising the possibility of 
any business management. 

It is too easy to forget this quality 
when an honorable man of good intent, 
but possibly undereducated or without 
proper experience, urges his claim to 
a chance for a business. of his own. 
It may seem that the banker who re- 
fuses help is unfair, but he is minimiz- 
ing the likelihood of a failure with 
injury to many, including the appli- 
cant himself. 


When Ability Is Lacking 


Finally, adequate capital. No busi- 
ness is warranted that does not rep- 
resent reasonable advances by those 
who hope to profit by its success. 
Enough should be put into it to carry 
it over at least its less active period 
of the year, thus requiring temporary 
bank advances only. 

In substance, it may be said that 
the request for outside financing 
without proper capital indicates a lack 
of ability if not of character. 


General Conditions Rank 20 Per Cent 


Included, almost in the question of 
capital and akin to it is another C— 
Condition. That must be shown in the 
statement which is now the sina qua 
non before granting credit. An au- 
thority has stated that in the analy- 
sis of a business 40 per cent of the 
verdict rests on the character and ca- 
pacity of the offerer, 40 per cent on 
his statement and 20 per cent on gen- 
eral conditions. 

This frequently means business com- 
mon sense. Location with regard to 
labor, shipping facilities, the demand 


for the product, together with a prom- 
ise of permanence, are factors here. 

The customer’s statement is the key 
to his condition, but it requires a care- 
ful analysis. 


Statement Analysis Required 


First the Quick Assets: 

Cash, unquestionably, though even 
cash could be tied up in a suspended 
bank or held in an escrow agreement 
or by garnishment. 

Notes receivable—first, are they 
good and collectable? Do they repre- 
sent sales, or are they given by stock- 
holders or officers for stock or for ad- 
vances? 

They may be extended accounts 
which require time for liquidation. 

Customers’ accounts require a sim- 
ilar analysis. What ratio do they 
bear to sales? 

If the ratio is high, are good col- 
lection methods used? If monthly 
sales are $10.000 on 30 days’ time, and 
$40,000 accounts are on the books, 
something is wrong. 

Trade acceptances. Are they proper 
in that they represent transactions 
carried out on original sale terms to 
dealers, or do they cover sales to 
ultimate consumers, renewals or ex- 
tended accounts? 

Merchandise—how valued. Are the 
figures backed by a careful and ac- 
curate inventory? Can and will the 
goods turn promptly at the figure 
shown? 

Raw material—is it in standard con- 
dition or would a sacrifice be required 
to turn it without working it to com- 
pletion? 

While not listed as a quick asset, we 
must go into good will, trade-marks, 
patents, and deferred expenses, as 
these all bear on the profit and loss 
account. 


Current Liabilities Viewpoint 


In all these items we have had the 
attitude of depreciating the figures, 
but when we turn to the current liabili- 
ties we take another viewpoint, for we 
are sure everything hereon shown will 
have to be paid. 

We must go carefully into the con- 
tingent liabilities for too many times 
these are real. 

Purchases may have been made at 
prices above the present market. 

The last year has brought many 
such to light. To mention only a few 
are such commodities as sugar, fab- 
ric, cotton and hides. 

Price guarantees again in a falling 
market are a possible loss and no 


(Continued on page 68) 
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(Continued from page 56) 
and returns of 100 stock numbers for four weeks. This 
record shows how rapidly each style is being sold. On 
the Size-up Sheet (Form 7b) the number of pairs of 
shoes on hand is entered for each size and width, one 
sheet being used for each stock number. Spaces are 
also provided on the Size-up Sheet for the number of 
pairs on order and the number of pairs due for each 
size and width, although many shoe merchants may 
not find it necessary for their purposes to make all 
these entries. The number of pairs on hand is de- 
termined by actual count; the figures for the number 
of pairs on order and for the number of pairs due are 
obtained from the Order Record. On the Consolida- 
tion Sheet (Form 7c) there are three divisions, the 
Order Record, the Record of Receipts and the summary 
Stock Record. The Consolidation Sheet is the chief 
guide for determining the sizes and widths that should 
be bought to meet the requirements of the patrons of 
an individual store. One Consolidation Sheet is used 
for each stock-number. The entries on the Order 
Record show the number of pairs of each size and 
width to be ordered, as determined for each order by 
reference to the Sales Summary Sheet and the Size-up 
Sheet. The Record of Receipts provides a record of 
orders and invoices of goods purchased. The Stock 
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Record gives a monthly summary of goods received, 
sales and returns, thus bringing together in compact 
form month by month a record of the year’s experience 
for each stock number. 

Frequently we find shoe retailers who are figuring 
their stock-turn incorrectly. These merchants are 
dividing their net sales by their average inventory and 
believe the answer is giving them a correct figure for 
stock-turn. For example, a merchant who purchased 
$50,000 worth of shoes and sold this purchase during 
the year for $75,000 would divide his sales by his pur- 
chase and believe he was getting a stock-turn of one 
and one-half times. As a matter of fact, he was only 
moving his stock once, and he was incorrectly figuring 
stock-turn because he was using sales instead of cost 
of goods sold in determining his turn-over. In all of 
the Bureau’s studies the following method is used to 
figure stock-turn. Divide the cost of merchandise sold 
during the year by the average of the inventory of 
merchandise carried at the beginning of the year and 
at the end of the year. If it were possible to have 
average figures for stock on hand a more accurate 
figure for stock-turn could be obtained. This informa- 
tion the shoe trade is not in a position to give at the 
present moment and for general purposes the method 
used gives a reliable figure for making comparisons. 














(Continued from page 67) loans. Where accommodations are 


When a business has justified it- 
self and its managers received his con- 




























statement, only a knowledge of trade 
practice, can discover this possibility. 

Of course, letters of credit issued 
under guarantee and notes or accounts 
discounted, come into this classifica- 
tion. 

It is important to know when the 
last tax audit was made as a liability 
of size to the Federal Government may 
drain the business. 

This is, as you know, a preferred 
claim even when insolvency exists. 

Finally, does the profit and loss ac- 
count show favorable business, are 


and is the capital ample? 


_ Annual Loan Liquidation Test 


As a trusted servant of the com- 
munity, it behooves the banker to see 
that its funds are not used as the cap- 
ital of any one man or industry, and it 
naturally follows that the banker must 
be satisfied that bank loans are to be 
used for commercial purposes. In- 
adequate capital cannot be rightly re- 
placed by borrowings. The old test 
of an annual liquidation of loans still 
adds to the standing of a business, 
particularly when this is accom- 
plished by operations, not by shifting 





proper and sufficient reserves set up 


continuously required, the need fre- 
quently is new financing rather than 
bank credit. This is far better real- 
ized to-day than ever before. 


A Satisfactory Balance Important 


Strangely, the reciprocal obligation 
on the borrower of maintaining rea- 
sonable and satisfactory balance in his 
bank has in the past too frequently 
been overlooked. Few banks can 
properly serve all their customers 
where borrowers overlook the needs 
of others and do not keep balances for 
further loaning. 

This important matter has been 
more insisted on in Eastern cities. It 
has become a matter of marked em- 
phasis of late in the Middle West. All 
seeking bank accommodation should 
remember and comply with this prac- 
tice. 

Your banker in viewing his bor- 
rower visualizes himself as a partner 
in the business under discussion. 

He believes he is entitled to full in- 
formation as to its condition, its man- 
agement and its prospects. Indeed, he 
feels it his duty to so familiarize him- 
self with it that he can advise or com- 
mend, criticize or amend plans of oper- 
tion or expansion. 


fidence, he regards it as having a call 
on him for the reasonable needs of the 
business to carry it safely over its 
season of activity. 

But he expects that these demands 
will be only. during this period and 
that at its end the accommodations 
granted will be returned so some other 
line can in its turn be given its re- 
quirements. 


Bank Is Community’s Tool 


Now, as has been said before, the 
bank is your tool, but to be effective it 
must be kept in good condition by 
proper use. The first-class borrower, 
using his bank credit as a tool, prop- 
erly handling himself, uses the tool so 
that it is returned to the chest sharp 
and bright, ready for its next call. If 
the tool falls into unskilled hands, the 
community is harmed, being deprived 
too long of its use or receiving it back 
in bad condition. 

From the banker’s standpoint, his 
duty is co-operation with his custom- 
ers, borrowers and depositors, to build 
up proper business enterprises, thus 
doing his part to help make a better 
city, State and country for the benefit 
of all. 

















Special Advisory Committee 


BOSTON—The Chamber of Commerce recently an- 
nounced the appointment of Albert N. Blake of the 
Watson Shoe Company, Lynn, one of its members, as 
chairman of the special advisory committee, represent- 
ing the New England Shoe and Leather Association, to 
co-operate with the United States department of com- 
merce in solving foreign and domestic trade problems 





affecting the boot and shoe and allied industries. 

The committee will co-operate principally with the 
boot and shoe division of the department of commerce, 
a new division created by Secretary Hoover for the 
benefit of the shoe and leather industry. 

Others on the committee are Howard N. Cole of 
Rice & Hutchins, Inc., and Philip Fraher of the United 
Shoe Machinery Corporation. 
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New Booklet Issued 


The Field & Flint Company, which 
specializes in the manufacture of 
“Anatomik” shoes for men, has issued 
a booklet, describing and illustrating 
this line of corrective footwear. 
“Anatomik” shoes have been on the 
market for fifteen years. They were 
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developed by Dr. Harlan P.*Cole, an 
orthopedic surgeon, and are patented. 
These shoes are made according to 
the best standards of Field & Flint 
Company’s manufacture of men’s 
high-grade footwear. In the booklet 
are illustrated several styles of black 
and. colored “Anatomik” shoes, which, 
it is stated, combine comfort with 
smart young men’s lasts and patterns. 





MILWAUKEE 


Finders’ Association Restrained 


Accused of Combining to Eliminate Com- 
petition and to Fix and Maintain 
Prices 


PERMANENT injunction was 

issued by Judge E. Ray Ste- 
vens of the Circuit Court for Dane 
County at Madison, the State capital, 
on Monday, Feb. 27, restraining thir- 
teen concerns engaged in the whole- 
sale shoe findings, leather, machinery 
and supply business, and forming 
the membership of the Wisconsin 
Leather and Shoe Findings Associa- 
tion, from “combining to restrain 
trade, eliminate competition and fix 
and maintain prices.” 

As reported in the BooT AND SHOE 
RECORDER a short time ago, Attorney 
General Morgan of Wisconsin brought 
suit against the association and the 
individual members under the so-called 
“anti-trust” laws. The suit was one 
of a large number instituted against 
associations of manufacturer, jobbers 
and retail merchants in various lines 
of business, in the nature of a “trust- 
busting” campaign by the new attor- 
ney general. 

The decision of Judge Stevens is 
notable in that it is the first time 
since the so-called “anti-trust” laws 
were enacted thirty years ago that 
a temporary injunction has been made 
permanent. The attorney general 
stated in court that the defendant 
association and its constituent mem- 
bers accepted the decree without going 
to trial. 

Firms named in the complaint are: 
J. B. Yunker & Son., C. Trieschmann 
Co., Sax Bros., William Neitzel & Son, 
Lubotzy Bros., Hiken Bros., Gaenslen 
Bros., H. C. Roenitz Co., all of Mil- 
waukee; Sheboygan Leather Co., She- 
boygan; Kindschi Leather Co., Madi- 
son; Madison Saddlery Co., Madison; 
Green Bay Leather Co., Green Bay; 
Stoughton Shoe & Leather Co., 
Stoughton. 


Merchants Hold Banquet 


Members of the Milwaukee Shoe 
Retailers’ Association and their re- 
tail salesmen recently attended a ban- 
quet in the Elizabetha Room of the 
building which is occupied by the Mil- 
waukee Athletic Club and the Associa- 


tion of Commerce of Milwaukee, and 
in which building the association holds 
its monthly meetings. About 235 per- 
sons were present, it being the largest 
gathering which ever collected at any 
of the affairs staged by the associa- 


tion. The dinner, which consisted of. 


a pleasing menu, was followed by an 
opening speech by the president of the 
association, Otto Hensel. Mr. Hensel 
pointed to the great possibilities in 
the coming season, laid emphasis upon 
the fact that it will be the energetic 
dealer who has vision and foresight 
who will gain the most. He predicted 
that every shoe merchant would be 
better satisfied in his business in six 
weeks than he was to-day, for with 
Easter and the Spring season com- 
ing, a resurrection of the shoe busi- 
ness was certain. The toastmaster 
was Tom Manning, who is a well- 
known politician of Milwaukee, being 
the Alderman of the second ward for 
six consecutive terms and also a repre- 
sentative of the Legislative Council 
at Madison. 

Phil Grau, president of the Mil- 
waukee Association of Commerce, 
talked on association and association 
work. 

“The times of cigars and easy 
chairs are gone,” he said. “You have 
to solve your problems and must also 
help to solve the problems of your 
fellow member. Work close to your 
Chamber of Commerce, for in that as- 
sociation are men devoting their time 
to the betterment of your city, your 
State and your community without 
exacting any real benefits from the 
work other than a knowledge that a 
great work has to be done and they 
are shouldering the job. 

“The man who counts to-day is not 
the domineering man, who because of 
wealth intends to rule an industry or 
craft irrespective of his fellowman; 
but more so the man who co-operates 
with the other fellow—the man who 
will sit down with his competitor and 
discuss questions which are vital to 
both—the fellow who makes a friend 
out of his competitor and treats him 
as such. Men who carry on associa- 
tion work with this spirit very seldom 
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fail in business; but remember that 
any organization which is composed 
of members working for something 
which is dishonest rarely ever lives 
long, and like all the rest, fails to 
put the crooked thing over. Your as- 
sociation can discuss its problems 
openly and above board—it -must be 
an open-price association—it must be- 
lieve in the truth in advertising, truth 
in the methods of business and utmost 
in truth in the relationship of one man 
or member to another.” 


Weyenberg Official Talks 


Walter Booth, vice-president of the 
Weyenberg Shoe Co., was the next 
speaker. The highlights in his talk 
are given in the following: 


“The average shoe merchant is 
about the same as the shoe salesman 
who is selling shoes. Both have had 
their good times and will have to work 
a great deal harder in the future to 
get sales. In 1919, when we were all 
in a drunken frenzy and when 329,000,- 
000 shoes were manufactured at a 
value of $1,016,000,000, we gave little 
thought of what was to follow. In 
1920 cancellations came and things 
went bad—we still had a part of the 
drunkenness and a pretty bad hang- 
over, and in 1921 we were all still 
dizzy. We are all over it now, but 
all of us, manufacturers, jobbers and 
retailers, must have a mental balance 
and realize that 1919 cannot be the 
measure for making money and that 
surely we will not get it in 1922. We 
have all got to be up and at it—the 
man who begins this year by sitting 
on his backside thinking what a ter- 
rible world this is will still be sitting 
there at the end of the year. Industry 
has taken great losses and has passed 
through its liquidation period, and yet 
we manufactured in November of 1921 
more than 23,000,000 pairs of shoes 
and in December of 1921 more than 
24,000,000, both figures equalling 1919 
in pairs. This means that :the shoe 
business is good and that the idea of 
the shoe business being on the bum is 
a mental illusion. 

“Profits have been large with all in 
the trade, and we all have to come 
back to our old basis. We will have 
to eliminate waste, smallness and in- 
efficiency. It will be a different type 
of man who will make money in 1922, 
and it will be the different type of 
management which will make money. 

“More than 4000 people are engaged 
in shoemaking in the State, and every 
merchant should buy as many shoes 
made in Wisconsin as he possibly can 
for in this way he would be giving 
work to those who were customers of 
his.” 

How to Advertise 

The toastmaster next introduced 

Jack Carr, who is in the advertising 


business in Milwaukee and who is 
playing a prominent part in the style 
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exposition and the success of Style 
Week in Milwaukee. Mr. Carr’s talk 
dealt with the kind of advertising he 
would do if he was an outlying shoe 
dealer. He would make a circle on 
a city map, around his store, and call 
a certain portion his territory in which 
lived all of his potential prospects. 
He would get the name of every family 
and keep in close touch with them. 
He would write a letter each month, 
a friendly letter with the business 
stiffness usually found in form letters 
taken out. He would keep in touch 
with his trade, and when he knew 
of a birth or engagement, or of any 
other happening that would open an 
avenue for sales, he would use it by 
writing to his prospect and suggest- 
ing the proper footwear. With a list 
of 500 people this would cost about 
5% cents per person per month—less 
than the average telephone call in 
Milwaukee. Carr claims direct-by- 
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mail advertising better for the out- 
side merchant than newspaper adver- 
tising, for the latter means paying for 
a great deal of lost circulation. He 
then talked of Style Week and its 
possibilities. 

The next speaker was Oscar Stotzer, 
who is president of the Rotary Club 
of Milwaukee and an eloquent speaker. 
His talk was very interesting in that 
it dealt with the business morals of 
the merchant and the business morals 
of a business organization. Business 
ethics, he pointed out, should at all 
times be synonymous with the highest 
of morals. The greatest thought in 
business to-day is to separate right 
from wrong and to formulate prac- 
tical rules which would place business 
on a higher basis. 

A. B. Caspari of Caspari & Vir- 
mond, and Dan Weigel of St. Paul, 
spoke on the Style Show and the style 
week in general. 


ST. LOUIS 


Men’s Shoe Business Is Improved 


Growing Demand Noted for Patent Leather 
Oxfords and Plainer Patterns in 
Other Types 


()* the whole, the men’s shoe 
business in practically all 
stores has shown improvement. 
Little complaint is heard from this 
division of the business. After the 
clearing sales of the past four or five 
weeks there is evident a flurry in the 
buying of spring shoes. Plainer ef- 
fects are noted, particular in the trim- 
ming. The brogue effects carried to 
such extremes during last season are 
suffering a reversal of form, with the 
ultra-conservative styles brought out 
for this season. The call has been 
for the most part for the last men- 
tioned type of footwear. The French- 
English last has first choice with the 
male buyers. Brown is the leading 
color; however, the shade most desired 
does not* run to the extreme deep 
tone. Practically all sales made dur- 
ing the past week were for oxfords. 
Windows have been changed in the 
men’s store to display the latest types 
of new spring footwear. Virtually 
all stores have their new stock on the 
floor. 

One unusual angle developed within 
the last ten days is the constant 
growing demand for men’s patent 
leather oxfords. While they are be- 
ing given a rush by the “Cake-eaters,” 
a term used as a description of a 
“flapper’s” brother. There are many 
buyers who perhaps do not come 
within this class. In one large retail 
shoe store visited recently, patent 
leather oxfords were outselling tan 
calf by three to one. The price range 


in this store is $5.00 to $6.00. The 
better class stores are also displaying 
men’s patent leather oxfords promi- 
nently. The most called for style is 
the one with a tip. Some plain toe 
types are also being bought. 


Patent Supreme in Women’s 
Field 

Patent leather in the women’s field 
has lost none of its prestige during 
the past week, Occasionally some 
store will have a bigger call for low- 
heeled satin strap stuff, but taking 
the entire retail district as a whole, 
patent leads by a vast margin. The 
low heeled “flapper” strap pump is 
one of the biggest sellers. Supplying 
the demand for this particular type 
is the grave problem of the retail 
merchant. Orders are placed, but 
manufacturers are unable to make de- 
liveries fast enough to satisfy the 
merchants who are experiencing an 
avalanche of requests for this style. 
Patent oxfords share almost equally 
the demand of the “flapper” strap. 
Deliveries on these patterns seem to 
be better as stocks appear pretty 
“sweet.” 


Goring a Doubtful Bet 


Side goring is a doubtful bet. In 
discussing this style, the manager of 
the shoe department of one of the 
largest department stores expressed 
the opinion that side goring styles 
will be very good. When asked if he 
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intended to repeat on his orders, he 
emphatically stated that he was not. 
From what is observed, the merchant 
who has played this style to any ex- 
tent at all, hasn’t the strongest faith 
in the style, as most of them are 
pushing these shoes hard before they 
go on the moccasin route. Some de- 
scribe goring effects as a short-lived 
style. 

A rapidly growing popularity is be- 
ing established for the smoked horse 
and smoked elk sport shoes. Pairs 
are observed on the streets every day, 
and merchants report an increasing 
number of calls each day. 





Steuber Manager of Retail 
Stores 


G. W. Steuber is the newly ap- 
pointed manager of the retail shve 
stores operated by the Seneca Shoe 
Co. of St. Louis. The Seneca Shoe 
Co. operates stores in Louisville, Ok- 
lahoma City and St. Louis. Steuber 
was manager of the Louisville store 
for three years previous to his coming 
to St. Louis to take his present posi- 
tion. T. R. Brown will succeed Steu- 
ber as manager of Hush Bros., which 
is the name of the Louisville store. 


J. Sensenbrenner on Eastern 
Trip 

J. Sensenbrenner of Sensenbrenner’s 

has again gone east on a buying trip. 

He intends to go to New York and 

Boston for the purpose of buying new 

styles and will be gone about ten days. 


Clapp Store Celebrates Birth- 


day 

, On the twenty-first day of Febru- 
ary the Edwin Clapp Store celebrated 
its first birthday. Manager Pike felt 
elated over the showing made during 
the first year. The dollars and cents 
estimate on the year was far above 
what was anticipated. On the first 
day’s business, compared with the 
same day a year ago, a substantial in- 
crease was noted. 


Subway Shoe Department 
Opened 


Boyd’s have announced a shoe de- 
partment in their new Subway Store. 
A. C. Lewis is in direct charge of the 
basement department, as well as the 
tremendous department on the bal- 
cony. Wm. Gwaltney, formerly sales- 
man in the upstairs department, has 
been appointed assistant to Lewis as 
floor manager of the basement store. 


Few Market Buyers Noted 


Comparatively few buyers have 
been noted in the market during the 
present buying season. This is true 
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not only of the shoe business, but com- 
plaint has been registered by other 
lines of industry as well, particularly 
the millinery houses which enjoy large 
patronage during the buying season. 
Some shoe buyers have been in the 
market, but not in the numbers expe- 
rienced last season. The buying for 
the most part has not been on a 
quantity basis, but just a few pairs 
to “sweeten” up stocks. 

There has been a catching up by 
the manufacturers during the last two 
or three weeks in back orders. This 
is due to a slight slump in the busi- 
ness placed during that period. Manu- 
facturers are still unable to produce 
enough patent leather women’s shoes 
to meet the flurry of orders received 
for this type of footwear. The ma- 
jority of these shoes were sold on 
a March ist and 15th delivery basis. 


Brown Shoe Official Back 
on Job 


George Bull, merchandising man- 
ager and vice-president of the Brown 
Shoe Co., is back on the job after an 
illness of three weeks. Mr. Bull was 
in the hospital, where he underwent 
an operation for appendicitis. William 
Krail, secretary of the same company, 
is in the hospital at present. 


Open New York Sales Office 


Walter S. Overton, who has been 
with Pedigo-Weber Shoe Co. for some 
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WALTER 8S. OVERTON 
In charge of newly established New 
York sales office of the Pedigo Weber 
Shoe Co. 


time in the -apacity of leather buyer 
and assistant to the president, J. T. 
Pedigo, in the sales end of the busi- 
ness, will have charge of the com- 
pany’s newly established sales office in 


New York at 842 Marbridge Bldg., 


Broadway at 34th Street. Overton 
will handle the trade in New York 
City and the adjacent territory as well 
as New England from the New York 
sales headquarters. 





PORTLAND 


Epidemic Halts State Convention 


Illness of Many Merchants Puts Stop 
to Plan to Get Oregon Merchants 
Together 


F the State convention of the 

Oregon Retail Shoe Dealers’ 
Association did not come off at 
Roseberg, Feb. 21 and 22, as planned, 
surely it wasn’t “no one’s” fault. The 
shoe dealers wanted a convention, and 
they wanted it bad. Some of them 
from various parts of the State got 
into Roseberg anyway, for the im- 
possibility of the convention was 
evidenced at the very “eleventh 
hour” itself, even too late to notify 
some of the State delegates. On 
Saturday, Feb. 18, Irwin Brunn, of 
Roseberg, came down to Portland to 
line up the officers of the organiza- 
tion, most of whom are Portland mer- 
chants. He found that most of the 
shoe dealers were either recovering, 
in the throes of, or just about to go 
home with, the grip. The few who 
had escaped. were caught in other 
ways. For instance, President Wil- 
liams, of the Florsheim, was visited 


by a traveling auditor and worked 
day and night helping with the audit. 
Secretary J. L. Zingleman, of Green- 
field’s, worked hard, and even secured 
the assistance of the Chamber of 
Commerce to help put the convention 
across, but no amount of pep or de- 
sire could drive away the grip germs. 
A very few were in shape to go, not 
enough of them, however, to get up 
a program, so the untiring efforts of 
Irwin Brunn and Secretary Zingleman 
were of no avail. 

However, a few dealers who hap- 
pened to get together at Roseberg had 
a jolly reunion, and unofficially dis- 
cussed many of the problems that the 
shoe dealer will have to grapple with 
during the coming year. The Oregon 
Retailers’ Association held a state 
convention at Roseberg during the 
same time apportioned for the Shoe 
Dealers’ Convention. Grip germs had 
been as vicious with the members of 


71 


this organization as with the shoe 
men, and the gathering was conspicu- 
ous for the absence of many live re- 
tailers. Out of Portland, Paul De- 
Haas of Fithian-Barker, was the only 
shoe dealer present. 


“Sales” Still the Rule 


February saw many retail mer- 
chants still pushing out their high- 
topped and pointed toe shoes, now 
cutting prices merrily, selling them 
all the way from $5 down to a $l a 
pair. Many shops conducted their 
clearaways with no publicity and de- 
voted the entire efforts to getting the 
early spring “new business.” How- 
ever, the trend of the times may be 
noted in the fact that wherever a 
“give-away” sale was advertised, 
there the crowds came and fought 
for the bargains. Toward the end of 
February, Greenfield’s sold all ladies’ 
high-topped shoes in the house for $1 
a pair and pointed toe, high-heeled 
pumps and oxfords for $2 a pair. The 
Goodyear Shoe Co. made a general 
clearaway of broken lines in both high 
and low heels at $1 a pair. All 
goods were in large trays with re- 
spective sizes clearly marked. The 
crowds waited on themselves and the 
clerks took the money. Many shops 
featuring new spring fashions gave a 
portion of their window displays to 
closing-out goods, which seemed to be 
a happy medium in the way of a re- 
tailing attitude. 





Goodman Returns from East 


Maurice Goodman, of Goodman 
Bros., wholesalers, visited the conven- 
tion while on his way home from his 
Eastern buying trip. Mr. Goodman’s 
advice is to “be conservative.” He 
believes a one-strap button slipper, 
either in high Louis or covered mili- 
tary heel, will be safe, and that 
buckles will not last much longer- 
“Baby Louis heels are losing,” says 
Mr. Goodman. Black patent and com- 
binations of patent and grey suede, 
Mr. Goodman considers conservative 
and appealing to novelty seekers. He 
is showing browns mainly in street 
oxfords, and these as well as in ma- 
hogany, and street models from the 
10/8 flapper heel to the 13/18 and 
14/8 Cuban and military effects. “Golf 
shoes with suction soles promise to 
be very good for general summer 
sport wear,” says Mr. Goodman. 


Fashion Show Planned 


A huge spring fashion show with 
the co-operation of specialty shop 
managements was proposed at the last 
meeting of the local retail shoe deal- 
ers’ association. The idea was thor- 
oughly approved of and committees 
appointed to confer with cloak and 
suit houses to formulate plans which, 
if successful, would necessitate the 
rental of the Municipal Auditorium. 
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Quality 
Decorations 


at reasonable prices 





Artificial flowers 
and decorations 
for windows 
and interiors 


Plushes and Velours 


Write for Catalog 


G. Reising & Co. 


24 East Congress St. 
CHICAGO 


Between State and Wabash 
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Recent Flurry in Silk Market 


After apparently having settled down to steadily) 
lowering prices, the raw silk market suddenly stiff- 
ened last week and prices advanced about 40 cents. 
Buying was rather active for a couple of days at the 
new figure, but almost immediately fell off, and the 
market has remained stagnant up to the time of writ- 
ing. The best Japanese silk double extra cracks has 
risen to $7.35 and Sinshiu No. 1 is quoted at $6.80— 
both are standard grades of raw silk. 


Effect on Hosiery Market 

Even during the busiest days the knitters were 
conspicuous by their absence from the market. They 
contend that the price of raw silk is too high, and 
the rise was not warranted by actual conditions, but 
caused by speculation in the Japanese markets. The 
manufacturer feels that he cannot buy silk at the 
present price and then sell his products at a reasonable 
profit after silk has dropped to a lower level again. 
Even so the recent flurry in silk helped the hosiery 
manufacturer in this way—that it scared a few of 
the hosiery buyers who have been holding off for lower 
prices into placing their orders. 

In view of the fact that the buyers of raw silk are 
refusing to purchase at the present price, it seems 
inevitable that silk will recede in price within the next 
week until it reaches a level at which buyers will place 
orders to meet their requirements. 

The Gotham Silk Hosiery Company has recently 
contracted for a ten-story addition to its present plant 
in Philadelphia, which is located at Second and Norris 
streets. High-grade, full-fashioned silk hosiery is 
manufactured. , 


Better Conditions in the Boot and 
Shoe Line 


By E. P. Tuttle, of the Atlas Shoe Co. and Vice-Presi- 
dent National Association of Credit Men 
Conditions in the boot and shoe line are spotty and 
irregular. We are not yet back to. a normal basis, 
and do not expect to be until certain underlying factors 
change. While our prices have been sharply and dras- 
tically deflated, we are not yet back on the 1913 level. 
The underlying factors I have in mind are high 
taxes, high transportation costs, high labor costs and 
high overhead expenses. These are holding us back, 
and they must be fairly adjusted before retailers will 
have sufficient confidence to make future commitments. 
As to conditions in our industry being spotty, there 
has been uneven and unequal deflation in prices. Our 
line of business used to be considered “as stable as 
wheat.” But we have drifted far away from that. 
To-day people’s feet are shod with a variety of shoes 
that makes the term “foot millinery” appropriate. 
The more novelties we introduce the greater the risk 
and the greater the reserve that must be set aside 
for losses. 
Although the boot and shoe business is far from 
being in a healthy condition, we are not discouraged. 


- As we review the past two years we are confident in 


our belief that the worst is behind us, and that another 
year should see our industry well on the way to better 
things. 

Stocks of merchandise have been very generally re- 
duced and brought down to the level of present 
market. 
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Keeping f q farth 


the trade 









N a piece of Greek art, there are 
no rough edges, no ungainly 
scars to show that the artist 
tired and hastened to finish his work. 
‘ Parts invisible to the eye, when inves- 
tigated, prove to have been executed 
with as great nicety as those the eye 
can see. 
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The same is applicable to “Just 
Wright” Shoes. During manufacture, 
it is not left to chance that the inside 
of the shoe will “pass muster” because 
the outside is beautiful. No odd runs 
or imperfect strips of upper stock are 
used for facing. Top facing, side stay 
and vamp lining must be placed with 
the same painstaking precision exer- 
cised in edge-setting. Thus, quality is 
the underlying principle of “Just 
Wright” production. 






















And it can be converted into dollars 
and cents, as many retail merchants are 


learning daily. 







E. T. WRIGHT & CO., Inc. 
ROCKLAND, MASS. 
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Latest Shoe Styles 


IN STOCK 








No. B 280—Patent Colt Two Strap, 14/8 


No. B 277—Patent Colt Princess, Black Cuban Heel, Welt. Price 4.90. 


Silk Elastic Gore, 15/8 Celluloid Louis Heel, 
Turn, Price 85.65. 





No. B 284—Patent Colt, Gray Kid One 
Strap and Apron, Nickel Buckle, Imitation 
Tip, 10/8 Heel Welt. Price 85.00. 





SIZES 
BE cccccecccesecvesece 4% to 8 
BD aevececcssseecenet to 8 
i nesececenceensseanu 2% to 8 
 scoccocccctoemeove 2% to 8 
D 2 to 8 











Terms: Net 30 Days 


No. B 282—Patent Colt One Strap, Nickel Joy, Clark & Nier, Inc. 


Buckle, Imitation Tip, 10/8 Heel, Welt. No. B 281—Patent Colt Oxford, Gray Kid 
Price $4.90. ROCHESTER, N. Y. Apron, 7/8 Heel, Welt. Price $5.00. 























Sell Russell's 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy 
Maple Pac. Natural shape affords every freedom to the 
foot. 





The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible “‘pal’’ for the growing 
lad. 


Write for Dealers Price and 
Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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Nothing in the Shoe 
But the Foot 





Let the Shoe Itself Support the Arch 


M 


ANY people in your city are troubled with weak or 
fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 





Auburn, Me. 
87 Main 
Brockt 
93 Cen 
Cincinnati 
708 Broadway 
Chicago 
1 


124 Main 
Lynn, Mass. 
306 Broad 





11 Florence 


8 South Market 
Haverhill, Mass. 


145 
Johnson City, 
N. Y¥ 


on, Mass. 
tre 


‘4 


Martboro, Mass. 








A= E of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the 
arches and ease to the foot. It cannot abrade the 
skin. 


United Shoe Machinery | 
Corporation 


Boston, Massachusetts 








Milwaukee 
258 Fourth 
New Orleans 
216 Chartres 


North 18th 
Rochester, N .Y. 
180 Mill 


St. Louis 
1423 Olive 

San Francisco 
859 Mission 
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IT [S EASY TO SELL 
WHAT IS SEEN 


Therefore we have gone the limit on 
an attractive counter display case for 
our Brown, Russet, Ox-Blood and 
Black Oil Paste Polish. 


How to Get These for 
Your Store 

An order for 12 tins of 
Brown, Russet, Ox-blood and 
Black Oil Paste Polish en- 
titles you to the same, packed 
in these attractive display 
cartons, without extra charge. 
These display cartons mean 
greater sales, added profits 
without work on your part. 


BROWN DYE AND POLISH 


Something new. No strong, objectionable dye 
odor. Easily applied. It puts into the leather 
and onto its surface a finish that is as brilliant 
as it is beautiful. 


WHITTEMORE BROS. CORP. 
BOSTON, MASS. 


mo 
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r Immediate Delivery 
Fine Brooklyn Turns 


$6.50 


No. 107 Gray Suede, Color D, patent 
vamp, AA to C $6 


No. 102 Same in 16/8 heel, AA to C .. 6.50 





These two numbers we also carry 
in stock, made in Black Satin. 


Also in All Patent Leather 





THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 















































Upper of white duck and 







Made in all colors and combinations 








Send for samples and prices 
of our complete bathing shoe line. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 
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The Largest Felt Shoe Factory + 
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—in the World 


There is just one dominating reason why 
the Daniel Green factory is the largest 
of its kind in the world. Daniel Green 
quality is so widely recognized that the 
public’s ever-increasing demand has 
forced us to grow to keep pace with it. 


Cheaper felt slippers have tried to win 
a foothold. They sometimes look good 
to the dealer who wants to make a quick 
turnover in a few short weeks, and isn’t 
thinking in terms of consumer satisfac- 
tion. But thousands of dealers who are 
building an all-year-round business on 
the basis of giving their customers real 
value, find the Daniel Green line is by far 
the best foundation to build on. 


Our salesman is now on the road with 
the 1922 Daniel Green line Be sure to 
wait for his announcement. If, however, 
you wish to place your order sooner, let 
us know and we will have him get in 
touch with you. 


Our 1922 national advertising has been 
planned on a larger scale than ever. If 
you have not yet received your copy of 
“The Green Book” which explains our 
plan of advertising and merchandising 
co-operation with our dealers, write for 
your copy today. It will be sent without 
charge. 


DANIEL GREEN FELT SHOE COMPANY 


New York Salesrooms: 
116 East 13th Street 


Daniel Green 


General Offices: 
Dolgeville, N. Y. 
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136 PAT. ( 


G) Slippers ; 





Because of the high 
standing of our slippers 
with the public, many 
dealers are using our 
trade-mark name 
“Comfy” to describe 
slippers not made by us. 
It is our intention to 
prosecute vigorously 
every infringement of 
this trade-mark, and you 
will confer a favor on us 
by sending us the names 
of dealers who use the 
word “Comfy” in de- 
scribing slippers not 
made by Daniel Green. 





Comfy slippers 
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“Vulco-Unit End Box 
A short box on just high enough to prevent wrinkling 


at the toe, - Ades t to ashe appearance of Golf and other 2 
Soft Toe Shoes, G es greater comfort to the wearer. 











The genuine “Vutco-Unit” Box Tor is made and sold only by 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET. BOSTON, MASS. 








CHICAGO, G. W. Kibby & Co. ST. LOUIS, Oscar F. Wright Co. CINCINNATI, Geo. A. Springmeier Co. 














| THE LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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LRA GSAS 


ERA EONS EI 





CHICAGO, G. 


THE 


Now, the End Box 


Designed to reenforce the toe of soft toe shoes. Its 
low walls preserve the shape of the toe all around its 
edges without encroaching high enough upon the toe to 
interfere with the flexibility desired in this type of shoe. 


Rapidly gaining favor with the leading manufacturers 
of golf and other soft toe shoes. 


Specify the Genuine 


Vulco-Unit 


Box Toe | 


APPARATUS, anD TS PATENTED 





The genuine “Vutco-Unit” Box Tor is made and sold only by 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 


W. Kibby & Co. ST. LOUIS, Oscar F. Wright Co. CINCINNATI, Geo. A. Springmeier Co. 


LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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CEDAR CLIFF SATINS 


Insuring Quality in Satins 


Whether for street, afternoon or evening wear, shoes made 
of Cedar Cliff Satin are sure to please your customer. A 
satisfied customer is a steady customer. Shops catering to 
a discriminating trade have realized this fact and are now 
specifying Cedar Cliff Satin in their orders. 


They know that by doing 
so they are insuring their 
profits and building good- 
will. Their shoes of satin 
give the utmost confi- 
dence. 


The Cedar Cliff 
Silk Company 
251-255 Fourth Ave. 

N. Y. 


eS) 


\E\BETTER/S) 


o5>--KX, 
Oy 
<i> 


ESTABLISHED 1888 


Priscilla A 1206—Black Satin, 
beaded tongue, 30 last, 1-6/8 
Spanish Heel. 
Manufactured by 
Sigman & Cohen 
1089-1095 Flushing Ave. 
Brooklyn, N. Y. 
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H. H. Ripley in 
the Ring 


A Gold Star Father — Be- 
loved by All 


EN are sized up according to 
the friends on whom they 
can count. If that be so, here is 
one shoe traveler who surely num- 
bers his friends by the thousands, and 
for good and sufficient reasons, too: 
Harry H. Ripley can be recalled 
way back in the old days of the hir- 
sute side face adornment for men of 
distinction and to the time when 
Southern territory was not famed for 
asphalt roads, nor upholstered Pull- 
mans. In that period it was hustle 
and ingenuity to meet conditions 
which counted most in success. Vivid 
remembrances of those early days are 
brought to mind by a picture which 
Mr. Ripley had taken in the 1890's. 
The setting was the principal street 
of a small Southern town. “Harry’s” 
business in this particular burg was 
completely finished—and he was anx- 
ious to be off and away, but the trains 
here ran only semi-occasionally, and 
it was impossible to hire a rig of any 
description to transfer himself and 
trunk to his next stopping place. 
Here indeed was a dilemma, but Mr. 
Ripley was equal to the occasion and 
espying an ox-cart, loaded with wood, 
passing by, hailed’ the darkey in 
charge. The darkey halted his huge, 
slowly-moving steeds and a “two- 
treaty conference” ensued. Proposi- 
tion and counter-proposition was ad- 
vanced, but as the darkey knew that 
he had the whip hand the bargain was 
concluded according to his ideas— 
ae that “Harry” buy the load of 
w 


Some Unique Traveling 


Mr. Ripley’s Yankee brain had 
worked fast, for he knew that his 
time was worth more than the wood, 
and he clinched the deal, bought the 
load, and donated it to a charitable in- 
stitution of the town. Thén hoisting 


his trunk on the jig, and climbing up 
after same, he drove up to his next 
account in truly unique style. The old 
photo vouches for this story. Harry 
is seen in this picture, seated in the 
ox team. 

Mr. Ripley has traveled the South- 
ern territory throughout his entire 
shoe connection, starting off with the 
old Batchelder & Lincoln line, after 
which he went in for real high-grade 
goods, taking out the J. C. Bennett & 
Barnard line of fine turns and welts, 
one of the finest lines of women’s 
fancy slippers, and considered as be- 
ing one of the top-notch lines of old 
Lynn shoemaking. After completing 
this connection, he made arrange- 
ments to represent A. F. Smith Co. of 
Lynn, Mass., makers of women’s me- 
dium grade McKays and welts. He 
next represented Mrs. A. R. King, 
and finally located with the L. B. 
Evans Sons Co. of Wakefield, Mass., 
at whose office, 110 Summer Street, 
Harry is always to be found between 
trips, and where he is kept busy 
greeting buyers and friends from all 
parts of the country. 


Always a Welcome Visitor 


He is surely a popular man, and 
rightly so, on account of his geniality 
and vim. He is “on the job” in every- 
thing he does. In testimony of this, his 
activities in the Boston Shoes Trades 
Club as second vice-president, and in 
the N. S. T. A., shine forth conspicu- 
ously. Some men relax for just a 
second, but not so with “H. H.” On 
the contrary, he is so chuck full of 
enthusiasm, “pep,” “push,” and can- 
dor, that he is always a welcome visi- 
tor at every gathering. Constructive 
as to his suggestions and uplifting in 
thought, he is a genuine business 
man. 

A Skilled Yachtsman 


There are times, however, .mostly 
in the good old summer days, when 
he indulges in his only hobby—yacht- 
ing. No yacht race of national or in- 
ternational consequence was ever 
sailed in Eastern waters in which he 


was not an active participant. When 


the international contests take place, 
he occupies a place in the judges’ 
boats, in company with such aquatic 
lovers as Sir Thomas Lipton, and he 
sailed many times with the late John 
Hanan. For years, “Harry” had one 
of the fleetest crafts that ever went 
out of Marblehead Bay. But for every 
joy, there is a sorrow, and his great 
grief came during the late war. 


Loyalty to Country 


When the first call came for men to 
rally to the Colors, Mr. Ripley, with 
true patriotic devotion, bade ‘ God- 
speed to his two manly sons, and 
they went forth to fight the good 
fight for God and country. Harry H. 
Ripley, Jr., chose the Navy and served 
the Flag as Ensign at the Naval War 
College, Newport. He is now in the 
Treasurer’s Department of the Hood 
Rubber Products Co., Watertown, 
Mass. The other son, Sergeant Ed- 
ward Newell Ripley, joined Battery 
A, 101st Field Artillery, and was sent 
across seas to France. There he, 
through his brilliancy and bravery, 
won the rank of lieutenant. But he 
never knew of his promotion, for be- 
fore his commission as lieutenant was 
handed to him he had made the su- 
preme sacrifice. It was in one of the 
early battles in France, while man- 
ning one of the guns that Mr. Rip- 
ley’s soldier hero died. Out of the 
horrible din of battle came a scream- 
ing shell—an explosion—and all 
earthly ties were severed—Lieutenant 
Edward Newell Ripley’s gallant spirit 
swiftly winged its flight to his 
Creator. 


A Man of Fortitude 


Mr. Ripley wears a gold star over a 
heart that is very sad, yet proud, too, 
that he had such a splendid son to 
give at his country’s bidding. When 
brother travelers look at that gold 
star and think of its glorious signifi- 
cance, they draw just a little more 
closely to’ him, and their hearts and 
the hearts of Harry H. Ripley’s wide 
circle of friends *beat more sympa- 
thetically and admiringly at their old 
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YEAR ROUND 
PROFITS 


Dolgeville E-Z Felt Footwear is more than 
just a winter season line. It has a genuine 
year round appeal. It can be displayed each 
day of the year and build up a steady source 
of profits. 


Are you getting your share of this plus 
business by featuring Dolgeville shoes 
throughout the whole year? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 


line 


OOLGEVILLE 


FELT SHOE 
co 
DOLGEVILE 
ny. 
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comrade’s fortitude in his great sac- 
rifice. 

Yes, devotion to country is surely 
Harry H. Ripley’s strongest charac- 
teristic and his story and that of his 
two gallant sons will always stand 
forth in history as a constant source 
of inspiration, and another shining 
example of the loyalty of shoe trav- 
elers everywhere to their beloved 
America, 


Gaffney with Crooker-Morse 


Leo Gaffney, formerly with Zeigler 
Bros. Shoe Co. of Philadelphia, has 
made arrangements to travel for the 
Crooker-Morse Shoe Co. of Bridge- 
water, Mass. Mr. Gaffney is one of 
the younger generation and is thor- 
oughly equipped from past experi- 
ences to make a creditable showing. 


One of Gagey’s Pals 


When Arthur G. Brown of Marott 
Shoe Shop, Indianapolis, picked up 
his copy of the Recorper of Feb. 18, 
he turned first thing to the Shoe 
Travelers’ pages, and there he beheld 
the face of his old pal, Aaron Willis 
Gage officially known as “Gagey.” 
He read every word of “Gagey’s life 
history” and noted that he was 
omitted in the list of “Gagey’s” old 
pals. He therefore immediately hied 
himself to his stenographic depart- 
ment and dictated the following let- 
ter: 

“It is with a lot of delight that I 
find my old friend Gagey again in the 
‘Lime Lite.’ It is mighty fine to see 
him again in print and to note the nice 
things said about him. I was very 
much surprised at reading that 
‘Gagey’ first saw the light of day in 
1855—it seems to me they have got 
this wrong by about ten years. 
Wasn’t this a mistake, and should it 
not have been 1865? If 1855 was 
right, I am quite positive in my as- 
sertion that you do not look nor act 
the part. 


A Serious Charge 


“IT am also wondering when they 
name your old pals why I was not 
mentioned in this list—you should at 
least remember that you are under 
obligation to me, and don’t forget that 
I got. you out of jail in this city once. 

“Among your old friends, they men- 
tion old ‘Hutch.’ If you should see 
him in the near future, kindly give 
him my regards. 

“TI hope that you will take this let- 
ter in the spirit in which it is written 
and accept my congratulations on 
such a magnificent story in the Rer- 
CORDER. I am laying this copy of the 
RECORDER containing this story on 
Mr. Marott’s desk and I am quite sure 
that his remark will be, after he reads 
it, that he would be very proud to be 
as well thought of as you and have 
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A Customer’s Tribute 


It was the intention of George 
T. Mathewson of South Nor- 
walk, Conn. (shown in above 
picture), “to slip quietly out of 
the harness,” but one of his ap- 
preciative accounts writes us 
that it would seem that more 
than passing interest be taken 
in the announcement of the sev- 
erance of his connection with 
Lounsbury,. Mathewson & Co., 
and his intention of connecting 
with a British shoe manufactur- 
ing concern. 

After Mr. Mathewson’s grad- 
uation from Yale College eight 
or nine years ago, he became 
associated with the Lounsbury, 
Mathewson & Co. During the 
last six or seven years, with 
the exception of the time he 
spent in France as a lieutenant 
in the American Air Service, he 
has traveled the greater towns 
and cities from the Great Lakes 
to the Gulf of Mexico. 

Says Mr. Mathewson’s retail 
shoe friend: “Mr. Mathewson’s 
thorough knowledge of shoe 
manufacturing, as well as his 
ability in conservatively pre- 
dicting style and economic con- 
ditions, have been greatly ap- 
preciated by me, and are in no 
small way responsible for the 
excellent condition of our wom- 
en’s shoe business at this time. 

“His brief note announcing 
the severance of his connections 
with Lounsbury, Mathewson & 
Co., contains the following: 

“‘Am undecided just what I 
will do, but after taking a much- 
looked-forward-to vacation may 
consider a rather tempting of- 
fer from a well-known British 
shoe manufacturer.’ 

“During these trying times 
we can ill afford to lose men of 
the ability and character of Mr. 
Mathewson, and it is hoped he 
will reconsider his intention to 
leave this country. 

“The picture enclosed is the 
only available one we could find 
—it was forwarded us from 
France during the war.” 











83 


such a nice story about him as yours, 
in a great paper like the RECORDER.” 


Gagey Explains Matters 


“Gagey” showed the RECORDER 
scribe this letter and immediately a 
general explanation was demanded as 
to the statement—“Don’t forget that 
I got you out of jail in this city once.” 
“Gagey” remained calm under the 
avalanche of questions which were 
hurled at him, and stated the case, as 
follows: 

“Once upon a time—you know ail 
good stories commence that way— 
four of us—Mr. Maxwell of Thomas 
G. Plant Co., Elmer Smith, Arthur G. 
Brown and myself, had a little din- 
ner at the Claypool Hotel, Indian- 
apolis. We sat down about 7.30 p. m. 
and chatted away until 9.30 p. m. 
We then took a little walk and Mr. 
Brown suggested that we call on his 
father-in-law, who was police com- 
missioner of Indianapolis. We spent 
two very pleasant hours with the 
police commissioner, talking over 
general conditions and police work 
methods. 

“Not Guilty” Verdict 


“The next morning I thought that 
I would have a little fun, and meet- 
ing an acquaintance in the hotel 
lobby, I made the remark—‘Did you 
know that three prominent shoemen 
were taken up to the police station 
last night?’ This remark, as I had 
anticipated, created quite a furor and 
after the newspapers began to get 
busy on the case, at the end of a 
day’s rumors of the wildest sort, I 
made a full explanation and added 
that I did not say that three shoe men 
had been ‘arrested,’ but had simply 
stated—‘three shoe men had been 
“taken” up to the police station.’” 

“Gagey’s very clear testimony as to 
his innocence was immediately estab- 
lished at the RECORDER office and a 
unanimous verdict of “Not Guilty” 
was quickly rendered. 


Indiana Live Wire Items 


Says Editor Charles E. Wilson: 

A new member, Jonathan P. Alles, 
with Weyenburg Shoe Company, has 
joined our Association. Mr. Alles’ 
address is 2036 Central Avenue. We 
are indeed pleased that Mr. Alles has 
become one of us. 

Our president is offering three 
prizes for the members securing the 
largest number of new members and 
reinstatements for the year 1922. 
First prize, a pair of men’s or 
women’s slippers, or dues for one year 
in the Indiana Shoe Travelers’ Asso- 
ciation. Second prize, subscription 
for one year to the Boor aNp SHOE 
REcoRDER. Third prize, one year’s 
subscription to The Shoe Retailer. 

The Shoe Travelers, as you may 
know, are going to give away a Ford 
Sedan. Help us do it. Tickets can be 
had by writing Secretary of the Shoe 
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Parents Know— 


that Ensign Welts are a good 
buy because they prove to 
have all the necessary quali- 
fications to meet the rough 
usage which real boys give 
them. 


Stock No. 201 
Boys’ Mahogany Russia Bal, 
Goodyear Welt, Freak Last, Oak 
Outer Sole, Springstep Rubber 
Heel. Widths, C and D. Sizes, 
1 to 54. 


Price $3.00 


The ENSIGN SHOE CO. 


BELFAST, MAINE 
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i “MADE IN U. S. A.” * 
White Shoes Do 








For a Preparation 
that new look to 
that will restore 
Heels and Edges of White 
Shoes by a Simple Application. 














Shoe Gedye 


MNPOw Waite 


Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf 
wear or use. Is chemically correct. Dries 
quickly and very hard. Will not powder 
off. One application covers. Equally good - 
for rubber, fibre or leather soles and heels. 
No waste whatsoever. 


Sample jar sent to Dealers, on request. White 
enamel caps. Easily removed. Brush in every 
| Retails at 25c. Two Dollars per 
zen. Postpaid. Twenty-two Dollars per 
Gross. Postpaid. 
Manufactured By 


J. W. JOHNSTON 


& New Arts Building, Rochester, N. Y. 


(Dept. B. & S.) ©) 
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“DRESS UP” 


FOR THE SPRING 
STYLE SHOWING 


Now you're coming out with your 
new spr lines. Impress people 
with the fact that there are new 
styles in the window by showing 
them on new and different fixtures, 
in a new and different window 
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Write today for our 
—a bia Sooner - pa orn 
and decoratives that are 
asm ent different. 


DECORATORS 
SUPPLY CO. 

2553 Archer Ave. 
CHICAGO, ILL. 
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Travelers’ Welfare Committee, Joe 
Fadely, Room 870, Denison Hotel, In- 
dianapolis. 

Twelve new members have been 
added to our membership list since 
January 1. Let’s make it fifty by 
1923. 

It was reported that Wilbur New- 
burg, 2066 Capitol Avenue, has been 
quite ill, but is now better. I talked 
to “Wilbur” a little while ago over 
the phone; he thinks he will be all 
right in a few days. Mr. Newburg 
has always been one of our best 
wheel horses, and we can’t very well 
get along without him at these con- 
ventions. 

C. H. Crowder is reported ill, but 
is getting better. 

H. Garrish, with A, S. Krider Shoe 
Co., was recently married. Mr. Gar- 
rish has always been a hustler, but 
he informs us he has now got to get 
down to business a little harder than 
ever before. We hope in a year or so 
that he will have reason to put on a 
little more steam. Mr. Garrish for- 
merly lived in Buckfield, Maine, and 
now resides in Indianapolis. 

Sam Schwarts of Muncie, opens a 
shoe department in the Fair Store at 
Anderson about March 15. 

W. H. Brockway and wife went to 
California February 1. Mr. Brock- 
way expected to return about March 
1. Mrs. Brockway is in bad health 
and she expects to remain in Califor- 
nia for an indefinite time. We hope 
that the sunny climate and the lovely 
breezes of California will soon re- 
store her to perfect health. 

Our genial friend, H. Walter Scott, 
of the Boor AND SHOE RB5CORDER, 
better known as “Scottie” attended 
our meeting Saturday, February 25. 
“Scottie” wears the smile that never 
comes off. 

Denny « Dillinger of Muncie, In- 
diana, for many years connected with 
the Sowar Shoe Company, will open 
a general shoe store on or about 
March 15, 1922. Mr. Dillinger is con- 
sidered one of the best posted shoe 
men in the State. We wish him suc- 
cess in every respect. 

Frank Horuff, of Indianapolis, who 
conducts a chain of shoe stores 
throughout the city, will open a gen- 
eral shoe store in the basement of the 
Merchants National Bank Building, 
corner Meridian and Washington 
streets. Remodeling is now in prog- 
ress. Popular priced shoes will be 
featured. 

Dallas F. Crooke, formerly Michi- 
gan representative of the Marion 
Shoe Company of Marion, Indiana, 
will represent the Central Shoe Com- 
pany of St. Louis, in Indiana. Mr. 
Crooke will have an office at 224 Saks 
Building, Indianapolis, in connection 
with his father, W. F. Crooke. We 
wish him success and we know he 
will make a success if he follows the 
footsteps of his father. 

Joe Fadeley, with Lipman Shoe Co., 
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Resolutions of Apprecia- 
tion 


B.- McWhirter, Secretary- 
Treasurer of the Southwestern 
Shoe Travelers’ Association, 
writes the RECORDER that his as- 
sociation has framed the fol- 
lowing resolutions as a mark of 
appreciation of the very able 
service which the RECORDER has 
and is now giving to the trav- 
elers in particular and to the 
shoe industry in general. 

Mr.. McWhirter adds his sin- 
cere good wishes and that of his 
association for the RECORDER’S 
continued success. 

To the President and Mem- 
bers of the Southwestern Shoe 
Travelers’ Association, in con- 
vention assembled: 

We, your Committee on Reso- 
lutions, beg leave to respectfully 
report and present for adoption 
the following resolution: 

Whereas, The trade press has 
accorded the utmost considera- 
tion to the traveling salesmen 
in their respective journals: 

Now, therefore, be it re- 
solved, that we hereby express 
our deep appreciation for the 
same, and that we convey to 
them and to each one of them 
our best wishes for a continued 
era of prosperity. 

Respectfully submitted, 
Tom D. Collins, 
J. T. Flanigan, 
E. H. Moody, 
Engene Hanszen, 
Resolutions Committee. 











reports that business has been good 
with him, all things taken into con- 
sideration. “Joe” is some hustler and 
when he does not get business you 
may rest assured that the merchants 
are not buying. Keep up the good 
work, “Joe,” we are all for you. 
Charles Foreman, after having 
spent a week with his new firm, 
Lund & Mauldin, St. Louis, recently 
returned home with his new line. 
Charles is highly pleased with his 
new line and is wearing his natural 
smile. There is no question about 








lis of Paragon Slipper M. itor 
Tos-ait Wooster Street, New fag 
he road with a lete 


grades 


feather and. satin at 


sacincamiii 85 


Charley making good, he is an old- 
timer and knows a good thing when 


he sees it. 


Stephens with Nettleton 

K. C. Stephens, who previously trav- 
eled the Southwest for Churchill & 
Alden and N. B. Thayer & Co., Inc., 
has made arrangements to represent 
the A. E. Nettleton Co.’s line. Mr. 
Stephens will report to the factory 
March 15 and will spend about a weék 
or ten days getting acquainted 
his ‘samples for fall. He will start 
out about April 1 to cover all of the 
New England trade with the complete 
line of Nettleton’s men’s fine foot- 
wear for fall. 


Saving Power of Encourage- 
ment 

A spirit of “go ahead,” not to mind 
obstacles and to encourage others, is 
one that should be cultivated from 
youth up. Oftentimes it is a straight, 
broad highway to success. | 

A boy who is petted and! pampered 
every time he stubs his toe, is likely 
to grow up to be selfish, caring for 
nothing but his own pleasure; while 
on the other hand, if he is taught to 
be unselfish and to observe the Golden 
Rule, he is more likely to develop into 
a truly successful man—one who will 
be of service to his fellow men. If all 
of us would understand that there is 
a great, undeveloped sense of what is 
good, right and just, in every human 
heart, and that all it takes to bring 
it out is just a little humanity, kind- 
ness and encouragement, what a dif- 
ferent world this would be: 





TRY IT 
Help a brother on his way; 
Give a lifting hand to-day, 
Say the kindly word of cheer, 
Help to.dry the mourner’s tear. 
When you’ve done a kindnegs real, 
See yourself, how good you feel. 


Should you meet a fellow ddwn, 

Do not greet him with a frown, 
Do not turn away in scorn; 

Grip hig hand and say “Good Morn.” 
Try his little wound to heal, 

See yourself, how good you feel. 


There’s no joy compared to. this, 
Earth can ne’er bestow such bliss, 
Help another on his way, 
Have a cheerful word to say; 
Then when evening’s shadows steal, 
See yourself, how good you feel. 


The = of good deeds will ever: 


A lamp to light us on the darkened 
way. Fy 
A music to the ear on a nn erat 
street, ’ 
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Increased Facilities to Serve Old 
Clients—Room to Serve More 


Announcing 


The Removal of the Allen-Goller-Leighton Co 
From Lynn to 60 K Street, South Boston 
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LET HIM KNOW IT. 


When a fellow pleases you, 
Let him know it. 

It’s a simple thing to do, 
Let him know it. 


Can’t you give the scheme a trial? 
It is sure to bring a smile, 

And that makes it worth the while, 
Let him know it. 


You are pleased when anyone 
Lets you know it; 
When the man who thinks “well 
done,” 
Lets you know it. 


How it gives you added zest, 
To bring out your very best, 
Just because some mortal blest, 

Lets you know it. 











H. L. KAISER 
Who covers Colorado, Utah, and shoes 


and Montana with boot cope, shoes 
for Tweedie Footwear 


Tweedie Boot Top rind “aa 








When a fellow pleases you, 
Let him know it. 

Why, it isn’t much to do, 
Let him know it. 


It will help him in the fray, 
And he’ll think. his efforts pay. 
If you like his work or way, 
Let him know it. 


SCREENINGS 
We met the champion optimist in a 
drug store the other day. He was 
buying a bottle of hair restorer, a 
brush and a comb—although he was 
totally bald. 
Help thy brother’s boat across, and 
lo! thine own has reached the shore. 
There are two kinds of people al- 
ways in hard luck: Them that did it 
but never thought; and them that 
thought but never did it. 
Emulate the sun dial, whose motto 
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E. M. Cohen 
Has Changed His Base 


E. M. Cohen formerly covered 
the New York-Metropolitan ter- 
ritory for the Friedman Shelby 
branch of the International 
Shoe Co. of St. Louis but is now 
a member of the sales force of 
Nunn, Bush & Weldon Shoe Co., 
Milwaukee, Wis. 

Due to the merger of the Mc- 
Elwain interest, Friedman- 
Shelby has withdrawn from 
this territory in favor of the 
Eastern branches. Mr. Cohen 
is a very popular salesman and 
is well known. He has been 
connected with the shoe busi- 
ness for the past thirty years. 
After retiring from the retail 
business in Brooklyn he went 
west as buyer for J. Bacon & 
Sons, Louisville, Ky., which po- 
sition he held until 1919. While 
West he joined the sales force 
of Friedman-Shelby, returning 
to New York as their Eastern 
representative. 

Mr. Cohen has always en- 
joyed a clean record as a gen- 
tleman and salesman, and is 
very highly thought of in the 
New York territory. Said he: 
“I am going after a clean-up 
record with the men’s and boys’ 
superfine and fine line of Nunn, 
Bush & Weldon shoes in my 
Eastern territory.” 











reads: I record none but hours of 
sunshine. 

The fellow that has “the push” 
carries a “pull” with him. 

A mistake is evidence that some- 
body at least TRIED to do something. 

The dog fills an empty place in a 
man’s life—especially a “Hot Dog.” 
This reminds us of an ‘enterprising 
restaurant man who displayed a sign 
that read, “Don’t divorce your wife 
because she can’t cook. Eat here, 
and keep her for a pet.” 


HARD WORK DEFINED 


It is said that a pound of -honey 
contains 7,000 grains of sugar, which 
represents the concentrated sweetness 
of 62,000 clover blossoms, each of 
which ‘comprises 60 florets. To obtain 
this amount of honey, the bee is 
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obliged to make 2,700,000 visits to 
and from the flowers, covering a dis- 
tance of. approximately 5,000,000 
miles. 

To Solomon’s injunction, “Go to the 
ant, thou sluggard; consider her ways 
and be wise,” may well have been 
added this: “Observe the bee, thou 
whiner; compare thy labor with his 
and cease complaining.” 

Hard work! Huh! Now don’t you 
think most of us haven’t learned what 
hard work really is? 


Ohio Boys on Trip 


Members of the Ohio Shoe Tray- 
elers’ Association are now getting 
ready to set forth on their semi-an- 
nual hunt. They all expect to be out 
after business by the last of March.. 











% 


EUGENE HANSZEN 
Who covers Texas and Lowisiana with 
boot tope and ‘shoes for Tweedie Foot- 
wear Corp. and Tweedie Boot Top Ca. . 








The middle name of this live bungh 
of travelers is “Optimism.” 

“Forget the past, look forward to: 
the future,” is. their motto. 

Harry Gump, salesmanager of! the! 
C. & E, Shoe Coripany, was. the: 
speaker at the weekly luncheon of the’ 
Ohio Shoe Travelers’ Association; 
which was held at the Southern Hotel; ' 
Saturday, wapeny: 2 18. : 


George E. Harrison’ s Mother 
Dead 

ioe. Harriet S. Harrison, methisr! 
6f George E. Harrison, president ‘of } 
the Shoe Travelers’ Associatio } 
Chicago, or away at her hotel 
Rochester; N, - Y. ” Sunday, Bebroagy | 
19, and was buried at m 
H 

od 


caused by apoplexy. Sic se 
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FOR MEN AND WOMEN 


In-Stock.- 








B.107—Women’s Sport Pearl Elk Ox- 
ford with Black Calf Apron and Black 
Duflex wanees - — Heel. Made 


on our 
Widthe 1, 2 sand 4 4 neady $5, 50 
March 15-30. 











8-972—Men’'s regular Oxford of P & V No. B-414—Tan Men’s Sport Oxford No. 102 on 
104 tan. Made on ‘t's Advice” the Bogey last with Dufiex emees 
last. Widths 1, 2, and 4. $5. 75 sole and heel. Widths 2, ; << $6. 00 
Ready March 15. Price and 5. Ready March 15. Price 


(Send for Catalogue) 


Charles A. Eaton Company— 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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McCasky with Boyd-Welsh 


N. T. McCasky, who covers the two 
Virginias, two Carolinas, Maryland 
and eastern Tennessee for the Boyd- 
Welsh Shoe Co., reports that he finds 
merchants in a fairly good mood, well 
pleased with December and January 
business; he finds that the retail shoe 
business has fallen off some in Feb- 
ruary. Says Mr. McCasky: “The 
merchants who did not get to the 
Chicago convention bought their nov- 
elty shoes as soon after that event as 
possible and are anticipating a big 
Easter business.” 











N. T. McCASKY 


Who travels Tennessee and Kentucky 
for Boyd-Welsh Shoe Co. 








Rodearmel Writes from 
Cleveland 


Harry S. Rodearmel, sales manager 
of the Cotter Shoe Co., has been an 
extremely busy man of late on the 
convention circuit. His recent letter 
to the Recorper’s Shoe Traveler 
Department, written from Cleveland, 
tells about the big event of the Ohio 
Valley Retail Shoe Dealers’ Conven- 
tion at Cleveland, March 6, 7 and 8. 
Ralph Painchaud was Mr. Rodear- 
mel’s aide de camp, and together they 
demonstrated the good fitting quali- 
ties of the Formative flexible arch 
shoe on living models. 

Mr. Rodearmel has devoted several 
years to the study of the development 
and merchandising of flexible arch 
shoes, and presented to the merchants 
attending the convention some very 
advanced selling ideas. He remem- 
bers in the old days of merchandis- 
ing that health shoes were considered 
totally devoid of style characteristics, 
and were relegated to the back of the 
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store to be passed out on the call of 
old ladies and cripples. They were 
simply classed as “old ladies’ com- 
forts.” “But,” said he, recently: 

“What a change has taken place 
within the last few years? The girl 
of 1922 likes health models. She 
chooses ‘swagger’ costumes, and for 
these costumes which give freedom to 
every limb, she selects footwear that 
harmonizes. 


Stylish Living Models 


“Our models were clad in strictly 
up-to-date street or business clothes, 
a prominent part of which consisted 
of Cotter’s Formative shoes. The 
shoes which I exhibited at Cleveland 
had all the grace and character of a 
style shoe. 

“There has been so much educa- 
tional work done by the Y. W. C. A., 
the Girl Scouts, and the athletic asso- 
ciations, that the retail shoe merchant 
does not have to do any explaining— 
he simply puts the shoes in the front 
of the store where the young women 
can’ see them and the sale is already 
made. The entire public has been sold 
on the flexible shoe idea. The retail 
merchant can get volume on these 
shoes and will find that he will also 
get many times his ordinary yearly 
turnovers.” 


Scanlon Has Strong Hand on 
Helm 


President James L. Scanlon, of the 
Philadelphia Shoe Travelers’ Associa- 
tion has announced his committee ap- 
pointments and instructions for the 
guidance of the work of the organi- 
zation during his administration in a 
characteristic message to the mem- 
bers: 

The committees are: Employment 
Committee—I. Frank Oberfield, chair- 
man; Welfare Committee—Paul S. 
Lippincott, Jr., chairman; Style Shoe 
Committee—R. W. Franklin, chair- 
man; Constitutional Commiittee— 
James H. Moody, chairman; Member- 
ship Committee—C. R. McClelland, 
chairman; House Committee—R. W. 
Franklin, chairman; Entertainment 
Committee—William Delamater, 
chairman; Publicity Committee—Ar- 
thur S. Raphael, chairman; Educa- 
tional Committee—also Claims Com- 
mittee—William F. Schoell, chairman; 
Building Committee—Fred C, J. Mul- 
hauser, chairman. 

The local travelers through the 
Style Show Committee, will endeavor 
this year to arrange with the manu- 
facturers’ committee to have a definite 
space set aside for the display of 
lines of shoes made outside of Penn- 
sylvania. Heretofore outside lines 
have been excluded from the Philadel- 
phia show. 

The regular meeting of the Asso- 
ciation was scheduled for the Hotel 
St. James, Saturday, March 4. 
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Blackmer with Marston & 
Tapley 

Charles L. Blackmer of Beaver, Pa., 
who has been connected with the firm 
of Purviance-Blackmer Shoe Co. of 
Pittsburgh, Pa., long and well known 
to the shoe trade of the country, re- 
ports that they sold out their whole- 
sale business with the first of the year. 
Mr. Blackmer took a trip to Boston 
the week of February 20 to complete 
arrangements with Marston & Tapley 
Co., manufacturers of boys’, misses’, 
children’s and growing girls’ Lincoln 
shoes to represent them in the Pitts- 











CHARLES L. BLACKMER 
of Beaver, Pa. 
Who represents the Marston &4 Tapley 
Co. in Pittsburgh district, eastern Ohio 
and est Virginia 








burgh district, eastern Ohio and 
West Virginia. i 

Mr. Blackmer has been selling - 
these shoes for some time and re- 
ports that the new spring line will 
contain many improvements, and that 
nothing will be left undone to make it - 
one of the greatest young folks’ line 
on the market. “This is an in- 
stock proposition,” said Mr. Black- 
mer, “and quite a large stock is al- 
ways on hand at the Danvers factory; 
our quick shipments will aid retail 
shoe merchants greatly in building up 
a large trade on these lines.” 


Telling with Menihan 


Irving Telling, formerly with the I. 
Miller & Sons, Inc., has accepted a 
position to carry the Menihan Com- 
pany’s line of Rochester, N. Y., for 
the coming season. Mr. Telling is a 
high grade salesman and has a wide 
circle of friends in the shoe trade. 
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6957 — Rhinestone 
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strap ornament, espe- 
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. ae STRAP ORNAMENTS 
Have Snap. Their Beauty, Brilliancy 
and Selling Value Is Unsurpassed. 


We could fill this book with pictures of “Dalco” 
ornaments. The length of the line surprises all 





6958 — High grade ea: ° e oiees 
rhinestone strap orna- unfamiliar with our production facilities. Every 
ment, Wl compestely merchant and manufacturer who confines his 


conceal the button. , 
purchases of shoe ornaments to the “Dalco” line 


can feel assured of the latest and best produced. 


aun teesinesae Request samples and prices. 
ornament with bead — 

pendants. Attaches to a . ‘ 

strap by loop on back. ~ We'll respond quickly and generously. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 














EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 





PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro.Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Bl. B 
Assorted Cabinets Supplied. a Se Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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Allen Holbrook on Road 


Allen V. Holbrook, Jr., son of “Al” 
Holbrook, of Columbus, Ohio, has 
joined the sales force of Alden, 
Walker & Wilde, Inc., East Wey- 
mouth, Mass. 

Holbrook, Jr., is a “Culver” student. 
He has, in a desire to acquaint him- 
self with the shoe business, put in a 
year or more of time, in the shoe fac- 
tory of the Stetson Shoe Co. in South 
Weymouth, Mass., and then put in 
several years in the retail shoe busi- 
ness in Cleveland and Columbus. 

Holbrook, Jr., will cover the State 
of Ohio, the city of Pittsburgh, and 
surrounding territory, making his 
headquarters in Columbus, Ohio. 


Hennessey at Ohio Valley 
Meet 


Wm. P. Hennessey, Ohio man for 
the P. S. Sullivan Co., had his line on 
display at the Ohio Valley Retail Shoe 
Dealers’ convention, Winton Hotel, 
room 946, March 6, 7, 8, Cleveland, 
and was kept busy greeting his many 
friends in the trade. 


Krippendorf-Dittmann Men at Cleve- 
land 

E. C. Brady and L. C. Hart repre- 
senting the Krippendorf Dittmann 
Company, Cincinnati, displayed the 
Krippendorf line at room 920, Winton 
Hotel, Cleveland, during the Ohio 
Valley Retail Shoe Dealers’ conven- 
tion. Both men expressed themselves 
as much pleased with the interest of 
the merchants in the Krippendorf- 
Dittmann line. 


Quaker City Boys’ News 

On Sunday, February 19, the Phil- 
adelphia delegation, consisting of re- 
tail merchants, jobbers, manufactur- 
ers, and traveling salesmen of the al- 
lied shoe trade, assembled at Broad 
Street Station of the Pennsylvania 
railroad, boarded the 10:25 a. m. 
Pennsy Flyer. Two special pullmans 
being attached to this train for their 
use, and wended their way to the 
Eighth Annual Convention and Ex- 
hibition of the Pennsylvania Shoe Re- 
tailers’ Association, held at the Hotel 
Penn-Alto, Altoona, Pa. 

As usual, the Philadelphia Shoe 
Travelers’ Association was _ repre- 
sented strong, and certainly helped 
in a large way to make the five-and-a- 
half hour ride a pleasurable one. Ar- 
riving at headquarters in good time, 
the boys made haste to the respective 
sample rooms assigned to them, and 
made ready for the promised on- 
slaught of business which never came. 
Nevertheless the two days’ conven- 
tion was like one grand and glorious 
holiday, a vacation as it were. Shoe 
travelers from many other parts, and 
from numerous other travelers’ asso- 
ciations were there and mingled in 
with the crowds. It really appeared 
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as though the retail merchants 
wanted to have a shoe travelers’ con- 
vention there as well. 

It was a well-arranged plan. The 
retail shoe merchants were recognized 
by the blue badge they wore, and the 
exhibitors by the red badge they wore. 
The distinction was very effective for 
it brought the shoe traveler promi- 
nently to the front. 

Congratulations to “Dave” Strumpf 

On Monday evening, February 20, 
Paris Haag, of the American Exposi- 
tion Company of Philadelphia, staged 
a very clever style show, having 
eleven very “classy” models on the 
run-way. They sure were the beauti- 
ful type. It was acclaimed, however, 
Nahm Brothers, “Cigarette Girl” was 
the best and most beautiful model of 
the evening. David Strumpf, our 
genial friend, ex-president of the 
Philadelphia Shoe Retailers’ Associa- 
tion, and prominent shoe merchant in 
the Kensington district of Philadel- 
phia, impersonated that individual. 
Made up as a striking Auburn type 
of femininity, dress of wisteria shade 
of velvet, some twenty inches from 
the ground, with but very little ma- 
terial above the waistline; however, 
the over-sensitive could not complain. 
Flesh-colored chiffon silk stockings, 
feet shod in a pair of black kid new 
colonial slippers, with red covered kid 
baby French heels, and steel cut 
buckles, made especially for the occa- 
sion. Large oval-shaped, black jet 
ear-rings, of the Spanish Fandango 
type, assisted greatly in the make-up 
of the headgear, for ‘Dave’ was a 
wonderful girl. Tripping lightly down 
the run-way casting cigarettes to the 
throngs sitting on all sides, it was a 
sight to behold. The applause was 
deafening, and well-earned. If Dave 
would but tell the truth, he will fess 
up, and let us know how many dates 
he could have made. 

After the dance which followed, 
the doors of all the sample rooms 
were thrown open, where those wish- 
ing to enter could do so. Refresh- 
ments, including soft drinks, were 
served to the thirsty. 


A Gala Affair 


The banquet of Tuesday evening, 
February 21, was one gala affair. 
Here it fell to the lot of a shoe trav- 
eler to assist in the entertainment of 
the evening. Mr. Lester Hanse of 
Morse & Rogers of New York, gave 
an impersonation of Father Time, but 
this TIME eclipsed himself, for in his 
easy and smooth way, he made a 
grand slam. His presentation and 
oratory was cleverly arranged, and 
the Philadelphia Shoe Travelers’ As- 
sociation as a whole are proud to 
claim his membership. 


Some Representation 
Following are the names of the 
Philadelphia Shoe Travelers who were 


seen and heard at the convention: 
George Wise, P. F. Porch, I. Frank 
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Oberfield, William F. Schoell, Lester 
Hance, Arthur S. Raphael, Gilbert A. 
Nahm, Frank Sharp, William Holmes, 
Mr. Compton, Mr. Conroy, George 
Hastings, Daniel Howard, Steward 
Frey, Jacob Zug, Mr. Keifer, Mr. 
Houder, Louis Zeigler, Howard Sweit- 
zer, John Barke, Russell Gibbon, Rob- 
ert Patterson, Sam Schoenfeld, Mr. 
Kassler, Charles Alexander, Mr. Ger- 
mon, Mr. Vaughn, Bud Moore, Frank 
Meany. 


Corbin Men on Road 


Esmond S. Rice, of B. A. Corbin & 
Son Company, is on a trip through 
the South and Middle West. 

Charles D. Coe, of B. A. Corbin & 
Son Company, is on a short trip West. 


Johnson with Rice & 
Hutchins, Inc. 

E. G. Johnson has joined the staff 
of the Rice & Hutchins Chicago Com- 
pany, to cover the State of South Da- 
kota, and part of Minnesota. This 
territory was formerly covered by S. 
W. McGehee. Mr. Johnson was for 
nine years connected with the La- 
Crosse Boot & Shoe Company. 


Anderson with Rice & 
Hutchins, Inc. 


The Rice & Hutchins Chicago Com- 
pany has appointed Fred M. Ander- 
son to cover the State of California to 
fill the vacancy left by Will McLaren, 
who is now traveling the entire Pacific 
Coast for Rice & Hutchins Rockland 
and Curtis Marlboro factories. Mr. 
Anderson has a very creditable record 
with the McElwain Young Shoe Com- 
pany, of San Francisco, and goes to 
the Rice & Hutchins, Inc., organiza- 
tion with the good wishes of all his 
old associates and a hearty welcome 
from the new. 


“Jim” Moody at Atlantic City 

James Moody, known to his friends 
and acquaintances in the retail trade 
as just plain “Jim,” for years con- 
nected with the well-known jobbing 
house, The George H. West Shoe Com- 
pany of Philadelphia, has extended his 
territory to Southern New Jersey, and 
will be seen and heard from time to 
time in those parts. 

“Jim” sure does like the numerous 
seashore resorts, and towns among 
the pines, and though a hard and per- 
sistent worker, will be seen after the 
day’s struggle with swagger top coat, 
and swinging cane, on the famous 
boardwalks so renowned the world 
over. One seeing our “Jim” would 
think he was the “Million Dollar Kid.” 

Mr. Moody succeeds George Rogers 
who for years covered Jersey, and 
who recently retired from the activi- 
ties of the shoe world to enter into 
politics. ; 

Here’s success to Mr. Rogers. 

(Continued on page 97) 
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age HOTEL CLARIDGE 


Fred A ion” pa Director 4 








The Hub of New York 
Te Hotel Claridge is the center of 


Longacre Square, which is not only 
the heart of New York, but the hub, 
whose spokes run out to all parts of the 
great metropolis. 














Fifth Avenue’s daily fashion parade is 
but two short blocks from the Claridge, 

while its Broadway entrance is on the 
Great White Way. A ten minute ride 
on the subway takes you.to New York’s 
wholesale shoe district. 




















Stop at the Claridge. If he isa 
shoeman you will find him there. 


BROADWAY at 44th STREET 
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G R J F FI RIFFIN conveniently she can clean 


SUEDE POWDER | with GRIFFIN SUEDE 


LEANS & RECOL 





LET GRIFFIN 


Help Sell Your Suede Shoes 





Show your customer how 
and recolor her suede shoes 


POWDER. 


The only suede powder put 
up in the GRIFFIN PAT- 
ENTED TIN. 


(The powder and buffer are in one 
compact tin) 


MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 


If your dealer cannot supply your 
demand 








Handy Felt Buffer Showing Baffer in Use 
Sets in Bottom of Tin WRITE Arranged to Prevent Soiling of Hands 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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Big Year Predicted for Rubber-Soled 


Canvas Shoes 


Late Ordering Means Situation Similar to that of Women’s Buckled 
Galosh Last-Minute Rushes—Don’t Neglect Bathing Shoes 


HE manufacturers of canvas 
rubber-soled footwear are 
anticipating a big demand 
for their merchandise during 1922, 
—first, because of the sport demand, 
and second, in the case of the white 
and white trimmed models, because 
manufacturers believe that this is go- 
ing to be a big white year. They are, 
therefore, planning a very big canvas 
shoe output. Orders from retail shoe 
merchants are now coming in quite 
satisfactorily, yet orders are being re- 
ceived at the present time which 
should have been in last October or 
November, according to the manufac- 
turers. It may be a case of a big 
rush at the last moment for goods, 
making it almost impossible for the 
shoe stitching rooms of the factories 
to complete. Said a rubber man: 
“Some merchants will be very much 
disappointed, I am afraid, when they 
are unable to get their canvas foot- 
wear in time to meet the require- 
ments of their trade—and all because 
they delayed in sending in their or- 
ders. It may be a parallel case to 
that of the galosh demand. When 
Dame Fashion decrees that sport 
footwear shall be worn, or that white 
shall be worn, canvas will not by any 
means be taboo. The ladies, young 
and old, like canvas shoes with rub- 
ber soles, and they will commence to 
ask for them just as soon as the 
weather gets a little summerish, which 
is only a few months off. 


Price an Attraction 

“The price of canvas footwear will 
also be an attraction to the public. 
Some of our lines can be retailed at 
from $2.50 to $5.00—and it is A-1 in 
every respect. The other day I 
showed some friends of mine a rub- 
ber soled canvas shoe for Southern 
wear, which we sell to the retail mer- 
chant ‘at $1.50, and they marveled at 
the goodness of the merchandise. The 
public to-day is looking for real wear- 
ing value and quality at a low price 
~—and the price consideration is a big 
factor.” 


Bathing Shoe Merchandising 


Bathing shoes of the stylish and 
durable variety bring in many extra 
dollars to the cash drawer of the re- 
tail shoe store. The colors are at- 
tractive—in the new red, blue or 
green, and some very snappy models 


have recently been made up in black 
and white. The white model is piped 
with black and has black lacings; the 
black model is piped with white, with 
white lacings and white rubber soles. 

It is interesting to note that of late 
years, retail shoe merchants are more 
alive to the salability of bathing shoes 
merchandise than long ago. In days 
of old bathing shoes were sold for 
the most part by the drug stores. The 
drug store variety carried the cork 
sole. After the public had worn this 
type of shoe for a while, they became 
entirely “fed up” on it. And when 





Cc. H. Small has joined the United 

States Rubber Co. corps of boosters as 

New York manager of its sole and heel 

department. He was formerly with the 

Goodyear Tire 4 Rubber Co. as Con- 

tinental areas with headquarters in 
ondon 


a few retail shoe stores rather tim- 
idly invaded the bathing shoe field with 
shoes equipped with rubber soles, they 
captured at first a little of the drug 
store business and then more and 
more, until they to-day are getting 
but little competition from that quar- 
ter. There may be a few more hearts 
to win to rubber soled bathing shoes, 
and if so, it is the retail merchant’s 
province to go in and make a com- 
plete killing. It was a shame to ever 
allow the drug stores to “get away” 
with the bathing shoe sales for so 


long. And bathing shoes are all the 
year ’round sellers. Of course, “sum- 
mer’s the time for fun” in the gen- 
eral distribution of bathing shoes, but 
there are always some of your cus- 
tomers who in the winter time are go- 
ing to Southern resorts, and it is well 
to have bathing shoes on display. 
With their artistic colors, they 
brighten up an interior store case. A 
cross strap bathing sandal or bathing 
oxford is sold to the retail shoe trade 
as low as $.85 the pair—this is, of 
course, of the good rubber-soled va- 
riety and is a repeat number. 


A Lynn firm is making patent 
leather oxfords and is putting rubber 
top lifts on them, The shoes are for 
street wear. This seems to be the 
first appearance of rubber heels on 
patent leather shoes in the Lynn 
trade. 


Endicott-Johnson Corp, is reported 
to be making 110,000 pairs daily, of 
which 70,000 pairs are made with rub- 
ber heels. 


Delay in Gum Shoe Ordering 
The biggest delay, however, on the 
part of the retail shoe merchants is 
in the placing of orders for gum foot- 
wear. A rubber manufacturer sug- 


’ gests that there should be a general 


sizing up on rubber shoe stocks in the 
stores, so that merchants will know 
just what they have and what they 
will need for the next fall and winter. 


Attractive Sport Trimmed Shoes 


Some of the sport footwear which 
is making its appearance just now at 
the rubber shoe factories is most at- 
tractive. The trimming is often of 
rubber — for instance, where the 
leather shoe has a calf or other leather 
saddle strap, the canvas shoe has a 
colored rubber saddle strap. A white 
canvas shoe with a black rubber sad- 
dle strap and black sole and heel could 
hardly be detected at a slight distance 
from a white buck with a black calf 
saddle strap and black leather heel. 


Sport Combination Sales 


To combine the sale of sport stock- 
ings and rubber soled: shoes is- worth 


(Continued on page 97) 
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We'll Keep 
the Faith 


few rubber heel manufacturers 

will keep their quality up to the 
promise represented by their trade- 
mark—and we'll always be among 
them. 





We refuse to be te mpted by the snare 
of “we'll give you our business if you'll 
make Armortreds cheaper.” 


Those manufacturers and retailers who are putting out 
cheap rubber heels are seriously “‘unteaching™ the public 
all the better service and comfort which they have learned 
to expect and appreciate in a real quality rubber heel. 


Weare going right on making Armortreds the best rubber 
heels to be had—best in service—best in comfort—best in 
the extra good looks they give to shoes that bear them. 


If you are for this sort of business ethics, specify Armortred 
Heels on your next order. 


At any rate—specify a heel that bears the mark of a 
company whose ideals are the highest. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD. MASS. 











ARMORTRED 


SOLES AND HEELS 
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Sport and Patent Leathers Active 


But Leather Business as a Whole Lacks the Snap That 
It Normally Has at This Time of Year—Buyers 


HE principal activity in the 

leather market is the demand 

for sport leathers and patent 
leather, and leathers suitable to the 
novelty footwear which is now being 
produced. The volume of business is 
naturally in proportion to the placing 
of orders for footwear, and there is 
not anything like the normal supply 
of orders for shoes on hand; hence 
the leather business as a whole lacks 
the snap that it should have at -this 
time of year. There is a fair run 
on patent leather and glazed kid, with 
also an improved demand from abroad. 
The tendency to produce a shoe at 
a price is not without its effect on 
the leather market, and we notice buy- 
ers shopping about with more inclina- 
tion to dicker and take advantage of 
bargains. 


Sales Totals Better 


There is not the extreme quietness 
of a few weeks ago, however, and 
the aggregate of sales is much more 
satisfactory. The great impetus given 
to sport footwear in all sections is 
one of the saving features of the 
leather business at the present time. 
Moreover, the leathers suitable for 
this type of footwear are on a rela- 
tively low level of price, which will 
help to produce footwear at a price 
within the usual range of consumers. 
It will be possible to produce a low 
price sport shoe at around a few dol- 
lars and from that point up as high 
as the consumer cares to go. 

A trip through the shoe factories 
where women’s high-grade turn foot- 
wear is made shows that there are a 
great variety of leathers being used 
to-day, ranging from the fancy shades 
of kid to buck, patent leather and 
fancy shades which are popular in the 
novelty footwear. In the heavier welt 
footwear there is a lot of smooth fin- 
ished high-grade calf being used; 
also imitation calf finishes in the best 
grades of side leather. In the sport 
footwear there is also much smoked 
elk, calf and horse leather used. These 
are mostly the grain splits of light 
cowhides and kip, excepting in the 
calf. Much veal and kip is also used. 


Calf in Good Demand 


The best grades of smooth finished 
calf bring from ‘'40c to 45c a foot, and 
there is a good trade in calf which 
brings anywhere from 30c to 40c per 
foot. There is a good call for suede 


Still in Market for Bargains 


finishes in colors and black, with the 
top grades bringing from 60c to 70c 
a foot, and the medium grades 40c 
to 45c a foot. The makers of the 
highest grade turn footwear use a 
lot of suede and buck finishes. 


Demand for Side Leathers 


In the side leather market there is 
a big call for the smoked finishes and 
buck. The smoked splits vary ac- 
cording to the class of raw stock used. 
There is leather of this variety rang- 
ing all the way from 20c a foot up 
to 35c and 38c. The full grain col- 
ors of side leather, smooth or em- 
bossed finish, are quoted at from 20c 
to 30c a foot, with some of the lower 
grades at 18c. There is a fair call 
for veals and veal sides in colors and 
black and for heavier footwear, water- 
proof veals and sides. Prices on these 
also range from 20c to 30c a foot, ac- 
cording to tannage and selection. 





A good call continues for glazed 
kid, with the price range very wide, 
as usual. While the top grades are 
generally quoted as bringing from 70c 
to 85c a foot, there is still some 
leather bringing $1.00 a foot and even 
more. This, however, is a small per- 
centage that goes into the finest foot- 
wear, The average medium grades of 
kid run from 30c to 45c a foot, and 
considerable quantities of these are 
being cut at the present time. There 
is a fair movement of black kid, and 
the job lots and culls run down to 
prices below 10c. 


Patent Leather Active 


The call for patent leather is brisk 
at this time. In the women’s shoe 
centers, in particular, much patent 
leather is being cut. This includes the 
patent sides running from 30c to 43c 
a foot; also the grain kip splits which 

(Continued on page 97) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, ‘op grade.. .28a .30 140a 1.50 40a .45 
Calf, smooth, black, top grade... .26a .28 130a 1.40 35a 40 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 20a .26 
ae 45a .50 1.40a 1.60 60a 80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .43 
ye Fea eer 24a .26 65a .70 22a .24 
Kid, colors, best fancy........ 35a .40 1.40a 1.65 ‘70a .85 
Kid, colors, top grade .......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a 80 135a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a .22 60a 1.00 25a .40 
PN inigcdsavebeiecaseade 6a 12 20a .386 eS 
«Chrome ee 25a .30 85a 1.05 35a .45 
EE GD . occ ceedadnasores ene 40a .55 1.40a 1.60 60a .80 
Sole Leather (price per pound) 
PS SO Bs Viccvecseceens 32a «88 56a .58 oon ae 
ee ee -_— ae ; . =e 45a .50 
ST” eT er rrr 38a  .39 92a .95 50a .55 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15 a 1.25 ‘70a .80 
Raw Hides and Skins (price per pound) 
(1918 Av.) 
Native steers, as used in sole 
leather, harness, etc. ........ wet JS 52a  .55 15a .15% 
Heavy Texas steers. for sole 
NE oo cess cae've oa wee beara ae ee .-.a 14% 
Light native cows, for side upper 
OE Are ore .--a 17% wt 2 ooe ER 
Branded cows, for light sole 
Re Pers ere a a vis ae .--a 10% 
No. 1 buffs for heavy upper and 
ON 6 nn nen nane ches cia PA ar 45a .50 .--& 08% 
No. 1 Chicago City calfskins for 
fine calf leather ............. cca sere 80a 1.02% 10a .17% 
Kips for upper leather ......... 22-8 16% 65a .80 10a_ 17% 
B. A. hides, for hemlock sole 
leather ..... S06 506645 sae nee - ae 42a 46 15a .15% 
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Are you just selling shoes or are you serving 
customers? 


There is a vast difference, profits are protected by 
service but they are merely pocketed by sales. 


See that your customers get the most out of the 
shoes they buy. 
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Advise the purchase and regular use of Miller 
Shoe Trees. Tell your customers that Miller Trees 
add wear, comfort and appearance to the shoes. 





When you sell a customer Miller Shoe Trees you 
—— may be quite sure of his continued patronage. 
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THE BETE TREE 
(Ventilated) 


This tree, while very simple in its construction, is most 
efficient in its service—so constructed that it is possible 
to extend it to any degree desired after the heel piece has 
been pushed down, and the tree is in position in the shoe, 
by simply turning the handle. Turning the handle in the 
opposite direction shorteng the tree so that it can be easily 
removed. 


Our catalog gives complete description of all Miller Trees. May 
+ we send you a copy? 
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SHOE TREE DIVISION Hl 
O.A.MILLER TREEING MCH CO. F757) 


BROCKTON, MASS. 
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(Continued from page 93) 
while, For the coming spring time 
there is a chance to sell light wool 
sport hosiery and special rubber soled 
shoes to those who play tennis. Usu- 
ally, the best grades of tennis shoes 
and sport hose are suitable for this 
grade, for people who play tennis gen- 
erally have money to spend. 

For winter time there is the chance 
to sell sport stockings and special rub- 
ber soled shoes to those who bowl on 
the alleys or take exercise in gymna- 
siums. Thick sport stockings cushion 
the feet and make an excellent added 
protection against the jarring of hard 
wood floors. 

Rubber Shoes in Tanneries 

Some retail shoe merchants may be 
interested to know that rubber shoes 
are an essential to the manufacture 
of leather. Men who work in the wet 
rooms of tanneries have to wear rub- 
ber boots. In some places the leather 
manufacturers buy boots for their em- 
ployes. 


Looks Like Good Idea 


“It seems to me,” says the school 
teacher, “that some genius should in- 
vent a way to mark a child’s name on 
rubbers. For after school some day 
I have a terrible time sorting out the 
rubbers that belong to Susine and 
Sally and Jane. 

“If I only had the time, I would 
invent a little sticker of rubber with 
a name or initials embossed on it, and 
this little sticker I would have fast- 
ened inside each rubber as the clerk 
sells it. Then Susie and Sally and 
Jane could each pick out their own 
rubbers.” 


Cord Treads for Shoes 


Can cord rubber soles and heels be 
made for shoes, like the cord tread 
tires: that serve so well on automo- 
biles? Maybe they can, for inventors 
are already at work on the idea, and 
some of them have even applied for 
patents on cord soles. 


Recent Rubber Quotations 


Para—Up-river, fine ........ 17%@.. 
*Up-river, coarse 
~<a 
Island, coarse ...........- 





Caucho, ball, upper........ 12 @.. 
Caucho, ball, lower........ 10%@.. 
CORED, n0n405eencebeseence 29 @ 9 


Plantation—First latex, crepe 13%@.. 
Brown crepe, thin, clean...... 


Brown crepe, rolled.......... «. @12% 
RMT, Tn cece cccccccs 14%@.. 
Ds MP -Geedeides 6a0eseseued 144%@.. 
ee ee: 13%@.. 
Smoked ribbed sheets........ 14 @.. 
*Contrals—Corinto .......... «- @10 
ORE... cacdgudsceseeess.an @10 
CRE HED ccccecceeqce se @ 9% 
CE EES cevecsveeeece es @13 
CS. GET cccccceceese os @26 
*Balata, block, Ciudad..... .. @55 
*Balata, block, Colombian.. .. @42 
CRs: EE. ccncecece. 6 @40 
CR SEE 0.000 66008008 68 @70 
*Benguella, No. 2.......... 7 @9 
*Kassai, prime black...... 14 @.. 
*Kassai, prime red........ 10 @12 


*Nominal. 
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Scrap Rubber 


Boots and shoes..........++. 
Arctics, trimmed ............ 
Arctics, untrimmed 
Inner tubes, No. 1 
Inner tubes, No. 2 
Hose, steam, fire...........- 
Tires—Automobile ........... 








A bathing shoe in black canvas, white 
canvas piping, white rubber _ sole. 
Maker’s name on request 





(Continued from page 95) 


in the best quality runs up to 45c 
and 50c a foot. Patent colt and kid 
are in good call and range in prices 
from 60c to 80c per foot. 

There is little change in the sole 
leather situation. Prices are firm, but 
shoe manufacturers are buying close 
to their needs, with the best demand 
for heavy leathers. 


(Continued from page 91) 


Selby Convention Big Success 


The Selby. Shoe Company of Ports- 
mouth, Ohio, recently held a conven- 
tion of their sales force, which now 
numbers thirty-five. 

One of the outstanding features of 
this convention was the fact that each 
of the sessions was presided over by 
one of the salesmen and not by an 
officer of the company. The object 
was to have prevail an unrestrained 
atmosphere. The salesmen were re- 
quested to speak freely. 

The convention program is ap- 
pended. It is very comprehensive, 
and judging from the subjects dis- 
cussed, it appears that they had a 
most interesting session. 

On Tuesday morning, February 21, 
at 8:30, one of the customers of this 
concern, O. W. Metzger reiated his 
personal successful experience with 
the Arch Preserver Shoes. Mr. Metz- 
ger, who has a store at Allentown, 
Pa., started out with thirty-six pairs 
of Arch Preserver Shoes. To-day he 
is doing an enormous business with 
this line and is one of the most suc- 
cessful merchants in that part of the 
country. 
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Monday, a. m., February 20, time 
given up for going over sheets. 

Hotel Washington, Monday, p. m., 
2 o’clock, Joseph Shaw presiding— 
Roll Call; 2.00 to 2.15, General Condi- 
tions and Outlook for 1922, M. W. 
Selby; 2.15 to 2.30, Sole Leather and 
Factory Conditions, C. J. Hauck; 2.30 
to 2.45, Upper Leather, W. B. Alts- 
man; 2.45 to 3.15, New Method of 
Sample Building, L. M. Doty; 3.15 to 
4.45, Roll Call—5-minute suggestions 
from each salesman as to how to bet- 
ter the line and our selling methods, 
Salesmen’s Round Table. 

Tuesday, a. m., 8.30 o’clock, Febru- 
ary 21., M. W. Selby presiding. Roll 
Call—8.30 to 9.30, My Personal Ex- 
perience With Arch Preserver Shoes, 
Customer O. W. Metzger; 9.30 to 
10.00, Questions and Answers; 10.00 
to 10.15, Intermission; 10.15 to 10.30, 
How I Sell Arch Preserver Shoes, W. 
B. Moore; 10.30 to 10.45, Should Arch 
Preserver Shoes Be Sold in a Separate 
Department, H. E. Marconnet; 10.45 
to 11.00, How I Sell Arch Preserver 
Shoes in Small Towns, W. A. Bodine; 
11.00 to 11.30, Debate, All Salesmen. 

Tuesday, p. m., 1.00 o’clock, J. G. 
Wolcott presiding. Roll Call—1.00 to 
1.15, Modern Selling Methods, Joe 
Quinn; 1.15 to 1.45, Educational De- 
partment Plan and Survey, Mrs. J. H. 
Church; 1.45 to 2.00, Questions and 
Answers; 2.00 to 2.15, What We 
Should Do For In-Step, S. E. McDan- 
iel; 2.15 to 2.30, How I Assist Dealers 
in Their Advertising, C. A. Risley; 
2.30 to 2.45, Intermission; 2.45 to 4.30, 
Debate, Our Advertising Can Be Im- 
proved—L. L. Lindsey, vs. Our Ad- 
vertising Can Not Be Improved, R. R, 
Wason of Proctor, Collier & Co. 

Wednesday, a. m., 8.30 o’clock, 
February, 22, W. B. Moore presiding. 
Roll Call—8.30 to 9.00, Future Quotas 
and Territorial Analysis, L. M. Doty; 
9.00 to 9.15, Getting Volume In Small 
Towns, F. G. Peterson; 9.15 to 9.30, 
Exclusive Sale and Why Given, J. C. 
Flynn; 9.45 to 10.00, Intermission; 
10.00 to 11.30, Forum Discussion and 
Questions, All Salesmen. 


New Leather Concern Opens Up 

Leo Ferber, for many years the 
most extensive leather dealer in the 
city, is known to have a controlling in- 
terest in the Penn State Leather Com- 
pany, which recently opened remodeled 
quarters on Diamond Street. That 
firm and Mr. Ferber’s old establish- 
ment furnish the bulk of leather and 
general findings to the smaller mer- 
chants in town and the many sur- 
rounding suburbs. 


Stoughton Factory Busy 

The Selis Shoe Company, with fac- 
tory in the neighboring town of 
Stoughton, is producing 50 dozen pairs 
daily of men’s welts. Leon Selis, head 
of this concern, recently returned 
from a southern business trip. 
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For Sports Wear 


The following numbers in silk and mercerized lisle are just the 
thing to wear with the gay spring tweeds. 


1500/13 etc. A six-and-three rib, silk and mercerized 
hose in /13 camel's hair; /14 Copenhagen; /15 
castor; /16 grey; /17 dark rose. April delivery. 
Sizes 814-10. % doz. boxes. Per doz 


1600/7 etc. A silk and mercerized hose in fancy tuck 
stitch style. Colors: /7 light rose; /8 dark rose; 
/9 light grey; /10 camel's hair; /11 lavender; 
/12 jade; /13 Copenhagen. April delivery. 
Sizes 814-10. 4 doz. boxes. Per doz. ........ $8.50 


Emery 6 Beers Company, nc 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24th STREET NEW YORK 


Branch Offices: 
Boston, Buffalo, Philadelphia, Chicago, San Francisco 


March 11, 192 
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All Present Business Signs Are 
Hopeful In Nature 


Development Apt to Have the Quickest Effect Is the 
Increase in Price of Farm Products—European 


6 USINESS signs lately have 
B nearly all been of a hopeful 
nature, so that sentiment 
throughout the United States has 
taken a distinctly favorable turn,” 
says a statement issued by the eco- 
nomic expert of the Mechanics and 
Metals National Bank of New York 
City. “Looking over the immediate 
business foreground, the most notably 
hopeful sign is to-day to be: found 
in the improved markets for agricul- 
tural products. The advance here 
has lately carried farm prices to the 
highest level since the 1921 crops 
were harvested, and has measurably 
relaxed the pressure of hard times in 
the west, just when that section was 
viewing the prospect most gloomily. 
“The buying power of more than 
fifty million people is affected by the 
level of agricultural prices, and 
changes in that buying power, either 
downward or upward, must neces- 
sarily find a very direct reflection in 
the business volume and profits of 
the country. From the beginning of 
January to the close of February the 
upward trend in the primary markets 
added 35 cents to a bushel of wheat, 
20 cents to a bushel of corn, and 4 
cents to a pound of pork. These 
changes in a period of eight weeks 
increased the value of the products 
in question roughly 20 per cent; what 
this meant can be judged from a 
statement that in normal times a gain 
of even 10 per cent in a period of six 
months would be nothing less than 
startling. 


Deflation Rapidly Passing 


“It does not hold, of course, that 
the buying power of the entire agri- 
cultural west has increased propor- 
tionately to the rise in farm prices. 
The farmer is still heavily in debt 
and realizes that among his first ob- 
ligations is the meeting of his long- 
extended loans. Nevertheless, it goes 
without saying that the changes 
which have occurred have contributed 
an important incident to remove the 
most serious contributory influence 
in the current trade depression, name- 
ly, paralyzed buying power. Careful 
observers of business tendencies re- 
peatedly pointed out during the early 
part of the winter that the mere low 
level, in dollar values, of what the 
farmer had to sell was not the only 


Trade Outlook Is Improving 


distressing consideration in the coun- 
try’s trade situation. What was for 
a long time of large significance as a 
trade deterrent was the distressing 
maladjustment which came about in 
the process of post-war deflation, in 
which prices of what the agricultural 
producer had to sell fell very much 
further than the prices of what he 
had to buy. One of the most confus- 
ing aspects of the country’s economic 
situation since the period of deflation 
began has all along been found in the 
inequality of prices in the different 
commodity groups, and inasmuch as 
circumstances lately made it clear 
that manufactured products could not 
be expected at once to drop much 
lower, all interests were reconciled to 
the conclusion that the only method 
by which the farmer could be expected 
to buy those products lay in the proc- 
ess of advancing agricultural prices. 


Straightening Out Maladjustments 


The process has now straightened 
out to some degree the maladjust- 
ment of prices in the commodity mar- 
kets; hence, if its good effects are 
not nullified by a downward reaction, 
and if it leads to no more than a mod- 
erate and a gradual recovery in the 
country’s purchasing power, it will 
give an impetus to business that has 
long been waited for. Of course, it 
would not do to count too much on a 
speedy and expansive trade boom be- 
cause of this single influence. The 
individual grain producer, although he 
still has a large part of last year’s 
corn crop for sale, and a large num- 
ber of hogs, has already sold the bulk 
of his wheat, a recent estimate plac- 
ing the quantity of that grain remain- 
ing on the farms at little more than 
17 per cent of last year’s entire crop. 
Hence, the farmer will not gain as 
extensively and immediately by the 
current price trend as he might have 
done had the advance come earlier in 
the season. Then there is the ever- 
present possibility of a reaction in 
prices, for so spectacular a rise as 
that which occurred cannot go on in- 
definitely, and might even be followed 
by a sharp decline. Moreover, what 
was referred to in an earlier para- 
graph must be kept in mind, namely, 
that the farmer is heavily in debt, 
and a primary duty which confronts 
him is the reduction of his debt and 


the making of a new start, so far as 
he can, with a clean balance sheet. 


Signs of a General Betterment 


An increasingly healthy banking 
situation, an advance in high grade 
investment issues, an improvement in 
the international exchanges, and re- 
ports of changing economic and politi- 
cal conditions abroad have contributed 
with the incidents, already mentioned 
to give a new tone to business senti- 
ment. Moreover, there is the assur- 
ance that actual improvement has oc- 
curred in business. Various trades 
show expanding volume, and the load- 
ings of freight cars on the country’s 
railroads, according to the latest re- 
ports, are 14 per cent higher than at 
this time 1921. In other recent years 
there was a continuous decrease in 
railroad loadings from December to 
this date. This year there has been a 
continuous increase. 

Generally speaking, developments 
with a bearing on the business future 
show that there has been at least a 
temporary turn for the better, in 
finance and industry as well as agri- 
culture. Most people are inclined to 
interpret the favorable developments 
as decidedly encouraging, and perhaps 
because the wish is father to the 
thought, they are accepting them as 
an indication that an era of more 
prosperous times for the entire com- 
mercial establishment of the country 
is ahead. It was certain that sooner 
or later the time would.come when the 
forces driving in the direction of 
hard times would lose their strength 
and would be replaced by other forces 
driving in a new direction. The forces 
which have had control of business 
and financial affairs for more than 
two years have been of unmistakable 
power and have driven the country 
through a long siege of hardship; but 
to judge by present signs many of 
these forces have spent their strength 
and are being replaced. Consequently 
there is a growing confidence that the 
promises of improvement have more 
than temporary significance. 


What Underlies Improvement in 
Exchange 
So many reasons are given for the 
appreciation of the international ex- 


changes that it would require consid- 
erable space to record them all. The 
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COLLINS & STAPLES 
Makers of 


Hand Turned Low Cuts 
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experts explain that there are various 
ways of interpreting the movement 
of rates in the foreign exchange mar- 
kets—as reflecting a favorable or un- 
favorable merchandise trade balance 
of a given country, for instance, as 
reflecting the status of the deprecia- 
tion of its currency, or, again, as re- 
flecting the deterioration or improve- 
ment in the economic and political 
situation generally. It is quite clear 
that it is not the trade balances alone 
which explain the extraordinary re- 
versal of foreign exchange tendencies 
which has occurred. The balance of 
merchandise trade against Europe 
and in favor of this country has been 
tremendously reduced, but though it 
is smaller than at any time since 1914, 
in the early months of the war, the 
balance is still in our favor and 
against Europe. We must accept as 
a partial explanation for the advanc- 
ing rates, then, the serious attempts 
which have been made abroad to meet 
obligations maturing in the United 
States by shipments of gold, the ef- 
forts to reduce the pyramids of paper 
money, and the steadily changing eco- 
nomic and political outlook. 
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Politics Still in Control 


It is true that political influences 
remain a controlling circumstance in 
foreign financial affairs, but that is 
bound to be true for a long time to 
come, so interwoven are old-world 
politics and finance. At the same 
time it is manifest that the European 
trade situation is steadily improving, 
and that the countries outside Cen- 
tral Europe are at last seeking deter- 
minedly to rectify their trade bal- 
ances, their budgets and their cur- 
rency. So far as Great Britain is 
concerned, no doubt can be enter- 
tained regarding the improvement in 
that country’s position in world trade 
and finance, nor regarding the prog- 
ress in the direction of balancing pub- 
lic expenditures by revenues and in 
the direction of reducing the float- 
ing debt. The latest published state- 
ment of the Bank of England showed 
the volume of outstanding war-time 
currency notes to be the smallest since 
the armistice was signed, the decline 
from the high record being 18 per 
cent. The war-time paper currency 
of the Bank of France is down 9 per 
cent from its 1920 maximum. 





NEW YORK 


New Styles Stimulating Demand 


Low Prices Having Lost Their Potency, Mer- 
chants Show Novelties—Sport Oxfords 
Already on Street 


66 RIFTING” is an apt de- 
scription of the state of 
the retail shoe trade in New York 
City and vicinity at the opening of 
March. Although some of the low 
price sales continue, the greatest 
stimulus to new business is coming 
from the introduction of new styles 
with which to tickle the palate or the 
desire for ownership on the part of 
the feminine public. Little can be done 
to stimulate the male population into 
buying footwear, outside of real 
spring-like weather, it is conceded. 
Despite the prevailing dullness, 
which is after all, purely seasonal, 
considerable optimism regarding the 
future is expressed by retail mer- 
chants here. One thing is assured— 
a big season in sports footwear and 
a good run on whites. 


Sports Oxford Strong 


Sports footwear already is attract- 
ing considerable attention and has 
been sold in fair quantities for wear 
at the Southern resorts, and in some 
cases for wear now on the streets. 
The “flapper” element has taken to 
the spring heel rubber soled, smoked 
elk, saddle type of footwear much 
after the fashion of the proverbial 
sick kitten to a dish of warm milk. 
The only dark cloud on the horizon 


_ hence less expensive types. 





that appears in this business is the 
price question. Some cheap shoes of 
this description are making their way 
here, with the result that the better 
made shoes are having stiff competi- 
tion from the more poorly made and 
Even in 
good shoes, however, some low prices 
on this class of footwear have been 
registered, and quality merchandise, 
around $8 and slightly less, is being 
offered by many of the shops. 
Variations of this type of shoe run 
into inch leather heels with a rubber 
top-lift and leather soles. Some of 
the most striking and most popular 
models so far are developed in white 
or ivory smoked horse with black calf 
saddles and black soles and heels. 


Gray with Patent Saddle 


Cammeyers are showing a medium 
priced sport oxford with low black 
heel and sole, developed of medium 
gray buck, with pebbled patent sad- 
dle and wing tip and collar running 
slightly below the top of the oxford. 

Covered Cuban heel all gray ooze 
or suede welted shoes with broad strap 
fastening with a nickel buckle are be- 
ing shown by many and are being 
bought by consumers fairly well. 

Oppenheim, Collins & Co. are show- 
ing a new sandal in light tan smoked 
horse with calf trimmings. It fastens 
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with a wide strap and has a plain 
round toes vamp. 

Numerous styles are on view now, 
but in the main business is concen- 
trated on the sports type of shoes, 
with the sandal effect prevailing for 
the more dressy shoes. The low one- 
inch heel has considerable vogue and 
is even being shown by such houses 
as Shoecraft in satin evening slip- 
pers. However, among the majority 
of high class dealers in dressy shoes 
the higher heels have first call, al- 
though most of the high heels are re- 
stricted to the two-inch Spanish type 
at present. 


Men Will Buy Sports, Also 


In men’s shoes indications that 
sports types will prevail also are seen. 
In the opinion of one leading retail 
merchant, however, the sports shoe in 
men’s footwear is not a blessing by 
any means. Instead of meaning extra 
pairs, according to this merchant, it 
will mean only the replacing of staple 
shoes by sports types. He is of the 
opinion that such shoes will be worn 
for general occasions. The difficulty 
in merchandising this spring and 
summer, he believes, will come in try- 
ing to satisfy this demand and at the 
same time carry a sufficient stock of 
staple shoes to satisfy the require- 
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ments of the old customers who come 
back year after year for practically 
the same kind of a shoe. 

In connection with the men’s trade, 
efforts to push the lighter colors have 
not been successful. A shade or two 
lighter than those used for the fall 
and winter evidently meets with satis- 
faction, but the extremely light shades 
of tan are not wanted, even in cosmo- 
politan New York, where the more 
bizarre effects find a ready sale. 
Among the high class men’s shoe mer- 
chants, the trend toward plainer ef- 
fects is clearly seen. 


I. Miller Store to Be En- 
larged 


Work of remodeling and enlarging 
the I. Miller & Sons 42nd street store 
began March 1. It is expected that 
the alterations will be completed by 
April 1. About 50 per cent more space 
will be given the store. A new store 
front and display windows are among 
the features being installed. 


New Cammeyer Store Open 

The Cammeyer Brooklyn store was 
opened during the second week in 
March. 





BROOKLYN 


Less New Business Being Booked 


Several Factories, However, Running at 
Capacity or Close to It 


EW business being placed with 

the Brooklyn manufacturers 

is spotty and shows some let down 
from that of a month ago, but suffi- 
cient orders are on hand to keep the 
factories running fairly well for some 
time to come. I. Miller & Sons re- 
port being sold up to April 20, and 
running at capacity. Several other 
factories are running close to capac- 
ity, but the condition is not general. 
A considerable number of welt, strap 
oxfords of the sport and semi-sport 
variety are being ordered in Brook- 
lyn now. There also is a noticeable 
increase in beige and black patent 
combinations. Gray has been strong, 
but is showing some falling off at 
present in favor of the beige, accord- 
ing to some manufacturers. In the 
factories producing the higher grades 
of footwear the extremely low heels 
are few. The best average for the 
high class footwear is the 1% inch 
heel, according to several manufactur- 
ers. There is some fear of a reaction 
against the extremely low heels, and 
efforts are being made to prevent the 
vogue being carried too far. At the 
I. Miller factory it is said that orders 
now are split about evenly between 
the low and high heels, the latter run- 


ning mainly to the two-inch Spanish 


type. 

All black patent is still good, and 
black satin is by no means dead. A 
considerable quantity of black satin 
strapped shoes with the covered Cuban 
heels are going through the Brooklyn 
factories at present. 


Russian Boot Popular 


The Russian or Cossack boot con- 
tinues a good novelty with the Brook- 
lyn producers. One firm recently re- 
ceived substantial orders for these by 
wire from Omaha, Minneapolis and 
San Francisco. The Pacific Coast is 
reported going to the boot strongly. 
Efforts are being made to bring out 
the Russian boot at a slightly lower 
price than now prevails. Manufac- 
turers feel that if these boots can- be 
produced to retail around $20 to $22 
that a considerable volume can be 
worked up. The present figure of 
about $30 a pair is felt to restrict 
volume considerably. 


Want Better Grade Shoes 


The expected reaction in favor of 
higher grade shoes, the result of the 
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“shoes at a price” movement that has 
held sway for some time, is setting 
in, in the opinion of E, C. Wheeler, of 
J. & T. Cousins, Inc. “We find that 
retail merchants are beginning to 
‘trade up’,” he said. “In the past ten 
days we have had more merchants 
inquiring about our line, merchants 
who have been handling lower grades, 
than in six months previously.” The 
Cousins factory is booking fair orders 
on tongued models at present, and is 
running strong on the broad strap low 
heeled models that have prevailed for 
some time. 
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Rush for Whites in June 


Orders for white shoes are coming 
in slowly, and some of the manufac- 
turers look for a rush on these to 
develop in June, In some cases white 
shoes will be stocked by the Brook- 
lyn makers, although the general ten- 
dency in the Brooklyn district is 
against the carrying of floor stocks at 
the present time. Fabric shoes are 
expected to lead this summer over the 
leather types, largely because of the 
price. 





BOSTON 


Spring Sport Shoes in Demand 


Shoe Store Windows Bright with New 
Offerings in Which Little Folks’ 
Footwear Is Not Neglected 


N shoe-store windows and inside 
display cases are the new shoes 
for Easter selling. Despite the 

weather of the past two weeks, 
which has been a bit winterish, sport 
footwear is selling. For on snowy 
days, a heavy low cut with sport 
stockings can be slipped so easily in- 
side of a galosh—and there you are. 
Retail shoe merchants are scurrying 
around in all directions to get sport 
shoes in stock, so that those distrib- 
utors who have these goods all ready 
to ship cannot supply them any too 
fast to suit the buyers. 

And it must not be supposed that 
the little folks are not included in 
the sport shoe showings—in fact, one 
retail store man has bought sport foot- 


wear for the two-and-a-half-year-olds, ° 


or size 5. There are apron effects in 
tan, black and gray, and colors and 
combinations in general match the 
children’s sport suits, dresses and 
stockings. Even the patent leather 
“jazz” oxfords have a sport touch, as 
well as the sandal effects. 


More Russian Boots 


One of the windows of Hanan & 
Son showed a very beautiful Russian 
boot with patent leather vamp and 
cuff—leg of grey ooze—with grey 
ooze cut-outs on cuff. An inquiry 
within the store brought forth the in- 
formation that a few orders had been 
taken on this boot at $45 the pair. 
Russian boots are occasionally seen 
on the streets; one which was par- 
ticularly noted of late was of black 
mat calf, with patent leather cuff, and 
another was of black mat calf with 
fancy white stitching on the cuff’s 
top. The women wearing these were 
clad otherwise in tweed sport cos- 
tumes, but wore skirts, not knickers. 


A $5,000 Gain 


The women’s shoe department of 
the Jordan Marsh Co. is especially 
artistic just at this season with new 
styles, modeled under the direction of 
W. G. Lewis, shoe division manager. 
Mr. Lewis reports that the month of 
February showed a -gain in the 
women’s shoe department of $5,000 
over February, 1921—and this with 
only twenty-three working days. 


Merchants and Salesmen to Meet 


On March 15, at 5.30 p. m., the 
Massachusetts Retail Shoe Merchants’ 
Association and the Boston Retail 
Shoe Salesmen’s Association will 
meet at the Wedgewood, 531 Wash- 
ington Street, to discuss the impor- 
tance of scientific selling. Henry E. 
Hagan, president of the merchants’ 
association, is firmly convinced that 
one of the main factors in the success 
of a retail store is salesman efficiency. 

“With good salesmen,” says Mr. 
Hagan, “we have increased business 
and satisfied customers; with indiffer- 
ent or poor salesmen, there is falling 
off of patronage and a failing business. 
We must have the co-operation and 
loyalty of our salesmen in order to 
succeed.’ An occasional conference 
away from the store is one of the 
greatest stimulators.” 

Practically every member of the 
wide-awake Boston Retail Shoe Sales- 
men’s Association will attend this an- 
nual retail shoe salesmen’s night, but 
merchants are urged to bring along 
with them any salesman whom they 
may know are not members of this 
“embryo managers” association. 

Percy E. Hart, of Cammeyer’s, New 
York, and another well-known mer- 
chant will discuss salesforce rela- 
tions. Wiliam H. Morgan, president 
of the Boston Retail Shoe Salesmen’s 
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Association, will give worth-while sug- 
cestions for the improvement of sales- 
force relations, to the advantage of 
merchants and retail salesmen, in a 
talk which Mr. Morgan has called 
“Merchants and Retail Store Sales- 
men—Their Mutual Interdependence’ 


Franklin Makes Gain 

In spite of difficult business con- 
ditions, the Franklin Shoe Company’s 
shipments during the month of Jan- 
uary exceeded the shipments for the 
same month of the previous year by 
over 200 per cent for the Boston house, 
and 300 per cent for the Richmond 
house. This firm followed a rather un- 
usual policy and did not give their 
spring line of samples to its men un- 
til right after January 1, which made 
it possible to price its shoes the low- 
est that the very latest developments 
would allow. Franklin shoes are 
manufactured in the Corbin factories. 
“Made in Massachusetts,” is their slo- 
gan. A. Royall Turpin, of Franklin 
Shoe Company, Richmond, was in Bos- 
ton recently, buying samples for his 
company’s line, 





W. A. RAY 
In charge of New England territory for 
the Edmonds Shoe Co. 


Opens Boston Salesroom 


W. A. Ray, in charge of New Eng- 
land territory for the Edmonds Shoe 
Company of Milwaukee, has taken of- 
fices at 207 Essex Street, from which 
he will conduct an “in-stock” service 
for the benefit of the New England 
trade. Mr. Ray opened up the New 
England territory and has developed it 
to its present extent. With the “im- 
mediate delivery” service to be ren- 
dered from now on, much greater ex- 
pansion of Edmond’s business in the 
East is anticipated. A full stock of 
“Foot-Fitters” will be carried on the 
floor. Oxfords which will be featured 
strong for spring and summer will be 
ready by April 1. 
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Associated with Mr. Ray is Wilbur 
F. Turner, Jr., formerly. with the 
Brockton Rand Company. He will 
cover Boston and surrounding terri- 
tory. Mr. Ray says that the latch 
string is outside the door and the 
trade is welcome to pull it often. 


Bargains in Children’s Shoes 


The Henry H. Tuttle Co. had some 
fine specials in misses’ and children’s 
high-grade button boots at $4, $5 and 
$6 the pair. These shoes were of tan 
and black kid, calfskin and patent 
leather. These were boots which for- 
merly sold at $7, $9 and $12. 


Johnson With Heald 


W. I. Johnson has been appointed 
manager of the Boston office of W. B. 
Heald & Co., the Chicago cut sole 
house. Mr. Johnson has been with 
Wilder & Co. for a number of years, 
at one time having been manager of 
the Boston office, and was manager 
of the St. Louis office up to the time he 
joined W. B. Heald & Co. 





HARRY W. CROOKER 
Treasurer of the Crooker & Morse, Inc. 


In New Offices 


Dungan, Hood & Co., Inc., has re- 
cently moved into new and much im- 
proved offices at 105 Bedford Street, 
where they have been located for a 
long period of years. 


Crooker Returns from 
Abroad 


Harry W. Crooker, of Crooker & 
Morse, Inc., has been exceedingly busy 
since his return from a most inter- 
esting trip around the world, and a lit- 
tle later a complete story of his trip 
will be published for the benefit of the 
trade. 


103 








| Where to Buy 


Men’s Shoes 














PULLMAN TRAVELING SLIPPERS 


better*than ever in Quality and fit 
Originator~ownexy of Trade ork Pullman’ 







Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. y 
Wwisest New York 
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Le Cresse Boot and Shoo Mig. Co. 
Le Crosse, Wisconsin 
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FOR MEN Beckton, Mase 


Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 





















BOSTON 
OFFICE 








Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 


wenHarding Shoe Co., Inc.am 


Makers of Women’s Turn Shoes Bpeciaiieing 
in High Grade Novelties 











NEW YORE 
D. F. Mellen 215 Besex St. 

















[UNION SHOE CO.| 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 
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Boys’ Shoes 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
































326 MONROE ST 
CHICAGO 
W2 SUMNER SMITH 








Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











BOOT AND SHOE RECORDER 


Mr. Crooker’s interest just now cen- 
ters in a most attractive line of sam- 
ples of women’s welt shoes. The line 
is complete, including all of the up- 
to-date sport models, as well as shoes 
for street wear and other purposes. 

This company is fortunate, also, in 
having the services of President Solan 
F. Morse, as superintendent and fac- 
tory manager. Mr. Morse was for 
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many years the superintendent of the 
Whitman & Keith factory in Brockton 
and is considered one of the most able 
shoe men on the South Shore. 

Mr. Crooker has been known as a 
progressive shoe manufacturer for 
many years and his thousands of 
friends from one end of the country to 
the other will wish him continued suc- 
cess in the enterprise which he is now 
pushing with his utmost energy. 





PHILADELPHIA 


Clearance Sale Season Still On 


Two Pairs for $2.01 Proves Successful in 
Cleaning Out Surplus Footwear 
Stock 


CTIVITY in the Philadelphia 
stores is still largely con- 
tined to price offerings in “time 
sales” and the usual “fag-end-of-a- 
season’s” stunts to clean up stocks 
and put life into late winter business. 
One of the most successful clearance 
ideas which has attracted attention of 
local merchants this season was the 
“penny sale” run by M. A. Biehn of 
West Chester, a few days ago. With a 
number of pairs of odds and ends left 
in the wake of the usual January sale, 
this West Chester merchant managed 
to close out the last pair in a one-day 
feature sale and this is how he did it. 
He sorted out the “culls” and put 
them into one pile and on another 
table placed the more desirable mer- 
chandise. No pairs were shown; only 
the right shoe. A display advertise- 
ment announcing the “penny sale” 
was run one time in the local paper 
the day previous to the sale. This 
backed up proof announcements dis- 
played in the windows for several 
days previous. The public was in- 
vited to purchase two pairs for $2.01 
—one blue tag pair and one white 
tag pair. The sale went big—so big 
that the local police had to be called 
upon to keep the crowd from jamming 
the store. By mid-afternoon the last 
pair had rung up $2.01 on the cash 
register. 


Lecture Course Planned by 
Merchants 


Considerable interest is being shown 
by the members in the plans of the 
Philadelphia Shoe Retailers’ Associa- 
tion to have a series of merchandis- 
ing talks feature the monthly meetings 
right on through the year. President 
George N. Geuting will appoint a 
committee each month to secure a 
speaker for the next meeting and an 
effort will be made to have the more 
prominent merchants of the city in 
all lines appear in a progressive lec- 
ture course on merchandising in all of 
its branches, including, of course, ad- 
vertising. 


A number of new members were 
welcomed at the meeting, Februrary 
28, at Winkelman’s, 38 South 52nd 
Street. Albert Forster and Secretary 
George Garman of the Pennsylvania 
Association gave an interesting re- 
view of the Altoona Convention for 
the benefit of the local dealers who 
were unable to attend the State meet- 
ing. 

Style Outlook Discussed 


There was much discussion of the 
style outlook as well as the possibil- 
ities for good retail business once the 
Easter season gets under way. The 
general opinion expressed was that 
present styles would not come in for 
any radical change in the near future. 
Some doubt was evidenced regarding 
the “holding on” qualities of smoked 
horse. A good sport year was pre- 
dicted all along the line. Regarding 
galoshes, it was pointed out that there 
might be developed some changes— 
colors, cuffs, etc., which made it ad- 
visable for retail shoe merchants to 
give careful consideration to detailing 
heavy orders. Generally the advice 
as to buying laid stress on “hand-to- 
mouth” methods. A lunch by cour- 
tesy of the Winkelman brothers and 
some lively one-round' sparring 
matches participated in by the dusky 
porters of several 52nd Street em- 
poriums, topped off on interesting 
business session. 


C. O. Hoffman Ill 


Charles O. Hoffman, well-known 
West Chester dealer, and treasurer of 
the Pennsylvania State Association, 
while attending the Altoona conven- 
tion, was suddenly stricken with an 
attack of illness which for a time 
caused his many friends to fear for 
his recovery. Cal. Mensch, president 
of the Pennsylvania organization and 
the committee personally saw to it 
that the sick man was removed to the 
Altoona Hospital and the best medical 
attention obtainable was secured for 
him. Late reports of Mr. Hoffman’s 
condition are encouraging. However 
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he is a very sick man and it will be 
several weeks probably before he can 
be removed to his home. Mrs. Hoff- 
man is with him. 


New Sample Room Opened 
By Castle Kid Co. 


The Castle Kid Company, which 
heretofore has maintained a sample 
room in the factory building in Cam- 
den, has now opened a sample room 
in Philadelphia at 46 North Fourth 
Street. The Philadelphia sample 
room is more convenient, naturally, 
for leather buyers, than the Camden 
location. The Castle Kid Company 
manufactures the well-knwon Novilla 
brand. 


May Prohibit Trading 
Stamps 


While both the House and Senate 
have passed a bill prohibiting trad- 
ing stamps in Kentucky, the Gover- 
nor before signing the bill has ar- 
range for a conference of interested 
parties, pro and con, and will hear 
arguments concerning the bill before 
he places his signature to it. How- 
ever, it is claimed that if he vetoes 
it, the bill will be shoved over by the 
House and Senate regardless. 


A. N. Blum Dies 


August N. Blum, 51 years of age, 
director and member of the firm of 
Levy Brothers, operating a large 
men’s clothing and shoe house in 
Louisville, died on Feb. 18, at a local 
hospital following an illness of two 
weeks. Mr. Blum was a native of 
Nierstein, Germany, coming to Amer- 
ica at the age of twelve years. For 
twenty years he was with Levy 
Brothers, and handled the office man- 
agement principally. He was a 
cousin of Col. Fred Levy, head of the 
house. He is survived by a sister, 
Mrs. Myer Victor and a nephew, Carl 
Victor. 


Advocates Quality Merchan- 
dise 

G. Ray Schaeffer, advertising man- 
ager of the retail department of 
Marshall Field & Co., was in Louis- 
ville on Feb. 27, and delivered an int 
teresting talk before the Lousiville 
Advertising Club and the Retail Mer- 
chants Association, at which time he 
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talked on advertising, and favored 
the daily newspaper as the best me- 
dium for reaching the consumer. He 
stressed the importance of quality 
merchandise, and the responsibility 
of the merchant in the matter of clean 
advertising. He stated that the com- 
pany frequently spent as much as 
$120,000 a month for newspaper ad- 
vertising. 


Wm. Thalheimer Buried 


The body of William Thalheimer, 
70 years of age, stockholder, but re- 
tired active head of the Streng- Thal- 
heimer Shoe Co., jobbers of Louis- 
ville, was brought back on Feb. 28, 
from Atlantic City, where he died 
Sunday, following a five day illness. 
The remains were brought back by 
his son, Milton H. Thalheimer and 
brother Jacob Thalheimer, who were 
unable to reach his bedside before 
death overtook him. He had been at 
Atlantic City but a few days when he 
became ill. 

Born in Rochester, N. Y., August 
26, 1851 Mr. Thalheimer came to 
Louisville when a young man. In 
1881 he became a member of the firm 
of Bamberger, Streng & Co., retail 
shoe dealers at 635 West Main Street. 
In 1892 the firm was reorganized as 
Streng & Thalheimer which was 
changed six years later to the Streng- 
Thalheimer Shoe Company. Mr. 
Thalheimer served as vice-president 
until he retired last October because 
of failing health. Last November he 
sold his holdings in the business. 


New Lexington Store Open 

It is reported from Lexington, Ky., 
that Denton, Ross Todd & Co., opened 
their new five story and basement 
department store on Feb. 28. A 
ground floor shoe department is op- 
erated by the Hill Potter Shoe Co., of 
whigh E. F. Potter, formerly depart- 
ment manager for the Durand Perry 
Co., Louisville, is active manager. 
On March 1, at Lexington, the new 
exclusive shoe store of the Baynham 
Shoe Co., was also opened, the Bayn- 
ham store in the United Clothing 
Stores building having been burned 
a few weeks ago, while one in the 
A. F. Hammel store was sold, and 
those at Ravenna and Hazard were 
closed. L. B. Baynham, head of the 
Baynham Shoe Co., is a Florsheim 
traveler, and formerly lived in Lwuis- 
ville. 





MONTREAL 


Shoe Production Below Normal 


Retail Stocks Also Abnormally Low and Last- 
Minute Unhealthy Rush Is Expected 


URING the past two years the 
production of shoes in Can- 
ada has been between three and 


four million pairs below normal re- 
quirements of the population, S. Roy 
Weaver, manager of the Shoe Manu- 
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“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Hssex Street 
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Wanted Styles : 
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“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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facturers Association of Canada and 
the Shoe Wholesalers Association of 
Canada, told the Boor AND SHOE RE- 
CORDER this week. He emphasized that 
no further price reductions are to be 
expected. 

“Stocks have been greatly reduced 
and are now abnormally low,” he said. 
“The public has not been buying the 
quantities usually required, but they 
are now in need of footwear and the 
spring will bring the demand up to 
normal. 

“There are many indications that 
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orders for shoes will increase to a 
very considerable extent in the ne: 
few weeks, and with Easter in sigh! 
it is apparent that many retail mer 
chants will be unable to obtain fron 
their usual supply houses certain lines 
which are likely to be in good demand. 

“Retail merchants buying direct 
from the manufacturers must allow a 
reasonable time for their goods to 
be produced, while retailers buying 
from the wholesale trade _ should 
understand that wholesale stocks are 
low and that the supply houses may 
be also short of seasonable lines.” 





HAVERHILL 


Continued Increase In Production 


Volume of Orders Not Large, but Demand Is 
Steady, with Buyers Urging Early 
Deliveries 


HE Easter production at Hav- 

erhill factories is in full swing 
and buyers are urging early deliv- 
eries of seasonable styles. Orders, 
while not in large volume, are coming 
in steadily from traveling men as well 
as from buyers visiting Haverhill, or 
who are sending orders by mail. Low 
cut patterns include a variety of nov- 
elties as well as the more staple 
styles. No radical changes are noted 
as regards Easter footwear, it being 
the policy of buyers to stick quite 
closely to styles which, with slight 
variations, are known to have good 
selling qualities. Straps, plain and 
with cut-outs are the outstanding fea- 
ture of early spring sales. The white 
shoe season is now in full swing at 
the factories, several plants here be- 
ing occupied almost exclusively on this 
class of footwear. Sport shoes for 
women in turns, welts and McKays 
are a feature of the early spring pro- 
duction. More sport shoes will be 
sold from Haverhill this season than 
at any previous time. White, with 
combinations of black, green or red, 
also patent and gray combinations 
are in favor with buyers. The next 
few weeks Haverhill factories will be 
operating at practically full capacity 
in getting out Easter orders, includ- 
ing, as always, many last hour deliv- 
eries. 


Some Leathers Scarce 


A desire on the part of retail shoe 
merchants to obtain Easter shipments 
early is brought to the notice of 
Haverhill shoe manufacturers by 
wires, letters and personal calls, urg- 
ing deliveries before specified dates. 
The factories, while doing their best in 
this direction, are somewhat hampered 
by lack of certain kinds of upper 
leather which they require. This is 


particularly true of gray buck, smoked 
horse, patent and Russia leathers, all 
of which are in heavy demand, with 
special reference to sport shoes. 
Manufacturers say that tanners are 
carrying light stocks owing to uncer- 
tainties in demand, and that now when 
the call is insistent they are doing 
their best to supply the needs of the 
trade. This will be overcome, and 
the bulk of the Easter deliveries will 
be made in season for merchants’ re- 
quirements. 


Charter for Haverhill Concern 


E. J. Goodwin Co., Inc., has been 
granted a charter by the Massachu- 
setts Commissioner of Corporations 
for the manufacture of boots and 
shoes. The capital stock is $75,000. 
Officers and directors are:- Edward J. 
Goodwin, president; John G. Donahue, 
treasurer, and Daniel J. Cavan, clerk, 
all of Haverhill. This corporation is 
a continuation of an already estab- 
lished shoe manufacturing business in 
this city. 


IllIness Hampers Production 


* An unusual amount of illness has 
occurred during the past few weeks 
among Haverhill shoe factory employ- 
ees, thus handicapping many of the 
plants here, as regards production. 
Now, however, this feature is practi- 
cally eliminated and the various de- 
partments of Haverhill factories have 
a normal number of employees. 





Adding to Lines in Stock 


Hopkins & Ellis, manufacturers of 
women’s turn novelty footwear, have 
increased the number of styles car- 
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ried in stock for the present season. 
These include a new line of white 
footwear in kid and fabric patterns. 
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A new folder is issued, illustrating 
and describing the enlarged stock 
carrying plan. 





PROVIDENCE 


February Was Quiet Retail Month 


Clearance Sales Continue—Many Unemployed 
in Textile Industry 


HE second month of the new 
4 year was regarded by retail 
shoe store merchants as being gen- 
erally quiet, the same being true of 
its predecessor, January. Merchants 
are optimistic, however, and believe 
that the slowly moving stocks will 
soon quicken and that any temporary 
slowing up in buying must be fol- 
lowed by a later opening of purse 
strings on the part of the public. A 
big spring and summer business is 
predicted by most all merchants in- 
terviewed by the RECORDER represen- 
tative. They believe that by the close 
of 1922 business will have come into 
its own. 

Clearance sales continue in many 
shoe and department stores, with the 
majority carefully holding back their 
latest in spring footwear until their 
major price reduction stock has moved 
off the shelves. 

Many are unemployed just now 
owing to the recent strike in the cotton 
mills on account of a 20 per cent 
wage reduction, some 20,000 being 
idle. 


Better Business Bureau 
Planned 


At a better-business banquet held 
by the Town Criers in the Narragan- 
sett Hotel recently, $8,000 was pledged 
toward a Better-Business Bureau by 
the leading business men of Provi- 
dence. in addition, others promised 
a percentage of their advertising ex- 
penses while others will devote their 
influence to enforcing honest adver- 
tising. The meeting was called to do 
away with deliberate false advertis- 
ing. About 200 attended. Among the 
pledgers to back the movement and 
take an interest in the new organiza- 
tion were the Outlet Co., Shepard 


Stores, Boston Store and Gladding’s 
with F. E. Ballou and Whitmore shoe 
stores. One hundred and forty names 
were registered as charter members. 


Initial Clearance Sale Held 


The first clearance sale held at the 
Bon Ton Boot Shop, 125 Mathewson 
Street, is in progress. Shoes, pumps 
and oxfords, incuding twelve styles of 
high grade I. Miller fashionable foot- 
wear, is being offered at $4.85 $5.85 
and $6.85. Business is fair, states 
Manager I. Epstein. 


New Store Opens 


The old Blackstone Hotel, which for 
several months has been undergoing 
drastic alterations, is now complete, 
bringing to view the new W. T. Grant 
Co. department store which ‘made its 
official bow to the public Feb. 28, at 
noon. 


New Styles Shown 


At the F. E. Ballou shoe emporium 
a quartet of “new ones” is being shown 
the public. A one-strap design pump 
in patent leather with low walking 
heel at $6.50 is styled No. 1557, with 
No. 1701 being the same, in tan calf 
at $7.50. Number 1590, in brown or 
black kid, with poised heel, repre- 
sents a cut out two-strap button shoe 
at $10, as does No. 1700 in tan calf 
with low heel at $7.50. 


Store Nearing Completion 

The high grade shoe and cloak store 
of P. L. Casey is rapidly nearing com- 
pletion in Pawtucket, and in the near 
future will make its official bow to the 
public at 292 Main Street. 





BROCKTON 


New Styles Stimulate Business 


Traveling Men Take to the Road After 
Orders for Quick Shipment 


RAVELING representatives of 
a Brockton shoe manufacturing 
houses who are now taking the road 
with samples of men’s and women’s 
welt footwear are showing numerous 
smart novelties for the approval of 
retail shoe merchants. Formerly when 


starting out at this season of the year, 
traveling shoe salesmen made their 
trips for the purpose of taking fall 
orders. Now, although a certain 
amount of advance business will be 
secured for the coming season, it is 
the immediate orders which are espe- 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
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184 Summer St. 
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Shoe Illustrations 
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1000 Sales Letters 
All ready to mail 
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6 Beacon Street, 
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cially solicited by the traveling men. 
With this purpose in view, the manu- 
facturers have produced novelties 
which will be brought to the attention 
of merchants as “good buys” for 
spring and summer deliveries. No- 
table among these are sport shoes, 
which, judging from early demands, 
will be the outstanding feature of 
footwear sales during the next few 
months. A great variety of combina- 
tions in upper leathers and new ideas 
in soles and heels are attracting at- 
tention all over the country from 
buyers and consumers. All grades of 
sport shoes from highest to medium 
are finding favor with the trade. 


Monthly Meeting of O. 
C. A. C. 


The Old Colony Advertising Club 
held its February meeting at the 
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South Station, Boston. 


The speakers 
of the evening were Harry Crooker 
of Crooker & Morse, Inc., shoe manu- 


facturers, Bridgewater, and Ray 
Fuller, advertising manager of Greg- 
ory & Read Co., Lynn. Mr. Crooker 
gave a most interesting description 
of his five months’ trip around the 
world, from which he recently re- 
turned. Speaking of his re-entry into 
the shoe business, Mr, Crooker said, 
“In deciding to resume shoe manu- 
facturing I selected a location in Mas- 
sachusetts, believing that conditions 
and opportunities for successful busi- 
ness in the old Bay State are equal 
to those in any part of the country.” 
Mr. Fuller spoke in reference to con- 
ditions of the shoe business east and 
west, with comparisons favorable to 
doing business in the East. President 
Cahill presided, and an excellent din- 
ner was served. 





LYNN 


Styles That Balance Prices 


Variety of Materials Used in Lynn Footwear 
Almost Breaks the Record 


TLYES are spread over a wide 
S variety of leathers and materi- 
als these days, and thereby is the 
demand for leathers and materials 
balanced and prices kept steady. 

Manufacturers are making shoes of 
kid, calf, cabretta, sheep and cow 
hide leather, in black, brown, grey 
and white, of various shades and, also, 
of smooth, embossed and suede 
finishes. Also, they are making shoes 
of black satin, of many kinds of white 
fabrics, and of elk and smoked 
leathers, too. For bottoms of shoes 
they are using fiber, as well as leather 
shoes, and heels of fiber and of wood 
as well as of leather. 


Spread Is Even 


At no time, in the recent history 
of shoemaking, have styles been 
spread over such a wide variety of 
materials, and spread so evenly. As 
a consequence, there is no brisk ab- 
normal demand for one particular line 
of leather, with a consequent sharp 
advance in its prices, while another 
line of leather is neglected until its 
prices sag and sag. 

Sound economy is there is this wide 
spread of style over a variety of 
leathers and materials, and manufac- 
turers hope that buyers will continue 
to practice such sound economy. 

“Indeed,” comments a sage of the 
trade, “the Creator intended that peo- 
ple should wear a great variety of 
shoes—otherwise he would not have 
provided us with a great variety of 
hides and skins, and other materials 
of which to make shoes.” 


Easter and Spring Styles 


New semi-sport style shoes are of 
patent, grey suede, brown kid, or like 
light leathers, made with close 
trimmed foreparts and low heels, 
some of the heels being of boxwood, 
or the common sense style, 10/8 high. 
They are being made by producers 
of turn and flexible McKay shoes. 

Patent leather one-strap pumps and 
oxfords are selling so well that they 
are practically staples to-day. Some 
new shoes of black calf have appeared. 
Sport shoes of elk and smoked leather, 
with tan calf trimmings, are in brisk 
demand, White buck and white fabric 
shoes, either all white or trimmed, are 
selling better than ever. 


Higher Heels on Dress Shoes 


Lasts show no great changes, ex- 
cept that there is a stronger interest 
in high heel lasts for dress wear. 
Patterns continue in abundant variety. 
New shield tips are seen and, also, 
new variations on the aprons of ox- 
fords. Perforations and pinking have 
re-appeared, and slashed vamp shoes 
will be seen in the summer time. New 
strap trimmings are being tested, as, 
for instance, the use of sport buckles 
in place of buttons, and the ornament- 
ing of straps with perforations, slides 
or fancy stitches. 

A good many fiber soles are being 
used on sport shoes and, 4s has been 
already reported, rubber heels have 
such a hold that some are put on even 
patent leather oxfords. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 


For sale by shoe findings jobbers. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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The New Shade for Sport Shoes 


COFFEE ELK 





eee vu &@ A 


For your customers who do not want some- 


thing common. 


If wet, dries out in its original softness. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
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he Lest Shoe For The Least Money _ 









Three to Four Weeks’ 
Delivery 

















Ladies’ Chrome Patent Leather, One 
Buckle, One Strap, Imitation Straight Tip 
and Medallion, ite Fair Stitch on Sole, 
8/8 Heel with Goodyear Wingfoot Rubber 
Top Lift. 











Jobbing and mail order trade only. 

















MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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Fine, Light Shoes 


“As the warm weather comes on,” 
says Charles MacLaughlin of Bresna- 
han, MacLaughlin Co., “we look for a 
larger demand for fine, light shoes. I 
mean shoes that are as light as a 
feather on the feet, as well as shoes 
of dainty lines and delicate trim- 
mings. 

“Silk and satin and like finery is 
the natural apparel of women, and I 
have yet to learn from any of my 
friends any good reason for the pres- 
ent popular fashion of heavy footwear 
among women. I can see no elegance 
nor beauty in ankles thickened by 
heavy hosiery and heavy-soled, flat- 
treaded shoes. Some friends tell me 
that I am wrong. But I cannot see 
it, and I am content to believe that 
beauty in shoes will survive. Also, 
I have faith that our trade will soon 
arise to a new and greater interest 
in beautiful shoes, and out of that in- 
terest will come a new prosperity.” 


Seventy Per Cent Low Heels 


“Speaking of wood heels,” says Mr. 
Mahoney of the George E. Coffin Shoe 
Co., “the present demand is for 70 
per cent low heels and 30 per cent 
high heels, And we are advising our 
customers to be cautious about buy- 
ing low heels, because it looks to us 
as if the fashion is going to swing 
toward full Louis heels. We still have 
faith that the Louis heel is the hand- 
somest heel ever made, and that hand- 
some women will wear Louis heel 
shoes when they are dressed up. Mind 
you, I am not speaking of sport shoes. 
I am speaking of dress shoes. It is 
all right to wear low heels on the golf 
links or tennis court. But the high 
heel is the only: proper heel for dress 
wear, and the sooner we all realize 
it and teach it the sooner we will get 
our trade back to selling more of 
the better grades of shoes.” 


Leaves the Grain On 


One Lynn firm does not buff the 
grain from the soles of its shoes, but 
leaves it on and the wearer wears it 
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off as he walks along the sidewalks. 
It uses a special selection of soles, 
which have a fine, clear grain, and 
it polishes them so that they shine 
like a new polished hardwood floor. 


Sport Finishes for Soles 


One of the new ideas of Lynners 
is to put a sport finish on the bottoms 
of sport shoes. Already they can 
whiten oak or union soles so that they 
are as white as the white leather or 
fabric of which the uppers are made. 
Also, they expect to make smoked or 
gray finishes for soles of shoes the 
uppers of which are of smoked or 
elk leather. Incidentally, some of 
them would like to wheel the bottoms 
of shoes or make a few fancy scrolls 
on the fore part. 





Shiny Shoes for Fall 


“Watch patent leather,” says a 
North Shore tanner. “It has made a 
good start this year. More shoes are 
being made of patent leather than for 
a number of seasons, and I believe 
that patent leather shoes will be popu- 
lar in the fall, They say that people 
want bright colors, and patent leather 
is the brightest black; indeed, it has 
a luster surpassing that of any other 
material of which shoes are made.” 


Rust Proof Satins 


A shoe man has this letter from a 
satin man: 

“I am in receipt of your inquiry 
about satin rusting, and I wish to say 
that I do not think any woman keeps 
a pair of satin shoes long enough to 
know whether they rust or not. They 
are pretty shoes, and she wears them. 
However, it may be that a wholesaler 
or retailer might buy some cheap satin 
shoes and keep them in stock so long 
that they will show signs of rusting. 
I think that if a buyer will insist on 
the better grades of satins, he can 
keep his satin shoes in stock a con- 
siderable length of time without any 
fear of their showing signs of rust.” 





Wiechman’s Tenth Anniver- 


sary 

The tenth anniversary of the Wiech- 
man Pattern Co., of which Harry A. 
Wiechman is president, has been re- 
cently commemorated by the publish- 
ing of a house organ entitled “Better 
Patterns.” This clever little booklet 
has occasioned many favorable com- 
ments, some coming from across the 
seas. 

Prior to the organization of the cor- 


poration of which he is head, Mr. 
Wiechman had engaged in pattern 
making in various parts of the coun- 
try, particularly in eastern shops, 
where he acquired valuable experi- 
ence which has stood him in good 
stead. 

At present Mr. Wiechman is con- 
templating the installation of new ma- 
chinery and the leasing of additional 
space, which would involve extensive 
alterations and would make it one of 
the largest and most modern shoe 
pattern shops in the United States. 
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KNOWLEDGE 


Of Materials Used in Manufac- 
turing Is of Vital Impor- 
tance to Merchants in 
Selling More Shoes 





No doubt you have all heard the story 
about the “green” shoe buyer who judged 
shoes by smelling the leather. He wanted 
to appear wise in the midst of his as- 
sociates at a style show and picking up 
one of the models on display, lifted it 
to his nose, sniffed and remarked: “Ah, 
it’s a blucher, isn’t it?” 


This is an extreme case, of course, but 
have you ever stopped to ask yourself 
how well versed you are on the ma- 
terials and workmanship that go into the 
shoes you sell? 


Do you know the wearing qualities of 
the uppers? Do you know how the arch 
is constructed? Do you know what 
brand of leather is in the soles? 


You may think that technical points are 
not necessary to successful: shoe mer- 
chandising. Well, maybe shoes can be 
sold by soft words and a smooth tongue. 
But wouldn’t it be easier and better to 
sell if you really knew your product? 


Consider the soles, for instance. 
Wouldn’t it help you to sell more shoes 
if you could say to a customer: “Mr. 
Smith, there is a genuine ‘Rock Oak’ sole 
on that shoe. There is no other sole 
leather made that will outwear ‘Rock 
Oak.’ I know these shoes will wear 
because I have tried ‘Rock Oak’ on my 
own shoes. That sole leather has given © 
satisfaction for forty years.” 


“Rock Oak” bottoms are good talking 
points in selling more shoes. Insist on 
“Rock Oak” bottoms on the shoes you 
order for Fall when the salesman calls, 
You will find your manufacturer willing 
to cooperate with you. We will help 
you to obtain “Rock Oak.” Write to 
any of our sales offices for sample of 
“Rock Oak” Sole Leather. 


Stock Cak” 
Trade Mark Reg. U. S. Pat. Off. 
THE AMERICAN OAK 
LEATHER CO. | 
Cincinnati, O. 


Chicago, Ill. Boston, Mass. St. Louis, Mo. 
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Brooklyn 


- Turns 


“THE FLAPPER” 


THE FASHION SENSATION 
In Stock Immediate Delivery 





SOLD IN CASE LOTS IN THE 


1401—Patent Leather vamp, FOLLOWING SIZE SCHEDULE 







gray ooze color D quarter and 3% 4 4% 5 5% 6 OH TTY 
AAwc-woeot BR ite 
collar, 11/8 covered Cuban A saccm 2 2 oes ee Ss 
BD uccckwssicekentawer $7.00 B rwio2z222221-= 
GCuree SBS BERBER OO 















Terms: 3 off, 10 days. 





11-13 EMERSON PLACE 











TRIANGLE SHOE MANUFACTURING CO., Inc. 


New York Office and Showroom, Room 435 Marbridge Building 










1405—All Patent Leather one 
strap buckle, perforated 
vamp and quarter, 11/8 cellu- 
loid covered Cuban heel. $6.25 


BROOKLYN, N. Y. 











THE HOSIERY WITH 
THE BLUE EDGE 













PROPPER /(S Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 
wares in sanitary packages trademarked for 
definite quantity and quality. 


HOSIERY \ 





Chiffon Hosiery in 
All Shades 





“in bulk.” 







PROPPER SILK HOSIERY MILLS, 


INCORPORATED 
(Holland Bidg.,) 








276 Fifth Ave. NEW YORK 









Manufacturers of 
LADIES’ FULL FASHIONED SILK HOSIERY 


MILLS AT LONG ISLAND CITY 









Buying in Bulk 


Grocers used to display their wares by plac- 
ing them in bushel bas! ets on the sidewalk. 
In those days customers often paid for dirt 
when they were buying coffee. 


Advertisers used to buy space in publications 


tomers, they frequently received as much 
refuse as “coffee.” : 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 


cviation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 
an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 





Like the old-time grocer’s cus- 







































’ THE THREAD YOU WILL 
EVENTUALLY USE 


The Meyer threads and spool silks come put 
up in all sizes and colors, on tubes, spools 
or cones. The sizes run as follows: C-30, 
D-24, B-20, EE-18, F-16, FF-8, and FFF-6. 
We have it in black, pure white, three 
shades of brown or any other color that you 
desire. Order from us and you will get 
the best thread in the world. 


JOHN C. MEYER THREAD Co. Dept. xyz 
THE LOWELL THREAD MILLS 
LOWELL, MASS. 





Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





CAB BOUDOIRS—In Stock 


ORDERS SHIPPED DAY RECEIVED 





Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 





Wood Sole 
Boots and Shoes 
Full Oil Grain Leath- 

erproof 


Rims for Sole 
and Heel ... .50 





A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 
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Retails, $2, $3.50 


Rell alla all al al 






APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use, 










PATENTED 





rour order jay. 
Phone Rrockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 












Make your stock of 
wenTitaATtion@ children’s shoes 
complete by sending 











BLOODED-STOCK 


u were buying a horse and he was just a horse 


If 
would 1 have to take for granted the things the owner said. 
had spoken the 


and then wait for experience to show if 
truth. 


But if you bought a horse of blooded-stock that had a 


. you would not need to take the man's word for it. 
igree would show his ancestry and race and give you 


ree 
e 
an ides of the animal's capacity for speed and endurance. 


It's the same in buying advertising spece. Some publica- 
tions sell “just a horse” and you ve to take their cir- 
culation statement with a pinch of salt. 


an Root 0, Shee Ressodes is sfoades-ctach. An AB & 
tement is e pedigree at tells you what to 
the way of speed and endurance. — 














No. 32217 Basket filled with 
flowers, each $.75, per dozen 
$7.50. 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 
Artificial Flowers, Plants, 
Vines, etc.,. MAILED FREE 
FOR THE ASKING. 


Frank Netschert 
61 Barclay Street 
New York, N. Y. 














Fine Calf Leathers 


MANUFACTURERS OP 


Velvetta Calf — 
Tuscan Calf— 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 
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Changes in Business : 
: Current Events in Failures, Suspensions and Activities : 
; in the Shoe and Leather Trade : 
: BV (V1 08 /O\ TAO) 1 /A\ETO\ 0) 0/000 10870070078) OY O\ 1 7ON 10 \ 010 \ 810) 0) 0 /\ 0/0 \1 0810 OV 870 \ETR\T1O\ 1 /O\ 170) 178018) 70\ 1 /0\0/0\8/0\ 0785/0170 ON 010) 18\ 078 \178\18\8/8\10\). ae 





FAILURES 


Springfield, Mass.—Henry Cohen, shoes, 
reported petitioned into bankruptcy. 

Merrimac, Mass.-—Gelinas Wood Heel Co.., 
heel manufacturers, reported peti- 
tioned into bankruptcy. 

Fort Payne, Ala.—A. I. Fanburg, shoes, 
etc., reported petitioned into bank- 


ruptcy. 

Leeds, Ala.—J. J. Greenberg, shoes, re- 
ported petitioned into bankruptcy. 
Prescott, Ark.—J. A. White & Co., shoes, 
etc., reportea petitioned into bank- 

ruptcy. 

San Francisco, Cal.—Army Stores Dis- 
tributing Co., shoes, etc., reported 
asking general extension. 

Hartford, Conn. — Capitol Shoe Store 
(Lassman & Minsk), shves, reported 
receiver appointed. 

Johnson Bluffs, Fla.—Freeport Drug Co., 
shees, etc., reported petitioned into 
bankruptcy. 

Tampa, Fla.—W. D. Richey Co., shoes, 
reported getconst into bankruptcy. 
West Palm Fla.—Peoples Depart- 
ment Store (Leon Gruner), shoes, etc., 

reported petitioned into bankruptcy. 

Americus, Ga.—E. Markowitz, shoes, re- 
ported petitioned into bankruptcy. 

Barnesville, Ga.—cC. I. . T. Butler, 
shoes, etc., reported offering to com- 
promise at 20 per cent. 

Solomon Silver, sho2s, etc., reported 
petitioned into bankruptcy. 

Cordele, Ga.—P. B. Gleaton, shoes, etc., 
reported, petitioned into bankruptcy. 

Maysville, Ga.—J. T. Smith Co., shoes, re- 
ported petitioned into bankruptcy. 

Aurora, Ill.—David Sherman, shoes, etc., 
reported assigned. 

La Salle, Ill.—N. Baker, shoes, etc., re- 
ported petitioned into bankruptcy. 
Assumption, Ill.—Abe Fuiks, shoes, etc., 

reported assigned. 

Chicago, Il. baw 5 =~ - Wolf, shoes, etc., 
reported petitioned into bankruptcy. 
Reported receiver appointed. 

Evansville, Ind.—N. Belgrade, shoes, etc., 
reported petitioned into bankruptcy. 

Gary, Ind.—Rapaich Clothing Store, shoes, 
ete., reported petitioned into bank- 


ruptcy. 

Houghton, Mich. —Kirkish & Haggar, 
shoes, etc., reported petitioned into 
bankruptcy. 


Jackson, Mich. — McConnell Shoe Co., 
shoes, reported petitioned into bank- 
ruptcy. 





St. Louis, Mo.—James Clark Leather Co., 
1633-35 Washington Ave. Wholesale 
leather and findings, and boots and 
shoes. Reported that the committee 
of creditors who have been investi- 
gating the affairs of this concern have 
sent out to creditors a suggestion that 
they sign papers agreeing to a four 
months’ extension, the notes to be 
dated February 16, and with the 
privilege of an additional four months 
if required, the extension notes to 
bear interest at six per cent. Stated 
that the losses of the concern for the 
past year or two have been heavy and 
that the current inventory shows 
assets of about $850,000, of which 
rising $790,000 are quick assets and 
that the liabilities are in the vicinity 
of $705,000, of which $477,000 are 
owing to banks. 

Kansas City, Mo.—Barton Wheeler Shoe 
Co. reported Boston creditors held a 
meeting at the New England Shoe 6 
Leather Association, March 3. 
Boston creditor is listed for $1,200, 000. 
Other creditors consist of New Eng- 
land shoe manufacturers who have re- 
cently opened accounts with this firm. 

St. Paul, Minn.—S. & W. Shoe Shop (W. 
H. Swenson), shoes, reported assigned. 

Jackson, Miss.—Ben Alford Co. (Cut Price 
Shoe Store), shoes, reported petitioned 
into bankruptcy. 

Natchez, Miss.—Nathan Fry (Fry’s Shoe 
Store), shoes, reported petitioned into 
bankruptcy. 

Tylertown, Miss.—Beard & Thompson, 


shoes, etc., reported petitioned into 
bankruptcy. 
Muskegon, Mich.—Charles Arntz, shoes, 


reported petitioned into bankruptcy. 
Detroit, Mich.—Charles Jr. Stores (Charles 
E. Alpern), shoes, etc., reported pe- 
titioned into bankruptcy. 
Albert E. Daas, shoes, reported pe- 
titioned into bankruptcy. 
Columbus, Neb.—Reece Shoe Co., shoes, 
etc., reported offering to compromise 
at 50 per cent. 


East Las Vegas, New Mexico —Nestor 
——* shoes, etc., reported as- 
s 

Brooklyn, N. Y. — Joseph Nissenberg, 
shoes, etc., reported meeting of cred- 
itors called. Reported petitioned into 
bankruptcy. 


Buffalo, N. Y.—Anthony Selvaggi (Acme 
Sample Shoe Store), shoes, etc., re- 
ported petitioned into bankruptcy. 





South River, N. J.—Jacob Rubin, shoes, 
reported petitioned into bankruptcy. 
Reported receiver appointed. 

Jérsey City, N. J.—Haller Shoe Co., shoes, 
reported meeting of creditors called. 

New York City—Abraham Unger, shoes, 
reported receiver appointed. 

Harry Kaminowitz, shoes, etc., re- 
ported extersion granted 

Laurinburg, N. C.—McCalil_ Co., Inc., 
shoes, etc., reported petitioned into 
bankruptcy. 

Elizabeth City, N. C.—Spencer Co., shoes, 
etc., reported embarrassed. Offering 
to compromise at 25 per cent. 

Warsaw, N. C.—D. W. Hobbs, shoes, etc., 
—— offering to compromise at 30 


per 
Cleveland, "Ohio—Albert Berger, shoes, etc., 
reported petitioned into bankruptcy. 
Cincinnati, Ohio—Co-operative Shoe Co., 
wholesale shoes. Total assets re- 
ported $12,906.31, liabilities $55,830.81. 
Lima, Ohio—Lima Clothing Co., shoes, 
ha + ete petitioned into bank- 


Chandles” “Okla.—Sam Goldstein, shoes, 
etc., reported petitioned into bank- 
ruptcy 

Wilburton, Okla.—C. Badeen & Co., shoes, 
etc., reported petitioned into bank- 


ge & 

Tulsa, Okla.—Lester Greenberg (Fitwell 
Clothing Co.), shoes, etc., reported 
petitioned into bankruptcy. 

Lancaster, Pa.—Ideal Heel Co., heel man- 
ufacturers, reported petitioned into 
bankruptcy. 

Philadelphia, Pa. — Hyman Greenberg, 
shoes, reported offering to compro- 
mise at 50 per cent. 

Fairchance, Pa.—Ordney Goldberg, shoes, 
etc., reported petitioned into bank- 


ruptcy. 
New Castle, Pa.—S. A. Levine, shoes, etc., 
reported petitioned into bankruptcy. 
Columbia, S. C.—Kramer’s Shoe Store, 
shoes, reported offering to compromise 
at 35 per cent. 


‘ Anderson, S. C.—Geisberg Bros. Shoe Co., 


shoes, reported offering to compro- 

. mise at 25 per cent. 

Cross Anchor, 8S. C.—Ralph Poole, shoes, 
=. reported petitioned into bank- 
ruptcy. 

Wagener, S. C.—Tvler Bros., shoes, etc., 
reported petitioned into bankruptcy. 

Chattanooga, Tenn. — Lipson-Ryan Mfg. 

Co., overgaiter manufacturers, re- 

ported petitioned into bankruptcy. 
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OPPOSITE SOUTH STATION €5 SEX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


More than a thousand shoe and leather firms are located just around the corner from the ‘‘Eesex,” 
not be more conveniently situated for the convenient transaction of business. 
arrival," but we recommend making reservations. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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You could 


Rooms are generally availale ‘‘on 
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Bridgeport, Texas—P. A. Boaz, shoes, etc., 
reported petitioned into bankruptcy. 
Newport News, Va.—S. L. rf, shoes, 
reported petitioned into bankruptcy. 
Seattle, Wash.—K. Kino (Uji Shoe Co.), 

shoes, reported assigned. 

Model Shoe Stores, Inc. (C. Ss. 
Boot Shop), shoes, reported receiver 
appointed. 

Spooner, Wis.—S. J. McShane, Co., shoes 
reported extension granted. 

Ottawa, Ont—A. W. Ault Co., Ltd., 
wholesale shoes, reported meeting of 
creditors called. 

Toronto, Ont.—S. Moddleman, shoes, re- 
ported assigned. 

Montreal, P. Q.—William Dangerfield 
(Reg.), shoes, reported offering to 
compromise at 55 per cent. 


CHANGES 


Boston—Beacon Shoe Company, whole- 
sale shoes, incorporated with author- 
ized capital, fifty shares. 

Sarah Slesinger (wife of Reuben) 
(139 Meriden Street), shoes, filed 
married woman's certificate. 

Winer & Flatto, shoes, dissolved 
partnersip. A. Flatto retires. 

Albert L. Berry Leather Co. is a 
new Massachusetts corporation just 
organized. Their offices and factory 
are located at 717 Atlantic Ave., where 
they are now cutting inner soles. The 
officers of the corporation are: Presi- 
cent. Albert L. Berry; treasurer, M. 
W. Prouty, and clerk, R. J. Sproat. 

Milford, Mass.—Lincoln Square Shoe Mfg. 
Co., shoe manufacturers, incornorated 
with authorized capital of $35,000. 

Brockton, Mass.—Brockton Shoe Mfg. Co., 
Inc., shoe manufacturers, capital stock 
increased by $50,000. 

Haverhill, Mass.—Groveland Shoe Co., 
Inc., shoe manufacturers, incorporated 
with authorized capital of $25,000, pre- 
ferred and 2500 shares common, no 
value. 

Lynn, Mass.—Tufts & Friedman, shoe 
manufacturers, liquidating. 

Milford, Mass.— Bowker Clothing Co., 
shoes, etc., incorporated with author- 
ized capital of $40,000 

Denver, Col.—M. B. Wise Shoe Co., shoes, 
incorvorated with authorized capital. of 
$50,000. 

Chicago, Ill.—David Brimm, shoes, etc., 
succeeded by W. E. Bissert. 

Amityville, N. Y¥.—James Gale, shoes, 
etc., succeeded by William Rosenfeld. 

Brooklyn, N. Y¥.—Mecca Shoe Co., shoes, 
incorporated with authorized capital 

of $10,000. 

New York City—Florence Shoe Co., shoes, 
incorporated with authorized capital of 


000. 

Foot Wear Products Corp. of New 
York, shoe manufacturers, incor- 
porated with authorized capital of 
$250,000. 

W. G. Slipper Co., slipper manufac- 
turers, succeeded by W. Oakley Cag- 
ney, Inc. 

W. & R. Sales Corp., shoes, etc., 
succeeded by Harry Wolper. 

Raleigh, N. C.—Levy Shoe Co., shoes, 
eetewates with authorized capital 
° ,000. 

East Palestine. Ohio—A. Kopf. shoes, etc., 
succeeded by Milton D. Klein. 

Toledo, Ohio—Lynch Shoe Co., shoe man- 
ufacturers, incorporated with author- 
ized capital of $75,900. 

Harrisburg. Pa.—Nelson P. Arnold, sohes, 
succeeded by Modern Shoe Store. 
Allentown, Pa.—™“, Myers Sons Co., Inc., 
shoes, etc., incornorated with author- 

ized capital of $30.000. 

Ambridge. Pa.—Max Redlick, shoes, etc., 
out of business. 


Increase Factory Output 


The Brockton Shoe Manufacturing 
Company has rearranged its cutting 
room and obtained additional space 
for that department in order to in- 
crease the output of the plant, which 
at the present time is 240 dozen pairs 
of men’s and women’s welts daily. The 
factory is sold up to its full capacity 
for several weeks ahead. 
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MISCELLANEOUS 


WANTED TO PURCHASE 











Ideal Line Rolling Step 
Ladders 
Fifteen styles. Satis- 
faction gearentecd 

Lasts « ‘e-time. 
Write catalogue. 
Daynite 
Furniture Mfg. Co. 
213 Chouteasu Trust 
Bidg., St. Louis, Mo. 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I, OLENICK 


418 Broadway, New York. Tel. 9531 Canal 














Celebrated Glass Fixtures 
Catalog G. F. 


BDverything in 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 
Ask for samples 
Plush and Window Rugs 


Samples sent. 


The Hecht Fixture Co. 


Medinah Bldg., Wells and Jackson, Chicago 








NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Write, | for THE CHICAGO 


ona Pres WIRE CHAIR CO. 
621 N. La Salle Street 
Chicago, IIL 





CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Con Inc. 
591 Broadway New York City 
Phone Spring 5160.5161-0162 








We buy quick and y eee cash > 
for retail and weeheasie. stocks of 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER ree eS 
610 Broadway, Bro 

Phone Stagg 1787, 











The NEW YORK EXPORT 
PURCHASING CORPORATION 


96 Broadway 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY { Surplus Soon | CASH 


Entire Stocks 





Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds 


your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 
2416 No. 10th St. 

ST. LOUIS, MO. 











MISCELLANEOUS 




















WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 

CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone 8410 














SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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page per issue: ° 
Space 1 time 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


7times 13 times 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth P insertion WANTED—Four cents per word for each 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


insertion. Minimum amount accepted, seventy-five 

cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
26times 62 times $1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 























ALESMEN WANTED for manu- 
facturer’s line of infants’ and 
Children’s Square-edge Turns. 
Most complete line on the market 


and of unusual value. Siock 
proposition. 6% commission paid 
weekly. A few choice territories 


open. Descriptive price list on re- 

quest. References and line carried. 

Address D-149, care Boot and Shoe 

en 207 South St., Boston, 
ass. 

















ANTED—A representative for an ex- 
clusive line of Infants’ and Children’s 
Turns, carried in stock, for every state in 
the union excepting New England, New 
York and Pennsylvania, on a 6 per cent 
commission basis. May be carried as a 
side line with a good grade of Ladies’. 
Only those that are acquainted with a 
good class of retail trade can make a 
success with this line. References re- 
quested in the first letter. Address D-140, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


WANTED — Salesmen calling on shoe 

trade to sell quick selling specialty. 
Small sample. Big commission. Uv. S. 
SE ECIALTY MFG. CO., West Somerville, 
Mass. 


SALESMEN WANTED to sell full line 

of Shoes and Tennis for wholesale 
concern New Jersey territory with 
established trade Address K-558, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 











WANTED 
SALESMAN WITH ENERGY 


To sell a specialty line consisting 
of six Misses’ and Children’s Shoes 
of exceptional merit and value that 
will make you friends and money. 
Can be handied as a side line, com- 
mission basis. 

CAN BE SOLD TO THE BEST 
MERCHANTS who will readily 
appreciate them. References re- 
quired. Address in confidence, P-14 
care Boot & Shoe Recorder, 1 
Widener Bidg., Philadelphia, Pa. 











WE HAVE the following territory open 
for Salesmen to sell Keds as a 
side line. New York, New Jersey, Con- 
necticut, Pennsylvania, Rhode Island. 
Address K-559, care Boot & Shoe Re- 
corder,:127 Duane St., New York. 





SALESMAN WANTED — Commission 

basis; calling on jobbing and depart- 
ment stores; all territories; to carry a 
small side line of leather Romeos, Juliets, 
Everetts and Opera Slippers. Address 
K-575, care Boot & Shoe Recorder, 127 
Duane St.. New York. 








Stee SALESMEN — Edmonds 

Shoe Co. has opening for sales- 
men in New York City and New 
Jersey. Call at office, Room 306, 16 
Hudson St., New York City, or 
Phone 10194 Canal. 

















SALESMAN WANTED 
We have an opening for a high 
grade young man to sell our line 
of Women’s McKay and Welt Shoes 
to the Jobbing Trade. Experience 
with Wholesale Trade preferred, 
but not, absolutely necessary. 

MILLAR & WOLFER 

Everett, Chelsea, 

Massachusetts. 





ALESMAN WANTED— An old 
established company manufac- 
turing overgaiters, spats and leg- 
gings, has an attractive proposition, 
as a side line, for several shoe sales- 
men calling on the retail trade. 
Give references and state territory 
desired. Address D-145, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. 























WANTED— Experienced Salesmen to sell 
a western made line of Men’s Quality 
Dress Welts in the following territories: 
Missouri and Kansas, Wisconsin, 
Nebraska and Colorado, Texas, Eastern 
Washington, Oregon, Idaho and Montana. 
Address D-127, care Boot Shoe Re- 
corder. 189 W. Madison St., Chicago, Ill. 


EW YORK WHOLESALE HOUSE— 

Desires successful Brooklyn Sales- 
man. Men's, Women’s and Children’s 
Shoes and Tennis. Address K-566, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 








ALESMEN with shoe experience wanted 
for Ohio and Indiana territories. We 
want men of character, who are aggres- 
sive and willing to work. Write Mr. 
F >. Sellers, District Sales Manager, 
Edmonds Shoe Co., 4209 Euclid Ave., 
Cleveland, Ohio. 





ALESMEN — Required for Specialty 
Ladies’ Silk Hose. Several territories 
open. Easily selling to specialty and dry 
goods houses. State territory covered 
and lines now handling. Address K-574, 
care Boot & Shoe Recorder, 127 Duane 
St.. New York. 


XPERIENCED SALESMEN WANTED 
to fill vacancies in our New Encland 
sales organization. Must be get-up-and- 
get men, who know men’s shoes inside 
and out. Ours is a snecialty line that 
sells readily. EDMONDS SHOE CoO., 207 
Essex Street, Boston. Mass. 








SEVERAL CHOICE TERRI- 
TORIES OPEN FOR EXPE- 
RIENCED SALESMEN WITH 
RECORD-PROVING ABILITY 
TO DEVOTE ENTIRE TIME 
SELLING 


Our snappy high grade dress 
welts (solid leather) to retail at 
$7.00—5 lasts, 5 shoes, 9 ox- 
fords, genuine calfskin (Russia 
tan, black and cherry red). Also 
Havana Brown and Black Vici. 
Also to sell our solid leather 
Franklin Fox line—4 shoes and 
4 oxfords in high grade chrome. 
Small kip sides to retail at $5.00. 
Give age, length of time in terri- 
= preferred and previous rec- 
ord. 


OGDEN SHOE Co., 
Milwaukee, Wis. 











MISCELLANEOUS 








Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
leg giving full 
descriptiocs 
and prices. 

THE BICYCLE 
STEP LADDER 


67 Randolph St, 
Chicago, Ill. 








Neatest, strongest, lightest and 
most convenient fitting stool 


on the market. 








Finished Golden Oak or 
Mahogany. 
Price ........83.50 each. 


Carried in stock by all wholesale 
shoe and findings houses. If your 
jobber cannot supply you, order 
direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, ynless otherwise noted in advertisement. 
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BOOT AND 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” 
right purpose, to the right wearer, in the right fitting, at the right profit. This 
is the great problem of the retail shoe merchants. The 
is to help solve it; for this is the basic problem upon which de 
industries relating to shoes and leather; their production and 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
Entered at the Post Office, New York, N.Y., a8 second clase matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Ino. Member of the 


Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


for the right price, 

se of “The Boot and Shoe Recorder” 
one Nependas the progress of the entire allied 
istribution. 


Canadian, $6.00 


but “right”; sold for the 


Foreign, $10.00 














POSITION WANTED 


FOR LEASE 





MANUFACTURERS DISCONTINUED 
LINES sold quick for cash on sales, 
direct to public; immense _ turnover; 
greatest net returns; personal service; 
long experience; big successful sales. 
Bankers’ and merchants’ references. 
Sales Conducted South and West. CHAS 
L. DAHLY Shoe Sales Specialist, 
Decorah, Iowa. 





HELP WANTED 














WANTED — Experienced 
man for OHIO to repre- 
sent Rochester’s leading 
factory line of JUVENILE 
shoes. Old established line 
at popular Ices. Superb 
factory stock service. Rea- 
sonably short sample line. 
Many open accounts in the 
territory. Liberal commis- 
sion, and the line may be 
sold in connection with one 
other non-confiicting line. 
Applicants kindly state 
length of time on the terri- 
tory, age and full particu- 
lars. Address H. H. FREE- 
LAND, Established 1896, 
Rochester, N. Y. 

















A LARGE WHOLESALE SHOE HOUSB, 
operating a chain of retail stores 
has an opening for two energetic, aggres- 
sive young men who would welcome 
opportunity to develop a future for them- 
selves. Want experienced men to develop 
as supervising managers of retail stores. 
None but hustlers need apply. Splendid 
opportunity and good compensation to 
the right men. References required. 
State age and experience. Give full 
Particulars. Applications considered con- 
fidential. Address D-143, care Boot & 
pee Recorder, 207 South St., Boston, 


ss. 





WANT TO LEASE SHOE DEPART- 

MENT in the best store in the State 
of Texas. A good opportunity for any 
one knowing the shoe business and wish- 
ing to make a home in the South. Ad- 
dress all inquiries to D-129, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 


T? LEASE — Space on_ second floor, 
adjoining Ladies’ Ready-to-Wear 
department. Ladies’ Shoes. Best location, 
city of 30,000. Address Box 24, Paducah, 
Ky. 








LINE WANTED 


WANTED Short line Men’s Welt Shoes 
to retail at $5.00 a pair, for state of 

Indiana. Address D-146, care Boot & 

_ Recorder, 207 South St., Boston, 
ass. 








WANTED—To get in touch with a High 

Grade Shoe Manufacturer of Women’s 
Shoes to back us up opening up some 
new departments in department stores. 
We now have two shoe departments in 
ready-to-wear store in Michigan. Ad- 
dress D-144, care Boot & Shoe Kecorder, 
207 South St., Boston, Mass. 


SALESMAN — Handling Growing Girls’ 
and Misses’ McKays, covering Mas- 
sachusetts and Rhode Island by automo- 
bile, desires additional line. Address 
D-150, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








POSITION WANTED 


OSITION WANTED—Shoe Buyer and 
Manager— Thoroughly experienced 
young man wouud like to hear from some 
store or department. Hard worker, 
efficient and anxious to make good for 
firm as well as self. New England or 
Eastern States preferred. Address D-147, 
care Boot Shoe Recorder, 207 South 
St., Boston, Mass. 








ANTED POSITION as Buyer or Man- 
ager with department store or retail 
shoe organization. Specialized in window 
displays, stock systems and practical 
methods of merchandising. Sixteen 
years experience. Best of references. 
Address C. R. HARDIN, 3403 Lyons Court, 
Des Moines, Iowa. 





FOR SALE 


FOR SALE—$6,500 buys shoe stock and 

fixtures of business that has averaged 

26 per cent cash dividends on investment 

each year for last 18 years. Good five 

year lease on good up-to-date building, 

Mich located. TRAGER BROS, Lansing, 
ich, 








FOR RENT 


R=TAIL SHOE STORE FOR RENT— 

Western Pennsylvania town, about 
20,900 pocmte. Fine location. Box 154, 209 
Cable Building, New York. 





ITUATION WANTED by experienced 

retail salesman. Age 30; married. 
Ten years experience. Will consider 
manager or assistant. References. De- 
sire to make change. Address D-148, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





POSITION WANTED—I am an experi- 
enced traveling salesman, having put 
in fifteen years on the road selling jobbers, 
mail order houses and large department 
stores, from Boston to Omaha. Have 
also had inside factory experience on both 
McKays and Turns. Would like to asso- 
ciate myself with a shoe manufacturin 

house, where I am sure I can make 6 
Address D-141, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOB MERCHANT BY THR 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 — 

OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’] Mgr. 
GBORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

B. C. LOGAN 
OWEN A. THOMAS 
HELEN M, HANBY 
Associate Editors 





PUBLISHER’S NOTICE 


Mexico. The price 
for Canada is $6.00 a year including post- 
age. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston office. 

BROCKTON OFFICB: 224 Moraine 8t. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8st. 
Telephone Main 1089. B. C, Bowen, Man- 
ager. 


8ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICB: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of C 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bidg. H. M. Bowen, Manager. Tele 
phone Canal 4426. 

ROCHESTER OFFIOB: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICBD: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

ome Mr. H. Gomez, Corrales, 2A Havana, 





JAPANESE OFFICH: Yokohama. J, F. 
Wagen, Manager. 

SPAIN: Gerente, I fo de Miguel, 

Librero Editor, 20 Fuencarral, Madrid. 
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Cincinnati Last Co., Cincinnati, Ohio...... 107 

Cleaning Compounds Mfg. Co., Inc., Hemp- 
CRN, Di Se ecenutweccssesaceseesecoeas 101 


Griffin Mfg. Co., New York City........... 92 


Johnson, J. W., Rochester, N. Y.......... 84 


Myers Thread Co., Lowell, Mass........... i7 
New England Wood’ Heel Co., Haverhill, 
MaRS, § wccccccccccccccccccccccececcccces 107 
Rogers Fibre Co., Boston.................. 40 
Tubular Rivet & Stud Co., Boston......... 119 


United Fast Color Eyelet Co., Boston .3rd Cover 
United Last Co., Boston.................. 39 
United Shoe Machinery Corp., Boston. .75, 109 


Whittemore Bros. Corp., Boston........... 76 
Wiechman Pattern Co., Cincinnati........ 107 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, Ill........ 36 
Barnard Toy Co., Detroit, Mich........... 27 
Bicycle Step Ladder Co., Chicago.......... 119 
Chandler, W. K., Inc., Boston....... geecee 32 
Chicago Wire Chair Co., Chicago......... 119 
Coultas Co., D. W., Providence, R. I....... 106 


Dalrymple, Pulsifer Co., Haverhill, Mass... 90 
Daynite Furniture Mfg. Co., St. Louis, Mo.119 


Decorators Supply Co., Chicago........... 84 
Bee Te Gin Bien occ ncctvccsscecs 105 
Ellis, W. E., Co., Haverhill, Mass......... 106 


Emery & Beers Co., Inc., New York City.. 98 


Fashion Ornament Co., Brooklyn, N. Y....106 


Hecht Fixture Co., Chicago, Ill............ 119 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 106 
Lyons, Hugh, & Co., Lansing, Mich....... 120 
Martine, M. B., Inc., New York City...... 106 
Milbradt Mfg. Co., St. Louis, Mo.......... 119 
Miller, O. A., Treeing Mach. Co., Brockton, 
MS  Gcudebdescectdedescccenecoanscese % 
Netschert, Frank, New York City......... 117 
Onken, Oscar, Co., Cincinnati, O.......... 119 


Palmenberg, J. R., & Sons, New York City.122 
Parisian Beading Works Co., Philadelphia.106 
Pearlman, Victor S., Co., Chicago......... 110 
Propper Silk Hosiery Mills, New York City.112 


Whitcher, Frank W., Boston.............- 90 
Whittredge, C. R., Co., Swampscott, Mass.. 76 


MISCELLANEOUS 
Armstrong-Lazzaro Co., Boston..........- 168 
Atlantic Printing Co., Boston............- 108 
Blacher, Chas., New York City...........- 119 
Brooklyn Purchasing Syndicate............ 119 
Calderwood & Preg, Inc., Boston.......... 108 
Hooper Printing Co., Boston.............- 108 
Hotel Claridge, New York City........... 9 
Hotel Essex, Boston..........6-0eeeeeeeees 114 


Kalter Cerf. Merc. Co., Max., New York..119 


New York Export Purchasing Corporation, 


New York City........scsccccscccsceces 119 
Root Co., F. 8., Boston............0+-00+: 108 
Tolman Print, Brockton, Mass...........- 108 
University Electrotype Foundry........... 108 
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Lacing Hooks for Children’s Shoes 


ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as the 
lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 














OU know how easy it is to sell foot- 

wear that meets the particular re- 

quirements of critical women shoppers for 
their children’s needs. 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “‘lace 'em up himself”’! 





ANUFACTURERS can readily 
supply your children’s foot- 


wear with the handy shoe hook. 
Merely specify shoe hooks on 


your next order and you will 
be certain of meeting the popular 
demand. Insist on having what 


you want! 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 


il 
| | 
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1. Invite interest. 


i “ines 2. Inspire confidence. 





Adam Period 
Design 


3. Make a lasting im- 
pression. 


These are three things that your 
store windows must do to help 


sell your SHOES. 


Distinctive display fixtures that 
have exceptional character will 
carry the message of your store. 


We build such fixtures for your 
“Sales Windows.” 


Our service department has many 
helpful Suggestions to offer. 


Write us now. 


You need a set of our fixture cat- 
alogs in your files. 


Shall we mail you a set today? 


“Make Buyers Out of Passersby” 
Ask for Catalog I 

































HUGH LYONS & COMPANY 


707 South Street, Lansing, Michigan 


CHICAGO NEW YORK 
232 S. Franklin Street 35 W. 32nd Street 











No. 2502 
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Oxfords Shipped in a Week 


Same Results as if Made to Order 


MADE ON ANY OF THESE LASTS 
B, C and D Widths 


This is the type of 
° shoe, made on our 
PARK LAST of 
Dark Tan Calf. 
$4.85 


Longfellow Dwight Park Coart Town 


. . 
‘ 















UPPER E guarantee to ship your order on the seventh s 
STOCK day, exclusive of holidays, from its receipt at our OLES 
Top Grade factory, in B, C, and D widths’ These oxfords Old Fashioned 
Dark Tan are not carried in stock but are made to your order. Oak Tanned 
_ This means prompt and complete order filling—no wait- 
QUARTER ing for sizes or widths that happen to be out of stock. BOX TOES 
. LINING The style is acknowledged a volume seller. Sole Leather 
rown India 
HEELS Our standardized production system which we have fol- 
Wingfoot lowed for a number of years assures you of top grade COUNTERS 
Rebber materials and careful construction in every detail. Sole Leather 


5 |5%¢| 6 |6%| 7 | 74¢/ 8 [84%¢) 9 |9%6/ 10 |10%%| 11 








on These 


S cae Knox Shoe Company. 


Meane That Factory, Milford, Mass. 
ey Are 
THROUGHOUT Boston Office, 135 Lincoln St. 


























Vol. 80, No. 26. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


gress of March 3, 1879. Subscription price $5.00 a year. 
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» Jo the sick 

i and the Jock 

of ? Fashions’ 
Clock 


LEVOR 
GRAIN KID 


The Pendulum of Fashion 
is 


Prompt to Respond to the Color 
Demand of Style 


At Present— White 


The Whitest White 


(CABRETTA) 
G. LEVOR & CO., Inc. 
Tanners 
NEW YORK GLOVERSVILLE BOSTON 
ST. LOUIS CINCINNATI 
Arthur S. Patton Leather Co. George W. Newman 
CHICAGO SAN FRANCISCO 


George A. McGaw Edward Zohrlaut 
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QUALIiTY,—-STYLE:FIT-AND: SERVICE 













In Stock 


29+ * 
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Stock No. 320 
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77 = 
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Patent Six Eyelet Saddle Oxford, Plain Toe, 8/8 Spring 
Step Rubber Heel. Designed for particular women. 


$3.50 net 


We advise early placing of your order. 


r@): 








Send for folder showing seven 
quick-selling styles in stock. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
WB -, 
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SHOES & STOCKINGS 
FOR CHILDREN AND YOUNG LADIES 





IN STOCK 





For Immediate Delivery 


WELTS 
OXFORDS 
Made in 
Gun Metal .... 68 
TURNS Pat. Leather ... 8°-11 
OXFORDS fan Lotus .... 112.2 
Made in Pat. or Gun Metal 22.6 


2-STRAP PUMPS 
Made in 
2-STRAP PUMPS Pat. Leather .. 6-8 
Made in Pat. Leather Only Gun Metal .... 8-11 
Wnt New Buck 11°-2 
22.6 


A High Grade Line of Welt and Turn Shoes 
Built on Lasts That Are Scientifically Correct 











DR. A. POSNER SHOES, Inc. 


Office and Stock Rooms 142 West Broadway 
New York, N. Y. 
Factory: Roebling and Hope Sts., Brooklyn, N. Y. 


@\7@\0/O\070\. 017000 01 /B\ OVO N10 OV BV OV01O\ NOV 050. OTA O\ ANTONIO ON BTANTTANIANIAN ANON OV OTA ONO /0\ 0," (0\ 10) 0) 0\) 0 O10) 
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sTANWORTH 


STYLES 
IN STOCK 


Nos. 7X and 8 X 


CONSTRUCTION cell quickly 


Full Grain Russia Calf Uppers 
Oak Bend Outsoles 

Full Grain Oak Insoles 

Sole Leather Counters ; 
Sole Leather Box Toes You 
Rubber Heels-A-Grade make more profit 


sell out clean 
fit 
satisfy 


are repeaters 


IN STOCK OR UNBRANDED 


OXFORDS $ a BRANDED STANWORTH 


. 1—Russia Calf Blucher—Round Toe 

. 2—Russia Calf Bal—Same last as 6x 
No. 3—Russia Calf Bal—English x 

. 4—Russia Calf Blucher—Round 


SHOES $ 46° BRANDED STANWORTH 


IN STOCK OR UNBRANDED 


. 5x—Russia cou Blucher Oxford—Same last as No. |. 
. 6x—Russia Oxford—Medium Toe 

. 7x—Russia Cait Oxford—Frenchy Toe 

. 8x—Black Calf Oxford—Frenchy Toe 


MARION SHOE CO. 
MARION, INDIANA 


COAURLODERAAADRLANANELSGRHGtOAEE 
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‘“‘Faithful to the Last” 





Forerunners 
of Spring 
Oxfords 


























‘4° 


In Stock April Ist A Snappy Style for Young Men 


Brown calf. 








Milwaukee, Wisconsin. 











lf you want to turn your stock more times 


than you thought possible, then adopt the new 
Nunn-Bush Merchandising Plan. 
Write for complete details, 


SVs A 
eles 5 aay S SS 


ak ce 
Lx onc fins we Oe zc HW 


Write for catalog 
q Nunn-Bush & Weldon Shoe Co. 
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BARNET’S RUSSIA CALF 






Goodyear Welt 
Widths A-D - - - - Price 
Wire orders if your need is urgent. 


“Follow the Creighton Line” 
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8/8 Solid Leather Heel 


A. M. CREIGHTON LYNN, MASS. 
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$4.50 
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NOVELTY TURN SLIPPERS 


In Stock at $3 to $3.30 for Quick Delivery 


Order today—Business 
and Profits for 
merchants. 


Big Values at these 
prices. 

Read carefully— 

don’t delay. 
































No. 806—Same construction as No. 804 
with 8/8 Mil. Heel. Sizes B 3-8, 3%-7, 





3%-8. C 3-7, 3-8, 2%-8. Price $3.20. 


No. 804—Pat. Chrome |! Strap, 12/8 
Mil. Heel, Lea. Gr. Counter, Silk wf 
ing, Lea. Sock Lining. Sizes B 3-8, 
3%-8,.3%-7. C 3-7, 3-8, 2%-8, 2%-7. Terms, 2% off ten days. 


a Sold only in 36-pair case 


Stock No. 703—Same as above in Black ° P ° 
Lea. Jr. Louis Heel—$3.15. lots, of one width, in sizes 
No, 813—Same as above, Jr. Louis Heel as specified. We are able 
—$3.30. 


to reduce prices by this 
method of selling. 


Heels on these styles can 
be changed on special or- 
ders. Three weeks’ de- 
livery. Full Louis Heels 
are 10 cents more than 


Military Heels. 









No. 603—Black Satin |! Strap, Cedar No. 604—Same construction as No. 603 
Cliff Mills Satin, Solid Lea. Grain with Aa: s Heel. Sizes B 3-8, 3%-7, 
Counter, Lea. Sock Lining, Silk Binding, 3%-8 3-8, 2%-8. Price $3.00. 


Pearl Buttons, Jr. Louis Heel. Sizes 
A 4-7, 4-8. B 3%-7, 3%-8, 3-8. C 
3-7, 2%-7, 3-8, 2%-8. Price $3.15. 


KARELIS SHOE COMPANY 


HAVERHILL, MASS. 
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TYLISH STOU 
Out SIZES 


TRADE MARK 





Reg. U. S. Pat. Off. 


““RED-LINE-IN” Lining is the foundation upon which long wearing qual- 


ities are built. We use it in every pair. 


IN STOCK 


Note: Sizes 8% and 9, 
25 cents extra; 9% and 
10, 35 cents extra; 10% 
and 11, 50 cents extra. 








OCC 











No. B266—Black glazed 
kid one strap pump, 16/8 
half Louis heel. Price 
$4.50. 








No. B257—Black glazed 





No. B269—Black glazed 
kid one strap pump, 14/8 
Cuban heel. Price $4.50. 





No. B259—Black glazed 
regular ti 


kid oxford, regular tip, kid oxford, r tip, 
medium toe, 10/8 | Win 14/8 Wingfoot Cuban heel, 
No. B258—Black glazed foot heel. Price $4.25. Price $4.25. 
kid oxford, medium round- 
ed toe, no tip, 14/8 Wing- No, B255—The same as e@ same as 
foot Cuban heel. Price above in Havana brown above in Havana brown 
$4.25. kid. Price $4.75. kid. Price $4. 
Sizes 2% to ll 


Widths A to EEE 


Much has been heard of the evils of a 
short shoe and a short fit is considered a 
breach of retail ethics. 


Little has been said of the discomforts. of 
a long fit, and the wide foot is too often 
misfitted with a B or C width shoe. 


Consider the possibilties of “STYLISH 
STOUT OUTSIZES,” a line that meets, in 
every way, the requirements of wide 
fleshy feet. 


The stout or near stout woman shops from 
store to store, patiently seeking STYLE 
with Comfort; something the slender 
footed woman receives as a matter of 
course. 

Our expansion through a period of de- 
pression is a reliable indication that 
“STYLISH STOUT OUTSIZES” make 


satisfied customers. 


And, satisfied customers do mean “repeat” 
sales. 


A catalog and price list will be sent upon request. 
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Manufacturers of Welts Exclusively. 


Rochester, N. Y. 
506 Security Bldg. 
Chicago Office: 159 w. Madison St. 


i‘ 














We Have Just Purchased For Cash 
The Entire Stock of Two Leading Concerns 


FEDERAL SHOE CO. ..1 DIRECT SHOE CO. 


These Stocks Consist of BOYS’, LITTLE CENTS’, LADIES’ and 
GROWING CIRLS’ SHOES, With Leather and Rubber Heels 


SOLD IN 10 CASE LOTS If in Boston it will pay you to visit us and see these 


Sizes as Follows wonderful values at prices never before quoted 
3 Cases, Size 8 3 Cases, Size 10 
3 Cases, Size 9 1 Case, Size 11 We offer the balance of our 


U. S. ARMY MARCHING SHOES 


Purchased from the War Department Quartermasters Corp. 
Surplus Stock Division. 


Class “A” Style 2 
Chocolate Retan 
Munson Army Last Double Soles 
Goodyear Stitch Loose Nailed 
Standard Screw Reinforced 


Sold 200 Pair Lots or more 


Sizes and widths as per this schedule. 




















Width |614| 7/714 #624] S76 10/1014|11]12 
1 17 4)4) 4}2] a]ala 
4} 4) 4] 4/3] 3] 212 
3] .8}12] 12|1e] 15] €] 4] 3 
1] 6] 5| 616] Elio; €| 2| 2 
5| 6 
1 |15] 20 |26] 36 |30] 33 18] 10 | 8} 3|200 









































Price $ 1 85 


Packed 12 Pair Solid Sizes to Case 


Price $ 1.6 5 


All Perfect. Packed im original S. Rosenberg & Son 


Ne ee eee Boston, Mass. 
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No. 409 — Mahogany Calf No. 204¢— Mahogany Kid 
4395 College Oxford, perforated _ Oxford, ——_ 330 
. vam an oxing. 
tp, vamp and eyelet line, ae Suaeer Lining. —r 
4% Wingfoot Heel, A- % Wingfoot Heel, Guar- 
Grade Full Grain Counter, anteed. Counter, Polo 
Polo Last, C and D, 6 to Last, C and D, 6 to 11. 
. $3 


















7 No. 310—Mahogany Veal No. 307—Mahogany Veal 
College Oxford, perforated Lace Oxford, perforated 








tip, vamp and eyelet line, tip, vamp and eyelet line, 
% Wingfoot Heel, A- Leather Quarter Lining, 
Grade Full Grain Counter, % Wingfoot Heel, A- 







Grade Full Grain Counter, 
Polo Last C and D, 6 to 
11 5 






Polo Last, C and D, 6 to 





+ 
face 


WE HAVE NOTHING ELSE 


The big end of your business is in popular priced, quality shoes. 

Some manufacturers make such shoes, temporarily at a price, just to secure 
volume quickly, but the B-P line is all popular priced quality numbers—26 of 
them and these shoes are our regular line—we have nothing else. 


We dare make the statement that it is the only line in the country giving such quality 
and assortment to retail at $5.00, $6.00 and $7.00. 

Buy the B-P quality line and you will never be stuck with odds and ends. 

Buy the line that is always good. The B-P line and yeu will always be able to size in. 

Every number in stock, on the floor, ready for immediate delivery. 

Beautifully illustrated booklet describing the entire line gladly forwarded on request. 


All Shoes and Oxfords in Stock for Immediate Delivery. 


No. 308—Mahogany Veal No. 407 — Havana Brown q 
85 Lace Oxford, Leather Vici Blucher Oxford, 45 
Quarter Lining, % Wing- Leather Quarter Lining, 
foot Heel, A-Grade Full % Wingfoot Heel, A- 
Grain Counter, Princeton Grade Full Grain Counter, 
Last, C and D, 6 to 11. Repeater Last (A/C Com- 
$3.85 bination), C and D, 6 to 


No. 306 — Mahogany Veal 
Blucher Oxford, Leather 
Quarter Lining, % Wing- 
foot Heel, A-Grade Full 
Grain Counter, Repeater 
Last (A/C Combination), 
C and D, 6 to 11... .$3.85 








































BEALS-PRATT SHOE MFG. COMPANY 


MILWAUKEE WISCONSIN 
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‘Constant Comfort’ 


Americas Best Comfort Shoe 
In Stock Styles-Ready to Ship 


SIXTY STAPLE STYLES Common Sense Shoes 


ee-Seee at Si>-Sam for Your Easter Trade 
Ready Now 











While the Easter time brings its demand for 
the novelties in smart footwear there are still 
a lot of women who need new spring shoes 
but who’ll buy the “common sense” kind. 


Sell them “Constant Comforts” to satisfy their 
desire for well shod feet with real comfort. 
Put honest made shoes on their feet and the 
added quality will prove your best means of 
holding both their respect and their patronage. 


No. 478—High Grade 

Black Kid Oxford, 

COMBINATION LAST, 

11/8 Cat's Paw Heel. 

No. 477—Same chee with plain toe. Both 
In Stock. A, B, D $3.35 


No. 62 
No. 62—Black Kid plain toe Oxford, 12/8 
cat s Paw Heel, gray cone lining. No. 47- oe Kid Two-strap wees dO 
Cat's Paw 
i - hy "D. e ~_ SF No. S4—Same style in one-strap.. 


Doth In Stock. B, C 
Kansas City, Mo., Office—Suite “C,” Mass Bldg. 


Our New Offices: — sinneapolis Office—Room 10, Loeb Arcade, Shoe Exchange, No. 7 So. Fifth St. 


Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn seiu‘rrice""Sie'ticox seer =| Maine 


BOSTQN OFFICE - 
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No, 488. Price $4.25 


Cocoa Calf Golf Oxford, Smoked Elk Saddle, Suction 
Cupped Rubber Sole and Spring Heel, Goodyear Welt, 
Sport Last 
AA to D 





No. 429. Price $4.00 


Peters White Reignskin Oxford, Patent Trim, 11/8 
Ivory Rubber Heel, Goodyear Welt, Princess Last 


AA to D 





No. 477. Price $4.25 
Smoked Elk Sport Pattern One Strap, Cocoa Calf 
Saddle Strap, 7/8 Rubber Heel, Leather Sole, Goodyear 
Welt, Sport Last 
AA to D 


Cc. R. THOMSON, President 





BUFORD H. JONES, Vice-President and Sales Manager 


18 Station Street, Boston 20, Mass. 


—In-Stock 


J. M. THOMSON, Treasurer 
P. HOWARD TARR, Asst. Treasurer and Credit Manager 


SPORT SHOES for EASTER 


The Kind That Appeal 
at Popular Prices 





No. 478. Price $3.75 
White Nu-Buck Golf Oxford, Dull Calf Saddle, White 
Rinex Smooth Rubber Sole and Heel, Goodyear Welt, 
Sport Last 
AA to D 





No. 476. Price $4.00 
Peters White Reignskin Sport Pattern, One Strap, 
Patent Saddle Strap, 7/8 Ivory Rubber Heel, White 
Ivory Sole, Goodyear Welt, Sport Last 
AA to D 





No. 475. Price $4.10 
Patent Sport Pattern One Strap, Patent Saddle Strap, 
7/8 Rubber Heel, Goodyear Welt, Sport Last 


AA to D 


THOMSON-CROOKER SHOE CO. 


Cc. H. SULLIVAN, Secretary 
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KINNICKINNIC 


Choice of the Specialty Shoe Makers 


The experience of manufacturers making footwear for out- 
door sports has proven that the upper leather must be built to 
withstand unusual strains, have mellowness to insure com- 
fort and fineness of grain for appearance. 


KINNICKINNIC 


The Original Sport Shoe Upper Leather singled out by the 
originators of sport footwear on account of its built-in qualities 
as the only upper leather meeting all the requirements of these 
specialty shoes. 


Millions of people are seeking outdoor recreation. 


A specialty shoe is needed for golf, tennis, walking and all 
outdoor sports. 


These Facts demonstrate the wonderful possibilities ahead for 
those producing quality sport footwear. 


Let the Experience of the Pioneer Guide You. 


Produced in Veal, Kip and Cow Sides in a Large Variety of 
Shades. 


—_—, i= 
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[ge Nobis ft £S.F 2M "he came 
FRED RUEPING LEATHERCO, 
FOND DU LAC. WIS,USA 


Fred Rueping Leather Company 


Established 1854 FOND DU LAC, WISCONSIN 
BRANCHES: 


Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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No. 8007—Women’s Finest Grey 
Nu Buck, plain toe blucher Ox- 
ford, with full grain gun metal 
calf saddle and back stay. 
Highest grade rubber sole and 
heel. Goodyear Welt. A to D 
widths, 2% to 8. $5.00 


SOS 









PELEET IVAN 


3 Stylistg! (ir pee a 
138-140 DUANE ST. Nato. 
SAMPLE ROOMS 


Forest Building 214 Essex Street 





PHILADELPHIA, PA. BOSTON, MASS. 


NOW IN S1O0CK 


Always Ready fo Serve 
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No. 8005—Women’s finest Grey 
Nu Buck Oxford, with full grain 
gun metal calf wing tip, saddle 
and back stay. Highest grade 
workmanship. Goodyear welt 
sole, 8/8 leather heel, with Good- 
year rubber top lift. A to D 
widths, 2% to 8. $5.00 
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TYVENNTYINU I tors ; 
NEW YORK CITY ~~ 











302 Southern Produce Building 
NORFOLK, VA. 
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LD capa the plants of Lynn forge ahead at § If 


capacity. Thousands of skilled workers u 
produce in record volume footwear y 
adapted to the purposes of every merchant. p 
Nothing can deter the steady, wholesome fy 
course of production. ti 
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cap Ie Hfakins 


If you are just starting in business, Lynn man- 
ufacturers can stock your store completely. If 
you have been long in business, they can re- 
plenish your stocks as needed. By buying 
from Lynn, you receive quality footwear on 
time. 
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STRENGTH GROWS 
OUT OF WEAKNESS 


Not until we were stung and sorely tried by the ripping 
— of the ordinary Stitchdown Shoes, Sandals and Oxfords 
did we find the remedy— 


RAMSEY’S, THEY CANNOT RIP 


March 18, 1922 














eee 
So 0:00 -11 4342 -2 8: 6 6%4-11 
No. ©O—OCherry Chrome, Oak Leather Sole...... $1.85 
No. 40—Cherry Chrome, Neolin Sole............ ice 
PLUG OXFORD 

-8 Sis. 11 11%-2 2%-6 6%-11 
No. 0O—Cherry Chrome, Oak Sole..........+. 80.90 1.05 $1.20 sits $ios 
No. 51—Gun Metal Chrome, Elk Sole.......... -90 1.05 1.20 1.75 2.05 
No. 12—Cherry Elk, Oak Sole.........eeeee0s 1.00 1.15 1.35 185 2.15 
No. SO—Smebes Be, BR Ba cccccesesccosce 1.00 1.15 1.35 1.85 £2.15 
No. 14—Cherry Full Grain Crystal, Oak Sole. 1.00 1.15 1.35 1.85 2.15 
5-8 8%-11 11%-2 2%-6 

No. 20—Cherry Chrome, Oak Leather Soles........... $0.85 05 $1.10 $1. 
No. 240—Cherry Chrome, Neolin Soles.........eseee6:+ 80 .00 1.05 1.60 

PLUG OXFORDS—BEST — SOLES 

Sie-11 11%-2 248 

VENTILATED OXFORD No. 200—Cherry Chrome, Oak Sole........-e.eeseee05 90.95 s 2° $1. $1. 
No. 210—Tan Full Grain Lotus.........ccceeceeeeeees 1.05 1.40 1.95 
No. 214—Cherry Full Grain Crystal.........-sceesees 1.05 120 1.40 1.95 


BOYS’ AND MEN’S VENTILATED OXFORDS 


Outside Rubber Heel 


2%-5 6-11 
Ne. 900—Cherry Chrome, Oak Sole... ..ccscccccccccccscccccccccccces A aed $2.00 
No. 914—Cherry Full Grain Crystal, Oak Sole.........---eeceececcees 2.00 2.25 
> 
LADIES’ SPORT OXFORDS 
Outside Rubber Heel 
2%-7 
We. TOO—Cherry Chrome, Onk Gebe....cccccccccccccccccccccccccccccccsccse sibs 
No. 701—Gun Metal Chrome, Oak Sole...........-.-+.5+. Stes uséernebewete 1.85 
ea, Te — Aare Ge, TISSTED BUR. coc ccc cccccccccecseseccccsccesessesée 1.85 
No. 741—Gun Metal Chrome, Neolin Sole... ........cccccseccsccsesesccscces 1.85 
No. 714—Cherry Full Grajn Crystal, Oak Sole. .........cccccccceccccecccees 2.15 





SPORT OXFORD Send for Price List of All Styies We Make 


“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WA WELT 


ONE ROW OF STITCHING HOLDING UPPER TO INSOLE THAT 
TWO ROWS OF GOODYEAR STITCHING HOL HOLDING OUTSOLE TO INSOLE AND UPPERL Is, 


TWO ROWS OF GOODYEAR STITCHING SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
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HOSIERY 


ERCHANTS know that 

the carrying of a num- 

ber of lines of hosiery creates 

a difficult stock situation, 

Meets adds to the department over- 

P bli heads, and decreases turnover. 

uDLIC But, of course, “the public 

must be served,” and mer- 

Demand chandise must be provided to 
meet the public demands. 

Few lines parallel public 
demand so closely as Gordon, 
and probably no other is so 
all-inclusive of every needed 
item in every grade. The 
Gordon line practically has 
been designed by the public, 
as it is a direct answer to the 
expressed desires of thousands 
of customers as studied by 
Brown Durrell through more 
than two generations. 

A hosiery department, com- 
pletely stocked with Gordon, 
can give service that means 
satisfied and permanent cus- 
tomers, and the profit possi- 


bilities of a single-brand stock 
are highly important. But 
where brands_ multiply, 
parallel numbers are bound 
to creep in, and inventories 
increase without bettering the 
assortment presented to the 
public. 

The trade recognizes the 
high, uniform quality that 
has always distinguished Gor- 
don hosiery, but there is 
another thought that should 
be linked with quality in con- 
nection with Gordon: the 
Gordon line is backed by a 
merchandise service which in- 
cludes large reserve stocks 
and facilities for prompt hand- 
ling of customers’ orders—a 
service which is organized to 
meet the practical needs of 
our customers, making it pos- 
sible to promptly meet the 
demands of the public, thus 
effecting greater economies 
and more profits. 


BROWN DURRELL COMPANY 


New York 








Boston 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
OF NEW YORK, Inc. 


A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Grifin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Jalius Grossman, Inc. 
872 DeKalb soci 


BROOKL 
Wm, Henne & : Co., Inc, 
957 — aouaee 


R. H. ‘"‘Deakine Co. 
39 6th Street 
LONG ISLAND CITY 
Horn Shoe Co. 
145 Roebling Street 


BROOKLYN 
F. 8S. Kauder Shoe Co. 
10 Leo Place 
BROOKLYN 


American Shoe Co. 
166 Li treet 


BROOKLYN 
J. J. Lattemann Shoe 
Mfzs. Co. 
st awards Pla 
KLYN 
Maetrich 1 Eyre & Co. 
242 Greene Avenue 


BROOKLYN 
I. Miller & Sons, Inc. 
1 Carlton Avenue 
BROOKLYN 
Morse & Burt Co. 
1 Carlton Avenue 
BROOKLYN 
Pincus & Tobias 
17 Lexington Avenue 
BROOKLYN 
Parisian Shoe Co. 
251 Varet Street 
BROOKLYN 
Perfect snoe Co. 
2941 Atlantic Avenue 


BROOKLYN 
Dr. A. Posner Shoes, Inc. 
141 Roebling Street 


Ro 
1615 st N. Y. Avenue 
BROOKLYN 


Straasburger-Stiles 
Myrtle Avenue 
BROOKLYN 
Chas. W. Strohbeck, Inc. 
309 Johnson Street 
BROOKLYN 
Vogel-Miller 
4th Avenue & — Street 
BROOKL 


s. Waterbury & Son 
, eae 


s. Well, rs Co. 
379 DeKalb Avenue 
BROOKLYN 
Algier Shoe Co. 
138 Broadway, Cor, Bedford Ave. 


BROOKLYN 
Julius Altschul 
220 Varet Street 
BROOKLYN 
Kozak & McLoughlin 
14th Street & Govenor Place 
LONG ISLAND OITY 


George W. Baker Sh Shoe Co. 
343 Classon Avenue 


BROOKLYN 
Baker-Chandler Co., Inc. 
641-649 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
766 Stone Avenue 
BROOKLYN 


J. & T. Cousins 
369 DeKalb sous 


BROOKL: 
John Cramer & Son 
199 oe ~wees 


Bert E. beaks "Shoe Co, 
235 Park Avenue 


BROOKLYN 
D. H. Chandler Shee Co. 
166 Livingston 


i 
DEGEN LIPP, Ine. 
183 Floyd Street 


BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
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eM OOUN CAP YA 
— 





N this era of pretty shoes for women there is a 

marked difference between styles that are 

really beautiful and styles that are merely fancy. 
Brooklyn shoe makers know that difference. 


Stores in which Brooklyn-made shoes are car- 
ried are invariably community centers for real 
style. Such stores are the gathering-places for the 
best-dressed women. Such stores thrive, and 


deserve to. 


The reason is clear: Genuine style and un- 
equaled quality have always been the character- 


istic features of women’s shoes made in Brooklyn. 


Shoe Manufacturers Board of Trade 
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Quality 
Supreme 


HERE seam and curvature pro- 

j] claim the craftsman, quality 
O25} lies. Intangible, invisible, yet 
obvious. Begotten of time and pa- 
tience. Slow to declare itself. Pur- 
suing its own due course; ripening 
into promise, then fulfillment. 


In modern business, quality savors 
of the romantic—years of cumulative 
endeavor, of stern resolve, of unalter- 
able purpose. Viewed in its coldest 
commercial aspect, it bears upon fac- 
tory output and retail sales. 


Nearly half a century has elapsed 
since “Just Wright” Shoes were 
given to the world. During this 
time the worth of every pair has 
been gauged by the inflexible rule of 
quality.. Yearly sales attest to 
the accuracy and integrity of this 
standard. 


If YOU have not yet been able to 


sound, in your business, the keynote 
of greater profits, let us help you. 


E. T. WRIGHT & Co., Inc. 
ROCKLAND, MASS. 


siWright 


ve. oe SHOE 
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. 
Quality Far Above 
the Price 

— The mere fact that the price of Wobst 

No. ; “1 . 4 e 
‘0- Patent Leather Instep Strap Slipper. Shoes is below what you have been 

e t . 8 . . . . 
tv aod Heel, Solid” Leather McKay paying does not signify that their 
e Sewe bs es, a ee . 
et IN STOCK quality is below your standard. 
Sizes: 11%4-2, Heel ...... $1.85 Net 
> Se: FE 8t Saeee.---.- ze Bes It pays to be sure. A postal request 
r (Ankle Strap without Jewel Buttons, will bring you samples that will open 
1g No. 300 your eyes to the truly unusual values 
invole and Heel, Solid’ Leather” Me offered in the Wobst line. 
ay Soles, 
- Seen: Ba’ Woaee '.... "Eee Wee The shoes you get will be exactly the 
re Also ‘Two’ Button instep Straps for same as the samples you see, and they 
. et | will be delivered when promised. 
st 
. 
e No. 600 
S Genuine Glazed Vici Kid Comfort 
Slippers with Leather Insoles and 
5 Rubber Heels. 
IN STOCK 

f $1.60 Net 
) No. 601 
. Same as No. 600, except with two 
> straps. 






$1.75 Net 


No. 602 


Genuine Glazed Kid Oxford with 
leather insoles and rubber heels. 


$2.00 Net 








WOBST SHOE CO. 


411-421 Vliet St. MILWAUKEE, WIS. 
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iS THIS THE I, ? 


YOUR PRESENT VOLUME OF BUSINESS NEGLECTED 

















YOUR POSSIBLE VOLUME OF BUSINESS 


Is there a “Neglected 1/,” 
in Your Business ? 


Out of 105,710,620 pairs of shoes made 
in 1920—33,612,442 pairs or almost 
32% were for children under 14 years of 
age. 


What percent of your sales are to chil- 
dren under 14? Is there a “neglected 
1/3” of your possible customers who are 
walking by to some other store? 








A NORMAL THE ACROBAT 
CHILDS FOOT SHOE FITS IT 





4 Sure Profits you can make with “Acrobats 


The “Acrobat” process is the original Give a thought to building up your children’s shoe de- 

and only genuine patented “double partment. Consider the profits.you can make: 1. On 

welt” process. : . 
immediate sales. 2. On a greater number of repeat 
orders. Children will wear out shoes faster than grown 
folks. 3. In the fact that Father or Mother always 
come to buy the children’s shoes, and give you a 
splendid chance to sell them their own. 4. Children 
grow up, and they will have the habit of coming to 
you for shoes. 


“Acrobats” have been life savers for many a sluggish children’s 
shoe department, and the backbone of numerous modest be- 
ginnings that have rapidly grown to handsome profit producers. 
Send for Catalog 22-S showing low cuts in stock for babies, 
boys and girls, ages 2 to 16. 


eacROBa TP SHAFT-PIERCE SHOE CO. 
SHOES sot Sass Thott ie: Msipstin Men 


Factories at Faribault, Minn. 
" Specialists in Children’s Good Shoes Since 1892 


PATENTED DOUBLE WELT 
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Your Choice of Easter Satins 
In Stock—Ready to Ship 






B 1110 
Code—ETHEL 








B 775 


Code—SQUAB B 700 


Code—ELSIB 








Price List 
B 700—Black Satin Turn, 1 oe, 16/8 
to D, 






B 755 
sue Louis Heel, Bead oO 
Code—MARTHA 2%-8 ee erent cera $3.35 
B 705—Same as above except 12/8 Baby 
EGU TED ccccccvccencesccsceséed $3.35 
B ‘wT = Satin, 1 Strap, 12/8 Cuban 
Heel, B to D, 2% to DEM ccc tecchwand $2.65 


B 760—Black Satin, 1 seen, 14/8 Jr. Louts 
Heel, B to D, 2% to 8....e..esee. $2.65 


B 775—Black Satin Flapper, 9/8 Low Heel. 
B &@ D, SH W Becccceccscccccese $3.00 


B 780—Black Satin Turn, 1 Ay we 16/8 
Full Louis Heel. A to D, 2% to . 83.50 


B 800—wWhite Satin, 1 ae. 14/8 Spanish 
Jr. Heel, B to D, 2% to 8......... 50 


B 1110—Black Satin Turn, 1 Strap, 16/8 
Half Louis Heel. Rhinestone Button, A to 
$3.25 


2 oe . 
D. BY 00 Succccccccccccccesces B 1715 
No. B 340—Same in Brown Satin. Code—MARIE 


B 1145—Same as 1110 except 12/8 Baby 
EQUED TOE ccccccccccescccecsences $3.25 


No. B 335—Same as 1145 in Brown Satin. 


B 1715—Black Satin —— 2 Strap, 12/8 
Cuban Heel. A to D, 2% to 8...... $3.25 


All numbers leather lined, 





B 780 
Code— BAB 

















——Wire Your Order Today—— 


B 1145 
Code-—BEULAH 














Minimum Order A NNAHSON T : 
12 Pair SHOE CO. 2% ve 30 


HAVERHILL, MASS. 
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WELDREST 
STYLE No. 2000 


ERE’S another new WELDREST number made of 
FIBRE SILK, Plaited on Tram Silk. An all silk 
stocking manufactured in all colors as well as two- 
tones and sport effects. Not a mixed yarn. 
The success of WELDREST Style No. 965 offered to the 
trade in November has encouraged us to produce this new 


plaited number as an addition to the WELDREST line. 
Dealers are urged to write at once for prices and sample. 


Always the same fit, charm of style and workmanship, 
which characterize the whole WELDREST line. 


WELDREST Tailored Hosiery with the Broad Flat Seam 
has set trade and fashion agog from one end of the country 
to the other. It has a charm and gives the wearer a royal 
stateliness never before approached in any stocking. But 
that isn’t all: The customer gets Service—WEAR—out 
of these stockings. Style No. 2000 is manufactured along 
the same generous lines of dollar for dollar value as the 
higher priced WELDREST numbers. 


ALLEN HOSIERY COMPANY 
Wayne Avenue and Berkeley Street 
WAYNE JUNCTION PHILADELPHIA, PA. 


Sales Offices and Stock Rooms 
NEW YORK CITY PHILADELPHIA BALTIMORE ALLENTOWN, PA 
288 Fourth Avenue 1009 Filbert St 100 Eutaw St. 529 Hamilton St. 


Mill No. 1—Wayne Junction, Philadelphia 
Mill No. 2—-Germantown, Philadelphia Mill No. 3—Mauch Chunk, Pa. 


Main Office after April Ist, 23rd St. 
and Allegheny Ave., Philadelphia. Look for the broad flat 
tailored s.am 


thdt 


TRADE MARK 


FAMILY TAILORED HOSIERY 














922 
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. T heir Sale Knows No Seasons”’ 








here are real 


“MAIN AISLE” COMFORTS 


6—Black Kid =? Strap Sedat, Gre for immediate business! 


. Lining and Soc Rubber 
Beaded Ornament on Strap and ven 
Pressed Edges. C, D, E. 

No. 62—Same as above only without orna- 
ments. 





These Easiephit one-straps and ox- 
fords can be made up for quick 
deliveries. They are of regular 
Easiephit quality—and they are 
in demand every day! Phone, 
telegraph or write for samples and 
prices today. 





No. 61—Black Cabretta One Strap, Comfort 
Toe, Grey Suede Lining and Sock, Leather We'll gladly furnish merchants 


— ome B, C, D and E. Also made 
wit era oe. . 

with names of our nearest 
wholesalers. 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 


NORTH READING, MASS. 
BOSTON OFFICE: 207 ESSEX ST. 





No. 55—Biack Kid Oxford, Tip, Opera Toe, 
a beautifully fitting Last, Leather Heel, 
Cushion Inner. c ® &. 





COMFORT SHOES AND SLIPPERS 





for 


No. 5—Plain Toe Kid Oxford, Grey Suede 


Lining and Cushion Sock, Catspaw —T ALL THE FAMILY 


Heel, Flexible Sole. Widths B, C, D and E. 
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READ THIS 
Mr. Merchant— 
We Want To Talk To You 


Two thirds or more of these corrective shoe propositions will be 
“flivvers.” If based solely on an effort to unload on you a lot of 
staple shoes, backed by nothing but a lot of “bull,” “bunk” adver- 
tising and half-baked theories, they will die before their eyes are 
open and you know it just as well as we do. 


This does not mean that a few of us with sound underlying merit 
won't go over big. You want and you need the right proposition 
and we have it. 


WE HAVE MORE “STYLE” IN OUR SHOES 
WE STOCK THEM MORE GENEROUSLY. 
WE ADVERTISE THEM WITH YOU—NOT FOR YOU— 


We back up and guarantee every claim and theory we advance. 


You don’t experiment and hold the bag for us. We side step no 
responsibility that belongs to us as manufacturers, and we go fur- 
ther with you and for you than all the rest of them combined. 


Give us a plain fighting chance to interest you as our “AGENCY” 
and if we cannot show you a better, sounder, bigger plan, than any- 
one else, then pass us up and make it snappy. 





Our men are on the road. Agencies are being placed now. 


If you want to hear and see something really constructive, aggres- 
sive, and something unique and new, that you never saw or heard 
of before 


WRITE US NOW 


THE ARCH-AID SHOE CO. 


Rochester, N. Y. 











1922 
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Introducing a New Leather 


VELOURS CALF 


Reg. U. S. Pat. Off. 


P & V Velours Calf forms the high- 
est grade of black chrome-tanned 
calf leather on the market. Manu- 
facturers of high grade shoes know 
the supremacy of this famous 





product. 


A smooth full grain calf leather in 
bright or mat finish, glazed to a 
very smooth dirt-resisting surface. 
Its fine grain and even break are un- 
equaled. 


Specify P & V Velours Calf, for the 
buyers of fine footwear will appre- 
ciate the excellent qualities of this 
leather. 





PFISTER & VOGEL LEATHER CO. 


Milwaukee Wis. Established 184-7 
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IN STOCK 


IMMEDIATE DELIVERY 





No. 206. Griess-Pfleger Mahogany Highland Calf Ox, Goodyear 
Welt, 8/8 Rubber Heel, A-B-C-D, $2.80. 


No. 202. Same as No. 206. In Nut Brown Calf with Imitation Fox 
Mock Welt, 8/8 Rubber Heel, A-B-C-D, $2.80. 


No. 1313. Griess-Pfleger Mahogany Highland Calf Ox, Goodyear 
Welt, 12/8, Rubber Heel, B-C-D, $2.80. 


ORDER NOW 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 
Samples Sent on Request 


Che Rarrishurg Shoe Mfg. do. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES  CWILDRENS SHOES 
OF VALUE 
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The perfected orthopedic 
shoe really supports the 
arch and combines com- 
fort with beauty. Snug 
fitting heel and arch and 
self adjusting movable 
stiffshank give support to 
the needs of the individu- 
al foot. 


These points make 

° ‘ La France Rest 

a 4 Cure Shoe our big- 

In Stock NOW a Ks, gest seller. 


AA-D. Sizes up to 10. 


653 Black Kid Oxford 5.00 
983 Brown Kid Oxford 5.50 
353 White Fabric Oxford 4.35 











Oster. 
fora 4 

Around Heel. 
Wingfoot Heel. 


Weber Union Made Shoes for men combine to the highest 
degree those qualities which the American is to-day demand- 
ing in his shoes at 


$5 to $8 


WEBER BROS. SHOE Co. 


NORTH ADAMS, MASS. 
(Ca York Office: 1328 Broadway, ieee 0) 


SS 
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-s 
No. 2012. KID SANDAL, opera toe, 12/8 rubber No. 402. KID STOCK TIP OXFORD 12/8 
heel, C, D and E $2.10 rubber heel, A to E $3.00 
No 2011. KID STOCK TIP OXFORD, grey No. 205. KID STOCK TIP BLUCHER OXFORD 
leather quarter and sock lining, 12/8 rubber grey quarter and sock lining, 12/8 rubber heel, 
heel, EEE only $3.00 Bto E $3.00 
ma 








8 
\ 
4 
No. 201. KID OXFORD, grey leather quartér No. 406. KID STOCK TIP OXFORD, medium 
and sock lining, 12/8 rubber heel, A to E $3.00 : toe, 10/8 rubber heel C, D and E $2.40 
No. 206. KID OXFORD, 12/8 rubber heel, C, No. 452. KID STOCK TIP OXFORD, medium 
D and E $2.40 toe, 9/8 rubber heel, E and EE $2.25 


W ITH spring approaching rapidly, the time is opportune for featuring low- 
cut comforts. Above we offer a few In Stock suggestions—made from 
dependable materials, priced to bring business. Our complete In Stock catalog of 
26 styles will prove itself a valuable aid. Write for it today. 


H. K. GARDINER COMPANY 


680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 














34 
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TWO STYLES THAT SELL 


RAE present two popular oxfords that sell 
4 APA readily at popular prices. Made to order 
‘nthe “W &C” factory that keeps going through 
good times and lean because of the lasting pres- 
tige of this line. 








Style E-28 


A leading staple high grade White 
Beechtex Welt Oxford Strand last. 
12/8 Heel. High arch. Goodyear 
Wingfoot Rubber Heel. 


White Welt and Heel, Oak Sole. 
Price, $3.25 





Style E-219 


Victoria Brown Calf, Welt Oxford, 
Cambridge Last. 7/8 Flange Heel. 
Goodyear Wingfoot Rubber Heel. 


Price, $4.00 


WISE & COOPER COMPANY 


AUBURN, MAINE 
Boston Office: 166 Essex Street New York Office: 127 Duane Street 




















= 
— 
2 
— 


iN 


sayy 
J } if 


) wa 


p R 


{ 


LU 














y - 






































$$ 





—3 





































































































































































































































































































Hk Tacerren AHN 











een 
—_ 
—_— 


| 












March 18, 1922 





36 BOOT AND SHOE RECORDER 
SESESESESESESESE SELES SESE LES ESE EEE EEE EEEELELES ESET ESET ESET ET Ty 








The Logical Sole Leather for the 
Big White Season 


DVANCE fashions, throughout the win- 
ter season at Palm Beach and Pinehurst, 
have favored strongly Vaughan’s Ivory 

Sole Leather. With the advent of spring, the 
nation-wide demand will be: “good white 
footwear with durable white soles!” 


SECEEESESECETS 
EEEEEEEEEEEEELSE 


+ 


seterees te 


+ 





SESEEEECETES 
EEELEEEEELS 


Trade Mark Registered Write to your manufacturer today, and ask 
VOSSSSSESESSS him to use Vaughan’s Ivory—the sole leather 
that’s white clear through and needs neither 
paint nor spray. 


GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 


EEEEEEELELEEEEEELELELELELELESESEESRESLEREEELEEEESED 
FEEEEEEELEEELEEEELEEE EE EEE EEE EEEEEDEEEEEEEELE EERE 


SEECESESECE SESE SESE 
EEERELEEELEEEELE ES 


+ 
PEE¢SSEEEESE SEALS SELES EL ELES SELES E SEES SS EEESS SEE EESSSEEESS SSD 


gteeeresresrestestesteseebersteatt eee teetsttetestesstttttsttttt 


VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
= C.VAUGHAN 


ween 
MASS. y 





ek wim has ht plato lather fe ee. 
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“Just Natural” 


~is the best explanation 
we can give of the new 


| | Noo 




















HE stiffened braid forms the tip—no metal 

is used. No more cutting of silk hosiery and 
fine dress fabrics. There is a uniformity of color, 
too, that appeals to particular people. 


In Natural Tip you obtain the last word in 
shoe lace braiding and tipping. | 
Made of finely mercerized cotton and pure 


silk thread. 








Sold by Findings Jobbers Everywhere 
HUTMACHER BRAIDING COMPANY 
Clay and Chestnut Sts., Paterson, N. J. 


Pure Silk Thread Laces with Natural Tips are now in the 
hands of distributors 











Kindly advise us who is our nearest distributor of Natural Tip Laces—or better still, have him send the following: 
Color Desired _ Gross 27” 30” 36" 40” 45" 54” 63" 72°. 81° 


No. 200 | - | 
Round 


No. 400 
Narrow Tubular 


No. 960 
tin. Tubular Silk 
No. 970 | “ | 
% in. Flat Silk a | | 














| 














Black—Color 81 Dark Brown—Color 95 Medium Brown 





Name 


City and State 





Street and Number 
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Lacing Hooks for Children’s Shoes 














ANUFACTURERS can readily 
supply your children’s foot- 
wear with the handy shoe hook. 
Merely specify shoe hooks on 
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ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as the 
lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 


OU know how easy it is to sell foot- 

wear that meets the particular re- 

quirements of critical women shoppers for 
their children’s needs. | 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “‘lace ‘em up himself”! 


your next order and you will 
be certain of meeting the popular 
demand. Insist on having what 
you want! 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 
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il| Formative 


| Shoes 


for Women 


: 

deni 

1h | N Formative Shoes for women we 
' are hammering home the prin- 

ciple that shoes which are good for 

i the feet can be made attractive. 

















We are proving it is an exploded 
theory that style and comfort do not 
go together. Formative Shoes make 
them synonymous. 


Correct style and attractiveness 
give zest to the principles of correct 
| and sensible fitting built into every 
i pair of Formative Shoes. 


Successful dealers everywhere 
have found this out. And they find 
the full range of Formative models, 
‘ oxfords and boots, black and colors, 
including white fabric oxfords, emi- 
nently suitable to their local de- 
mands. 


















All Styles Carried in Stock 
Send for Literature and Full Details 

















LYNN 























ou rug D 

































Style 96 













COTTER SHOE COMPANY 


MASS. 





Solid 
heel. 


$5.85 


No. 32— Same, 
except made of 
Black Kid 


$5.00 


Made of White 
Reechtex. 
Leather sole 
and heel with 
rubber top-lift. 


$4.10 


All Styles In Stock ’ 
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CARPENTER 


Soft Soles 


Ns 


Self Starters 





Style B 100 
White or Patent Mary Jane. 
Sizes 0 to 4. $7.00 Doz. 


Style B 105S 
Black, Pearl Gray or Tan Elk- 
skin. Sizes 1 to 4. $9.00 Doz. 





“The House Without a Competitor 


When in need of the better grade §_ Leading physicians advocate the use 


’ 4 of our “SELF STARTERS” to 
. — ts 4 en y “ec at strengthen the muscles and properly 
ally in or the ss form the feet of infants learning to 


PENTER LINE.” walk. 


40 Styles Carried in Stock for Your Convenience 
75 Styles and Combinations Made to Your Order 


Send for descriptive price list— 


Complete line on display at our branch offices. 


NEW YORK OFFICE: CHICAGO OFFICE: 
Marbridge Building Earnslaw Sales Co. 
34th and Broadway 325 West Jackson Boulevard 


What will be the result of carrying “CARPENTER” SOFT SOLES and “SELF 
STARTERS” in our Infants’ Department? 


Answer—Repeat Business, Satisfied Customers, More Profits and the satisfaction of handling 
High Grade, clean merchandise. 


Ge ARPENTER SHOE (OMPANY ofc 
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Bee me hel hel ate ope ae ake) opel be! ote opel kel ate ote ke! ote) shel hel oe she] be abe she] she) ote] shell obe  ote | ote) beat ote) be) ote shed be ae ie oe 





oe oe she she ote ke te ate 


WHITE BUCK WHITE EVECLOTH 
MILITARY HEEL SPORT OXFORD 
BUCKLE STRAP PUMP PATENT.SADDLE BAND 

PATENT LEATHER TRIM TIP and HEEL STAY 


VAUGHAN’S VAUGHAN’S 
Ivory Sole and Heel Ivory Sole and Heel 


Palm Beach Certifies — 
These 


Newest Sport Styles 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORIES 
407 BRIDGE STREET 
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Graceful Lines in the Counter 


A SHOE derives its shape primarily from the last. Of 


equal importance, however, is the selection of those 


Hub Pigskin Counters are made leathers and parts which conform to the last and truly in- 
rom rime Sséiecte eather— . 

taken only from the Hub terpret the design. 

Reservation. 


The permanent appearance—the holding of shape under the 
strain of wear—is absolutely dependent upon the parts which 
make up the shoe. 


Take the case of Counters. Hub Pigskin Counters not only 
fit snugly to the last and conform perfectly to graceful lines 
in the original design—more important than that is the way 
they hold those lines permanently. They not only add to the 


HUB 
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Graceful Lines in the Shoe 


life of the shoe, they add a real style factor which lasts until 
after the shoe is worn out. 


View the Hub Pigskin Counter from any angle. You will be 
impressed with its graceful lines. Examine the shoe of which 
it is a part and you will see how well it fills its intended pur- 


pose—in a new shoe or a shoe that has suffered the hardest 
Reg. U. 8. Pat. Of. 


kind of wear. 
PIGSKIN 


A. C. Lawrence Leather Co. 
161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LouIS 
ROCHESTER CINCINNATI MILWAUKEE 


_PIGSKIN 
COUNTERS 
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Petrte 


A rmort reds 


Add a finishing touch 
to Women's Shoes 


OMEN are becoming as enthusiastic Petite Armortreds for Women are the result 
rubber heel wearers as men. of patient experiment for the best rubber heel 


And when you find, as we have by careful for women, from every standpoint. 


experiment. that women are hardest on rubber 
heels, the possibilities (and problems) are so If you ask for them on your shoes your cus- 


vast that no honest heel manufacturer can tomers will remember the service they give. 
neglect them. 


. Every month more women become rubber heel converts. 


. Women demand many heel styles—again increasing the 


market. QUABAUG RUBBER CO. 


. Women are ‘fussy’ about dress—they want their heels 


strarght and true. NORTH BROOKFIELD., MASS. 


ARMORTRED 
SPORT SOLES 
and HEELS 
have the same 
character and 
quality as 
ARMORTRED 
HEELS 











ARMORTRED 


SOLES AND HEELS 











122 
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Shoe Mileage in Comfort 


Report from a anes en 


Goding Dealer Relt-Keliven Co 
Seat 


Oct. 20, 1921. 





Goding Shoe Gompany, 
Chicago, Ill. 


Gentlemen: 


le think you will be interested i 
ing the at We recently 1-4 yo a p Ay of 
your Stock No. 519: Havana Brown E: 


This pair of shoes me qe anny tn 3 June 
to a student at Coe College, ir. 

account of an injury to his r: right hand Mr. mL, 
could not work during wacation and as his funds were 
limited put $40.00 in his pocket, put on his Goding 
Vici Kid Shoes and turned his face to the wes! for 
a hiking vacation. 


He tremped through Omaha, accross Nebraska 
and Colorade to Denver and Colorado Spr: Prom 
Colorado Springs he took a trip up Pikes oak making 
the trip in 5 hours and 15 minutes and would have made 
it in flat 5 hours but he played good Samaritan to 
@ traveler who had collapsed on the last half mile. Mr 
Karben made the trip down in record time of 2 hours 
and 15 minutes, 


es a> Springs he da to Chey- 
and Lara returning to Cedar Rapids havi: 
walked oes 3,000 miles in 7 weeks. His bedt days 
Mileage was 70 miles in 14 hours from Jules’ Colo. 
pam oumsians Westons record. He returned to Cedar 
mentee @nd wore these shoes until the opening of the 
lege year and after over 4,000miles of travel thru 


resoled and Mr. Earben states that the original soles 
wore twice as long as either of the others, 


We think it no more than fair to report this 
qupsutanee “oo Goding shoes and can Glso state that 
6 months time Be have yet to ag “dos our first com- 
‘ piaint on shoes from your Chicago factory. 


These shoes were “broken Photographed without stuff- 











in” on a 3000 mile hiking ing. They still hold their 

trip and have seen long shape! Not a break in the — FAG 4 

service since. uppers! The leather is still OPFRON CO. 
soft. 





When Mr. R. E. Karban,a Here they are, ready for 
student of Coe College, more work. The photo was 
bought the pair of Goding not retouched to make this 
Shoes pictured above, he picture. 

started right out on a seven 

weeks hiking trip, covering The Rall-Koffron Co. of 
more than three thousand Cedar Rapids, Iowa, who 
miles through Iowa, Ne- ‘Sold these shoes, say that 
braska, Colorado and Wyom- they have yet to receive their 
ing, over good and bad roads first complaint on Goding 
of all sorts. Shoes. 


That was last summer. The shoe that Mr. Karban 
Since then they have seen wore is No. X519. 

long service, being used 
daily on hikes of from five 
to fifteen miles. 






R. E. KARBAN 


They have been  resoled 
twice. The original soles 
outwore the other two. 








New In-Stock Catalog Now Ready No. X519 
" In Stock. 
Write for It : Brown Kid Bal. 
Prince Last 


Second Grade 
All Solid Leather 


The GODING SHOE COMPANY Paps 


BCD 
833-855 W. Chicago Ave. Price $5.85 
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BEACON 


THERE ARE NO BETTER 


SHOES 


~~ “Smart Easter Oxfords” 
In-Stock 


The irresistible appeal of these snappy Beacon oxfords 
will attract many young men at Easter time. There’s a 
trimness that isn’t found elsewhere at these prices. 
They'll fit well, look well and wear well—what more is 
needed to make permanent customers of those who buy 
at this time. 

Send for catalog and prices. 
































is 
ca 


m7 


No. B5019— 

Penn last. 

Chippendale 

Russia Oxford No. BS030—King last. Chip- 
Goodyear Wingfoot Rubber Hel, C-6 pendale Blucher Oxford. Good- 
to 11; D-5 to 11. Price ....82.60 year Wingfoot Rubber 1 Heel. D 


Russia Oxford, Square Wing Tip. No. B5O32—Same in Gun Metal. and E-5 to 12. . 83. 


soptrene Wingfoot Rubber Heel. 
v No. 5033—Same style in Black 
gdh pdindbeedegt S| Pony Kid. Price 83.60 


No. B193—Proxy last. Morocco 





a Oe 


No, B194— 

Swag last. 

Morocco Rus- 

sia Oxford. ‘ 

Brass eyelets. Goodyear Wingfoot 

Rubber Heel. B-6 to 11; C and No. B&332—Ace last. Morocco 

2s to 11. Cue Oxford. Four SH 
No. B5031—Ace last. Chippen- rice stitching. oodyear ngfoo 
dale Russia Oxford. Goodye No. B115—Same as No. Rubber Heel. A-7 to 11; 
Wingfoot Rubber Heel. Gua Metal with invisible eyelets. 11; C and D-5 to 11: 
11; D-5 to 11. Price.... 84.10 
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F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 





18 South Wells St. Ct eee a Me Manchester 
Chicago, Ill. oa IS ; : eee am) New Hampshire 
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The Old Reliable Line 
BERRY’S COMFORTS 








Stock No. 3606 Stock No 2322 


Kid Oxford—Kid Tip—Rubber Heel, Kid Oxford, Plain Toe, Leather Heel. 
76 Last, Turn. 79 Last, Turn, Combination Last 


PUR sievicavwes cca $2.50 is. MUP EECETELECEE TCT $2.50 


IN STOCK 


MORE THAN 50 NUMBERS 


SEND FOR NEW CATALOG, NOW ON THE PRESS 


A. H. BERRY SHOE CO 


BOSTON OFFICE 428-430 ALBANY BLDG. 
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ee Mack of Quality and | 


the Seal of Protection 


@ 


>. j 


SpRINce STEP 


Rubber Heels 


eg! shoe merchants today specify 
U. S. Spring-Step Rubber Heels on 
their leather shoe orders because they are 
aware of the true merit of these heels. 


They know too that the UV. S. trade-mark 
which identifies the heel to the customer 
is a real merchandising factor. 


U. S. Spring-Step Rubber Heels help sell 
the shoe. Specify them on your leather 
shoe orders. 


United States Rubber Company 
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“No. 2165” 
In 
Stock 







-) 
a 
i 
£ 

4 
re 
4 

ry 


s 
St 
Ses) 
3) 


ies 


Phy? sf fad / 


Bice D ar 
x} 
or 


ais 
C589 . 


apes a 
4 
SOKO 





Style 2165 
Ruby Red Calf, with orange stitch- 
ing. All leather. 

Style 6165—Same, except a Bal 
“Wingfoot” rubber heel. 


A PP SHh r 6 TE) 
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Soren 
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| igs the group of men’s styles characterized by smartly- 
placed rows of perforations this Bates No. 2165 is a 
demonstrated leader. 





(som. 


N 


/ sy * 4mAy WP PR apm 
r D3 LI Wt Oe Wwe p “ a oan wah diey 4p “e nf ag 
Se p Pad he eperpinamainnts ts alee = earths (= Sp Ee Be wy wc mrperes sh 


LOVE APS NWT SEN AS 
ee nett PD ogre? & 


ve 


Wes Ppt, st 


It typifies Bates’ successful campaign to put distinctive- 
ness into men’s footwear. It represents the pleasing maxi- 


xr tanta are aed im a pasha 


mum of this spring’s ornamentation of shoes for young and : 
middle-aged men. A 
“a s 

No. 2165 and its companion high shoe No. 6165 in rich 4 i 
Reddish Tan Calf are merely two of the eighteen styles of a 
desirable shoes for men carried in full size range for instant ae 
shipment to Bates dealers. Our stock facilities are now at : é 
the maximum. ny 
You should have the new Bates in-stock catalog, just out. it 


be BY OPN Be Oe 


Thane oes 


We irae toe OY Les 


Mailed free. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 


= menponrennbguen tps ae, 


NS SONE < 


Pacts. 
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Johnson’s Easter Favorite 


Style No. 5&78—Patent leather 
one strap with imitation tip. Made 
on No. 118 last. 14/8 heel. Medium 
narrow toe. 


This patent leather pump with the wide strap and the 
single button is the prevailing style for “smartness” 
in popular demand this spring. 


The trim last and perfect fitting pattern with neatly 
perforated lines is characteristic of the Johnson Bros. 
line of Spring Novelties that offers your trade all that 
can be desired in “up-to-dateness,” yet these shoes 

- are built on the quality basis that has made this house 
known and respected for many years. 


“Send for samples and prices.” 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 
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BOSTON, 183 ESSEX ST. 


ORDER TODAY ON 


Another showing of “‘Dalton” Sport Shoes by Kenneth Rich- 


Ruth Amos and Frank Lyons, leading artists of the 


“Brockton Players,’’ considered the best stock company in 


New England. 


Our: new catalogue, showing five styles of “Dalton” 
Sport Shoes is now ready for mailing. Ask for your 
copy. 


THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 


BROCKTON, MASS. 
NEW YORK, 651 MARBRIDGE BLDG. CHICAGO, 706 SECURITY BLDG. 
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CONSIDER 


Quality of Materials as Well as Price 


YOU’RE SAFE IN SELLING LA CROSSE MADE KID 
SHOES FOR MEN 


ALL SOLID GOODYEAR WELTS 

TOP GRADE OAK SOLES 

TOP GRADE GRAIN LEATHER COUNTERS 
SOLID GRAIN LEATHER INSOLES 
SURPASS KID UPPER STOCK 


. 820—Men’s Black Kid Lace Bal. 


. 825—Men's Black Full Quarter Blu. 
Widths C, D and E 


. 812—Same as 825 with Cushion Felt 


Insole 


. 822—Men'’s Chocolate Kid Lace Bal. 
Same as No. 820 


. 853—Men's Black Kid Pl. Toe Bal. 
Extra Wide 


RV 








FIVE STAPLE STANDARD 
SHOES REPEATERS ALL 


We've Been Making Shoes For Over 
Thirty Years 
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SAMPLE A CASE 
SEND FOR CATALOG 





LA CROSSE BOOT AND SHOE MFG. CO. 


HEADQUARTERS BLOCK, LA CROSSE, WIS. 
AKNAAAAAAAAAAAAAAAAAAAAAAAAAAAAA A 
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Beaded Shoe Ornaments 
and 
Buckles 


wy 
AEA 


ATL 














Z = = 
A New Slide 
Ornament 


MMMM MT AT 


The ornament illustrated here 
is one of the most effective of 
all our recent numbers. 


yay 


It exactly fits the requirements 
of the present prevalent style. 
It is supplied in all colors and 
combinations and it is mod- 
erately priced. 


HHH 


It makes a good dollar seller 
for you. 


TAMARA A 


In ordering, state color com- 
bination desired. 


Tippy 
| 


We also have 8 stone rhine- 
stone buttons in stock at $2.75 
per dozen. 


French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 


HTT AA 
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No. 1344 
Jet and Steel 
Brown and | 

Gold | 
Steel and Jet | 








| 
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THESE LATEST 
STYLES 


NOW ON THE FLOOR 


for 


IMMEDIATE DELIVERY 














1904 


No. 1904—Women’s Top Grade Pat- 
ent Colt Vamp, Brocaded Quarter 
and Strap, new 15/8 Spanish Heel, 


New Process Flexible Sole. A, B, C, 
WEND csccoccccsecccccecepe 85. 50 


No. 1903—Same Pattern in All 
Over Patent Colt............. $5.25 


No. 1905—Same Pattern in Patent 
Vamp, Gray Nubuck Quarter. ..$5.50 


3904 


No. 3904—Black Patent Leather 
Vamp, Gray Ooze Quarter and Strap, 
Celluloid Covered Military ss 
Very Flexible Sole. A, B. C, 
WEED ccetecceccopeveccesed $3.75 


No. 3903—Same Pattern in All 
Over Patent Leather One Strap, 
P Leather Military Heel, Flexible sole. 
Bb Sb. OD SE wccccccvcsees $3.00 


Novelty Shoe Co. 


“True to Its Name” 


32 S. Wells St. 
CHICAGO 
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White Linen Pumps and Oxfords 
IN STOCK 





SIZES AND WIDTHS 


No. B-491— White Linen No. B-438—White Linen 
Strap Pump, 222 Last, Oxford, 223 Last, Ivory 
14/8 Covered Wood Sole, 12/8 White Heel, 


Cuban Heel, Welt. Welt. 


$4.50 $4.15 











Terms: Net 30 Days 
Write for Stock Catalog 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


TOUUERUOUOUSRODOOOROQCUOUEEEOOUSEOOOU0URNOGOEUREOOUS0E0000000000000000000E0U000RU000NEUERROOUUEREROOOEEOOOODEOOOOUEEROOOUEEOOOUEEOOOOUEEOOOUORROOUOEEOOOUEROOOOOORE 








Several 
Sightly Staples 
-In Stoek 


STITCHDOWN , 2 2% McKAY ‘a 
Bik. Gr. San. Hy. sole 4 210 Gun Metal Ox. wide toe, wedge 1.15 
733 Tan Lotus Sandal f ‘ re E ° 210H Gun Metal Ox. wide toe, heel 
1210H Gun Metal Ox. Eng. toe, heel 
2733 Mahogany Elk Sandal ST 212 Patent Ox. wide toe, wedge 1.40 
720 Bleck Calf 8 212H Patent Ox. wide toe, heel 
, mck Calf Sandal a . 1212H Patent Ox. Eng. toe, heel 
762 Smoke Sandal f ° lf . 214 Mahogany Ox. wide toe, wedge 1.20 
214H Mahoginy Ox. wide toe, heel 
736 Tan Lot. Ox. imt. tip, lined 1. : 2 6! 31214H Mahogany Ox. Eng. toe, heel 
. 216 Black Kid Ox. wide toe, wedge 1.25 
746 Bik. Ox. imt. tip, lined , . 2% 216H Black Kid Ox. wide toe, heel 
726 Tan Lotus Ox, imt. tip d Or . 1216H_ Black Kid Ox. Eng. toe, heel 
766 Mahogany Elk Ox. unlin. 9° J af J 612 Patent Instep Strap, wide toe, 
b ; wedge 1.15 
S826H Tan Lot. Ox. imt. tip, 612H Patent Instep Strap, wide toe, 
Narrow toe TE heel . 
S1GRH Cherry Lotus Oxford, 1612H Patent Instep Strap, Eng. toe, 
rubber heel heel 

















723H Tan Lotus Sandal, heel 


731 Tan Lotus Pump 


614 Mahogany Instep Strap, wide 
‘ toe, wedge 
Hagerstown Shoe & Legging Co., Inc. —®14#_ Manozany Instep Strap, wide 
1614H Mahogany Instep Strap, Eng. 
heel 


Hagerstown, Maryland, U. S. A. toe, 




















POeUUUUOOAAAA eee ceeeeeeeceuuacoceoeeeeeeeeeeeecocosossessseeseeeesuiniiiiussneseeeAE 





March 18, 1922 


NOW IS THE TIME 


to place your order for 


IMMEDIATE DELIVERY 


On Spring Shoes and Oxfords from Stock. These 
are Four of the New Styles Just Added to Our Large 
and Complete Stock Shoe Department. 


Big Boys’ Run Sizes (6-8) Now In Stock on All Boys’ 
Welt Styles. 


We have put in stock four styles of Welt oxfords 
for the benefit of our dealers who can now size up 
on oxfords as they need them. Two styles come in 
Gents’ and Youths’ sizes, and two, which are illus- 
trated, come in Boys’ and Big Boys’ sizes, all Good- 


year Welts. 


Every line in our stock shoe department is a LIVE 
ONE. A big seller. A quick profit maker and a 
proved quick mover with our trade. All are ready 
on hand, with complete stocks of sizes, so we can fill 
your orders WITHIN 24 HOURS AFTER THEY 


ARE RECEIVED. 


This facility for getting quick deliveries on orders 
has been a big factor in the growth of our business. 
Don’t overlook the importance of this service. It 
prevents all delays and doubles the value of a “size 
up” stock line accommodation to the dealer. 


Send in your order. Do it today. Then watch how 
quick the shoes arrive. Many shoes—a majority— 
go out the same day we get the order—all within 
24 HOURS. Send in your order NOW. 


STYLE S364—Boys’ and Big Boys’ Select Brown Calf 
Skin Bal Oxford. Goodyear Welt, on last 301 ENSIGN, 
JR. Perforated vamp and quarter, good weight oak leather 
soles, Wingfoot rubber heels. One of our best oxford styles. 
IN STOCK B, C and D WIDTHS. 
Sizes 1-6 Boys’; 6-8 Big Boys’. 
Price, Boys’, $3.50; Price, Big Boys’, $3.95. 


STYLE S363—Boys’ and Big Boys’ Brown Russia Bal 
Oxford. Goodyear Welt, on last 304 MARNE, JR. Good 
weight oak leather soles, medallion tip, Wingfoot rubber 
heels. A snappy shoe over a big selling boys’ last. 
IN STOCK B, C and D WIDTHS. 
Sizes 1-6 Boys’; 6-8 Big Boys’. 
Price, Boys’, $3.25; Price, Big Boys’, $3.75. 


STYLE S357—Boys’ and Big Boys’ Brown Russia Bal. 
Goodyear Welt, on last 304 MARNE, JR. Perforated vamp 
and quarter, good weight oak leather soles, Wingfoot rubber 


heels. A very popular style on our biggest selling boys’ 


last. 
IN STOCK B, C and D WIDTHS. 


Sizes 1-6 Boys’; 6-8 Biz Boys’. 
Price, Boys’, $3.40; Price, Big Boys’, $3.85. 


STYLE S360 — Boys’ and Big Boys’ Brown Russia 
Blucher. Goodyear Welt, on last 425 BPXETER. Heavy 
ouk leather soles, Wingfoot rubber heels. A good boys’ 
shoe on big selling Exeter last. 
IN STOCK B, C and D WIDTHS. 
Sizes 1-6 Boys’; 6-8 Biz Boys’. 
Price, Boys’, $3.25; Price, Big Boys’, $3.75. 


These are just a few of our new Boys’ styles. Write for 
our latest broadside showing all styles, old and new, of 
Roys’ and Big Boys’, Gents’ and Youths’ Welt and Mc- 
Kay Welt styles carried in stock. Complete line of 
staple Boys’ shoes, also Canvas Sport shoes and dress 
oxfords in stock for Spring. Write us today. 


THE EXCELSIOR 
SHOE COMPANY 


Portsmouth, Ohio 
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BRANDED OR UNBRANDED 


| FOR MEN AND WOMEN 
STOCK STYLES READY NOW 


PRICE $5.60 


B-920, Men’s Blucher Oxford, P. & V. Dark Brown Kid, 
Single Sole, Wingfoot Rubber Heel, “High Sign’’ Last. 
Widths A-D. 


PRICE $5.75 


B-972, Men’s Oxford, P. & V. 104 Tan Calf, Single Sole, 
Goodyear Wingfoot Rubber Heel, “Our Advice’ Last. 


New Stock Catalog is ready. We await your request. 


Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


NEW YORK—1i27 Duane Street ATLANTA—238 Peachtree Arcade 
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Diamond Brand 
Fast Color Eyelets 


Superior to all others. They 


never wear brassy. 


United Fast Color Eyelet 
:: Boston 
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STETSON SHOES 








Selling a high-grade shoe 
means more than merely 
a sale and a profit. 


It means establishing a rep- 
utation. It means becoming 
known as a quality mer- 
chant. Some people can- 
not afford to buy Stetsons 
but even these people are 
glad to buy where Stetsons 
are sold. 








The Stetson Shoe Company 
SOUTH WEYMOUTH, MASS. 


NEW YORK CHICAGO 


BUSH SALES BLDG. MARQUETTE BLDG. 


130 West 42nd St. Dearborn and 
Adams Sts. 


BOSTON 


LITTLE BLDG. 
Cor. Tremont and 
Boylston Sts. 








SS. 5. 
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INFANTS AND CHILDREN’S 
FOOTWEAR 


White Moccasin with 
White, Pink or Blue Rib- 
bon and French Knot 
Trimmings. 

$9.00 a Dozen Pairs 


No. B 371 
Patent Four Strap Sandal 
4-8 Spring Heel ..$1.70 
8%-11 Spring Heel. 2.25 


No, B 379 
Same in Brown Patent 
Leather. 


_ high 
class appear- 
ance and satisfy- 
ing quality appeal 
to every class of 
trade. 


Infants’ shoes of 
the sure - to - sell 
sort that bring in 
daily trade and 
profits. 


If you contem- 

plate building or 

enlarging a chil- 

dren’s department, 

we suggest that 

you write for our 
Style Book for 
helpful _ point- 
ers. It is print- 
ed in colors and 
lists all stock 
styles. 


J -J - Mac MASTEI 
ROCHESTER ,N-Y. 
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An Experienced Stock Room Manager Says: 


“Vic Colore always 


AUN ony uniform in 











aelection, and are. 
ory easy bo malch.”’ 





ERHAPS you sometimes have dif- 

ficulty in securing shoes, on sizing 

orders, of the same exact color as they 
originally came in. 
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F your manufacturer uses colored 
VICI KID* you won’t encounter this 
difficulty. 


N a number of very large shoe fac- 
tories, cutters state that TOBACCO 
BROWN VICI KID is as easy to cut as 
BLACK, thus eliminating the necessity 
of “match marking.” 


*It should be strictly borne in mind that the only VICI KID is made solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA PENN. 
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WEARING QUALITY 











@ flO satisfy the pressing demand for 
f satin shoes, you may be tempted to 





buy satins of low quality. 
Think twice before you do so. 


The best policy is to use the best you can 
get—and tell your retailers the brand 
you use. : 


“LOOK FOR THE NAME IN THE SELVAGE” 


Skinner's 
Shoe Satin 


in Blacks and Colors 








WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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Listen to An Educator Shoe Sale 


A voice giving a size—the rustle of wrapping paper 
—the clang of the cash register—“Thank you”—the 


door clicks shut. 


Now does that sound like selling ordinary shoes? 
Does is cost like selling ordinary shoes? 


But there’s more to an Educator story than sales 
time and cost saved. Do you realize how smitall a 
stock of Educators you may carry? How little money 
you have to keep tied up? 








Educators are always in stock. You can “size in” 
frequently—buy in smaller quantities—~and keep your 
stock moving rapidly because deliveries are made with 


a never failing promptness. 


You buy Educators when you need them—not a whole 
season in advance. This gives you more real work- 
ing capital when you need it. 


Rice & HUTCHINS, Inc. 


10 HIGH STREET BOSTON, U. S. A. 
OUR NINE AMERICAN DISTRIBUTING POINTS 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 
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A Big Easter Business Ahead 


The Recorder Finds Promise of an Exceptional 
Business in Stylish Footwear 


of the country, insofar as demand and sale 

of footwear is concerned. It can be 
termed “typical of human nature” in the example 
we explain herewith. A study of footwear made 
on six of its principal streets at different hours 
over a period of a week, show one salient fact that 
may be paralleled in every other city in the 
country. 

Merchants are willing to give New York credit 
for being the dressiest city in the country. This 
is a general characterization of stylish New York 
and here are the facts: In this observation over 
this period of time, in fair weather, the footwear 
worn by the masses was found to be 40 per cent 
below a similar census taken a year before. And, 
when we say 40 per cent below, we mean that the 
appearance of the footwear was such that well- 
dressed feet were less in number by that per- 
centage. The footwear of both women and men 
had too great a percentage of worn down heels, 
well worn uppers and the appearance of having 
been on the feet longer than the average length 
of time such footwear could remain presentable. 
It indicates one thing—that the people of New 
York will need shoes for Easter. When a style 
city like New York mirrors such a low average 
of good-condition footwear, what can be said of 
the national average? The same conditions pre- 
vail in women’s shoes as in men’s, also in chil- 
dren’s footwear. 

People are in need of new shoes. You can sense 
this yourself if you stand on the corner of a busy 
thoroughfare and study footcoverings.. Galoshes, 


N EW YORK CITY cannot be called typical 


instead of preserving footwear over the winter, 
making them useful for spring, have in many 
cases helped to wear out the uppers, especially in 
satin and patent. The big thing to look to is the 
condition of the footwear of the general public, 
and then to estimate what that condition means 
to your store. 

The coming of spring has always stimulated 
buying, for a survey of your own business in the 
last twenty years will show that Easter week is 
the biggest week in the history of years of shoe 
selling. The temper of the people towards buy- 
ing has improved. Our Washington letter this 
week shows that the federal observers are of the 
opinion that spring months will witness an era of 
great activity in trade. We want you to read 
the analysis made by our Washington representa- 
tive in this issue. 

The sag in retail business noted during the 
months of January and February put a damper 
on most merchants ordering shoes for spring. 
Those merchants who did place adequate orders 
in December and January are going to have shoes 
to sell to the Easter public. The shoe trade has 
learned one thing, that a shoe out of style is 
worthless as a foot covering. The intrinsic value 
in leather and wear is there, but the public inter- 
est is not. The hold-over footwear from last Fall 
has a sorry chance of selling for Easter, in those 
cities and towns where style sense is acute. 

A knowledge of style values is, as the RECORDER 
has often said, equally as apparent in the smaller 
towns in any part of the country as it is in New 
York, Chicago or Los Angeles. We are getting 





66 BOOT AND SHOE RECORDER 


a style consciousness on the part of the whole 
public which means the millinery method of mer- 
chandising. Some shoe men of the old school 
figured that as long as a shoe had wearable leather 
in it it was salable at some one price. They have 
learned, through their long toe and Louis heel 
experience of the past two years, that the shoe 
out of style is valueless. 

The Easter outlook is very encouraging as far 
as styles, patterns and materials are concerned. 
We have no radical types of footwear likely to 
throw the shoe store out of line of the buying 
impulse of the public. 

The patterns that most merchants selected in 
December and January are of excellent style value 
in the pre-Easter selling period. There is the 
sport type of oxford that has a distinctive pat- 
tern, but it is so generally stocked in stores that 
it is thoroughly safe as an Easter and Spring sell- 
ing proposition. The one-strap effects are good 
and salable. The new cutouts with sandal type 
heels have a place in feminine footwear that will 
carry them through the summer. Never has the 
merchant been in a safer position on his new mer- 
chandise than he is now, in this spring selling 
season. 

We will say nothing about the average 25 per 
cent of stock that is of old style vintage, for 
every merchant realizes that each day’s holding 
of that merchandise makes it less presentable 
to the’public, even its cost price. 

Business is opening up. Already the first 
weéks 6f March have shown a volume of sales, the 
colintry over, that indicates to some experienced 
observers that, may be, the total volume of buying 
by the public for Easter will be so great as to 
exhaust the average store’s supply of selling sizes 
on new styles. Let us hope that the trade does 
not duplicate what happened a year ago, when 
there were not enough smart patterns to satisfy 
the wants of the Easter public. The shoe industry 
was short of shoes for last Easter’s_ business, so 
it is up to you to study your wants now for those 
immediate shoes which you will need to get this 
extra Easter business. 

If the public impulse is towards new attire for 
Easter, don’t let the hat, cloak and shirt stores 
get all the apparel money for shoes and hosiery 
are the logical expressions of a new season’s open- 
ing. If it is competition with other articles see 
to it that you get yours. 





Taxation 25% of Price 
The American business man has learned “that 
the power to tax is the power to destroy.” The 
shoe merchant has heard this through the 
RECORDER for a number of years and now consid- 
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ers taxation as an increasing fixed charge on his 
business. From an excellent authority we learn 
that the increase in taxation over the pre-war pe- 
riod represents an increase of 20 per cent or 25 
per cent in the retail price of merchandise. This 
on the face of the present price conditions means 
that footwear must be at least 25 per cent higher 
through taxation alone than in the year 1913. 

The RECORDER has discussed the Sales Tax for 
the possibility of it being placed on top of other 
taxation either for the bonus or for the actual 
needs of the government. We have seen the cost 
of the government in the United States rise stead- 
ily from the total of $300,000,000 at the close of 
the Civil War to the amount of $5,000,000,000 in 
the year 1921. 

There is little possibility of genuine economy 
in governmental practices. In studying the pos- 
sibility of revenue from industry in the year 1921 
and sticking to our own shoe and leather industry, 
we can see that the government will get very little 
out of the tax returns filed previous to March 15, 
1922, for the year 1921. There are indications 
that the return from business and from personal 
taxation will be so low that some other form of 
taxation must be called into practice to permit 
the government to pay its bills. 

The RECORDER perhaps was one of the few pub- 
lications in the country to indicate that eventu- 
ally we would have the Sales Tax piled on top of 
other taxation instead of being made a substitute 
for some of the odious burdens on the back of 
business. There is much clamor for reduction in 
taxation, and the possibility of economy in the 
government, but the promises by Congress are 
empty of results and business must foot the bill, 
come what may. 

We have got to watch the rising tide of taxation 
and when 25 cents out of every dollar spent for 
shoes is for taxation, we begin to realize what 
the load is upon business and the public. 





**500 Live Three-Centers Wanted!” 

“Five hundred live three-centers wanted!” writes 
“Billy” Noll, secretary-treasurer of the Boston Shoe 
Travelers’ Association. And this by way of explana- 
tion: A circular letter has recently gone forth to 
members of the Boston Shoe Travelers’ Association, 
boosting membership in the Boston Shoe Trades 
Club. “Billy” has calculated that here is a business 
men’s club, with large room for recreation and re- 
ception purposes, a good restaurant, billiard room, 
writing and reading room, a first class barber shop, 
shower bath, cigar stand, telegraph and telephone 
service, and a post-office, all in the heart of the shoe 
and leather industry, for only three cents a day. 
There are 2000 live members now on the roll, and 
£00 more are wanted. 
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ans to the point where you've got to 
A talk about it if you are to profit 

[ to the limit on your careful 


preparation. 


Winter with all its vicissitudes 
is a thing of the past. So is the 
style that’s questionable. 








It is Easter—you’re writing your 
record on a new leaf. 






Of course every style must be 
acceptable else you will not have 
started the new leaf right. 






























Then advertise. It’s the right 
way to start right and finish well. 


This Section is devoted to 
Easter Season 








Newspaper Advertising 
Window Trims 
Show Cards Interior Display 
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Blank’s Shoes 


You'll be more fashionably shod than 
ever in these one-strap Calf Pumps, 
for straps are the elect of fashion 
today. 


A row of sparkling perforations at just 


the right place to set them off to per- 
fection. 


A Cuban heel and French toe indicates 
the work of designers from many 
parts of the world. 


It might be termed an universal fa- 
vorite. $7.50. 


Blank & Co. 


Street No. 














> SPRINGTIMES SHOE 
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Springtime’s Shoes _ 
Gay as can be. Slim toes, sleek satin 
uppers, waferlike soles, and trim heels. 
A smarter style for dancing would be 
hard to find. « 


Picked from a selection of footwear 
that cannot be excelled for smartness 
and quality. 


Then, of course, there are many other 
models for the debutante and matron 
—for sport, business, hiking, etc. 


Your Easter promenade will be more 
enjoyable in the pair pictured. $8.00. 


Blank Shoe Store 


Street No. 
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Don’t Forget the 
Pulling Power of 
Personal Letters 





Blanks Choe Shop _ 
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Blank Shot Shop 








To Our Friends: 


Easter is one time in the year when 
a shoe store is filled with interesting 
and pretty things. 


The few warm days we've had— 
those springtime mornings have in- 
spired our shoe designers with a desire 
to surprise us. 


They’ve gone here and there among 
the new shoe styles adding perfora- 
tions, putting on straps, trimming 
heels with a nicety that is charming. 


It is hard to make such a useful 
thing as a shoe handsome, yet they’ve 
done it. There isn’t a beautiful gown 
but that has its counterpart in beauty 
in a finely made shoe. 


There isn’t any restrictions as to 
leathers, either. 


Gleaming Patents—smooth Satins— 
Browns of golden hue as well as darker 
shades which do not soil easily. 


And the manufacturer has kept price 
in mind. A finely made, well-fitting 
shoe at a reasonable price is the result. 
whatever your choice. 


We hope to see you at our store 
TODAY if possible. You'll certainly 
rejoice on Easter morning to know 
your footwear came from this depend- 
able shop. 


Please accept our wishes for a joyful 
day. 
Sincerely yours, 


BLANK SHOE SHOP. 
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Use Cards this Easter Season to put real Salesmanship into your Windows 
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Spring Trips Blithely 


in Patent or Gray 


Sprightly fashions of today re- 
flected in Blank’s Footwear for 
Easter. 
Sparkling Fetching Blacks 
Patents and Whites 
Sheeny Satins Rich Brocades 
Golden Browns 


Low Heeled Tailored Models 


Majestic High Heeled Marvels 


If every woman’s fancy was 
wooed and won by things-to- 
wear, our footwear designers 
have found the way. 


Our windows tell one ‘what is 
what’ in footwear. Our prices— 
extremely reasonable you'll say. 


Blank’s Shoe Shop 


Street No. Town 
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Womens Easter Footwear ¥ 





























BLaNR SHOE Co. | 



































number of styles and place by 
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Decorate window in green and 
white. Select a representative 


==. 


each one a card enumerating the 
uses for which it is adapted. 


= 





A card bearing a suggestion 
that brings the interested pass- 
erby into the store will be worth 
considering. It ought to em- 
body some thought having to 
do with something new for 
Easter. 















It might read: 


“The question of appropriate 
Easter Footwear ought to be 
settled here and now.” 











or 





“Who wouldn’t be pleased to 
wear such attractive shoes 
Eastern Morn?” 
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Men’s Easter Footwear 


Easter is the official day to change 
apparel, and shoes ought to receive 
first consideration. 

















If there were no such day you'd 
change just the same for you can’t 
feel right on a fresh Spring morning 
in shoes that bear the marks of win- 
ter’s storms. 



































Our Style Range Offers You 

Everything You Could Ask in 

Looks—In Fit—In Wear— 
In Price 























No man who is “fussy” can 
afford not to see our new Spring 
lines. 


Soft toe, clever English Last, 

punching, Russia Black Calf, 

Calf, durable smacks of cus- 

and comfortable. tom bootmak- 
ing, built for 
service as well 
as style. 


Blank Shoe Store 


Street No. Town 




















Men are fussy about fit. 
They like to stick to a style 
that’s proved comfortable, 
_ and also because it is easy 
to ask for the same style 
again. 


Once a man is properly fitted 
it means that he is already 
sold on a second pair, and 
if the wear is satisfactory 
you are fairly certain of 
getting his business. 


So make it easy for a man 
to form a liking for one of 
your good styles. Name the 
old standbuys and let the 
men know in a sign in your 
window that exactly the 
same shoes are inside and 
known by the name dis- 
played. Make it easy for 
men, they'll appreciate it. 
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Easter Footwear for the FB allies Footwear 
pansies for the Little Miss 


Pretty enough to make any little 
girl proud on Easter Morn. 





A pert, white canvas turn for the 
winsome lass who even now knows 
the meaning of style. 


Or Mary Janes, an ever charming 
style for the well dressed young- 
ster. 








And underneath is the dependable 
material which makes fast friends 
of mothers whose children wear 
our shoes. 


Business is brisk in our Children’s 
Department because our brand new 
Easter Footwear is so reasonably 
priced. Your youngster ought to 
have a pair, too. 


Blank Shoe Store Blank Shoe Store 


Street No. Town 









































Children’s Page 


Each pair of shoes displayed might 
have a little card attached to bring to 
mothers’ minds its fitness for some 
one of the children at home. 
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A card in the window should be em- 
phatic in the assertion that your shop 
is the ideal place to buy children’s 
shoes. If your stock warrants it, of 
course, you are justified in using 
every means of influencing purchases. 














Every opportunity must be made to 
picture the completeness of your 
NEW EASTER STYLES. 


Window Card Copy— 





The Youngsters Enjoy New Things, 
Too. 


Would you disappoint your Young- 
ster to save a dollar or two that you 
must spend later anyway. Our Easter 
Footwear is the best money can buy. 
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Have You Seen Blank’s 
Window? 


Then make it a point to stop on your 
way by. 








Smartest Easter Footwear. 




















Not costly, simply the best procurable 


———— 
with all the delightful touches which 
Have You Seer: make useful things beautiful. 
® . Patents, Satins, Grays, Black and 
Blanks Window? White combinations, even brocades— 
and the straps—they not only make a 


pump fit better, but relieve the severity 
of instep line. 


























Yes, make it a point to stop on your 
way by. The new footwear is worth 
seeing if you enjoy beautiful things. 
We have not forgotten your pocket- 
book, either, which makes satisfaction 
certain however you look at it. 


Blank’s Shoe Shop 


Street No. Town 
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No Haste in Fitting 


A hat or gown may fit or not—a twist 
here or stitch there settles it. 

















But a shoe! Mercy, what discomfiture 
in a shapeless shoe—what agony in 
ill-fit. 














Blank’s Shoes Fit Well 
Plenty of Time Is Taken in the 
Fitting—You Are Fitted Correctly 











Or money back—quick. 

















Such service is for the woman whose 
taste goes beyond the ordinary—who 
is recognized as a well-dressed person 
because she knows how and where to 
get complete satisfaction. 
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Greater Activity in Trade Ahead 


Surveys Made by Federal Observers Point to an 


the Spring months will witness an era of 

great activity in trade.. Surveys conducted 
by the Federal Reserve Board and the United 
States Employment Service indicate that business 
is on the upward turn and business men generally 
manifest a spirit of hope and confidence for the fu- 
ture. It is true that there has been a sag in retail 
trade largely due perhaps to seasonal conditions, 
but the increase in employment throughout the 
country is expected to have a good influence on mer- 
chandising. Special gains in employment were made 
in the basic industries and reports from 231 of the 
principal industrial centers give every indication of 
permanency and economic recovery. 

Though there has been a slowing up in shoe manu- 
facturing in New England, Federal agents point out 
a concensus of opinion shows manufacturers feel 
that the slump is but temporary and that conditions 
will be normal again in a short time. In other words, 
they feel that the business of the shoe merchant will 
pick up during the spring months, especially with 
the approach of the Easter season. 


K EDERAL observers are of the opinion that 


Industry Is Improving 


In the New England district boot and shoe fac- 
tories are operating on about a 60 per. cent basis, 
according to reports of the Federal Employment 
Service. It is reported at Belfast, Me., that there 
has been an improvement in the shoe trade, although 
considerable unemployment prevails. A shoe factory 
at Calais, Me., is reported closed on account of liqui- 
dation. However, at Newport, N. H., the woolen 
mills and shoe factories are now operating on full 
time basis and overtime prevails at hosiery mills at 
Leconia, N. H. At Nashua, N. H., factories are re- 
ported running full time, but with reduced forces. 
The merchants in the vicinity of Northfield, Vt., have 
felt a dull reaction as a result of the inactivity in 
the granite industry. The Federal report shows that 
the shoe industry at Brockton, N. H., is operating 
about 80 per cent normal, and part-time is prevalent 
among the shoe workers. In many cases shoe work- 
ers have secured temporary employment in other 
lines. In Haverhill, in the same State, there has 
been an improvement in the shoe industry and even 
better conditions are looked for within the’ next two 
months. 

A study of the Boston industrial district, includ- 
ing Lynn, Cambridge, Quincy, Malden, Watertown, 
Chelsea, Everett, Somerville and Waltham, show a 
slight improvement in the boot and shoe industry. 

Concensus of .reports on unemployment and busi- 
ness conditions through the Middle Atlantic Dis- 
trict, including the States of New York, New Jersey 
and Pennsylvania, are very optimistic that within a 
comparatively short time there will be evidence of a 


Energetic Spring Business 


(From Recorper Washington Bureau) 





general business and industrial revival in all lines. 
In New York City shoe manufacturers report grad- 
ual improvement. It is significant to note that re- 
tail merchants in Jersey City, Bayonne and Camden 
are planning concerted action by means of a local 
fair to encourage sales. 


Nearly Normal Capacity 


The Federal agents at Reading, Pa., report that 
the shoe industry which is just recovering from a 
long period of inactivity is now operating at nearly 
normal capacity. In the East North Central district 
covered by the Employment Service, including the 
States of Ohio, Illinois, Michigan, Indiana and Wis- 
consin, retail buying in general shows an increase. 
In Indianapolis retail stores are apparently doing a 
very good business: The same is true of South Bend 
and other Indiana cities. 

The retail attitude in Youngstown, Ohio, because 
of the employment situation, is both critical and 
limited. Part time is prevalent in all industries. In 
Akron retail buying is on about a 90 per cent normal 
basis. In Kalamazoo lack of purchasing power has 
curtailed retail buying. 


St. Louis Up to Normal 


Retailers in Minnesota report business fair with 
slight improvement in employment. The fact that 
the shoe industry in St. Louis is up to normal is the 
one outstanding feature of the unemployment situa- 
tion in that city. According to Federal agents located 
in the farming states there seems to be renewed con- 
fidence among jobbers and farmers that increased 
prices for products have stimulated the retail trade. 


Mercantile and commercial lines in Texas report 
business moderately good. Mercantile business is 
also generally steady in Louisiana, but sluggish in 
Oklahoma owing to widespread unemployment. 

Along the Pacific Coast the retail trade at this 
period is reported dull. In Sacramento, Cal., the re- 
tail trade, although below normal, is considered rela- 
tively fair, but in San Francisco it is slow. In Los 
Angeles the retail trade is reported good, but in nu- 
merous other cities in California it is far below nor- 
mal. Good retail business continues in Salem, Ore., 
with little unemployment, but in Astoria mercantile 
business is very quiet with reduced help. 

Optimism prevails in the State of Washington and 
much better conditions are looked for within the 
next three months. The retail business in Seattle is 
slow, suffering because of the lack of purchasing 
power, with the resultant decrease in.the number of 
employees. 

The Rotary Club and Chamber of Commerce at 
Seattle are giving much publicity to encourage great- 
er activity in merchandising. The opinion is general 
at Spokane that retail business is improving. 
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Make Easter Once Again 


When the skies are blue and the sun is bright, 
You feel like selling shoes with all your might 
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White canvas comes in 
early and here we have a 
red grained apron. Style 
by Watson Shoe Co., 
Lynn, Mass. 
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Patent over white 
match black and 
costume. Style 
Holters Co., Ci 
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The Greatest Shoe Selling Event 


Forget the time when the “grouch” held sway 
Work and advertise so customers come your way 


Sandals reveal the pret- 

tiest curves of the foot. 

Style by Pedigo-Weber 
Shoe Co., St. Louis 


One-strap welts lead in 

‘ootwear for girls. Style 

y Johansen Bros. Shoe 
Co., St. Louis 


The walking cge brings 
smart oafords back. Style 
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How a Retail Shoe Merchant Woke Up 


Not Being Able to Talk the Same Language as the Banker 
He Adopted a Simple Accounting Plan 
Which Proved Successful 


ITH many shoe retailers bookkeeping 
comes last. When, tired after a busy 
day, the shoe merchant tries to find out 

from his spindle file and check book stub where 
he stands, he generally gets swamped. He knows little 
about bookkeeping, and when his accounts do not bal- 
ance he decides to leave them until to-morrow. But 
to-morrow he is just as busy as to-day, and his book- 
keeping is again neglected while he waits on trade. 
It thus comes about that many proprietors of retail 
shoe stores who are otherwise progressive fail to keep 
adequate records, and suffer because they do not know 
the facts. They can only guess at the situation of 
their business affairs. This guessing is one of the 
chief troubles of the retail shoe trade to-day. 

In this article and those to follow the Boot AND 
SHOE RECORDER is presenting the case of one retail 
shoe dealer who was not in a position to know the facts 
about his business but who woke up before it was 
too late. 


Knew Shoes But Not Books 


On Tuesday morning, November 18, 1919, John 
Spaulding, the proprietor of a shoe store in a large 
Ohio town, after saying good morning to his clerk, 
went back to his desk at the rear of the store to open 
his mail. He had been advertising a new style for 
the previous two weeks and expected that morning to 
receive statements from local newspapers for the use 
of space. As sales had been good he was not worrying 
about the size of his advertising bill. 

Mr. Spaulding previously had worked for ten years 
as a salesman in a retail shoe store in Cleveland. He 
knew shoes and how to sell them. In 1916 he had 
inherited a small sum of money, and as he was very 
anxious to go into business for himself he had gone 
back to his home town, a live community of about 
10,000 where he knew practically everybody. He had 
rented a store in a good location, purchased up-to-date 
fixtures, paying part cash and giving a note for the 
remainder, opened a checking account with the local 
bank, and started in business. 


And His Business Grew 


He had undertaken to handle well-known, reliable 
brands of shoes, and his store from the beginning 
enjoyed a steady patronage throughout the year. Be- 
sides selling to the people of the town he obtained 
customers from the surrounding farming districts. 
At first Mr. Spaulding waited on all the customers 
himself. It was comparatively a short time, however, 
before his sales increased so, rapidly that he was 
ebliged to hire a full-time salesman. Later it became 
necessary to employ a high school boy to help on Satur- 
day afternoons and evenings. Mr. Spaulding’s busi- 
ness increased slowly but steadily. He managed to 


meet his bills fairly regularly; and by the middle of 
1919 began to aecumulate enough cash to be able to 
take some of his discounts. 


Among customers Spaul- 


ding’s Shoe Store had built a favorable reputation 
for quality and service at a fair price. 

In running through his mail on this particular 
Tuesday morning Mr. Spaulding found the expected 
bills for advertising; these he laid aside to check up. 
There were also a few circulars, which he read leisure- 
ly and tossed into the waste basket. Six mail orders 
from out-of-town customers he gave to his salesman 
to be filled. Then he found his receipt for the rent 
bill which had been paid a few days previously. Next 
was an invoice for an order of goods for the holiday 
trade shipped by one of the shoe manufacturers with 
whom he did business. Then down at the bottom of 
the pile he came to a few things he was not expecting. 
One was a notice that the final payment which he 
had to make on his note for fixtures fell due in three 
days. Also a printed notice reminded him politely 
that the lighting bill for his store had been unpaid 
for two months. The last letter in his Tuesday morn- 
ing’s mail was a forgotten bill of $45.00 for office 
stationery. 


A Forgotten Bill 


He studied the forgotten bill for office stationery 
for a few minutes, and glanced over the other bills 
sand the manufacturer’s invoice, which had already 
been shipped. Then he remembered that there were 
several other invoices due shortly, and that much of 
his holiday trade would not be cash business. Next 
he made a few figures on a scratch pad, added them 
up, and consulted his check book to find out his balance 
in the bank. This balance showed that he did not 
have enough funds to settle all his obligations. 

That night Mr. Spaulding thought things over care- 
fully and decided that it would be advisable to secure 
a loan from his bank. The next morning, about ten 
o’clock, he dropped in to see the president of the bank. 
He anticipated no difficulty in securing accommoda- 
tion, as he had known the president for a number of 
years. For this reason he was much surprised when 
the banker asked him for a financial statement. Mr. 
Spaulding did not have one ready. In fact he had 
no clear idea of how to make up a financial statement. 


Guessing At Values 


When the president asked him what the ratio of 
his net quick was, Mr. Spaulding found himself on 
totally unfamiliar ground and was at a loss for an 
answer. Practically all that he could tell the banker 
about his business was the amount of money in his 
cash drawer, his bank balance figure, a “guess” at the 
value of his inventory, and an approximate figure on 
the amount he owed. In regard to his receivables Mr. 
Spaulding said that it would take him four or five 
hours to check up his memorandum book to see how 
much money was due him. 

The shoe merchant was somewhat disconcerted at 
being asked so many questions and keenly resented 
the fact that after their long acquaintance the banker 
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apparently was unwilling to take his word as sufficient’ 


guarantee for a loan. He expressed his feelings plain- 
ly, and the banker then tried to explain some of the 
causes which were tending to make the money market 
tight and interest rates high, with the resulting neces- 
sity of careful scrutiny of each and every request for 
credit accommodations, no matter who made it. 
Finally, after talking with Mr. Spaulding for some 
time, the president granted him a loan much smaller 
than he had requested. Mr. Spaulding was not entire- 
ly satisfied with the amount, however, and the inter- 
view ended with the banker’s promise to send one of 
his assistants to Spaulding’s store some time during 
the next week to look over his records. 


An Expert on the Job 


The bank president therefore asked the cashier, who 
knew Mr. Spaulding intimately, to drop into the store 
some time and find out exactly what records were be- 
ing kept and what the condition of the business was. 

The cashier found that Mr. Spaulding had three 
books—a check book, a book marked “Office Records,” 
and a pocket note book. The check book was balanced 
but once a month, and whenever a difference existed 


between the figure shown on the bank’s monthly state- .- 


ment and the check book figure the bank’s figure was 
written in and carried forward... Mr. Spaulding’s 
method of checking the bank statement with the check 
book was merely to compare his balance with the_bal- 
ance shown on the bank statement. It never occurred 
to him to check or mark the stubs of the checks which 
had been cashed or to make a make a note“of the 
checks which had not been presented to the bank 
before the end of the month. Because of this care- 
lessness his balance seldom: agreed with the balance 
shown on the bank statement, and he was continually 
correcting his figures. 

The book marked “Office Records” was an account 
book with pages ruled in accordance with the standard 
rulings of journal paper—the left-hand page was used 
to record disbursements, and the right-hand page re- 
ceipts. On the right-hand page the receipts were 
entered indiscriminately, and no effort was made to 
keep separate by entering in individual columns money 
received from sale of shoes, shoe repairing, receipts, 
or amounts received in settlement of customers’ ac- 
counts. Receipts from the sale of packing cases, and 
amounts received from manufacturers or wholesalers 
for merchandise returned, were also entered on this 
side of the page in the same column. 


Haphazard Bookkeeping 


On the left-hand side expenditures were similarly 
handled. Money paid to manufacturers and whole- 
salers for merchandise, sums paid out for wages of 
salesforce, for rent, coal, advertising, and other ex- 
penses, were listed in the same column, and unless the 
business of the person receiving the money was known 
it was impossible to determine what the amount was 
paid for. Furthermore, cash paid to customers for 
shoes returned or for allowances on defective shoes 
sold was entered in this column. In numerous in- 
stances, the word “Misce!laneous” was written, fol- 
lowed by the amount paid. Mr. Spaulding evidently 
balanced this book spasmodically. His method was to 
take the total footing of each side and find the differ- 
ence; then if this difference did not agree with the 
sum of the cash on hand and in the bank he would 
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make an entry for the amount of this discrepancy, 
labelling it “Miscellaneous.” The cashier added sev- 
eral of these pages only to find that many of Mr. 
Spaulding’s additions were incorrect. 


The Expert “Stumped” 


The cashier endeavored to find out the total pur- 
chases of merchandise for the year, and the net sales, 
in order to determine the gross profit. He soon found 
that to do this would mean a laborious copying and 
checking of every entry for the year, and that in 
most cases Mr. Spaulding would have to tell him, when- 
ever he could, what the receipts and expenditures rep- 
resented. The cashier gave this up and made a rough 
estimate of the total net gain for the business as a 
whole for the year. He then tried to work out a 
financial statement, but found that there was no ac- 
counts payable ledger and that the only way of de- 


~...termining the amount owed for merchandise would 


be te.add up the invoices on a spindle on Mr. Spaul- 
ding’s deSk. _Here again Mr. Spaulding’s assistance 
was needed, because many of the bills had already 
been paid, not receipted, and left on the spindle. 

The accounts receivable ledger the cashier found 
to be a small note book which Mr. Spaulding carried 
in his pocket. In this book items were entered con- 
secutively and not classified according to customers. 
For instance, on the first line of the first page appeared 
the entry: , 

“Henry Lane—one pair of shoes, $12.00—February 
3,-1919.”" On the fourth line followed the entry: 


Accounts Due Forgotten 


“Emma Holden, Rubber Heels, 75c.—February 3, 
1919.” The cashier gathered that Mr. Lane had paid 


$6.00 on account some time, because over the first . 


entry was written “Pd. $6.00.” On turning over the 
pages of this book the cashier found Mr. Lane’s name, 
again. This time the entry read, “Shoe strings, 25c,” 
When questioned Mr. Spaulding admitted that making 
out bills was always a tedious job. For instance he 
would take Mr. Lane’s name and go through the book 
page after page, adding every item that he found on 
a piece of paper. 


* 


© 


He admitted that he sometimes... 


failed to get all the entries and because of this sent .. 


a bill that was far too small. On the other hand when 
amounts were paid on account he frequently would 
forget to enter them, and after sending out the bills 
would receive some rather serious complaints from 
customers. 

The cashier asked Mr. Spaulding how he ever made 
out his income tax return. 


What the Bank Requires 


After the cashier had reported the situation to the 
president of the bank, Mr. Spaulding was urged by 
the president to install proper records. It was clearly 
pointed out to him that he must conduct his store in 
a more buSinesslike fashion in order to safeguard his 
own profits and also to secure any further accommo- 
dation from the bank. 

The proprietor of the Spaulding shoe store was up 
against what he thought was an impossible problem. 
He believed the banker’s advice sound, but knew that 
the store was not large enough to warrant a_book- 
keeper. He thought because he had not had a high 
school education that he did not have the knowledge 


(Continued.on page 82) - 
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A Good Year for the Good Thinker 


Keynote Struck by Retiring President, Reuben Stiefel, 
in Opening the Record- Breaking Convention of 
the Tri-State Shoe Retailers’ Association 


HE fifth annual convention 

i of the Tri-State Shoe Re- 

tailers’ Association, at the 
the Hotel Chisca, Memphis, Tenn., 
March 6, 7 and 8, brought together 
the largest body of retail shoe mer- 
chants from Arkansas, Mississippi 
and Tennessee that ever gathered 
in Memphis. Despite an extraordi- 
nary twelve months preceding, it 
was also the most enthusiastic, 
which speaks well for President 
Reuben Stiefel, the directorate and 
working committees who directed 
its functions. Many factory repre- 
sentatives, many traveling shoe 
salesmen and quite a few women 
guests added their presence to the 
convention. 

The Hotel Chisca is one of the 
largest hotels, and south of the 
parlor and lobby floor was filled 
with exhibits of stylish footwear 
and accessories, arranged in lattice- 
arbored booths of white, with flow- 
ers, banners and a welcome pennant 
overhead. An orchestra discoursed music on the 
exhibit floors, and the banquet was crowned with 
musical artists, both vocal and instrumental. 


Program Carried Out 


The program was carried out with precision, but 
one or two speakers being detained and, as far as 
possible, their places supplied. Sunday, March 5, 
registration on the mezzanine floor was good. A 
directors’ meeting was held at 11 a.m., and on 
Wednesday following all the tri-states territory was 
fully represented by leaders of shoe mercantile es- 
tablishments, practically all the larger cities and 
towns sending one or more delegates. 


Monday's Events 


At 11 a.m., Monday, President Stiefel called the 
body to order. Doctor Carpenter delivered the invo- 
cation. Mayor Rowlette Paine made the address of 
welcome, stressing the civic health and mercantile 
features of the metropolis of the Mississippi Valley. 
He alluded to big and important construction under 
way, viaducts, schools, auditoriums, park and street 
improvements, great in their aggregate, also to the 
river terminal improvements, for which another mil- 
lion is to be spent, reviving the old-time prestige of 
the city as a river point as well as a railroad center. 

The followed President Stiefel’s response and wel- 
come, Secretary Robert S. Love’s report and commit- 
tee announcements on nomination, resolutions and 
elections. 

President Stiefel said in part: 


REUBEN STIEFEL 


Retiring president of the Tri-State 
Shoe Retailers’ Association 


“Just about a year ago I men- 
tioned a few of the many problems 
that the shoe merchants had to con- 
tend with at that time. To-day I 
will briefly state some of the mat- 
ters I brought to your attention and 
see how they compare with present- 
day conditions. I said we had been 
up against a rapid fire of business 
changes, such as, I hope, will never 
occur again, and now I can repeat 
those same remarks, I hope the con- 
ditions we have been up against this 
past year will never occur again. 
A year with small or no compensa- 
tion, a year of trials and tribula- 
tions, many restless evenings, a 
year of drastic liquidations. 

Good Will Being Regained 

“A year ago shoe merchants were 
generally accused of profiteering. 
The public is aware now that there 
was no truth in the accusation and 
that it was all cheap politics. The 
shoe business is an industry where 
profiteering could not live or sur- 
vive. The highly competitive conditions in the pro- 
ducing and distribution of footwear, the intelligent 
buying of the great public of the United States, who 
are always keen and eager to get value received, 
assures the people of the best values possible.” 

Mr. Stiefel then defended the retail shoe merchant 
against charges of the manufacturer that delay in 
placing orders was responsible for the slackness of 
the times in some factories. He contended that the 
merchant should not be the one to “hold the bag,” 
and that, particularly in these days when styles 
change rapidly, it is impossible for even the shrewd- 
est buyer to see very far ahead. In concluding his 
address he said: 


Optimism and Caution 


“This year, above all years, spells caution. You 
should be optimistic, but careful. This year will 
mean much to the shoe merchant with brains, judg- 
ment and foresightedness to figure the future de- 
mands of the consumer. 

“Keeping of accurate records should play a very 
important part in your business. 

“A successful merchant must be a student, and 
through associations of this kind he will get the 
proper information and education.” 


F. P. Meyer Speaks 


Monday afternoon, Frank P. Meyer of Danville, 
Ill., chairman of the Membership Committee and 
Board of Directors of the National Shoe Retailers’ 
Association, made an address. He made a hit with 
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the delegates, relating many observations gathered 
in shoe association work and coming down strongly 
on present-day requirements for the successful shoe 
merchants. He dwelt on style and its effect in mold- 
ing of historic events from days of pre-historic men 
down to the newest days of modernity and its present 
essentials. 

A new feature inaugurated at this meet was open 
forum subjects, handled by the merchants in a Round 
Table talk, as “Best Method to Dispose of Undesirable 
Merchandise,” “Is it Advisable to Bring Women’s 
Boots Back? Why?” “Best Methods of Compensa- 
tion.” 

The report of the Style Committee was made by 
A. F. Herden, chairman, of Ft. Smith, Ark. 


Style Committee Reports 


Tuesday afternoon the report of the Style Com- 
mittee on Men’s Footwear was made by Joseph Hart, 
chairman, of Helena, Ark. 

More open forum topics handled: “How Far 
Ahead Can Orders Be Placed on Women’s Shoes? 
Why?” “Intelligent Co-operation with Your Competi- 
tor,” “P. M. System,” “Is There Anything Else Any- 
one Would Like to Know?” 

M. P. Gaddis, sales manager of the Peters Shoe 
Company, St. Louis, Mo., made an address on “Busi- 
ness Conditions of To-day as I See Them.” Mr. Gad- 
dis’ speech attracted much comment at the conven- 
tion and was the subject of some attention in the 
local papers, as it dealt with real features of the 
shoe situation from several interesting angles. Mr. 
Gaddis showed in a very interesting and graphic way 
how the prices of shoes had risen and fallen, and 
then did the same thing with the hide and leather 
market. In conclusion, he gave what we have termed 
the Twelve Commandments of Retailing Footwear, 
reproduced elsewhere in this convention account. 


Banquet Held Tuesday 


Monday evening had been featured with a dance 
in the Chisca Ballroom, and on Tuesday evening, 
at 7:30, in the Convention 
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as a hardwood lumber market, holding first place; 
then also its schools and its merchants—great busi- 
ness men. He said that President Stiefel was a 
success as a shoe leader. 

He referred in a broad way to the growth of the 
Mississippi Valley since it was first penetrated a 
few decades ago by Marquette, LaSalle and early 
explorers, and its bright future in the commerce of 
America. 


The Road to Success 


J. E. Holmes, Memphis, lawyer, had a pleasing 
toast, opening with the lines of the English bard, 
“Sweet are the users of adversity,” that became the 
road to success through merit. He alluded to the 
growth of strength of the southern shoe merchants 
and their high standing as viewed by the professional 
brethren. 

J. L. McRee, a Memphis lawyer, spoke on “Business 
Problems, Economy, Delivering the Goods in Busi- 
ness and Giving Value Received.” He was very 
optimistic on the trade outlook for 1922 in the South, 
and the return to normalcy already here, as we had 
already passed “hard times.” He said that a sound 
prosperity was certainly ahead. Our people had 
found their heritage and were quite able to take care 
of it, and he strongly complimented the great mid- 
dle classes, the leaders in business of to-day. 

George M. Spangler of Chicago, Secretary-Commis- 
sioner of the National, was unable to be present 
and that time was devoted to open forum discussion 
on the topics: “Is There Anything You Want to 
Know?” “Have You Any Problem You Want Solved?” 


Resolutions Adopted 


The Resolutions Committee presented its report, 
which was adopted, then election and next meeting 
place were discussed. The report of the Nominating 
Committee precipitated election. Thomas Sherron 
insisted that the report of the committee, under by- 
laws, should be adhered to. Mr. Caradine of Mem- 
phis and Mr. Powell of Yazoo City, Miss., had been 
suggested for the presi- 
dency. A minority part of 





Hall, a banquet was spread. 
Entertainment under the 
direction of Miss Mary 
Wynne ineluded several 
cabaret features, in addi- 
tion to orchestral music. 

George Morris, editor of 
the Memphis News-Scimitar, 
was toastmaster. He spoke 
on “Good Citizenship,” a 
heritage, he said, of the 
American business man, and 
he congratulated the shoe 
men on the able part they 
played. 

Frank P. Meyer of Dan- 
ville, Ill, was presented. 
He spoke on the “Relations 
of.the Business Public of 
the States,” complimented 
Memphis as the City Beau- 
tiful, touched on its won- 
derful importance as the by M. P. 
greatest inland cotton mar- 


get. 


prices. 





The Twelve Commandments 
in Retailing Footwear 
Concentrate on the best merchandise you can 


Figure on a large volume in order to decrease 
your overhead expense. 

Specialize on certain retail prices. 

Specialize on the quality for those prices. 

Secure a uniform quality within your grades. 

Operate on a cash basis. 

Make it a point to pay invoices monthly. 

Have enough confidence in. the lines that you 
select to stay with them. 

Carry the lines on which you can give value. 

Do not sacrifice business by waiting for lower 


~— your stock well filled with good merchan- 
. dise. 


Always believe there is no substitute for work 
in making a success. 


—From address made at Memphis convention 
Gaddis, sales manager of the Peters 
e Co., St. Louis 


the committee had a candi- 
date, and other delegates 
urged Mr. Poe of Little 
Rock for the presidency. 
The election resulted in 
favor of Oscar Poe of Little 
Rock, Ark., as president; 
L. L. Frank, The Booterie, 
Memphis, vice-president for 
Tennessee; A. K. Cohen of 
Gus Glass Co., shoe depart- 
ment, secretary and treas- 
urer; H. W. Bergman, 
Greenville, Miss., vice-pres- 
ident for that State; Floyd 
C. White of Blytheville, 
Ark., vice-president for Ar- 
kansas; F. W. Steumler, 
Memphis, director for Ten- 
nessee; Arthur Herden, Poe- 
Herden Shoe Co., Ft. Smith, 
Arkansas, director for Ar- 
kansas; Charles Graves, 
Jackson, Miss. 








ket of the world, its fame 
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Style Show in Boston 


Third National Shoe and Leather Exposition 
at Mechanics’ Building, July 10-13 


The third National Shoe and 
Leather Exposition and Style Show 
in Boston will be held July 10, 11, 
12 and 18, 1922, and the affair will 
again take place in Mechanics’ 
Building. There is every expecta- 
tion that this year’s event will ex- 
ceed in comprehensiveness and in- 
terest any of the preceding expo- 
sitions. 

An official circular will shortly 
be issued by President Albert N. 
Blake and the Publicity Committee, 
giving the details of the four-days’ 
program, including the elaborate 
Style Show, to be staged in Grand 
Hall, and a little later formal invi- 
tations will be sent out to the trade. 

The management confidently ex- 
pects that this year there will be 
a number of visitors from foreign 
countries at the exposition, and cir- 
culars are now being sent out to 
every official representative of the 
United States Government abroad, 


WASIENEMADONAAAL ETNA ALENT 
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(Continued from page 79) 


necessary for the task. Keeping necessary records 
was something which he feared because he thought it 
required technical knowledge and a _ complicated 
system. 


The Solution 


Not having any clear idea of what he should do, 
he wrote to the BooT AND SHOE RECORDER asking for 
advice. The RECORDER suggested that Mr. Spaulding 
write to the Bureau of Business Research, Harvard 
University, as in carrying on their study of the cost 
of doing business in the retail shoe trade they had 
found many merchants in a position similar to Mr. 
Spaulding’s. Because of this the Bureau had drawn 
up a very simple set of record sheets for .the con- 
venience of merchants who were not ready for double- 
entry bookkeeping. The experience of merchants who 
had used these record sheets had been that while 
simple to operate they gave in concise form the neces- 
sary information for determining the cost of doing 
business. 

On December 15, 1919, Mr. Spaulding received from 
the Bureau a bulletin describing these records, and 
copies of the forms. 


(In an issue to come will be told how Mr. Spaulding 
installed these records.) 


A. N. BLAKE 


President of the National Shoe and 
Leather Exposition and Style Show Poe. 


including our consuls and trade 
commissioners, requesting their co- 
operation in advertising the event. 

Chester I. Campbell, who has an 
international reputation as an ex- 
position expert, will again serve as 
general manager, with headquarters 
at 5 Park Square, Boston, Mass. 


Little Rock Wins 
(Continued from page 81) 


Little Rock and Memphis were 
placed in nomination for the 1923 
meeting place, Little Rock being the 
winner by a large vote. 

Thomas Sherron, meanwhile 
elected national director by the con- 
vention, moved that a reservation of 
an entire floor at the Marion Hotel 
be made for the Memphis delegates 
to the tri-states, and the meeting 
stood adjourned, after a graceful 
speech of acceptance by President 
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In our issue of March 4th, in the ad of The Nov- 
elty Shoe Co., of Chicago, on page 19, descriptions 
and prices shown under shoe style, number 3904, ap- 
ply to shoe style, number 1904, and prices and de- 
scriptions under the latter apply to style, number 
3904. 


In the advertisement of Kallman-Newcomb Com- 
pany, Boston, Mass., which appeared in our issue of 
March 11, the name of the Cincinnati branch, which 
was a portion of the signature, was incorrectly given 
as Newcomb-Kallman Company, whereas it should 
have been the regular firm style—Kallman-Newcomb 
Company. 
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VICTOR E. VAILE 


Elected chairman of board of directors 
of the Indiana Retail Shoe Association 


SHOE RECORDER 


PAUL KEUHN 
Newly elected director of the Indiana 
Retail Shoe Association 


Business Comes to Those Who Work 


So Agree Up-to-Date Retail Shoe. Merchants Who Attended 
Convention at Indianapolis of the Indiana 
Retail Shoe Association 


diana Retail Shoe Association, held at the 

Lincoln Hotel, Indianapolis, March 6, 7 and 
8, was characterized by a spirit of close co-opera- 
tion between the various branches of the shoe industry. 
It was clearly shown that the problems of manufactur- 
ing, wholesaling and retailing of footwear to-day are 
of such a nature that it is beneficial for the various 
branches to come together on common ground and iron 
out their questions. In each session the shoe travelers 
and manufacturers were invited to participate. 

The convention was formally opened by the invoca- 
tion of Rev. T. R. White of Indianapolis. An official 
address of welcome in which the keys to the city were 
given to the Indiana merchants was made by Lewis 
Shank, mayor of Indianapolis. 

In extending the hearty co-operation of the Indian- 
apolis shoe travelers, President Walter Crooke—who 
claims he is the only crook in the business—stated 
that merchants as well as wholesalers and travelers 
must forget that times have been hard, that there is 
plenty of business for those who go out and get it. 
Mr. Crooke pointed out numerous instances where 
business has improved recently, and thereby empha- 
sized the fact that hard times and depression to-day 
are but a mental attitude. 


A Shoe for Every Occasion 


Frank B. King, president of the National Shoe 
Travelers, in announcing the slogan of his association 
for 1922, “A Shoe for Every Occasion,” told the In- 
diana merchants that they must give better service in 


vi twelfth annual convention of the In- 


their stores, must give more thought and attention to 
each individual customer, and in doing this they must 
preach the idea of a shoe for every occasion. 

The growing importance of hosiery in the shoe store 
was brought to the fore when Victor E. Vaile of 
Kokomo called for an expression of the men present 
to tell what success they have had with hosiery. It 
was found that of those merchants carrying them, the 
business in this line aggregated 5 to 20 per cent of 
their entire sales. Paul Keuhn, president of the In- 
diana Association, says that his hosiery business “is 
the sweetest thing in his store.” He pointed out that 
sizes do not go out, and that there is little or no risk 
connected with/hosiery. Colors are the only thing 
that have to be watched very closely. 


Co-operation Is Urged 


Tuesday’s business session opened with an interest- 
ing address by T. H. McGovern, president of the Mc- . 
Govern Shoe Co., Columbus, in which he emphasized 
the importance of closer co-operation between retailers 
and manufacturers. Mr. McGovern said: 

“It is time for retailers everywhere to clean house, 
clear their shelves and put their business on a safe 
and sound basis. And remembéf that one merchant 
can’t be the best merchant in town on every style and 
type of shoe. You can’t be the best in town on high- 
priced lines and at the same time be the best retailer 
of medium and low-priced goods. 

“You are in business to make money, therefore you 
must make a profit on your shoes. If you make good 
profits it will make you better retailers and duly reflect 
for the betterment of your community.” 
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Mr. McGovern says that there never was a time 
when actual business ability will account more for 
itself than during the next four or five months. He 
thinks the merchant who has put his business in order 
and goes after it will profit well. 


How to Estimate Turnover 


In discussing the methods for figuring the number 
of times a merchant turns his money in a year, Frank 
B. King pointed out that too many retail shoe dealers 
are kidding themselves into thinking that they are 
getting a big turnover by dividing their inven- 
tory, taken on a cost basis, into their sales. He 
gave as an example a mer- 
chant who did an annual 
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capacity and discovered by inquiry that the shoe stood 
high in the trade. When the shoes arrived, Mr. Davis 
against discussed with his salesforce the special fea- 
tures, from a construction standpoint. 

He also went into their adaptability to a certain type 
of feet, and personally supervised the fitting until he 
felt satisfied that the salesperson could give the maxi- 
mum service. Every member of his department was 
completely sold on this stock, and they were enthusi- 
astic in playing it up to the public. This shoe to-day 
is one of his big volume sellers. Mr. Davis stated 
further: 

“IT think it is. very essen- 
tial that every member of a 
selling force should be keyed 





business of $875,000, and 
had an inventory of $94,000. 
Without considering a mark- 
up, this merchant divided 
the inventory into the sales 
and figured he got a turn- 
over of about nine times, 
which is wrong. He should 
have figured about 40 per 
cent mark-up, or placed his 
inventory at about $150,000. 
This would give him a turn- 
over of about six times. It 
was pointed out that most 
of the larger business houses 
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New Officers and Directors 
of Indiana Association 


up on style and the modes of 
footwear in vogue. And no 
one can render better serv- 
ice in this respect than your 
sales people. They are the 
important connecting link 
between the merchandise 
represented and the public 
whom they serve. They can 
keep the buyer informed on 
calls for styles not carried 
in stock. There are too many 
buyers who do not recog- 
nize and encourage this tal- 
ent in their help. 


DIRECTORS 
Victor Vaile, 
Chairman 
Ed Stout 
Paul Keuhn 
Carl Sheips 
Walter Fealock 








to-day are taking their 
monthly inventories and 
totaling them, and dividing 
this total into the sales to arrive at the turnover. 


Fire Insurance 


Chase Smith, of the fire insurance department of 
N. S. R. A., outlined in a comprehensive manner the 
advantages of the mutual fire insurance retail shoe 
dealers can get to-day. 

E. B. Davis of L. S. Ayres & Co., Indianapolis, de- 
livered a very instructive address on “Making the 
Sale.” He said in part: 

“*Making the sale’—at first thought this sounds 
like an easy proposition, especially if we are fortu- 
nate enough to always have just what the public wants, 
but style changes are coming so fast that frequently 
demands are far in advance of our ability to secure the 
merchandise. This is where selling ability and not 
order taking can play an important part. 

“Let us change the title, ‘Making the Sale,’ to ‘Mak- 
ing the Salesman,’ and the proprietor and the buyer 
are the ones who must develop this person’s hidden 
possibilities. It is possible to build up a selling force 
100 per cent efficient if you impart all the knowledge 
you possess of your business. You should go into 
all the details of construction, of workmanship, of 
materials, and of source of supply. Keep him well 
informed on market and delivery conditions. This 
information is absolutely essential because it has to 
do with the questions that are being put to the sales- 
man almost daily by the public.” 

Recently Mr. Davis had under consideration the 
installation in his department a certain type of shoe. 
He discussed it with his selling force and found that 
in their opinion it would fill a long-felt want. Decid- 
ing to put in the shoe, he went to the factory for a 
thorough study of every detail of its construction. 
He examined the materials, ascertained the factory 


’ typed phrases: 


Never Use Term Passé 


“In the general acceptance of the term “style,” I 
do not believe that there is any such thing as authentic 
shoe styles. For if this were true shoes on the whole 
would bear a striking similarity. But I do believe, 
aside from the shoe of a fad, that styles are largely 
a matter of individuality of taste. I would consider 
it poor salesmanship, and a breach of courtesy to use 
the term ‘passé,’ or ‘out of date,’ when a customer 
asked for any style not in stock. A frank statement: 
‘I am sorry we do not have this item, perhaps we can 
interest you in something to take its place,’ is better. 
This method carries more weight with the customer 
and often results in a sale which otherwise would 
be lost. 


Sales Persons Important 


According to Mr. Davis, the most important thing 
in making the sale is the general attitude and appear- 
ance of the salesperson in his contact with the cus- 
tomer. Hesays: “The customer should be approached 
immediately upon entering the store, or if engaged 
with another customer, take time to greet him and 
with a pleased expression, a modulated tone and a dis- 
tinct voice, invite him to be seated, and say that you 
will serve him in a moment. Never say ‘minute,’ for 
this is a definite statement, and a minute often lapses 
into a very long time. In a direct approach of the cus- 
tomer when not busy, a salutation like this might be 
used: ‘May I be of service to you?’ Avoid old, stereo- 
‘Something for you?’ or ‘Are you 
waited upon?” These phrases have long since been 
discarded. 

Service Means Success 


“Goods well bought, properly and artistically dis- 
played and intelligently introduced, without ‘service,’ 
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will utterly fail to bring results. Let us remember 
that the fundamental principle of service is founded 
upon one’s willingness to become a servant. Whether 
we like or dislike this term, the fact remains that 
success or failure is measured by the acceptance or 
rejection of this attitude. 


When Does Retailer Know Styles Are Right 


Interesting sidelights on this question was given 
in open forum session. Frank B. King, head of the 


Travelers, says a retail merchant never completely 


knows his merchandise and styles, for they are con- 
tinually changing day by day. “Retailers,” he says, 
“must classify their stocks, separate them into their 
different grades and styles. They must study thor- 
oughly their construction, the materials in them and 
their adaptability for the purpose for which they are 
intended.” Ed Stout of Indianapolis says that style is 
merely a mental proposition, excepting of course cer- 
tain runs and colors, etc. 


Making a Profit 


Edgar Goldsbury pointed out that the shoe people 
are at the bottom of the list for profit compared with 
the other ready-to-wear merchants. He thinks that 
manufacturers and retailers must get together and 
arrange for quicker deliveries after the merchant has 
placed his order, thus making it possible for the re- 
tailer to get a quicker turnover. He says that retail 
merchants lose their enthusiasm for a certain shoe 
from having to wait so long before it is delivered, and 
enthusiasm, according to Mr. Goldsbury is the profit 
itself. 


Accommodate the Pocket Book of Your Community 


William E. Baird of the International Shoe Co., St. 
Louis, spoke Wednesday afternoon on the basic con- 
ditions of the shoe industry. He pointed out why the 
buying power of the public is lower to-day ; emphasized 
the great necessity for all of the units of the shoe 
industry to adjust themselves so that they can accom- 
modate the pocketbooks of the consumer. Mr. Baird 
said: “Shoe prices should be in line with the buying 
power of the public. Merchants must cut their over- 
head to a minimum, must eliminate all waste, must 
pay as high wages as they can stand, must advertise 
judiciously, must keep up a standard of quality, and 
if possible must figure his profits to fit the pocketbooks 
of the people in his community. 

Charles E. Strayer of Johansen Bros. Co., St. Louis, 
spoke on styles. He stated that the styles that are 
in vogue to-day are commonly known as the flapper 
type which center around the low heel, strap effects. 
The wide one-strap low-heel patent-leather was the 
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most popular, according to Mr. Strayer. He finds that 
the cut-out effects which have been commonly seen in 
the higher heel shoes are now being seen, and becom- 
ing popular in the low heel effects. In lasts he finds 
that the round toe is best with the low heels, while 
with the higher heels the tendency is toward a longer 
and narrower effect. Mr. Strayer predicts that after 
Easter retailers will find that about 75 per cent of 
their business is in white goods. 


Business for the Man Who Goes After It 


With his usual full-of-pep manner, H. N. Lape of 
the Julian & Kokenge Company also the Lape & Adler 
Co. gave a most interesting talk on shoe merchan- 
dising. 

He predicts that tan trimmed shoes will be short 
lived, that patent trimmed effects will sell in large 
quantities, also white canvas trimmed in white. He 
adds that the Sally Sandal was killed last year when 
it should have come out stronger than ever. He be- 
lieves that it is coming back, and coming back strong. 

In speaking on profits, Mr. Lape states that the 
majority of merchants are in the smaller towns and 
therefore can’t possibly get a great volume. So in 
order to make money they must concentrate on good, 
stylish, peppy, live merchandise, and not hesitate to 
make a 40 per cent profit. He says: “What the mer- 
chant wants to-day is pep in his organization. He 
must think fast and must outthink his competitor if 
he is going to stay in business. A retailer can be just 
as strong in his community as he wants to be. When 
he gets in a line of new styles he has got to believe 
that they are right; he bought them, they have got to 
be right until they are sold. If you find they are not 
quick movers take your loss immediately, not to-mor- 
row, and then put your money in stuff that is right.” 


Vaudeville Entertainment 


On Monday night the Hoosier retailers and their 
wives were entertained by a unique and continuous 
vaudeville. A luncheon and card party was given to 
the ladies on Tuesday noon. Over seventy of the re- 
tailers’ wives were there. Flowers for this occasion 
were presented by Mr. McCormick of A. J. Bates & Co. 
Isadore Netter of Charles Meis gave each lady a box 
of the famous Mullane’s Cincinnati taffies. Mr. New- 
bury of Kaut Zimmers provided bunnie bags. And Mr. 
Kirby of Endicott Johnson supplied the score card 
pencils. The ladies’ entertainment was directed by 
Mrs. Clyde E. Young. Wednesday afternoon the ladies 
attended the Matinée Musical, and as usual the most 
enjoyable entertainment feature of the convention was 
the banquet held on Wednesday evening. 

The speaker of the occasion was Senator Albert J. 
Beveridge. 














and a record breaking attendance char-_ 


. FIGHTING spirit of business enthusiasm 


acterized the first day of the Iowa Retail 
Shoe Dealers’ convention which began here to-day. 
Registration of delegates to-day numbered close to 


Enthusiasm Manifested By Merchants 
At Big Iowa Convention 


the 500 mark and with more coming to-morrow, it 
was estimated the convention will set a figure of 600 
in attendance before it closes Thursday night. Every 
hour of the sessions is packed with features for the 
benefit or pleasure of the shoe men. 

Outstanding among the convention attractions are 
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the unusually large exhibits of spring and summer 
styles in footwear. A total of 107 exhibitors had filled 
all available space in every hotel sample room on the 
first day of the convention. The goods shown are from 
houses all over the country, whose salesmen sell to 
Iowa shoe men. 


Lower Heels Most Popular 


While for evening wear high French heels are in 
vogue, nearly all the other footwear has the lower 
heel, many of them with strap combinations to make 
them dainty. The shoe men say they are still selling 
from 60 to 70 per cent oxfords, in spite of the clamor 
for slippers with straps. There is an extensive show- 
ing of sport oxfords which are proving more popular 
every year, many of them of vivid blocks of contrast- 
ing colors, like a cubist painting. While most of 
them are white with strips or straps of black patent 
leather, there are some that are more extreme with 
green and other bright colors combined with the black 
and white. : 

Steady Improvement 


A steady improvement in business conditions in the 
shoe lines has been noticeable the last six months, 
according to George F. Breck of Des Moines, president 
of the association who is presiding at the convention 
sessions. Advanced prices for farm products has been 
reflected in increased trade for all merchants of the 
state, the shoe men getting a good share of this, he 
said. 

Regarding shoe prices, Mr. Breck pointed out that 
they are practically standardized, especially in the 
higher grades of shoes, though some drop may be 
expected in the inferior qualities. Scores of dealers 
have cleared their shelves of much of their old stock 
by sales in the last two months and while buying will 
be conservative, it will be much more regular than 
has been the case during the last year and a half, 
many dealers declared. 

That service is a big factor in satisfactory shoe 
sales has been impressed on the dealers in the state 
in the last few years through their conventions, adver- 
tising, and the greater discrimination of the buying 
public. Mr. Breck estimated that service rendered 
the customer of to-day is 25 per cent more efficient 
than that of ten years ago and this adds 15 to 20 
per cent to the original cost at which goods may be 
retailed, he said. 


Defeat Chiropody Bill 


A successful fight against the state legislature which 
attempted to pass a chiropody bill that would have 
directly affected retail shoe dealers and which was 
declared by them to be drastic and unfair, was one 
of the year’s biggest accomplishments of the associa- 
tion, Mr. Breck declared in his address which opened 
the first session of the convention, after Mayor J. F. 
Rall had officially welcomed the shoe men to the city. 

Although Mr. Breck praised the accomp!ishments 
of the association during 1921, he warned the shoe 
men that they should bolster up the weak places in 
their business and aggressively tackle problems that 
are bound to come before them during 1922. “In my 
estimation,” he said, “this will not be an easy business 
year, particularly for those in the heart of the agri- 
cultural district which has suffered so during the last 
year. But we can get our share, if we go after it 
and the man who fights for business will get it.” 

A. C. Torgeson, general manager of the Denecke 
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department store, one of the city’s largest, followed 
Mr. Breck on the afternoon’s program with a talk 
on “Turnover and Stock Control,” which was replete 
with ideas and examples from his own experience in 
handling large shoe stocks. 


Show Window Important 


The importance of the show window to retain old 
business and acquire new trade was stressed by L. D. 
Lynxwiler of Cedar Rapids who ended his talk on “The 
Drawing and Advertising Power of the Properly 
Dressed Window,” with an appeal to retail shoe men 
to spend some of their advertising appropriation for 
better window displays. He pointed out that shoes 
should be placed in a natural position in the windows 
and that color harmony and colors that attract the 
eye are important features of a well-arranged window. 


Watch Your Overhead 


Presentation of businesss conditions in the shoe 
trade, together with discussion of methods to be fol- 
lowed in the following year marked the second day’s 
sessions of the Iowa Retail Shoe Dealers’ annual con- 
vention here. 

A warning note against high overhead as the cancer 
of business was sounded by F. C. Rand of St. Louis, 
president of the International Shoe company, principal 
speaker at Wednesday afternoon’s meeting. The key- 
note of his address, which was on “Problems in the 
Shoe Industry,” was that the merchant must follow 
sound business principles. 

“If a dealer hasn’t sold shoes, it is either because he 
is unwilling or unable to make the right price,” he 
said. “He must eliminate speculation. No man is 
smart enough to always buy at the botom and sell 
at the top. Buying what he needs, when he needs it, 
is the way for him to succeed. A great many failures 
have developed in business this year, but they were, 
in reality, failures which existed eighteen months ago, 
and were not recognized,” he declared. 

That retail shoe dealers have been “lositeers,” rather 
than the profiteers they have been accused of being 
by some of the public, was the statement of E. W. 
Hertzler of Burlington, former president of the asso- 
ciation. “This is a time of test,” he said, “when the 
merchant must work hard on a basis of small profit 
and quick turnover.” 


Tells History of Leather 


An interesting account of the history of leather 
was given by Nick J. Schorn, vice-president and man- 
ager of the Carl E. Schmidt company of Detroit. He 
illustrated the talk by showing hides in various stages 
of preparation. Mr. Schorn has been with the Detroit 
company for twenty-five years and during that time 
has made a specialty and a study of leather. 

“Building and Retaining a Men’s Shoe Business,” 
was discussed by Harry Jacobson of Des Moines, who 
presented three phases of the subject—buying shoes, 
fitting shoes, and store service. 

In buying, he emphasized the necessity of building 
a good part of the business on staple stocks, and also 
the need to cater to men who demand style, pointing 
out that this phase of selling shoes is often neglected 
in footwear for men, though stressed in women’s 
trade. 

“When you put a shoe on a customer’s foot and 
know it doesn’t fit, tell him so,” he said, in presenting 
the second topic. No two pairs of feet are alike. It’s 

(Continued on page 93) 
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SEATON ALEXANDER 
Wheeling, W. Va., merchant who has 
been elected president of the Ohio Val- 
ley Shoe Dealers Association 





Ohio Valley Merchants Optimistic 


Business Improving Steadily, Say Most Men Who Attended 
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HENRY HAGEMANN . 
Columbus, Ohio, merchant who has been 
made 1922 secretary of the Ohio Valley 

Association 





Enthusiastic Convention Held in Cleveland— 
Styles and How to Make a Profit 


ROM every section of the States of Ohio, 
West Virginia and the northern part of 
Kentucky, retail shoe merchants gathered 
at the Hotel Winton, Cleveland, for the annual 
convention of the Ohio Valley Shoe Dealers Asso- 
ciation, held March 6, 7 and 8. 

The industrial activities of this section are as 
varied as it would be possible to find in any like ter- 
ritory in the whole United States. The territory 
covered by the association embraces some of the 
best farm lands in the country; it really covers the 
center of coal production of the country, several 
extensive oil fields are within its bounds; steel mak- 
ing is a big industry around Wheeling and is ex- 
tensively carried on in other sections of the Ohio 
Valley territory; automobiles, machinery of various 
sorts, men’s and women’s ready-to-wear garments, 
footwear of various kinds and grades and hundreds 
of other things are manufactured within its limits. 
Consequently a survey of conditions within this ter- 
ritory is a fair gauge of conditions in various indus- 
tries throughout the country. 


See Better Business Ahead 


As merchants got together in groups and discussed 
the conditions with one another the story with few 
exceptions was the same. The first part of 1921 was 
pretty fair but fall business was not up to expec- 
tations and most of the slump came in the late fall 
and winter months. Some found October to be the 


Thoroughly Discussed 





hardest month while with others November was the 
worst. Women’s boots did not sell as readily as was 
expected even in the smaller communities. Cut price 
sales prevailed all through the latter part of the 
year and profit taking was difficult. Heavy and bur- 
densome overhead expense had been assumed and it 
was difficult to keep a safe parallel between these 
expenses and the shrunken volume of sales. 

In nearly every instance the future was viewed 
with optimism. Each merchant had some very good 
and logical reasons for his faith in the future. 

The outlook in the mining sections is less inviting 
than in most sections but as Charlie Siedenfeld of 
Murray, Ohio, put it, “We always expect a strike or 
at least a depression on account of a threatened 
strike, whenever the agreement between the opera- 
tors and the unions expires and unfortunately a new 
agreement has to be made this year. We always get 
ready for it by intensive selling and a cessation of 
buying. We get our stocks down to a minimum and 
hold them there until a settlement is made and 
then we begin to buy extensively.” 


Welcomed by C. K. Chisholm 


The annual convention was called to order by Fred 
Roth, chairman of the publicity committee of the 
Cleveland convention committee. 

The convention was opened by singing “‘America” 
which was followed by an invocation by Dean White 
of Trinity Cathedral. In the absencé from the city 
of Mayor Kohler, J. W. Holcomb, City Traction Com- 
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missioner, made the official welcome address. He 
presented President Baird with a huge key with 
which, he said, the gates of the city had been un- 
locked for the shoe men. 

C. K. Chisholm, president of the National Shoe Re- 
tailers’ Association, whose home is in Cleveland, 
extended the greetings of the N. S. R. A. to the shoe 
men of the Ohio Valley Association. In his talk 
President Chisholm reviewed the history and ac- 
complishments of the national body and gave a 
number of good reasons why every merchant should 
be affiliated with his state association and also be 
a firm member of the N. S. R. A. He urged upon 
the officers of the association the necessity of an 
intensive campaign for membership. “When you go 
back home visit your neighbor shoe merchant and 
sell him on the association.” 


Merchants Wide Awake 


Mr. Chisholm paid high compliment to the trade 
papers for the co-operative spirit in which they have 
worked with the national and state associations. 
“The merchant who does not consistently read and 
study his trade journal is missing the biggest bet in 
business building,” he said. 

In speaking of his recent trips over the country, 
President Chisholm said he found merchants on their 
toes—wide awake and alert. “If you have plenty of 
courage, will dig in and are satisfied with a profit 
consistent with.the service rendered to the public,” 
he said, there is business for you. 

“With the beginning of 1923 we will enter upon one 
of the best and soundest eras of business ever wit- 
nessed. If every merchant would adopt the slogan 
of the Ohio Valley Association, ‘Help one another,’ 
business would move on a pace and be a happier 
occupation.” 

President J. J. Baird advised merchants to for- 
get the past and turn. their attention to the future. 
“We have turned the corner,” he declared; “success 
is the reward of fighters; up and at it all the time. 
More business in government and less government 
in business. Help one another. Business and in- 
dustry must answer the question, ‘Am I my brother’s 
keeper!’” 

He urged co-operation with manufacturers and 
shoe travelers, recomended to merchants not to can- 
cel nor return merchandise unless the fault was 
clearly and unquestionably with the manufacturer. 
He severely condemned the practice of using com- 
parative prices in advertising. “Advertising $12.00 
shoes for $4.00 is sure to leave one of two impres- 
sions with the public. Either they will put you down 
as a liar or they will assume you were making an 
immense profit on the shoes at $12.00.” In closing 
he gave sixteen reasons why business would be better. 


Women’s Styles Discussed 


A talk on shoe styles is always interesting to shoe 
men but a forum discussion where every man has 
an opportunity to air his views is not only interesting 
but gives a merchant concrete information as to what 
is the right policy for his individual store and his 
immediate community. After all style or fashion 
is more or less localized and what may be exceed- 
ingly good in one locality would not prove popular 
in another. However, there is a certain trend that 
is general in its scope. The style discussion was in 
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charge of C. C. Bane, women’s shoe buyer of the 
Stone Shoe Company, Cleveland. 

In his opening remarks Mr. Bane said he would 
endeavor to confine the. first part of the discussion 
to welt soles and then take up turns. It was prac- 
tically impossible to adhere strictly to this sort of a 
program, although in the main it worked very well. 

A number of shoes were placed on the speaker’s 
table so that each speaker could demonstrate his 
ideas with the actual shoes. This proved a very 
effective way, making clear just the type of shoe a 
speaker had in mind when he referred to a certain 
style, material or color. 


Sport Oxfords the Big Bet 

Sport oxfords were taken up first, as Mr. Bane con- 
sidered them one of the big bets just now, but wanted 
opinions as to how long they would be good. George 
Bunn, of Salem, Ohio, said he was selling patents 
right now more than any other leather but thought 
sport oxfords would be good from now until May 1. 

Jack Shaffer, Dayton, Ohio, said he had increased 
his business in February 20 per cent as compared 
with last year by having new styles ready when 
people wanted them. Sport oxfords had helped 
mightily in winning the day. In welts he said he 
was selling many Russia calf oxfords but insofar as 
material was concerned, in both welts and turns, 
patent was the big bet. Satin is selling well in 
turns. Heels from 8/8 to 12/8 are most popular— 
very few Louis except in strictly evening wear. 
Clean up everything by May 1 and then sell white 
fabric,” was his advice. 

Mr. Miller of Dayton said smoked horse sport 
oxfords have been good and he believes they will 
continue good up until May and that he will sell 
some for golf. The season ahead of us will un- 
doubtedly be the biggest golf season the country 
has ever seen, he believes. 

Patents and Satins Until June 

H. C. McLaughlin, Potter Shoe Co., Cincinnati, said: 

“We are now selling smoked horse and also gray 
horse in sport oxfords at $8.00, $10.00 and $12.00, but 
we see them already picking for five, six and seven 
the lower-priced lines. Clean up on patent and gray 
dollar grades and what we have coming in are in 
combinations. All patents and satins will go good 
during March, April and May. Nearly every woman 
has a fairly good pair of brown calf or brown kid 
oxfords and consequently that business has slowed 
up some, but they will need another pair when the 
sun begins to shine. It is a good plan to be cleaned 
up on all leathers and ready for the white season 
May 1 to 15. 

L. J. Bergman, Pitts Shoe Co., Columbus: “Ox- 
fords with heels up to 13/8; higher heels all straps. 
Patent welt oxford with 9/8 or 10/8 big bet.” 

Paul Crawford, Lima: “We see patent oxfords 
slipping and demand growing for strap effects as 
weather gets warmer. 

Heels Important, Says Petot 

C. E. Petot, Cleveland: “What women buy is heels. 
If a chicken makes up her mind she wants an 8/8 
heel she wants it—that’s all and it does not make 
so much difference whether it is an oxford or a 
flapper with welt sole and square leather heel or a one 
or two-strap with covered wood heel, if it looks good 
to her and it fits her pocket book, she will buy it. It 
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is the same with the woman who wants a 12/8 covered 
heel or a 12/8 military heel.” 

A. C. LaRose, Chisholm’s, Cleveland: “Sport ox- 
fords, patents and satins until after Easter; then 
black and white followed by big white season.” 

W. T. Dickerson, P. Sullivan & Co., Cincinnati: 
“T can only talk from a manufacturer’s viewpoint. 
It takes from four to six weeks to make shoes. It 
takes six weeks for a manufacturer to equip himself 
to make them. How can he supply the retailer’s 
needs when the retailer himself does not know what 
he wants? Why can’t we get together to sell sea- 
sonable low shoes? Boots are out of the running, 
except in moderate quantities. 

“Why not buy Russia calf to sell for fall and 
winter and not buy them for warm weather? For 
early spring, buy kids and patents and then whites. 
Within two or three weeks our men 
will go out with a new fall line. I 
would like to know what you will 
want to see in that line.” 


Should Emphasize Pretty Shoes 


Walter Perry, Bliss & Perry, 
Newburyport, Mass.: “What in my 
opinion should be emphasized is 
pretty shoes. Shoes for occasions 
—walking, golf, afternoon and eve- 
ning affairs. Satins still look good 
but a heavy patent business will 
necessarily cut somewhat into sales 
of satins.” 

Mr. Ney, Wheeling, W. Va.: “We 
are pinning our faith for the 
warmer months to patent and satin 
turns; mostly with heels ranging 
from 8/8 to 12/8.” 

M. C. Peterson, Biltwell Stores, 
Toledo: “We are selling more Rus- 
sia calf than any other leather 
and are going to keep on selling 
it. Patents will be good up to June 
1, then white and black.” 

Seaton Alexander, Wheeling, W. 
Va.: “In trying to arrive at what 
styles, leathers, soles and heels will be the best 
sellers, the community and the class of trade a store 
is catering to must be considered. We are selling 
tan calf oxfords. Sports are not so good. Wheeling 
mud sticks to them and they are hard to clean. 
Patent, with one wide strap, and a satin of the same 
type are both good sellers and I believe they will 
continue to be until the white season puts them out 
of the running. I think it important that we get 
well out from under leathers and have the decks 
cleared for the biggest white season on record.” 


Watch for the White Season 


Sam Wilkinson, May Co., Cleveland: “Smoked 
horse sport oxfords are good at present and I believe 
they are in for a good run, but when the white season 
opens, everything else must take a back seat. Never 
did have enough desirable white welt oxfords. 
Satins are as strong as ever but patents are coming 
stronger. Especially flapper straps in both welts 
and turns.” 

E. A. Clark, Stone Shoe Co., Cleveland: “Every 
house is built on its own foundation. We will always 
sell quantities of black and brown kid oxfords. 





JOHN J. BAIRD 
Who, upon his retirement as 1921 presi- 
f at be used to advantage but that such 
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Patents are so good they will cut into Russia calf. 
Sport oxfords will also cut into Russias. Tweed suits 
will be one of the big things in women’s garments 
and sport oxfords are correct with tweed suits.” 


But What About Fall Styles? 


Nobody seemed to have much idea what would be 
good for early fall wear except that heavier types 
in oxfords will replace the lighter ones to a great 
extent. C. E. Petot said he would place some orders 
as early as April on some oxfords with welt soles, 
heels ranging from 8/8 to 10/8 in both bal and 
blucher patterns in patent, Russia calf and black 
boarded calf. Tips, he thought, would be mostly 
straight, although in certain types of patterns where 
heavy punching and pinking was used, wing tips 
would be used to some extent. 

There seemed to be a general 
opinion that Russian boots in vati- 
ous sorts of combinations would 
prove popular in high grade lines. 
However, on account of the expense 
of making and the expert workman- 
ship and hand crimping which is re- 
quired to make it fit properly in the 
throat and instep, it is questionable 
whether or not the Russian boot 
can be successfully made in medium 
and lower grade lines. 


Footwear on Display 


The forenoon of each day was 
given up to the inspection of 
manufacturers’ displays. The first 
speaker on the program Tuesday 
afternoon was Henry Green, secre- 
tary of the Better Business Bureau 
of Cleveland. Mr. Green made a 
plea for clean, honest, open and 
above-board advertising methods. 
He conceded that occasionally com- 
parative prices in advertising might 


dent of the Ohio Valley Association, 
was elected a director for three years 


advertising should be used as a 
tonic or trade stimulator and not as 
a constant diet. He contended that whenever the 
public saw a $12.00 shoe advertised at $3.00 or $4.00 
the average citizen would jump to the conclusion 
that there was either something radically wrong 
with the merchandise, that the merchant was an out- 
and-out liar or that he was guilty of rank profiteering. 
He recommended to advertise merchandise “as is.” If 
the price was reduced because the merchandise was 
out of style, say so. If it was because of broken 
sizes, let the public know that that was the reason 
for the reduction. “This is not an era of reform but 
an era of reason,” said Mr. Green. “Building con- 
fidence is the principal job facing every merchant 
and every business man in every line of industry.” 
Business Conditions Discussed 

Josiah Kirby, president of the Cleveland Discount 
Company, delivered a stirring address on present 
conditions and the outlook for the future. 

Mr. Kirby demonstrated that he was a close 
student of economic history, familiar with present 
conditions, and in the opinion of his audience, a safe 
and sane prophet of what conditions will be during 
the next few years. Easy credits, the excessive buy- 
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ing of luxuries, and the assumption of obligations 
out of reason to the amount of business that could 
possibly be done were some of the reasons for the 
ruling of the Federal Reserve Bank to extend credit 
only for necessities. Then the slowing up of buying 
caused the business depression. He recommended a 
system of international banking as a means of sta- 
bilizing the money markets of the world and the ex- 
change of commodities on a fair and equitable basis 
between the nations of the earth. He predicted that 
1922 would see the ironing out of. some of the eco- 
nomic inconsistencies which exist to-day and a closer 
parallel between the cost of production and the selling 
price of farm products and manufactured commodi- 
ties, so that by the beginning of 1923 we will be on a 
fairly normal basis and ready to go ahead. Prices, 
he said, cannot go back to pre war levels so long 
as the government is carrying the heavy burden of 
debt which necessarily means heavy 

taxation. 


He Profits Most Who Serves the 
Best 


Henry Hagemann, secretary of 
the Ohio Valley Association, made 
a short talk on the value of mem- 
bership in state associations and re- 
viewed in a hasty way many of the 
accomplishments of the organiza- 
tion. “The crown of success will 
be placed upon the brow of him who 
serves best and in order to render 
the best service a merchant must 
consider the man in the same line 
of business in his own community 
as a business neighbor and not as 
an antagonist. This has been the 
lesson constantly taught by associa- 
tion work.” Mr. Hagemann recom- 
mended the insurance of the asso- 
ciation to all the membership which 
insured a saving of at least 25 per 
cent on their premium, is absolutely safe and has 
met all claims promptly. 


How to Get Turnover 


Charles E. Petot, of the Petot Shoe Company, 
Cleveland, acted as chairman of the discussion on 
turnover.. The first speaker was Richard Lennihan, 
representative of the Harvard Bureau of Business 
Research of Harvard University. Mr. Lennihan has 
spent the major part of his time for the last three 
years in contact with merchants in their own stores, 
obtaining knowledge and information for the use of 
the Harvard Bureau of Research. His investigations 
have convinced him that the greatest source of loss 
in retail merchandising is due to a lack of apprecia- 
tion of the value of stock turnover. 

In Mr. Petot’s opinion it is absolutely imperative 
to systematize and departmentize the store, know 
where you are at every minute, if you expect to get 
a rapid turnover of stock and without a reasonable 
frequent turnover it is impossible to make money in 
the shoe business. 

He recommended that the stock be classified into 
families,—in the men’s department, that work shoes 
should be put in one family, Russia calf English in 
another, Russia bluchers and similar lasts in another, 
and then similar divisions in gun metals and black 
and brown kid. 


H. C. MCLAUGHLIN 


Elected a three-year director of the 
Ohio Valley Association 
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Women’s stocks should be similarly divided—com- 
fort high shoes in one family, comfort low shoes 
in another, black kid oxfords in one family, brown 
kids in another, patent turns in a family, patent welts 
in another and so on all through the store. In the 
event that a merchant is attempting to cater to all 
classes of people and is carrying shoes from real 
high grades clear through to the real low grades, 
subdivisions of each family should be made. 


Inventory Once a Week 


Each week analyze each family, find how many 
pairs were sold and count the number of pairs in 
stock. 

A few months’ experience of this sort will show 
the merchant conclusively what lines are moving and 
what are sticking, he urged. Then if he is a wise 
merchant he will begin to eliminate 
the lines that are not producing a 
profit. By this method he can see 
immediately when a certain style or 
a certain grade is slipping. When 
a family isn’t moving, put steam be- 
hind it and shoot it out. Mr. Petot 
said that he didn’t have a men’s gun 
metal or a black kid shoe in any of 
his stores in over two years; that 
the only black shoes in his store 
now are black grain leathers in 
the fancier patterns. The reason he 
didn’t have them was because a 
careful anaylsis showed him that 
the turnover was so slow on that 
kind of merchandise that he 
couldn’t make any money selling it. 

Too many merchants, in his opin- 
ion, buy a whole line of shoes in all 
sizes and widths because there are 
two or three people in the commu- 
nity who want them. The result is 
that the majority of that line are 
shelf warmers, accumulate dust and expense, but 
do not produce profit. He surprised the audience by 
telling them that the total overhead in his stores does 
not exceed 15 per cent. 


Turnover Means Net Profit 


The discussion following Mr. Petot’s talk elearly 
demonstrated that the merchants who are making 
the money are the ones who have systematized their 
stores and the ones who are getting frequent turn- 
overs of their merchandise. 

The Wednesday afternoon session was opened with 
an open forum discussion on Buying Problems, Dis- 
posal of Undesirable Merchandise, and How to Main- 
tain Proper Balance Between Total Sales and Over- 
head. Earl C. Logan, Western editor of the Boot 
AND SHOE RECORDER, acted as chairman. 

Under buying problems, it was pointed out, the 
three principal things to be considered are: 

1. Quality or grade; 

2. Style; 

3. Quantity. 


A Bull’s Eye for Every Store 


The quality or grade of merchandise must be de- 
termined by the class of people the store prepares 
itself to serve. Close observation has proven that 
the successful store is a store that centers its -fire 
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upon some particular spot and does not try to sup- 
ply the needs of everybody in the whole town or city. 
Every store should set a bull’s eye at a point that 
will produce shoes at a price within the range of 
the most people within the trading radius of that 
store and then thin down from that point upward and 
downward. It is better to miss a few sales on ex- 
tremely high grade merchandise or on very low grade 
merchandise than to carry large stocks which turn 
over frequently. 

Style is probably the most important factor to be 
considered in shoe buying in the average store. Style 
is an illusive, almost undefinable, term and depends 
upon the customs and costumes of the people whom 
a particular store serves. 


Three Style Classes Defined 


Costly mistakes are made by many shoe buyers 
because they think of shoes in terms of independent 
units rather than considering them as a part of the 
costumes: of the wearer and because they fail to 
realize thatas a part of the costume they must har- 
monize with it and be appropriate for the occasion 
where the costume is worn. 

Footwear for purposes of style may well be divided 
into three classes, staple, semi-staple and novelty. 
Purchases can be safely made farther in advance in 
the staple numbers than in the semi-staple or novelty 
numbers. The semi-staple styles can be bought 
farther in advance than the extreme novelty styles. 
It is the latter class that causes the most worry and 
that produces the greatest profit or the greatest loss 
according to whether or not they are bought and 
merchandised correctly. If a high novelty shoe does 
not move readily within two or three weeks some sort 
of selling force, a P.M., a price cut or a good heart to 
heart talk with the sales people in the store must be 
put behind the shoe to move it out. Novelty shoes 
never grow in value while lying on the shelves. 


How to Gauge Quantity 


The quantity of merchandise to be purchased to 
supply the store’s needs over a given period must be 
judged by past experience, it was decided, and upon 
the outlook of business conditions in that particular 
community. 

In disposing of undesirable merchandise three fac- 
tors must be taken into consideration: 

1. Co-operation of the sales force; 

2. P.M.s. 

3. Special sales. 


Selling the Sales Force 


The best preventive for undesirable merchandise 
is thoroughly to sell the sales people on every shoe 
that comes into the house. Take them into your con- 
fidence, tell them why you bought the shoe, the class 
of people you expect to be interested in it, explain 
its special style features, the quality and service 
which it will give. Make them believe that it is right, 
and if you have bought proper proportions of sizes 
and widths in all probabilities it will never become 
undesirable merchandise. , 

No matter how good a seller a shoe has been, when 
it gets down to a few pairs it is a mighty good policy 
to take those few pairs and put them in a special 
sectiom and put a P.M. on them. It is only human 
nature to work a little harder when there is extra 
reward for time and labor expended. Salespeople 
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are human and they like to make the extra “spiff” and 
see them count up at the end of the week in the pay 
envelope. 

Special Sales Every Day 


“Every day should be a special sale day in every 
store,” said Mr. Logan. “I do not mean that com- 
parative prices should be used in every day’s ad- 
vertising or that the stock should be all put on bar- 
gain counters, but there is not a day in the year but 
what there is merchandise that can be sold while it is 
seasonable at a far greater price than can be realized 
for it after the season band wagon has passed. 

“At certain seasons of the year special sales can 
well be used as business stimulants, but even on these 
occasions many of the best stores in the city refrain 
from using comparative prices. The language in the 
advertising clearly conveys to the public the thought 
that the shoes offered at special sales have intrinsic 
value far beyond the price marked on them, but for a 
given special reason they are on sale at an attractive 
price. 

Balance Between Sales and Overhead 


“Ordinarily when sales go up, overhead goes down, 
and when sales go down overhead goes up. The 
proper balance varies in different stores, and what 
would be a ruinous percentage of overhead in one 
store could be easily carried by another. The surest 
way of keeping overhead and total sales in proper 
relation to each other is to work every possible sav- 
ing and play for big volume. Certain fixed charges 
in a man’s business are beyond his control. His rent, 
rate of insurance, rate of taxation, rate of freight 
and expressage are matters about which he has little 
to say. 

“It is within his power to determine what he shall 
pay his sales force and his office force, how much he 
shall spend for advertising, and to a great extent how 
much he shall pay for light, and other expenses of a 
similar nature.” 

P.M. in Two Weeks 


J. W. Wise of the Schumacher Shoe Co., Akron, 
Ohio, says they have been successful in disposing 
of a lot of boots and other merchandise that were 
not in great demand by placing them on tables in the 
children’s department and marking attractively low 
prices on them. The overhead in the Schumacher 
store was 2 per cent higher in 1921 than in 1920. 
The volume of sales was lower and consequently 
overhead went up. 

J. J. Henry of Huntington says in his store if any- 
thing excepting a really staple style fails to move 
within two weeks he puts a P.M. on them, and if it 
does not move within another two weeks he cuts the 
price, leaves the P.M. on and then repeats the price 
cutting until they do move. 


Poor Buying Often the Root 


Seaton Alexander of Wheeling expressed the opin- 
ion that 99 per cent of odds and ends and undesirable 
merchandise which accumulated in his store were 
the fault of the buyer. The buyer had not analyzed 
his market nor kept in close touch with the selling 
records of his store. ‘ 

In his store he has a good system of records. By 
referring back, he can even tell the exact weather 
conditions every day for the last twenty years. He 
buys staple merchandise in big quantities, novelties 
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in smaller quantities, according to the price and 
probable sale of that particular style. Slow movers 
are P.M.ed in three weeks, and at the end of six 
weeks a price is put on them that will make tnem 
move P. D. @. When Mr. Alexander came to the con- 
vention he had but 14 pairs of Louis heel boots in the 
house. He sometimes uses comparative prices, but 
never quotes a wild price or makes a wild comparison. 
“It is all wrong to quote $10.00 shoes at $3.00 even if 
you are selling them on that basis. They are not 
worth $10.00 or you would not have to sell them for 
$3.00,” he said. 


The Jack Pot Idea 


M. C. Peterson, buyer for The Chisholm Biltwell 
Store, uses a “jack pot” for short lots and undesir- 
able merchandise. By a “jack pot” Mr. Peterson ex- 
plained that he took a certain section of shelving and 
collected all of the slow movers and lots containing 
ten pairs or less into this section. In the “jack pot,” 
instead of shoes being arranged according to fami- 
lies, they are arranged according to size. All 2%s 
are put together, then 3s, 344s, etc. The stock num- 
ber on the carton indicates the material and style of 
the shoe. Consequently, the salesman can rapidly 
show all the P.M. shoes of a given size to a customer. 
Mr. Peterson said that in order to stimulate selling 
he had promised the boys in the store that if 
they sold as many pairs in March, 1922, as they sold 
in March, 1921, that he would double the number of 
P.M.s. Overhead in the Biltwell stores shows an av- 
erage increase of 2 per cent as compared with 1920. 

Eben S. Baird, who conducts a medium priced store 
in Columbus, Ohio, says he does not sell direct but 
he sells good shoes cheap. About 50 per cent of his 
merchandise is bought in the regular way and the 
other 50 per cent are jobs. Mr. Baird raised the ques- 
tion as to what was the actual cost of merchandise. 
He has found it advisable to add the cost of doing 
business to the cost of his merchandise and then fig- 
ure a small profit on this basis. 


Overhead Lower in 1921 


R. E. Weschler of the Weschler Shoe Co., Erie, Pa., 
was the only man of the 400 in the room who could 
boast of a lower overhead in 1921 than in 1920. When 
asked to explain how he accomplished the feat he 
said that he had gone over the situation early last 
spring; he realized that he would have to adopt dif- 
ferent methods if he unloaded his stock and got out 
whole. The only place where he saw that he could 
cut expenses was to reduce the pay of his sales peo- 
ple. He had gone carefully over his figures and then 
called his sales force together, laid the figures before 
them and explained fully the situation. Every man 
on his force showed a disposition to co-operate and 
a determination to work harder and sell more mer- 
chandise in order to keep up his earning capacity. 
Through suggestions of an extra pair of shoes, hos- 
iery, findings of different sorts and extra sales effort 
with each customer he had been able to increase his 
volume of business not only in pairs but in dollars 
and cents as well; consequently, his overhead had not 
gone up. 

No small measure of the success of his store dur- 
ing the year, he said, was due to the fact that he had 
enrolled every one of his salespeople in the Shoe 
Salesmen’s Institute at Boston and each Monday eve- 
ning the whole store force had gone to school. His 
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sales people were enthusiastic over the course and 
had made themselves much more efficient through its 
usage. 

At the close of the open forum discussion, Presi- 
dent Baird assumed the chair and in a short earnest 
talk thanked the officers, the directors and the mem- 
bers of the association for their assistance and co- 
operation during the year. 


New Officers Elected 


The officers of the association for the ensuing year 
will be called forward and introduced as follows: 

President, Seaton Alexander, Wheeling. 

First vice-president, C. B. Klingensmith, Youngs- 
town. 

Second vice-president, Elmer A. Clark, Cleveland. 

Third vice-president, Paul Crawford, Lima. 

Secretary, Henry F. Hagemann, Columbus. 

Treasurer, Louis M. Wright, Springfield. 

Directors for three years: John J. Baird, Colum- 
bus; H. C. McLaughlin, Cincinnati; Ed Neal, Warren; 
Harry Zavitz, Columbus. 


Entertainments for Women 


The entertainment features of the convention for 
both men and women were pleasing and enjoyable, 
neither overdone nor underdone. The women were 
entertained at an afternoon tea, a shopping tour and 
a theater party. A great many of the women were 
so interested in the afternoon programs that they 
sat through the entire sessions. 

Approximately two hundred lines of footwear fix- 
tures and store accessories were on display in the 
hotel. During the forenoons, the display rooms were 
veritable bee hives. There was a constant buzz of 
conversation as merchants wandered from room to 
room looking at the exhibits. 

Traveling men co-operated with the merchants in 
making the convention a success. Most of them closed 
their room during the afternoon sessions and many of 
them listened and took part in the discussions on 
the floor. 


Next Year at Columbus 


Immediately following the adjournment of the 
last convention session the directors met and decided 
upon Columbus, Ohio, as a meeting place for 1923. 
The dates will be the same as this year. 


Committees Appointed 


At the close of the convention a number of tem- 
porary committees were appointed and one perma- 
nent one—the style committee. The membership of 
this committee consists of H. C. McLaughlin of Cin- 
cinnati, chairman of the N. S. R. A. styles committee, 
and C. E. Petot and Sam Wilkinson, both of Cleveland. 

Resolutions were adopted approving the resolu- 
tion of the N.S.R.A. that all matters affecting re- 
tail shoe merchants in their relation with manufac- 
turers and wholesalers be referred to the N.S. R. A. 
Conference Committee, reaffirming the association 
policy favoring the change in date of the rubber foot- 
wear price announcement from Jan. 1 to March 1, 
urging members of the association to place orders for 
staple footwear far enough in advance to enable the 
manufacturers to produce them at the lowest eco- 
nomic cost, commending the government for’the re- 
moval of certain taxes and urging the imposition of 
a simplified sales tax. 
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Getting the 


‘ oe he great trouble with most of us is that 
we are so close to our own business that 
we cannot see it or beyond it,” says 

David Forgan, one of the most prominent bankers 

of Chicago. We are all inclined to give other 

people credit with knowing more about our indi- 
vidual business than it is possible for them to know. 

When we have read articles 
in the daily press about shoe 


Right Dope 


Tell it just as you would to your best friend over the 
fitting stool. 

Mr. Dillingham has built up a wonderfully success- 
ful business in Austin, and the foundation of that 
business is confidence. He has probably passed the 
threescore milestone in life’s journey but he is still 
young, so young, in fact, that he is a scoutmaster and 
spends considerable part of his time in hikes and games 
with “his boys.” 

The people of Austin and 
that part of Texas reached by 





styles, shoe prices and the 
enormous profits of shoe mer- 


the Statesman will believe 


chants, we have been inclined 
to believe that the editor had 
a grudge against the shoe 
merchants of his town. 

As a matter of fact, the 
editor is human. He has no 
means of knowing the inside 
of the shoe business unless he 
gets it from inside sources, 
and the average shoe mer- 
chant has not made it his par- 
ticular business to furnish the 
editor with truthful, readable 
material which he himself is 
willing to “daddy.” The local 
editor must, perforce, depend 
upon information that comes 
to him from outside sources 


Re-Gaining-Good Will 

“We endeavor at all times to be on good 
terms with the newspapers of our city. There 
are many problems coming up during this pe- 
riod of reconstruction that a representative 
shoe retailer in each city can iron out by giv- 
ing out a clean-cut interview. The shoe re- 
tailers have nothing to apologize for. All we 
need tell is the truth. 

“I am of the belief that if a leading shoe 
retailer in every city in the United States 
would give out a similar interview to the one 
that I gave out it would have a very beneficial 
effect. There is so much propaganda being 
spread to-day that is false with reference to 
the shoe business that I think the time has 
come when the shoe retailers of this country 
should come out and tell the public the facts.” 


—From letter received by Earl C. 


what he says about the shoe 
business. He is a director of 
the Texas Shoe Retailers’ As- 
sociation and chairman of the 
legislative committee. 

E. C. LOGAN. 


(Continued from page 86) 


your business to know and to 
tell a customer if shoes do not 
fit.” 

Store service, he defined as 
including good display win- 
dows, a conscientious effort 
to please the customer, the 
adjustment of complaints 
willingly, truth, and the crea- 


and which, unfortunately, is 
often prejudiced or colored for 


Logan, Western Editor of Tue Boor 
AND SHOE REcorDER, from B. L. Dil- 
lingham of Austin, Texas. 


tion of harmony and team- 
work among the employees 





some particular reason. 

B. L. Dillingham, of Austin, 
Texas, points the way toward 
getting into local newspapers the kind of information 
the public should have relative to the shoe business. 
As Mr. Dillingham says, “The shoe retailers. have 
nothing to apologize for; all we need tell is the truth.” 

If every shoe merchant who attends his State con- 
vention or the national convention would make notes 
during the convention sessions, as Mr. Dillingham did, 
and then through an interview with a representative 
of the leading paper of his home town, give out the 
information secured at the convention, it would do 
more to create good-will and confidence than anything 
else that could be planned. 

Simply tell the truth without color or camouflage. 


of the store. 

Committee appointments 
were announced by George 
F. Breck, president of the association. He-named the 
following on the resolutions committee: Hal Stewart, 
Iowa City; W. A. Rall and William Ingold, Cedar 
Rapids; Frank Jacques, Des Moines, and Frank Wil- 
son, Washington. The publicity committee is E. E. 
Whitake, W. A. Rall and Louis Lynxwiler, Cedar Rap- 
ids. The nominating committee is composed of E. 
W. Hertzler, Burlington; Harry Jacobson, Des Moines; 
J. E. Miller, Jefferson and F. D. Matson, Cedar Rapids. 

These committees reported at the business meeting 
held Thursday forenoon, at which time officers. for the 
ensuing year were elected. 
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CINCINNATI 


Merchants Await Spring Weather 


Additional Snows Clean Out 


Rubber 


Stocks; Spring Styles Excite 
Interest 


DDITIONAL snows in this 

vicinity during the week be- 
fore last have served somewhat to 
prolong the lull in volume business for 
the local shoe stores. Their sales at 
clearance prices having been com- 
pleted, and the movement of their 
new spring styles having been de- 
layed by the absence of spring 
weather, shoe merchants here for the 
time being are experiencing a few un- 
usually dull days. However, the fur- 
ther wintry and unpleasant weather 
has served as a life saver for many 
merchants who still had sizable stocks 
of rubbers and goloshes on their 
shelves. In not a few instances did it 
completely clean out these stocks so 
that they would not have to be car- 
ried over to next season. And few of 
them are deeming it advisable to buy 
no more, simply because they con- 
sider this last snow storm to be about 
the last of the season. 


Women Getting Interested 


The retail merchants here handling 
women’s footwear report that an un- 
usual amount of interest is being dis- 
played in the new spring styles, and 
they believe that as soon as we have 
a few days of real spring weather 
the season will open up with a good 
volume of business. A decided inter- 
est in the various patterns of sport 
footwear is quite obvious. Already 
some business has been done in these 
lines, but it has been almost entirely 
among those of the class that visits 
the Southern resorts the early part 
of each year. It is the opinion of the 
larger downtown merchants here that 
sport shoes will be a great deal more 
popular this coming spring and sum- 
mer than they were a year ago, that 
they probably will make up about 50 
per cent of the aggregate business 
for that period. However, some of 
the more prominent buyers state that 
there is tendency to lay too much 
stress on the sport shoe. They say 
that patents and satins are going to 
continue good and maybe claim a 
greater portion of the demand than 
many expect. 


Russian Boot Introduced 


The Russian boot is the subject of 
discussion in practically every circle 
of the shoe trade. It is already being 
sold in small numbers, in the larger 
cities, to those who can afford them. 
The Smith-Kasson Co. has introduced 
them in Cincinnati. They report that 
they have sold about thirty pairs up 
to this writing. It is the belief of the 


students of style in the retail trade 
as well as the manufacturing branch 
of the industry here that this type 
of footwear will become considerably 
more popular next fall, provided they 
can be sold at more reasonable prices 
than are being charged for them now. 


Strong Run on Patents 


H. A. Pauly, manager of the ladies’ 
shoe department of the Smith-Kasson 
Co., states that the larger portion of 
his business this winter has been pat- 
ents and satins, patents leading. He 
says he has sold 2500 pairs of a three- 
strap, center buckle, low heel patent 
at a price around $6. He finds that 
low heels have been popular both in 
the medium and higher grades of 
ladies’ footwear. Among his new 
spring styles, Mr. Pauly is featuring 
a double-button, one-strap. Th> 
strap runs up the center of the in- 
step and spreads out and buttons on 
each side just below the ankle. Small 
inlays are worked in the spreading 
part of the strap. The style carries 
a Spanish heel. It is made up in com- 
binations of black patent vamp and 
gray suede quarter, and in a nude 
ooze quarter and brown kid vamp. 


McLaughlin Expects 
Sport Season 


Harry McLaughlin of the Potter 
Shoe Co. is of the opinion that as soon 
as the spring-like weather arrives 
business in this vicinity will improve 
quickly and soon reach its normal 
stride. He says he is expecting a fine 
sport shoe season. Mr. McLaughlin 
thinks that the volume of business 
for the remainder of this year will 
be at prices from $6 to $8 in both 
men’s and women’s shoes. Among 
their new spring styles the Potter 
company is displaying a Colonial strap 
which is half Colonial and half a one- 
strap design. It is a style that prom- 
ises to be very good in this section 
of the country. 


Big 


Shows Gains in Pairage 


W. E. Giesting, who became man- 
ager of the local Bostonian Shoe Store 
the first of this year, reports very 


' satisfactory results thus far. For the 


month of January he made a 9 per 
cent gain in pairage as against the 
same month a year ago. For Febru- 
ary he was able to show a 21 per cent 
gain in pairage as against Febru- 
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ary of last year. Mr. Giesting states 
that every merchant has got to get 
volume in terms of numbers of pairs 
sold if he hopes to make money this 
year. 


A CORRECTION 


In the February 18 issue of THE 
RECORDER this column carried a state- 
ment that the Vollman, Lawrence Co. 
of this city was producing 1200 pairs 
a day and that they soon expected to 
increase their output to 1500 pairs 
daily. This was a misstatement. It 
should have read that they were then 
making 12,000 pair a week, and that 
they soon would be producing 15,000 
a week. At present they are turning 
out the latter amount. 


Wiechman in the East 


Harry Wiechman, president of the 
Wiechman Pattern Co., is in the East 
calling on the shoe manufacturers and 
making a general study of conditions. 
Mr. Wiechman reports an exception- 
ally fine business during the past 
twelve months. He states that his 
business has nearly doubled during 
that period. 


Sachs Acquires Mexican 
Representative 


Alfonso Casanova, a native of Mex- 
ico, will represent the Sachs Shoe 
Manufacturing Co., Cincinnati, in 
Mexico. He departed for his country 
on March 4. 


Two Southern Voyagers 


That the Atlantic ocean is to have 
a treat this week is a sure bet, for 
two of Boston’s most prominent. citi- 
zens are booked for a long sea trip. 
“Ed” Cox of the Howard & Foster 
Co. of Brockton, has induced his 
friend, Guy Moses, of the Edwin 
Clapp Co., to book passage on the 
City of Rome, which sailed from the 
Hub on March 13. No, they are not 
going to confine their activities ex- 
clusively to an ocean voyage. Mr. 
Cox is simply making his twenty- 
ninth business trip South, while Guy 
Moses’ record dates back to the pre- 
historic ages of Southern steamship- 
sailing. There is a question of much 
discussion as to which one of the two- 
knows the most officers on this South- 
ern line, and we have been informed’ 
that there will be an actual showdown 
on this trip. 

Mr. Cox is making Florida, Georgia, 
Alabama, Mississippi, Tennessee and* 
Kentucky and Gus does a like turn,,. 
except that he takes in a few more- 
of the leading hotels than does “Ed.” 
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FORT WORTH 


Interest Centered on Spring Models 


Women Buying High-Grade Shoes and 
Merchants Predict a Good Spring 
Business 


HOE merchants of Fort Worth 

are feeling optimistic over the 
outlook of the spring business. 
General business conditions through- 
out Texas are showing a marked im- 
provement. Merchants have suffered 
losses in many cases, but at this time 
are beginning to recuperate. Efforts 
have been made to rid their shelves 
of old stock. During January and the 
early part of February there was an 
epidemic of shoe sales. At this time, 
however, the public is demanding new 
styles and shows little interest in the 
carry-overs in the shoe lines. Mer- 
chants are gradually approaching the 
very happy condition of becoming 
understocked rather than overstocked. 


Patents Still Good in Texas 


The early spring business in wo- 
men’s footwear centers around the 
patent strap effects and the patent 
and gray suede combinations. A rec- 
ord breaking run has been made on 
black patents, according to one mer- 
chant. 

Lew heeled satins hold their popu- 
larity and still prove one of the good 
selling lines of women’s footwear. 

In the exclusive men’s stores there 
has been no great volume of spring 
business. There has been about the 
usual demand for oxfords that has 
been felt since the first of the year. 
The heavy grained, boarded leathers 
have been quite popular. Many modes 
in black oxford as well as tans and 
browns are being displayed in the high 
class men’s stores. 


Effects 
Felt 


The shoe men of Fort Worth agree 
that the effects of the recent conven- 
tion of retailers, merchants and 
Southwestern Shoe Travelers are be- 
ing felt in many advantageous ways. 
The association with the best known 
and most successful. shoe men of the 
state, in both business and social ses- 
sions, brought about an interchange of 
ideas, discussions of conditions and 
methods. The shoe. displays of the 
best lines of shoes and hosiery gave 
splendid opportunities to late buyers. 


Convention Being 


Club Elects Officers 


The election of officers and the dis- 
cussion” of the social meetings were 
the features of the last meeting of 
the Fort Worth Shoe Men’s Club. L. 
E. Langston of the Beacon Shoe Store, 


who has been president of the club 
since its organization, resigned be- 
cause of his other duties as president 
of the Texas Shoe Retailers Associa- 
tion and General Chairman of the 1923 
convention. E. C. Jordan, manager of 
the Shoe Department of the Monnig 
Dry Goods Store, was elected presi- 
dent to succeed Mr. Langston. H. L. 
Goodspeed of the Goodspeed Bros. 
Shoe Store was elected secretary of 
the organization, Mr. Goodspeed, one 
of the best known shoe men of the 
state, was chairman of the Publicity 
Committee during the recent conven- 
tion. Virgil Garrett, manager of the 
Shoe Department of the W. C. Strip- 
ling Dry Goods Co.. was elected vice- 
president of the Club. It was ar- 
ranged at this meeting to have one 
business meeting each month at a stag 
luncheon and a dinner dance for the 
members of the Club and their wives. 
The membership of the Fort Worth 
Shoe Men’s Club is composed of the 
proprietors and managers of shoe 
stores and shoe departments. Assis- 
tant managers of shoe stores and 
shoe departments are the associate 
members. Judge Marvin Brown. who 
made such a decided hit by his address 
during the Convention, was made an 
honorary member of the club. 

Plans will be worked out by this 
club at once for the shoe men’s con- 
vention next year. The Fort Worth 
Shoe Men’s Club will be the nucleus 
about which the general plans and 
preparations for the three year pro- 
gram will be worked out. This or- 
ganization of seventy-five men are en- 
deavoring to make the 1923 conven- 
tion survass this 1922 convention. 
Mrs. R. M. Logan was elected chair- 
man of the women’s committee of the 
1923 convention. 


Shoe Store Changes Hands 


Ross H. Loomis has recently be- 
come owner and manager of the 
Loomis Walk-Over Shop. Mr. Loomis 
is a shoe man of wide experience. He 
has been connected with Walk-Over 
Shops in Oklahoma and Texas for the 
past twelve years. The store of which 
he is owner is a very attractive one, 
where every effort has been put forth 
to make it a storé with a very great 
style appeal for its patrons. New 
modes embodying beauty, style and 
simplicity are on display. Assisting 
Mr. Loomis are two well known shoe 
men of the city. W. B. Hunter has 
been with the Walk-Over Shop for 
the past three years. Guy Birney for- 


merly with the shoe department of 
the Meacham Dry Goods Store is a 
recent acquisition to the sales force 
of the local Walk-Over Store. 


Attractively Named Models 
Sell Well 


H. L. Goodspeed of Goodspeed Bros. 
reports very gratifying sales of two 
of the most attractive models being 
displayed. “The Suzanne” has the 
new block heel, one inch high. It is 
built on very graceful lines. “The 
Mollyo” represents the newest thing 
in the Spanish heel and short vamp. 
Announcement has been made of the 
arrival of two other models which bid 
fair to be as popular as the “Suzanne” 
and the “Mollyo.” A very good look- 
ing model with the patent vamp with 
gray ooze quarter and Spanish heel 
is the “Mitzi.” A new style devel- 
opment which combines beauty, com- 
fort and style is a black satin, wide 
strap pump with low block heel. Ex- 
act photographic cuts of these new 
models have been made, and they are 
being most attractively advertised in 
the papers. The mail order business 
has exceeded any previous advertise- 
ments by the Goodspeeds. Mr. Good- 
speed recognizes the advantage of put- 
ting before the public attractive mod- 
els in an attractive way. 


Unusual Run on Hosiery 


The Newkirk-Offutt Store finds it 
almost impossible to keep up with the 
demand in hosiery. The hosiery de- 
partment has been featuring the chif- 
fon hose. A shipment of hose was 
received some weeks ago. The chif- 
fons proved to be such good sellers 
that: other retail stores induced Mr. 
Newkirk to share the stock with them. 
An out-of-town shoe retailer bought 
up several dozens of the new: style 
A good line of ornaments of beads 
and brilliants have been received. This 
store expects to feature the latest or- 
naments and hose. 


Shoe Department Has 
Demonstration 


A series of shoe demonstrations 
have been conducted at the Stripling 
Shoe department under the direction 
of Virgil Garrett, buyer of the depart- 
ment. W. P. Ritter, an expert on the 
Arch Preserver shoe made by the 
Selby Shoe Co. of Portsmouth, Ohio, 
assisted Mr. Garrett» Mr. Ritter gave 
a series of talks on. “Better Feet and 
Better Health.” He said that foot dis- 
comforts were responsible for much 
unhappiness and stressed the joy of 
comfort. Mr. Garret‘has been fea- 
turinz this shoe for more than two 
years. , 
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FRANK W. WHITCHER 
General Chairman of Convention Committee 


National Leather and Shoe Finders 
Preparing for Big Convention 


at this comparatively early date for the 
eighteenth annual convention of the Na- 
tional Leather and Shoe Finders Association to 
be held in Boston July 17, 18, 19 and 20. Committee 


‘ CTIVE preparations are being made, even 


BERTRAM URBAN 
Chairman of Reception Committee 


HENRY R. HOLDEN 
Member of Executive Committee 


meetings are being held from time to time to discuss 
various aspects of the convention, to provide for speak- 
ers, entertainment, etc. 
A roster of these committees follows: 
General Committee—F rank W. Whitcher, Chairman; 
(Continued on page 99) 


LOUIS M. HANNUM 
Member of the Program Committee 
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4 Comprehensive 
Plan or Profits 





White Sea Island Canvas Instep Strap 
Pump. White Welt. 


21% to 7, Last 22, 7/8 Heel, AA-D, $3.35 Style 44—Welt 


11% to 2, Last 23, Low Heel, A-D, $2.75 


814 to 11, Last 23, Spr. Heel, B-D, $2.50 “Jel Del” footwear is divided into two groups. 


One for infants and children, the other for 
In Stock for Immediate Shipment misses and growing girls. 


Every merchant is awake to the possibilities 
attendant upon the proper fitting of child- 
hood feet. 


Once you have satisfactorily fitted the infant 
foot, future sales will follow. With the en- 
tire “Jel Del” assortment you can lay the 


foundation for successful business. 


Illustrated In Stock Folders sent gladly. 


‘ JELEDE|’ 


MADE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 


LYN N, — 
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The Saturday Evening Post carries our advertisements regularly, thus 
popularizing “Arnold's Glove-Grip Shoes” and stimulating demand 
for styles in stock. Keep your store in line with our advertising for 
success. 


The “Radcliffe”—No. 58-702 The “Panama”—No. 8-466 
Arnold Glove-Grip, Ladies’ Circular Oxford, Tobasco Arnold Glove-Grip, Culiagy Sane Kangaroo, Half Rubber 


Brown Kid, 12-8 Half Rubber Heel, 
IN STOCK IN STOCK 


: 5 ; ; , : AAAA/AA and AAA/A, 7 to 11; AA/B, 6 to 11; 
Sizes: AAA, 5 to 9; PTs ont 4. 4 to 9; C and I Sizes Jan ees be at 


{RNOLD 


GLOVE.~ GRIP SHOES 



































Smart Style—Superior Workmanship—Special ““GLOVE-GRIP”’ Features 


NUMBERS ILLUSTRATED ARE ADVERTISED IN THE SATURDAY 
EVENING POST OF MARCH 15TH. ORDER FROM OUR STOCK 
FOR YOUR STOCK TODAY. “i “t “t “i 


The Arnold “Glove-Grip” line of shoes for men and women will 
make money for you. It will develop new business and hold old 
business. 


Styles are so numerous you can satisfy all tastes. In outward 
appearance they do not differ greatly from other fine shoes, but 
inwardly there is no comparison. Herein you obtain exclusive 
design, and workmanship which raises the arches of the feet in- 
stead of pushing them down. Sell Arnold “Glove-Grip” shoes 
and you put yourself in a position where sales and profits are 
frequent. 
Write now for latest stock style book. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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HERBERT A. DERRY 
Chairman of Finance Committee 


(Continued from page 96) 
George A. Stetson, Vice-Chairman; William E. Thay- 
er, Secretary; Eugene C. Sherry, Treasurer. 

Executive Committee—George A. Stetson, Chair- 
man, James W. Meloon, Harry S. Gordon, Louis M. 
Hannum, Henry R. Holden, Joseph W. Parker. 

Program Committee—George A. Stetson, Chairman; 
Louis M. Hannum, Henry R. Holden. 

Finance Committee—Herbert A. Derry, Chairman; 
Ernest G. Howes, Henry S. Pearson, Miles H. Ray, 
James B. B. Smith. 

Entertainment Committee—Walter F. Baker, Chair- 
man; Herman L, Beal, Dudley Freeman, Homer M. 
Gerry, Charles Goldman. 

Hotel Committee—James W. Meloon, Chairman; 
Everit B. Terhune. 

Publicity Committee—Maj. Chas. T. Cahill, Chair- 
man; William D. Bennett, I. Wendell Gammons, Wil- 
liam E. Gill, Thomas P. Hallock, Everit B. Terhune. 
Honorary Member, Thomas F. Anderson, Secretary. 


MISS MERCY V. NICHOLS 
Chairman of Ladies’ Reception 
Committee 


JAMES W. MELOON 
Member of Executive Committee 
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STEPHEN R. NICHOLS 
Chairman of Badges and Registration 


Committee 

Badges and Registration Committee—Stephen R. 
Nichols, Chairman; Bradford L. Beal, Arthur R. Bow- 
man, Percy E. Burns, Samuel C. Lord, George G. 
Roberts, Jr., Robert A. Stetson. 

Information Bureau—Arthur R. Baker, Chairman; 
Miss Carol V. Edwards, Miss Ada H. Fletcher, Miss 
Margaret E. Gilmartin, Frederick J. Gleason, Miss 
Mary J. Goers, Edward N. Haag, Jr., Miss Helen L. 
Kelley, Philip H. Mayo, Frederick G. Thayer. 

Auditing Committee—George F. Reinhardt, Chair- 
man; Clarence E. Collieson. 

Transportation Committee—Charles B. Baldwin, 
Chairman; John C. McKie. 

Reception Committee—Bertram Urban, Chairman; 
John N. Alexander, Arthur F. Billcliff, Benjamin 
Cherenson, Arthur M. Clarke, Myron B. Clemence, 
William F. Cowen, Harry S. Crossman, Herman Fein- 
stein, George M. Heath, Louis C. Hungerford, Ray- 
mond A. Hutmacher, Harry M. Jacobs, Samuel Lebow, 

(Continued on page 117) 


GEORGE A. STETSON Pe 
Vice-Chairman of General Committee 
and Chairman of Executive and Pro- 

gram Committees 
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REED STYLES 


The remarkable demand 
for Tweed and Homespun 
garments of the sports- 
wear type indicates great 
sales possibilities in 
womens footwear 


Ever alert to fashions 
chandes REEDS 

stylis s have designed 
women's footwear in new 
smart patterns that 
harmonize perfect y 


with the latest fabrics 


eI Wms 
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George L. Starks in Ring 


Prominent Member of the N. S. T. A.—and a Careful Dresser 


George L. Starks is no doubt one of 
the best of well-known salesmen at- 
tached to the shoe industry and while 
not just now out selling shoes, he is 
going about the country telling others 
how to make them and make them 
right. In other words, he is connected 
with the Wilson Process, Inc., which 
produces a flexible shoe, and which 
“George” says is “The only genuine 
one on the market to-day.” 

Mr. Starks started in to sell shoes 
way back on Feb. 15, 1885, with Aaron 
Claflin & Co.; he then traveled for 
John W. Hart Co., the Waverly Shoe 
Co., Preston B. Keith Co., then lined 
up with the George Strong Company, 
and finally reverted to one of his prior 
loves, the Preston B. Keith Co. 


A Booster for the Boys 


George has ever been prominent in 
the National Shoe Travelers Associa- 
tion, being president of the Southern 
Shoe Travelers in 1913 and 1914, and 
an active member of the Boston Shoe 
Travelers Association. He has been 
a delegate to several national conven- 
tions and has always taken an active 
part in these celebrations. He pos- 
sesses a constructive mind and is an 
enthusiastic worker in all that per- 
tains to shoe travelers’ welfare. 

“George” is one of those honest, 
outspoken fellows. who doesn’t say 
anything until he has to, but when he 
does speak he generally says some- 
thing worth listening to. 


A Public Spirited Man 


“For instance, witness his recent ap- 
pearance at the State House of Mas- 
sachusetts on March 9 to make a 
strong plea for hotel rate posting, a 
bit of legislation which is of much in- 
terest to the traveling fraternity. 

To get a good idea of what our 




















The man from Palm Beach. March breezes 
are not bothering him just now; in fact, 
he is trying to keep cool and, dressed in 
white, is sporting a bit at Miami. “I feel 
that the low-water mark of business stag- 
nation has been passed,” writes Emil 
Decker, Southern representative for Chip- 
man, Harwood & Co., “and look for con- 
siderable improvement in conditions in the 
near future” 





friend in the circle really looks like, 
it is quite necessary to have a full 
length picture—the observer would 
then behold a tall and commanding 


figure, with just enough avoirdupois 
to give him a prosperous appearance. 
He is at his best when on dress parade 
—and speaking of dress, even the 
most scrutinizing must admit that he 
does it to a nicety. A fashionable 
man’s model could not be more care- 
fully attired. One of his favorite cos- 
tumes is a checked suit, the very lat- 
est in ties, adorned with a horseshoe 
of diamonds, gloves of course, and 
Wilson Process, Inc., shoes. 


Hall a Walk-Over Veteran 


Charles E. Hall, veteran salesman, 
takes out upon his territory this sea- 
son his fifty-fifth line of Walk-Over., 
shoes, and before leaving Brockton’ 
made the following statement: 

“The material in the line to-day is 
just exactly as it was when I 
first commenced selling Walk-Overs, 
twenty-seven years ago; honest-to- 
goodness, solid material all through 
and reflecting expert workmanship. 
In those days every merchant, banker 
and laborer was a booster for Walk- 
Overs and there were no knockers. 

“IT remember one colored man, who 
for three weeks had haunted the win- 
dows of a store in which were dis- 
played a pair of tan kid Manhattan 
toe boots, coming into the store on a 
Saturday night with his worldly 
wealth in his hand, exclaiming, ‘Ah’m 
gwine to have that pair of Walk- 
Overs even if Ah cain’t get me a pair 
of pants.’ 

“Starting this coming trip with the 
combination of solid materials, skilled 
workmanship, and our modern lasts 
and patterns, I cannot see how we can 
help getting more business. 

“With the stand the company has 
taken in regard to quality and mate- 
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Low Shoes at Low Prices! 


But the quality is there—care in the workmanship 
—in the selection of leathers—in the perfect fitting 
models—combine to make them ready selling num- 


bers—order today. 





No. 243—Brown Side Oxford, English 
Welt, Tip, 1%-Inch Military Heel. Price, 

00 
AA—5 to 8; 4% 8; B—4 to 9; C 
and D—3% x 9; add “Ose for 8% and 9. 








No. 232 — Brown 
Kid Oxford, _— 
tion Turn, Tip, 1% 
Inch Military Heel. 


PURER cocccccecccesccscoccccccceces B00 
AA—4% to 7%; A—4 to 7%; B, © and 
D--8 to 8. 


No. 233—Same as No. 232 but—Black 


AA—5 to 7%; A—4 to 7%; B, C and 
Daw Ge. Fee ctcécovces6eccsed 84.00 


THE HOLTERS COMPANY, 


New York Office: 437 Marbridge Bldg. 


READY TO SHIP NOW 











No. 244—Brown Side Oxford. 

——- Welt, Tip, 1% Inch Heel. 

AA—5 to 7%; 4 © 5 B—3% 

w 8; C and D—3 

No. 247—Same as No. 246—but 

Gun Metal Calf Oxford. Price, 
$4.00 





No. 241 — Brown 

Calf Oxford, Welt, 

Tip, 1%: -Inch Military 
Price 


—, . 84, 
AA—5 to 8; A—4% to 8; B—4 to 9; 0 
3% to 9; add 25¢ for 8% and 9. 
as No. 241 but—Gun 
Price 


-60 
Same as No, 241 bat —istaens 
Regent TREE. Pris... scccccccce $4.50 





Cincinnati, O. 


Chicago Office: 210 Security Bldg. 








ot 
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rial, I predict very soon an annual 
business for them of $100,000,000, 
and that’s some business.” 


Johnson with J. E. French 


Edward A. Johnson, recently an- 
nounced as having joined the J. E. 
French Co. sales force, is to carry 
this line of high class welts for men 
and women from Rockland to Ohio, 
Kansas and Michigan trade, where 
the French company styles are al- 
ready well established and the pat- 
ronage expanding rapidly. Johnson 
formerly was with Alden, Walker & 
Wilde of Weymouth. His home is 
now in Allston. “Ed” is one of the 
best known travelers going out of the 
Old Colony district, had an experience 
making good welt shoes at the bench 
at one time, is an expert on leather 
quality and knows shoes from the 
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Ralph R. Clark Dead 


Ralph R. Clark, salesman for the 
Sherwood Shoe Co. of Rochester, N. 
Y., recently died of heart trouble at 
his home in Cleveland. He was in 
Pittsburgh with John J. Whalen and 
other salesmen from the Brockton 
district a day or two before his death. 


Charles F. Maxwell Making 
Legislation 


Senator Elwin T. Wright, president 
of the E. T. Wright & Co., Inc., other- 
wise known as “Pop” Wright, lent a 
helping hand to the shoe travelers on 
March 9, when he headed a delegation 
of the knights of the grip who 
marched with firm tread to the Mas- 
sachusetts legislature to make a plea 
for legislation to compel New Eng- 
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M. N. Arnold Men in 
Territories 


The members of the sales force of 
the M. N. Arnold Shoe Co., represent- 
ing every section of the United States, 
left for their territories, after a four 
days’ conference, full of enthusiasm 
and being convinced that the sales 
plan and policy for the ensuing season 
will continue to keep the Arnold fac- 
tory busy. 

The salesmen reported at the fac- 
tory at 10 Tuesday morning, Feb. 28, 
and were greeted by W. Percy Arnold, 
president and general manager of the 
company, who congratulated them on 
the success of their work during the 
past six months and told them it was 
only through their unusual effort and 
through their hearty co-operation in 
carrying out an intensive sales cam- 
paign during the season that the Ar- 








R. W. LEWIS 
Who covers New England States and 
Nova Scotia, New Brunswick, Quebec 
and Ontario with boot tops for Tweedie 
Footwear Corporation and Tweedie 
Boot Top Co. 














ground up. James .T. Lawless, the 
production chief for the French com- 
pany, recently has completed some 
snappy samples of 1922 styles. 


“Paging” Mr. Lillibridge 

A request has come to the office of 
the National Shoe Travelers Associa- 
tion requesting information of a D. 
W. Lillibridge, a member of the shoe 
traveling fraternity. Should this 
come to the notice of Mr. Lillibridge 
or any one acquainted with his where- 
abouts, information of much value 
could be secured by communicating 
with T. A. Delany, secretary of the 
N. S. T. A., Room 706, 183 Essex 
Street, Boston, Mass. 





W. PERCY ARNOLD 
President of the M. N. Arnold Shoe 
Company, who was host to the “Glove 
Grip” boys during their recent sales 

convention 








land hotels to post upon the door of 
each room for the protection of guests 
of the hotel the rate charged per day 
for the room, if under the European 
plan, or if operating under the Amer- 
ican plan, the rate of the room per 
day and the price of the meals. 

“Pop” Wright was sponsor for the 
bill in the Massachusetts Senate. 
Charles F. Maxwell, the author of the 
bill, and representing the National 
Shoe Travelers’ Association, made the 
principal plea. He said that such a 
law is in effect in Iowa, Louisiana, 
Ohio and Wisconsin. Others who 
spoke for the bill were S. S. Von Loe- 
secke, George L. Starks, representing 
the Wilson Process, Inc., and George 
F. Naugel. 

The bill was opposed by W. W. 
Davis, representing the Hotel Owners 
Association. 





P. A. CRAFTS 
Who covers New York State, New 
Jersey, Delaware and Maryland for 
Tweedie Footwear Corporation and 


Tweedie Boot Top Co. 








nold factory had been kept busy in all 
departments during a period of gen- 
erally unsatisfactory and _ difficult 
business conditions, 

He expressed the view that from 
facts gathered on a trip which he has 
recently made from coast to coast, 
during which time he visited many re- 
tail merchants, that the stocks of the 
better class of dealers are quite thor- 
oughly liquidated and that with im- 
proved fundamental conditions at 
least a normal and, he hoped, an in- 
creased business may be expected, but 
that this business could not be ob- 
tained except through a well planned 
and well executed sales campaign. 

Mr. Arnold stated that the plans of 
the company for nationally advertis- 
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TRADE MARK REGISTERED 








Number 784 


Illustrated 
Full Apron 


Ladies’ Sizes 2'4 to 8 


Widths B and C 


Price $2.60 
Number 784-B 


Cut Out Apron 


Ladies’ Sizes 2'4 to 8 


Widths B and C 


Price $2.60 
Black and Tan Trimmings 








Six Special 


Features 


A TURN 
FIBRE SOLES 


LOOSE 
LINING 


LEATHER 
TRIMMED 


KID SOCK 
LINING 


SEA ISLAND 
DUCK 
UPPERS 


Turn Sport Oxford 
$2.60 


Our Full Apron Model. “Camco” turn proc- 
ess construction. A quality shoe throughout. 
For the season of 1922 there are many styles 
as snappy. Take advantage of our catalogue 
offer below and select your canvas sport shoes 
from the “Camco” sales makers. 








(Catalogue showing many other numbers on request) 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES 


HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 





_ 
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ing its specialty, the “Glove Grip 
shoe, had been materially enlarged 
over previous seasons and would be of 
great assistance to them in their sea- 
son’s drive for “Glove Grip” business. 

Treasurer James D. Arnold gave a 
talk on finance. C. O. Tyler, credit 
manager of the company, gave the 
salesmen an instructive talk on credit 
conditions and collections. 


Samples Carefully Studied 


At the March 1 conference new 
samples were gone over thoroughly 
and the many new lasts and patterns 
which have been adopted were de- 
scribed in detail. Special emphasis 
was placed on the possibility of the 
nationally advertised “Glove Grip” 
sport shoes for men and women. The 
new ideas in the women’s Glove Grip 
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on the possibilities of increased busi- 
ness for the dealer through tying up 
his local Glove Grip advertising with 
the national work of the company. 

At the March 3 meeting W. M. Ar- 
mistead, vice-president of the N. W. 
Ayer Co., which company is responsi- 
ble for the “Glove Grip” national ad- 
vertising, made a special trip from 
Philadelphia to lay before the sales- 
men complete detail of the advertis- 
ing plans for the coming season. 


Banquet Sales Force 


The convention proceedings were 
concluded with a banquet tendered by 
the company to the sales force, fore- 
men and executives, 50 in party. Pres- 
ident Arnold presided at this banquet 
and introduced during the course of 
the evening Arthur PD. Anderson, edi- 











A. E. ERTELL 


Who represents the Melanson Shoe Co 
in Iowa, Michigan, Wisconsin, Nebraska 
North and South Dakota 











line were of particular interest owing 
to the fact that sales on this line dur- 
ing the past season have shown an in- 


» erease of over 40 per cent. The com- 


pany introduced a new feature this 
season, by having on display a com- 
plete line of samples for the inspec- 
tion of all employees of the factory, 
and the interest shown by the em- 
ployees in their handiwork was 
marked. 

The March 2 meeting was conducted 
by B. L. Wales, advertising and stock 
department manager. Mr. Wales 
gave the men very gratifying figures 
relative to the growth of the stock de- 
partment and outlined and explained 
the many new advertising features 
which are being used by Glove Grip 
dealers to stimulate business. He in- 
troduced Mr. Kenney of the Saturday 
Evening Post. Mr. Kenney gave a talk 





W. J. CROWLEY 


In charge of the Arch Preserver end 
of BE. T. right & Co., Inc., busi- 
ness. This picture was snapped at the 
N. 8. R. A. Convention, Chicago, while 
Mr. Crowley was demonstrating the 
merits of a brand new last for a boy, 
resembling the well-known Haag model. 
This shoe is made of Gallun’s Tan 
Viking calf, smartly perforated, full 
flange heel, such as is ordinarily seen 
only on a man’s custom-made shoe 








tor of the Boot AND SHOE RECORDER, 
who gave his view of country-wide 
conditions and prospects. 

A very pleasing feature of the pro- 
gram was the rendering of a number 
of selections by the Glove Grip Banjo 
and Mandolin Club, composed of fore- 
men and executives of the company 
and led by the veteran banjo artist, 
Allie Bates. Songs were rendered by 
the Legion Trio and the program was 
concluded by the presentation of sil- 
ver trophies to the salesmen who had 
won the various semi-annual contests. 
Announcement of these awards was 
made in a recent issue of the RE- 
CORDER. 
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“Tell the Truth Convincingly” 

Charles Brandman, with E. T. 
Wright & Co., Inc., has a word to say 
in regard to business conditions and 
what he is going to do to make 1922 
a worth-while one for the retail shoe 
merchant: 

“First, I would suggest that we are 
not in the throes of a depression. In 
my opinion we are now operating 
under normal conditions, and the 
past four or five years of prosperity 
were abnormal. It was a very easy 
matter to do business during that 
time. Overheads or fixed charges were 
allowed to step up during this pros- 
perous’ period without very. much 
fight, and these charges are with us 
now. The cost of merchandise has 
been reduced around 40 per cent and 
the volume of business has not in- 











“LARRY” CROSS 
Who has recently changed his territory 
and line. He is now to have Teas, 
Louisiana, Alabama and Mississippi for 
the Holland Shoe Co. of Holland, Mich. 
Mr. Cross has beer covering the Hast 
and Middle West for some seasons past 
and, while new in his territory, his 
ability has been so well proved that a 
bright future is predicted for him with 
his new line and territory 








creased generally in dollars and cents 
to make up for this decrease. Oniy 
where exceptional efforts have been 
displayed have the sales in dollars 
kept up. Therefore, we have again 
arrived at the time when it is to be a 
survival of the fittest. The particular 
thing that interests all of us is that 
we wish to be of the survivors, and 


thé problem at hand is how to be able’ 


to survive. 
Situation Is Not Bad 


“Let us, therefore, analyze a bit’ 


and see what we are doing to get our 
business. What measures are the 
average retail merchant taking to sell 
his establishment to the public? Is he 
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SOUUAUAUUULUUAUALUGUUOUUOUUOGUGUUOUOOOUOUUOOUOGOOUOOUEOOOOUOOUEGUEOEOOEEOUEAEEHALE 
This Spring’s Two Best Sellers 
in Stock for at Once Delivery 


Send your order and ask for catalogue of 
our complete in stock line of popular num- 
bers. 








= 


Announcement to the Trade | 











The Levinson Shoe Mfg. Co. 


of Rochester 


The Rochester Juvenile Shoe Co. 


and subsidiary corporations have been 
merged into one corporation to be known 


IN STOCK 


No. 655—Patent Colt One 
No. 30. 


hereafter as 


The Le-Hy Shoe Mfg. Corp. 


of Rochester 


Makers of the well known line of “Pals.” 
The best and biggest value in Infants’, 
Children’s, Misses’, Growing Girls’ and 
Little Gents’ Welt Shoes on the present 
market. 





IN STOCK 


No. 667—Patent Colt Five 
Eyelet Jazz Oxford, Last No. 
30, Imitation Turn Edge. 
Perforated Vamp and Side 
Row, 10/8 Rubber Heel. 

Sizes 2%-8. Widths ©, D, E. 


No. 667 \ $2.15 


Terms: 7%, 10 Days—6%, 30 Days 
F.O.B. Everett or Boston 


Bunker Hill Shoe Co. 


EVERETT Manufacturers MASS 
PAT 


In line to serve you promptly and serve 
you well. 








Every Shoe Guaranteed—All Leather 


al 














The Perfect 
Polish for 


Sport Shoes 


| of Smoked Horse 
At 50c per pair we will make Efieats | von ios de 
your obsolete shoe styles up ito | 


to date. It Cleans Them 


Easily and Well! 


Send a shoe to be converted 
for specimen of our work. A cream friction polish of the highest qual- 
ity. You should sell a bottle with every pair 
of sport shoes. Can be applied in a few 
We are fully equipped to seconds. Dresses the shoe and improves 
a OO ae ee the leather without leaving the surface 
service as we did to hundreds > 
sticky. It also cleans and dresses all other 


of merchants throughout the 
country during the past year smooth-finished leathers. 


$2.00 Doz.———$22.32 Gross 


Boston Blacking Company 
East Cambridge, Mass., U. S. A. 
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offering his merchandise on a price 
basis, or a quality, style and service 
basis; or on a basis of both quality, 
style and service, and price as low as 
consistent in order to insure the 
above. It appears to me as I talk with 
retail merchants all over the country, 
that they have allowed the consuming 
buyer to take the reins without even 
a tussle. The usual statement is 
either that they are out of work and 
not earning any money, or they have 
only about so much to spend. There 
are about 35,000,000 earners in this 
country, and about 3,500,000 more or 
less out of employment, in other 
words, about 10 per cent of the whole 
are out of work. Merchandise in gen- 
eral has been reduced about 40 per 
cent, rents not at all, foodstuffs about 
20 per cent, wages have gone down 
generally not over 20 per cent on an 
average. Therefore, the situation is 
not at all bad. There are still the 
same 85 to 90 per cent of the consum- 
ing public who must buy and can buy. 
The Buying Mood 

“Now supposing the average retail 
merchant puts himself in the place of 
the average shoe purchaser for the 
moment. On every hand he sees red 
signs telling him about the crash in 
prices, reductions, etc. Everyone is 
trying to sell him something that he 
does not believe he needs any more 
than the fellow who wants to sell it. 
Personally, I believe that the public 
has been fed up on sales. The buying 
public must be induced to buy shoes 
in exactly the same manner as they 
are induced to eat. Something inside 
the man or woman tells him he ought 
to eat, and the degree of appetite they 
have for food is about the degree of 
desire that is evidenced to them by 
this inner feeling. To purchase a pair 
of shoes, the consumer feels he might 
buy a pair of shoes, or perhaps he 
ought to have a pair of shoes, or he 
will buy a pair of shoes, or must have 
a pair of shoes. 

Don’t Cut Prices 

“The person who must have a pair 
of shoes is easy. The one who will 
buy a pair feels the need and will buy 
shoes just as soon as he gets around 
to it. The one who ought to buy a 
pair of shoes can get by with what 
he has but could be induced. The eco- 
nomical or conservative strain makes 
him hesitate. The ones who might 
buy are the set whose appetites must 
be whetted or the desire created. The 
last three types every merchant has 
a chance at. Can you create a desire 
with a price, when under the existing 
condition economy is the watchword? 
Doesn’t the very sign of cut price 
imply here is something we want to 
dispose of, and if you wish to dispose 
of it, why does the public want it any 
more than you do? 


Display Your Shoes Well 


“On the other hand, place your 
shoes in your show window looking 
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brighter and more beautiful than 
ever, study every line of shoe in win- 
dow so as to show it up to the very 
best advantage. Let your window 
sayings help the shoes displayed, whet 
the looker’s appetites. Have your ad- 
vertising talk beauty, style, quality 
instead of price. Mention price if you 
feel you must, but let it be an addi- 
tion to your real message. Love your 
merchandise truly and your message 
will then ring true. You all know 
how the lover somehow or another 
finds words to describe his feelings 
—just so, if you really love your 
merchandise you will find words to 
deséribe your shoes. You will also 
find ways of displaying them to the 
best advantage.” 


Let Us Be Merchants 


Let us try to be merchants!- We 
have something to sell. Everyone can 
meet price because somewhere along 
the line he can buy something to sell 





“EARLY BIRD CAUGHT THE 
WORM” 


Salesmen are keenly compet- 
ing for orders these days. For 
instance, one salesman, selling 
to the retail trade, figured that 
one of his customers would have 
his stock sold down low by a 
certain Saturday. So he got up 
early on the next Monday morn- 
ing and was at that store wait- 
ing for the merchant to come 
along. By nine o’clock he had 
sold him an assortment of 1000 
pairs of shoes, and just as the 
order was being signed in came 
a salesman for a rival firm. 

The early bird had a hunch 
that this rival would be looking 
for the same order, and he beat 
him to it. 











at a price, but he cannot satisfy the 
buyer’s mental frame of mind with 
that only. A satisfactory sale is never 
made unless the seller is in command 
of the situation. When the seller has 
created the necessary confidence in 
the buyer’s mind, the buyer is in a 
mood to listen, and then the seller has 
his opportunity to tell his story in 
a clear and simple way. He has 
the opportunity to tell his story 
regarding the thing he loves, and 
if he honestly does love it he can 
tell it convincingly. The buyer is 
then mentally satisfied tha the has 
completed a good trade and becomes 
one of your walking advertisements, 
always providing, of course, that your 
product makes good the statements 
you made concerning it. Misfitting 
feet does not back up your statement. 
Selling shoddy shoes and represent- 
ing them to be good shoes does not 
back up your statement. 
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Have a Complete Stock 


You must have shoes to sell and 
they must be on your shelves. The 
buying public pay you a profit for the 
service you render in having what 
they want, when they want it, and 
the fellow who has it makes the sale. 
One of the many things that go to 
create the confidence mentioned be- 
fore is the impression that so and so 
always has the proper thing, or so 
and so never have the thing you want. 

You are in the shoe business, you 
have store rent to pay, clerk hire to 
pay, advertising and various other 
expenses that are fixed to pay, and 
you can only do this with sales of, 
shoes, etc. Therefore, you must havé 
shoes to sell. In other words, if you 
do not feel justified in keeping up 
your stock of shoes you ought to, in 
justice to yourself, stop paying rent, 
clerk hire, etc. 


“Beacon Sales’ Convention 


Fifty traveling salesmen of the F, 
M. Hoyt Shoe Co. held their annual 
sales convention in Manchester March 
6, 7 and 8. The Hotel Orrington was 
their meeting place. Business and 
social sessions were held daily. 


Congratulations to Philadel- 
phia Association 

The regular monthly meeting of the 
Philadelphia Shoe Travelers Associa- 
tion was held March 4 at the St. 
James Hotel, with a splendid attend: 
ance. The luncheon served before the 
meeting, as is the custom, was excep- 
tionally fine, and the genial chairman 
of the House Committee, having this 
particular duty in charge, is worthy of 
praise for bringing about better serv- 
ice and accommodations. 

The meeting was called to order at 
2 o’clock promptly with President 
James L. Scanlon presiding. The 
usual procedure of the day was en- 
acted, resulting in a: very interesting 
meeting. 

Committees presenting their ex- 
tremely interesting reports for the 
first time this year showed excellent 
progress, 

Chairman Paul R. Lippincott, Jr., 
in reporting the work being accom- 
plished by his, the Welfare Commit- 
tee, proves what good work a com- 
mittee of this kind can do to bring 
about happiness and better conditions 
generally. 

Chairman I. Frank Oberfield of the 
Employment Committee outlined the 
splendid work being executed by him. 

C. R. MeClellen of the Membership 
Committee presented two applications 
for membership, Howard J. Gillis, 
with the Long Shoe Company, offices 
and salesroom 129 Duane Street, New 
York City, and John Howard ‘Keefer, 
with the Lindner Shoe Co., Carlisle, 
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Style 270-B — Patent leather, 
white kid inlay instep strap. Milo 
buttons. Perforated. Price per pair, 

$1.10 


SUPERIORITY 


We manufacture for the retail trade exclu- 
sively a complete line of children's superior 
quality flexible turn shoes. Sizes—full and 
half 1 to 5. Every shoe sample lasted and 


GUARANTEED 
No.1315 ALL LEATHER 


SLI E CKLE Soles cut in our own factory from highest 
D Bu grade flexible oak-tanned bends. Highest 
quality leather counters insuring longest pos- 

SIZES sible wear. All styles made with mock heel. 


%e~ %~ 73 In. Send for catalogue. 














A Slide Buckle that can be assem- 
bled to slipper without looping strap 
around cross bar. It sews on flat 
when machines are equipped with 
attachment for jumping the bar 
while stitching. 

Made in Non Rust Composition and 
supplied in desirable standard fin- 
ishes. 


Samples free upon request 
NORTH & JUDD MFG. CO. 


New Britain, Conn. 


BRANCH SALES OFFICES 
Me OCAG0, 306 W. Maden Be IMPERIAL 
ST. LOUIS, 098 Vietere Bide. a, CHILDRENS SHOE 
CORPORATION 
ROCHESTER —NEW YORK 
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Pa., they being duly elected to mem- 
bership. 

Chariman Fred C. J. Mulhauser of 
the Office and Building Committee, re- 
ports plans are well under way for 
arranging for any member of. the 
association, offices in a number of 
office buildings, being able to obtain 
them in short order. 

It is no more than right to give 
honor to whom honor is due, therefore 
in giving the names of some of the 
very earnest workers of the Philadel- 
phia Shoe Travelers Association who 
have been lending their sincere ef- 
forts in bringing about its success, the 
writer feels justified in mentioning 
H. L. Githens, George Weis, E. F. 
Porter, R. W. Franklin, Edward Mc- 
Comb, Thomas J. Yates, Charles 
Pifenberg, Paul R. Lippincott, Jr., 
George Drysdale, A. C. Wood, David 
Hirst, W. S. Piatt, B. B. Davis, Arthur 
Earle, and Albert Meley as those 
members deserving this tribute of 
praise. 

(The annual convention of the Na- 
tional Shoe Travelers Association held 
in Philadelphia in January of this 
year was a wonderful achievement, 
and to these members are due much 
credit in bringing it about. 

It is true as in most cases that the 
work of an association is dependent 
upon a few, and the Philadelphia 
Shoe Travelers are no exception to 
this statement. -However, this year 
the boys are showing the mettle that 
is in them and a greater interest is 
being shown. : 


Wisconsin Appoints Com- 


mittees 


Committee appointments have been 
made as follows by Frank J. Larkin, 
new president of the Wisconsin Shoe 
Travelers’ Association: Membership, 
R. Sherrington, George P. Utley, A. 
Schilling, Leopold L. Imig and N. Na- 
tion. Welfare, G. Heil, C. H. Moe, 
William Reinke. Auditing, William 
Pagenkopf, F. Grube, G. Karzke. En- 
tertainment, A. Meisenheimer, G. 
Heil, J. H. Voelkel. Grievance, L. C. 
Becker, W. George, W. L. McMannis. 
Employment, Max H. Tenscher, J. 
Hilker, W. Herbst. Publicity, M. 
Meissner, J. Bringardner, J. E. How- 
ard. Educational, J. W. Myers, H. D. 
Kuehn, F. H. Taylor. Legislation, F. 
J. Larkin, J. Leuenberger, Max H. 
Tenscher. 


Big Membership Campaign. 


The Wisconsin association is en- 
gaged in a vigorous campaign to in- 
crease its membership. This will end 
just prior to the dates of the annual 
convention of the Wisconsin Retail 
Shoe Dealers’ Association, to be held 
at Appleton, Wis, Aug. 8, 9 and 10. 
Members of the association will be 
out in full force on this occasion to 
entertain guests as well as show 
goods. Last year there were no con- 
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vention exhibits and the association 
is gratified over the decision of the 
state retail association to reinstate 
the exposition feature. As an appre- 
ciation, the travelers are making a 
campaign also to get new members 
for the retail association. 

President Larkin of the Wisconsin 
association is with the Freeman Shoe 
Co. of Beloit, Wis. The vice-president, 
John Leuenberger, represents the 
Beals & Torrey Co. Max H. Tenscher, 
secretary and treasurer, is with the 
V. Schoenecker Boot & Shoe Co., Mil- 
waukee. His headquarters are at 842 
Forty-first Street. 


Crowley Specializes on Arch 
Preservers 


W. J. Crowley has charge of the 
arch preserver end of the E. T. 
Wright & Co., Inc., business. His 
headquarters are the Boston office of 
the company at room 703, 10 High 
Street, and he keeps very close to the 
factory, spending a large portion of 
his time there closely watching the 
making of the arch preserver models. 
Mr. Crowley left Boston for Cleve- 
land on Sunday, March 5, where he 
and two others of the E. T. Wright & 
Co.’s sales force had the Just Wright 
line on display at the Ohio Valley Re- 
tail Shoe Dealers’ Association con- 
vention. 

“Will” was one of the prominent 
figures at the N. S. R. A. Chicago 
convention and impressed many buy- 
ers by his conviction in the good 
qualities of his line. On March 3 he 
was “interviewed” while talking to 
J. A. Manning, manager of the chil- 
dren’s shoe department of the Jordan, 
Marsh & Co., and made the following 
statement: 


“Play Up Feature Shoes” 


“The arch preserver shoe is really 
coming along in an amazing manner. 
It has real value and I am getting in- 
creasing sales on this model. To-day 
to successfully sell a retail shoe mer- 
chant you must have something in 
the way of a feature line. You must 
give him something that he can play 
up to combat the price bugaboo. If 
he has a feature shoe—something a 
little different from that of his neigh- 
bor, he can, by courage in exhibiting 
its good qualifications, build up a nice 
business. The arch preservér shoe 
is not only a good shoe, but its spe- 
cial features puts it in a class by it- 
self.” 

A Boy’s Favorite 


Buyer Manning then showed one of 


his new favorites—a boy’s tan Viking — 


calf shoe, on a new last resembling 
the men’s Haag model. “Yes,” said 
Mr. Crowley, “this shoe is a winner. 
I showed it at the N.S. R. A. Chicago 
convention and it made a big ‘hit.’ We 
use nothing under ten iron outer soles 
nor under seven iron innersoles in our 
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shoes, and use the plumpest kind of 
leather we can put in. We are mak- 
ing, to my mind, the snappiest and 
best line of little men’s shoes that we 
know how and have incorporated into 
it all the quality and style of the 
‘Just Wright line.’ The principal fea- 
ture of this boy’s shoe is that it is a 
high grade, stylish men’s quality shoe, 
but developed in a boy’s size. This 
shoe is a calf leather lined, with full 
grain innersoles, best quality ten iron 
oak soles, and a full flange heel, such 
as is usually placed only on men’s cus- 
tom-mades.” 


Nahm Visiting New York 


Gilbert A. Nahm, of Nahm Broth- 
ers, Philadelphia, will call upon the 
trade in New York City in the near 
future, making his visits weekly. It 
is anticipated that the firm will open 
extensive offices in the metropolitan 
city to greet not only the New York 
City buyer but visiting buyers as well. 
Gilbert Nahm is a genial chap and 
well liked by his wide acquaintance in 
the shoe trade who are wishing him 
every success in his new field of en- 
deavor. 


J. E. French Salesforce 


The J. E. French Co. of Rockland 
is out “for bear” in the coming sell- 
ing season, having some new styles 
for men and women in high grade 
welts to show the trade. The selling 
staff roster recently announced in- 
cludes the following men and terri- 
tories: H. W. Lambden, Middle At- 
lantic states; C. L. Thomas, South- 
western states; John S. Whittemore, 
New England and New York; Morrie 
Heisler, New York City; Samuel 
David, New Jersey; John H. Carroll, 
the Middle West; Edward W. Perkins, 
cities of the Middle West, Philadel- 
phia, Baltimore and Washington. 


Melvin Kelley with Menihan 

Melvin J. Kelley, recently with the 
W. L. Douglas Shoe Co. and for sev- 
eral years on the sales force of the 
Regal Shoe Co., has arranged to rep- 
resent the Menihan Shoe Co, of Roch- 
ester, N. Y., exclusively in the New 
England territory. Mr. Kelley is weil 


and favorably known in the Brockton 


district. 


Treasurer Dave Davis Visits 
Brockton 


‘Thompson Bros. Shoe Co. had a 
distinguished visitor during the latter 
part of February, namely, Dave Davis, 
the salesman for the Thompson shoes 
in Chicago and surrounding territory. 
But that isn’t all about Dave Davis. 
He is the treasurer of the National 
Shoe Travelers, one of the best known 
shoe salesmen in the country. 
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An Appeal to Dealers 


JURING the past few months, hundreds of 
. ¥ Ya dealers could not obtain certain types of rub- 
a av) ber footwear which their customers wanted. 


Manufacturers and Wholesale Distributors 
have been flooded with orders for immediate delivery 
on goods which they could not possibly fill. 


This situation arises from one fact. Last year, despite 
an unusual demand for certain types of footwear, dealers 
were not willing to place advance orders in sufficient 
amount. As a result, they lost business and missed 
profits. 


The Only Remedy 


A “U. S.” salesman is now on his way to you with 
samples for next year. Look over his line carefully. 
There are many additions to and improvements in the 
«U. S.” line, and many new style features for the 
season of 1922-23. 


Prevent repetition of this season’s unfortunate condition 
by placing a sufficient order for “U.S.” Rubber Foot- 


wear to cover your customers’ needs. 


United States Rubber Company 
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An Analysis of the Construction of Regent Keds, with Component 
Parts Designated—A ‘‘Boots’’ Episode—World’s 1921 


N this page, we are analyzing 

Regent Keds, “from _ the 
ground up.” If the retail shoe 
merchant so wishes, he may take one 
of his Regent Keds and “vivisect” 
according to the diagram herewith. 
J. H. Willett, formerly of the old 
Lynn, Massachusetts, shoe manufac- 
turing firm of Allen, Foster, Willett 
Co., is now manager of Regent Keds 
Sales, and in sending us this Keds 
diagram, writes:—“Conditions, so far 
as Regent Keds are concerned are 
way ahead of previous years. For- 
tunately, as 1922 is going to develop 
into a remarkable sport shoe year, 
and our line of goods being well 
adapted to meet this demand, we an- 
ticipate the biggest season in the his- 
tory of this line. No doubt, the re- 
tail merchant will be interested to 
know the percentage of sales of col- 
ored leathers on our Regent Keds line 
of goods: 


Colored Leather Chart 


BD WE wink cdevadaneneeted 47% 
0 reer 20% 
. 5 eer rs" 17% 
Black Calf ......cccccicccees 6% 
Pe ee 8% 
eee 1% 
Plain White Canvas .......... 17% 
Leather Trimmed Varieties .. 83% 





A Riot for “Boots” 


An amusing incident of the recent 
convention of the Pennsylvania Shoe 








Rubber Production 296,000 Tons 





Retailers’ Association at Altoona grew 
out of the distribution by the United 
States Rubber Company of miniature 
rubber boots as souvenirs, 

The little boots were given out at 
the booths of the rubber company, 
which was one of the most attractive 
in the exhibition. When these boots 
first made their appearance, the news 
that they were being given away 
quickly spread far and wide through- 
out the city, and soon the hotel was 
surrounded by a crowd of children 
fully five hundred strong, all shout- 
ing at the top of their lungs, “Boots, 
boots, we want boots!” The honor- 
able Mr. Kipling would certainly have 
had ample inspiration for another 
masterpiece on “Boots” could he have 
witnessed the demonstration. 

Finally the police were summoned 
to quell the disturbance. The fol- 
lowing morning all the newspapers 
featured the “boots riot.” 


“The Shoe Horn” 


A novel feature of the United States 
Rubber Company’s efforts to make the 
Altoona convention a success was the 
publication during the convention of 
a daily newspaper called “The Shoe 
Horn.” This newspaper was edited 
by a representative of the company 
and was issued at noon each day. The 
paper gave all the news of the con- 
vention. It was able to obtain a 
“scoop” on the President’s message, 
and its closing issue was an extra giv- 
ing the results of the association elec- 





tion. This was distributed at the ban- 
quet and was the first announcement 
of the election returns. 


Initials on Rubbers 

Said a retail shoe merchant recent- 
ly: “If the rubber companies would 
just cement a little tab of cloth on 
arctics or rubbers, our customers 
could sew their initials onto them, and 
thus their rubber footwear could be 
readily identified. Do you know that 
rubbers are the only articles of ap- 
parel on which no allowance has been 
made for initialing?” 


Rubber Heel Development 
The newly reorganized Plymouth 
Rubber Co., Inc., Canton, Mass., is 
to have a large rubber heel depart- 
ment. It is concentrating on its 
sales of Plymouth, Slipknot and 
Norfolk Rubber Heels with great 
vigor. The personnel of the sales 
force is well known to the shoe trade 
—Frank Weber, sales manager; H. 
Hubbard, assistant sales manager, and 
B. I. Racow, sales director for the 
Western States. The officers of the 
company are as follows: A. Bieringer, 
president; I. Hamilburg, vice-presi- 

dent; Jacob Swartz, treasurer. 


World’s Rubber Production 
Owing to the absence of complete 
and authoritative statistics, the world’s 
crude rubber production is variously 
estimated. S. Figgis & Co. estimate 

(Continued on page 115) 
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RAMBLER RED 


NUMBER 12 








Merchants and 
manufacturers 
who specify 
Gallun’s New- 
est Creation 
will be amply 
rewarded. 


Long-established manufacturers have a genuine re- 
spect for every Gallun product. For years they 
have preferred Gallun-tanned leather for beautiful, 
permanent color and finish. 


The same skill that built this fine Gallun reputation 
for a master product has produced Rambler Red 
No. 12. 


Of a deep, rich shade, Rambler Red presents a 
lustrous finish which is distinctively its own. For 
spring and summer styles it is produced in Aztec 
and Viking Calf. These two leathers are smooth- 
finished and are available in a wide range of 
weights and grades. 


Specify it in your next order! 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Ine. 


H. A. ELY, MANAGER, 11 EAST ST., BOSTON, MASS. 
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ers, such as are used for 

sport shoes, trade continues 
dull in upper leather. The regular 
tannages have been in slow demand 
for some weeks. There continues, 
however, a good call for patent leather 
and such factories as are operating 
at good capacity on women’s shoes 
are cutting up more patent leather 
than they have in a number of years 
past. 

The tone of the leather market is 
very much in keeping with the back- 
wardness in shoe orders.. Tanners, 
for the most part, are running at con- 
siderably below capacity at a time of 
year when they should be operating 
much heavier. 

Conditions in the sole leather mar- 
ket are no better than in upper 
leather, although the incoming stocks 
from the tanneries are kept fairly 
well’ cleaned up and shoe manufac- 
turers continue the policy of buying 
very close to their needs, usually 
ordering their supplies of sole leather 
to run from one week to another. 


Price Situation Unchanged 

There are exceptions to these con- 
ditions among some of the very large 
shoe manufacturing concerns which 
are operating on practically a full 
schedule. There is little or no change 
in the price situation over that of the 
past few weeks. Tanners are firm in 
the matter of price and see no rea- 
son for letting any more leather go 
which would not yield a profit. The 
price level is now lower than it has 
been in years and while leather buy- 
ers are doing considerable shopping, 
they realize that prices are in their 
favor at the present time. 

Fair Demand for Calf Leather 


There has been some activity in the 
fancy finishes of calf. There is a 
good call for suedes in colors and 
black, with the. top quotations 60c. 
to 70c. per foot. .The next grade 
brings 50c. There has also been 
some call for white calf. The medium 
and lower selections of smooth finish- 
ed calf are being sought more ac- 
tively than the top grades. The 
better grades of colors in smooth calf 
bring from 40c. to 45c. and some 
dealers are listing. their leather 
at 40c. to 42c. a foot, with the 
medium grades at 30c. to 35c. ac- 
cording to tannage, and there is 
also good leather being sold at from 
30c. to 35c. Cheaper grades of 
ealf run down as low as 20c. per 
foot. Blacks bring from two to 


ty XCEPTING the feature leath- 
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three cents less than colors. There 
has been considerable sale of smoked 
calf by the few tanners making the 
genuine article. Some concession has 
been made on the top grades of calf 
leather where the buyer was willing 
to take a reasonable amount of sec- 
ond grade. 


Side Leather Quiet Except Specialties 


A quiet market has existed in 
chrome sides the past week, although 
there is a good call for patent, buck, 
and such finishes as are adapted for 
sport footwear. The top grades of 
side buck bring from 35c. to 465c. 
per foot, down to 25c. for the lower 
grades. There is a fair call for bark 
and combination tanned sides in the 
popular finishes. A good business 
continues on smoked elk and buck in 
the side leathers, the top grades 
ranging from 35c. to 38c. per foot 
downward. The imitation calf 


Upper Leather Market Is Quiet 


No Activity Except In Leather Used In Sport Footwear— 
Little Change in Price Situation 





finishes in side leather run from 20c. 
to 28c. and 30c. a foot for choice selec- 


tions. There is also considerable 
leather on the market at below 20c. 
and good bargains are obtainable at 
the present time for those who are 
inclined to shop about. 


Active Call for Patent Leather 


Patent leather is one of the bright 
features of the market. Makers of 
women’s shoes are cutting more sides 
and kips than they have in some 
years. Top grades of patent kips are 
quoted at 40c. to 45c. a foot, with 
the side leather running from 30c. to 
40c. The best selections of patent 
kid bring from 65c. to 80c., medium 
grades 45c. to 60c. per foot, and 
cheaper selections 25c. to 40c. Patent 
colt is now quoted at 45c. to 65c. on 
the better selections. There is some 
improvement in the export demand 

(Continued on page 115) 





COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War ' Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade.. .28a .30 1.40a 1.50 40a 45 
Calf, smooth, black, top grade... .26a .28 1.30a 1.40 35a .40 
Side leathers, colors, top grade. . 18a  .22 -75a 1.00 22a .28 
Side leather, black, top grade... .16a .20 65a .90 20a  .26 
LOS ae 45a .50 1.40a 1.60 60a _ .80 
White buck, top grade (side lea.) .28a .30 90a 1.00 ' 85a 40 
Elk, heavy peel ig 24a .26 65a .70 22a .24 
Kid, colors, best fancy........ 35a .40 1.40a 1.65 -70a 85 
Kid, colors, top grade.......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors .......... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a .22 60a 1.00 25a .40 
ER a a 06a .12 20a .86 ico. ee 
Chrome patent sides .......... 25a .30 85a 1.05 35a .45 
PE 64s kectvedetesaenes . . 1.40a 1.60 60a 80 
Sole Leather (price per pound) 
BOE DB iscuccececbuass 32a 83 56a .58 wwe “ee 
DE. aii’ & bibbineide Ob< 0r60% wt ae ; ae 45a .50 
a 38a .39 92a .95 50a .55 
No, 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use... -a 48 1.15a 1.25 -70a_ «80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc ........ -a 18% 52a .55 15a .15% 
Heavy Texas steers, for sole 

BOD = Wb thin ob ty cee bc cleo bk | eee . oe l4a .14% 
Light native cows, for side upper : 

DE. Uh oe 3. de Gi e coh oct dao boc @s 08d e som Gee la 12% 
Branded cows, for light sole 

 icak contd betenad cade ce Je ace --.a 10% 
No. 1 buffs for heavy upper and 

ST Tee eee a 45a .50 07% a _ .08 
No. 1 Chicago City calfskins for 

fine calf leather ............. at 28 80a 1.02% 10a 17% 
Kips for upper leather ......... wt” J 65a .80 1l0a_ 15% 
B. A. hides, for hemlock sole 

EE nc naneiann sete a 42a «46 15%a_ =«.17 
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Sole ana Heel 


for all Sport Shoes 


It is the 


Smartest looking golf or sport footwear sole to be obtained. 


No hard knobs to walk on or Suction Cups to fill up with 
mud, etc. 


Dryden Double-Wear Sport Soles and Heels are made in 


PINK BROWN BLACK WHITE 
They have already been adopted by many leading shoe manu- 


facturers. Ask the salesmen who call on you to show you their 
samples carrying Dryden Double-Wear Sport Soles and Heels. 


Attractive price proposition for shoe 
manufacturers. 


—~inc ~ 


DRYDEN RUBBER COMP, 
CHICAGO 


BOSTON — DETROIT — ST. LOUIS 
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(Continued from page 111) 

total production at about 296,000 tons 
for 1921, as against 305,000 tons for 
1920, 268,000 tons being plantations, 
20,000 tons being Brazilian, and 8,000 
tons being other wild rubbers. 

Lloyd, Matheson & Carritt estimate 
the world’s total production for 1921 
at 270,000 tons, against 345,000 tons 
in 1920, a decrease of approximately 
20 per cent. Of this output planta- 
tion rubber is estimated at 250,000 
tons, against 310,000 tons in 1920, a 
decrease of 60,000 tons; Brazilian and 
wild rubber, 20,000 tons against 29,- 
000 tons in 1920, a reduction of 50 per 
cent and the smallest quantity im- 
ported in the past twenty years. 

The same firm estimates U. S. con- 
sumption of all grades at 200,000 tons, 
and that of the rest of the world, 100,- 
000 tons. As to the probable consump- 
tion in 1922, it is believed unlikely 
to fall short of last year, and it is 
pointed out that for the nine years 
prior to 1921 the average increase of 
consumption was over 20 per cent. 
New uses of rubber seem likely to 
become a factor. The set-back of the 
past eighteen months is not the first 
the rubber industry has experienced, 
although it is the most severe. It 
seems certain that the limit of the 
world’s rubber demand has not yet 
been reached and that in time the 
world will require all the rubber the 
industry can produce. 


U. S. Rubber Files Appeal in 
Heel Suit 
The United States Rubber Company 


has announced that it filed on March 1 
a formal appeal to the United States 
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Circuit Court of Appeals from the de- 
cision of Judge C. Z. Luse of the 
United States District Court at Supe- 
rior, Wis., in favor of the I. T. S. 
Rubber Company of Elyria, Ohio, for 
alleged infringement of a rubber heel 
patent. 

Under the decision of the U. S. 
District Court, the United States Rub- 
ber Company will refrain entirely from 
the manaufacture of the type of heel 
involved in the litigation, pending final 
adjudication. Only one type of heel is 
under scrutiny in the suit, and this 
type has constituted only a small part 
of the company’s rubber heel busi- 
ness, In the meantime the company 
will continue its large volume of 
manufacture of heels that do not in- 
volve the type of construction at is- 
sue in the patent case. 


The Rubber Market 


Heavy arrivals at the end of Feb- 
ruary and in the first few days in 
this month have made the spot stock 
even more unwieldy. Notwithstand- 
ing a no inconsiderable part of these 
importations was taken care of 
through delivery on prior contracts. 
With the factories thus supplied the 
outlet through the medium of orders 
for immediate or early delivery rub- 
ber is extremely small. 

Recently some disposition was 
shown to buy futures, but buyers have 
become reticent, while sellers who 
were indifferent to bids on goods in 
such positions that were not in close 
conformity with their views on prices 
now are indicating a desire to get 
business, and are disposed to make 
concessions from quoted prices, espe- 
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cially on last half of the year deliv- 


eries. Nominal asking prices at the 
closing of the local market, March 6, 
were 15c for spot and March delivery, 
16c for April-May-June, 17c for July- 
September, 17%c for July-December 
and 18c for October-December. First 
latex crepe remained at a discount of 
wc, 

The situation in Paras is un- 
changed. Buying interest shows no 
tendency to increase, but as stocks 
generally are light while upper coarse 
and ball as well as island fine are ex- 
tremely scarce, holders seem to have 
no difficulty in maintaining prices on 
the levels that have existed for some 
time past, 

Rubber Quotations 


Para—Up-river, fine ........ 17%@.. 
*Up-river, coarse ......... 13 @.. 
PIgland, MO. ......ccccccce 16 @.. 
Island, Coarse .....--.++++ 7%@.. 
Caucho, ball, upper........ 13 @.. 
Caucho, ball, lower........ 10%@.. 
oT PSS 

Plantation—First latex, crepe 144%@.. 

Brown crepe, thin, clean...... 13 - 

Brown crepe, rolled.......... -- @12% 

Amber—*No. 1. .....-.00-e 14%@.. 
Bs 2 avcceneuccocceos ones 4 @ 

be Bed hadeacecocscesunens 13%@ 

Smoked ribbed sheets........ 15 - 

*Centrals—Corinto .........+ «+ @10 

CTRIIOTRIER oc ccccccccccccces o8 @10 
CMexicam SOTAD ......cece oo @ 9% 
CERNE, TEE cccccesccses os @13 
CR, GI onc ccccecese v8 @26 
*Balata, block, Ciudad........ @55 
*Balata, block, Colombian. .. @42 
*Balata, Panama ......... --; ’ @40 
*Balata, sheet ...........-. 68 @70 
*Benguella, No. 2 ........ 7 @9 
*Kassai, prime black....... 14 @.. 
*Kassai, prime red........ 10 @12 

Scrap Rubber 


Boots and shoes........... 
Arctics, trimmed 
Arctics, untrimmed 
Inner tubes, No. 
Inner tubes, No. 2........082 «+ 
Hose, steam, flire............+- 
Tires—Automobile 










(Continued from page 113) 
for patent kid ich tends to more 
firmness in the Womestic market. 


Kid Factories Busier 

Some of the glazed kid factories 
in Wilmington and Philadelphia have 
enlarged their output. Some are 
making white washable kid. One of 
the largest glazed kid tanners states 
that their number of employees is 122 
per cent greater than at this time a 
year ago, with shipments 9 per cent 
above those of the corresponding 
period of 1921. Another glazed kid 
tanner says that their effort to aid 
the shoe manufacturer by reducing 
prices has been interfered with by the 
constant advance in prices of raw 
India goat skins. The outlook is cer- 
‘tainly not for any cheaper kid leather 
under such conditions. 

The sole leather situation is lack- 
ing in volume what it should be at 
this time of year. A great many of 
the sport shoes which are being 
turned out are made with rubber or 
composition bottoms which cuts tre- 
mendously into the sales of sole leath- 
er. So also does the call widespread 
use of rubber heels. 





Holters Co. Salesforce 


R. A. Butterfield, Montana, Wyo- 
ming, Colorado, Utah and part. of 
Oregon; John H. Carroll, Michigan; 
L.° 0. Cobler, Texas; Ben C. Davis, 
part of Illinois and Iowa, Cincinnati, 
Chicago; Carl L. Davis, Oklahoma 
and northern Texas; Jas. Donohoe, 
Chicago and adjacent territory; A. R. 
Goodwin, Arkansas, Mississippi, 
Louisiana; James Goodwin, part of 
Arkansas, Mississippi, Louisiana and 
Tennessee; C. S. Hopkinson, north- 
ern Illinois and Iowa; Paul Mahler, 
Nebraska and part of Kansas, Mis- 
souri and Iowa; T. L. Mattox, 
Tennessee, Alabama and part of 
Georgia and Kentucky; B. S. Mc- 
Donald, part of Ohio and Kentucky; 
M. E. McNaught, Virginia, West Vir- 
ginia and North Carolina; L. J. Nie- 
hoff, southern Minnesota and Wiscon- 
sin and South Dakota; A. R. Renner, 
part of Illinois, Indiana and Ken- 
tucky; E. F. Roberts, part of Ohio and 
New York; E. H. Ross, South Caro- 
lina, Florida and Georgia; J. A. Ryan, 
New England and New York City; G. 


S. Sanders, North Dakota and north-. 


ern Minnesota and Wisconsin and 





northern Michigan; Phil Sheridan, 
part of Ohio, including Cleveland; 
John A. Stork, Milwaukee, Chicago 
and part of Indiana; A. C. Thomas, 
Missouri and Kansas; John F. Two- 
hig, Pennsylvania, Maryland, Dela- 
ware and Washington, D. C.; John F. 
Twohig, Jr., Pennsylvania, New Jer- 
sey; Harold Twohig, Pennsylvania, 
Maryland and part of West Virginia; 
K. R. Kidwell, Indiana and Louisville, 
Ky. 


Harry Lynch a Golfer 


Harry Lynch, of the Howard & Fos- 
ter Co. of Brockton, has checked his 
golf clubs at his “home,” The. Copley 
Plaza, Boston, with strict instructions 
to the head porter to ship them 
“Rush” on receipt of a telegram which 
will be sent when the weather is 
“golf-wise.” “Harry” believes that 
he will have a chance to use them 
while in his territory of Indiana, Illi- 
nois, Pennsylvania and surrounding 
production fields. , 

He left the week of March 6 to call 
on his trade and besides being-an ex- 
pert “pill” chaser on the links is some 
real shoe salesman. 
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We take feleasu xe tn’ ann ouncing 
that we have perfected and 
are now making sh frmen & of 


Cinderella Smoked blk Cleaner ° 
UNO Smoked El Cleaner Shoe Fixtures 


and Feeak With Personality 


You don’t want your shoes to look just like your 
competitors. Then it doesn’t pay to show them on 


Ul, NO Sport Shoe Paste Cleaner display fixtures that look just like others. 


Our New Catalog T 


@ J 

Guerell Y Barron Company: introduces a wide selection of fixtures possessing a 
definite ‘personality’ which will individualize your 
windows. 


and 


March 18,1922. Decorators Supply Co. 
2553 Archer Ave. Chicago, Il. 




















LET GRIFFIN 


Help Sell Your Suede Shoes 


Show your customer how 
(GE R J Jud ‘gd N conveniently she can clean 
and recolor her suede shoes 

LEANS & REC POWDER. 


The only suede powder put 
up in the GRIFFIN PAT- 
ENTED TIN. 
(The powder and buffer are in one 
compact tin) 
MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 


— If your dealer cannot supply your 


demand : 
Handy Felt Buffer Showing Buffer in Use 
Sets in Bottom of Tin WRITE Arranged to Prevent Soiling of Hands 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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Decorations DeLuxe 


Very Moderately Priced 


Artificial flowers and decorations in new and 
distinctive designs, also the best in plushes 
and velours, are here available at new low 

















No. H1076— prices. 
Basket of beauti- 
ful silk Cosmos 
and green Adian- 
tum Ferns, 23 
inches high. Price, 
each, $2.10. 








M1105 — Beautiful 
Festoon and drops of 
finest Silk Roses, Silk 
Blossoms and Silk 










Foliage ; oses are 
pink, blossoms pink, 

yoo eng and : pee 

foliage in pastel-shade . 

of light green or Brighten 
silver. Garland is 7 up your 


feet long, drops 3 feet. 
Price. complete, each, 
$21.50. 


displays for 
spring and summer 


G. REISING & CO. 


24 E. CONGRESS ST. 
















CHICAGO 


Between State and 
Wabash 












Write today 
for the 
Reising 
Catalog 











' * «. 
Buying in Balk 
Grocers used to display their wares by plac- 
ing them in bushel bas! ets on the sidewalk. 


In those days customers often paid for dirt 
when they were buying coffee. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their 


wares in sanitary packages trademarked for 
definite quantity and quality. 


(Continued from page 99) 


Albert A. Levy, Harry W. Marcy, William J. McHenry, 
John H. Michelman, Edward F. Moll, Frank L. Pear- 
son, Samuel Perkins, John P. Prescott, Alvin T. Sap- 
insley, T. Alfred Thompson, Albert G. Titus, J, Town- 
send Walker, J. Lloyd Smith. 

Ladies’ Reception Committee—Miss Mercy V. 
Nichols, Chairman; Mrs. Walter F. Baker, Mrs. 
Arthur R. Baker, Mrs. Maurice Barsky, Mrs. J. Sav- 
age, Mrs. Herman L. Beal, Mrs. Charles T. Cahill, 
Mrs. Clarence E. Collieson, Mrs. Herbert A. Derry, 
Mrs. Harry S. Gordon, Mrs. Louis Guilmette, Mrs. 
Henry R. Holden, Mrs. Stephen R. Nichols, Mrs. 
Joseph W. Parker, Mrs. Charles Perkins, Mrs. Samuel 
Perkins, Mrs. J. Lloyd Smith, Mrs. William E. Thayer, 
Mrs. T. Albert Thompson, Mrs. Bertram Urban. 





Advertisers used to buy space in publications 
“in bulk."” Like the old-time grocers cus- 
tomers, they frequently received as much 
refuse as “coffee.” 


The Audit Bureau of Circulations has done 
for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
cviation with the stamp of accuracy. 


In the Boot and Shoe Recorder's circulation 


an advertiser buys a definite and known quan- 
tity. 


Its records are audited by the A. B. C. 

















ATTENTION 
JOBBERS AND MERCHANTS 


Have your shoes remodeled direct with the Brooklyn 
Shoe Remodeling Co., as we have discontinued to work 
any longer with our agents. Our prices are much lower 
than others. 


Send your samples and we will send you our price list. 


BROOKLYN SHOE REMODELING CO. 
205 ROCHESTER AVE., BROOKLYN, N. Y. 
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Delivery 
ALL PATENT FLAPPER 
AA TO C $4.50 


PAT AND GREY FLAPPER 
AA TO C $5.00 


ALL BLACK SATIN 
AA TO C $4.25 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
15 NORTH FOURTH ST. PHILADELPHIA 
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News from Retail and 
Manufacturing Centers 








BROCKTON 


Heavy Shoe Shipments Recorded 


Total Number of Cases Shipped Shows 
Good Increase Over Same Period 
in 1921 


OR the first week in March, 

Brockton shoe shipments to- 
taled 14,052 cases. This is the 
highest record for any week in the 
present year and the best recorded 
since the week of Sept. 17, 1921. Ship- 
ments for the week bring the total for 
this year to 98,261 cases. For the cor- 
responding period in 1921 the total 
number was 95,506 cases. 


Stock Catalogue Issued 


This is the season when Brockton 
shoe manufacturing concerns which 
maintain factory in stock departments 
are issuing their semi-annual cata- 
logues showing spring and summer 
styles ready for immediate shipment. 
An artistic in stock booklet has been 
issued by M. A. Packard Company for 
distribution among their customers. 
Inclosed in a cover showing the Pack- 
ard trade-mark on a tinted green 
background, this booklet illustrates 


and describes various styles of black 
and colored welt footwear. Sport 
shoes are featured as important ad- 
juncts to retail merchants’ spring 
stocks. There are two of these in the 
men’s styles and one in the women’s, 
all of pearl elk with Russia saddles 
and rubber soles. 


Dollar Day a Success 


At least twice a year the retail mer- 
chants in Brockton celebrate a “Dollar 
Day,” when special bargains in mer- 
chandise of all kinds are offered to 
shoppers in this city and nearby 
towns. The spring “Dollar Day” of 
1922 which was recently held proved 
an unqualified success. Every, store 
reported a substantial increase in the 
business over the previous “Dollar 
Day,” and in many stores all records 
were broken. The shoe merchants 
made attractive offers and secured 
their full share of the day’s dollars. 





LYNN 


Big White Season Just Ahead 


All Whites Can Be Worn with Costumes 
of Any Color, Say Manufacturers, But 
There Will Be Also White in Com- 
bination with Bright Hues 


LBERT N. BLAKE, of the 
Watson Shoe Co., says: 

“It looks to me like a white sea- 
son after Easter. There will be two 
types of white shoes, one the all white 
and the other white shoes with bright, 
light trimmings. Both pumps and ox- 
fords will sell. 

“Bright colors will prevail in wo- 
men’s apparel, and the rainbow is the 
limit for colors in stockings and 
skirts. We shoe men cannot make as 
many colors as can makers of other 
women’s apparel. So we are figuring 
that many merchants will buy all 
white shoes, because they may be worn 
with skirts and stockings of any hue. 


And these merchants will also buy a 
variety of white shoes with bright 
light trimmings of a color that will 
match the bright hue of the skirts or 
stockings. 


One Pattern—Nine Combinations 


“White shoes with red, even with 
green trimmings, we have already 
made and sold, Doubtless, the shoes 
with the red trimming will be worn 
with white stockings having red 
clocks, and the green trimmed shoes 
may be worn with green trimmed 
sport costumes. 

“We made one pattern in nine dif- 
ferent combinations of colors. The 


instance shows how colors have be- 
come an important factor in style 
making. We shoe men, both manu- 
facturers and merchants, must study 
color value. 


Designs Are Lighter 


“Patterns are lighter. We are get- 
ting away from heavy effects. For 
instance, we cut away some apron 
patterns, with diamond cutouts, or 
straight’ bar cutouts, and they no 
longer look like the familiar apron. 

“Also we find there is a new inter- 
est in wood heels, and we have made 
and sold shoes with wood heels, cov- 
ered with red leather, or green leather, 
to match the colors of the stays and 
trimmings.” 


—_ __—. 


A: Diversity of Style 

White shoes are being put into stock 
at the factory of Williams, Clark & 
Co. One of them, a white fabric shoe, 
is on the Rest Cure last, with a rigid 
arch and a 13/8 heel, a sort of shoe 
that is a steady seller. A plain white 
cloth oxford carries a covered wood 
heel an has an ivory belt. A one-strap 
white pump also has a covered wood 
heel, of the Cuban style. A white 
buck oxford is of the three eyelet pat- 
tern and tan calf trimmings. A one 
strap pump, of white fabric, has pip- 
ing of colored leather and a 14/8 jun- 
ior Louis heel. A white kid pump has 
a patent leather strap, fastening with 
two buttons, and a Louis heel. The 
tendency, by the way, is toward higher 
heels. Also two new one strap pumps, 
one of patent colt and the other of 
black kid, each with a 14/8 heel, have 
been added to the stock department. 


At the factory of D, A. Donovan & 
Sons Co. they are making flapper 
pumps, of one strap, with low heels 
and welted soles. The uppers are 
of patent or white leathers, some of 
plain patterns and some trimmed and 
perforated. Also the factory is mak- 
ing a stag blucher oxford of calf 
leather. It has a plain soft toe. Va- 
rious types of sport oxfords of elk, 
smoked and tan calf leathers also are 
being made at this factory. All of 
them have low heels. 


Golf Moccasin the Latest 


An interesting specimen of sport 
footwear, made by the Collyer Mocca- 
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Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 


2 @ n Women’s Shoes, Party 

eM oO i Slippers and Novelties. 
C ww 

——— Write for Catalogue 











COLLINS & STAPLES 
Makers of 

Hand Turned Low Cuts 
Patent leather, % inch one 
strap with slide buckle on our 

new, Growing Girl's last. 
118 Phoenix Row, 
Haverhill, Mass. 
183 Essex St., Boston 

Room 306 


SM 





BLEECKER STYLES 














Are the last word in footwear 
1GH GRADE 


for stylish women 
Pi: oR Ss wo 


dll stylas made Dy Dome? 
Imported an B prrosierae Metal — 
up 


WIPst * MGUSTIN © re 0 











FELT SLIPPERS 


BLUM SHOE MFG. 
Dansville, New You. 








IN 
Complete Line 
STOCK of Felt and 
Leather 
Slippers 
Samples on Request. 
Wos. PF Kid “Temptation.” 
SEND FOR CATALOGUE 


FREEMAN-THOMPSON SHOE CO. 
Manufacturers ‘‘Comforets’” St. Paul, Minn. 











Phillips-Cram Corp. 
men Turn 
Slippers 
76 River St., Haverhill, Mass. 


Boston Office 
207 Basex Street 
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sin Co., is a golf moccasin. It is of 
elk leather, and it has a moccasin 
toe, with a hand sewed seam, like a 
genuine Indian moccasin. To its bot- 
tom is sewn, with a double row of 
stitches, a leather outsole, and to that 
outsole is sewn a fibre sole and heel, 
having golf grips of rubber. The 
foot treads on the leather bottom of 
the moccasin, and there are two lay- 
ers of leather and one of rubber be- 
neath it. The toe is roomy, and the 
shoe, because of its moccasin pattern, 
fits easily on the foot and permits 
free play of the muscles and joints. 
Besides it is sporty looking. In ad- 
dition to this new golf moccasin, the 
Collyer company has a new line of 
two color moccasins for men, women 
and children. The sides of the mocca- 
sin are of elk, and the vamp and 
tongue are of brown calf or vice versa. 


Suspender Buckle on Pump 


Mitchell, Caunt Co. are making a 
drive on a one-strap patent leather 
pump which fastens with a shiny 
nickel buckle that is called a sus- 
pender buckle, The shoe has a fair 
stitched edge and an inch heel. The 
firm is also making a feature of manu- 
facturing and delivering shoes within 
three weeks after the order is booked. 
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Oldest Shoemaker Dies 


Samuel Cox, America’s oldest shoe- 
maker, died the other day in Lynn. 
As a lad, he saw General Lafayette, 
and as a shoemaker he made shoes 
completely by hand, saw the develop- 
ment of Howe’s invention of a sew- 
ing machine, of McKay’s great inven- 
tion of a sole sewing machine, and 
the change from the centuries old to 
the modern methods of the shoe trade. 
He was active in the shoe industry 
for 81 years, and his age was 102 
years, 


Takes Larger Quarters 

The Famous Feather Step Shoe Co. 
has moved to larger quarters in the 
McGrath building, 460 Union street, 
and there it will make welt and turn 
comfort shoes for street and house 
wear. All of them will have rubber 
heels. 


Junior Sport Shoes 
T. J. Kiely & Co. are making junior 
sport shoes of white buck, shoes with 
sport trimmings, for young folks. For 
several seasons, this firm ran on white 
buck shoes exclusively. But the de- 
mand for sport styles is so large that 
it is making this season trimmed 

shoes as well as all white shoes. 





NEW YORK 


Weather Apparently Main Factor 


Retail Trade Shows Decided Increase on 
Those Days Which Bring a Hint of 
Spring to Come 


XTREMES of weather with a 

generous amount of rain have 
put a damper on retail trade in 
New York, but in those rare mo- 
ments when the sun shines forth and 
the air is tinged with spring softness, 
the volume of business has shown a 
decided increase. Some retail shoe mer- 
chants are beginning to believe that 
the weather is now the biggest factor 
in the spring business, and are ear- 
nestly hoping for more favorable con- 
ditions in the weeks remaining be- 
tween now and Easter. 

The merchants are beginning to tone 
up their lines with new models, and 
from the wide variety that has been 
offered and have been favorably ac- 
cepted by consumers, there apparent- 
ly is no limit to what can be done 
with style this spring. Gradually, but 
surely, there is a trend away from 
the solid blacks that have held the 
front of the stage for such a pro- 
tracted period. Aside from the wide 
variety of sport shoes that are sell- 
ing well, suede in dress and street 
shoes is demanding greater attention, 
and the various combinations of suede 


‘and other leathers are steadily com- 


ing to the front. 


All-Suede Shoes Popular 


All-suede, either in gray or the 
fawn and sand shades, is reported a 
strong seller in many of the leading 
shoe establishments. In the main, 
shoes of this type carry the inch or 
inch and quarter covered Cuban heels 
and fasten with a wide strap, either 
of the button or buckle variety. In 
the extremely low heeled models the 
ail-suede is not so strong. 

There continues much discussion on 
heels. In general the tendency is to- 
ward the low heels, ranging from as 
low as 6/8 to 8/8 on street shoes de- 
signed for and worm primarily by 
the “flapper” class. Merchants who 
eater to this class find that their 
size range is small. Growing girl 
sizes usually cover the bulk of demand 
on these shoes. As a matter of ac- 
tual fact, few of the really well 
dressed women are wearing the ex- 
tremely low heeled types. In the finer 
shops the average is around 10/8 to 
12/8 for about 50 per cent of the shoes 
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and the regulation 2-inch Spanish heel 
for others. The high heel is still in 
fashion among well-dressed women. 


Gored Shoes Still Good 

Goring shoes are still good, although 
some merchants find the demand sag- 
ging a bit. The medium and lower 
priced stores, however, are expressing 
some dissatisfaction with the goring 
business, chiefly because it is difficult 
to get a good fit in the goring models 
unless they are well made. High 
heeled goring models in colored kids 
are selling well in the high class 
houses. 

Red is a color that is being more 
strongly pushed in footwear. Red 
heels are not new, but more of them 
are being shown. All red kid and 
red pipings and trimmings on black 
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patent, and black patent trimmings 
on red kid, are receiving slightly more 
attention. 


Now the K. M. Stone Co. 


For the purpose of eliminating any 
impression existing in the trade that 
the company imports only, it has been 


-decided to omit the word “importing” 


from the letterhead of the K. M. Stone 
Importing Co. 

The company controls and maintains 
its own shoe factory, located at 511-19 
East 72nd Street, New York City, hav- 
ing approximately 15,000 square feet 
of floor space, with a capacity for 
turning out 3500 pairs of ladies’ high 
grade turn shoes and slippers per 
week. 





BROOKLYN 


Buying By Merchants Is Renewed 


Volume of Business Booked by High- 
Grade Manufacturers Shows 
Healthy Increase 


HE market for Brooklyn-made 

shoes has broadened consider- 
ably in the early weeks of March. 
The renewed buying by retail shoe 
merchants has been a surprise to some 
of the manufacturers, who expected 
buying to be slow until after Easter. 
Much of the new business is of the 
repeat nature on spring models that 
already have been tried out and found 
to be successful. Some in-stock busi- 
ness also is being done, chiefly on the 
low heeled, black patent, broad one- 
strap models. 

Although suedes and combinations 
are coming in stronger in the new 
orders, black is still good in Brook- 
lyn. Gun metal is reported a little 
s+-onger by some manufacturers, who 
have turned to it as a relief from 
the patent and satin. 


White Shoes Show Spurt 


Sport shoes, of course, are strong 
with a number of manufacturers uere, 
but the price is a big factor that is 
keeping most of the sport shoe busi- 
ness away from Brooklyn. Many of 
the manufacturers here feel that the 
sport business is essentially a short 
seasonal business, that women buy 
these shoes to wear only for a couple 
of months and do not expect or demand 
high. class material and workmanship 
in them and, therefore, are satisfied 
with a shoe that is merely good look- 
ing. In the main Brooklyn labor is 
too expensive to put into sport shoes, 
it is contended. 

The white shoe business has taken 
a decided upward turn in the last week 
or two. Retail merchants who held 
off buying are now in the market, and 


while a shortage of whites may not 
actually result, predictions that stocks 
will be low around July are being 
made. White buck, ivory calf and 
white suede and nu-buck are being 
featured with the white fabrics. It is 
expected that the bulk of the white 
business will develop in the fabric 
lines, chiefly because of the lower 
prices. 


Choosing Models 
Style Show Committee Get- 
ting an Early Start 


The style show committee in Brook- 
lyn has begun to function. Models 
for the big show to be staged at the 
Commodore in New York beginning 
May 15 are already being selected. 
About 10 models out of 60 or 70 ap- 
plicants already have been chosen, and 
the committee is carefully selecting 
the remainder, 

The committee is headed by L. C. 
Doremus of the George W. Baker Shoe 
Company, and includes Theodore 
Cramer of John Cramer & Son; 
George Miller of I. Miller & Sons; 
Emil Strassburger of Strassburger- 
Stiles Company; and Roy Hoskins of 
R. H. Hoskins & Company. 

By March 7, 21 of the members of 
the Shoe Manufacturers Board of 
Trade of Greater New York had made 
application for entry into the show. 
Others are expected to enter within 
the next few weeks. 

Manufacturers who will exhibit in 
the show are planning to show a num- 
ber of fall street models, some eve- 
ning slippers and possibly some white 
and other mid-summer footwear. 


Where to Buy 


Women’s Shoes 





















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., 


Inc. 
35 York St., Brooklyn, N. Y. 














E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Dogtery. 
Haverhill, ass. 
Boston Office 
Rice Bidg. Room 406 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
mforts 
Boots & Slippers 
for the wholesale trade 














WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our tig, new factory, 
and production is “hitting on high.”” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly 
Answered 
Samples on Request. 
Felstiner-O’Connel) 
hoe Co., Inc. 

41 Washington 8t. 
Haverhill, Mass. 

Boston wifice, 92 Beach St. 
















Where to Buy 


Miscellaneous 




















cleanser for 
factory soi 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 
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Where toBuy 


Men’s Shoes 











wer eErT © OL. cAsOn 


THE 
JOHN 


@rrice ano FACTORY 
WwEWARK &. 











Taeweon BROS . SHOE (¢ 
FINE SNOEMAKERS 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 

















“FOR MEN WHO CARE 
TO DRESS WELL” 
A Sample Order fer 
a Pair or a Dozer 
Will Start You Right 


T. 0. BARRY CO. 
BROCKTON, MASS. 





om Gentlemen’s. 
elton Shoes 
SHOE A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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PROVIDENCE 


Retail Business Somewhat Better 


Women Trade Purchase Leaders—Big 
White and Sports Year Is 
Predicted 


ITH the advent of March, 
the initial week of retail 
business among the various Rhode 
Island shoe merchants was still re- 
garded ag being “spotty,” “fair” or 
“coming along,” which, on the whole, 
however, could be regarded as being 
“somewhat better.” Several of the 
high grade stores stated business as 
being good, but they were few. 
Women’s buying continues as the 
feature, with strap effects and ox- 
fords being popular while sport shoes 
of smoked horse and elk are the “go.” 
High shoes, it seems, have been cast 
into oblivion. 
A big white and sports season is 
predicted. 


Young a Benedict 


F. W. Young, senior member of 
Evans & Young’s high grade shoe 
store in Pawtucket, recently married 
Mrs. Lena Thomas, also of Pawtucket. 
A quiet wedding and a short honey- 
moon to New York took place. They 
will reside in Pawtucket. 


Keith Heads Combine 


William J. Keith, head of the Kes- 
cot Manufacturing Co., one of the 
largest makers of shoe ornaments in 
the country, is head of a combine of 
business men to erect a new audito- 
rium, said to be the largest in New 
England, in Providence. Further de- 
tails were lacking. 





ROCHESTER 


Spring Business Reported Good 


Rochester Shoe Factories Receiving Orders 
in Increasing Volume—Price Not 
So Weighty a Factor 


EPORTS from various local 

factories indicate that spring 
business with the retail merchants 
must be beginning to show signs of 
life. At the Chicago show, merchants 
who had been holding off on spring 
merchandise placed some orders and 
since that time the volume of orders 
has been steadily increasing. 

There is a great deal of talk about 
the insistence of merchants on lower 
priced merchandise, but the experi- 
ence of local manufacturers seems to 
be that they are coming more and 
more to the realization that style and 
quality are equally important as price 
and that as general industrial condi- 
tions become better there will be an 
increasing demand for better foot- 
wear. 


Sales Manager at Convention 


Frank R. Cahil, salesmanager of 
the Arch-Aid Shoe Co. and the Meni- 


han Company, left Rochester last 
week on a business trip. Before re- 
turning to Rochester Mr. Cahil at- 
tended the Ohio Retail Shoe Dealers’ 
convention in Cleveland. J. G. Meni- 
han, president of the Menihan com- 
pany of Rochester, is spending some 
time at Pinehurst, N. C. 


R. A. T. S. S. to Continue Meetings 
The last meeting of the Rochester 
Association of Traveling Shoe Sales- 


men would normally have been the 
final meeting of the season, but due 
to the fact that the meetings are so 
well attended and probably very few 
of the members will leave for their 
trips for another week, it was decided 
to hold another meeting on Tuesday, 
March 6. 

Roland B. Woodward, secretary of 
the Rochester Chamber of Commerce, 
addressed the last meeting and gave 
a real “pep” talk, advising the men 
to think and talk optimism and that 
with real hard work good business 
could be created. Mr. Woodward 
styles himself an optimist and quoted 
the rise in stock prices as an indica- 
tion that better times were soon to be 
with us. 


Arch-Aid Shoe Co. Appoints 
Salesmen 


Irving Telling of Chicago, IIl., J. 
W. Vaughan of Pittsburgh, Pa., John 
H. Gillies of Webster, Mass., and C. 
P. Larson of Duluth, Minn., have re- 
cently joined the sales force of the 
Arch-Aid Shoe Company of Roches- 
ter N. Y., and left the factory last 
week with the new samples. 

C. E. Heckel left the factory last 
week on a three months trip, during 
which he will cover the following 
states: Indiana, Illinois, Texas, New 
Mexico, Arizona, California, Oregon, 
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Washington, -Montana, Utah and Ne- 
vada. 


Issue Attractive Catalogue 


J. J. MacMaster, manufacturer and 
jobber of infant’s and children’s shoes, 
has issued a new catalogue which is 
unusually attractive. Five colors are 
used and every shoe is illustrated in 
its actual color. This house reports 
a good spring business and is look- 
ing forward to a good business 
throughout the year. 


Merchants Discuss Prices 


The weekly meeting of the Roches- 
ter Retail Shoe Dealers Association 
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was given over to a discussion of 
“Will we pay more or less for shoes?” 
As this topic is one that vitally af- 
fects every shoe merchant, a large 
number were present and the dining 
room was well filled. 

Several members present told of in- 
stances where certain manufacturers 
were quoting lower prices to get im- 
mediate business, but the general im- 
pression was that prices for good 
shoes would not be appreciably lower 
at least not during the present season. 

Sandy Gloud, salesman for the 
Leach Shoe Company, attended the 
meeting and gave a short talk on 
prices. 





LYNCHBURG 


Sandal Types Very Popular 


But Low Heels Continue to Be Equally 
in Demand Among Women of All 
Ages 


AREFOOT sandals which were 

first shown recently by Rucker- 
Evans Company in patent and in 
tan made such a decided impression 
upon the flapper fancy that the stock 
in patent leather was entirely ex- 
hausted and that in tan greatly de- 
pleted. Re-orders were sent out at 
once with a hurry-up call attached. 
And with the second shipment came 
similar styles in white and in gray. 
Other stores in Lynchburg are also 
showing barefoot sandals in patent 
and are finding it not hard to make 
a sale. 

Heels from a 10/8 to almost noth- 
ing seem to be preferred by the 
women of almost every age who are 
buying patent leather footwear for 
spring. While styles with the full 
Louis heel are shown, they are decid- 
edly second rate when it comes to the 
selling. Nor do the baby Louis heels 
seem to have retained their former 
popularity. 

Straps are being called for and 
straps are being offered, more often 
only one on a pump, but sometimes 
two, and even three or four. Pumps 
with a strap up the center are selling 
well, but there seems to be a tendency 
to favor those that fasten on only one 
side rather than those that cross and 
buckle twice. And in addition to the 
smal]] harness buckles most frequently 
used the type of buckle that slips, 


, without piercing the strap is appear- 


ing. When a single strap is used, it 
is usually wider than those in vogue 
during the winter. 


Trustees to Operate Store 


W. H. Jordan and W. J. Bennett, 
appointed trustees of the Quality 
Shoe Store when that company went 





into bankruptcy about six weeks ago, 
have decided to continue to operate 
the store until the expiration of the 
present lease in the spring of 1923. 
New spring styles in women’s foot- 
wear have been added but the com- 
pany will keep the price of every shoe 
in the house below $7.85. The store 
has been selling plain white satin 
dress pumps and French heel oxfords 
in patent and dull calf at $1 a pair. 


What Will Sell in The South? 


Low heeled, single strap pumps in 
patent leather and saddle strap sport 
oxfords will be popular during the 
early spring throughout Virginia and 
the states just to the south, accord- 
ing to W. J. Bennett, of the W. J. 
Bennett Shoe Company, wholesalers, 
distributing over a Southern terri- 
tory. 

From his stock Mr. Bennett has 
selected six styles which he has picked 
as the leaders for the season. An 
all patent single strap buckled pump 
with a 13-8 box heel and a single 
strap pump in patent with a 8-8 heel 
slightly cut out to a flapper style are 
the two he expects to be the best 
sellers. Both these have turn soles 
but he is also showing the flapper 
style with a welt sole and fast stitch- 
ing. 

A single strap pump with an 8-8 
heel having a patent vamp and a grey 
quarter and an all black satin single 
strap, flapper style with a heel of the 
same height are expected to be used 
for semi-dress and more formal occa- 
sions. 

A sport oxford in smoked elk with 
a tan saddle strap has been picked 
by Mr. Bennett as the probable best 
style for sports wear. 
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Where to =u 
Men’s Shoes 












Colorr Black and Brown 
full sizes 3 toll in Stock 

M. GUSTIN VO; S| 
SWI9DSt. 





















Manufactured by 





Le Cresse Boot and Shoo Mig. Co. 
La Cresso, Wisconsin 














Carried in stock 


fiv@ sack am 
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FOR MEN 











Stock Dept. 5 > 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











BOSTON 
OFFICE 











Howard’& Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
, factory at 


Brockton, Mass. 








gen Harding Shoe Co., Inc.aay 








Makers Women’s Turn Shoes Bpeciakeing 
“S High Grade Novetttes 





NEW YORK BOSTON 
D. F. Mellen 215 Besex St. 
Bernard L. Durgia 


omens Haverhill, Mass. quem 
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Whereto 


Men’s Shoes 























CRAIG -REED & EMERSON INC. 
: _, 


a BROCKTON MAS: 





Frederick S. Peck 
Worcester, Mass. 


em 


Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 


WORCESTER 207 Essex St. 


HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 


| Whereto Buy ] 


Ballet Slippers 























—) 








326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 











Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 


Where to Buy | 
Boys’ Shoes| 


AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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T. M. Terry Honored 


T. M. Terry, vice-president of the 
Craddock-Terry Company, is the sup- 
ject of a two-page article in the March 
issue of “Association Men.” The ar- 
ticle, which is illustrated with a photo- 
graph of Mr. Terry, traces his busi- 
ness rise and his association with 
John W. and A. P. Craddock in the 
C.-T. business. In telling of Mr. 
Terry’s interest in Y. M. C. A. work, 
the article recalls how the Craddock- 
Terry Company several years ago 
gave a 100-acre island in James River 
to be used as an island playground. 
Last fall the company gave $20,000 to 
replace the present foot bridge to the 
island with a bridge for automobiles. 
This donation was in connection with 
a campaign for $125,000 for improve- 
ments to the main association build- 
ing and to the playground. 


Douglas Salesmen in 
Convention 


W. L. Douglas Shoe Company held 
a three days salesmen conference on 
March 1, 2 and 3, at which Vice- 
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President and General Manager Her- 
bert L. Tinkham presided. About 
thirty salesmen were in attendance, 
all of whom spent much time in in- 
specting the new samples gotten out 
for fall and winter. Many of these 
show important changes in lasts and 
patterns. Vice-President Tinkham 
gave a talk on the genétal outlook 
and prospective trade development 
with an encouraging message to sales- 
men. D. W. Packard, general man- 
ager of retail stores, Albert T. 
Sweetser, credit manager; Frank L. 
Erskine, sales and advertising man- 
ager; L. H. Cox, superintendent of 
ladies’ factory, and F. C. Kingman, 
stock department manager, were 
other speakers. 

The following salesmen were pres- 
ent: H. F. Adams, L. P. Beal, D. R. 
Carr, T. L. Kendall, C. R. Fowler, W. 
F. Harding, Charles Heimbrodt, E. G. 
Hinckley, A. H. Goffman, F. A. Keene, 
T. W. Gilbert, F. G. Reed, C. H. Kirk- 
endall, E. H. Lambert, E. O. Lease, R. 
R. Myers, P. T. Kegley, Jr. H. L. 
Robbins, E. H. Smith, E. W. Timson, 
W. E. Timson, H. O. Winslow, E. W. 
Smith and E. A. Young. All of these 
men are now in their territories. 





HAVERHILL 
More Demand for Children’s Shoes 


Companies Making This Class of Footwear 
Are Busy; Several Have Recently 
Entered the Field 


A‘ important part of Haver- 
hill’s shoe industry now is the 
production of children’s shoes. Con- 
cerns making this class of footwear 
are busy at the present time. The de- 
mand for children’s footwear is show- 
ing substantial increase over a year 
ago. Several concerns have recently 
begun production of children’s shoes 
in Haverhill. This is an encouraging 
feature of local manufacturing which 
will be further developed both in Mc- 
Kay and turn lines. 


Alaska Heard From 


One of Haverhill’s shoe manufac- 
turing concerns writes to the RECORDER 
inclising a letter from a concern in 
Fairbanks, Alaska, requesting sam- 
ples of their product. The manufac- 
turers make this comment: “We are 
sending this letter to you, as we 
thought it might be of interest in 
showing just how far the RECORDER 
goes and is read.” 


Haverhill Postmaster 
Appointed 


Frank D. Babcock has been an- 
pointed by President Harding as post- 
master at Haverhill. This office has 
been vacant since July, 1920, when 
L. F. McNamara died. Since that 


time Mr. McNamara’s son George has 
been acting postmaster. Mr. Mc- 
Namara, Sr., was formerly identified 
with Haverhill shoe manufacturing, 
and the son is also associated in that 
line. Mr. Babcock was formerly pro- 
duction manager for F. E. Adams 
Shoe Company. 


New Association Manager 


Frederick L. Cooper, formerly of 
Cooper-Liberty-Thompson Company, 
shoe manufacturers, has been chosen 
secretary and general manager of the 
Haverhill Shoe Manufacturers’ Asso- 
ciation. Mr. Cooper will have entire 
authority in handling the official 
business of the association. The 
board ‘of trustees, with Frederick P. 
Liberty as chairman, continues with 
the same membership as heretofore. 
Mr. Cooper is a thoroughly efficient 
factory executive and has been suc- 
cessful in handling labor problems 
connected with the local shoe manu- 
facturing trade. 


New Corporation Formed 


The Groveland Shoe Company, Inc., 
with a capital of $25,000, has been 
granted a charter to manufacture 
shoes. The factory formerly occupied 
by the Waning Shoe Company is util- 
ized. This plant is completely fitted 
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with machinery for the manufacture of 
women’s turn shoes. The new con- 
cern will begin production this pres- 
ent month. The incorporators are 
Harry F. Hilliard, John M. Ralston, 
Fred. H. Jennings of Haverhill, and 
Charles F. Flanagan of Lawrence 


Moving to Another City 


Perry-Malcolm Company, manu- 
facturers of women’s shoes, with fac- 
t sy on River Street, has removed to 
the neighboring city of Lawrence. 
Three floors of a four story brick 
structure have been secured, where 
the line of women’s McKays will be 
produced. Perry-Malcolm Company 
has been engaged in business in Ha- 
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verhill for many years. Members of 
the concern are George G. Malcolm, 
president, and George S. Perry, treas- 
urer. 


Revival of Cuban Trade 


For many months there has been 
little business done by Haverhill shoe 
manufacturing concerns with Cuban 
jobbers and retailers. In years past 
this Cuban trade was an important 
part of Haverhill’s shoe production. 
Of late, owing to financial conditiors 
on the island, there has been very 
little of this business done. Recently 
some shipments have been made fro... 
this city to Cuban houses, and a re- 
sumption of business is looked for in 
the near future. 





ATLANTA 


Retail Business in Good Shape 


Closer to Normalcy Than for Many Months 
and Even Bigger Volume Expected 
Soon 


HE retail business among deal- 
ers in Atlanta and throughout 
the southeastern territory, save 
perhaps those dealers in the smaller 
towns and rural communities, is prob- 
ably more close to normalcy than it 
has been at any time within the past 
fourteen or fifteen months, with the 
present outlook giving promise of an 
excellent volume of trade through the 
spring season. Considering business 
from a money volume standpoint, it 
was less during January among retail 
shoe dealers of this section than dur- 
ing the same month in 1921, and while 
steady improvement was experienced 
during February, it was also some- 
what less during that month than in 
the February of last year. Dealers 
are generally expecting the March 
money volume to be about on a par 
with that of last year, and probably 
even better. The sales volume since 
the first of the year, however, prob- 
ably has been in excess of the business 
of a year ago, the difference being due 
to the fact that lower shoe prices now 
prevail. 


Rural Districts Not Recovered 


It is because of the low financial 
condition of the rural population in 
the Southeast that business among 
the smaller dealers in the rural com- 
munities is still well below the normal 
mark, and while some improvement is 
being noted it is comparatively slow 
and no material betterment is ex- 


pected before the next crops are gath- ° 


ered. The spring outlook, however, 
is fairly good even in these smaller 
communities. 

Wholesale trade is good and has 
been since the first of the year, deal- 
ers generally seeming to anticipate 


their requirements further ahead than 
they have been accustomed to doing 
for the past year or more. Collections 
also are slowly getting better. 


Business Coming from Cuba 


One of the large Atlanta manufac- 
turers—the J. K. Orr Shoe Co.—has 
resumed trade relations on a fairly 
extensive scale with dealers in Cuba, 
and find the outlook for the coming 
year good. Trade with Cuba the past 
two years has been poor because of the 
depression caused by the sugar situa- 
tion. The manufacturers also state 
that trade is gradually picking up 
with other Latin-American countries 
and the outlook for the future is also 
good with these countries. 


New Store Opened 


The new retail clothing and haber- 
dashery store of Pollock & Berg has 
been opened in the retail shopping dis- 
trict of Atlanta, giving the city one 
of the finest and best equipped cloth- 
ing stores in the Southern field. A 
complete shoe department has been es- 
tablished in the new store, carrying 
one of the most extensive lines of any 
Atlanta dealer, and catering exclu- 
sively to men and boys. Julian M. 
Ray, who for two years was manager 
of the: men’s and boys’ shoe depart- 
ment with the Fred S. Stewart Co. of 
Atlanta, is in charge of the new de- 
partment as manager, and is assisted 
by his brother, Lamar Ray, who is 
also well known in the shoe business 
in this section. Mr. Ray was suc- 
ceeded at Stewart’s by S. R. Turner, 
who had been manager for several 
years of the Under-Price Cash Base- 
ment. 
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Soft Soles and Moccasins 
‘Ask your Jobber for our 
Sendes We DO NOT sell 
the retail trade. 

Newcomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 




























*“ELAM”’ 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively : 

F. S. ELAM SHOE CO. 


Rochester, N. Y. 
ton Office, 181 Essex Street 
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Perfection Pneumatic 
Arch Cushion 
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ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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Where to Buy 


Shoe Ornaments 








A CLASSIC 

AN ART WORK 
Combination Beaded Strap- 
vamp ornament. 
‘YOUR SAMPLES ARE READY 
If its a shoe ornament, we 
supply it. 


SHOE BUCKLES | 
DETACHABLE STRAPS| 


eal SHOE BEADING | 
| seaceo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


'S MYRTLE AVE BROOKLYN N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. a 








M. B. MARTINE, Inc. 
“Show Room—130{W. 42nd Street 
Office— 148-152 Duane Street 
NEW YORK, N. Y. 

SHOE BUCKLES, 

EVERYTHING IN SHOE OR- 

NAMENTATION, INCLUDING 
BEADING 

















HAVER MIA 


W.E.ELLIS COMPANY 
Ass. 








“Where Originality Originates” 
OUR RHINESTONES. BUTTONS and Slides 
are the fastest selling items in the shoe busi- 
ness today. 

Increase your sales by using them. Bsti- 
mates cheerfully submitted. 


Ennbee No Co. 
530 Broadway ew York City 
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Army Shoes Auctioned 


Approximately $4,000,000 worth of 
surplus Government property, includ- 
ing large quantities of findings and 
several hundred pairs of army shoes, 
rubbers and overshoes, were sold by 
the Government at a public auction at 
the Candler warehouse in Atlanta, be- 
ginning Thursday, March 2. Buyers 
representing large companies were 
present from all over the United 
States, the shoes, rubbers and find- 
ings, as well as other lines, selling at 
remarkably low prices. It was the 
second sale of this kind held in At- 
lanta, the first sale including about 
$6,000,000 worth of surplus property. 


Merchants Buying Heavily 


Retail merchants from all sections 
of the South are buying heavily for 
spring, summer and next fall, mainly 
in the Eastern markets, is the news 
brought back to Atlanta by S. F. 
Fromm, manager of the Hub Style 
Shop, who recently was on a business 
and buying trip to the markets in New 
York and Boston. Fred S. Stewart, 
president of the Fred S. Stewart Co., 
of Atlanta, also expressed the same 
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opinion. The consensus of opinion 
among the Southern buyers, Mr. 
Fromm, stated, was that normal con- 
ditions have now practically arrived 
in this section and that before the 
end of the year prosperity will be re- 
stored. Asa result, therefore, he said 
that Southern concerns were buying 
heavily in anticipation of their re- 
quirements for the coming seasons. 


Farmer Makes Shoes 


A pair of shoes made by a farmer 
near Atlanta were on exhibition the 
early part of March at the Atlanta 
plant of the J. K. Orr Shoe Co. The 
name of the farmer was Jerry Daniel, 
and he made the shoes because he did 
not have the necessary money with 
which to buy a pair. He killed a calf 
and after using the meat tanned the 
hide. He whittled out a last and did 
all of the work himself, fashioning 
a pair of shoes that really repre- 
sent an excellent piece of work. 
The shoes are both pliable and serv- 
iceable, and were displayed by the Orr 
company in order to show that there is 
hardly anything a person cannot do 
when necessity may demand. 





BOSTON ' 


‘‘Our Losses Are Behind Us’’ 


With Above Slogan Retail Merchants 
Looking Cheerfully Ahead to Good 
Spring and Summer Business 


HE members of the retail shoe 

trade of Boston have weath- 
ered a very trying six months’ 
period, but they have bravely battled 
with the storm of falling prices and 
sales resistance, and are now logically 
looking forward with cheerfulness to 
good business during the coming six 
months. A clever shoe merchandiser 
recently made the following state- 
ment: “A profit will be made on shoes 
bought for spring and summer, but on 
shoes bought for last fall, and which 
the merchant may think he is going 
to sell at a profit this spring, I am 
afraid that there will be a loss.” 

A survey of the stores shows that 
the great majority of Boston shoe mer- 
chants have taken their losses—and 
some of these losses have been big ones 
—but these are now behind them. 
Everything is now ahead and every- 
thing is to be gained by those mer- 
chants who have taken their losses. 
Although prices have fallen in the 
past six months more than they have 
for some time past, they are to-day 
stable and there will be no further 
lowering of prices until the fall, at 
least. 

The retail shoe trade really knows 
definitely at the present time just 
what its plan of action will be for the 
bright, sunshiny days which stretch 


before them. Stocks are really in a 
very favorable condition. Merchants 
will, according to all reports, continue 
to buy closely. Some have suffered a 
trifle by not having enough footwear, 
especially on the sports variety, but 
the majority have felt that it was bet- 
ter to have too little than too much 
merchandise. It seems as though but 
few anticipated the very heavy de- 
mand for sport footwear which is now 
here in full force. All varieties of 
rubber-soled footwear shoes are want- 
ed, and rubber sole manufacturers 
have difficulty in producing soles fast 
enough to cope with the demand. 


WHO'LL SURPASS SALLY? 


“What shall we get for a Sally 
sandal successor, but something more 
‘snappy’?” is a question which is up- 
permost in the mind of a very success- 
ful shoe buyer. And this buyer is 
doing a bit of designing himself in 
this direction. The Sally sandal was 
so popular, yet it has been with us for 
quite a while, and this shoe buyer 
wants something with a little more 
“dash” to it—something with cut-outs, 
which will display to good advantage 
the light-colored modish hosiery which 
the woman of fashion will don for 
spring. 
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A FASHION TALK 

There has been some discussion as 
to whether or not the light smoked 
leather sport shoes are going to re- 
main in such high favor as formerly, 
and this has been chiefly brought 
about by the fact that these light 
shades of smoked horse and calf have 
been made up into shoes of the 
cheaper varieties. “When a shoe of 
fashion gets into the $4.75 class,” 
argues a shoe buyer, “it loses its popu- 
larity and gradually gets to be a back 
number. I believe that the smoked 
leathers in the tan shades, or darker 
than the champagne or pearl combina- 
tions, are going to be the best sellers 
in the higher grades. 

“And,” adds this buyer, “women are 
more particular than ever as to their 
footwear, for which we may thank the 
short skirt. I believe that women 
will never again adopt the long skirt 
for the street—they may for an occa- 
sion of evening dress, but for the 
street and business—never.” 


A VETERAN CRAFTSMAN 

In 1887, August Sodergren of Fal- 
kenberg, Sweden, came to America to 
earn his living as a shoemaker, for 
he had learned the craft in his little 
home town and knew how to make 
both the old-fashioned boot as well as 
the court shoe—he even was an adept 
at the fashioning of lasts. Mr. Soder- 
gren chose Boston as his new home, 
and on March 16, 1889, he commenced 
work at the custom shoemaking de- 
partment of the Jordan Marsh Co. 
And there he has faithfully worked 
ever since. In a short time he will be 
on the pension list and will be well 
looked out for by the firm in whose 
continuous service he has been for the 
past 23 years. 

Mr. Sodergren has seen many 
changes since he first came to the cus- 
tom shoemaking department of the 
Jordan Marsh Co. “The old custom 
shoemakers are all dying off,” said 
Mr. Sodergren to the RECORDER rep- 
resentative. “I formerly had seven 
men working here constantly—now I 
do whatever work there is—and it is 
mostly repair work. When I came 
from Sweden in 1887 there was not a 
shoe factory in our country—every- 
thing was hand sewed—now it is all 
machinery. When they introduced ma- 
chinery some years later it reduced 
the cost of manufacture. For in- 
stance, a hand-sewed shoe would cost 
25 kronen, or $7, at that time, while 
a machine-made shoe would cost 
$2.50.” 

Mr. Sodergren stated that the low 
heel tendency is in perfect accord with 
his ideas. “I like low, flat heels,” said 
Mr. Sodergren; “the ladies look so 
much more sensible wearing low- 
heeled shoes.” 


JOSEPH SMITH, PUBLICITY 
DIRECTOR 

Joseph Smith, appointed by Mayor 

Curley of Boston to be publicity direc- 
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tor of the new commercial, industrial 
and Boston publicity bureau, was for- 
merly connected with the United Shoe 
Machinery Co.’s publicity department 
and is well known in the shoe trade. 
He killed the “High Heel” bill, re- 
cently brought up in the Massachu- 
setts Legislature, by his satire. Asa 
publicist he has a national reputation. 


FIGHTING PROPOSED HIDE 
DUTY 


The New England Shoe and Leather 
Association has sent to every Senator 
and Representative in Congress a com- 
munication in regard to the hide duty 
question that is likely to make an im- 
pression on these legislators. This 
strong appeal from the trade includes 
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a reproduction of the letter that the 
late James G. Blaine wrote to Hon. 
William McKinley, then chairman of 
the Ways and Means Committee of the 
House of Representatives, April 10, 
1890, and which reads as follows: 

“April 10, 1890. 
“Dear Mr. McKinley: 

“It is a great mistake to take hides 
from the free list, where they have 
been for so many years. It is a slap 
in the face to South Americans, with 
whom we are trying to enlarge our 
trade. It will benefit the farmer by 
adding 5 to 8 per cent to the price of 
his children’s shoes. It will yield a 
profit to the butcher only—the last 
man that needs it. The movement is 
injudicious from beginning to end—in 
every form and phrase. Pray stop it 
before it sees light. Such movements 
as this for protection will protect the 
Republican party into a speedy re- 
tirement. Yours hastily, 
“(Signed) JAMES G. BLAINE.” 


New England Wood Heel Co. | 


Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill . - Mass. 


COATED GEM DUCK 
ye cou per seal CLOTH 


ar. Fone’ wooee” 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
ed ~~ a 


Formerly Weleds Sune Shoe Supply Co 


Colored. 
Chrome ! 
Sides 


Boggs & Cobb, Inc., Boston, Mass. 




















apaccesees 











MAX H. BERGER 


Manufacturer of CUT Soles 


From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Man's grain counters 
Men’s and women’s underlifs 

MAX H. BERGER 
12 Everett St. Breckton, Mase. 
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Shoe Illustrations ' 


FOOTWEAR ILLUSTRATORS 
170 Summer SA Boston. Mass. 
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Tear out this ad and mail for de- 
tails of our Special Printing 
Service for the Boot and 
Shoe Trade 

201 South Street, Boston, 
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Mass. 











1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street, Boston, Mass. 
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Accompanying the letter is a half- 
tone portrait of Mr. Blaine. 

The public’s interest in the hide duty 
question is put squarely to the mem- 
bers of Congress in a circular letter 
headed, “Why the American People 
Should Be Given the Benefit of Non- 
Dutiable Hides.” 


WHOLESALE SHOE “OPENING” 


Commencing March 15 the John F. 
Travers Shoe Co. has placed on dis- 
play the Bender Shoe Co.’s new line 
of women’s Goodyear welt oxfords and 
strap pumps. The John F. Travers 
Shoe Co. is now sole distributing agent 
for this line in New England. Good- 
year welts are a new departure for 
the Bender Shoe Co., as they formerly 
made only McKay shoes. John F. 
Travers stated that he expected all of 
his new summer shoes would be in 
stock by the last of March. He has 
been having quite a call for leather- 
soled sport shoes with rubber heels. 


WILLIAM THAYER RESIGNS 


William E. Thayer, formerly of the 
N. F. Thayer & Co., has severed his 
connection with the above concern. 
Mr. Thayer is well known as the 
president of the Greater Boston 
Leather- and Shoe Finders’ Associa- 
tion and also secretary of the Boston 
1922 Convention Committee. He has 
been of great value in the New Eng- 
land district because of his fairness in 
meeting difficult problems and settling 
them to the entire satisfaction of the 
trade in general, and has also been 
a big factor in the educational prob- 
lems of the shoe repairman. 


THE KALLMAN-NEWCOMB CO. 


The Kallman-Newcomb Company, 
manufacturers and distributors of 
shoe linings, also the H. S. & M. W. 
Snyder line cf leathers, at 61-65 South 
Street, Boston, succeeced the Julius 
Kallman Company on March 1. Julius 
Kallman is president, and Hugh R. 
Newcomb, who for the past ten years 
has been connected with the Julius 
Kallman Company, is vice-president 
of the Kallman-Newcomb Company. 
There will be no change in the per- 
sonnel of the company, in its policies, 
or in the line of its merchandise. 


Canopic on Boston Service 


It is reported that the reopening of 
the White Star line service between 
Boston and Queenstown and Liverpool 
will take place with the sailing from 
Commonwealth Pier, South Boston, on 
Saturday, Apri! 29, with the sailing of 
the steamship Canopic. She has been 
thoroughly reconditioned and her pas- 
senger accommodations extensively 
overhauled. She will carry only cabin 
and third-class passengers. The Can- 
opic will leave Liverpool.April 13 for 
Boston and on her return trip to Eng- 
land from Boston she will call at Hali- 
fax to embark passengers. Whether 
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it is the intention to continue her per- 
manently on the run is not known. 


Shoe and Leather Class Finishes 


The 1922 term of the Shoe and 
Leather Class, Boston Continuation 
School, which this year has been con- 
ducted under the auspices of the New 
England Shoe and Leather Associa- 
tion, will finish on March 20. The 
class recently has visited the A. C, 
Lawrence Leather Co.’s Boston office, 
the headquarters of C..G. Flynn 
Leather Co., this city, and the Watson 
Shoe Co.’s factory in Lynn. On March 
13 Major Charles T. Cahill, of the 
United Shoe Machinery Corporation, 
will give the boys a lantern-slide talk 
on shoe manufacturing. 


New Regal Store 


A new Regal shoe store, which will 
be devoted exclusively to men’s foot- 
wear, will open at the corner of Wash- 
ington and Milk streets, Boston, on or 
about March 20. William Smith, who 
was formerly assistant manager of 
one of the larger New York Regal 





HUGH R. NEWCOMB 


Vice-President of the Kallman- 
Newcomb Company 





stores (corner. of Broadway and 
Thirty-seventh Street), will be in 
charge of the new Boston establish- 
ment. About four salesmen will as- 
sist Mr. Smith. Besides shoes, which 
will be sold under the one-price policy 
of $6.80 the pair, a men’s hosiery de- 
partment has been installed. 


Merchandising Experts at Merchants’ 
Meeting 

The Massachusetts Retail Shoe Mer- 

chants’ Association put on an “all- 

star” program on Wednesday evening, 

March 15, at Restaurant Wedgewood, 

when it entertained the members of 








March 18, 1922 BOOT AND SHOE RECORDER 


CORUM ORUOMOMO MUM REORDER TA TE TE EE TE ER OOOO 


GET READY FOR 


SPRING and EASTER TRADE 


In Growing Girls’, Misses’ and Children’s Sizes. 
Sturdy Shoes in Approved Styles Are Carried. 


IN-STOCK 


Orders 
Promptly Shipped 





W07 VON? WHEL \ETC VEN? VEL LET? VENT NTC VE? YEN? EN NEY NET? NET? VEN SD 


“6 


a) i/ay a (ay (a\ie\ivey 


Prices quoted here 


No, 9532—Growing Girl’s Brown Calfskin vusxford. 


No. 9547—Growing Girl’s Lace Oxford. Most ror Insure good margin Broad toe, carrying combination heel and f rt. 
Wingfoot rubber heel. In stock. Sizes 2%-7. S385 


IE TEOTR OER IRM EERE EOD) To 
RTE ERD 


ular shade , & Brown Calfskin. Wingfoot rubber 
I tock. 


oneacier eenetecanenin aes 4.00 of profit for retail 
selling. 


(@\/@\. (8) /a\ 


‘vay 


Each shoe ‘illus- 


trated is made of 


NPL NGL ONG OL OOOO NOTION 
Ye) i /a\1/6\'/6\'/6\i/0\0/O\ 6. 





all leather, over 
lasts that are unsur- 
ford. © aglish ast, ail leather heel in eee. Passed for fitting 
izes 2%-8. AA-D wide $3.50 ¥ 9533—Growing Girl’s Mahogany Side lass On 
qualities, and are ford,” Winetoot rubber heel. In stock. Sizes FA 
made right in 


every detail. 


ORDER NOW 
and be ready for 


MV N@N TITAN (AN (0/0) (OR /0N/ ON" 0\0 (@\ 0a) ia i/a\) ai /e\ ay) 


ive 


No. 8517—Miss’s Patent Leather Ankle Strap 
8512—Miss’s Mahogany Side Lace Oxford. Easter Trade 

“Ko-Rec-Tve! last, Outside heel with rubber top lift a, tse. ae 
In stock. Sizes 12-2. Widths B, O and 


Spring heel No. 7517—Child’s, same as above. 


‘ bo 
NWyiithe O and D. Ta Sizes 8%-11%. Widths © and D 


Nove 3% Hv 11%. Widths © and D $2.50 
Write to Dept. R for booklet showing additional in-stock styles 


THE L. D. STICKLES SHOE CO. 


Manufacturers 
RED WING MINN. 


SVM @\ MN W\ WOTTON EON VIO VOTO N ON OY 08/0/08 @\T O00 05) TON Oye ON OT W\ TON O) £0) (Oi OVOVO\ OVO OTANI OO T@VEV@NT TON) (@\ 7)" /@\"/a\s 


(a\ (@\ta\ ata alee 


(a\/eyi 


\e SNOW YVO PLOY OOS SOY O S/ OS PO COO SOO 8 NOLO OLIV GL VOLVO Oy 
“ax 


PML 
Cai Wir vee wi 





130 


the Boston Retail Shoe Salesmen’s As- 
sociation and other salesmen who are 
contemplating joining hands with the 
association men. In the first place 
there were two expert footwear mer- 
chandisers from New York—John 
Slater, who told all about “How They 
Do It on Fifth Avenue,” and Percy E. 
Hart, of Cammeyer’s, president of the 
Greater New York Shoe Dealers’ Asso- 
ciation, whose main line of argument 
was devoted to “How New York City 
Shoe Merchants Work to Improve Re- 
lations with Their Salesforce.” 

William H. Morgan, president of the 
Boston Retail Shoe Salesmen’s Asso- 
ciation, gave a talk on “Mutual Interde- 
pendence,” giving the salesmen’s view- 
point on how relations between mer- 
chant and salesman may be furthered 
to their mutual advantage. Short ad- 
dresses were also made by Arthur L. 
Evans, president of the Boston Retail 
Shoemen’s Institute, and others. 

At this meeting a very interesting 
event took place, namely, the gradua- 
tion of the first class of the Boston 
Retail Shoemen’s Institute. Some 
forty-three students. were awarded 
diplomas as scientific shoe salesmen. 


John W. Field Dead 


John Worcester Field, aged eighty- 
three years, of 10 Melville Avenue, 
Dorchester, died early to-day. Mr. 
Field was born June 11, 1839, at 
Brighton. He was educated at 
Chauncy Hall School and Phillips, An- 
dover. He entered the employ of the 
firm of Field & Converse, leather mer- 
chants, in 1855. In 1862,he was ad- 
mitted to partnership in the concern. 
A little later he retired and formed 
the concern of J. W. Field & Co. Later 
this was consolidated with the firm of 
Bullivant & Field, under the style of 
Field, Bullivant & Field. Later he 
retired from this firm and again 
formed the business of J. W. Field & 
Co. He retired from active business 
January 1, 1909, at the age of seventy. 
However, his keen interest in business 
took him to his firm every day from 
1855 to January 1, 1922. 

Mr. Field was married March 28, 
1867, to Miss Amelia Caswell Reed. 
They celebrated their golden wedding 
anniversary in 1917. Shortly after- 
ward Mrs. Field died. Mr. Field is 
survived by three sons, two of whom 
are in the shoe business: John How- 
ard Field, of Charles A. Eaton Co., 
Brockton, and Walter Reed Field of 
South Weymouth. Another son is 
Henry Martin Field, M.D., of Nor- 
wood. 


Boot and Shoe Club Meets March 22 


The closing banquet of the current 
season of the Boston Boot and Shoe 
Club will take place at the Copley- 
Plaza Hotel, Wednesday evening, 
March 22, and will be presided over by 
President Oliver M. Fisher, who has 
recently returned from a visit to the 
Pacific Coast. The after-dinner pro- 
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gram will be a notable one, for it will 
include an address by Magnus W. 
Alexander, general manager of the 
National Industrial Conference Board, 
who will interpret present business 
tendencies on the basis of an exhaus- 
tive research which his organization 
has lately made at much expense. An- 
other “headliner” will be Harry W. 
Crooker, of Crooker & Morse, Inc., the 
well-known shoe manufacturer, who 
recently has completed a trip around 
the world. Mr. Crooker will present 
a few high lights of his journey, em- 
phasizing world business conditions 
as he found them, and the present 
status of our American export trade. 
It will also be the annual meeting and 
election of the club. 


Resolutions on Death of 
Charles Palen Hall 


At a meeting of the directors of the 
New England Shoe and Leather Asso- 
ciation, March 8, resolutions on the 
death of the late Charles P. Hall, vice- 
president of the American Hide & 
Leather Co., were adopted. These 
resolutions were drafted by Arthur 
W. Wellington, Willis R. Fisher and 
Fred B. Rice. We quote excerpts from 
same as follows: 

It is with profound sorrow that the 
members of the New England Shoe 
and Leather Association record the 
death, on February 17, 1922, of 
Charles Palen Hall, who for many 
years was a strong and universally 
respected leader in the leather trade 
of this country. 

Charles P. Hall was a broad, gener- 
ous man of many strong and admir- 
able characteristics. He was direct 
and clear in thought and speech, mag- 
netic, genial and democratic. He had 
intelligent sympathies for all classes, 
a keen, quick perception, and a strict 
honesty of purpose and method. His 
life was full of long and strong friend- 
ships; he was much sought after as 
an adviser. 

Resolved, That the New England 
Shoe and Leather Association, by 
spreading these minutes on its official 
records, and by sending a copy to the 
bereaved family and to the American 
Hide & Leather Co., expresses its ap- 
preciation for the intelligent energy, 
clear-sighted integrity and sterling 
character which Mr. Hall devoted un- 
stintedly in the service of his asso- 
ciates, his industry and the public. 


New England Shoe and Leather 
Directors Meet 


A meeting of the newly elected 
board of directors of the New England 
Shoe and Leather Association was 
held at the headquarters of the asso- 
ciation, 166 Essex Street, on March 8, 
President Herbert T. Drake in the 
chair. After extending a cordial wel- 
come to the new directors, President 
Drake spoke briefly concerning the 
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business situation, stating that un- 
doubtedly there is a better feeling in 
the shoe trade, that more footwear is 
being bought than was the case a few 
weeks ago, and that there is a possi- 
bility of a shortage of the better 
grades this spring. 

The report of the secretary covered 
the present status of the tariff cam- 
paign; the pending hearings at Wash- 
ington on the question of the freight 
differentials against the port of Bos- 
ton; the advertising throughout the 
world of the National Shoe and 
Leather Expo.ition and Style Show, to 
be held in Boston, July 10-13; the work 
of the shoe and leather class of the 
Boston Continuation School and vari- 
ous other matters ‘n which the asso- 
ciation and its members are inter- 
ested. 

The question of a subsidy for the 
American Merchant Marine, as recom- 
mended by President Harding in his 
recent message to Congress, was re- 
ferred to the committee on foreign 
trade for consideration. 

It was voted to request the United 
States Census Bureau to either elimi- 
nate the separate New England col- 
umn from its monthly report of boot 
and shoe production, or else classify 
the entire United States, according to 
the usual groupings. 


Important Meeting April 12 


The following resolution was unani- 
mously adopted: 

That the officers and executive com- 
mittee of the New England Shoe and 
Leather Association are hereby au- 
thorized to arrange for the holding of 
a general luncheon-meeting of repre- 
sentatives of the allied shoe and 
leather industries of New England on 
Wednesday, April 12, 1922, for the 
purpose of having a discussion of the 
various economic problems at present 
confronting our industry in this sec- 
tion. 

In connection with a discussion of 
the subject of industrial education, 
President Drake gave an interesting 
report of his recent visit to the Lynn 
Independent Industrial Shoemaking 
School, which he said is doing splen- 
did work in the training up of future 
shoe factory superintendents and fore- 
men; and he expressed the hope that 
Brockton and other New England shoe 
cities would in the near future possess 
similar ‘schools. 


Regarding Lion Shoe Sales Force 


The Lion Shoe Co., Inc., wholesale 
shoe distributors at 107 Reade Street, 
New York, has added to their sales 
force Julius Rosenbaum, the son of Ike 
Rosenbaum, buyer and vice-president. 
Julius Rosenbaum is covering the ter- 
ritory of the Bronx and Manhattan, 
and L. E. Westerfield, who for a num- 
ber of years has been employed by 
McElwain, Morse & Rogers, is cover- 
ing the State of New Jersey. 
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SYRACUSE 


One Day’s Sales More Than $100,000 


Dollar Day Big Success in Syracuse— 
Preparing for Formal Spring 
Opening 


OLLAR DAY which was held 
recently with 139 merchants 
participating was the biggest sales 
day in the history of the city. Every 
retail shoe dealer participated in the 
day and it is estimated that the shoe 
stores alone took in more than $100,- 
000. Many shoe men took advantage 
of the sale to get rid of old styles and 
stocks at a dollar a shoe or a dollar 
a pair. 

Merchants point out that the Dollar 
Day Sale is not usually a money maker 
but the fact that it draws trade from 
a wide territory more than offsets the 
loss which a merchant may take on 
stocks offered. It is estimated that 
approximately 275,000 people came to 
the city Dollar Day. 

Arrangements are now being made 
for the annual spring opening week 
to be held March 21, 22 and 23. Prac- 
tically every shoe merchant in the 
city will join in the event, which will 
consist of a public judging contest of 
window displays of spring styles. 


Store Manager Resigns 


Oscar Fisher, manager of the local 
Walk-Over shoe store, has resigned 
to become connected with the Retail 
Shoe Salesmen’s Institute of Boston. 
Earl Gray of Erie, Pa., has succeeded 
Mr. Fisher as manager of the Walk- 
Over store here. 

Thomas Fairbairn, of the Hunter, 


Tupper Company, has been named 
president of the Syracuse Retail Shoe 
Dealers Club, to succeed Fisher. Mr. 
Fairbairn had been vice-president. 
John Larkin, of Larkin, Burns & Kel- 
ler, has been named vice-president of 
the club. There are now 32 shoe men 
taking the “round table” course of 
salesmanship instruction which is be- 
ing held once a week at the Park- 
Brannock store. Practically every 
store is represented in the class. Mar- 
tin F. Hillfinger is instructor. 


Plant on Full Time 


The Cameron Shoe Company of this 
city, makers of women’s turned nov- 
elties, is now operating on a full time 
schedule due to a great increase in 
orders. Business generally in this 
city is beginning to pick up as the 
factories which have been closed down 
are reopening. Shoe dealers predict 
a record spring business. Patents 
with grey quarters are selling big and 
so are sport oxfords. 


H. W. Cook at Washington 


Henry W. Cook, president of the 
A. E. Nettleton’ Company, has been 
at- Washington as representative of 
the shoe industry on the commission 
which is seeking to eradicate prob- 
lems involved in the distribution of 
essential commodities. 
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Letters 


(Continued from page 95) 
CLEVELAND 


Strike Threatens to Hurt Business 


Building Employees Walk Out in Cleveland 
and for the Present Have Slowed 
Down Home Building 


UILDING trade _ employees 


went out on strike the first: 


week of March and since then hero- 
ic efforts have been made to patch up 
the differences, but without avail. 
There is a strong hope entertained 
that the idleness of the workers will 
not be a long one. 

There is a shortage of houses in 
this city, and with the building trade 
workers busy, everyone was anticipat- 
ing good business during the coming 
spring, without any serious labor 


troubles, when the walkout took place 
suddenly. 

Other lines of industry are gradu- 
ally increasing their corps of workers. 
Manufacturers report that orders con- 
tinue to come in and that payments 
are good. 


Auto Industry Reviving 


The automobile and auto parts in- 
dustry is setting the pace in the re- 
vival and there is no sign of a let-up. 
The prospects are that with the first 
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warm days of spring the factories will 
add to their corps of workers. 

Building trades workers are the 
best paid in the city, and their pay- 
roll each month runs into the hun- 
dreds of thousands of dollars. Both 
sides to the controversy are doing 
their best to adjust differences and 
such an achievement would bring a 
general feeling of relief to all lines 
of business. 


Better Days Coming 


Cleveland shoe merchants report they 
have not yet felt to the limit the re- 
sults of the revival of industry that 
set in here with the advent of the 
new year. True, many thousands 
more of men and women are working 
now than was the case four months 
ago, yet they have not come into the 
local retail shoe market to the extent 
that they have bought clothing and 
food. 

Retail Boom Expected 


This holding back on the buying of 
shoes is certain to result later in a 
rush to Cleveland shoe stores, and 
merchants are expecting a very lively 
spring trade. 

The rush is not expected to set in 
until along about the third week of 
March, which is the date precedent 
has set for the start of heavy spring 
buying in this city. The weather has 
been cold and raw the last few days, 
and it has had a depressing effect 
on business. 


Spring Styles Attractive 


“Never before in the history of the 
art and science of shoe manufacture 
have styles been as attractive as they 
are this year, and to this fact may be 
attributed the healthy business shoe 
merchants are anticipating,” says 
Archie W. Laetsch, president of the 
Cleveland Boot Shop. “Never has 
there been such a variety of conserva- 
tive as well as novelty styles from 
which to select. Then, too, prices of 
high grade shoes are lower than they 
have been in years.” 

“We look forward to a healthy 
period of shoe buying this spring,” 
said C. W. French, manager of the 
G. R. Kinney Co. 


Consumers Becoming Interested 


“People have never displayed a 
keener interest in shoe styles than 
they do now, early as it is in the 
year,” declared H. R. Clum, manager 
of the shoe department of the Stearn 
Co. 

“All indications point to a brisk de- 
mand as soon as the weather opens 
up,” asserted N. Kirkpatrick, man- 
ager of the shoe department of Siegel 
Co. “People who have not been buy- 
ing shoes lately have no idea what 
amazing values are being offered,” 
declared Elmer A. Clark of the Stone 
Shoe Co. “And I am firmly convinced 
that shoe prices have reached the 


(Continued on page 133) 
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GRAY BUCK and PATENT LEATHER 


BLACK SATIN STRAPS = 


MAHOGANY OXFORDS 


260 Mahogany Cutees, Tip, Rubber Low " 
an Welt, B-D 5 No. 347 


Ht 
461 Sa I Boot, Rubber 328 Gray a Strap, Cov. Full Louis 
Seine ate in ceccseees “- eccee - _ 3.85 30 Heel, oa =n & Desc ins ccccee $4.50 847 Back, Satte 5 iteel Bead 
279 Ma Brogue Oxford, Im. Wing Same, with Junior Heel...... 4.50 Louis 
Tip, y-4 Lew “Rubber Heel, 325 Black peste Strap, Cov. Full Louis 348 Same style Junior Heel 
welt, aD 15 Heel, A-D ' 
310 Patent ~ 1 Strap, Gray P aay 


262 Tony Red Calf Oxford, Tip, Rubber Juni i 
Sela War ADs ig. $00 Quarter, Ynlor Lele Bey Thre: 5, nee Satin strap nor 


286 Mahogany Oxfo ‘.: , Rubber 3 Full Louis Hee 
vis Heel. 


. D 3. 
238 Havana Brown Kid Oxford, Im. Same Styles in all Patent 
Tip, Cuban Heel. ©O-D 4. Leather, $3.50 Prices: $3.25, $3.50, eaen, "$5.00. 


Send for Catalog of High and Low Shoes In Stock 


THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE ts ts BOSTON (9), MASS. 








THANK YOU 


Berwick Ten days ago we sent out our 
Spring Catalog showing the latest 
styles. 


NOW IN STOCK 


The 


We have always 
believed that qual- 
ity counts—but we 
The are positively con- 
33 Russia Calf , #$Touraine vinced now. 
wo. nen. ™ X Orders from our 
' customers for at 
THE \ once delivery prove 
, it. 
If you did not get 
your copy write to- 


SHOE Mahogany Russia ont : = ~ day— it’s worth it, 


7-11; 
These are only two of the No. 557—same style in —then let us do 


thirty styles now ready. es our part. 


M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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(Continued from page 131) 
generally stabilized basis and will not 
be appreciably reduced in the future 
until production costs can be cut. It 
is not appreciated by many people, 
who complain of high prices, that foot- 
wear prices are probably as low as 
any of the other staple lines, and 
that further reductions can hardly 
be expected until the cost of labor 
and transportation is cut. As soon 
as these items are lowered, shoe prices 
undoubtedly will be reduced propor- 
tionately; but not until then. Mean- 
while the average person can buy 
shoes with the assurance that he is 
getting his money’s worth, insofar as 





every man in the manufacturing and 
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distributing end of the shoe business 
can make it possible.” 


Business Men Optimistic 

“Men in the retail lines of business 
who have made a study of conditions 
have every reason to be optimistic 
over the outlook,” said J. I. Brennan 
of the Kelley Bootery. “People are 
buying as they never have before at 
this time of the year. This is par- 
ticularly true when they come to real- 
ize that in shoes they are in position 
to get the latest creations of skillful 
artisans at prices which even the con- 
=" buyer concedes to be reason- 
able.” 





ST. LOUIS 


Weather Retards Spring Selling 


Balmy Days Show Selling Gains—Sports 
Shoes Forging Ahead with Notable 
Demand 


URING the week ended March 
4 the heaviest snowfall in 
two years completely upset plans 
of retail shoe merchants to fire the 
first gun in spring shoe displays. 
Stocks were in readiness and win- 
dows and inside cases all had been 
trimmed to welcome the advance buy- 
ers of spring footwear. Along came 
the snow which was close to six inches 
in depth and almost immediately the 
business slumped. 

The downward sales tendency was 
felt in all stores. There are some 
merchants who are inclined to scoff 
at the weather as an excuse for poor 
business, but the evidence was so de- 
cidedly against them on this occasion 
that they too, were compelled to at- 
tribute the lack of sales to the incle- 
ment season. 

Women’s Novelties Selling 

On balmy sunshiny days, of which 
Saturday, March 4, was one, the busi- 
ness mounts about in the same pro- 
portion as it slumps on gloomy days. 
When the spring atmosphere prevails, 
practically all the stores are crowded, 
and a goodly number of pairs are dis- 
posed of. This is especially true in 
women’s novelties. 

The manager of one of the largest 
down-town retail stores, in discussing 
the weather phase and its relation to 
the business, summed up his story 
briefly by saying: 

“At this season of the year, weather 
is everything.” 

One style tendency which has de- 
veloped more rapidly than any other 
type, is the sports shoe. These shoes 
are not uncommon on the streets and 
many pairs can be counted, worn 
mostly by the “flappers.” The all- 
rubber bottoms are the first choice 
of a majority. One store which fea- 
tured sports shoes for a Saturday sale 


disposed of them in big volume. 
About every third and fourth pair 
sold in this store was of the sports 
variety. The smoked elk and smoked 
horse seemed to have the preference, 
with calf trimming either on the tips, 
quarters or vamps. Practically all 
carry an apron of contrasting leather. 


Sports Apparently Best Bet 


Some oxfords in suede with tan 
calf trimmings are also proving popu- 
lar but most of these shoes are with 
leather soles and rubber heels. The 
advance selling of sports shoes has 
contradicted the prediction that these 
shoes would find little or no demand 
until Easter. From all observations 
this new style is going to stick during 
the coming month and beyond Easter. 
Some have played these shoes for a 
little later in the season, and are 
using pressure now to advance de- 
liveries. 

Patent and gray suede in combina- 
tion has been a disappointment inso- 
far as this market is concerned. There 
has been no tendency on the part of 
feminine buyers to show any unusual 
interest in gray suede and patent 
effects. True, this style may assert 
itself later, but for the present it has 
little call. 

Pat:~ts Still Selling 


Patent, in oxfords and “flapper” 
strap patterns, continues to lead the 
style field, by a wide margin. Black 
satin, next to patent, is receiving the 
greatest homage. There is apparent- 
ly a slight increase in the call for 
satin. The goring effect still remains 
the unknown quantity, and its success, 
according to some merchants, is prob- 
lematical. Some place this style on 


the same basis as the moccassin and 
term it merely a short-lived “flash.” 
In most stores, the February sales 
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of this year were not up to the same 
period of last year. This statement 
applies to all stores with the excep- 
tion of a few, who have not been in 
business long enough to make a fair 
comparison. 


Tobacco Raisers Fairly 
Prosperous 


The tobacco season which has just 
closed proved a profitable one for 
Kentucky tobacco raisers, according 
to John W. Faxon who is buying a 
spring line of shoes for the T. C. 
Gropp Shoe Company of Owensboro, 
Ky. The crop was larger this year 
than for the last two previous sea- 
sons, as a successful remedy for wild- 
fire blight, a plant disease that is 
disastrous to a full crop, was used 
effectively. Farmers received a fair 
average price for their crop and are 
planning to plant even more heavily 
this season, declared Faxon. 


Making Bid for Tourist 
Trade 


Will Sechler of the Sechler Shoe 
Company of Fort Scott, Kansas, 
stated on his recent buying trip to 
this market that plans for taking 
care of increased travel in the Ozark 
Trail country of the Southwest are 
already perfected by the towns in 
the district. Last summer the tour- 
ist trade was a big factor in the busi- 
ness of the Southwestern towns. 
Dairying has become the leading in- 
dustry around Fort Scott in the last 
seven years and on account of this 
steady market, business conditions in 
that part of Kansas have not been dis- 
turbed in the past months, aecording 
to Sechler. 


Haverhill Company to Mov 
West , 


The United Die, Block and Wood 
Heel Company, a Haverhill, Mass., 
concern has closed a lease on one floor 
of the Rumsey Building, 19th and 
Pine Streets. This marks the bring-- 
ing to St. Louis of another company 
connected with the shoe industry. 
The decision to locate here was made 
after studying the advantages to be 
gained in distribution. 

The success of the Proctor Counter 
Company of Haverhill, who recently 
purchased the property at 19th and 
Clinton Streets, has been such that it 
is proposed to double the capacity of 
the plant shortly. 


‘Sheboygan Pioneer Passes 


Henry H. Ehrhardt, who conducted 
a retail boot shop in Sheboygan, Wis., 
for many years, died at his home in 
Milwaukee last week at the age of 54 
years. For the past five years Mr. 
Ehrhardt was engaged in other busi- 
ness in Milwaukee. y 
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BLACK KID, $3.15 
Stock No. 445%—(Telegraph code word—, 
Dictate)—Black Kid One Strap Cut Out, Last 


No. 185, 14/8 Junior Louis Heel, IN STOCK 
A 4-8, B 3%-8, C 3-8, D 3-8. 
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HUKRAF] 
uality Footwear 


In GHUKRAFT Quality Footwear you’ll find easy- 
fitting lasts of new design; graceful patterns that 
have an abundance of style; best sole leather ob- 
tainable. 

At our new prices you will recognize in SHUKRAFT 
Quality Footwear an opportunity for profit-mak- 
ing that will arouse your best business judgment. 


one & E Shoe Co. Golumbus O 
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Tony Red Calf; 27 Last; 
B, C, D, 3 to 8; Rubber Heels. 


! FEATURE VALUES ! 
QUALITY SHOES 


ERE are numbers that are clinching sales when 
H customers won’t go above a certain price. 
Made in Brockton, they conform to the better 
standards of style and construction. Popular num- 
bers, all. 


The difference in cost comes from a slight variation 
in selection of materials, not noticeable to the buyer, 
not injurious to the wear. 


Wonder values for this quality and finish. They have 
made good. Ask for five other samples and catalog. 


100 MEN’S AND WOMEN’S NUMBERS IN STOCK 


DIAMOND SHOE COMPANY 


196 CHURCH ST., NEW YORK . 
"TWO FACTORIES: BROCKTON 


awe 











IN STOCK— 


READY FOR 
AT ONCE DELIVERY 
EXCEPTIONAL VALUES 
AT THE PRICE ASKED COMMISSION 
FINE BLACK VICI BOUDOIR LEATHER MERCHANTS 


Sizes 3 to 8 Price $1.35 
FINE BLACK VICI ONE-STRAP 


LOW LEATHER HEEL FINE OAK SOLE LEATHER 


Sizes 3 to 8 Price .$1.90 


In less than 36 pr. lots add 5c. i BELTIN G BUTTS 


per pair. 2% 10 days, net 30 days. 
Brown-Edwards Co. | BOSTON, MASS. 
West Epping, N. H. — a —— 











GREELEY’S BOUDOIRS 


FOR THE WHOLESALE TRADE 


Quality our strong- 
hold. Send for 
samples and prices. 
We will refer retail 
inquiries to the near- 


est wholesaler. Dually Service and Satisfaction Guaranteed. 
$7.75 


. erated wt. 2% 

—_ ‘ ' 45.00 ited wt. 160 

mavene ewe PROMPT fo i over may be ordered by freight. 
Blue DELIVERIES | ' = t put of — tomerrow, they bring 
oa b | —_@ t FAP 

; ) Success Manufacturing Co., ic. 

49 Washington St., Haverhill, Mass. Ss 
A. W. GREELEY Branch Factory, Newton, N. H. Formerly Success Seed Gi 


SE tor eee <x 
z ~ 











flowers, each $.75, per dozen 
$7.50. 


Fine Calf Leathers i No. 32217 Basket filled with 


MANUFACTURERS OP 


ee ean 
ronson cap | San, Sezai 
uscan Calf — 4 yet iF rtifici lowers, Plants, 
Hie = Vi MAILED FREE 
Russia Calf — i te a FOR THE ASKING. 
Strictly Fine Full-grain Calf Leather Saab . ee 
HUNT-RANKIN LEATHER CO. 61 Barclay Street 
106 Beach St. Boston, Mass., U.S. A. New York, N. Y. 
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SHU-STICK “vc APPROVED BY 


SHADES 


Rapid Dry Cleaner .,,. ; MEDICAL MEN 


FY ; . Blac! 
The Stick with the Felt’ Buffer —- Asa my! support for the ankles of 
Oyster Gray growing children and as a fully venti- 
Dry cleans, Recolors, Renews all white and Light Fawn lated shoe, the Burkley Ventilated Foot 
colored shoe fabrics, nubuck and suede leather. Pearl Gray Developer is unexcelled. Well-known 
No muss or fuss. | ae more, costs less, surgeons soscmnmnend = use. aut @ 
igger profit. lake your 
ae 6 4 wtnTiation@ children’s shoes 
White; 80c. per doz. Gross, $9.00. PATENTED 
Retails at 15c. Colors; $1.00 per doz. Imperial 2 your order today. 
Gross, $11.50. Retails at 25c. White Phone Sromtee 2138 
put up in %, Ye and 1 gross boxes. (Bamboo for immediate action. 


lors put up in 1 doz. boxes. 
Terms 5% 10 days. Order from your jobber or direct. oa i 
U. S. Specialty Mfg. Co., = 1186 He. Main oe. 


lle, lo M 
an is & West Somerville Mass. ‘an Brockton, 
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Nothing in the Shoe 
But the Foot 






SPLIT 
RIVET 
LOCKING SHANK TO INSOLE 


Let the Shoe Itself Support the Arch 


MAY people in your city are troubled with weak or 
fallen arches. 













You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 










A! of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the 





















Auburn, Me. 
87 Main arches and ease to the foot. It cannot abrade the mianhee 
Brockton, Mass. kin New Orleans 
ntre Skin. 216 Chartres 
Cincinnati New York 
708 Broadway Warren 
Chicago J. K. Krieg, N. Y. 





Hayepnitl, Mane. United Shoe Machinery Phiiadelpite. 





John City. 
ohnson ° Rochester, N .Y. 
N. Y. Co ° 130 Mil F 
124 Main 
oe rporation st, Louis 
306 Broad San F cisco 














i ~ ee Boston, M chusetts 859 
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IN STOCK Fashion’s Newest Designs IN STOCK 
For Immediate Shipment 


No. B 282—Patent Colt New Wide One 
Strap, Nickel Buckle, Imitation Tip, 10/8 
Heel, Welt. Price #4.90. 


No. B 284—Patent Colt, Gray Kid Strap 
and Apron, 10/8 Heel, Nickel Buckle, Welt. 
Price $5.00. 


No. B 277—Patent Colt Princess, Black 
Silk Elastic Gore, 15/8 Celluloid Louis Heel, 
Turn, Price $5.65. 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 





No. B 280—Patent Colt Two Strap, 14/8 SIZES IN STOCK 
Ouban Heel, Welt. Price $4.90. 
No. B 279—Same as above in Black Kid 


with Imitation Tip. Price 84.75. 
No. B 278—Same as above in Brown Kid No. B 281—Patent Colt Oxford, Gray Kid 
with Imitation Tip. Price $5.00. Terms: Net 30 Days Apron, 7/8 Heel, Welt. Price $5.00. 


























SAVES THE GREENS 


Ready for Shipment 


STEADY-MAN SOLE 


They give you the 
sure stance you need 


PRESTON B. KEITH SHOE CO. 
BROCKTON (Campello Station), MASS. 


Stock No. 762 
Men's with Spike Heel. 


Stock No. 1002 
Women's with Wedge Heel. AA-D 
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A Great Selling Point 


This little stamp is just the point that sells a shoe 
to a group of 4,000,000 men. This is the 


number of Union men in the United States. 











They, and the members of their families, all look 
for this stamp of their fellow craftsmen, when 
buying shoes. It is much to your profit to carry 
Union-made shoes and gain this trade. 







Feature the Union Stamp in Your Local Ad- 
vertising. 


BOOT AND SHOE WORKERS UNION 


246 SUMMER STREET BOSTON, MASS. 


COLLIS LOVELY -- -- -- -+ General President 
CHAS. L. BAINE -- -- General Secretary-Treasurer 













The Union that has an agreement with manufac- 
turers settling all wage differences by ARBITRATION. 
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IN-STOCK 


READY APRIL 1 : 


“BABBIE”’ 


B-860 MOST POPULAR MODEL 
New Round Toe Last with ONE INCH OF THE SEASON 


IN-STOCK 


Cuban Heel, All Patent Leather 
“BABBIE,” as above, all sizes, AA, A, 
B, C widths. 


PRICE, $4.75 NET 


Only a limited quantity of these shoes 
will be stocked, and all orders will be 
filled according to the date of receipt, 
so mail yours TODAY. 


IN-STOCK 
B-890 


HAZEN B. GOODRICH & COMPANY Patent Leather Vamo, with Grey Qos 


HAVERHILL, MASS. 


Also in Stock: Our Year Round Seller: Men’s Patent Leather Oxford, 


A, B, C, D Widths, Sizes 6-11, Price $5. 


Calf Quarter. This dain “BABBIE” 
Combination, as above, all sizes, AA, 
A, B, C widths. 


PRICE, $5.00 NET 














“Oshkosh” Leather Tops 
Specialized in Fit and Wear 


Tops only, or on Red, Black or White Rubbers 


The “OSHKOSH” TOPS 
with wide back Stay, 
heights from 5 to 18 inches. 
Men’s, Boys’ and Youths’, 


or 


The ROENITZ SIDE 
PIECE TOPS. No seam 
in back to hurt the foot. 
(See Cut.) Best Black or 
Brown Retanned Stock. 


The only Cor- 
rectly made, 
close fitting 
Tops. 


Exclusive Leather Top Factory for 25 years. 
Also Mfg’rs of the “Oshkosh” Line of 
Work and Outing Shoes. 

“They reduce the cost of living.” 
Write for Prices. 


The H. C. Roenitz Co., Oshkosh, Wis. 
Established 1877 
Wholesale Shoes, Rubbers, Leather and Findings 








SHOE LACES 


“OLD RELIABLE” Brands 


‘Trade Mark Beg. J. &. Pat. Of. 


“The Kind That Sells” 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. Exicaco U. S. A. 
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Style 217 E—EEE 
a ee $5.50 
Brown Kid—No. 216 .... 6.00 

t to 10 


Over 8—25 cents extra 
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There are many good arguments to 
both sides of a question, but the 
truth is often found in the middle. 











Groping in the Dark 


Time was when the purchase of advertising 


space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 
figures were unreliable. 


In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods 
this organization is able to supply just the data 
an advertiser needs.. The darkness is dis- 
pelled and the bright light of verified facts 
takes its place. Space buyers no longer find 
_ it necessary to grope in the dark. 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 














Do not overdo the argument on Cheap- 
er Shoes. Keep up your quality and 
retain your reputation for honest mer- 
chandise. 


Ezurfoot Stout Ankle Shoes 
and Slippers 


are’ moderate in price and honestly built. 


Ask for samples. 


L. F. KUNSTMAN SHOE CO. 


45 So. Wells St. 


“CLIFTON” 


Chicago 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it 4 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 


and prices on request. 


CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN 


BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 


141 
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Changes in Business| 
Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


FAILURES 


Beston—High Grade Shoe Mfg. Co., shoe 
manufacturers, reported petitioned 
into bankruptcy. 

Spencer Shoe Co., shoes, reported 
petitioned into bankruptcy. 

Nathan Diamond Shoe Co., shoes, 
reported petitioned into bankruptcy. 

Boston Wholesalers, Inc.. commis- 
sion shoes, reported, creditors noti- 
fied corporation in a temporary em- 
barrassing position. Have deposited 
in trust all stock and turned over 
all assets. 

A. Kupferman (Mt. Hope District), 
shoes, etc., reported assigned. Re- 
ported offering to compromise at 25 
per cent. 

Brockton, Mass.—North American Shoe 
Co., manufacturers of men’s fine welt 
shoes, reported liabilities $22,900. 
Henry Yudovitz and Joseph Poordet- 
sky understood to be principal parties 
interested in the stock. Committee of 
three appointed. Offer of 15 per cent 
made, 


Peabody, Mass.—Kromene Tanning Co.. 
tanners, reported petitioned into 
bankruptcy. 

Birmingham, Ala.—U. S. Quality Shoe 
Store, Nathan Marlow, sole owner, re- 
ported offering to execute notes for 
the full amount of claims, without in- 
terest, payable on or before one and 
two years. Net value of merchandise, 
approximately $12,500; liabilities 
stated as $26,736.16. 


Hartford 
ported 
Reported liabilities 
$14,700 


New Haven, Conn.—J. Rotman, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Brookville, Fla.—H. Adelburg, shoes, re- 
ported involuntary petition in bank- 
ruptcy. 

Cairo, Ga.—W. P. Arnold & Co., shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Pavo, Ga.—Adams Bros., shoes, etc., re- 
ported petitioned into bankruptcy. 


Valdosta, Ga.—New York Bargain Store 
(N. Golivesky), shoes, ete., reported 
petitioned into bankruptcy. 


Conn.—J. Biderman, shoes, re- 
petitioned into bankruptcy.. 
$7,917; assets 


Davenport, Iowa—Huot Sears Shoe Co., 
shoes, etc., reported petitioned into 
bankruptcy. 


Evansville, Ind.—N. Belgrade, shoes, etc., 
reported in bankruptcy. 


Napoleonville, La.—Joseph Castagnetta, 
shoes, reported petitioned into bank- 
ruptcy. Reported liabilities $9,894; 
assets $8,000. 


Detroit, Mich.—Danto & Beliansky, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Peter Vlasic, shoes, etc., reported 
petitioned into bankruptcy. 


Jackson, Miss.—Ben Alford Co. and Cut 
Price Shoe Store, reported involuntary 
petition in bankruptcy. 


Grand Forks, N. D.—Herman Silverman, 
shoes, etc., reported offer 25 cents on 
dollar in full settlement. Claims stock 
of approximately $13,000; owes about 
$20,000. 


Omaha, Neb.—F. & M. Boot Shop, Inc., 
shoes, reported offering to compromise 
at 50 per cent. Reported assets $28,- 
141.09; reported liabilities $37,443.68. 


Brooklyn, N. Y¥.—Joseph Altman (1013 
Manhattan Avenue) (633 Myrtle Ave- 
nue), shoes, reported meeting of cred- 
itors called. 

Di Marco & Co. (1237 Hancock 
Street), shoes, reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 


Lincolnton, N. C.—C. V. Tilson, shoes, 
etc., reported trustee has sent checks 
representing a distribution of 53 cents 
on the dollar. Liabilities $10,159. 


Buffalo, N. Y.—Israel Economy Shoe 
Store, shoes, reported assigned. 


New York City—Klein Bros., wholesale 
shoes, reported receiver appointed. 
Liabilities about $10,000; assets $7,000. 


Tulsa, Okla.—Jack Bergman, shoes, etc., 
reported involuntary petition in bank- 
ruptcy. 

Columbus, Ohio—Reece Shoe Co., shoes 
and wooden sole shoe manufacturers, 
reported bankruptcy. Offering 50 per 
cent. 

Akron, Ohio—Avalon Rubber Co., manu- 
facturers, reported petitioned into 
bankruptcy. ‘ 


Cleveland, Ohio—Louis Blazejczyk, shoes, 
reported petitioned into bankruptcy. 


Dallas, Tex.—Dave Frank Boot Shop, re- 
ported offering 35 cents on the dollar 
in full settlement. Assets $46,821.95; 
liabilities $71,566.91. 


Philadelphia, Pa.—Hyman Greenberg, 
shoes, reported petitioned into bank- 
ruptcy. 

Columbia, S. C.—Columbia Leather Co., 
wholesale dealers in leather and shoe 
store supplies, reported asked for ex- 
tension. Intention to re-organize. 


Omaha, Neb.—David Crounse, shoes, etc., 
reported in bankruptcy. 


Elkton, S. D—F. A. Buchholtz, shoes, 
etc., reported assigned. 


Breckenridge, Tex.—D. & H. Durra, shoes, 
etec., reported voluntary petition in 
bankruptcy. Liabilities $4,170; assets 
$4,000. 


Rusk, Tex.—Cash Store, shoes, etc., re- 
ported petitioned into bankruptcy. 


Norfolk, Va.—Barrett & Hurd, shoes, re- 
ported involuntary petition in bank- 
ruptcy. 

Clarksburg, W. Va.—Leatherbury Shoe 
Co., wholesale shoes, reported peti- 
tioned into bankruptcy. 


Milwaukee, Wis.—S. M. Dziedzic, shoes, 
reported financially involved. Owing 
$3,300 known debts; doubted if mer- 
chandise and fixtures worth more than 


. 


Mattawa, Ont.—Vineberg & Sons, shoes, 
etc., reported assigned. 


Shawinigan Falls, P. Q.—Emile Bellemare, 
shoes, reported extension granted. 


Montreal, P. Q.—Lion Brand Shoe, Regd.., 
wholesale and retail shoes, reported 
effected compromise settlement at 35 
per cent. 


Ottawa, Ont.—A. W. Ault Co., Ltd., 
wholesale shoes, reported offer of 30 
per cent considered and rejected. 


Allentéwn, Pa.—Young, Geiger & Co., 
shoes, reported sold out. 

Philadelphia, Pa.—Boardwalk Shoe Co., 
shoe manufacturers, Incorporated with 
capital of $100,000. 





IN STOCK 





No, 363—Same style as No. 360 with 
Imitation Shield Tip. 


$2.85 


No. 361—Same as No. 
Gray Nubuck Quarter, 
10/8 Heel. 


$3.50 


360 with 
Covered 





S. W. FELDSTEIN & CO. 


127 Duane St., New York City 


_NOW! 


No. 360—Patent Leather Ope Strap, 
Flexible McKay, 8/8 Heel, Rubber 
Top Lift. 


$2.85 


WIDTHS, C AND D. SIZES, 2% 
TO 8. 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
Milbradt Rolling| A=¥ PN f JADDER DS Every Shoe Store Needs 
=S523=S= a pair of 
Sep adders | (A Vi spRhercnns) | -uancaeSren” 
= To provide adequate (Trade Mark Reg. U. 8. Pat. Off.) 


-~- to = all kinds 
stores shelvi: 





ction guaran 


wae for our mene. cat- 
sho 18 styles 

of ladders as well as 

other s fixtures. 


Milbradt 
Manufacturing Co 


2416 No. 10th St. 
ST. LOUIS, MO. 














- SHOE STORE /juuem ) 
CHAIRS : 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 











1181 4th St., CINCINNATI, OHIO 






















storage facilities for shelf 
stock —to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
4’ wholesale or retail trade—install one 
{/ or more MYERS NOISELESS 
DERS. De — pecsgg LAD.- 
ERS. - Deep steps, full length 

hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a maga of ample 


strength for safety, convenience oO 


sie ny ae 4 of =, - attr 


















WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


Retiring or going out of business? 
I value for your entire or surplus 
stock shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 











CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark . 8 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chi Branch 
Boston, Mass. 161 w' Lake St. 























MISCELLANEOUS 








Ladders 
Fifteen styles. Satis- 
faction guaranteed. 
Lasts s Life-time 
Write for catalogue. 


Daynite 
Furniture Mfg. Ce. 
213 Choutesu Trust 
Bidg., St. Louls, Mo. 











Celebrated Glass Fixtures 


Catalog G. F. 
BPverything in 


Wood Fixtures 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 
Ask for samples 
Plush and Window Rugs 


Catalog No. 14 
Samples sent. 
The Hecht Fixture Co. 


Medinah Bidg., Wells and Jackson, Chicago 








NBW YORK SHOW ROOM 
70 West 36th St. 
Just Bast of Broadway 














'CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a sae to investigate 
and make offer upon reques 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay aoe cash price 
for retail and wholesale ks of shoes or 






For 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING ‘SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Broo lyn 
Phone Stagg 1757 

















The NEW YORK EXPORT 
PURCHASING CORPORATION 


596 Broadway 
New York City, N. Y. 


ort Sarpiee stocks | FOR 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone 3410 




















CASH . 
















The Most Popular 
Size Stick 


“VARNUM” 


No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Sise Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
. tive fixture for the store, also 
® long wearing and useful one 
as weil. 


Write Us Direct &{ Your Dealer 
Oannot Bupply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANOH, CHICAGO, ILL. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Rec er” than one-e OSITIONS WANTED—Four cents per word for each 
ord rates for we less - ighth pP insertion. Minimum amount accepted, seventy-five 
page per issue: cents. For other “Want” advertisements, seven cents 

per word for —- insertion. Minimum amount accepted, 
Spaee 1 time Ttimes 13times 26times 62 times $1.25. Ads under this heading be received up to 

noon, on Friday of week preceding publication date. 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 Whea advertisers desire answers to come in care of this 
2 in,.. 10.00 8.00 7.00 6.00 5.00 


$ in... 16.00 12.00 10.50 9.00 7.50 bg A = the  —- LJ and paid for accord- 
4 in... 20.00 16.00 14.00 12.00 10.00 


ingly. Answers to ads must be sent under letter postage. 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














ALESMEN WANTED for manu- 
facturer’s line of infants’ and 
Children’s . uare-edge Turns. 
Most complete line on the market 
and of unusual value. Slock 
proposition. 6% commission paid 
weekly. A few choice territories 
open. Descriptive price list on re- 
quest. References and line carried. 
Address 0-149, care Boot and Shoe 
seeeereen, 207 South St., Boston, 
ass, 











ACIFIC COAST SALESMAN 
WANTED—Well known Eastern 
manufacturer of Women’s High 
Grade Shoes, Is desirous of securing 
the services of a competent repre- 
sentative for the Pacific Coast 
territory. Must have established 
trade and be able to furnish best of 
references. Address D-158, care 
Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 

















CHANGES 


Boston—Boliva Ferraro (wife of Giu- 
seppa), shoe repairer, filed a married 
woman’s certificate. 


Lynn, Mass.—Johnson-Wright Shoe Co., 
shoe manufacturers, reported sold out 
to Richard J. Cruise. 


Brockton, Mass.—Crescent Shoe Co., shoe 
manufacturers, succeeded by the 
Goodwear Shoe Co., Inc. 


Haverhill, Mass.—Columbia Wood Heel 
Co., wood heel manufacturers, re- 
moved to Amesbury. 

Charles H. Horne & Co., Inc., arti- 
cles of incorporation were filed under 
Massachusetts laws on March 1; 
authorized capital $400,000. Purpose 

Diamond Heel Co., a Massa- 
chusetts corporation with an author- 
ized capital of $10,000. 


Meriéen, Conn.—Theodore Manning Co., 
shoes, incorporated with authorized 
capital of $25,000 


Litchfield, Conn.—L. R. Denegar, shoes, 
= retire—sold out to Edward Sep- 
ples. 


Valdosta, Ga.—Davis Dalton Dry Goods 
Co., shoes, etc., incorporated with 
authorized capital of $60,000. 


Chicago, Ill.—H. S. Clark & Co., leather, 
etc., incorporated with authorized 
capital of $5,000. 

Forest City, Iowa—W. A. Olson, shoes, 
etc., succeeded by Olson Nelson Com- 
pany. 

Baltimore, Md.—K. & M. Boot Shops, Inc., 
shoes, incorporated with authorized 
capital of $50,000. 

Lowell, Mich.—Fred J. Hosley, shoes, 
succeeded by Hosley & Van Dyke. 


Asbury Park, N. J.—Cantor Bros., shoes, 
succeeded by J. Cantor. 


Brooklyn, N.Y. Aaron L. 
(Frankel Shoe Store), shoes, 
business. 


New York City—Joseph Awn shoes suc- 

ceeded by Awn & Hashem. 

Louis Luxemburg shoes, succeeded 
by Barnett Gardner 

Samuel Sewitch, shoes, reported out 
of business. 

Weinberg & Weiss, Inc., wholesale 
shoes, succeeded by J. Weiss Shoe Co. 


Hightstown, N. J.—E. Berlin, shoes, etc., 
out of business. 

Woodhaven, N. Y.—Morris Schacht, shoes, 
succeeded by Morris Samowitz. 

Tiffin. Ohio—Zirger Ball Co., shoes, etc., 
Leo Zirger retires. 


Frankel 
out of 


Send all replies to Boot & Shoe Recorder, 207 South St., 


ALESMEN — Calling on retail shoe 

trade, also findings, jobbers to carry 

a high class specialty which is a big 

seller. Good proposition. Address K-576, 

care Boot & Shoe Recorder, 127 Duane 
St., New York. 


SALESMAN—D’Orsays, Comfy and Bou- 
doir Slippers. A few good territories 
are open for experienced salesmen. Men 
wanted to travel on commission basis. 
SHOE & SLIPPER CO., 912 Broadway, 
New York City. 


XPERIENCED SALESMEN WANTED 
to fill vacancies in our New England 
sales organization. Must be get-up-and- 
get men, who know men’s shoes inside 
and out. Ours is a specialty line that 
sells readily. EDMONDS SHOE CO., 207 
Essex Street, Boston, Mass. 


ALESMAN WANTED for Middle 
Western territory for one of the oldest 
Brooklyn Women’s Lines, Welt and 
Turns. One who has sold good Women’s 
Shoes in this territory and whose refer- 
ences will prove that he is a hustler and 
a trade builder and trade holder. Address 
D-154. care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED — Salesman with established 
business in Virginia, West Virginia, 
Indiana and Illinois, to carry our popular 
re line of Infant’s Turns, 1 to 4 and 
to 8. Also a large line of soft soles. 
Replies must contain full information as 
to territory covered, lines carried, volume 
of business and references. We carry a 
complete stock of the better seliing 
numbers. FINKELSTEIN SHOE CO., 
Pittsburgh, Pa. 














ALESMAN WANTED—An old 
established company manufac- 
turing overgaiters, spats and leg- 
gings, has an attractive proposition, 
as a side line, for several shoe sales- 
men calling on the retail trade. 
Give references and state territory 
desired. Address D-145, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. 











WANTED — Salesmen calling on shoe 
trade to sell quick selling specialty. 

Small sample. Big commission. 

| An geal MFG. CO., West Somerville, 
ass. 


SALESMEN WANTED —To sell retail 
trade in states of New York, Ohio, 
Illinois and Indiana, complete lines of 
Infants’ First Walk Turns, 1 to 5, also 
Soft Soles and Moccasins, 0 to 4. Ninety 
per cent of orders filled from in-stock de- 
partment. Liberal Commissions and 
Square dealing. Mail orders included. 
Address D-153, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANTED—A “live man for a live line.’’ 
Territory open: OHIO and PENN- 
SYLVANIA. Shortest and best side line 
in this country. The famous FOX line of 
Soft Soles and ‘first-step’ TURNS. 
Liberal commission and weekly drawing 
account as soon as you have proven 
your ability. Short snappy sample line. 
Leading styles in _ stock. One of 
Rochester’s oldest lines. In application, 
state full particulars, no dead ones need 
apply. F. J. FOX CO., Manufacturers,’ 
Rochester, N. Y. 














SALESMEN: 


FEW GOOD TERRITORIES 

OPEN. Quality Shoes. Work 
and Semi-Dress. A strong line of 
Boys’ Shoes with soles that wear. 
Liberal commissions. RED WING 
SHOE COMPANY, Red Wing, 
Minnesota. 











ALESMEN—To handle nine samples, 
Ladies’ White Canvas Pumps and Ox- 
fords, popular priced McKays. 5% com- 
mission, THE BEN BERLOW SHOE 
Co., 156 Duane Street, New York City. 


WANTED SALESMEN — Good _ terri- 

tory, open for live wires, side line 
paying a prompt 109% commission. 
COLUMBIA OVERGAITER & T1.EGGING 
Co., 900 W. Lake St., Chicago, Il. 








ALESMEN WANTED—To carrv our 


line of High Grade Popular Priced 
Women’s Turns and Welts on side. Com- 
mission basis only. Address 1D-156,. care 
Boot & Shoe Recorder, 189 W. Madison 
St., Chicago, Tl. 


SEVERAL CHOICE TERRI- 


ESMEN 
RECORD-PROVING ABILITY 
TO DEVOTE ENTIRE TIME 

SELLING 


Our pa Aw grade dress 


welts (soli adhere to retail at 
$7.00—5 lasts, 5 shoes, 9 ox- 
= genuine calfskin (Russia 

black and cherry red). Also 
cen Brown and Black Vici. 
Also to sell our solid leather 
Franklin Fox line—4 shoes and 
4 oxfords in high grade chrome. 
Small kip sides to retail at $5.00. 
Give age, length of time in terri- 
—_ preferred and previous rec- 
ord. 


OGDEN SHOE Co., 
Milwaukee, Wis. 














FOR SALE 


FOR SALE—Summer home of the late 
CHARLES W. NEWHALL. Bustin’s 
Island, Casco Bay, Maine. Inquire of 
Alice F. Adams, Executrix, 58 Green St., 
Augusta, Maine. 





Boston, unless otherwise noted in advertisement. 
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right purpose, 








BOOT AND 


is the great problem of the retail s 
is to help solve it; for this is the basic problem upon which de 
industries relating to shoes and leather; their production and 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculations, 
Entered at the Post Office, New York, N.'Y., a8 second clase matter. 


NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Ine. 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, 





SHOE 


Per copy, 25 cents. 


Member of the 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
to the right wearer, in the right fitting, for the right price, at the right profit. This 
hoe merchants. The chief pupose of “The Boot and Shoe Recorder” 

enen the progress of the entire allied 
istribution. 


Canadian, $6.00 


Foreign, $10.00 

















POSITION WANTED 


ANTED — Position as Manager or 

Salesman in Shoe Department. 15 

years experience; good references; woe 
like Middle or Western States. 
BUSSE, 509 Park, Trinidad, Colo. 


POSITION WANTED—I am an experi- 
enced tte | salesman, having put 
in fifteen years on the road selling jobbers, 
mail order houses and large department 
stores; from Boston to Omaha. Have 
also had inside factory experience on both 
McKays and Turns. Would like to asso- 
ciate myself with a shoe manufacturing 
house, where I am sure I can make good. 
Address D-141, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


FOR LEASE 


ANT TO LEASE SHOE DEPART- 
MENT in the best store in the State 
of Texas. A good opportunity for any 
one knowing the shoe business and wish- 
ing to make a home in the South. Ad- 
dress all inquiries to D-129, care Boot & 
epee Recorder, 207 South St., Boston, 
ass. 


T° LEASE — Space on _ second floo> 
adjoining Ladies’ Ready-to-Wear 
department. Ladies’ Shoes. Best location, 
city of 30,000. Address Box 24, Paducah, 


Ky. 




















FOR RENT 


RETAIL SHOE STORE FOR RENT— 
b nee Pennsylvania town, about 
20,000 people Fine location. Box 154, 209 
Cable Bu lding, New York, 


MISCELLANEOUS 











LINE WANTED 





LINES WANTED — Short lines only, 
Misses’, Children’s and Women’s 
Shoes, popular prices. For Georgia and 
Alabama, by experienced salesman. Ad- 
dress D-155, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMAN — Handling Growing Girls’ 
and Misses’ McKays, covering Mas- 
sachusetts and Rhode Island by automo- 
bile, desires additional line. Address 
D-150, care Boot & Shoe Recorder, 207 








South St., Boston, Mass. 
TTENTION JOBBERS AND 
WHOLESALERS: A promi- 


nent shoe manufacturer, located in 
Middie West and making service- 
able and desirable line of Children’s, 
Misses’ and Growing Giris’ shoes, 
desires to secure one reliable whole- 
saler for the Eastern States and 
another for the Southern States, to 
take exclusive sale, carry goods in 
stock and act as jobber and dis- 
tributor. Good for years success- 
fully handled by best merchants 
and department stores in other ter- 
ritories. Address D-152, care Boot 

Shoe Recorder, 207 South St., 
Boston, Mass. 














SALESMEN WANTED 


WANTED—A representative for an ex- 
clusive line of Infants’ and Children’s 
in stock, for every state in 
the union excepting New England, New 
York and Pennsylvania, on a 6 per WY 
commission besis. May be carried as 
side line with a good grade of Ladies’. 
Only those tuat are acquainted with a 
class of retail trade can make a 
success with this line. References re- 
quested in the first letter. Address D-140, 
eare Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











WE WANT 


A SMALL, UP-TO-DATE 
WOMEN’S TURN SHOE 
FACTORY 


Two shoemen of successful experi- 
ence, one in manufacturing and 
designing, the other in selling, are 
open for a proposition from a turn 
shoe manufacturer who is looking 
for co-operation, results and pro- 
fits. If the opportunity is right 
and can be proved such, we might 
be induced to buy a financial in- 
terest In the proposition. Address, 
with full particulars, D-157, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








Expert 


In the Manufacture 
and Distribution of 


Women’s, Misses, 
and 


Children’s Shoes 


Is desirous of connecting himself 
with a growing concern that needs 
the services of an experienced 
shoeman and can also handle a 
large amount of new business from 
big stores the country over. This 
is an unusual opportunity for some 
wide-awake manufacturer to cash 
In on the experience and trade 
following of a well-known shoeman. 
Address D-151, care Boot & Shoe 
oeraer, 207 South St., Boston, 
ass. 











Send all replies to Boot & Shoe Recorder, 207 Scuth St., Boston, unless otherwise noted in advertisement. 
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PUBLISHER'S NOTICE 


SUBSCRIPTION— The subscription ice of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year including post- 
age. 

FOREIGN SUBSCRIPTION—The price to 
foreign countries except the above is $10. ~} 
per year, including postage. 

All subscriptions are payable in advance. 
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Rates furnished on application. For rates 
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BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addreshed to 
the Boston office. 

BROCKTON OFFICE: 224 Moraine 8t. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8st. 
Telephone Main 1089. B. O, Bowen, Man- 
ager. 
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Ww. R. Hill, Manager. 
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Bank Bidg. H. M. Bowen, Manager. Tele 
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LYNN OFFICB: Fred A. Gannon, 

MILWAUKED OFFICE: Leonard 8S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens, L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1, Bngland. 

AUSTRALIA’! OFFICB: 430 Lit. Collins &t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, nager, W: 2, Vienna, Austria. 

ARGENTINA: Buenos oe Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rus 
General Camara, 88 Sob. 

CHILE: Santiago, Las ~~ 1123-1127. Otte 
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ome: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICW: Yokohama. J. F. 
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SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 
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Edwards, J., & Co., Philadeiphia.... 
Elam, F. 8., Shoe Co., Rochester, N. Y.... 
Excelsior Shoe Co., Portsmouth, O 


Feldstein, S. W., & Co., New York City.... 
Felstiner-O’Connell Shoe Co., 121 
Fern & Poor Co., 


Ford, C. P., 
-_ —oe -Thompson Shoe Co., 


Gardiner, H. K., Co., Lynn, Mass 
Geding Shee Co., Chicago, Ill 
Goodrich, Hazen B., Co., Haverhill, Mass. . 
Greeley, A. W., Co., Haverhill, Mass 
Gregory & Read Co., Lynn, Mass 
Griffin White Co., Brooklyn, N. Y 
Grossman, Julius, Inc., Brooklyn, N. Y 
Gustin Co., M., New York City 


Hagerstown Shoe & Legging Co., Hagers- 
town, 54 

Hannahsons Shoe Co. .» Haverhill, Mass 

Harding Shoe Co., Inc., Haverhill, Mass... 

Harney, P. J., Shoe Co., Lynn, Mass 

Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 31 

Henne, Wm., & Co., Inc., Brooklyn, N. 

Hennessey, Maxwell & Hennessey 

Holmes, W. T., & Co., Philadelphia, Pa.... 

Holters Co., The, Cincinnati, 

Horn Shoe Co., Brooklyn, 

Hoskins, R. H., Co., Brooklyn, N. Y 

Howard & Foster Co., Brockton, 

Hoyt, F. M., Shoe Co.,- Manchester, N. H.. 


Imperial Children’s Shoe Co., 
ie We 


esos 20 
120, 123 


Jelly-Delaney, Lynn, 

Johnson 7. 8 

Johnston & Murphy, New York City. 

Joy, Clark & Nier, Rochester, N. Y 

Juvenile Shoe Corp., Carthage, Mo. Front ‘diene 


Karelis Shoe Co., Haverhill, Mass 
Kauder, F. S., Shoe Co., Brooklyn, N. Y.. 
Keith, Preston B., Co., Brockton, Mass.... 

16 


Knox Shoe Co., Milford, Mass 
Kozak & McLoughlin, Brooklyn, N. ¥ 20 
Kunstman, L. F., Shoe Co., Chicago, Ill....1 


La Crosse Boot & Shoe Mfg. Co., La Crosse, 
WH Sesser 6d vedere citiscccucencounnd 52, 123 

La France, Lynn, M 

ee J. Tue Shoe | Mfg. Co., Brooklyn, 


N. 
Le-Hy Vghos Co., The, Rochester, N. Y 
Lilly, Henry, New York City 
Lunn & Sweet Co., Auburn, Me 


MacMaster, J. J., Rochester, N. Y 

Maetrich Eyre & Co., Brooklyn, N. Y 
Maid-Rite Felt Slipper Co., Inc 

Marion Shoe Co., Marion, Ind 

Marshall, C. 8., Co., Brockton, Mass 

Marston & Tapley Co., Danvers, Mass 
Martin, A. H., Co., Rochester, N. Y 

Miller, I., & Sons, Inc., Brooklyn, N. Y... 20 
Morse & Burt Co., Brooklyn, N. Y 2 
Murphy, Gorman & Waterhouse, 


Nettleton, A. 


Olenick, I., New York City 


Packard, M. A., _ Brockton, Mass. we 132 
Parisian Shoe Mfg. Co., Brooklyn, N. Y... 20 


Peck, Frederick 8., Worcester, Mass 
Perfect Shoe Co., Brooklyn, N. Y 
Peters, Branch Int. Shoe Co., St. Louis, 


Mo. 
Phillips-Cram Corp., Haverhill, 
Pincus & Tobias, Brooklyn, N. 
—, Dr. A., Shoes, Inc., 


Ramsey, E. J., Co., Brooklyn, N. Y 
Reed, E. P., & Co., Rochester, N. Y 
Reising, G., & Co., Chicago, Ill 

Rice & Hutchins, Inc., Boston 
Roenitz, H. C., Co., Oshkosh, Wis 
Rogers & Davis, Brooklyn, N. Y 
Rosenberg, 8., & 


Sargent, D. D., Salem, Mass 41 
Shaft-Pierce Shoe Co., Minneapolis, Minn.. 
8 Wm. Sumner, Chicago............. 124 


.. Red Wing, Minn.129 

Strassburger-Stiles, Brooklyn, N. ¥ 20 

—_ Charlies W., Inc., Brooklyn, 
20 


Tessier & Bowdin, Haverhill, Mass 121 
Thompson Bros. Shoe Co., Brockton, Mass. = 
Thomson-Crooker Shoe Co., Boston 


Union Shoe Co., Brockton, Mass 
United States Rubber Co., New York City, 
48, 


Westcott-Whitmore Co., Syracuse 

Whitman & Kieth, Brockton, Mass 

Williams Clark Co., Lynn, Mass........... 
Wise & Cooker Co., a, Me 

Witherell, E. A. & M. C., Co., Haverhilil,. 
Wobst Shoe Co., Milwaukee, Wis 

Wright, E. T., & Co., Ine., Rockland, Mass. 22 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb Co., Inc., Boston 
Berger, Max H., Brockton, Mass 


Chamberlain, B. “ey Boston 
Creese & Cook Co., Bos 


Inc., Philadelphia, 


Gallon, A. F., & Sons Co., Milwaukee, Wis.112 
Hunt-Rankin Leather Co., Boston 

Jones Co., F. E., Boston 

Kistler, Lesh, Inc., Boston 


Lawrence, A. C., Leather Co.. Boston. . 


-42, 43 
Levor, G., & Co., New York City 2 


Pfister & Vogel —— Coe., Milwaukee, 
Wis 30 


Quabaug Rubber Co., No. Brookfield, Mass. 44 
Rueping, Fred, Leather Co., Fon du a 
14 


Oscar, & Bro., Inc., 
Shinwer; Wm., & Sons, Philadelphia, Pa. 
Vaughan, Geo. C., Peabody, Mass.......... 86 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Boston Blacking Co., Boston 


Cincinnati Last Co., Cincinnati; 
nme Compound Mfg. Co., 


Everett & Barron Co., Providence, R. I1.... 
Griffin Mfg. Co., New York City 

- England Wood Heel Co., Haverhill, _ 
North - Juda Mfg. Co., New Britain, Conn.108 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 58 
United Shoe Machinery Corp., Boston. .137, 148 


Wiechman Pattern Co., Cincinnati 


FINDINGS AND SHOE STORE SUPPLIES 
Allen Hosiery Co., Philadelphia, Pa 
Brown-Durrell Co., Boston and New York.. 19 


Clifton Mfg. Co., Bosto 
Coultas Co., D. W., Peovthenes, R. I 


Daynite Furniture Mfg. Co., St. Louis, Mo.143 
Decorators Supply Co., Chicago, Ill 

Elastic Tip Co., Bosto 

Ellis, W. E., —,! Haverhili, 126 
Emery & Beers Co., Inc., New York City .147 
Ennbee Novelty Co. 126 


Fashion Ornament Co., Brooklyn, N. Y...126 
French Beading & Novelty Co 5. 


Hecht Fixture Co., Chicago, Ill 
Hutmacher Braiding Co., Paterson, N. J.. 


Kahn, Edw. E., Co., Brooklyn, N. ¥ 


Martine, M. B., Inc., New York City 
— Mfg. Co., St. Louis, Mo 
Myers, F. E., & Bro., Ashland, Ohio 
Netscnert, Frank, New York City 
Onken, Oscar, Co., Cincinnati, Ohio 


Parisian Beading Works Co., Philadelphia.126 

Success Manufacturing Co., Spokane, Wash.136 

aa * A, wosvand Mfg. Co., W. Somerville, 
1386 


B... ke Frank W., Boston 

Whittredge, C. R., & Co., Swampscott, Mass.106 

Wizard Foot Appliance Co., St. Louis, Mo. 
2nd Cover 


MISCELLANEOUS 


Armstrong-Lazzarro Co., The, Boston...... 128 

Atlantic Printing Co., Boston 1 

Blacher, Chas., New York City 

Boot & Shoe Workers’ Union, Boston. 

Brooklyn Purchasing Syndicate 148 

Brooklyn Shoe Remodeling Co., Brooklyn, 
N. Y¥. 117 

Calderwood & Preg, Inc., Boston 

Hooper Printing Co., Boston 

Kalter Cerf. Merc. Co., Max, New York... 

New York Export Purchasing Corporation, 
TOD WEE Gave cccccccccccscs ovoceneves 14 

Best Ga BP. Dio BasteWecccccccccicvccceses 128 

Successful Farming . 

Tolman Print, Brockton, Mass 

University Electrotype Foundry 
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A POPULAR COMBINATION 


The saddle strap oxford in camel and brown is mak- 
ing its appearance everywhere in town and country. 


With these oxfords 


“Onyx” 


Reg V.S:Pet. Orrice 


of silk and mercerized lisle in the popular camel hair 
shade are just the thing. Ask to see our numbers 


1500/13 and 1600/10 @ $8.50. 


Emery 6 Beers Company, inc. 
Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
BROADWAY AT 24th STREET NEW YORK 


Branch Offices 
Boston, Buffalo, Philadelphia, Chicago, San Francisco 
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UBAC 


RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 


For sale by shoe findings jobbers. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 








